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MAKE YOUR CANVASSING SUCCESSFUL!

CLOSE OBJECTIONS

Looking for a different strategy to
close more sales that works? Check
out this approach. Close On Objec-
tions is a technique where the agent
welcomes the prospect’s objections,
viewing them as an expression of in-
terest, then turns them around into
reasons for the prospect to buy. When
the client makes an objection, listen
respectfully, repeat objections and
affirm your understanding. Do not
interrupt or appear too eager to re-
fute their concerns. An objection is
no more than an opportunity to ad-
dress a concern using testimonials,
data, or another relevant product or
option that you offer. If the prospect
uncovers a drawback for which you
have no ready answer, offer a com-
pensating benefit. Objections are
also an opportunity to share more
information. The goal is to encour-
age conversation and information-
al exchange, instead of making a
presentation, lecture, or one-sided
sales pitch. Your well-reasoned and
understanding responses to the cli-
ent’s concerns will help overcome
any reluctance. Each objection is a
chance to move towards a sale.

CONTACT US!

OAKTREE Brokerage

Canvassing can be a highly rewarding
tool when prospecting for new
clients. When is the last time you
tried canvassing small businesses?
Many agents either had a bad
experience or developed a fear of
canvassing, but often this is due to
simple mistakes. Opportunity is out
there, so how do you get started?
A few simple rules will make your
canvassing successful (and maybe
even pleasant!)
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THE GOAL: Why are you canvassing?
The answer is simple but critical
(and is why many agents fail.) You
canvass to introduce vyourself to
prospective customers, not to make
sales. You’re there to meet people
and gain access. More on the next

page...

TIPSTRAD

can use their life insurance to protect against more than just death. Show
your client the benefits of adding a long term care rider. Or what about
retirement, college fund or lifetime gift planning? There are so many different
options and riders to choose. Make the most of each sales opportunity when

you’re presenting to your clients!

ADD FEATURES TO
YOUR LIFE SALE

Today’s consumers expect the
products they buy to fill more
and more roles. Think about
cell phones. We no longer just
make calls. Consumers expect
their phones to fill the role of
personal assistant, computer,
camera, etc. Your clients want
the same thing from their life
insurance. Show them how they
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Continued from front page...
Canvassing door-to-door is the most
cost-effective way to gain access to
new relationships and opportunities.
The selling will come later; the
meeting needs to take place first.

WHERE TO CANVASS: Industrial
parks with businesses in close
proximity, or small office complexes.
No one wants to walk a mile between
businesses. Try not to canvass huge
multi-national businesses or chain
stores. Although they may not all
be a waste of time, reaching the
decision-maker is harder. The best
prospects are small, locally owned
businesses like your local deli,
printer, or automotive paint shop.
Access is easy, and the owner is
typically the operator.

WHAT TO WEAR: Sounds silly? You’d
be surprised. You don’t ever want
to look like a salesperson. Dress
casually, yet professionally; for
example, wear a pair of khaki pants
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and a button-down shirt. Remember,
most small business owners don’t
wear a suit. And for all they know,
you might be a customer. Walking
into their business dressed in a
suit is a dead giveaway you are a
salesperson—their defenses will go
up immediately.

WHAT TO CARRY: No briefcase or
portfolio of any kind. Never make
the mistake of taking a rate card
or application when canvassing.
Again, this giveaway will lead to a
cold reception. Instead, take a spiral
notebook and a few business cards in
your pocket. Remember, you are not
there to make an immediate sale!
You are there to make a contact.

HOW TO COMMUNICATE: Casually
introduce yourself to the person that
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: »Trendsetter® LB Series

Termr Life Insurance with Living Benefits

- “avaifablé through

ETRANSAMERICA@

Family Markets

PRODUCT FEATURES:

e Multiple Living Benefits included at no cost including
¢ Terminal Iliness Accelerated Death Benefit
¢ Chronic Illness Accelerated Death Benefit
¢ Critical Illness Accelerated Death Benefit
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greats you. The fact that this person
may not be the owner doesn’t make
them any less important. This person
decides whether you’re going to talk
to the owner. Tell them you were in
the area visiting a local client and
wanted to stop by. Let them know
this is just a courtesy visit. Tell them
very briefly about your services.
You just want to give a very short
overview of what you do.

At this point, ask the person what
kind of business it is. If it is evident,
like an automotive shop, ask them
the size of the company and the
number of locations. Next, tell them
you are short on time - just dropping
by to introduce yourself. That will
put them at ease, knowing that
you are not there to pressure them
into anything. Tell them you would
love to call them back or visit them
at a later date. Ask if the owner is
local and if the owner handles the
benefits. After you get the data,
write it down on your paper and ask
them for a business card. Be sure to
write down the name of the person
you spoke to and keep the business
card, so you can later attach it to
your sheet.

You now have a small business lead!
You know who owns the business,
how many employees there are,
who the reception person is, who
handles their benefits and maybe
much more. If you strike up a good
conversation with that person, you
will be amazed at what they tell you
about the business and its decision-
makers. Now when you get a chance

to call, you will be able to ask for the
owner and can use your conversation
with the receptionist as the starting
point.

¢ Non-medical underwriting for face amounts up to $249,999 - age
and risk class limitations apply.*
e Great Commissions and Renewals

Call us Today!

*The $25,000 to $99,999 rate band (Band 1) and $100,000 to $249,999 rate band (Band 2) on Trendsetter LB are only
available on the Standard Nonsmoker, Standard Smoker, Standard Express Nonsmoker and Standard Express Smoker
risk classes on a non-med basis. Band 2 is available on a fully underwritten basis for the Preferred Choice risk class. Face
amounts and/or ages above these limits are available-on-a fully underwritten-basis. Non-med requirements include the
application, non-medical application supplement (part 2), MIB, Script Check and possible'PHL.and/or APS. Trendsetter®
LB is term life insurance issued-by Transamerica Life Insurance Company, Cedar Rapids, IA 52499:-Policy Form No. TL19.
Premiums increase annually beginning in year 11 for the 10-year policy, in year 16 for the 15-year policy, in.year 21 for
the 20-year policy, in year 26 for the 25-year policy, and in year
1 for the 30=year policy. Policy form and number may vary, and
this policy may not be available in all jurisdictions. Insurance
eligibility and premiums are subject to underwriting

FN38359-0912 For Producer Use Only. Not For Public Dlstrlbutlon

Remember, canvassing is not about
making sales that day. It is about >
planting the seeds for future sales.
Be patient—it works. O
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Legal & General America-

QUOTES DONE RIGHT

Legal & General America has a super
cool, brand new lead-generation web
tool! It’s called QUOTES done right.
It’s a web-based, one of its kind,
term life insurance lead generator
and consumer quoting tool. It’s fun.
It’s fast. It simplifies insurance-speak
or ignores it altogether. Agents can
setup a profile for a personalized
version of QDR that will include their
contact information on every page.

Using Legal & General marketing
materials, agents can advertise
QDR to consumers. A consumer can
run a needs analysis (if desired),
get a term quote, and select an
appointment time to talk to their
agent. Agents are notified of this
new lead by email and will call the
consumer at the indicated time.
If all goes well during that call,
agents can drop an automated ticket
to AppAssist, where the Legal &
General America team will collect
the full life insurance application at
the consumer’s convenience.

Agents can even use QDR as an
engaging track to follow during
a sales call. What does it cost?
Nothing. It’s free. Commissions?
Same as making an OPTerm sale any
other way! Call today for details!

American General’s
Power Protector - 7 Plus EIA

4.75%

Athene Annuity’s
Choice - 10 EIA

5.00%

EquiTrust Life’s
MarketTwelve EIA
2 years at

8.00%

Annuities

Make a GREAT PLAY with these
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Athene Annuity’s
Enhanced Choice - 12 EIA

4.50%

EquiTrust Life’s
Market Power Bonus EIA
2 years at

10.00%

Great American’s
Legend - Il EIA

5.00%

Call for details!!!
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Athene Annuity’s
Enhanced Choice - 8 EIA

4.50%

EquiTrust Life’s
Market Value EIA
2 years at

20.00%

Great American’s
Valor - 10 EIA

4.50%

For Agent Use Only. Cap rates subject to change. All products not available in all
states - Call for state approvals.

Genworth

MASTERS TOURNAMENT

Have you ever wanted to go to the Masters Tournament? Well now Genworth
is offering you the chance. Win a trip to the 2015 Masters tournament
with your placed and paid Indexed Universal Life, Indexed Annuity, Long
Term Care, and linked benefit cases. Award includes round trip airfare to
Atlanta, Two nights in the Genworth host home, including private chef,
evening cocktails, continental breakfast, dinner and snhacks. Also includes

early morning hosted Masters Chair
CARRIER
COR

placement to view one and a half
days of the tournament. Please
contact us for details!
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Successful canvassing requires multiple visits to the same business. Mark the date of your
first visit to the business and visit again every couple of months as you make the canvassing
rounds. Every couple of months, you can recanvass the same office parks, reestablishing
contact and making yourself a more familiar face to the people in each business. This
gives you the added benefit of being in front of them when the timing is right.
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The Genworth Financial companies provide an affordable universal
life insurance product that allows your client to choose planned
premiums for initial periods of 10, 15, or 20 years that are generally
similar to - or better than - term life insurance premiums.

Call us Today for More Details!

Products are subject to state availability and issue limitations.
FOR PRODUCER/AGENT/BROKER USE ONLY. NOT TO BE REPRODUCED OR SHOWN TO THE PUBLIC.

Life insurance products are underwritten by:

Genworth Life and Annuity Insurance Company

Genworth Life Insurance Company, Richmond, VA

Genworth Life Insurance Company of New York, New York, NY

Only Genworth Life Insurance Company of New York is licensed to conduct business in
New York.

Genworth, Genworth Financial and the Genworth logo are registered service marks of

Genworth Financial, Inc.
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