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 Welcome!  If you can see this screen, dial in 

to 866-299-7945, then 8754# and youôre all set! 

GREAT NEWS! 
Everyone who attends this webinar receives AT 

LEAST 

 50 Reward Points!* 

PLUSé one lucky attendee earns 

500 Reward Points! 

* Limit 1 Reward Code Per Agent Per Unique Training Topic. 
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The working period 

ÅTime to think and Make a good decision 

ÅRead brochure and outline of coverage 

ÅResearch long term care 

ÅDiscuss with children 

6-8 weeks 
Policy delivery 
Policy changes 
Decision time 

Application 
and 
Deposit 

How to Start the Process! 

Insurance company decision! 

and  

Your working period of time 



At This Pointé 

üIf you warmed the prospect up 

perfectlyé 

üIf you have given a perfect 

presentationé 

üIf you designed a perfect set of  

recommendationsé 

üThe best thing you can hope for? 
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An Objection! 

üNever forget that this is what we are 

paid to do! 

üThe minute a product reaches a point 

where the prospect will not objecté 

üIndustry will find alternative methods to 

marketing! 
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The Quandrant Formula  
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The Quandrant Formula  

üAlmost a ñphysical clickerò in your clients 

mind 

 

üTry your own research here 

 

üBut remember ï you donôt know how 

many a prospect needs! 
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An Example: 

üAgent closing prospect 

üProspect is 4 closeé 

üAgent doesnôt know how many closes 

prospect will takeé 

 

Which option looks best to you? 
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The ñPoint Of Closeò 

üProspect is not a ñHappy Camperò 
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The ñPoint Of Closeò 

üProspect is not a ñHappy Camperò 

üUp until this point, having a pretty good 
day 

üNow being forced to make a decision 

üOnly have one thought on their mindé. 
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Prospect 

ñHow can I get this agent to leave 

without costing me any money?ò 

Remember ï theyôve been 

around the block! 
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I Need To Think It Over 

üAlways remember ï the first objection is 

a ñsmoke objectionò 

 

üHas no bearing on the buying decision 

 

üSimply stalling decision 
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Best Answer? 

üNeed 

  

üLike 

  

üAfford 
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CIA Formula 

The four reasons a client wonôt buy a 

product: 

üDonôt think they need it 

üThey donôt like it 

üThey canôt afford it 

üTheyôre in no hurry to purchase it 
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CIA Formula:   
Classify ï Isolate - Answer 

üNeed 

üLike 

üAfford 

Isolate Objection (or) Clicker Goes! 
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