SELLING PROCESS

1. After the warm-up, ask two questions:

· “Is it possible that, in the next 90 days, you could be diagnosed with cancer or have a heart attack or stroke?”

· Are you financially prepared for the consequences of any of these events?”

2. Discussion about  Critical Illness Insurance (What it is and how it works).

3. Tell the story of how Critical Illness Insurance was conceived/developed:

· The Dr. Marius Bernard story

4. Explain the differences between Critical Illness Insurance and:

· Disability Income Insurance

· Long-term Care Insurance

5. Uncover the Need – discuss the financial concerns (risks) or review the spreadsheet analysis (Needs Analysis) to reflect the desire to transfer risk to the insurance company.

6. The CLOSE – Ask the client how much of risk he/she wishes to transfer to the insurance company.

