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The Differentiator

The difference between agents who make it
and agents who quit is not talent.

It is showing up prepared and
doing the appointment anyway.




Three Things to Prepare

Technology: Laptop loaded with quoting
tool for their zip code

Compliance: Scope of Appointment form
ready to sign

e

Note-taking: Legal pad to document
doctors, drugs, and budget
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You are not selling yet.

Minutes " :
Oto3 '

Notice the environment

Make a genuine
© observation

oo Become a person they
&2 are comfortable with
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Step 3: Needs Discovery




Step 4: Presenting Quotes

(Turn your screen toward the client. \
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{ Speak in plain language. Never rush to close. \
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Step S: The Enrollment Process




The Fatal Mistake

X

The Laptop Trap

Opening your screen and
presenting plans before the
client has spoken




The Transition Framework

| appreciate you taking the time. Here is how this works. | am
going to ask you a few questions, and based on what you tell me,
| will show you the options that make the most sense.

There is no pressure. If something is a good fit, great. If not, that is
totally fine too.
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. Your Action Step

Do a complete dry run out loud.

@ Say the framing language

Q Practice the transition

@ Navigate your quoting tool

: through it beforehand lets you focus on the client, not the process.

&1 NotebookLM



