FAST

FOCUS | ATTITUDE ' SKILL ' TOUGHNESS

FIRST 5-10
SECONDS

GOAL:

Confirm you are not a
spam call and give them

a reason to stay on the line.
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PRINCIPLES

& Be clear, not clever

@ Reference why they requested information
@ Ask a simple permission question

EXAMPLE

66 Hey John, this is Bert with State Farm.
I’'m calling about the quote you
requested from a local agent. | had a
couple quick questions that could help
make sure we get this right.

Do you have just a minute?”
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The best word tracks are not

one-size-fits-all. They should
adjust based on:

NEXT 20-45
SECONDS

GOAL:

Shift the conversation
from price shopping to
value discovery.
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PRINCIPLES

@ Ask open-ended questions

@ Let them talk

@ Position yourself as a helper, not a closer

EXAMPLE

6o Before | just throw a number at you,
let me ask—are you mainly trying
to save money, improve your
coverage, or just make sure you
have a good deal?”

THE PROSPECT’S PERSONALITY

Some people want details.
Some want speed.

Some want trust.

Some want control.

Some are direct.

THE SALESPERSON’S STYLE
Some are naturally warm.

Some are analytical.
Some are high-energy.

THE 3-STEP WORD TRACK STRUCTURE

A SIMPLE PATH TO BETTER CONVERSATIONS
AND BETTER RESULTS

(1) craB ATTENTION I (2) CREATEINTEREST I (3) HELPTHEMWIN
-
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PROTECTION
OR SAVINGS

GOAL:

Deliver value whether
they buy today or not.

PRINCIPLES
@ One improvement is enough
@ Frame it as education

@ Let them choose the direction

EXAMPLE

€ Based on what you told me, | see
one area we may be able to improve.
We may be able to either strengthen
your coverage, improve your price,
or at least confirm you’re
in a good spot.”

The goal is not to sound
like someone else.
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The goal is to build a word track
that sounds like —while still
following a proven path.

THAT’S THE PATH. FAST




