APPOINTMENT OBJECTIONS
    1.
     “I can’t afford it.”

Answer #1: How much can you afford? Let’s put it in your budget.

Answer #2: Can you afford $2 a day?  We are talking about $60 a month.  I understand where $60 seems like $600, I’ve been there.  You can take $2 out of your wallet everyday and put it into a cookie jar can’t you? But the reason you can’t afford it is exactly why you need it!  Does that make sense?

Answer #3:  How much do you spend on car insurance? I bet you spend more than $60 a month on car insurance.  That is to protect an automobile. We are talking about the same amount of money to protect your family.  Wouldn’t you say that is more important?

Ask them questions and let them answer. People like to think that it’s there decision to buy the coverage, not that they were sold by some salesman/woman.  You need to put the cost of of coverage in perspective.

2. “ I have to think about it.”

Answer #1:  What do you need to think about? Do you like the coverage? Can you afford it? (YES), Well let’s get started.

Answer #2: Usually, when someone tells me they need to think about it, it is because they have questions or they can’t afford it.  In your case, which one would it be?

Answer #3: Okay, I completely understand that. I’ll step outside for a minute.  Take all the time you need.

Answer #4: The reality of it folks is that you are not going to have me back. I have been on hundreds of appointments and I have been back a second time once, because life gets in the way. You are thinking about it now, if you are at all comfortable with the coverage we need to take the next step.

If you travel 1 ½ hours away or more, you can use this close in addition to #4.  “If you decide in 2 weeks to move forward to protect your family and you call me.  My company isn’t going to send me out just to visit 1 family.  It’s not cost effective, does that make sense? To be upfront with you, I don’t know where I’m at week to week.

       Answer #5:  Why you are thinking about us, we need to think about you to.  We haven’t 


       even qualified for the program yet.  Here is what happens next. We take care of the


       paperwork and submit it with a check for the first month’s premium. You will then go

through the underwriting process which could take upto 6-8 weeks. At that point, if the program is approved and issued, it is mailed to your home.  That takes another week.  Once you receive the policy, you can opt in or opt out. It’s called the free look period.  If you opt out, you will receive a refund and you had temporary coverage in place for free for almost 3 months.  How do you lose?
Use the answer #4 as a last resort after you have tried everything else. Remember you are not going back a second time. Any agent can get the lay up sale. What is going to make you or break you is the ability to get past the first or second objection. You can also use #4 for “I am getting quotes”.
