




SCRIPT PLACE HOLDER

● Do we make more sales and income when we have more resources… or less?

● Are clients more likely to keep their policies in place and buy multiple  

policies if you help their friends and family… or less?

● This is a simple, revolutionary act of service that adds so much more value    

to the client’s life and your business

● Just Ask yourself, is your shyness more important than getting                       
the result and making an impact through an act of service

● It’s not about intensity, it’s about consistency!



ASR Appointment Outline - Posture

● Thank them for the privilege

● “Who do you know who would benefit from a meeting like we just had”

● I’m not going to call them right away because I am not a telemarketer 

and don’t want to get treated like one so I am counting on you to reach 

out to them tell them how great our meeting was, how simple and     

clear I made everything. Make sure they have my number so                  

they  answer my call

● Put your head down, pen in hand and start writing



ASR Appointment Outline - Posture

● It’s simple and stronger than a lead because they have a choice

● Know that 50% of the time they forget to tell their friend and prep them. 

Be realistic, these are people, we are people

● Separate yourself from everyone else by creating the environment of  

Love, Trust and Respect. 

● Be assumptive and let them know everyone is doing this

● “If you’re anything like Steve and Susie we’re going to have                            

a blast and I’ll be able to help you just like I helped them”

● Will 6pm or 8 pm work better for you










