


Most agents who are new to 

the business see their current 

position as just a job- however, 

having this mentality is a big 

mistake.This is a business and 

you own it! 



How much money do you want to earn?

How much will you spend to write each 

application?

Have a business specific credit card

Have a bank account for the business

Set up a quicken or quickbooks online 

account to track your income and 

expenses



1and1.com and GoDaddy.com 

have plans for about 

$10/month which includes a 

website AND email

Constantcontact.com, 

Campaigner.com, etc have 

low-priced or free packages

Complete your LinkedIn 

profile and setup a Facebook 

page for your business

PRO TIP:

Set up your business in 

Google Places, Yahoo 

Local Listing, Bing Places 

and Yellow Pages- They’re 

all free!



once you have used 

your time, you can 

never get it back.

if your goal is to 

make $75,000 this 

year, your time is 

worth $40 / hour.

USE YOUR TIME USE YOUR TIME 

WISELY

you may get a lower you may get a lower 

marketing cost per 

sale using cheap 

leads- but when you 

factor in your time, 

you will see that it is 

hurting your income. 



There are free systems

like Zoho.com

Norvax and Quotit 
provide quotes and a 

website

High end systems High end systems like 
insidesales have dialers 

than can really maximize 

your productivity

Make sure you are 

updating your leads

Take notes

Set up your callbacks



With exclusive leads, you don’t need 
to compete against other agents.
HOWEVER, your initial contact rate 
goes down as the minutes tick away.

Be prepared! See the next page for 
some example scripts.

You might think body language doesn’t 
matter because you are on the phone, 
but sitting up straight and smiling while 
speaking can improve your sales skills.

Data shows that calling a prospect 6 
times will deliver your best 
combination of total contact rate vs. 
the time you invest in each lead

Leave voicemails and email your 
prospects with each dial.



We received you
r 

online inquiry 
for 

health insuranc
e and 

I’ve been assig
ned to 

be your health 

insurance advis
or. 

Call me back ri
ght 

Call me back ri
ght 

away to get you
r free 

health insuranc
e 

quotes! My numb
er is 

XXX-XXX-XXXX.

I received y
our 

inquiry for 
health 

insurance an
d 

I’m going to
 be your 

health insur
ance 

advisor.

 Please call
 me back 

 Please call
 me back 

because I ca
n help you 

find a best 
plan for 

your budget.
My number is

 

XXX-XXX-XXXX

I look forwa
rd to 

I look forwa
rd to 

speaking wit
h you. 

Take care!

We have had some trouble connecting over the past few days. As your health insurance advisor, I can help you sort through the hundreds of health insurance of health insurance options available to find the best possible plan for your budget. Give me a call at XXX-XXX-XXXX. If I don’t hear from you don’t hear from you soon, I’ll follow up in two weeks. Take 
care!



Wouldn’t you be 

annoyed if the same 

number called you 5 

times in 1 day? Be a 

professional and 

follow up in a 

non-pestering way.

Remember, no one 

likes long winded 

voicemails. Keep it 

short!Voicemails 

should be 15-20 

seconds maximum.



1  Say your open
2  Ask a good     
    question
3  LISTEN!



Lots of closing strategies work, but the best 

one is assuming the sale.

If you have done your job and asked the right 

questions, you should have been leading the 

person to a close the whole time.

Simply stating something like “Let’s get your 

application into underwriting to get your final 

rates” works well.

Whatever close you use, if they object:

Get the real reason why

Attempt to overcome the objection

Make sure you have a firm follow-up mutually 

agreed to





Responses like “I’m not interested” 

or “I didn’t fill out anything”are 

brush offs- not real objections!

If you are getting these responses a 

lot, it is most likely your own fault 

and not the leads.







www.benepath.net

866-368-0377
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