
FIRST APPROACH  

“Hi I’m _____ with Family Heritage; and you are? I’m the one in charge of talking to all of 

the businesses here in _____.  

I was visiting with _____, the _____ and the _____. (show/share 3+ names/businesses) I 

wanted to stop by to introduce myself and let you know what we do for about twenty to 

thirty businesses in the area.  

I apologize, I only have a few minutes. Do you have a place we can sit down?”  

(break eye contact, gesture towards a chair, desk, office, counter etc.)  

SECOND APPROACH 

Oh, I’m sorry I guess you haven’t heard about us yet.  

My name is ……., what I do is cover individuals and companies for things like cancer, heart, 

stroke, and bad accidents and I know you’ve heard of all that before, the one thing I bet you 

haven’t heard of, is, if you never have to use our coverage, we give all of your money back, 

every penny! That’s really the new idea I’m sharing. 

Have you ever heard of company that gives you all your money back if you don’t use your 

coverage? NO. You never will again. In fact, I was just talking to……. (use more detail with 

names by showing pre-approach map or business cards sheet and names list) a lot of people 

have been very excited about this and taking advantage of it and I believe this will interest 

you also.  

“I’ll put this into perspective _____; if you were to get sick or hurt and couldn’t work, you’d 

still like to receive a paycheck, wouldn’t you? (nod head up and down) Of course you would! 

Likewise, if you don’t have to use your coverage, don’t you think you should get your money 

back? (nod head up and down)  

That’s exactly why I’m here! 

I don’t know if now is a good time, but I can show you in about five minutes how this works. 

I can only spend a few minutes with you. Is right over here, okay?” (again, break eye contact, 

gesture towards a chair, desk, office, counter etc.)  

 



 

TRANSITION RESPONSES  

Question Objection  

(Are you selling something?)  

“I’m glad you asked!” I guess you haven’t heard of us, that’s ok I was just hoping to get the 

courtesy of an introduction  

(give second approach from my name is …)  

(Is this insurance?) 

Insurance but not as you know it, I guess you haven’t heard of us, that’s ok I was just hoping 

to get the courtesy of an introduction  

(give second approach from my name is …)  

(Is this like Aflac? Etc.) 

“I’m glad you asked!” Do you have Aflac? It’s similar except for this. The new idea is that if 

you don’t use the coverage, we give you all your money back. Have you ever heard of that? I 

was just hoping to get the courtesy of an introduction 

(give second approach from my name is …)  

Statement Objection  

(I’m not interested. Now is not a good time. We’re too busy. etc.)  

“You know _____, a lot of people tell me that and they still take a look at this either now or 

later. Do you know why?” Because when people stop and think about this for one second, 

they all agree that if they were to get sick or hurt and couldn’t work, you’d still like to 

receive a pay check right? Yes!  

And everyone always agrees if they don’t have to use their coverage, they all believe they 

should get their money back, don’t you? Yes. That’s exactly why I’m here. I don’t know if 

now is a good time, but I can show you in about five minutes how all this works and I can 

only spend a few minutes with you. Is right over here, okay?” (again, break eye contact, 

gesture towards a chair, desk, office, counter etc.)  



 

 

 

THIRD APPROACH  

(Quick Introduction)  

“_____, I’ll tell you what; I’ll just give you the quick version and if it’s not for you, I’ll be out 

of here in a couple of minutes. Because there are really only two types of costs whenever you 

deal with anything major health-wise. (turn to Critical Page)  

 

 


