Vance Davenport
Working Smarter

Thoughts To Sell By: Except our own thoughts there’s
nothing absolutely in our power.

Work by referrals. Do some cold calling to keep yourself
Honest. Working by referrals is a lot easier.

How to Get Referrals

Join networking groups.

BNI (Business Network International) bni.com

Bring referrals and get referrals,

Closing percentage goes up and approaching percentage
20es up.

Go Prepared
Pull out yellow pages.
Type out every (plumbing, electrical, attorneys, ete.) in
that town.
Ex: You're talking to a plumber and you sell him. Pull out
list of every plumbing company and ask who on
this list looks familiar to you.

Make list of individual names and power names you would
like to sell.
Ask who on this list do you know?

Asking For Referrals

Ask for someone’s help!

Ex: Bob I need your help.

Wouldn't it be great if evervbody could have the same
peace of mind you said this policy gives you. (what ever
the two reasons are.) The hardest part about my job 1s

not finding people that want to get this policy. (Go

through names and say everybody's getting this.) Hardest
part of my job is getting people to stop and take 20 minutes
to look at it. That's really the hard part. I'll share




something with you Bob I hate cold calling. I'll do it
because it's part of the job. But 1 just don’t like doing it
because when I cold call usually 1 out of 7 or 8 people |
meet will sit down and look at this. When I actually go

see a referral, a family member, friend, associate, neighbor
or anyone that | am sent to see usually 2 out of 3 people
will see this. Most people that do go ahead and buy it like
you did. Your making it easy for people. Now Bob I am not
asking you to pre-qualify anybody for me. T don't need to
know people where you know their financial situation or how much
insurance they have, I'll find that out on my own.

Who would be 3 people | could go show this to?

Tic Tac

Make a drawing of a board with 9 boxes on a sheet of
paper. Whole idea is the you have 9 boxes with names

and let {client, individual or prospect) know if he gets

tic tac toe (if any three in a row purchase) they will get

a dinner to any restaurant.(gift certificate, gift card, ete.)
Can’t give cash, but can give prizes. All are tax deductible.
People put hottest prospect in the middle square.
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Three in 2 row purchase, client or customer that gave referrals gets a

prize!

Now that you have a referral you want to follow up with a referral and

a way to follow up is always po see a referral don’t call a referral. Don't
have the customer call up a person for you because they will screw it

up for you.



Go See The Person

Tell them Bob made me promise that | would show this to you. Let them
know

why you are there. To show them. To keep & promise.

One thing he mentioned was that he wasn't 100% sure you would sign up or
not because he didn’t have a crystal ball, but he said he was 100% sure you
Would look at it because he said you would look at anything that could
Potentially protect your family.

Why Use Referrals

Higher level of creditability

Easier to get in the door

Peaple are more likely to keep the policy as oppose to cancel

You are helping people that know other people. Especially if there is a
claim,

That would help by going back and getting sales in that area.

Solidify the person that gave you the referral. When the person they referred
you to buys, they are going to talk to that person(customer) and find that
they bought it too. That will solidify the sale and makes the job more fun.

Successful people think job sucks too. 1t is Just that successful people
Already formed the habit of doing those things that unsuccessful people
aren't willing to do.

Take a minute look at your goals, look at your performance and see if your
behavior matches your goals.




