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MARKETING SCRIPT

MARKETING SCRIPT

The greatest words you can possibly hear is, “can you help me with that?”  If you want the prospect to say those magic words consider the following approach.

You:
I’m curious.  When your advisor shares with you strategies for avoiding employee problems and brainstorms with you about how you can create a more powerful work environment what kind of suggestions did you come up with?  How many have been implemented?

Client:

They didn’t do that.
You:
Well maybe it’s not a big of a deal because you haven’t had any claims or employee problems to be concerned about.

Client:

Sure it is.  We’ve had claims and turnovers and want to do whatever we can to reduce them and their effect.

You:
With regard to reducing claims and employee challenges what would you like to have happen?

Client:

We want . . . (the prospect describes _________________ )

You:
So what you want is . . . (replay the prospects concern).

Client:

That’s right.

You:
We’ve helped many clients accomplish exactly that. 
Client:

Do you think you can help us with this?

Use successful phrases to add when prospecting services to clients:

1.
You will probably agree . . . 

2.
You’ve noticed, of course . . .

3.
You know from experience that . . . 

4.
Haven’t you found this to be true . . . 

5.
In my experience . . .

Additional questions you may want to ask:

1.
When was the last time you had a run in with an employee that resulted in a claim or lawsuit?

2.
What was the greatest impact on your organization from this claim?

3.
What steps have you taken to make sure this doesn’t happen again?
4.
Do you have any challenges with hiring, retaining, or firing employees?

5.
What are you looking for in a relationship with an advisor?
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