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Signs of “stuck” deals

- Low conversion from lead to
opportunity and opportunity to
paying customer

. Lots of deals stuck at 2nd
meeting

- An average sales cycle that
keeps getting longer, or

- Many prospects getting “rolled”
to next renewal




Reasons they don’t buy

- Wrong product fit

- Selected a competitor \
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But mostly...

Crickets
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Why?

Your prospect has a day job!




Inertia can be your toughest competitor.
Some prospects simply opt to do nothing.



Clearing that Pipeline — Unsticking Leads




Getting a
Meeting













els Money.'




Change C
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Operational
Impacts
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What non-feature issues might a prospect Bgworried about?

- Migrating to new markets with new
claims procedures,

- Not trusting the servicing or getting the
support they need

- Having to train or re-train staff around
new insurance practices



Political Impacts
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Gaining internal commitment is complex




Companies and Prospects are systems

New sales
attempts rock the
“system” boat

...which

rebalances itself by
rejecting the
purchase
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Gaining Access to All Decision Makers

Pain Chain™: Manufacturing. Example

Job Title:  President/Owner

Pain: Missing profit goals
—3 | ReasonA: Increased production costs
Reason B: Decrease in sales revenue

Job Title: VP Operations

— | Pain: Increased production costs
—y | ReasonA: Declining first pass yield

Reason B: Decreased employee productivity

Job Title:  Production Manager
ey | Pain: Declining first pass yield
——— | ReasonA: Increased defects
Reason B: Increased process waste

Job Title:  Quality Manager

——) | Pain: Increased defects

ReasonA: Inability to identify root causes
Reason B: Lack of process controls
Reason C: Lack of adherencetoa QMS
Reason D: Lack of a QMS

www.solutionselling.com

Seven Types of Customer Stakeholders

®

The Go-Getter The Skeptic

AN -

The Friend

N

The Guide

y

| The Teacher

The Cllmber The Blocker
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Unsticking In
Person

How to unstick that prospect on the phone or in client’s office
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Creating Urgency
using SPIN
Questioning
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Structure your gquestioning strategy to generate urgency with (S)P.1.N.

Problem guestions o n I ll

I m pl ication gue stions SITUATION PROBLEM IMPLICATION  NEED-PAYOFF

Wi 11V

N eed-Payoff questions
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Pre-call Research

Find articles, social media Situation Questions
posts, website updates, press

releases, news stories, and/or

industry updates to create a D What are you currently

doing about...?

Problem Questions

Possible Value Proposition
D How do you deal with...?

I

P What are the effects Need-Payoff Questions
of that?

If your prospect expresses D What are you currently P How well is that working - -
indifference, ask a Situational doing to...? for you? T e T I TC S
Question >

p How well does that work
at providing...”?

} What trouble, if any, have
you had with...?

) Tell me how you are
handling...

D What do you have in
place now for...?

: P How has that impacted
P What problems, if any, your business?

have you experienced with...7
P What have been the

} It sounds like you'd rather

D How successful has tl;nat ArEETETER AT have...right?
approach been so far D How do you feel about...? P Would it be important for you to...?
) How has that affected D Would it be better if you could...?
you?

) Soyou need...right?

) Would you like to have a way to...?



What PROBLEMS do you SOLVE?>

One of your financial solutions

At least 3 problems it solves for your
potential client

SFD




Examples: PROBLEM Questions

- Tell me about your business succession plan currently in place.

- Are you looking for ways to reduce tax on corporate investment income?
- Would you like to be able to pass assets to a beneficiary?

- Do you have a corporate life insurance need?

- Do you have taxable passive investment assets?

- Do you own corporate investments with a deferred capital gain?

- Do you want a certain amount of estate value guaranteed?
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Example of a PROBLEM question using Permanent Life Insurance

Product

Permanent Life Insurance

Solution

Allocate a portion of your annual retained earnings
to a tax sheltered, alternative investment product.

Problem question

Tax liablility is eroding wealth. Over the long term,
this compounding effect will have a significant
Impact to your estate / retirement income. How will
you prepare for that tax implication?
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Step 2: IMPLICATION questions

/" My caris

/”-_—\\

Does that lead to ...7 ,___/[

getting old. /

£
/I./"l/_z!— 4
i

¢
s}

What effect does
that have on ...? (

Does that create ...7

Has
w caused ...?

that

Unreliability Inconvenience Missed

|
|

More Repairs > Extra Costs

Has that
meant ...”?

-
Has that caused ...? NJOQS that result in V

Meetings| 5,

<

Does that
leadto ...?

Poor Image

Did that mean ...?

\4

Lost Business

ment
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Example of IMPLICATION questions using Permanent Life Insurance

| don’t want to tie
up funds in the
form of premium

payments
What effect could that have on...
Reinvestment into L ST
the company Liquidity Profitability
Could that result in...
. - Lost customers?
Negative impact on Ability to purchase
operational growth equipment Reduced
expansion?
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Sample IMPLICATION qguestions

While Living
- When are your taxes payable on investment income?
- Or interest?
- Or dividends?

- Or realized capital gains?
At Death
- When are taxes payable on deferred capital gains?
- When are taxes payable on transfer to.....?
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Sample PAYOFF Questions

While Living

- Are policy earnings growth tax-exempt up to government
prescribed limits?

At Death

- Are all policy proceeds paid tax-free to the corporation? (no
deferred gains)

- Does the death benefit minus the adjusted cost base paid out

tax-free to shareholders estate through a notional capital dividend
account?
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Sample PAYOFF questions using Permanent Life Insurance

- Would increasing your overall wealth be something that would bring you
value?

- Were you aware of the annual tax savings available by investing in
permanent insurance?

- Are you looking to use excess funds to invest in a stable and predictable
asset class?

- If liquidity is a concern, do you understand that the cash value inside a
permanent life insurance plan is accessible if you need it?
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Debrief




Thank you.
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