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Schedule an
appointment with 

a prospect
 

Perform a 
fact finder

 

Identify issues 
in prospect's

insurance
portfolios 

  Present a 
solution 
utilizing 

company products 
 

Compel
prospect to

apply for
insurance

 

Appointment Needs 
Analysis

Discovery

Presentation

Writing Apps

Guiding your prospects through the
five benchmarks of the sales cycle

The Goal:


