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Project 100 — Telephone & Approaching Script

Telephone Script

A. From your namelist

Good Morning/ Afternoon, is that Mr. I'm from Great Vision. We are
dealing with wealth preservation. We are running a Project in providing latest financial information &
awareness to the public. We would like to get you informed on the latest development pertaining to
wealth preservation. Perhaps it may be of benefit to you in the future or it may work well with your
clients or friends.

Since I'll be serving my clients somewhere your place for the next couple of days, would it be alright to
drop by and say hello to you? Would you prefer morning or afternoon session? Shall we meet at ...
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Handling challenges

Never mind thank you, I don’t think I need it.

Don’t worry Mr. A. | am sure you will definitely had no idea what is it all about unless you get to know it. Why not,
since | am going to visit some of my friends nearby your office, | will just pay a courtesy visit to you? Would you
prefer morning or afternoon?

I sorry. | am too busy, can I call you some other time?
Sure. Maybe we can catch up some other time. But since |1 am going to visit some of my friends nearby your office, |
will just pay a courtesy visit to you? Would you prefer morning or afternoon?

Are you selling me anything?

We are not selling anything unless there is a need arise. We would like to share with you some of the good ideas
that may be of benefit to you. Why not, since | am going to visit some of my friends nearby your office, | will just
pay a courtesy visit to you? Would you prefer morning or afternoon?

| already have a good planning for ...

That is very good. Glad to hear that you put these as your priority. Perhaps it is time to get a review or to get to
know the existing program in the market for future enhancement and knowledge. Since | am going to visit some of
my friends nearby your office, | will just pay a courtesy visit to you? Would you prefer morning or afternoon?

Maybe some other time, thanks

No problem. We can talk about this some other time. By the way, since | am going to visit some of my friends
nearby your office, | will just pay a courtesy visit to you at least we get to know each other? Would you prefer
morning or afternoon?

Thanks. Nevermind, thank you, nevermind, thank you.

You’re most welcome. I believe in business networking and interaction for business enhancement. Since our
company has a large database from various background and profession, | will appreciate if we could meet up to get
to know each other better perhaps our clients may need your services in future. Why not, since | am going to visit
some of my friends nearby your office, | will just pay a courtesy visit to you? Would you prefer morning or
afternoon?




Face to Face

Good morning, Mr. A , this is my name card .... Finally we meet... (casual talk)
How is your business? What's the nature of your business? (etc...)

I am happy to share some information with you. Have you heard of Great Vision? We are dealing with
personal and business wealth planning. Range from wealth protection & accumulation to preservation &
distribution. As | mention earlier we are not here to sell you anything unless you have a needs.

Every beginning of the year, we are trying to get our clients updated with some of the latest information.
Meanwhile we do help our clients and friends to do a quick review on their financial planning. By the way,
what is your main concern now in terms of your wealth planning? We do have a simple checklist for our
clients, why not we just take a glance on it...

Mr. A, there are many area to cover in terms of personal financial planning. Nevertheless, the most
important aspect will be risk management. Here is some of the sharing that may be of benefit to you.
(please refer to the IMM Booklet). Let’s look at page...
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a. Cl Upgrading

How much Critical lliness Coverage do you have?

Why? What if the amount is not sufficient, where does the money come from?
Do you know how much coverage it supposes to be?

If you were to save for your critical illness, how much would you like to set aside?

b. Retirement Planning

Have you planned for your retirement?

Have you saved for your retirement?

How do you plan for it?

How it works? Does it work?

How much do you need for retirement?

If you were to save for your retirement, how much would you able to set aside?

Note: Using CRM for the following:-

Key in individual prospects into Leads
Create a Campaign for Project 100
Add in the Leads and Contacts
Activity management via CRM
Manage the outcome accordingly
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Prospecting & Marketing Skill

1. Exchange of Name Card

Hello, are you working somewhere here?

| am Andy from Great Vision. How do | address you?

Jessie,...from? (wait for her to answer...)

By the way, this is my name card. (wait for her name card)

(if she doesn’t give you her card, then...)

Can | have your card please?

(if she doesn’t carry any)

Oh | see, no problem. | believe in networking and if you don’t mind you can write down your
contact. Who knows there may be a business opportunities in future. ( Jessie right? What’s your
contact number / or your office contact.....)

We are dealing with personal, family and business financial planning. Don’t worry, this is not so
much on selling. | have something very interesting to share with you, | am rushing for an

appointment. | owe you a presentation and | will call you later. Bye !
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2. Telephone skill

a. For someone you call 2 to 3 days or within a week after you have taken the name card.

Hello, good morning, is that Jessie?

Do you have a moment to talk?

| am Andy from Great Vision. How do you do?

Remember me, we met somewhere at ....

| am so sorry the other day, | was too rush and couldn’t share with you.

Jessie, for the next couple of days, | will be serving my clients somewhere your place. Would it
be alright if | were to pay you a visit or say hello to you after my appointment?

(if answer Yes).

Would you prefer to meet up in the morning or afternoon?

Why not we set it tentatively on Friday 2pm at your office?

(if answer NO)

No problem. I think you must be very busy.

Since | will be there serving my clients, | will call you once | have completed my work.

See you, bye!
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b. For someone you have forgotten to call after you have taken their name card.

Hello, good morning, is that Jessie?

Do you have a moment to talk?

| am Andy from Great Vision.

| think we should have met somewhere ....

| am in the midst of compiling my name cards and your name card just appear in front of me and
| just want to join back the missing link. How do you do anyway?

Are you with this company........

Why not this way, if | come across to serve my clients somewhere your place,

Would it be alright if | were to pay you a visit or say hello to you after my appointment?
(if answer Yes).

Would you prefer to meet up in the morning or afternoon?

Why not we set it tentatively on Friday 2pm at your office?

(if answer NO)

No problem. | think you must be very busy.

If | happen to serve my clients somewhere around your place, | will call you once | have
completed my work.

See you, bye!
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3. Faceto Face Interview

Hello, good morning, Jessie?
| am Andy from Great Vision. How do you do?
Remember me, we met somewhere at ....
| am so sorry the other day, | was too rush and couldn’t share with you.
How are you doing?
How long have been working here?
What is your company doing actually?
Which area do you in charge?
Let me tell you what | am doing......
We are dealing with financial advisory, financial planning and training needs of an individual,
family or business.
(Insurance?)
Not really, insurance is only part of our planning. We emphasize more on the overall financial
needs, advisory and training needs of an individual, family or business.
Option 1
Whenever there is any good financial solution in the market, we will definitely share it with our
clients, friends and whoever we meet.
By the way, ..............
Do you have the habit of savings?
Have you planned for your family income protection?
Have you planned for your retirement?
Have you reviewed your life coverage plans?
Option 2
Almost every year, we will organize an annual review campaign or so called a financial health
scan for all our existing clients, friends and even to those we met.
We strongly believe that most of the people tend to forget or overlook on this matter. In view of
this, have you reviewed your life coverage or scanned through your financial health annually?
(Yes) That’'s good. | have something to share with you, perhaps it may strengthen your existing
plan.
(NO) That’s never too late. | have something to share with you, perhaps it may help you now or

in the future.
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