APPROACH & CONTACT = to get referrals**

The skeleton of your approach:
T - time (small talk)
E - excited
T – training/broker's license
H - help?
PAUSE
O - spreading the word/opinion
R - referrals

**if they ask for what kind of people you’re looking for
1) people that you can think of that might find these topics relevant. In case they had questions we can answer or in case they know someone that might have questions for us.
2) anyone looking for work that are driven and hardworking. We’re looking for good people in Canada and the USA that are open to extra income or new opportunity.


Hi ____ do you have a minute?
*Small talk/re-connect*
 
The reason I'm calling is because I'm super EXCITED, I'm working on my financial broker’s license, and I was wondering if I can use your HELP?
 
*Yes, sure what do I have to do?/What is it regarding?*
 
Well to start, I want to show you the nature of my work because I'm at that stage where I'm spreading the word between my trusted circle (friends/family) how I conduct my business, and how I'm different from other players. And if you learn something valuable or relevant to someone you know - would really appreciate your referrals!

*[anyone that can benefit from the information]
*[anyone that is open to learning the same fundamentals]

OR

I’m currently working on becoming independent in 6 months. And it requires field work and experience. And I thought you would be a great person to help support me in that by giving me feedback during the meeting so I can see what questions are asked and how to answer questions. You’re a person with responsibility and so I figured the topics will also resonate. If you find the topics helpful and you learn something - would really appreciate your connections so I can talk to more people that would appreciate the topics.

Is that something we can line up this week? Would really appreciate your support!



CLOSE
Would later in the week or earlier in the week work better? After work? Thurs 6pm? What's your email? I'll forward you a zoom link closer to the day and hey thank you again for your time, I really appreciate it!

OBJECTION HANDLING
What is it that you deal with again?
I deal with finance and asset management. OR I’m training to be a financial broker.
Do you know what that is? Y/N
Awesome. No problem – I can elaborate on it further (if they want to know further see insert below). What day works for you to jump on a zoom call? *CLOSE*
[I deal predominantly in personal finance such as mortgages, insurance, investments, debt management, children's education, estate planning, strategies and concepts].
You’re not selling me anything right?
I promise you I’m not going to sell you anything, and it will only take 30-40 min. of your time. Like I said, I’m sharing with friends and family what it is that I do, so that you can give your feedback, and perhaps you can connect me with people that might appreciate the info. So what day works for you to jump on a zoom call? *CLOSE*
Sorry I’m not interested/I already have an advisor.
Hey no problem, you don’t have to be interested! What are you not interested in exactly?
Like I mentioned, I’m just sharing info with my friends and family to spread the word on what I do. So that if you know anyone that could benefit from the same info, I would love your help sending them my way. Can I steal 30-40min of your time next wkd or on a week night? *CLOSE*
I’m busy.
Hey no problem, is everything okay? What are you busy with? Hey thanks for sharing, so I know a better time to follow up with you. Can I set a tentative time to follow up in 2wks and see where you’re at? Appreciate your time! *CLOSE*
If you really can’t get an appt:
Hey thank you for your time anyway – I appreciate your honesty – but do you know anyone right now that you think would be open to seeing what I can find/do for them?
1) Anyone that is a home buyer shopping around or wanting to learn how to maximize their down?
2) Anyone wanting to learn how to pay off their debt or home faster?
3) Or anyone looking to set something up for retirement planning?
If they’re too busy but they will keep you in mind:
Hey thank you for your time anyway, I really appreciate it – but do please keep me in mind when finances become a priority. My door is open if you need any info.



