B2B Phone Approach
Hi is this ___________?  This is _______________.  How are you?

My name might not ring a bell, I don’t think we’ve had a chance to meet in person.

But the reason I am calling is I work with Family Heritage and we do the supplemental plans for a lot of businesses in the _________ area.

It may or may not be a fit for you guys, but I just wanted to see if I might be able to get on your calendar for 10 minutes at some point this week to meet you in person and briefly share with you what we do.  Looking at your calendar, is ______________ or _____________ better for you?

Schedule the appointment OR answer the “What do you do?” question:

ANSWER:

So what we do in a nutshell is a program that pays money directly to an employee if they go through a serious health issue.  It’s a completely different animal than health insurance, business insurance, or your standard types of coverage.  Our coverage is very similar to AFLAC which I am sure you have heard of but with 2 major differences.  First, and the biggest reason companies like doing business with us, is we do not require companies to set up a payroll deduction for their employees to pay for the coverage.  Business managers and owners look good by making it available to their employees but don’t have to deal with the hassles of deducting from paychecks to pay for it.  Second all of our products come with a return of premium attached so if the employee never needs the product then after a specified time they get all their money back.

I have no idea if it would be a fit for you guys, but I just wanted to catch you for 10 minutes and introduce myself in person.  If nothing else, we will know pretty quickly if it makes sense to schedule a full appointment at some point down the road.

So for your schedule, is first thing in the morning best, more mid-day, or afternoon usually best?

*****Keep in mind that if the person won’t schedule a firm appointment getting him/her to allow you to just “stop in” at any time to meet can be just as valuable****

(If you don’t have a contact name, or aren’t sure if the one you have is the one who handles benefits)

Maybe you can HELP point me in the right direction.  I work with Family Heritage and we do supplemental insurance plans for a lot of businesses in _____.  Does that fall on ______ (person you have name of) plate or someone elses?
TIPS:

-HUGE buying atmosphere is critical.  It’s impossible to do too much.

-You’re NOT selling our plans over the phone, you’re selling the APPOINTMENT.  If you get too far into explaining what we do or answering their questions, come back to buying atmosphere & close the appointment:

“So like I said, this may or may not be a fit for your group, but I’ve found it takes about a third of the time to pass the basic information on in person than it does to try and explain it over the phone.  All I was hoping to do was meet you face to face for 10 minutes and see if it makes sense to follow up down the road.  I’m going to be in your neck of the woods early next week.  How does your Tuesday morning look?”

-Remember:  you have ABSOLUTELY NOTHING TO LOSE by phoning a business.  If they say no over the phone, you can always go see them in person in the future.  They will have absolutely no recollection of your 2 minute phone interaction 2 months previous.  Anything you can schedule over the phone is completely BONUS, and it takes very little time to integrate into your weekly activities.
