Dan Cross Phone Call Process

Narrative

Opening Statement

Initial Call:   

Stick with Association Plans, 

Mention number of plans to choose from and provided by Kaiser and Anthem Blue Cross w/ancillary benefits, 

Make the first statement:  Just say:  “We offer Association Membership plans with Kaiser and Anthem Blue Cross”.  

“What seems to work better if you can give me some information so I can get this to you”

"What I would like to do is to get enough information from you so that I can send you out enough detail and then on our next call you will have this information in front you so we can discuss this together..

Then gather their zip code, number of persons in family for coverage and other basic information.

I would never interject CoveredCA into my initial call, it is like giving your customer the plague.  It makes the process so complicated.  You need to warm them up however do not keep them on the phone and mumble, fumble on the phone, agree on the phone about the time of the next phone call. Establish yourself as a professional, "we have a number of plans, I am going to need your zip code and the number of people that will be covered. 

Do not talk about what plan they want, do not discuss prices, 

Next Call:  

Steer them around within the materials they have in front of them.  

If during the initial call, they want more detailed information, based upon that, you might want to attach more specific information to your initial email.

If having done so, then be prepared, you may want to direct them to the specific quote information area, such as “let’s start with the third plan on the second page”

Avoid:  

Do not mention CoveredCA at all. 

AND

We are asking each of you to try a new way to respond to requests for quote information, 

1) Send the information the same day as the request (before calling the prospect)

2) State in your email that you will follow up the quote by contacting them to review the quote with them, answer any questions and then be prepared in advance of the call to be able to do so.

3) Follow up with your first "courtesy call" the same day when you send the quote

4) If you cannot do so for all leads assigned that day, the extra leads must be reassigned, so be prepared to return those initial leads you cannot contact the same day so others can do so

5) Remember we are looking for sales, so follow through is good. 

Your list of assigned leads to prospects to sales will grow each day, each lead is valuable and can be a sale and $$$ for you! You will need to be prepared to contact each one 12 times and actually have a conversation with them (leaving a voice message is not a contact)

