Advisor Freedom Formula
Third Sales Call Sample Script
This script is designed to work as a guide for you to use for your third virtual meeting with a
client/prospect when using the Advisor Freedom Formula. It will provide you with a framework
for selling annuities 100% over the phone.
In Module 3, the primary goal is to help the prospect/client with finding the right annuity for
their specific needs, based on the three to five options you have narrowed down, and from
there closing the deal. You will also help them with filling out the paperwork properly in order
to minimize any errors and to expedite the process.
Because all of the information in the Advisor Freedom Formula builds upon the previous
foundation you've built, you can review the sales scripts for Modules 1 and 2, as well as any of
the Module guides. This information can all be found in your membership portal.
Third Sales Call Sample Script - To be used with your second follow-up appointment .
Hi (prospect name) ,
This is (your name) from (your firm) . It's nice to talk with you again. Is this still a good time?
I wanted to start by making sure that you received the information in the email that I sent you
on (date) , and to see if you had any questions.
(Wait for the prospect / client to respond) .
Great.
Next, if you haven't already done so, go ahead and log on to your computer now so that you
will be able to view my screen. This will help you to see the actual annuity comparisons. (If the
prospect / client needs the code, provide that information to them) .
(Transition to the digipad now, and begin writing down the information that you are
re-capping with them) .
So, in our last conversation, you noted that you would need $ (amount) per month in income in
retirement, and that you would have an income "gap" of roughly $ (amount) after factoring in
all of your retirement income sources.
And, that in order to fill that gap, you could take money from (name the account or accounts) .
In addition, we touched on possibly taking some additional funds out of the market in order to
eliminate losses due to volatility.
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Based on everything we talked about in our last conversation, I took some time and drew up a
plan - and based on that, today we will be able to go over the top three (or other number)
annuities in each of the various categories.
Does that sound ok?
(Wait for prospect / client to respond).

Here is the plan that I drew up for you. You had mentioned to me that you have $ (amount) in
(account / accounts) that would return $ (amount) in monthly income for you as it stands now.
You had also mentioned that, in order to fill in the "gap" of $ (amount) that you would still
need, the other advisor you talked to suggested that you go with (annuity name). In that case,
the annuity would pay out to you $ (amount) each month.
Does that sound right?
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In that case, looking at these guaranteed values here, if you went ahead and deposited / rolled
over $ (amount), the annuity would pay out $ (amount) per year - which equates to $ (amount)
each month.
So, based on your goal of needing $ (amount) per month, is this really the best option for you?
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This particular annuity, is a(n) (immediate / index) annuity, which means that it may or may not
pay you the highest amount of income, and provide you with the other financial goals that
you'd like to accomplish.
Let's take a closer look. In this case, the amount of income you would receive is $ (amount).
(Show the illustration with the amount of income noted on it).
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By the way, I will send you copies of these illustrations that we're reviewing today so that you
will have them for your files and you can look them over at any time.
Now, in taking a look at the (other annuity name), it will pay you an income of $ (amount) per
month. (You can also show them how it would pay income to a surviving spouse, if
applicable).
So, this one will actually give you a higher amount of guaranteed income than the (name of the
first annuity).
Now, keep in mind that with a lifetime income annuity, the money you put in should be
earmarked for lifetime income, as versus something that you might need for an emergency.
However, that being said, you could still withdraw a portion of your money penalty free.
(Explain how the surrender period / withdrawal options work).
(Continue writing each of the annuity names and income amounts on the digipad so that they
can easily see and compare all of the options you are discussing).

Let's take a look at another option that may work well for you. This annuity would provide you
with $ (amount) per month.
(Here again, explain the single and / or the joint life income option. Also explain how the
death benefit and other features would work, as well as an explanation of the surrender
charges / withdrawal options).
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(Repeat the process for the other annuities that you have chosen to present to them).

We want to make sure that we go with the very best option for you. So, I really want you to ask
any questions that you have, and I can give you my opinion as well.
But as we move forward, let's also talk a bit about the pros and the cons of these annuity
options.
For instance, with the indexed annuity, you could get $ (amount) of income in the future, while
also having the opportunity for market-related returns before you start drawing on the income.
In the case of this type of annuity, you would still have some control of your money, but the
downfall is that you will typically receive less per month than if you went with the immediate
annuity option.
With that in mind, so that we can end up putting more money in YOUR pocket, as versus the
insurance company's pocket, my recommendation is to eliminate the (annuity name) from our
list of potential annuities here.
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The remaining companies are all still very highly rated. In fact, of these that are left on the list,
I'd usually lean towards the one with the highest rating.
But, let's take a look at the pros and cons of each of the (number of annuities) remaining
options we have here.
(Go over the pros and cons of the remaining annuities).

Do you have any questions at this point?
(Wait for the prospect / client to respond).
(If the prospect / client decides to move forward with one of the annuities, the next step is to
walk them through how to fill out the paperwork, as well as how to fund the annuity, based
on where the money will be coming from, such as a direct contribution or a rollover).
Getting the paperwork completed and processed is a fairly easy process. But if you do have any
questions at all regarding the application paperwork or the rollover paperwork, please don't
hesitate to contact me and I will be happy to help.
Does that sound good?
(Wait for the prospect / client to respond).
Now, let's move on to the second part of the plan.
(Recap your prior conversation, where the client / prospect told you about how much money
they had, and roughly how much it had returned for them).
We had also discussed in our last call the possibility of shielding some additional money from
the volatility of the market. Do you recall us talking about that?
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(Wait for prospect / client to respond).
Now that we've set up a guaranteed income plan for you, we had discussed the fact that you
may not want to have the other portion 100% allocated to the market. You may want to also
protect a portion of those funds.
Given that, there is a way to protect even more of your money, while at the same time still
having the opportunity for higher returns than you would get in a CD or money market - in fact,
you could return much higher, depending on what happens in the market...and your money
would be safe if we saw a downward market scenario. That is through an index annuity.
So, in the plan that I drew up for you, we could move $ (amount) into an index annuity - which
will still leave you with $ (amount) to manage yourself and have immediate access to.
(Explain why the amount you chose for the index annuity would be a benefit for them, i.e.,
protection from market volatility, growth, etc.)
Given that, which would be the best indexed annuity for you?
(Similar to with the income annuities, show three to five examples and illustrations of indexed
annuities, and explain the benefits, and the pros and cons of each - ultimately taking them to
which one would be the best for them).
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Here, be sure to explain how the various features and benefits of these annuities work, such
as the participation rate / cap. Likewise, show them the surrender period, and let them know
that they could still have access to a percentage of their money any time).
(Begin to make the next set of comparisons using the digipad. This should include showing
what happens in various market scenarios. You will also show them the different index
annuity illustrations).
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(Toggle back and forth between the indexed annuity illustrations and the digipad, as you
compare all of the features and benefits).
Do you have any questions on what we've been discussing so far?
(Wait for prospect / client to respond).
Great.
Now, after going through all of these options, my first choice - based on how it would help you
to reach your specific goals - would be the (annuity name) .
(Tell them the reason why that annuity would be the best one for them).
I'll put together an email that includes the illustrations on all of the annuities that we talked
about today. That way, you can take a closer look at all of them - and then we can touch base
again tomorrow at ( time) .
Does that sound good?
(Wait for prospect / client to respond).
Great.
I look forward to talking with you then.
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(After the call, send the prospect / client an email that briefly recaps your call with them, and
that also includes the illustrations on the annuities that you talked about with them. Also
remind them of the date and time of your next call).

