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Jovan Will: Hello, and welcome everyone. This is Jovan Will with Advisor Internet Marketing. I'm 
here with Steve Arceo, and our guest presenter today. Steve, how's everything? 

Steve: Hey, what's happening? Good to be here. 

Jovan Will: We've had a great number of trainings over the last several weeks here, and so we are 
going to segway today into what we are calling a bonus training. This is not something 
we actually had when we first launched Virtual Advisor Formula and kind of twisting in 
the arm of today's guest presenter, and finally convinced him to get on the webinar 
today to share with the advisors today some really awesome ideas from a sales 
standpoint, but before we introduce him Steve, any thoughts in your mind. I know 
you've been working with out guest today for some time as well. We'd love to get 
your feedback in terms of working with him and what you think the advisors are going 
to be getting out of today's webinar.  

Steve: I just want to say, shout out to everybody that I talked to over the last week. Just 
things were reaching out, it has been kind of cool hearing about your guys' cases on 
what you are working on. I've mentioned this to you guys before that this guy that we 
are going to have joining us right now, I like talking to him because it seems like every 
time I talk to him, I get like pumped up, and I just want to get on the phone with 
somebody. I just get excited to be on the phone with someone, and kind of like what I 
mentioned to everybody a couple of weeks ago or a few weeks ago, is that sometimes 
it's just like those little things, it's the details, or it's like the basics that you end up 
forgetting from just doing the same thing over and over. It's pretty cool to just talk to 
somebody else who you think is a badass, because you just get pumped up and you 
are ready to go again. I think that's what everybody is going to get out of today.  

Jovan Will: That's awesome. I know everybody here is just  super-excited to kick off with this 
webinar, so let me give our presenter today the appropriate introduction. His best 
month was $7 million in annuities, and this is over the phone. We are talking about 
virtual sales in its finest. Paul used this system to make a lot of money in commission 
for the last five years alone before he turned 34 years old. He's a solo-producer, so a 
lot of advisors when they have these big numbers, they also have maybe two or three 
junior advisors or associates working with them.  

We're talking about, this is a lone ranger advisor that has built a very successful 
practice by himself with an assistant, never meets a client in person ever. He has no 
large overhead, fancy office, radio shows, anything like that. He's never hosted a 
dinner seminar, held a client meeting. He has done pretty much of the exact opposite 
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of what has been taught by a lot of the top advisors with a lot of these FMOs. I'm 
thrilled and excited to finally have on today's training webinar as a bonus to all our 
advisors, our friend, his name is Paul. Paul, welcome to our webinar today, so glad to 
have you here.  

Paul: Thank you Jovan and thank you Steve. It's a pleasure being here. Can you guys hear 
me okay? 

Jovan Will: Loud and clear. Loud and clear. The floor is yours, Paul. The floor is yours. What have 
you got in store for our advisors today?  

Paul: I thought today what we would do is just kind of lay up some of the basic framework 
of a process that I've been using since 2007 to close business, sight unseen, just 
strictly over the internet as you said, and to be able to arm some of today's 
participants with hopefully some real applicable tools, and skills, and verbiage, and 
techniques that they can actually leave the call with today and really feel ... Steve, 
kind of as you indicated, they're really energized about being able to implement this 
stuff immediately. 

I'm sure some of us on the call have appointments later this afternoon even that we 
could translate some these techniques into ... That's what really my goal is, is to be 
able to just share, and be a source of encouragement to the folks out there that are ... 
We are all working hard in our careers. It's always nice to be able to have tools and 
techniques that can create shortcuts for us, and remove, and eliminate a lot of the 
frustrations that just naturally come along with this wonderful industry. That's what 
I'm here to share, and as I said, I appreciate you guys having me on today.  

Jovan Will: We are glad to have you.  

Paul: Absolutely. I'm going to just speak freely here for a little while, and just kind of share 
the mind and share the heart as they say. I think one of the topics that is a great 
starting point is just talking about just how much success in sales is determined by 
who leads the dance, so to speak, either the sales person or the prospect. I guess if 
you were to categories this topic under a heading, it would be really under the 
structured selling heading. That's how important it is to have a process in place that is 
repeatable. It's something that you know it works and helps you in the process to be 
able to identify all you're talking with a prospect that is really worth your time, it really 
merits a place in your calendar.  

By harnessing the power of a system, a sales person is going to be able to maintain 
control of that sales process from start to finish, and it's really going to improve the 
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overall results of our selling experience not just on a bottom line dollar amount. I 
think the emotional and mental component is so important to what we all do, because 
it can be absolutely exhausting in this industry as we all know, hunting down 
prospects, converting them into an actual sales and commissionable revenue and so 
forth. It's a great industry full of blessing and opportunity, but it can also be 
exhausting for us.  

Let's take a look at a few things. If everybody has got a pen and paper ready. I 
basically would like to layout a few different bullet point ideas here that I think would 
probably resonate with most of us, because we've all encountered this in the past. If 
everybody has got their notepads ready. Let's talk about for a moment, what a 
successful selling system should actually consist of, because ultimately what we want 
is we want a series of logical progressive steps that can be easily replicated from one 
interview to the next, and there are benefits of using such a system.  

Here we go, one of the first benefits to jot down is, it will enable you to qualify or 
disqualify a prospect quickly and accurately in a sales process. That's so important, 
because we don't want to get two and three meetings deep with someone only to find 
out that they are just here to get some quotes. They are the tire kickers. Just as we 
said, we really want to know in the first 5 minutes to 15 minutes of any opening call 
whether or not this is really somebody that we want to invest our time and interview 
with. We want a system that is going to qualify or disqualify the prospect early.  

Number two, we want a system that's going to help us uncover the real parameters of 
doing business early in the interview. We all hear about finding their hot buttons, or 
finding out what's most important to them. I actually boil it down into one simple 
phrase, "No pain no sale." We've got to be able to uncover the emotional reasons as 
to why a prospect is going to want to change their current situation. Some of us have 
heard the old quote, "When the pain of change is less than the pain of the same, then 
change will occur." Our job is to have a questioning process, have a structured process 
where we can ask those types of question and reveal what it is that's the real 
motivating factor that would actually get a prospect to just fill our paperwork, and 
transfer money, and deviate from the path that they've been on, so we want to have a 
system in place to be able to do that quickly. 

We also want to be able to, number three, develop a mutually agreed upon 
understanding between you and the prospect as far as exactly what will happen 
during the process. This is one of the greatest techniques that has allowed me to 
reach some of the levels of success that I have over time, is that you want to take 
control of the sales process from the very beginning, so that you don't lumped into 
the category of just being a quote vendor or you get used and abused by the prospect 
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who is just trying to take as much valuable information that they can from you, but 
not actually commit to making a decision. We want to have a process in place to 
maintain ... First of all establish and then maintain that control in the process.  

We want to be able to get them to commit to making a yes or no decision once the 
presentation is over. I know there's some of you or perhaps even just within the last 
couple of days, or last week, or so have had meetings where you really did everything 
you could in the presentation process to try to highlight the features and benefits of 
the product that you had, only to be met with, " thanks this looks pretty good, but we 
are going to have to take some time and think it over, and we'll get back to you." 
There's nothing more dreaded as we all know than the open ended "think it over," 
because nothing good will come from that.  

We want to be able to get the client to comfortably agree upfront that they are going 
to make a yes or no decision. A no decision is okay. It's actually the next best thing 
that we could get from a yes decision. We like to have a definitive nos, because 
definitive nos are much easier to deal with and save us much more time than the open 
ended "think it over," that ultimately is going to lead to a no anyway. A lot us know 
that, we just don't know exactly what to do about that. We want to be able to clearly 
identify and replicate the good habits and techniques that lead to your sales. We want 
to be able to clearly identify and eliminate the bad habits or techniques that cause 
you to loose sales.  

By doing so, this is going to save your time, your energy, your emotions, and it's going 
to improve the overall efficiency of your sales practice by allowing you to spend the 
majority of your time with qualified prospects, and everybody write this down, that 
are actually ready for what you do. That's the whole game, ladies and gentlemen, that 
we play, is we are sifting through endless mountains of prospects to find the ones that 
are actually ready for what we do, and having a system in place which you can 
replicate over, and over, and over again. It gives you that control element to be able 
to sift through all of those leads, all those names that you come in contact with and 
find the ones that are actually ready, that are qualified prospects. That's who we want 
to fill our calendar with.  

What are some of the pitfalls of not using an effective system? If everybody has got 
their notepad still, let's go down another quick list here, and just identify what are 
some of the things that can happen when you don't use a system, or perhaps even 
more applicably is as I go through this list, I would encourage you guys, ask yourselves, 
"How many of these frustrations sound familiar?" If they do sound familiar, that's a 
good evidence right there that you may not necessarily have the most effective 
system in place that you really wouldn't want to have or need to have. Tell me if ... I 
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know that you can't tell me feedback here, but just ask yourselves, "Do any of this 
sound familiar?" 

When you don't have the effective system, you are not always in control of a selling 
process even when you think you do. What that means is you really don't know what 
the end result or outcome of the sales interview is going to be. You get on a first 
appointment with a client, you are hopeful that you are going to give the best 
presentation that you can, you are going to try to do what you can to ask questions, 
but you really have no idea how the call is going to end up. Hopefully you'll get them 
to move on to another appointment, but in most cases, you really have no idea going 
into it how the client is going to react, because you never established with him 
upfront ... Everybody listen to this, what the allowable outcomes of the meeting can 
be. They can tell you yes, or they can tell you no, but they can't tell you, "Think it 
over," because you want to establish upfront that that's not an allowable outcome to 
the meeting. 

Believe it or not, there is a very friendly, very polite, very diplomatic way upfront to 
make sure that you never end up with an open ended "Think it over" ever again. If you 
are having frustrations like that, that could be an indicator that the system might need 
some tweaking. You feel like you are wasting a lot of time chasing non-opportunities 
that a selling system could have warned you about, you keep repeating the same 
mistakes over and over again because you are not sure or don't realize that they are in 
fact mistakes. The worst part is even the good behaviors and good techniques that 
you slip in every now and then, you don't necessarily recognize those good patterns 
that lead to sales, and therefore, you cannot replicate those either. Jovan, let me 
pause for a second right there. Are you guys with me or not? Any other thoughts? Do 
you guys want to try pausing before I go on to the next session here?  

Steve: I'm taking notes.  

Paul: Excellent. As we continue down this whole process here, there's a few other scenarios 
that we want to consider that I know a lot of us have encountered. Probably the most 
frustrating thing ever is when we really do have a good meeting with a prospect, 
we've gone through a questioning process with them, we basically nailed the 
presentation and we feel really confident about how we did, and then we end up 
getting into the office on a Monday morning looking forward to that next step with 
this big case, only to find the after hours voice mail that came in over the weekend 
saying basically, "Thank you for what you've done, but we decided we are going to 
stick with our current advisor," or , "We're going to go on to something else."  
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These are the types of situations and frustrations that we want to really reduce and 
eliminate from the process. To do so, we have to get into the mind of the prospect. 
We have to understand what it is that drives them to ... It basically leads you on in the 
dance, to try to extract that information from you. We want to be mindful of the fact 
the prospects have been hurt in the past, they have been exposed to in some cases 
unscrupulous advisers or experiences where they caused them to be defensive. 
Prospects are trained to basically encourage and entice sales people to make 
elaborate presentations and proposals. They'll encourage that by showing false or 
exaggerated interest in the sales person services.  

Steve, I know you've done some work over the phone with prospects in the past. I'm 
sure you've had instances where you have a prospect that will act really, really 
excited, or interested, and you can kind of tell they want you to put in the work to do 
the presentation, put in the work to create the proposals, but then we find out down 
the road that they are really just looking for that to either put pressure on their 
existing agent or they've already got a multitude of other options already lined up. 
That's something you've ever encountered in your calls? Right. We've all been there. 

Earlier on in my career I can think of calls that I've actually been on where people have 
said, "Hey, we really, really like your ideas. Can you just send us the written material 
that you showed us because I want to take that ...." They actually tell you, "I want to 
take that to my existing advisor and see if you can do this for us." It's like, "Men, that's 
awesome. Sure thing Mr. Smith. Let me put all these together and put a big bow on it 
for you that would be great." Here's the thing, when situations like that occur ... 
Again, this is another little tidbit that I'd encourage everybody to write down. It's a 
little lighter to think of here, and that is ... I'm going to say this more than once 
because I want it to sink in. We can't get mad at a prospect or frustrated. We cannot 
get frustrated at a prospect for doing something that we didn't tell them they couldn't 
do.  

Let me say that one more time. It's not fair that we cannot get mad at a prospect for 
doing something that we didn't tell them they couldn't do. That's where this ties back 
in. We have to set the right tone and the right expectation for these calls. Upfront, we 
have to let the prospect know what the the purpose of this meeting is for, what the 
allowable outcomes are for. Therefore, when we get to the end, if the prospect 
breaches that agreement, we actually have something to stand on, to either; a, bring 
them back on to the path that we want them to be on, or b, we can actually disqualify 
that person and get them out of our calendar, so that we don't go on to a second, and 
third, and fourth appointment only to then discover what we could have known 
upfront, and that is that this person was never really committed to making a decision, 
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or they never really had a compelling reason to change what they were doing to begin 
with.  

Jovan and Steve, you guys are with me on that?  It's so simple and yet I think a lot of 
advisers kind of shy away from that because they have a misconceptionary fear that 
they are going to come off as being pushy. If they are too hungry for the sale, it's 
almost like if you won the prospect ahead of time, your intentions are to close them. 
It's almost like rustling around and making a whole bunch of noise in the woods 
before you get ready to shoot the deer. That's how I think a lot of people perceive this 
is that it's suicide, why would you want that, and yet the reality is ... I tell every one of 
my prospects right out of the gate that my whole purpose in being here is to close 
them and make them a client.  

As we go through kind of the theoretical process here today of having a systematic 
selling process, I'm going to transition now into some actual language, some actual 
verbiage that everybody on the call can take away from this session today and 
hopefully start applying immediately, because this is what will enable you to establish 
the correct expectation for the entire course of the sales process, but it will also set 
that tone that will literally cause you to be perceived now by the client as a trusted 
adviser and not just as another random quote vendor. None of us want to be 
perceived as a quote vendor because that's when we get used, and abused, and worn 
out, and abused, and disrespected, and our valuable knowledge and planning 
information is in essence stolen from us, and yet are left on the sidelines gasping for 
air when we've been spun around the dance floor. 

Here is how you do not let the prospect lead the dance. Everybody ready? We are 
going to start using what we call upfront agendas or outlines. What an agenda or an 
outline does is it establishes in the mind of the protect from the very get go, that you 
are a person that has valuable knowledge, your time is valuable, you are experienced, 
you are a seasoned veteran in this industry. Here is the key, You are a problem solver. 
You are not just a quote vendor. The technique that we are going to focus in today is 
what we call the upfront agenda. Everybody write  that down, "Upfront agenda." 
There are several elements that are contained within the upfront agenda.  

Everybody can experiment with us a little bit, it doesn't have to be exactly be placed in 
a rigid manner or the exact same way for everyone, but I will tell you where I have had 
the most success with this technique is when I first get on the phone with the 
prospect, and I'm in the process of actually scheduling a first appointment with them. I 
schedule the first appointment and before I hang up the phone, I would set an initial 
agenda with them. Again, if everybody has got their pens and pencil here ready, here 
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are the five critical elements that you want to have contained inside of an upfront 
agenda.  

Number one is he purpose of the meeting. You are going to tell a prospect right 
upfront the reason why you are getting together. You are not a profession visitor, you 
are not a endless source of financial dictionary style information. You are a 
professional that makes a living by solving problems, solving financial frustrations and 
concerns for your clients. You are going to tell them right upfront what the purpose of 
this meeting is for. "Steve, I appreciate you getting together with me next Tuesday at 
2:00." I believe that the real purpose of a meeting like this is really just to talk, to ask 
questions of each other, get to know each other better, make sure that we are 
comfortable with one another. 

Most importantly, Steve, it's to see if I can better understand your situation, what are 
the specific concerns and frustrations that you have as well as share with you some 
very, very important unique ideas and solutions that we've used for our clients. 
Ultimately, the whole reason why we want to do this is to see if there is a legitimate 
fit between the results I produce and the type of work that you are looking to have 
done, and really if there is a compelling reason for us to consider actually working 
together at some point. Does that make sense to you, and are you comfortable with 
that? There you go. You ask them. By the way, backing up to the concern that I think 
some advisers have about, "Men, they're just too pushy." It's the difference between 
asking and telling everybody.  

You can tell someone what you are going to do, or you can ask their permission if it's 
okay with them if this is what you do. In that little role play with Steve just now, I 
phrased that in the form of a question. I hope everybody picked up on that, is that I 
believe that the purpose of the meeting is this, this, this, and this, are you okay with 
that and does that make sense to you? It removes not only the overbearing 
threatening aspect of, "We're going to do this my way," which every client is going to 
be resistant to. It structures it in a very, very interesting psychological manner, 
because by asking Steve's permission and getting him to say, "Yes," What's 
happening? I'm getting exactly what I want by getting him to agree, but he's getting as 
the prospect, he's getting exactly what he wants, because subconsciously he just 
heard me ask for permission which makes him feel like he's in control.  

This is so important. I want everybody to pick up on this. You want to be in control. 
You the advisor want to be in control of the process the entire time, but you want the 
prospect to feel as though they are in control of the process the entire time, because 
it puts their mind at ease, they know they are not going to be surprised with some 
high pressure closing technique. It's just a very, very effective way to in essence kind 
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of slip an invisible leash around their neck and lead them down the path that you want 
them to go down, but not cause them to feel pressure, or stress, or resistance in order 
to do that.  

The first bullet point of the agenda is to simply explain to them what the purpose of 
the meeting is for. If that's not your purpose as an advisor, if you are not there to 
literately explore whether or not you should be working together, and they should 
become your client, and you should become their adviser, why are you meeting with 
this person to begin with? There is no logical reason to do that, and that's why we 
wear ourselves out, so tell them right up front. Number one bullet point of the initial 
agenda is to explain to them the purpose of the meeting and then ask them if they are 
okay with that.  

Number two, help them uncover and agree to what their expectations of the meeting 
are. As soon as I say, "Steve, are you okay with that? Are you comfortable with that?" 
He'll say, "Yes, I'm comfortable with that Paul. That sounds great." Then I'm right 
down to the second bullet point, establishing the objectives and expectations. I'm 
going to write that down again, "Objectives and expectations." I'm back into the role 
play here, "Steve, that's great. I appreciate that. In order for us to do that, I've found 
that we are going to need to be able to ask each other some questions during this 
time. I really want to invite you and your wife to feel comfortable asking me anything 
that you'd like, whether it's about myself, my company, the process that I use, 
anything at all that you guys would like to ask, please feel free to do so. Do I also have 
your permission upfront to be able to ask you guys some questions, possibly some 
tough questions especially about some of the concerns and frustrations that you guys 
have been encountering. Is that okay if we spend our time being able to do that with 
each other and kind of get all that out in the open. Is that okay with you Steve?" 

Again, we are stating what it is that we want, but then asking his permission to make 
sure that he's okay with that. Also, asking him, "Is there anything else that you want to 
include in this session. Does that sound good to you? Is there anything that you're 
expecting or want to get, that you want to make sure that we cover during this time 
together?" The second bullet point is uncover the prospect's objectives and 
expectations. The third bullet point is state yours, your objectives and expectations. I 
kind of wrapped up both of those into that last sentence there, but you definitely 
want to get their permission to ask the types of questions that you need to ask to be 
able to uncover if your services and the results that you produce are in fact going to 
be a fit for their situation.  

Number four, the time, date, duration, location, and participants of the meeting. That 
sounds like a lot to try to cram in, but I know that there are some of us on this call that 
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have been on meetings before where you are chasing this prospect, you finally get 
them to agree they are going to see you Friday afternoon at 2:00, you are 
superexcited, you've got the briefcase packed, you've got all your sales literature, 
you've got this whole presentation ready to go, and you walk into the office expecting 
a beautiful 90 minute heart to heart call with this guy only to find out that he's rushing 
out the door to get to his kid's baseball game. He was only expecting a quick little 
ten-minute thing where you were just going to drop off a brochure, and that was it.  

There is a disappointment there. There is an emotional down when we go into a call 
expecting that we were going to have this much time, or the decision makers are 
going to be there. Again, get all that out of the way upfront. "Steve, I want to make 
sure if we get together at 2:00 on Saturday, is your wife going to be able to make that 
appointment with you?" We always encourage both spouses to be there. "Okay that's 
great." "If we get started right at 2:00, how much time do you think you could 
comfortably set aside? I usually book about 40 to 50 minutes to initial sessions like 
this. Are you okay with that?" "Okay great." "Also, I make sure, Steve, that I hold all 
my calls, I have my assistant hold my calls, and I turn my cellphone off during this, so 
do you think if we get together on Friday at 2:oo, could we have that meeting in a 
quite place that's undisturbed and really be able to have a productive conversation 
together? Are yon okay with that?" "Okay, wonderful."  

Lastly ... That's number four, then lastly we go the fifth bullet point here, and that is 
the outcome and the decision. Here's how that sounds because we don't want to 
accept a "think it over." "Steve, I appreciate all that, looking forward to getting 
together with you here on Friday. Can I ask you one last thing, if at any point during 
this session, or by the end of it, if you feel like what we are talking about is just not for 
you. It's just not a fit, it doesn't make sense, or even if I'm not the person individually 
that you can see yourself working with on a project like this, would you be kind 
enough to tell me, no, if you reach at that point of the process? I really appreciate it. I 
promise you won't hurt my feelings. Would you be okay and willing to do that Steve?"  

Here's the next part of this guys. Thank you for that. Here is possibly one of the most 
powerful elements of the entire upfront agenda process. In fact, I have actually closed 
cases based on this next sentence that I'm about to give everyone. This is from going 
back through my file cabinet of clients and actually conducting surveys. I'll ask him, 
"When did I have you? Did I have you at hello? When in the process did you know that 
I was the one that you wanted to work with?" I've had more than one person tell me 
that the moment they decided that they wanted to work with me was literally in the 
very first phone call when we were setting up the first appointment, because I told 
them that I might be the one to say no.  
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Everybody bare with me on this, we just asked Steve that if he reached a point in the 
process where he doesn't feel this is a fit, would he be willing to tell me no, and he 
said yes. The very next sentence is, "Now Steve, this doesn't happen very often, but 
every once in a while throughout the course of the conversation, sometimes I'm the 
one that feels like it may not be a fit to work together. I may feel that perhaps what I 
have is either not in your best interest, or for  whatever reason, it would not make 
sense for us to work together. Steve, I always like to ask upfront, just in case if I end 
up being the one to say no, you and your wife wouldn't be offended in any way, would 
you?" 

Folks, that changes the entire dynamic of the planning process from that point 
forward for a couple of reasons. One is that, do I sound like a hungry salesperson by 
saying that? Absolutely not. I sound like a seasoned, professional that has been down 
that road professionally so many times, that I do not need this business to the point 
where I am willing to be the ethical individual and actually say "no," if I don’t think this 
is a fit.  

How many advisors do you know that turn clients away? Only the true, successful 
advisors will actually do that. Clients know that. The perception in their mind of the 
value that you have just elevated yourself to by using that simple sentence, "Listen, if 
this is not a fit, you wouldn’t be offended in any way if I was the one that said "no," 
would you?" It totally changes their perspective, but the other thing that it does is it 
also puts them on their best behavior for the rest of the relationship. If they are 
perceiving you now to be someone of value, a solutions provider, not just a product 
pitcher, but you have a solution to their problem, and you've got the keys to the 
kingdom, then they better behave themselves, or you have the power to take it away 
from them now.  

Hope everybody just understands and perceives the value of creating that kind of an 
expectation and perception in the mind of the client, because just simple techniques 
like that used in the very front end of the call will totally change the relationship from 
that point forward in your favor. Again, you're going to ask them, "If it's a "no," please 
tell me. If I think it's a "no," I'm going to tell you." On the other hand, if what you hear 
does make sense, Steve, if this is a fit for what you're looking for, you feel comfortable 
with me personally, at the end of that  call, I'm going to ask you just one very simple 
question, and that is, "Based on what we have seen, and heard, and experienced, and 
talked about today, Steve, do you feel like there is a compelling reason to move 
forward and have another scheduled conversation, or is it over now? Should we part 
as friends before we go any further?"  
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I'm going to ask you that question at the end of the meeting, Steve. Would you be 
okay with that if I asked you that when we're done today? He'll be okay with that. 
They always are, because you always ask it in a very polite, very cordial way. 
Sometimes I add this in, sometimes I don’t, but if you're really feeling on your game, 
you can actually take it one step further and actually say to the prospect ... Steve, the 
reason I ask this ... I don’t know if it's ever happened to you, but have you ever had 
someone tell you they're really interested in something, but they want to think it 
over? You laugh it off, "Hahaha." Has that ever happened to you, Steve? They'll laugh 
with you, "Oh, yeah!" We wouldn't waste your time like that. That's usually what 
they'll say. 

You can actually say it. If it's on your mind, if it's on your heart, say it to the prospect. 
They will appreciate it. Steve, I do this, because I've found every once in a while that 
people will tell me that they're really interested, but they want to think it over. They 
don’t really give me any kind of clear indication as far as what's actually going to 
happen next, if anything. Has that ever happened to you? Yeah. Okay, got you. Is it 
okay if I ask that if it's a "yes," it's a "yes," if it's a "no," it's a "no," but if it's a "think it 
over," unless we can really agree on some type of a timetable as far as what the next 
steps be, is it okay if we agree that that really is also a "no," and we'll just part as 
friends at that point? Is that fair of me, Steve, to ask that?  

They always say "yes." You're never offensive. You're never too pushy with that. 
Everybody, that is just some of the basics. Having a systematic sales process, obviously 
that's just the tip of the iceberg, as we're really just talking about the very opening 
call. These are techniques that I have utilized, and that I have tried to hone and tweak 
within my own practice over the last eight or nine years in doing this on the internet. 
It has saved a phenomenal amount of headache. I can't even imagine the additional 
exhaustion that I would have been through personally as a producer, not having some 
of these techniques, especially when you're trying to close business through the 
distance and over the phone.  

Some of those techniques I said, hopefully some of you, today, can leave here with 
some actual language and some energizing ideas on how you can begin taking back 
control of the sales process and don’t get worn out by the prospect. Use that initial 
agenda. Tell them that ... Ask them if it's okay if you're the one that says "no." You will 
be shocked at how that will change the dynamic of the process from that point 
forward. Jovan and Steve? 

Jovan Will:  Yeah. Paul, good stuff. We have some comments rolling in, and there are some 
advisors just trying to take the notes as quickly as possible. Just so everybody knows, 
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this is being recorded, and we are also going to have the transcription. I don’t know if 
you have this in front of you, Paul, or you were just reciting from memory, but could 
you repeat those points once again for the advisors that just missed it or weren't able 
to take those down? 

Paul: Yeah. I assume that we're talking about the five individual components of an upfront 
agenda. 

Jovan Will: The five points, correct. 

Paul: Yup, component number one is the purpose of the meeting. Establish what the 
purpose of the meeting is. Guys, just speak from the heart. Clients so appreciate 
transparency and just honesty. Tell them why you're there. Tell them what you're 
hoping to accomplish. Tell them that you're there to make them a client. "We're here, 
Mr. and Mrs. Smith, to see if it would make sense for us to consider working 
together." Tell them all those things, but don’t forget to ask them at the end if they 
are okay with that. That's the key. Purpose of the meeting is number one.  

Number two is the prospect's objectives and expectations. Invite them to ask you 
questions about you. Invite them to ask you questions about your process, your 
background, your company, even yourself personally. Find out if there are any specific 
areas or topics of interest that they want to cover. By the way, the best way to do that 
is to throw out some pain examples. "Mr. Smith, a lot of times when I first get 
together with clients on these initial meetings, I will hear about some of the major 
concerns and frustrations that they are having about retirement. They cannot find 
good growth out there right now.  

They're worried about getting their portfolio to generate enough income, or 
concerned about ..." See these words? Everybody hear these words that I'm using; 
really emotional charged adjectives, and seeing if we can hit on some of these pain 
indicators that these clients have. They're worried about losing money. They're 
worried about running out of money. "Do any of these scenarios sound familiar? 
When we get together on Friday, which of those topics really stands out as an area 
that you'd like to maybe start the conversation with?" What a beautiful question. 
Right there, in the upfront agenda, they're going to tell you exactly what their biggest 
hot button is, and you can use that to actually open the call with when you get 
together. Number two; prospect's objective and expectations.  

Number three is the advisor's objectives and expectations. Again, tell them what it is 
that you need from this meeting. "Mr. Smith, I'm going to need to ask you some 
questions to understand your situation and see if what I have is a fit for you, but I've 
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got to warn; these are going to be tough questions. These are going to be questions 
about some of the losses that you've taken. These are going to be questions about the 
frustrations that you have with your existing advisor or just not being able to find a 
definitive solution out there that will do what you want. We're going to have to talk 
about what's going to happen down the road if we can't find a solution to this 
problem. How is this going to impact you and your wife in your retirement if you can't 
find good growth, and if you're not producing enough income, and if your portfolio is 
shrinking too fast?  

Is it okay with you if I ask you those types of questions, because that's really going to 
help me understand your situation, and give you the best possible recommendations 
that I can? Are you okay with that if I ask you those types of questions?" Tell them. 
That's what you need to do, and then ask them; make sure you have their permission 
to do that. Number four is the time/date/duration/location; time, date, duration, 
location. You can usually wrap that into one really efficient sentence. You basically 
want to get them to agree that if you schedule an hour-long session, that they're not 
going to be distracted answering the door bell, letting the barking dog out, taking 
phone calls on their cell phone when it comes in. Establish that upfront. You have the 
ability to set the tone for an absolutely perfect meeting the way you would want it to 
happen. The only thing you have to do is just tell them about it, and get them to agree 
with that.  

You want to make sure the husband and wife are there, if they are both going to be 
part of the decision making process. You want to make sure that, Steve, if we get 
started at 2:00, I normally set aside a four-hour in my calendar, for these types of 
meetings. I've found that it's important to do that with the important material that 
we're going to be covering. "If we get started at 2:00, do you think you could 
comfortably budget one hour for this? We may not end up needing that whole time, 
but would you be willing and able to agree to a one-hour time budget to this session? 
Would that be okay with 2:00?" Again, you're laying it out there for the client what 
you want to have, and because of that, you're going to end up getting everything that 
you want, because they've agreed to it. You've asked their permission.  

Again, the best part, folks, is that they feel like they are in control the entire time, 
because everything that you're telling them, you're getting their permission at the end 
to do that. They don’t feel like they're being pressured into something that they don’t 
want. Time, date, duration, location, and then number five, which is the most critical 
is the outcome and decision. Folks, if you are so freaking frustrated when it comes to 
exhausting yourself giving free presentations and not getting a decision at the end, I'm 
going to say it one more time, you cannot get mad at the prospect for doing 
something you didn’t tell them they couldn’t do. If you're sick of getting "think it 
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overs" and not closing sales, get them to agree right up front that a "think it over" is 
not an allowable outcome. You can do it diplomatically. You can do it politely without 
being pushy.  

Number five is outcome and decision. Set the decision upfront that you are not willing 
to tolerate a "think it over." By the way, what if they do that? See if I can anticipate 
some of the questions in your mind that comes up." What if you get them to agree to 
that, and they still say they want to think it over?" Now you've got something to stand 
on. Steve, do you remember when we first set up the call today? We agreed that we 
were going to ask each other some questions and really see if it's a fit. We talked 
about that if you don’t think this is a fit, you'd tell me "no," if I don’t think this is a fit, 
I'd tell you "no," if you do like what you see and you really think this could make 
sense, then you could tell me "yes," "yes" meaning we could move on to the next 
conversation.  

Do you remember we talked about the fact that if it's just a "think it over," which I 
definitely understand these are very, very important decisions, and we're not 
expecting you to sign anything today, but I've also found that a lot of times, people 
will just tell me a "think it over" because they're just trying I be nice. They're worried 
they're going to hurt my feelings. You and I both know that usually it's nice way of 
saying "no." Is that the case here, Steve? By saying "think it over" is really a "no," 
should it just be over now, before we go any further, and we'll just part as friends? 
Press them on it. Ask them. Steve, here they're going to say one of two things.  

He is either going to apologize and feel sheepish because he just broke the 
agreement, so you're going to actually have something to stand on now. He'll say, 
"You know what? Paul, you are absolutely right. I'm so, so sorry. We did agree to that. 
Here is what I'm willing to do next. Let's set up the next call." By the way, then you're 
going to set an agenda for the next call and see what the expectation of that is going 
to be. Again, today is just a tip of the iceberg, folks. If Steve says, "No, I'm really not 
ready for this," then it's over. We don’t need to schedule a second appointment. We 
don’t need to waste another 90 minutes of our time. We certainly don’t need to go 
back to our office and call up three insurance companies and run quotes for 
comparison for Steve for the second session that's either not going to happen now or 
that would have happened, only to end up frustrating and wasting our time.  

Go for the "no." Folks, go for a definitive "no." It is the second-best thing that you can 
possibly get to a definitive "yes." Have the courage to go for the "no." If he gets 
sheepish and says, "You know what you're saying, no, I don’t want it to be over. I 
shouldn’t think it over. I don’t want the process to be over, Paul. I think we should 
keep going," inspect that too. "Why shouldn’t it be over right now?" By asking that 
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question, he is going to spend the next two or three minutes telling you exactly what 
you need to know about what he really does like about your process. It's going to give 
you insight into that. Outcome and decision is that fifth bullet point. Use it. It is one of 
the most powerful elements of the entire agenda, but don’t forget to include the part 
that you have the power to say "no" as well. That will change the entire process for 
you. Jovan, there is our five bullet points. Did you guys get those down okay? 

Jovan Will: That's great. That was fantastic. I know we're running out of time. We're going to get 
some great questions coming. Paul, do you have some time to address some of these 
questions that I am receiving. 

Paul: I do. I can't see them on my end, Jovan. You'll have to read them off to me. I'll do my 
best to answer them. 

Jovan Will: Yeah, perfectly fine. Why don’t we start ... First of all, Charlton asked a question 
about how you're getting prospects through the internet. I think this is probably the 
first time we've shared this, but myself, and Paul, Fernando, and Steve, we've been 
working on marketing and sales together. Paul and Steve have been very instrumental 
in helping us craft a marketing funnel, marketing funnels which we'll talk about in 
future webinars, next week particularly, in terms of having a marketing funnel that's 
highly congruent with your sales process. That's one of the message that Paul has 
been using along with ... Paul, actually you have a background in internet marketing as 
well. I don’t think we have a lot of time to go on that today, but everything that you've 
done is a conventional marketing message.  

I know that you've never done any type of traditional stuff like all the other advisors. 
As a matter of fact, everything that you do is pretty much contrary to what's being 
taught out there from a lot of marketing groups. Hopefully it answers Charlton's 
question. Next question here is ... Maybe there's two questions, Paul. One is, "How 
many meetings do you typically have with the process," this is Tony's question. Also a 
question from Renee, "If you could do a brief role play of the initial appointment call, 
this would really hammer home the great overview that you're giving of the call." If 
you have time to do that one as well, that'd be great. First question; how many 
meetings take through the process? Then next you could do a quick role play of 
setting up an appointment. The advisors would like to hear that. 

Paul: Sure. I usually work off of a three appointment closed schedule, if you will. Once the 
first appointment is scheduled, if we get to the end of that first appointment after 
we've gone over some of the exploratory ideas of what we can do and the type of 
plans that we provide for clients, if it's a "yes" decision and they want to move 
forward, remember we want to define what a "yes" means. A "yes" means that we're 
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going to move forward and schedule the next step in the process. Usually, Tony, what 
I will do at the end of that call is I will schedule the next two sessions, which by the 
way, if any of you all work off of a multiple closed scenario, which I'm sure most of us 
do ... Annuities and retirement planning is awfully difficult to do the right job in just a 
one appointment bang it out close these days,  but if you get a prospect that wants to 
move forward beyond the first appointment, you will do yourself a huge favor by 
getting them to get their calendar out and actually schedule the next couple of 
sessions, not just the next session.  

I will ask a client. I'll say, "Can I take a moment and share with you what the rest of our 
planning process looks like, Mr. Client?" He'll say, "Yes, absolutely," and I'll say, "We 
normally have about a three-appointment process that we take folks through. The 
first meeting, which we've now completed today, was basically just for the exploratory 
educational session to see if it's a fit between us. If you'd like to move forward, what 
we normally would do," Tony, "is we would schedule the next two sessions for you. 

The second meeting, we normally recommend that that takes place about a week to 
ten days after today's session, because we've got a questionnaire that we want to 
send you. We want to give you some time to complete that and get it back to us. We 
can put some ideas together and actually get together for a formal strategy session 
where we really start customizing some of the examples that we looked at today." 
That's really the purpose of the second meeting. Do you guys see what I'm doing? I'm 
setting another agenda. "The purpose of the second meeting is to look at two or three 
different variations of options, so that hopefully, Mr. Smith, by the end of that second 
meeting, you can literally point at the computer screen and say, 'You know what, Paul, 
this is the one that I'm most interested in. If we decide to work together, I think this is 
the one I'd really want to concentrate on bringing to life.'  

Mr. Smith, if we can do that successfully and get you to that point by the end of the 
second meeting, that will pave the way very logically and efficiently for the third 
session, which is the one where we sit down and actually help you hand-pick the 
appropriate products from the right reputable annuity companies that will fund this 
solution and bring the entire thing to life exactly the way that we've illustrated it. 
Again, Mr. Client, second meeting is for the design. Third meeting is for the product 
selection. In between there, I send you additional information about my background. 
You can talk with references and so forth, but ultimately, Mr. Client ..." Everybody, 
remember, guys, I'm into the first appointment when I'm saying all this. 

"Ultimately, Mr. Client, what our process is designed to do is to help you get down to 
the end of that third appointment, make sure that you have all of the information that 
you would need to make a truly educated and confident decision, and at that point, I 
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will ask you just a very simple question, 'Do you want my help in setting this up, in 
implementing it, and in being your advisor?' I'm not going to ask you that question, 
Mr. Client, until we get to the end of that third session, because I know that you're not 
going to have the information you need until that point to actually make that kind of a 
decision. Are you okay with that if I ask you that at that time?  

By the way, if it's a "yes," then we'll save time at that point to outline an action step 
plan on how to go about implementing this. If it's a "no" or a "not yet," is your answer, 
then we can talk at that point and figure out what the next steps, if any, would be, and 
what direction we should go in at that point. Are you okay with that, Mr. Client? Is 
that comfortable to you? Does that make sense to you as far as how our process 
works? Would you like to take those next steps?" They say "yes," and then you 
schedule the second and third appointment.  

By the way, guys, if you get a client at the end of the first session to agree that it's 
okay for you to ask them the closing question at the end of that third appointment, 
you're probably running north of an 80% to 85% chance that you really just closed 
them right there on the spot, because of how comfortable they are with you and the 
fact that they know that they can relax and enjoy the educational and design process 
of your planning service, and they don't have to worry about being surprised by a high 
pressure closing scenario until the agreed upon time. It's amazing how they settle 
down, and they relax, and you can do your thing. It's a wonderful way to close cases.  

Absolutely. Yeah, huge difference, because again, they can relax, and as I said, they 
can enjoy. They can actually enjoy the process of planning their ideal retirement, 
which that's really what it's about, guys. You've got to remember in the prospect's 
shoes, this is a scary, frustrating, confusing time for them. To try to make the right 
decisions when they are already terrified about making a mistake or doing something 
that they are going to severely regret, to begin with, it just makes it that more difficult 
when they are presented with a high pressure, closing-oriented salesperson that is 
just there to bang each products out and grab a commission, and go on to the next 
one. Enjoy these people. Enjoy your prospects. Enjoy your clients.  

The message here today is, the only way for you as the advisor to enjoy that process is 
to be in control of it, and to only be working with people who deserve a place in your 
calendar, because you all are fit, and they are ready for what you do.  

Yeah, I would just touch on a couple of quick things. That's very similar to how I do it, 
Steve. The forms are basically filled out for the most part in their entirety, just with 
the highlights and the little sign here, sticky arrows. I think again, and I hope 
everybody is getting the feel for this, today is the ... There's the upfront agenda, but 
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then there's a series of bridge agendas ... You even call it the post-sale agenda, that 
addresses the agreements that go along with the fulfillment and implementation step 
of the process. Part of that is getting the paperwork out and getting it back from them 
in a timely manner. All of that stuff is basically worked into language that I've been 
using for years with some of these different agenda steps, but the short answer, 
Steve, is "yes."  

Have that conversation. Make sure they are comfortable with it. Help them 
understand that they're not rolling their life savings to some guy or some girl on the 
internet. We are using quality household name insurance companies that are going to 
be the custodians. All you're really doing is facilitating the ideas and the concepts. Get 
them to agree in a time-bound manner just like in the upfront agenda, that here is 
what's involved. "I'm going to overnight the paper to you. It's going to be filled out in 
its entirety. We are going to get back together next Tuesday at 1:00. I'll be there on 
the phone with you, Mr. Client, to just walk you through it. I'll be there to answer any 
questions or concerns you have at the last minute there, and really just be a resource 
to help explain what it is that you're signing. Then once everything is signed, we would 
need you to overnight that back to us in the envelope we provided. Once that 
happens, we process it on this end." 

 Again, you just want to explain the process to the clients, so it casts a spotlight on 
what otherwise would be a dark map. You want to highlight what they can expect. 
Again, that's the beauty of operating under this controlled agenda process, is that 
their expectations are set the whole time, your expectations are set the whole time, 
and it sets it up so that neither party gets surprised, or disappointed, or spooked. It's 
literally that simple. 

Jovan Will: Hey, Paul, this is Jovan. I know we are pretty much out of time here. I know you've got 
to run. 

Paul: I've got a couple of minutes left, actually. I got a little text here ... Yeah, I've got a few 
minutes here. If you want to do a couple of more questions, I'm actually okay for it, if 
we haven't put anybody to sleep yet. 

Jovan Will: No. Actually, we have some great questions. Thank you to those advisors on today's 
webinar. Paul is a really quite humble guy. You'll never see Paul on incentive trips, 
speaking on the stage or anything like that. He's just been really busy building his 
practice and doing it really virtually over the phone. He actually has another business 
he is building on the side, but I guess the whole reason I share this is because you've 
actually never really ... I don’t think you've ever done a webinar. When was the last 
time you did a training webinar? I can't remember the last time. I know we've been 
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talking about it, but you've been reluctant because you've been so busy working on 
your own stuff.  

There are advisors here ... We've been getting some questions and comments about, 
if an advisor wants to learn more about your process, there's really so much you can 
jam-pack into one webinar, and this whole process is something you've perfected. 
Steve and I have seen in action. We're very impressed with what you have been able 
to accomplish. We've done marketing partnering with you, and so we've learned a lot. 
I'm sure you've learnt some cool things from [inaudible 00:58:49], but I guess for 
those advisors that want to take it to another level or learn more, do you have any 
thoughts or recommendations? This is something we didn’t really discuss. It was an 
impromptu webinar that I've been trying to put together for our group just a way to 
create more value for them. What's your comments or thought for them, Paul?  

Paul: I've always really enjoyed any opportunity that I've had to talk with other advisors, 
and just sit there and be a friend, and just understand, and identify with the 
frustrations that they've had in their practice. As they attempt to grow it over the 
years, it's such an interesting industry. It can be so unbelievably rewarding at times, 
and then so unbelievably frustrating at times. I know we have all been there, and it 
takes place on almost a daily, if not a weekly basis. I get that. I am a producer. I'm not 
just a sales trainer. I'm on the frontlines all the time working with consumers and 
dealing with all the same scenarios that we are all used to, whether it's, "Where do we 
get the next lead from? Where do we get the next prospect from? Where do we get 
the next closed case from?"  

Yeah, Jovan, I really enjoy that opportunity. Really, I consider it a privilege to be able 
to sit and talk with an advisor and hear about maybe a frustrating situation that 
they're having in their sales process, and be able to share with them some practical 
application-type tools that can help them overcome that and then to be able to watch 
them apply that and break through that invisible ceiling that's been holding them back 
in that area and reach that next level of success. It's very, very rewarding, almost 
humbling to be a part of that, and it's something that's very enjoyable.  

I've gotten a number of requests recently to take some of these techniques and ... I've 
got most of these scripts and most of these training materials already in place just for 
myself. My benefit is I've evolved this process over the course of my career, so it 
would not be difficult to finish putting all this into a curriculum-type format for those 
of you that would be interested in really considering a formal training opportunity. 
That's something that I know the three of us will be talking about an opportunity, 
maybe opening up an additional sales club or training system where we can really go 
in depth with this stuff.  
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As far as the desire and the interest, I'd be definitely open. If you are on the call today, 
and you've heard some things that are encouraging to you, and you'd love to learn 
more, I would say the best thing that you could do for us is just let Steve and Jovan 
know that you are interested, that you'd like to at least explore some opportunities 
about some additional training. Depending on the feedback that we get, we can 
certainly move forward at a good pace and actually prepare a really great experience 
for those that want to participate. 

Jovan Will: Awesome, that's great. Just go ahead and shoot us an email at 
info@advisorinternetmarketing. Give us your honest thoughts and feedbacks. We're 
really open to whatever it is you want to share with us. We've never had Paul in a 
training like this before. We appreciate your time. I know you're pretty much slammed 
with appointments pretty much every day. It's been tough getting a hold of you to put 
this together, but we do appreciate you taking the time to contribute to our advisors. 
Our commitment is to provide value above and beyond what we said we would. 
Hopefully we were able to do that for the advisors in today's webinar.  

I think having another sales expert, a new perspective, a different perspective on 
things, that you had a very equally successful advisor ... I've been getting a lot of 
feedback from advisors really wanting to take it the next level. We do everything we 
can to support and offer the best training for our advisors to be successful on today's 
internet age. We also know it's an ongoing process. We'll share everything we can all 
the time we have together, but for those of you that want to take it to another level, 
please let us know. Give us some feedback. Let us know what your thoughts are on 
that. Let's go ahead and wrap up this webinar. Steve, any closing thoughts, remarks 
from your perspective? 

Paul: Just set that agenda, men. 

Jovan Will: Awesome. Hey, I just want to thank you so much ... 

Paul: There you go. Guys, it was a pleasure being here. I want to say thanks to everybody. 
I'm glad I could be available today, and really enjoyed it, so thank you guys for having 
me. 

Jovan Will: Awesome. For those of you still on the webinar today, next week we are going to be 
covering market. We've got two bonus sessions left, and our course will be closed and 
completed before the Thanksgiving holiday. Thanks for sticking around. Be on the 
lookout for some really awesome marketing. For those of you who haven't sent in any 
marketing materials for us to review, please do so. We'd love to see what copy of your 
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landing pages, direct mail ... Whatever it is that you are using to attract prospects, I'd 
love to review them and share with you my thoughts on the next couple of webinars. 
Anyway, thank you so much for being on today's webinar, folks. Have a wonderful 
day. We'll see you next week. Bye for now. 

 

 

 

 
   

 


