WHAT’S WORKING IN THE SMALL BUSINESS MARKET

Approaches to Small Business Owners and Overcoming Objections


NOTE: Remember, the reason for your contact is to set the appointment – not to pre-qualify, not to ask any underwriting questions, not anything other than to arrange a convenient time and place to meet.

Existing Clients:

“[Client], I need your help. As you know, my company has worked hard to meet your personal financial needs. We also have an excellent reputation for helping businesses solve the financial problems they face. I’d like an opportunity to be of service to you in this area.”

 “[Client], I believe you have been pleased with the service I have provided you and your family. I would like the opportunity to explain another service I can provide – business insurance planning.”

Businesses You Frequent:

“[Business Owner], I have been a regular customer of yours for the past [state time period]. I make it a point to support local businesses like yours. Even though I see you often when I visit your business, I have never taken the opportunity to introduce myself to you on a professional basis.

My name is [state your name] and I am a [sales or licensed financial professional, or company approved title] with The Prudential Insurance Company of America, headquartered in Newark, NJ. My office is located in [city]. I focus my practice on working with business owners such as yourself, providing them with solutions to many of their most important financial concerns.

What I’d like to do is to gather a little bit of information about you and your business to see if any of my programs would be of interest and value to you.

Do you have 15 minutes now or should we set up a different day and time?”

Or instead of the last line, you could say…

”What time do you get here in the morning? (await response) Why don’t we meet at [state the time less 15 minutes] at [closest coffee shop for a cup of coffee and a bagel].”

Potential counter to objection  – Are you going to try and sell me something?

“[Business Owner], our purpose for getting together is for me to learn about your business, describe to you what my professional services are, and how they might be of benefit to you, that’s it. Be assured I won’t be asking you to buy anything. Fair enough?”

Also, you will want to find out who are the businesses that the business owner frequents.

“Who supplies you with [name relevant product/service]?”

Target Market Networking:

“[Business Owner], can you help me to identify the leaders of a few successful businesses here in our community?”

Note: provide list of “nearest neighbor” businesses and/or list of other like businesses. Then state:

“Do you know any of the owners of these businesses?

Which ones do you think could especially use my services?

Are there any firms you know in this line of business that are not on this list?

Are there any firms on this list I should not spend my time trying to see?”

Purchases Lists/Cold Calls:

Complete Cold Call – 

“Hi, this is [name, company approved title] of The Prudential Insurance Company of America, headquartered in Newark, NJ.  

Our affiliated companies, Pruco Life Insurance Company [of New Jersey] located in Newark, NJ has recently changed their term insurance rates and have become very competitive in the business owners marketplace today, especially at $1 million and above.

I am going to be in your area next week and would like to stop by and give you a quote on our rates. Would you be available (day and time) or would (day and time) be better.  I can explain any exclusions, limitations, reductions in benefits and terms for keeping a policy in force as well as costs and complete details”

Potential counter to objection that the business owner doesn’t have time:

“If you are interested, what is your birth date and do you smoke cigarettes? Also how is your health in general?   Of course, our underwriting criteria will apply.“ 

Note: After the counter to objection, send a term illustration and call again the next day for appointment. Also, you don’t ask for the business owners name immediately, if the person who answers is not the business owner, they will likely send you to the business owner.
Following Mailer – 

“Hi, my name is [name] of The Prudential Insurance Company of America, headquartered in Newark, NJ. Do you have a moment to speak on the phone? (wait for response) A few days ago I sent you a letter regarding the continuance of your business in the event of the occurrence of various risks.

I help business owners as a Prudential [agent/company approved title] with risk assessment and business planning. I’d like to arrange an appointment with you and tell you more about the kind of work I do. Will it be convenient to meet at [day/time] or would [day/time] be better?”

“[Prospect], my name is [name] of The Prudential Insurance Company of America, headquartered in Newark, NJ. I sent you a letter/postcard a few days ago concerning the impact of losing a key employee (or other concern). Do you recall receiving it? (Wait for response) In my letter I promised to contact you to see if we could get together to discuss this. 

Will it be convenient to meet at [day/time] or would [day/time] be better?”

“[Prospect], my name is [name] of The Prudential Insurance Company of America, headquartered in Newark, NJ .A few days ago my agency sent you a letter concerning the impact of losing a key employee (or other concern). 

I’m calling you this morning to request the courtesy of your time to explain this idea to you in person. With my promise that this will take no more that 15 minutes of your time, will it be convenient to meet you…”

Potential counters to objections would be the same as in Businesses You Frequent section above.

“I understand. In fact I think it is fair that many of my clients felt that way initially. I’d like to meet with you anyway. Could we do that?”

Referrals:

“[Business Owner], much of your service business depends on referrals from your good customers. So does mine. Whom should I visit?”

Note: provide list of “nearest neighbor” businesses and/or list of other like businesses.

Then state:

“Do you know any of the owners of these businesses?

Which ones do you think could especially use my services?

Are there any firms you know in this line of business that are not on this list?

Are there any firms on this list I should not spend my time trying to see?”

“[Business Owner], I need your help. Do you feel that any of your associates or clients could benefit from my services?”

Getting a referral from a referral –

“[Business Owner], you’re a successful person and I’ve really enjoyed doing business with you over the years.

You know many of my clients are personal referrals. If you’ll recall, the way I met you was on a very favorable basis.

You remember that [referrer’s name] suggested I get in touch with you. If it hadn’t been for [referrer’s name] you wouldn’t have the [product/s or service/s] you now have.

Just as (referrer’s name) got us together, I would like to know if there are two or three people you do business with who are the same caliber of person and who you think I might be able to help.”

Approaching a referral –

“[Business Owner], my name is [name] of The Prudential Insurance Company of America, headquartered in Newark, NJ. I asked [referrer’s name] for an introduction to you because I have some ideas that I think will be valuable to you – ideas that could affect the future of your business.”

Elevator Speeches: 
How would you like to spend a FEW MINUTES to discuss your plans affecting your business in the future YEARS? 

Hello, I would like you to have my card. As you can tell from the card I represent one of the largest, and as many people may say, one of best financial institutions in the US . I would like you to have access to the multiple services we can provide for you in the area of retirement planning, business insurance needs, etc. Give me a ring!

I am a Financial Planner with Prudential Financial Planning Services [assume business card will be given]. I work with a team of trusted professionals to identify strategies to achieve the visions and goals you set for yourselves, your loved ones and your business so you can enjoy your life and live it as you choose.

Hello, my name is [your name/company approved title] and I work with a team of professionals to help business people secure and pass on the value in what they have built over the years. If you give me your business card or phone number I will send you a questionnaire so you can determine what we can do for you.

Do you have a written business succession plan to cover the possibilities of your retirement, death or disability?

Do you have a plan in place to help protect your profits in the event you lose a key employee?

Do you have a “golden handcuffs” plan in effect to reward those key employees who have helped your business grow by providing additional incentive for them to stay?

Potential counter to objection that the referrer says, “I’ll be happy to help you. Let me think about it and provide you with a list in a few days.”
“That’s very thoughtful of you. I will call you in 3 days when you have the list together and drop by to pick it up. I really appreciate your assistance.”

Other counters to objections for referrals –
Objection: 
I don’t know that many people

Response:
“Business Owner, you and I have spent a lot of time together, and you’re obviously knowledgeable about our local business community”

Then ask questions that direct your referrer’s attention to specific types of business owners whom you wish to meet. Alternatively, you can show your referrer a list of “nearest neighbors and/or “like” businesses.

Another starter – “Who is your doctor?”

Objection:
You can see (referral) but don’t use my name.

Response:
“[Business Owner], if (referral) walked into this room right now, you would introduce me, wouldn’t you? (wait for response) Well, it’s in this same context that I would like to use your name…just to tell her when I introduce myself that I know you. OK?”

or
“Business Owner, all I need to do with your name is tell (referral) that I’m your licensed financial professional. Would that be OK?”

or
           “I’ll wait till next week to call (referral) if you think it’s better for you to 

                        call him/her first and tell him/her who I am.” 

Other counters to objections:  

Objection:
I already have a plan

Response:
“When was it last reviewed? May I see it?”

Objection:
I have an attorney who does this.

Response:
“That’s great, since Prudential does not provide legal or accounting 

advice. Does your attorney specialize in business continuation or executive bonus arrangements (or other concern)?”

Objection:
I’d like a little time to think it over, maybe discuss it with my advisors.

Response:
“That is good advice. Since they may not be experts in life insurance, would it be OK if I attended that meeting? Just in case they had an insurance question I might be able to answer for them.”
Objection:
What can you do for me?

Response:
“Prospect, several of my clients have been able to help protect their companies against the risks associated with the death of a key employee (or other concern) with only minimum initial impact on their firms’ financial statements.”

Objection:
Why do we need to meet, can’t you send me something in the mail?

Response:
“Prospect, I would like to explain in more detail some ideas on how to pass on your business to your son or daughter but still provide your spouse with financial security (or other concern).”
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