UL Presentation Talking Points

e What to say to clients:
o “I"d like to start off today by sharing with you a few
simple diagrams that will allow you to understand life
insurance better than 99% of the folks out there.”

o “Some of the illustrations are very basic, and in no way
do I want them to insult your intelligence, however,
[’ve found that even folks in the insurance and financial
industry don’t fully understand some of the things that I
am going to share with you.”

e Talking points from me to you:
o Debated about writing out an actual word track —
decided against it for two reasons:
= First, you don’t need it
= You might not make it fully yours — that’s the key
e Take my concepts and then make them
yours |

o Key to success:
= Learn these diagrams
= Learn these concepts
= Share from the heart

e That’s what I’'m going to do for you right now. My words
aren’t always the same and that doesn’t really matter,
Sometimes I’m really on and sometimes I’m not — however,
the process and the diagrams are ALWAYS the same. Same
order. Same explanation. Same results! They want to buy.
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