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The Bad Guy Notice: 

Copyright 2013, with all rights reserved. It is illegal to copy, distribute, or 
create derivative works from this book in whole or in part, or to contribute 
to the copying, distribution, or creating of derivative works of this book. 
When you purchase this book, you agree to the following statement: 

"©2013, All Rights Reserved. If you try to copy, steal, or distribute all or 
any part of my book without permission, you may be prosecuted to the full 
extent of the law. By purchasing this book, you agree to the following: You 
understand that the information contained on this page and in this book is 
an opinion, and it should be used for personal entertainment purposes 
only. You are responsible for your own behavior, and none of this book is 
to be considered legal or personal advice." 

We expect you to abide by these rules. We regularly and actively search 
the internet for people who violate our copyrights. 

Now that we're finished with the bad guy notice, let's learn about how to 
be successful with selling... 
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Secure A Commitment 
Around The Plan 

You’re in the middle of the closing meeting.  You’re presenting the Plan.  
You’re about to tell the client their family is at risk if they die or become 
disabled, or they won’t have enough money at retirement.  

What’s your goal? 

Guide the client to save and take care of the risks.   

How do you do it? 

Put the client at ease while looking at risks and wants.   

 

Make it quick and concise. 
Most reps present a financial plan and they spend 45 minutes diving in and 
explaining the rate of inflation, assumed investment rates, etc.   

We suggest you spend 15 minutes with just a concrete, high-level 
overview.   

How do you do it?  

 Let’s start with an analogy…. 

You are a patient with a broken leg and you need surgery.  You go to your 
physician to decide if you want to have surgery. 

Can you imagine if the physician came into the office, sat you down, and 
explained in exact medical detail everything that would take place during 
the surgery? 
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“First, we are going to numb your leg, then open with an 
incision…” 

Here’s a better way:  

• Show a factual problem:  

“You’re leg is broken.”  

• Show a healthy outcome:  

“This is what a healthy leg looks like.” 

• Indicate you can do a procedure to create a positive 
outcome:  

“I can perform surgery that will make your leg look close 
to this.”   

• Ask if they would like the procedure:  

“Would you like me to perform this surgery?” 

See the difference?   

Financial reps make this mistake all the time.  Let’s apply the above steps 
to the close with your next client. 

 

Make it certain 
The first thing you need to do, in any close, is to make the facts certain.   

To do this, paraphrase the client’s situation or problem and verify you 
accurately understand their current situation. 

“Mr. Prospect, at the end of this year you’ll be 28…we look at 
assets and liabilities… “So, right now you have a negative net 
worth…which is ok…” 
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Client: “That’s an embarrassing number.” 

Second, make the problem certain.  I can’t emphasis this enough.   

Is this truly a problem? 

If something we know is certain (like when I have a glass of water, then I 
know the water is wet) then when you ask the client, “Is water wet…What 
are your thoughts?”, the client knows what they think and there is nothing 
to think about. 

So many reps get stuck in the products, but then the clients don’t do 
anything.  

Remember: Focus on the process not the product. 

If you focus on getting them behind the PROCESS – the fact that they need 
to save more, and you get a commitment, then the clients sells themselves   

 

Get Buy-In 
When it comes to life insurance or fixing a need, there’s cognitive 
dissonance that happens.  People say – it’s not going to happen to me.   

With savings, there’s no cognitive dissonance, because people know they 
have to save.  They’re probably already saving. In this case, your goal is to 
get them behind the fact that they need to save MORE.   

In either case, the concept is to let clients sell themselves by making it as 
simple as black and white: 

“Water’s wet and the sky is blue.” 

When the clients sell themselves with simple black and white, it makes it 
easy for them to give a mini commitment to having a problem, and to 
saying yes, which gets us closer to the close. 
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This is called buy-in, and when you close you need to get it before you 
even TALK about the solution.   

Here are the 8 steps to getting Buy-In:  

Step 1: Present the risk  

“Mr. Prospect, if you were to pass away…” 

Step 2: Show them a visual of the problem (current situation vs. new 
situation) 

“When we talk about the first piece, Mr. Prospect, if you 
passed…what we assume is Mrs. Prospect, you’d live in the 
same life style, you’d continue to work, and you’d get more 
financial security.” 

Step 3: Review the brief facts 

 “Looking at the plan, we see some green and yellow which is 
good; red is not good.  It means a shortage. My guess is you 
would rather not have a shortage.” 

Step 4: Identify the problem  

 “To cover this shortage…You need to save more.” 

Step 5: Get a commitment (buy-in) on the problem 

 “Is saving important to you, how much more can you save” 

Step 6: Give them an easy solution  

 “Ok, now where do you want to save it?” 

Step 7: Ask an accuracy question 

 “Does everything in the plan look accurate so far or should we 
make some tweaks or changes because this is your plan?” 
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Client: “No, this looks great.” 

Step 7: Ask an anchor question 

 “So, can you see why we’re talking about life insurance 
today?”  (Said risk) 

Client: “Yup.” 

Now we know we’ve got buy-in.   

We can now transition to the next opportunity or risk that needs to be 
addressed. 

Why does this work so well? 

Because people don’t want to think.   

We’re giving people an opportunity not to think.   

 

Stay out of the minutia 
Clients love to get lost in the minutia.  This is typically an unconscious 
defense mechanism where the mind is asking questions trying to figure out 
a way not to change. Change = unsafe in the brain.   

Good reps know how to get them out.  If you get hesitation, don’t brush 
past it.  Stop right there and ask if it’s accurate or not.   

Get them to say it’s accurate.   

NEVER brush right past pain points…Address them.  Train your clients to 
help keep them on track.   

A typical salesperson will brush right past uncomfortable responses from a 
prospect or 50/50 responses from a prospect.   

That’s where you should stop and hit it head on and dive in deeper.   
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Why?  

So you can go back to your anchoring statements.   

You’re taking a problem and a solution that the client currently has 
separated and you’re bringing them together (or recognizing that the 
problem even exists.)   

The client lost their way in the minutia, and you’re pulling them back to the 
anchoring statements: 

“Is it still important for you to save?” 

“Is it still important for you to take care of your risks?” 

“Do you see why this meeting is valuable?” 

“Do you see what this role is?” 

If someone gets lost in the minutia, you don’t follow them into the 
minutia…you say: 

 “Is the water wet.  Is the sky blue?” 

It’s ok to dive into the minutia when it’s the right time.   

Onboarding a client is NOT the right time.   

But if they haven’t decided to buy from you and you’re the person, you 
have to pull them out of the minutia.   

It’s the client’s job to lose their way – to get stuck in minutia.  

It’s your job to pull them out.    

“Do you have any questions?” 

“Make sense?” 

See that?   
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The questions: “Do you have any questions?” or “Does it make sense?” are 
benchmarks that discover resistance to leadership questions to find out if 
an anchoring statement is necessary.   

If you feel there is hesitation, THEN and only then ask for questions with a 
goal of silence showing proof of concept. 

Don’t let the client get in the minutia – it’s no good for you or them.   

It’s like buying a watch and seeing how everything works in the watch as 
opposed to telling time or seeing it on your wrist.  During the close, you 
don’t want to give the client the opportunity to get stuck in the minutia of 
figuring out all the intricate details of how the watch works – you want 
them to know how to tell time.  

Make sense? 

 

Draw Out Requests For 
Your Recommendation 

Do you have the “desperate client” syndrome? 

You know…where you grasp at straws – and clients pick up on it?   

Here’s how to tell… 

When it comes time to present the recommendation, do you change your 
tone? 

Most reps do.   

This IMMEDIATELY puts the client in a resistant mode.  This is because 
most reps present a recommendation to their client.   
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What if instead of presenting the recommendation, you get your clients to 
actually REQUEST it from you? 

The question is: How do you maintain a calm environment so you can get 
this to happen? 

 

Find your Shalam 
We’ve all had it…that moment where the perfect client is sitting across the 
table and we would give anything to have him sign. 

Here’s the key: You SHOULDN’T CHANGE YOUR TONE at different stages 
of a meeting.   

You need to do mental work on yourself.  Try this: 

Take the biggest client you have had or could have and take the worst 
case scenario. 

Then, ask yourself: 

 “How will it change my life?”  

“Am I going to go hungry?” 

“Will I lose my house?”   

Your happiness as a person does not hinge on this deal.   

The temptation is called the Law of scarcity…and it’s false. 

The reality is there are plenty of clients to go around…more than any 1 of 
us can handle.  But how do you train yourself to feel this way? 

The answer…Shalam, which means: to be in a covenant of peace, be at 
peace.  In a nutshell… Everything is where it needs to be.   
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Whether this client is in your life or not in your life – everything is the way 
it needs to be….as it should be.  

This changes everything.   

Now you can sit back, look at your biggest client, and say: 

“I’d like for us to meet today…just so you know I’m not going to 
be on my A game…would you still like to meet with me?  I’m not 
100% today.” 

Can you imagine saying that to your biggest potential client? 

We can. 

That’s because whether this client is in your life or not in your life – 
everything is the way it needs to be.  

How will this change your tone? 

You’ll sound less desperate.  You’ll avoid coming AT your client.  You won’t 
aggressively sit up in your chair.  You won’t be hesitant.  You won’t speak 
so quickly.  You won’t sound artificial, eager, grasping at straws and…you 
know…desperate. 

Instead, you’ll speak more slowly. 

You’ll use more pauses. 

Your inflections will periodically come down with a confident tone.   

Still not sure? 

Look…if at the end of your client meetings, you’re tired, you were using 
desperate client syndrome.   

Ask yourself: Do you feel drained or revived at the end of your day with 
clients? 

If drained, then you had a bad tone.  If revived, you had a good tone. 
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Remember…Every piece is where it is.   

You could be a great piece to your client.  Or you could not be.   

Either way – shalam.   

All is good. 

Instead of worrying about this big client, and letting your body language 
and tone show it, reiterate what they said in the fact finder and what they 
said in the plan. 

You see, the close is made before you ever get to the closing meeting.   

Too often sales people do their pitch and say, “What do you think?” 

Wrong way to do it – too much energy that can return nothing.   

Instead – do consultative sales – where you’re already closing way back in 
the fact finder. Say: 

“Is this something you’d like education on?” 

“Would you like my help with this?” 

“Is this something you’d like to learn more about?” 

The courageous part is if they hesitate for even one second…and say, 
“Well, uh, sure…”, then you need to say: 

“Are you sure?” 

You need to get a firm commitment: 

“Are you sure?  Is it important to you?” 

That’s what so many sales people miss out on.  The client needs to say: 

“Yes, this is really important to me.” 

As opposed to being half in and half in out. 
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Once they commit, you get their buy-in…affirmation that they have now 
reaffirmed again and again.   

Here’s the best part. 

You don’t have to go all the way back – they’ve said this multiple times… if 
in the fact finder they said it’s important to them, then two minutes before 
the recommendation, you say: 

“Can you see why this is important?”  Can you see why we’re 
talking about this today?” 

THEN, and only then, you can transition to recommendations: 

“Now we’ll go through a recommendation.” 

 

Give the recommendation 
In a tense situation, when you finish giving the recommendation and are 
ready to find out what they think, it can be a challenge to look cool and 
collected. 

So what do you do to make yourself look grounded and calm? 

Ask the client a question that will take them a minute to answer.  During 
that time, look down take a deep breath and close your eyes...Yes it can 
look weird...but who cares.   

What’s less weird is to take a nice big drink of water.  If your water glass is 
empty...still take a drink and try and get the last drop.   

Always have water for yourself when you give a recommendation to a 
client.  Then, after you give the recommendation, take a drink.  It gives 
you something to do rather than hovering over your client and it gives your 
client time to think. 

“Here’s my recommendation, what are your thoughts? [take a 
drink of water]…” 
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You are at ease, the client is at ease...and you should hear this response 
from the client…. 

“Sounds good to me.” 
 

 

Get Them To Sell 
Themselves On The 

Solution 
Of all the challenges we’ve seen financial reps have, perhaps none is 
greater than this: 

“How do I find out if the clients want to move forward with 
my recommendation?”  

We call this a “Double Red” because it’s a stoplight for nearly every rep at 
some point in their career, and it creeps back up over and over again. 

Advance and Retreat  
The solution is to make them feel comfortable without being sold with an 
advance and a retreat.   

You’re taking a prey animal and getting them to dance with you….purely 
with your body. 

Huh? 

Yeah, that’s what we thought…until we learned that this is the #1 
technique to close a sale. 
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Here’s what this looks like for your closing statement: 

 Advance: 

“My recommendation is we fill out paperwork for X.” 

Retreat: 

“You don’t have to do it.”  

Advance: 

 “But I think it’d be smart to do.”   

Close #1 (Defining moment)  

“What are your thoughts?” 

Most of the time the client will say: 

“It sounds good” 

Which is ironic because this does not answer the question but it is the 
answer we want. 

Then you go for Close #2:  

Rep: “So, you feel comfortable moving forward with x.” 

Client: “Yup.” (Close #2)  

And Finally Close #3:  

Rep: “Ok – what I’ll do is I’ll set aside 5 minutes at the end of 
the day to fill out paperwork to do X.  Sound good?” 

Client: “Yup.” 

We call these mini-closes and you can do them all the time whenever 
there is a defining moment. 
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As you saw above, there are typically THREE defining moment closes.   

Simply repeat these 3 mini-closes for each thing you want to close.   

“Ok – we’ll set aside 5 min to talk about X.  Now, we want to 
talk about Y.”   

For example, you can use one set of 3 mini-closes on insurance and the 
second set on savings.   

 

Alleviate second thoughts 
We’re going to suggest you should actually try to GET your clients to tell 
you their second thoughts.   

This way, you can deal with them.   

The best way to do it is with those magical questions called the anchoring 
questions.   

You can use anchoring questions to help clients come to their OWN 
conclusions by reaffirming the solutions you talked about and by seeing if 
they have any questions or thoughts: 

 “Ex: Any big changes since last time we met?  Is it still 
important to take care of your risks?  Still important to save 
money?” 

If you don’t tee this up – they may say: 

 “Yes, we thought about it and we are not that interested.” 

Every heard that before? 

If that is their response, you can say: 

Rep: “You just said it was important to take care of your 
risks…Is it? 
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Client: “Well (hesitation)...yes.” 

Rep: “Well...are you sure it is important to take care of your 
risks...it is ok if it isn’t.” 

Client: “Yes it is.” 

Rep: “Help me understand the disconnect between this risk and 
you not doing anything to fix it.  I have given you a simple 
solution, and it seems like you are going out of your way to not 
fix it...which is fine...but kind of funny.“   

 
Now you don’t have to fight for it.   

 

Get them to acknowledge you as the expert 
If you want your clients to acknowledge you as an expert, don’t tell them 
what you know, instead ask them questions about what you are an expert 
on.   

“What do you know about life insurance?  

 If they start telling you, say:  

“Great that’s wonderful.” 

And then your goal is one of two things: 

Either they truly are an expert. 

If that’s the case, then it’s an easy sale because you don’t need to 
explain many things they don’t already know. 

Or, they’re not an expert -- they say I don’t have a clue. 

If that’s true, then they’ll always ask YOU what you know and they’re 
establishing you as the expert.   

Either way, It’s a huge buy in indicator. 
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Close trust 
Don’t forget this one.  At the end of the close, after they have sold 
themselves and established you as an expert, you have a great opportunity 
to confront them and establish a long-term relationship. 

“The purpose of this relationship is long term.  What 3 things 
matter most to you long term for this relationship to be worth 
it?” 

In the future, every single time you meet this client, you can say to them: 

 “What can I be doing differently?”  

or  

”Is there anything I can do better?” 

This gives your client an opportunity to say,  

“No, you’re doing pretty well.” 

Don’t look now, but you’ve started to close your trust with this person. 

 

Land Future Prospects 
Again And Again 

What if you could decrease your dialing time by being more strategic 
with the people you reach out to? 

Prospecting isn’t its own separate entity…it happens all the time…even 
in the close. 



	  

Selling Secrets: How To Turn Prospects Into Clients Again and Again… 
By Karl Dettmann and Jason Teteak © 2013, All Rights Reserved 

	  

19	  

The problem is, most reps either don’t know how to prospect effectively 
during the close or they are too afraid to…or both. 

Here’s the concept:  

People are much more likely to help you when you have crystal clarity 
around what it is that you want from them. 

Give the client the opportunity to help you 
People love the opportunity. 

People really don’t like obligation and too often we hear reps say 
something like this:  

“Mr. Prospect, uh, now that you found value in today’s meeting, 
let’s brainstorm 5 people I may want to introduce myself to.” 

Here’s a better example: 

“Mr. Prospect, I want to give you the opportunity today to 
brainstorm with me some people I may want to reach out to.  
Does that sound fair?” 

You’d be surprised how many people say yes to that question and once 
they say yes, you’re in. 

State who you work best with 
One of the things people like to know is who you do and who you don’t 
work with. 

“I do work with…” 

“I don’t work with…” 

Sounds simple…good conversation often is, but, too often, we’re afraid 
to actually make a stand.   
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If you don’t know who you work with, you aren’t going to be able to get 
names of prospects that you can use. Don’t say…I work with nice 
people, people who care…because unless your definition of an A+ 
prospect is just “someone who cares” he isn’t who you are looking for.  
It may (and I would say should) be one of the qualities you are looking 
for.  Chances are, if you are sitting in front of someone who cares, they 
only know other people who care.  Using “nice people” leads to the 
client saying, “I don’t know.”  Try this on for size.  Be specific with an 
occupation.  Most people on this planet care.  We are looking for people 
who care, have disposable income, and have a personality that works 
well with us.  If you are impatient, work with sales people, business 
owners, and decision makers.  If you are more patient, work with 
marketing agents or nurses.  If you think highly of yourself (which isn’t 
a bad thing) work with lawyers and CPA’s.  If you are detail oriented, 
work with engineers and professors.  

What we like to do is to tell people: 

 “Mr. Prospect, there are people I do and don’t work with.  The 
people I do work with are medical professionals and empty 
nesters.  The people I don’t work with are CPA’s and Lawyers” 

Usually we say it’s because of personality and we laugh and that’s a 
good thing too. 

Ask for two names 
The last step is to ask for two names.  Quite simply, let’s brainstorm 
two. 

Here’s what it looks like:  

“Mr. Prospect, now that I’ve told you who I work with, if we 
had to brainstorm two people in the medical market place, who 
would be one person that comes to mind?  Great.  And who 
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would be one more?  Wonderful.  And how about one empty 
nester?  Great.” 

Remember:  Prospecting isn’t its own separate entity…it happens all the 
time…even in the close. 

Try this in your next close.   

We hope you enjoyed this and learned from it. 

Best, 

Karl Dettmann and Jason Teteak 

Please email us at karl@ruletheroomfinancial.com or 
jason@ruletheroomfinancial.com if you have any feedback! 
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