TRUSTEE SALE & APPOINTMENT
Sow the seed and nurture constantly to reap the rewards

You have 15 ‘touch points’ which should trigger a request from the trustee and therefore a sale and 3 killer questions which should tee up the sale if not. If still nothing, improve and move on to the next one !
1) Sell the benefits of trusts to the client and ensure they speak to the trustees to make them aware of the importance of being a trustee/reasons why. Tell them when you will be sending packs out and ensure they call/see them before the packs go out so they are aware of importance/situation. Make them do it whilst you are there if you like.

2) Once packs issued, on the follow up call do not try to sell trustees anything unless they ask, in which case you are sorted anyway. Just stress the importance of the appointment, build rapport and get a date cemented in the diary. Ask if they need anything explaining about the packs you issued. 

3) Send appointment confirm email with all your details on and encourage them to look on your website, they get to know what you can do for them by themselves.

4) Set your stall out as soon as you walk in, tell them you will be there for 30 mins or so, this then makes them aware you are not just there to sign and go. They won’t time you so take all the time you then need !

5) Take spare copies of the trust pack docs in case they have misplaced so you can refer to again

6) During the appointment I will ‘cuddle’ them first and build rapport through your clients you have sold to (the trustees they are going to be for) and get the new prospects completely relaxed on common ground. Ask about any understanding with packs again and stress importance of trusts etc again.
7) Use the other clients names and their kids names throughout the meeting

8) Keep mentioning in all contact with trustees this is a free service you provide for all clients and solicitors would charge £400-£500. They ask why you do it, you tell them, look after clients for life etc, the full pitch.
9) Outline why you always use trusts and think it us unthinkable not to :

· IHT

· Instant payment, stops delay on claim

· No ex-partners etc can lay claim to proceeds as paid to trustees – (great for re-married people etc afraid of ex taking anything from them etc)

10) Outline sum assured on the policies the clients have and monthly premium (with their consent) the higher the better ! This should lead to keeping up with Jones’ type scenario 

11) If the stuations are similar, highlight this so they want the same cover and policies in trust too !

12) You then lead into your killer questions to get down to business of selling to them :

· Did you read the booklets ? Any questions

· Are you a trustee for anyone else’s plans

· Are your policies in trust – No ? Shock 

· Ask them what they have and ask to see the policies immediately so you can take away and audit or book follow up appointment to ensure you place their policies under trust. Refer to point 9) again. The client doesn’t know your process so you can make them feel as much like this is mandatory for their policies as you like ! Just be very assumptive and assertive, as if they have no other option but to let you audit.
13) Keep in contact with them throughout process if still not sold and follow up trust confirmation letter with final request.

14) If still no joy, keep their details on file and market to them , they may come back

15) Move onto next one and ensure you learn from and are better than last time, it takes experience and building up new skills. Practice makes PERMANENT and every no gets you closer to a yes !!
