I“ SALES ACADEMY

The Sales System
of the Masters

Week 1 - Training Intro and Sales Psychology Overview
Week 2 - The Life Insurance Sales Academy Sales System
Week 3 - Prospecting

Week 4 - Setting the Stage for a Successful Conversation
Week 5 - Fact Finding and Needs Analysis

Week 6 - Uncovering Motivation and Creating Urgency
Week 7 - Overcoming Resistance and Removing Roadblocks
Week 8 - Closing

Week 9 - Post-Sale Follow Up and Relationship Building

Week 1 - Training Introduction and Sales Psychology Overview

Sales Psychology: Bonus Content: Bonisconens
Training Portal Double Your Income Emotional Selling and Decision Making a;nd
Orientation Before You Lear.n a The SC|enF:e of B ioral Econa s
Single New Skill! Persuasion

Week 2 - The Life Insurance Sales Academy Sales System

Our Entire Sales DO's & DONT' | The 2 Key Bonus Content:
Procees - Top to 3 ) Sia Ingredients of a The Sales Call
Bottom! ellime Sale Dynamic

The Importance of a
Selling System



Week 3 - Prospecting
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Week 4 - Setting The Stage For a Successful Conversation

Week 5 - Fact Finding

Week 6 — Uncovering Motivation and Creating Urgency

Week 7 — Overcoming Resistance and Removing Roadblocks

Week 9 - Post-Sale Follow-Up and Relationship Building




