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Sales Killers #6: Dawdling

When the policy is finally issued, get it delivered and signed before the sun sets. That’s 
because it’s been statistically proven that the longer you wait, the greater the chance of 
mind-changing. Your client will forget about your great sales pitch and all the reasons for 
allocating a portion of his budget to the important endeavor of protecting his paycheck. 
He’ll start thinking about paying for his summer vacation, buying a new boat or some 
other fun expenditure. Once something else has a grasp on his pocketbook, you’ll be 
hard-pressed to close your sale.

While you’re waiting for the policy, don’t allow for any interference. Send your clients 
weekly status reports. Include important statistics about the risk of disability and the 
affordability of paycheck protection along with every status report. Keep your breezy 
attitude. You’ve almost reached your destination — don’t let this policy die in the water!

SHHHH! Here's the Secret Cure-All Antidote!

Shhhh! I’m going to let you in on an industry secret — a miracle cure that’s often used 
only by those in the inner DI circle. There is one cure-all antidote that will allow you to 
circumvent all six sales killers and gain extraordinary sales momentum. The antidote is 
this: Guaranteed Standard Issue (GSI). 

No — GSI won’t work for every prospect. But, for employee groups, there’s no shorter 
route to success. GSI allows you to use a short form application with no health questions. 
No exams, blood or urine is required. No personal history interview or employee-
provided income verification is needed. Carriers literally throw away their underwriting 
manuals for GSI submissions. Why? Because they feel that with five or more lives, they 
can spread the risk and avoid adverse selection. And in case the favorable underwriting 
isn’t enough incentive, carriers go one step further. They allow significant premium 
discounts.

Sell GSI to groups with five or more employees in the company. If there are less than 10 
employees, the company must offer mandatory, company-paid disability coverage. If 
there are 10 or more employees, representing 30 percent of the total workforce, as few as 
10 employees can receive GSI on an employee-paid basis.

The sales killers — wrong audience, wrong need, wrong price presentation, wrong close, 
wrong paperwork and wrong urgency — all melt away with the GSI approach.

The Whole Nine Yards

Now that you have the whole nine yards — your three sails should be full of wind 
and your cases full of momentum. Say goodbye to being dead in the water and get 
ready to go places with your DI career!


