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Stuart Shee Yew Kuen, BBA
A Social Miracle… Life Insurance

 

___________________________________ 

___________________________________ 

___________________________________ 

___________________________________ 

___________________________________ 

___________________________________ 

___________________________________ 

Slide 2 

LoveDignity

Pride

Dreams

Hope

Solutions Vs Problems

Money

Lifestyle
Aspirations

Peace of Mind

How do we spell Life Insurance?

We have four competitors: Death, Old Age, Disability and Critical Illnesses.
Our Mission is to get to our people before our competitors do. 

Promise
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1. Ability to build and maintain relationships

From Communicating to Connecting

2.  Ability to identify the problems and issues

From Concerns to Crystalizing

3.  Ability to present solution to solve problems

From Information to Influence

4.  Ability to position to assist them to take actions

From Sales to Positioning

The Four Essential Skills of Sales Success

 

___________________________________ 

___________________________________ 

___________________________________ 

___________________________________ 

___________________________________ 

___________________________________ 

___________________________________ 



Slide 4 

From Communicating to Connecting

Using the SHARP concept

• S – Stories

• H – Humour

• A – Analogies

• R – Reference

• P – Pictorial 

1. The ability to build and maintain relationships
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Time

X- Expense

Y - Income

Retirement

YR/XR

Scenario 1: Death (Biological/ Physical)

YPD/XPD

Scenario 2: Disability/ Critical Illnesses 

(Financial Death)

YFD

XFD

???
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From Concerns to Crystallization

The art of asking the right questions

• The main aim is address the main issues of their concerns

• Questions should be based one the answers we want to 
get from the prospects

• The three questions

2. The ability to identify issues and problems
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From Information to Influence

Using the FAB Concept

• F – Features

• A – Advantages

• B – Benefits 

• Take note: When we say it, it is sales.  But when they say it, 
it is the truth.

3. The ability to present solutions to problems
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From Sales to Positioning

Using Norman Levine’s ACTION concept

• A – Aspirations, Dreams, Hopes, Fears and Concerns

• C – Current situations

• T – Take-away-their Dreams

• I – Implied consent

• O – Offer them back their Dreams

• N – Implementation  

• The two questions

4. Ability to assist them to take actions
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