Engltsh jor

Insurg

Tony Yuen

‘2 AR AR




REBAT
PRl i

Tony Yuen &
v
“ PX X E Y a5
e R :lI:H




EREERE CIP) ¥

SRV EE/REXHE. TN T AHEREBLRES
7, 1999. 11

(OBEFAD)

ISBN 7-5062-4413-6

1. fg 1. %~ I, fRI-XF N. H3l
o (5 MR A B B4 CIP BB (1999) 58 53744 B

R Ba b 351F
Tony Yuen ¥

# A CEF )
FR Z2ERE LSS

HRUHFAEBHEAR KT
RTINS KON 25 5
BRE 4R : 510300
IR % X R ED R A BR 2 R) ED R
19994E 11 B 1 Rk FA: 880X1230 1/64

1999 4 11 B % 1 K EN K Egk. 3.125
En¥. 00 001~10 000

ISBN 7-5062-4413-6/H + 0180
BB AEBIES: 19-1999-127
HRATEME. 8014

EHr: 6.00 T

th M




FF

s, ARVHERBRRE/E
o A RE EEAERINVRBEE R
Mk AR E MR Mk RENSH © B
m, EERKAIEE R ENATRELHT
b 0" REFBME, L E P ERERERR AR
NHEFIKET L, EEZEHEATELIR FEIE
FEREABZE, R PETHREER
AERESRHFHNER, Mﬁﬁ‘iE'bHMJkAm
M2 P RAERE

]



H =X

I. 3IRER
A, BT PEAG eevererrerecseranrannn, 3
B, BHHLIBIHAR overveerreneinnnn, 17
C. FEBEELG «woerreeereerseeensrrerirennn. 77
H. ;n e
A, EAHFE coreerreerieiiiiiniiin. 39
B. EEME ccoerererrererriiinninn 51
I ik
A, BEEHE o 59
B. FHEMEBETR -oeeereeriiiiin 67
C. #BESD «ovreerrererremmiiniaiinens &
D. PAMEEHR coveorvrrminnn mn
E. MAE coorverrrerrrariimiiii, 73
F. igﬁgﬁ ................................. 75
G. Aﬁﬁpﬁ .............................. 79
H. JLBERBE TR ereerrrrerenninnan 109



I @fﬁ{%pﬁ .............................. 117
R ER

A, BEBARE e 127
B. HFHBRBE oreeerrenenennn 137
ERR%E

A JBRERE e 141
B. TERHTRL -correreeerieieiieiiiiiiiiae. 147
C. BBFRE N oo, 149
D. AEFERRBE-cooveermran 153
E. FEHE orrverrorenronnieasiinine, 157
REFEREN

B % .

T R R 2RI b | INCERLR LTI TS LTI POTPPRPIR 185



TR E N

PROSPECTING







A . Referred Lead

{8 3T E A 9T 4R
Definition E X

The seeking, qualifying of suspects. Creating a supply
of names, addresses and qualifying information about
people you wants as your clients.

SR FPELkE REXKBEEFHEF,
Huhk B B BB

Situation 1:David Wong is an insurance agent. He is
talking with a new friend at a private par-
ty. Naturally, their conversation is fo-
cused on their jobs.

WE—: ERHERRRK MG, IR+ 5—
L5 AR AR, A TT RO X4 38 B SR 58 P
FETAETH,

A: Agent J: John



A:

What do you do, John?
28, IR —177

J: I’m an engineer. And what do you do?

A:

KE TR, RYe?

I’m an insurance agent in ABC Insurance Compa-
ny. My company s medical plans are among the
most competitive in town.

K E ABC BRI 2 AR ML B3, R AW ESF
REITMESEARILEN.

J: Really?

A:

HH?

Yes, in fact, many expatriates have coverage with
our company. You may want to take a look at our
plans too. In Hong Kong, medical expenses can
be shockingly high. A friend of mine has recently
spent all his savings on a surgery.

BH, HXBESIEARR L G KRE, R
MREFHSEAES X TRNKIT, FE
MEFHAGES A, REMN P EIE
T EBREEFARTME,

J: You never know when things like that might hap-
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pen.
PRI A R LS S i R A o

A: That’s right. Do you want to go for a drink and
1’1l show you some of our plans? Say, tomorrow
night?
X, B EEBHARA, IR BRAFAH T
RN 25 R , A U0 B 57 15 7

J: Sure.
330

A: By the way, do you know anyone who's new in
town because I think they really need to know
more about medical insurance here.
LR BA AR — SR AANAL, BHR
N ZEFRENELEE XX IILWEITR
B

J: You should talk to my room-mate Peter.
RAIBRE K ZE R B —R

A: Why don’t you bring him along?
fa] A Ffth—EH 7

J: Yes, I'll ask him.
HH L, REFEM,



Tips 1271

1. Always begin with medical insurance.
ZHEUBRTREETSE .

2. Suggesting going for a drink is rarely refused.
#EWEH—H—BEEEX

3. Arouse the intermediate’ s interest first, then ask

for other names.

SIRNBAS G, R G TR H A
%o

Handling objections T2 f& X
O: Objection R: Response

Ol : I’ m not interested .

KB A,

R1: You shoud be because this is something that con-
cerns your rights and benefits.

YROL A B, B A5 R — 2 5 TR B AR &
3l EER: Ok 38

R2: You probably will be after you’ ve looked at our
competitive rates and benefits. It doesn’ t hurt to



02

R1:

R3:

know more, does it?

HRBELERNBABIRE LM RE ,ES
A2, ZAEER R, RG?

. Oh, I don’t mean to push you to get insurance

cover or anything. [ only want to keep you in-
formed about the latest services our company pro-
vides. You may need them in the future.

M, AREGE R R R R ME, R AE
IR AGE A B B A R IR 55, B AR
BXRAFLZHE,

I’ ve had coverage from my company already.
BN CABRBRT KL,

Then you may want to look at our saving plans.

AR RERR FER AT E TR,

: Then you may want to look at our accident com-

pensation plans.

ARAMRFTRER TR RAT MBS

I understand that some companies provide expa-
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triates with medical protection in a package. But
other insurance needs are not included, such as
accident and savings plans. I’ m sure you’ Il be
interested in knowing more if you plan to stay
here long.

FHIE— 260 v R 0] % 5 B R AL By R
B, HAF EauEEMRR AN, FlNEIIR
EETY. MR EXERNBIEE, R
HEREBENEBL THY.



Situation 2: David Wong is having a drink with
friends. One of them 1s an expatriate
who knows many people in his circle.
(centre of influence) David wants to
obtain some prospects from him.
BRI RPESPAEGKEGR, KR — A
BOAE AN, B EMBEFFIARRS
ANKXKEEBEIHBI LR P WK
2 8

A: Agent P: Paul

P: What do you do, David?
KGN EB—177

A: T work for ABC Insurance Company which 1s one of
the largest in the territory.

HHE ABCRE A A LIE, EERARERE AN
ﬁ.ﬁjz—o

P: Are you an insurance agent?

B RE ML 57
A: Yes, and [ specialize in medical insurance. My
clients are mostly expatriates from the United

9



States and Britain.

BE,MEERETRE, BNEFFEREE
ARZEEA,

: That sounds like an challenging job.
XEBERE—MIRE SR TE,

: It is. I like my job very much because 1 enjoy
meeting and talking with people. By the way, do
you know anyone I can talk to about medical in-
surance plans?

BH, RBEXEHTHEBIREKRS A
Rk XA iR, B, RN E AT LUBRR A &
HRK T BT ARE IR G 7

: Oh, I think you can talk to my friend Jennifer.
U, AR LR BRI IRIR,

: Let’ s go for a drink together some time. How
about this Saturday night at BB's?
AR—BEEBHEABE, XTEWANBEE
BB’s 4N ?

: Okay.

BHEFE,

10



Tips &7

1. Emphasize that you specialize in dealing with expa-
triates.

SRR IRE K 50 E A S,

2. Obtain names and phone numbers from new
friends, then call them up one at a time.
BEFHEANES REREE, RERRS
fto AT 2 — B 4% .

3. Never try to sell insurance to a group of people at

one time.

AEZAAE R E S —BFAHRER,
Handling objections 4b ¥ O

A: Agent 0 : Objection
R: Response

A: Do you know anyone who I can talk to about medi-
cal insurance plans?

AT LA BR O% B9 B A R A K BT R 3 R
¥

Ol: Oh, Idon’t know. Most of them have coverage
I suppose .
11



