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LEGACY OF LOVE
Funeral Planning

10 Must-do Practices to Become Successful as a Preneed Financial Counselor

When I started my career as a preneed counselor, my new sales manager told me, “Just do what I tell you, and you’ll be successful.” As it turns out, he was right. Why? Because he had a very specific, well-practiced, and proven process for selling preneed.
I’ve taken his lessons and added many of my own, and I’m pleased to share with you some of the best advice I’ve received and most important lessons I’ve learned along the way. I hope it helps you find success, too.
1. Prospect. All. The. Time. Every day, everywhere you go. Prospecting is the lifeblood of selling. A crucial part of prospecting is having your “elevator pitch” down pat. Can you, in a minute or less, share with someone you’ve just met what you do and why it might be important to them? Write out your story and practice it with others in the industry to make sure it’s concise and compelling. Remember, it shouldn’t just tell what you do but how you can help the person to whom you’re speaking.
2. Always have available 200 fresh leads to call on. Remember that selling is comprised of two separate and unrelated processes: 1. Finding the prospects. 2. Selling (educating the prospect on making a good buying decision). We’re teachers and coaches in this field. It’s our responsibility to make sure we lead the families we serve to a good buying decision. Jeffrey Gitomer, author of “The Little Red Book of Selling,” says in his book, “Everyone wants to buy, but no one wants to be sold.” If you remember every day that the story you have to share with families can save their loved ones from added financial and emotional stress, and that you’re sharing your story to help, you’ll be successful. When you’re presenting, it’s a good idea to have an example of a family who was helped by preplanning.
3. Remember that selling is comprised of two separate and unrelated processes….1. Finding the prospects. 2. Selling (educating the prospect on making a good buying decision). We’re teachers and coaches in this field. It’s our responsibility to make sure we lead the families we serve to a good buying decision. If you remember every day that the story you have to share with families can save their loved ones from added financial and emotional stress, and that you’re sharing your story to help, you’ll be successful.
4. This is a truism: It’s easier to find someone who is not interested in what we offer than it is to find someone who is. Who in their right mind is actually interested in planning for the end of their life? No one. But everyone knows they will die someday and that having a plan in place is a smart thing to do. Your job is to help them understand this and take action
5. The definition of prospect is simple: Someone who doesn’t own a preneed policy and is willing to listen to your presentation. We just need someone who will listen to our story. Remember as you present, the person has to buy into the concept of preplanning before they’ll consider what we have to offer.
6. Don’t sell under the “Three Ds”: Discomfort, Distraction or Distrust. I’ll share a personal story of a lesson I learned the hard way. It was the end of the month and I hadn’t reached my sales goal yet. I was presenting to a family and became more focused on meeting my sales goal than I was on helping that family. The presentation went awry, and the family ultimately gave me a hard no. I left without the sale. But more importantly, I left without that family truly understanding the value of planning ahead. We have a responsibility to our colleagues and the families we serve to maintain the integrity of our business. We have to think of what’s best for the families first.
7. Create a presentation and then make sure you go through every step in the presentation every time. You cannot skip any step. They all have meaning, and they are all important. Practice. And then practice some more. It’s not about selling, it’s about educating. Professional counselors should have a professional presentation. We owe it to every family to be at our very best every single time. If I’m interviewing two individuals for a counselor position and one of them is a great closer and the other is a great presenter/educator – I’ll hire the great presenter every time. If you stick to the presentation, that family is more likely to understand the value and buy. And that policy will be more likely to stay on the books.
8. In giving your presentation, your prospects are persuaded more by the depth of your conviction than by the height of your logic. If your passion for preplanning comes across, the family you’re presenting to will be more engaged. Presentations shouldn’t just be you talking. You need to get the participants actively involved in the conversation. This approach makes the family feel like they’re talking to a trusted adviser and not just another salesperson. If you can hone those skills, you’ll be successful in helping more families and helping yourself.
9. The consultant who makes needs – not price – the highlight of their presentation always comes out on top. People have to buy the concept of planning before they will buy anything we have to offer. Once you’ve educated the family about the value of preplanning, getting them to buy into purchasing a policy will be much easier. No product is overpriced unless it’s under desired.
10. Selling at its best is beautiful. Selling preneed is sharing, helping and caring. You can get anything in life you want, if you only help other people get what they want. Take care of the families and they will take care of you. I always wanted to be a high school football coach, but I wasn’t finding a position, so I interviewed for a yearbook sales position. The hiring manager asked me, “What do you find to be more noble – selling or teaching?” At that point, the only thing I’d done was coach and teach, so I answered, “Teaching.” Needless to say, I didn’t get that position! But if you’d ask me that same question today, I’d answer that both teaching and selling are equally noble – but only if you’re selling preneed. Selling preneed is about changing people’s lives. We’re educating people on making a good buying decision that only happens once in their lifetime, and we have to get it right.
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