
CLOSING YOUR APPOINTMENTS
We talk a lot about setting your appointments and getting your foot in the door. This is a critical step, 
but what about when you pass through that door?

What do you need to do to close your appointment and get that sale?

You could set all the appointments in the world, but if you’re not closing, you’re wasting time. This 
is where a lot of new agents get cold feet. You need to close the sale in that room at that moment. 
After you leave, the sale is essentially gone.

So, let’s take a look at what you need to do to close, and let’s go over some successful strategies 
our agents use to get the deal done.



SKILLS

You need skills to walk your client through the sales process and get a yes. Skills 
come with time and experience, so don’t worry if this doesn’t come to you right away.

MINDSET

Mindset, on the other hand, doesn’t come with time. You absolutely must have the 
right mindset whenever you go into your appointment. If you don’t have the mindset 
that you’ll make the sale, the conversation won’t be in your favor.

LANGUAGE

Learn to use the right language to control the conversation. You want to be positive, 
setting the client up to say yes. By using positive language, avoiding complicated 
questions, and controlling the flow of the conversation, you control the sale.

DRESS 

Dress for success. If there’s a chance dressing more casually means you might not 
make the sale, then don’t dress casually. Slacks, a button-up and a tie will give you 
a certain level of trust in the client’s eyes. The way you dress will differ based on 
where you work, but it’s always better to be overdressed than underdressed.

SECURE AGENT LEADS INSURANCE LEADS

Every agent has their own set of tools that they use to close. If you want to be 
successful, you need to have the right tools so you can turn prospects into 

contracts. Here are the tools you’ll need to close.

THE TOOLS YOU’LL NEED TO CLOSE



There are four traits every agent should have if they want to close. These traits don’t have to be 
inherent; they can be learned. Make sure you’re conveying these traits in every appointment with 
every client.

Enthusiasm - If you’re not enthusiastic, then what reason does your client have to be enthusiastic? 
You need to show them you’re excited about the product, and that’s why they should be excited too. 
If you’re interesting and have a contagious enthusiasm, people will want to do business with you.

Confidence - You should always be projecting an air of confidence. Be confident in yourself, in your 
company, and in your product. Be confident you’re doing the best thing for the customer. Believe that 
you’re going to get through the sales process and lock down the sale. The only tricky part is knowing 
the line between confidence and arrogance. Make sure you’re not talking down to your client.

Control - You have to be in control, not the client. You have to sell them, don’t let them sell you. Sell 
or be sold. Tell them they need what you have to offer and control the conversation. Keep in mind, 
this doesn’t mean you have to talk the most. Be respectful and let them speak when necessary. In 
fact, sometimes silence can be an agent’s greatest weapon.

Assumptive - This might be the most important trait to keep in mind. Assume that the client you are 
selling to wants what you have to offer. If you’re always assuming they’re going to say yes and they 
want your product, then it’s much more likely to happen.
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FOUR TRAITS TO HAVE



In this tactic, the client just wants to see comparative 
quotes. Show them a quote for one rate and a quote 
for another. This tactic is easy, simple, and to the point. 
You just say, “OK, here’s this quote and here’s the other, 
which works best for you?” Move on to the application.

EITHER OR

You say, “Look, we may not be able to help. If you really 
don’t think we can help, we can part ways. But would 
you like to see if we can help? Let’s see if we can get 
you approved.” Move on to the application.

TAKE AWAY

This tactic works well when people are on the fence. In 
this tactic, you set up the fact that the client might not 
even be able to buy what you’re selling. Tell them, “The 
only decision we can make at this point is to see if we 
can get you approved. The company has to make sure 
you qualify, there’s no guarantee I can give you, so let’s 
get your information and move on the application.”

UNDERWRITING CLOSE

Finally, we have the No Call Back Close. This one takes 
a lot of guts to utilize, but if you use it correctly, it can 
lock down a tough sale. Use this tactic when they say 
they want time to think about it and don’t want to buy 
today. There are two ways to approach this.

Semi-Aggressive - In the semi-aggressive No Call 
Back Close, you simply tell them that your company 
has a no callback policy and the deal goes away 
when you leave. Let them know that they have 
everything they need to make a decision — so why 
not make it? Move on to the application.

Super Aggressive - In the super aggressive version 
of the No Call Back Close, tell them about your no 
callback policy. While you are describing your policy, 
also tell them you’ve had prospects who said they 
were going to think about, and they passed away 
while not being covered by insurance. Tell them you 
don’t want to be to blame when they didn’t help to 
protect their family. Tell them it makes sense, so they 
should go ahead and take it to see if you can get 
them approved. Move on to the application.

NO CALL BACK CLOSE

The Three Options Close is one of the most 
successful tactics. In this close, you say you have 
three options for them. Tell them you think you 
know which one they’d go with based on what 
you’ve been told so far, but you want to know 
which makes the most sense for them.

Write the three options down, largest to smallest. 
It should look something like this:

25,000 for $125
20,000 for $100
15,000 for $75

After you write the options down, ask which 
one they think is best, then be silent. Don’t say 
anything until they choose. The majority of the 
time, they will want the middle option. Then you 
can start transitioning from the close to the 
application.

THREE OPTIONS 

There are three questions that will get people to buy 
something: Do they need it? Do they like it? Can they 
afford it? If the answer is yes to all three, then you 
can help them. It makes perfect sense. Move on to 
the application.

NEED + LIKE + COST 

THE 6 BEST CLOSING TACTICS
There are plenty of tactics out there for closing a sale. If you want to close our leads, 

here are some of the best tactics our agents use regularly.



These are three things you need to be building throughout the 
appointment if you want to get that close.

THE RELATIONSHIP TO BE THERE

To close successfully, you need to have built a relationship with the client. You need to know about 
them, they need to know they can trust you, and they need to know you care. You can build a 
relationship by asking questions about their family, their occupation, their desires, etc. The relation-
ship-building starts when you pull up to the house, and it never ends. You’ll build this relationship 
as long as you have this client. A good relationship can be the deciding factor for whether they do 
business with you or not. People want to do business with people they like.

THE VALUE TO BE THERE

Obviously, a relationship with the client will only take you so far. They don’t want to buy something 
if it isn’t valuable to them. It’s your job to show them the value in the product you’re selling. Show 
them the benefits of working with you and the company. Show them the benefits of the product 
itself. Show them how it comes with a price-lock, it lasts all life, and it builds cash value. Revealing 
the importance of these factors shows them you have the best option for them. If you’re confident 
the value is there, they will be too.

THE ENGAGEMENT FACTOR  

You have to keep them engaged throughout the process. If the whole conversation is only you 
talking, you’ve done something wrong. You need to be asking them ‘yes questions’ throughout 
the sales pitch so they stay engaged with what you’re saying. If you have a relationship with 
them, they see the value of the product, and you’re engaging them throughout the process, then 
it’s time to close.
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THE THREE BIG THINGS YOU TO
ESTABLISH IN YOUR APPOINTMENT
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TIPS TO KEEP IN MIND

We’ve outlined some of the most important things to keep in mind during your 
appointment, so you are always in the mindset to close. Here are some extra tips 

that you won’t want to forget when you’re out in the field.

ALWAYS BE TRIAL CLOSING

Throughout your sales process, you should always have trial closes. These are questions the client 
is extremely likely to say yes to, essentially making small closes throughout the deal. Here are a 
couple of examples:

If everything I showed you worked, then I’m assuming you’d do business with us. Right?

I want to share with you why my clients love working with me, is that ok?

The client is more than likely going to say yes to these type of questions. By making small trial 
closes throughout the process, you make the big close seem as though it’s not so big. 

FIND OUT THEIR BUDGET 

One thing new agents often forget is to find out the client’s budget at some point during the sales 
process. If you don’t know their budget at the end, then you don’t know what plan to suggest. You 
might suggest something way out of their price range, and then they’re not going to want to do 
business. Make sure you aren’t afraid to ask what they can afford during your pitch.

ASK FOR THE BUSINESS

The single biggest mistake an agent can make is not asking for the purchase at the end of the 
pitch. Almost ⅔ of agents don’t do this. If you don’t ask for the business, you’re unlikely to get it. 
Make sure to ask for that sale!



ABOUT SECURE AGENT LEADS

Secure Agent Leads was started by Cody Askins in 
2015, beginning as a YouTube channel offering free 
training to insurance agents. From this channel, 
Cody developed a following, and soon, a whole new 
company. Secure Agent Leads provides expertly 
compiled and curated leads for specific industries, 
along with exclusive scripts and guidance from Cody 
Askins. Take a look at the insurance leads available 
from Secure Agent Leads or contact us directly.

VIDEOS

Still having trouble with those trial closes? Check out this video on 
Cody Askin’s seven favorite trial closes.

https://www.youtube.com/watch?v=7wXapDWASfI

You HAVE to assume you’re going to make the sale. Watch Cody 
Askin’s explain why.

https://www.youtube.com/watch?v=sS1HzwhgxJI

You can’t make the sale if you don’t make the appointment! Watch 
Cody Askin’s set appointments all the way from Jamaica.

https://www.youtube.com/watch?v=QXPMpVsA_aQ

https://secureagentleads.com/insurance-leads/
https://secureagentleads.com/contact-us/
https://www.youtube.com/watch?v=7wXapDWASfI
https://www.youtube.com/watch?v=sS1HzwhgxJI
https://www.youtube.com/watch?v=QXPMpVsA_aQ
https://www.youtube.com/watch?v=7wXapDWASfI
https://www.youtube.com/watch?v=sS1HzwhgxJI

