NEW HIRER TRAINNING — TEN FULL
DAY RSE

COURSE

1 Introduction of District Platform & Sales Cycles
2 Networking - ActualWorld & Vitrual World
3/Professional Approach - Need Base Approach
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4 Professional Approach - Financial Analysis Approach
5 Professional Approach - MPF Approach
6 Professional Approach - Benefit Approach
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8 PR PPTs
9 SLE Premium Financing

10 ObjectionHandling

11 100% Closing Technique
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18 Annulity Product
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20 Revision
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