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ERIC HUTTER

Live in Palm City, Florida

Married to Laura for 18 years

Started with Wachovia Securities as Wealth Advisor

Transitioned to IndependentInsurance Agent in 2009
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WHAT ARE YOU NOT wiLLING TO DO

-

»

TO BE SUCCESSFUL? A



STORY




TRANSITION FROM FINAL EXPENSE / MORTGAGE PROTECTIONTO RADIO

2009 2012-2013

» Decided to go Independent + Started working with Nate Murphree

« April 2009, started selling Final (First Annuity, now Aegis Financial)
Expense/Mortgage Protection * Introducedto Safe Money Radio,

Anthony Owen



GETTING STARTED WITH RADIO

CHALLENGES

* Findingthe right radio station

« Timeslots

» Losing a good radio station

* Geographical area that would work for me

» Started in West Palm Beach— would be
driving too far south only to go north for
other appointments

* Budget

+  Commitment




SALES PROCESS

CALLING LEADS
Making my own calls vs.
having an appointment setter

PREQUALIFY LEADS

CLIENT DATA FORM



RADIO LEADS
QUALIFICATION
PROCESS

Pri - Radio Leads

Monday Call all leads Leave message #1
-
Tuesday Call all leads No message
Wednesday | Call all leads Leave message #2
Thursday Email all leads
Friday Text all leads
*By end of the week all leads should have been reached.
Message #1:
Hi, this is with Money Radio on and
We did get the message that you called in during Sunday’s financial radio
program.
Sony | missed you. It's Monday at about . You can reach me
directly at
Thanks for your interest, | look forward to speaking with you.
Message #2:
i Hi, this is Host of Money Radio

I've been trying fo reach you! Sory | missed you again.
Please call our office I look forward to speaking with youl

Email

This is from Money Radio on and

You hadrecently called my radio show to receive a copy of my Safe
Money book.

| have fied to reach you by phone.

Please reply to this email or call my office

Thanks for listening to the show!

Signature




RETIREMENT ANALYZER

CueNT DaTa Form

RemiressenT PROFILE

Dinte:

Client Nams Client Name
Address:

Telephane: E-Mail:

Persomar anp EmpPLovmenT InFormamion
Name

Date of Birth

CLIENT DATA FORM

Current Gross Monthly Salary
Estimated Annual % Salary Increases % k]
Projected Retirement Date

SoaaL Securmy BeneATs
Currently Receiving Benefit{s)

i Yes, Current Benefit Amount

f Mo, &ge to Begin Benefits

Projected Benefit at Age 62

Projected Benefit at Mormal Retirement Age
Projected Benefit at Age 70

Projected Cost of Living % Increase

Pemsion Incose
Currently Receiving Benefit|s)

Personal Information

i Yes, Current Benefit Amount

i Mo, Age to Bagin Bensfit{s)

Projected Gross Monthly Benefit(s)

Projected Cost of Living % Increase k-

Percent to Survivor k-1 u

astro#161323  Client Initials Client Initial Date Agent Initialks Date




SALES PROCESS

HANDLING
OBJECTIONS

» Canyou just send me the book?

* How much is this going to really cost me?

* It sounds too good to be true.

*  Why hasn't my financial advisor mentioned this?
 I've heard negative things about annuities.

« My financial advisor is like family.

« Can | come to your office?




SALES PROCESS

HOME
APPOINTMENTS

* Whatis your story?

« Whatis your background?

« Whydo | feel these areas are importantin the
beginning?

« Wantclients to know us on personal/human
level, as consultants.

* We solve problems using tools Wall Street
doesn't like.

» Show passion, enthusiasm, and sincerity.

« Have faith, courage, and LOVE WHAT YOU DO!

» Do whatyou say you're going to do when you
said you'd do it.

* NEVER overpromise and underdeliver.

» Return phone calls.



SALES PROCESS

DOCTOR ANALOGY

You have a braintumor, I’'m sorry, Mr. Jones.

Your Financial Advisoris your general practitioner.
| am the brain surgeon.

Who do you want to operate on your brain tumor?
Your current advisor does not havethe toolsto

protect and guarantee you against losses. So, when
it comes to Income Planning, | am the Specialist.




SALES PROCESS

MECHANIC ANALOGY

Mr. Jones, you’re an automotive mechanic and you
have to give your car a tune up.

I’m going to give you two sets of tools to choose
from, a socket set or a set of screw drivers. Which
set of tools would you use to get the job done
more efficiently?

As an independentadvisor, we have very specific
tools that we use when it comes to income and
retirement planningthat doesn’t involve any risk.




SALES PROCESS

PILOT ANALOGY

Mr. Jones, you’ve flown on a plane, right? You probably
boarded the plane by entering behind the cockpit and
made a right turn to go to your seat. Have you ever
made a left turn instead to go into the cockpit to ask
the pilot for his qualificationsand flight plan? Why not?

Because you have a high level of trust and confidence
that the pilotis competent and will get you to your
destination safely.

Canyour Financial Advisor guarantee that you do not
run out of money during your retirement? Have you
ever asked that question? Why not?

I’m here to give you a free second opinion with no
strings attached. | can safely sleep at night knowing
that none of my clients have ever lost a penny of their
retirement money.



BAMFAM (BOOK A MEETING FROM A MEETING)

Get the commitment
of a second meeting
from the prospect
while you are
in front of them.

(I send a personalized note card!)



PERSONALIZED NOTE CARD
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A lot of little things that
are barely measurable,
but over time can

add up to make a

huge difference.

Cumulative total.






Getting out of MY
comfort zone.

No Seminars

Reliable Assistant

Note Cards, Birthday Cards

Updated Website through Aegis Financial
Retire Village

Internet Leads

Invited Author with Annuity.com

CRM System



Hosting the Safe
Money & Income
Radio Show.

It changed my life!

Commitment to the process

Consistent pipeline of prospects

Turnkey format that’s polished, professional
Adding Social Security segment to weekly
radio shows

Validatethatyour show aired correctly

Stay committed. Don’t Quit!
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Appoitment Confrmation

Thanks again for taking the time to speak with me earlier — And thanks for listening to Safe Money & Income
Radiol

| wanted to take this time to confirm our appointment on (DAY of week, DATE and Time).

If there are any questions between now and when we visit, please feel free to give me a call or drop me an
emall.

Thanks again for your time. | look forward to meeting with you scon.

Sincereely,
Eric

Enée Futter - Certified Finacial Ficuoary®
President
(561) 762-7560 cell
Erk retrement com
reyretirement com
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the show by

Eric Hutter
Subject:

Tried to reach you by phone

This is Eric Hutter from Safe Money & Income Radio on WQOL Oldies 103.7 FM and WFLA 540AM / 93.1 FM.
You had recently called my radio show to receive a copy of my Safe Money book.

I've tried to reach you by phone.
Ploase reply to this email or call my office at 561-762-7560.

Thanks for listening to the show!

Sincerely,
Eric

Ende Fuctten - Cortified Financial Fluciary®
Presigent
(561) 7627560 coll
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CONCEPT PIECES
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WHEN DOES: -304+43=07?

When it invelves ploging your hord somed
rutirament dollars directly imse the morkel.

If during the first year you I_OST 30%
it would 1oke 0 4. 3% GAIN 1he following

yoar just 1o get you back 1o where you storfed!

Can you afford fo gomble with your nest egg?

¥ cct, corsider 0 Fund Vuduand Araaty wilh Aveerssw: fupdy  Tone intpmanl spvened ooy be
Sed 43 P potwtiel acorecicton of 8 index wESour ridk oF lau dow 13 Incee veledlny.
















