
 

NFC Personal Contact Referral Script 

 

Hey __________, how is it going?  Do you have a couple of minutes to talk? 

The reason for my call is that I have started a new career as an insurance professional. I do 

not want you to buy anything (so calm down, lol), but I do have a favor to ask.  

 

Would you let me stop by or set up a virtual meeting so I can practice my presentation with 

you?  

 

If there is anything I offer that interests you, I will gladly help you with it, but there is 

absolutely no expectation for you to purchase anything. 

What time works best for you, __________?  

 

Morning or afternoon? 2:00 PM or 6:00 PM? 

After the Appointment Is Scheduled 
1. Confirm the address or meeting location. 

2. Ask them to set a calendar reminder so they do not forget. 

3. Take notes from the conversation so you are prepared and can remember important 

details. 

Keys to Setting Appointments 
4. Be enthusiastic! 

5. Follow the script, but do not sound like a robot. Have a genuine conversation with the 

prospect. 

6. Call at different times throughout the day and evening. 

7. Do not leave voicemails. If you cannot reach them by phone, stop by, if appropriate. Be 

persistent and understand it may take multiple attempts. 

8. Avoid setting overly rigid appointment times. Give yourself a reasonable scheduling 

window, when possible. For example, 10:00-11:00 AM or 3:00-6:00 PM.  

  



How to Ask for Referrals from a Personal Contact 
 
At the end of your client presentation, whether they make a purchase or not:  

Give them a pen and paper, or hand them your phone with the Notes app open. 

Ask, "Can you do me a favor and write down at least three people who may be interested in 

what I have shown you today so I can contact them?" 

*It’s very important to hand them pen and paper or your phone before asking the 

question. 
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