LIFE INSURANCE SCRIPT 

INTRO - THE “WHAT” 
Agent: Hi (client), this is (your name), I’m a state licensed underwriter calling you about the request you submitted regarding the insurance for final expense and burial coverage.
Client: Oh ok, yeah, uh huh, etc. (something like that).

Again, I’m the state licensed underwriter that has been assigned to answer all of your questions and help you find what you’re looking for. 

TRANSITION 2 - THE “WHY”- (DISCOVERY) 
Agent: Were you looking to start coverage because you don’t have any or was this to add onto something that you already have? 
Client: “I don’t have anything.”

**FIND OUT WHY THEY WANT COVERAGE** 
Agent: Were you looking to cover burial, cremation, or leave money behind to a loved one?

Agent: Will this coverage be for you or are possibly you and someone else. 
Client: For me only, for my spouse also…

Agent: Have you applied for coverage in the past? If so, how was your experience?
Client: Yes/ No (discover what they have always) BUILD DEPTH and BUILDING AMMO!  

Agent: Ok, let me go ahead and send you my digital business card & national producer number so that you can put a face to the name. The state does require that I provide you with this information so in the event that you ever want to look me up, you can easily do so on any local state or government website…… Check your text messages and let me know if you received that? 
Client: yes
(add some character and energy)
“Do you see my big head and big ol muscles? That’s me!


TRANSITION 3 - The “HOW”- (PROCESS) 
Explaining to the client HOW this is going to work. 
Agent: On that card you are going to see some of the companies that I represent, but before I explain to you a bit about them let me tell about some other companies that you may have heard about or may be currently looking into. 
When you’re looking into the right coverage the last thing you want is to find something that sounds good on the front end and is full of surprises on the backend. Companies like Lincoln Heritage, Colonial Penn, AARP, Globe Life, Senior Life and American Income Life just to name a few, will all expire, go up every few years, come with a mandatory waiting period where if you die within 3-5 years your beneficiary will only receive the premium back even if you’re healthy. That doesn’t make sense does it?.........Now you’ll be happy to know that I don’t represent any of those companies.
Some of the companies that I represent you will see on my card. I work with the largest public insurance companies, as well as the largest private insurance companies such as Mutual of Omaha, Americo, Aetna by CVS Pharmacy, Transamerica, Corebridge and Ethos just to name a few. 
These companies are all A-rated carriers that will never expire up to age 121. The rate you properly qualify for and are successfully approved for will never go up or down. We will be focused on getting you immediate day 1 coverage so when the company receives the first payment, if something happened to you it would pay out immediately to your beneficiaries. Also this coverage will build some cash accumulation and depending on what company and product you’re approved for can potentially come with living benefits, will and trust or even a concierge service which we will discuss further later. 
Rather than you having to shop around, these companies will all compete for your rate. 
So__________the process is very simple, it’s a quick 5 minute health assessment to figure out what you qualify for, which will help me do my job when I shop every single A-rated carrier in the nation for you. 
We also understand that you may be on a fixed income like most people that we help, so we’ll find something that does fit within your budget with a carrier that is likely to approve you…. and if everything aligns well, we will help you submit an enrollment packet on your behalf today, OK?    
Agent: Now (client name) when that time does eventually come for us all who would be in charge of taking care of things on your behalf. Who would you like to place down as your beneficiary? (get their full name and write it down)                      
Agent: Now when it comes down to making the ultimate decision regarding finances are you the ultimate decision maker? 
Client: YES…Great, so you don’t have to ask for any permission or check with anyone to make a decision….Perfect!
[bookmark: _GoBack]Client: MY SPOUSE etc… Great, is your spouse there with you now? Keep moving forward! Build Depth!
If client is adamant about spouse being there, book an appointment for them together! 

If making decisions alone, you still say the next part.


Agent: Great, so your spouse is going to go along with any decision, as long as you know it's affordable…. right?



Agent: Now, I will inform you that today, we are speaking on a SECURE…. And… RECORD LINE. This is for your safety… and my safety as well… as we DO... discuss PERSONAL… and FINANCIAL…information to ensure that you do in fact qualify for a coverage…. and then if you DO, we will seek that approval on your behalf. Sound good?




TRANSITION 4: **VERIFY their first and last name, date of birth, the state, etc. 

Agent: Great, lets verify some information and then I’ll go ahead and start with those medical questions.

·  First & Last name **spell correctly** **
·  Date of birth is _____,“correct” 
·  You currently reside in the state of ____ “correct”
·  Were you born in (state) as well?                               Client: Yes. uh huh.                                                Agent: “Thank you for verifying everything, let’s go ahead and start with the medical questions.” 


TRANSITION 5: BEGIN WITH MEDICAL QUESTIONS. **WAIT TO OPEN APPLICATION…until you get a feel based upon medical questions. 
Agent:
- “Are you a smoker or non smoker?” 
IF NON SMOKER, “Great! So you definitely qualify for some discounts” 
IF SMOKER, “Got it, we can still see if you qualify for any additional discounts.”
       
-Any lung issues like COPD, asthma or emphysema? 
If yes, any use of inhaler or oxygen assistance ?

- “Do you have diabetes?” If yes, are you taking oral medication or Insulin? Any complications? Like diabetic coma, insulin shock, neuropathy, amputations …

- “Any issues with the heart, like heart attack, stroke, congestive heart failure, cardiomyopathy, angioplasty stents, pacemaker, bypass surgery, AFIB, angina?” 

- “Liver issues, like cirrhosis, hepatitis A/B/C or liver failure?

- What about chronic kidney disease or kidney failure? Dialysis?

-  Alzheimers, Dementia, HIV/AIDS, Cancer? 

- Are you confined to a Wheelchair?

- Have you had to stay in the hospital for 2 days or more in the last 12 month?
- “Now this last question is very important, besides from what you have told me, have you been prescribed any
medication or diagnosed with anything over the last 5 years for ANYTHING at all? 
Client: “No, perfectly healthy” 
**NOW LET THEM KNOW WHAT THEY MAY QUALIFY FOR!!** TAKE YOUR TIME, SUPER IMPORTANT 
Agent: Thanks for clarifying everything, that helps me do my job. Now, I'm going to let you know what you qualify for if we can get you approved. Go ahead and get yourself a pen and paper, let me know when you’re ready.
- This is going to be permanent coverage, which means you will never have to worry about it expiring and you will have guaranteed insurability till age 121. So, it's guaranteed to cover no matter what.
- Also, the goal is to get you day 1 coverage, which means we exhaust all options before we even look at a 2-year waiting period which is stil better than others which come with 3-4 year waiting period.
- This coverage would come with level premiums, so the coverage remains the same and there's no surprises down the road as far as your payment increasing or even your coverage going down regardless of you getting sicker or older.
- Depending on the state, carrier and product that you may qualify for, it could potentially come with living benefits and or a will and trust. Have you heard of these before? 

For example, if you get hit with a heart attack, stroke, cancer etc., anything terminal, and the doctor tells you that you have 12 months or less to live, that means you can access anywhere from 50% to 90% of the face amount to help pay for your final expenses, to get special treatment, or to even go on a last vacation with the family, and just like the death benefit, it is also tax free. 
Do you have any questions?
TRANSITION 6: BUDGET

Agent: Now my job here is to ultimately find you coverage that makes sense for you and your budget. The best way to find your budget is take any income that you have coming each month…….and subtract any expenses that you may have each month……and from what you’re left with, you want to allocate a small portion of that towards coverage on a monthly basis. 


Now what would you say you’re bringing in on a monthly basis? 

Are you working? Are you receiving social security, any disability, Pension or investments? 
(Wait for client to respond) Client: Yes $1800, nothing else, etc. 

So overall, we’re about $1800 correct? Client: Yes

Got it. The great thing is that we work with fixed incomes all the time and our job is to help seniors, not hurt them. 

Now (client name) after all the bills and expenses are paid, what are you usually left with? After paying your mortgage/rent, car payments, groceries, phone, Netflix etc.? Get totals for each expense so you can go deeper within the financial inventory to find the best budget! 
$1800 income, we subtract $1000 for bills, that leaves you with around $800 left over….correct?
Agent: Great, so a safe range when looking for coverage is to stay within 10% to 15% of your budget, so that way it is absolutely affordable for you. Client: Ok                                                                        ** DO THE MATH ON 10% - 15% & PROVIDE A RANGE**
Agent: Now, after looking at your budget, it's safe to say that you can afford between $80 - $120 a month so that your (insert beneficiary) can be able to take care of your final expenses, right? (burial/cremation/leave money) Client: “YES” (make sure they say yes!)
Agent: Perfect, let’s see if we can get that low, and just to make sure, $80 - $120 is comfortable for you…correct? 
(make sure it’s a yes, avoid the “it’s too expensive objection”) 
Agent: Before we get started, how do you normally like to pay for things? Do you like to have it come out automatically from a checking account like most people? 
Great, who do you bank with?..... I don’t need any information right now I just want to make sure the companies that were looking into do work with your bank. All of them accept the big banks and credit unions and some do accept online banks and direct express. 
Now are you a visual gal or guy or do you like to write things down? Give time for them to grab a pen and paper if they want to write it down.

I’m going to provide you with a 3 options to choose from, however I want you to keep in mind that they are not the end all be all. I can custom tailor it, so in the event you want to look lower, in between or higher then we can look into those as well. 
(provide 3 options that actually fit their budget)
**START WITH HIGHEST OPTION TO LOWEST OPTION** MAKE SURE TO PAINT THE PICTURE WITH EACH OPTION !!!!

    - GOLD PLAN 
- SILVER PLAN 
- BRONZE PLAN 
IF THEY PICK ONE, GREAT.
IF THEY DON'T, LET THEM KNOW THAT WE HAVE TO SEE IF WE CAN GET APPROVED & THAT THEY CAN START WITH SOMETHING LOW AND ALWAYS ADD MORE COVERAGE LATER. 
Agent: Great, let's go ahead and start the application,  get you qualified and see if we can get you approved. 

