
 
 
(Name)? Hi, (Name), this is (your name), I’m calling to confirm the information you recently 
sent to my office (Ex. 2 days ago, earlier this week) regarding the mortgage you did with 
(insert company name). I see here the mortgage was for (insert amount) at (insert their 
address). 

Medical Questions 

I also want to confirm that you answered Yes or No to the following medical questions. 
(Reference the questions on the lead form that they answered and read the answers back to the 
client)   

Are you taking prescription medication for anything else? (this will help cover any meds that 
may be flags for companies and/or slow down the process, thyroid, anxiety/depression, heart, 
pain management meds) 

Spouses/Co-Borrower 

*If the right side of the lead is blank* You say - I see that you didn't fill out the information for 
a spouse/co-borrower, which is normal a lot of people do that.  Now, (name) are you married 
or is there anyone else on the loan? Ok great, let me update your record here, what’s your 
spouse’s first name?  

If there is a spouse/co-borrower, ask the same medical questions that you asked the client.   

Financial Information 

The mortgage you recently did, was this a purchase or a refinance?  

If it was a purchase - Did you do a 10, 15, 20 or 30-year mortgage? How much is your 
mortgage payment each month ballpark with taxes included? 

If it was a refi- Did you do a 10, 15, 20, or 30-year mortgage? Did your monthly payment go 
down, stay the same or go up? What’s the new monthly payment, ballpark with taxes 
included? 

Occupation - Write down ALL information on the front of the lead not the back 

If there is an occupation filled out on the lead, ask them about their job. If there is not ask them 
(Name) Are you currently employed F/T or P/T? Do they offer you any type of benefits at 
your work, like a life insurance policy or any disability benefits? 

If “YES” they have insurance – Are you part of a group policy or is it 2-3x your annual salary? 
Does it come out of your paycheck or does the company provide at no cost to you? 

Do you have any private insurance outside of work? Like a term or whole life policy? 

How long ago did you get the policy? Do you know what the face amount is? 



Wrapping up call 

That’s all the questions I have for now. I’d like to provide you with some of my information. 
Do you have a pen & paper handy? (If they are driving let them know that you will text them 
with the information). 

Tie Down - In my experience there is 1 or 2 reasons that someone, like yourself, would be 
considered for a possible plan. 

1.  You have a valid concern- what if I was to pass away I would like to know that my spouse 
and children could have the mortgage paid off and they’ll always have a roof over their head.  

2.  In the event of an unexpected illness you are looking for a steady stream of income. 

Which one are you? 1 or 2 or possibly both? 

(Let them answer) 

Scheduling Appointment 

I’m not sure if you caught this in the beginning of our conversation but again my name is 
_____________. Here is my direct number __________. I have several policy deliveries and 
families I am meeting with over the next few days and I’d like to make time for you and your 
spouse.  Based on our schedules, what is easier for you - Mornings? Afternoons? Or Evenings?  

*If they say morning- say does closer to 8am or 10am work best for you? 

* If they say afternoon- say does closer to 1pm or 4pm work best for you? 

* If they say evening- say does closer to 6pm or 8pm work best for you? 

Try to schedule SAME day or within 24-48 hours. 72 hours MAX.  (Meet them in the middle) 

Outside of 3 days Use text script reminder to confirm. 

Example text: (Friendly reminder for Bob Jones.  You have an appointment for mortgage 
protection today at 12pm to meet with (name).  Have a nice morning (you’ll send that text at 7 
a.m. if it’s an afternoon appointment.  If it’s an early a.m. appt you’ll send text night before as 
reminder) 

TIE DOWN MOST IMPORTANT 

(insert first name) I’ll be coming from another appointment driving an hour away and I AM 
NOT COMPENSATED FOR MY TRAVEL TIME.  Can you do me a favor if you’re taking any 
medications please have those out and have your Doctor’s name, address and phone number 
available as well as your current life insurance policies. Lastly is the number of your house on 
your mailbox or on your house?  

 

 
 
 
 



 
Common Objection: 

If they ask for a quote over the phone 

(Name) I work in risk assessment. I am not coming to sell you anything & you are not going to 
buy anything from me. My job is to customize a potential plan and see what you qualify for. 
We’ll decide if a plan is the best option for you based on your current situation.  

If they’re still being reluctant and ask for an email with prices or to conduct interview over the 
phone.  

I am sorry that I can’t provide you that information because that would be like me calling a 
Doctor I’ve never met and asking for a prescription. Even though he has never met me. He 
doesn’t know my situation and I don’t know yours. You could tell me that you are healthy and 
active but really hooked up to an oxygen tank right now. I could put my license and career in 
jeopardy.   

I took care of that/I got a policy 

Your response with a curious tone – Hmm, that’s so interesting (NAME), you know the last few 
people I talked to here in (AREA) mentioned the same thing and come to find out they got just 
regular insurance and not mortgage protection. With mortgage protection you don’t have to 
die to get the benefit, it’ll only take about 10 minutes to get you in the info and if I’m there long 
it’s because you want me to be! I have just a couple openings left and could fit you in on (DAY) 
at (TIME) or does (TIME) work better for you? 

 


