
 
 
 
Part 1 Rapport Building 

• 10-15 minutes MAX, if it’s more than this, it’s hurting you more than helping. 
• 80/20 rule – They talk 80% of the time, you speak only 20%! Listen, listen, listen. 
• #1 Focus is to build rapport and to bring the couple (if married) closer together.  

• Where did you go on your first date? 
• How long until you knew he/she was the one? 

• If single remember FORM – Family, Occupation, Recreation, Motivation 
 
TRANSITION 
  
I would love to spend all evening with you guys, but I have a couple of other appointments. First 
I’d like you to let you know a little bit more about who’s in your home. So you know my name is 
(Name) share meaningful info – where you are from, family, local in the area. We’ve been 
helping families for the past 9 years and have over 100,000 people that we’ve served.  
  
Look (Name) our process is to make sure you guys are protected and covered and have exactly 
what you feel you need. In order for me to do that, this can get uncomfortable with some 
questions at times only because you’re having to think about some serious situations that 
haven’t happened yet, but are potentials and exactly the reason I’m here. Now what do you 
have in place right now to offset the expenses, say if some crazy texter hits you, or you had a 
heart attack, got cancer, what do you have in place to offset those expenses? Like 401ks, IRA’s, 
checking, savings, money buried in the back yard. 
  
PART 2: Fact Finding 
  

• As you uncover these assets, make sure you earmark what those funds are for- “What 
are those funds for?” Retirement, Emergency Fund, etc. 

• Any other investments?  
•  “Now do you both contribute to the monthly expenses? What is your current monthly 

income?”  (If married, get both) 
• And how much is your mortgage payment with taxes and insurance? 
• Do you have any life insurance coverage in place currently?  If they do, ask them to get 

them out and do a policy review. 
 

TRANSITION 
  
Ok, so (Name) lenders know that the #1 cause of bankruptcy isn’t death, it’s if you have an 
accident or get sick and can’t work. That’s actually the #1 cause of bankruptcy here in (city). 
  
(Name – both if spouse is there) I know this is something you don’t want to think about but 
that’s why I’m here, we gotta talk through this, cause none of us are immune to this.  

  



PART 3: Bring the Pain 
Story 1 

• One of my colleagues, John Love, his son in law at 27 years old went to work one day 
and thought he hurt himself, thought he had herniated himself and he went to the 
hospital, they did an x-ray and said, “that’s not a hernia, that’s testicular cancer. And 
you’re probably going to be out of work for the next 6 months.” Well John’s daughter 
called him freaking out about what she was going to do and how they were going to 
provide for their family and he said, “listen honey two things, number 1, you guys aren’t 
going to miss any meals. #2 you aren’t moving back in my house, we marry off around 
here. Remember that policy I wrote on him about a year ago, we’re about to file a claim 
on that critical illness and get you about a year’s worth of pay.”  

• (Mr. Name) if you got cancer how long could you be out of work before it becomes a 
financial problem and that pink slip gets taped on the door?  

• (Mr. Name) where would you go? Where would you have to move to? Do the kids have 
to move schools? Go deep… 

Story 2 
• There was this other man named Jack that got into a really bad car accident and broke 

his back. After the surgery he was bed bound for months while he was healing. His mom 
tried to take care of him but she couldn’t lift him so there was no choice but to get help. 
While he was out of work and because of the cost of taking care of him, he lost 
everything. He lied in his bed and watched them repo his car and then he got the 
foreclosure notice on his house right about the same time that he was finally well 
enough to start working. Thank God he got better, but he lost everything while he was 
recovering.  

• (Mr. Name) The really sad thing about this story is that this guy tried to get mortgage 
protection, but he wasn’t insurable because of a past illness. 

• (Mr. Name) How do you feel lying there knowing everything you’ve worked hard for is 
about to be taken away?  

For Over 60/retired 
• My good friend walked into the living room and found her husband not breathing. She had to 

call an ambulance. They took him to the hospital. He'd had a stroke. He never really got out of 
the hospital/rehab. They said you need to put him in nursing home, in nursing care. She's not 
physically able to pick him up and put him in the tub,  

• Mrs. (wife’s name), could you pick him up right now and put him in the bathtub? 
• Neither could my friend. She went to the nursing home, and they said, Great. We've got a spot 

for him. We need $7,000.00 today and we need $7,000.00 a month going forward.  
• Have you ever tried to put someone in a nursing home? Have you ever had to price that? Our 

part of the world $60,000.00 to $80,000.00 a year is typical. Mrs. (name), if you had to take 
$60,000.00 a year out of your nest egg to take care of Mr. B how long before the nest egg is 
depleted?" How does it make you feel? 

• How does it make you feel to watch your husband deteriorate physically and your life savings go 
down at the same time? How does it make you feel to know that you're probably going to be 
grieving and broke in just a couple of years? 

 
TRANSITION 
  
Mr. & Mrs. Name, don’t feel bad, the majority of Americans are in this situation. I’m here 
because you guys love each other and we’re going to get this taken care of.  
  



Part 4: Solve their Problem and Close 
  

• Be confident and assume the close.  You have built rapport, you have identified their 
pain, and you have provided a solution.  Now you are simply picking the pricing that 
works for them. 

  
We’ve researched and partnered with the best carriers and only work with A rated companies, 
one of them actually insured Abraham Lincoln. What’s most important is that we take care of 
exactly what you need, so when I show you the options don’t tell me something crazy like I 
have to think about it, if it’s too much just say it’s too much and we’ll adjust to fit your budget. 
Here’s a couple things to know about your mortgage protection.  
 

• God forbid tragedy strikes and you die, it will cover you. Most importantly, God forbid 
tragedy strikes and you live, it will also cover you, giving you access to up to 95% of the 
death benefit. 

• These benefits cover any critical illness, so if you have a heart attack, cancer or stroke. It 
also covers you for any chronic illness, where if you can’t perform any two activities of 
daily living, like bathing, eating or needed help getting to the bathroom and then any 
kind of terminal illness. 

• Your monthly payment will never go up 
• You choose your beneficiary so the money comes to you not the mortgage company.  
• It’s also portable so if you ever move, the policy goes with you.  

 
(Name), while I’m putting together the options for you, I need you guys to grab all the 
medications you take so I can make sure I’m finding the best fit. 
  
 I’ve put together 3 options for you guys, 

• Option 1 will pay off your entire mortgage and will be $____ per month. 
• Option 2 will cover 75% of your mortgage and will be $____ per month. 
• Option 3 is what we call the Critical Period Coverage.  This will cover your monthly 

mortgage payments for a little over 4 years, giving you some time to sell the house and 
save the equity or decide what you want to do. 

Which of these three options do you guys feel most comfortable with? 
• Be silent – don’t speak until they make a decision or ask a question 
•  (IF THEY ARE HESITANT) -  I understand you want to make the best decision, so let’s go 

ahead and go through the medical questions to make sure we can get you 
qualified….start asking medical questions. Do you want to start with Option 3 or will you 
feel more comfortable covering more of the mortgage? 

  
Great, go ahead and grab a voided check, and your driver’s license(s)…Start filling out the 
application.  
  
Part 5: Emergency Response System 
  
After you are done and just chatting – you are small talking about what their plans are that 
weekend and starting to pack up... 
  



“Oh (Name) really quick I almost forgot, I need to set up your emergency response system. 
Billions of dollars of life insurance goes unclaimed every year. The most common reason I find 
when I’m talking to families is that they didn’t know that the policies existed. So what I like to 
do is make sure that this never happens to any of my clients. If you are sitting in a coma at the 
hospital, you aren’t going to be able to call me and your wife will be too frazzled, but your 
(throw names out like sister, aunt, your neighbor, or maybe someone from your church) will 
call me and that way we can get a check to you so you can take care of your family. Typically I 
get 4 or 5 people the wife knows and 4 or 5 people the husband knows, that way I can make 
sure that at least someone calls me and we can get you a check. Keep in mind we want to make 
sure at least one of these people is still around 15-20 years from now. So (name) who are those 
people that come to mind, also they need to be a little older and responsible, like not an 18 or 
21 year old!”  
  
After you get the names. 
 
Ok (Name) - a lot of people don’t answer their phone for people that they don’t know, I know I 
don’t all the time, so do you mind giving your (relationship of person) a call and letting them 
know that I'll be setting up a time to come by? 
  
As soon as she dials, and is starting to talk to them, you can hand clap over that you would like 
to speak with them.  
  
Hey this is...I’m sitting here with your (relationship, I.e. sister) NAME and she listed you as her 
emergency response person who is going to pick up the phone and call me if something goes 
wrong, I kind of need to do a little bit more explaining to you so I was calling to see what your 
schedule was looking like over the next couple days so I can go ahead and get this information 
out to you and get it all set up for your (relationship). Now I’m typically available afternoon or 
evening, does tomorrow or (say day of next day) work better for you? Ok I can do (time) or 
(time) which is better?  
  
I want to let you know what we’re going to be talking about when I get there. Your 
(relationship) just got some insurance and listed you as her/his emergency response person. Let 
me tell you what your responsibility is really quick and when I get over there I’ll be able to get 
all of your information entered into the computer.  (Name) just got a policy set up that covers 
her if he/she passes but it also has living benefits that will get her/him money in case (name) 
has a heart attack, cancer, stroke, kidney failure, major organ transplant, ALS or a chronic illness 
where he/she couldn’t take care of himself like bathing, dressing, eating, or a terminal illness. 
Now (Name) do you already have your Emergency Response System set up?  
  
If they say no they don’t even have a policy - “Oh wow, well I’m glad I’m going to be stopping 
by, maybe I can help you out with that.” 
  
If they say I have a policy but they don’t have an ERS, - “I can go ahead and get yours set up as 
well when I get over there.” 
  
Objection – I'm really busy. Totally understand, it will only take 5-10 minutes to get this taken 
care of to help out your (relationship). Would ___ or ____ be better?           
  
Let them know you’ll be back to deliver their policy. Make a forever client, do annual reviews 


