
 

 

Life Insurance 

 

The key to the life insurance conversation is to be able to talk to your customer 
about life insurance without making it about life insurance. Remember to sell the 
problem you solve, not the product. 

Step 1: Follow Me  

Follow me is designed to get the customer to follow you into a life needs analysis 
conversation without asking for permission and without mentioning the words life 
insurance too often. It is not about the life insurance, it is about the cash the life 
insurance provides. 

Start the conversation with a simple question. “If something were to happen to you 
and worst-case scenario, you did not make it home tonight, would your family be 
ok?” That makes me think about life insurance.   

If they currently have a policy in place: “That is great! Is it a temporary policy or a 
permanent policy? Is it portable? If you leave your job, or if your job leaves you, 
can you take it with you? If you had a company car and you left the company, 
would you be allowed to keep the car, or would you have to return it? 
Unfortunately, your policy through your job works the same way. How much do 
you have at work? Really? What type of financial calculator did you use to come 
up with that amount?” 

If they do not have a policy in place: “Really? Why not?”  

Here is your follow me statement to get your customer to start talking about life 
insurance: Here’s what most people tell me.  

Mortgage: “Here’s what most people tell me. Most people tell me that if 
something were to happen to them, they want to make sure their mortgage is 
completely paid off. You tell me, if something were to happen to you, would it be 
important to you that no one is coming to your house, putting a foreclosure sign 
in your front yard, and putting your family (name the family members) out on the 
streets? “  

“You told me earlier that you still owe $150,000 on your home, but you just said 
that you only have $100,000 of life insurance through your job. Based on that, it 
looks like your family would be out on the streets. How does that make you feel?”  



 

 

• Write down: Home $150,000 

College: “The next thing most people tell me is they want their kid’s college 
completely paid for. If something happened to you, would it be important that 
your kids’ (name the kids) college is completely paid for so they do not have huge 
student loan debt following them around for the rest of their lives? Which college 
would you like for them to attend? What is the tuition there? Would you like to 
pay for 2 years or 4 years?”  

• Write down: College $200,000 

Income: “The last thing everybody tells me is that they want their family to 
receive a monthly income. Is it important to you that your family (name the 
family members) receives a monthly income so they are not struggling to pay 
their bills from month to month?”   

Experts say that 1/2 to 2/3 of your current income would be enough, because your 
home and your kids’ college is paid for.  You said that you earned $60,000 last year, 
so $3,000mo or $4,000mo would be enough. Would you like to use $3,000 or 
$4,000?  

 

“Life Insurance. It is better to be five years too early than five minutes too late.” 
– Unknown 

 

“For every $1,000 a month in income you want your family to receive, you want 
to have $300,000 in cash. If you want them to receive $4,000mo, you want 
$1,2000,000 in cash. Here is how that works. If something happens to you, your 
spouse (name the spouse) can invest $1,200,000. Even if they receive a moderate 
4% return, that would be $48,000yr in interest. $48,000yr in interest divided by 
12mo is $4,000mo. Does that make sense?”  

You must write it out like a math problem, while explaining it, so that you do not 
confuse your customer. 

      

 



 

 

$1,200,000         

       x4% return            

      $48,000yr interest                 

      $48,0000 / 12mo = $4,000mo                                                                                                                                                                        

• Write down: Income $1,200,000 

“Here is why this is so important. Most insurance agents only give you a formula 

to provide an income for your family for 3 or 5 years. The agent may say that you 

should multiply your income by 10 years.” The customer has heard these examples 

on television, or the radio, or from another mediocre agent.  

Say to the customer, “With my formula your family (name the family members) 

will have a monthly income for the rest of their lives without ever having to touch 

the principle. It is there if they ever want it, but they do not have to touch it. They 

can simply live off the interest. How does that make you feel?”  

Total: $1,550,000 in cash is needed to do what is important to your customer. Ask 

the customer, “Do you have $1,550,000 in cash somewhere? Do you have a rich 

relative that would give your spouse $1,550,000 if something were to happen to 

you? Do you have anyone that would pay off the house, send the kids to college 

and pay the monthly bills?”  

The customer will respond, “No, I don’t.”  

You respond, “Of course, you do. You have me. The way we do that is through life 

insurance. If something happens to you, we will pay off the house, send the kids 

to college, and make sure there is enough money to pay the bills. How does that 

make you feel?”               

Problem > Stir > Solution 

Notice that throughout the conversation I used several sales techniques that we 

have already covered. I painted the picture, mixed in doubt and discomfort, made 

the customer feel something, and then solved the problem.  



 

 

The word life insurance was used at the beginning of the conversation and the end. 

I never made the conversation about life insurance. It was about the cash that 

would be needed to do what is important to the customer.    

 

“My job is to ask you about life insurance. Please do not make it my job to tell 

your family that you did not have any.” – Unknown 

 

Step 2: Life 101 
Life 101 is designed to show the customer the difference between Term and 

Permanent insurance by drawing a diagram. (See diagram on page 7). Ask the 

customer, “Do you understand the difference between Term and Permanent 

insurance?” Or you can say, “There are two types of life insurance. You have 

option A and option B.” The chart works the same.  

Your customer must understand what he is purchasing. If he does not, he will not 

be willing to spend a lot of money on it and you will end up with a $20mo - $40mo 

life policy. Life 101 is extremely important. 

Step 3: Budget  

Budget is designed to build a combination of Term and Permanent policies to meet 

the customer’s budget. Say, “Mr. Customer, you said that you want $1,550,000 in 

cash to pay for what is important to you. If we get the entire $1,550,000 in Term 

insurance, the temporary insurance I explained to you, it would be roughly 

$200/mo depending on your health. If we get the entire $1,550,000 in Permanent 

insurance it would be roughly $2,000/mo depending on your health. You tell me, 

what is a number between $200/mo and $2,000/mo that you are comfortable 

paying and I will build a policy to fit your budget. It will have some Term and some 

Permanent, but it will still be $1,550,000 total at a price you can afford. What is 

your number?” 

Note: Do not run quotes at this point. Give it your best guess. Whatever the first 

number is ($200) simply add a zero to the next number ($2,000).  

You should draw this diagram while explaining the budget.  



 

 

 

• $200              $2,000  

 

The customer will generally choose an amount somewhere just above the first 

number. If they say that they cannot afford $200 ask, “What amount can you 

afford?” The amount will then generally be as close to your first number as possible 

because they now understand what they are buying. Example: $150 

Once you get the amount say, “Ok, for $150, you will not be able to get the 

$1,550,000 you told me you want. You may only be able to get $1,000,000. Would 

you agree that having something in place is better than having nothing?” They 

will agree. Write the policy for $150 month.  

 

  



 

 

Life Income Chart 

 

I was never very good at math. In fact, it still confuses me today. Because I did not 

want to look like an amateur in front of a customer, I created a cheat sheet to help 

me with math when it came to life insurance.  

I created this diagram and placed it on a 3x5 index card. I taped the card to my desk 

so that I could easily see it, but the customer could not. When it came time for me 

to explain the income portion of the life insurance conversation (very important) I 

did not have to do the math. I simply looked at my cheat sheet and had my trusty 

calculator nearby. The math always worked out correctly. 

Word track: For every $1,000 a month we want our families to receive, we want to 

have $300,000 cash on hand.  

     Income       Cash  

  $1,000 month     $300,000 

  $2,000 month     $600,000 

  $3,000 month     $900,000 

  $4,000 month     $1,200,000 

  $5,000 month     $1,500,000 

  $6,000 month     $1,800,000 

  $7,000 month     $2,100,000 

   

If you multiply any of these cash amounts x 4% it will give you an annual interest 

amount. If you divide that amount by 12 months, it will give you the listed income 

amount. $900,000 x 4% = $36,000/yr in interest. $36,000/12months = 

$3,000/month. 

 



 

 

 

Figure 1: Term vs Permanent 1 

 
There are two types of life insurance, Term & Permanent. Term insurance is initially 

inexpensive. You can purchase a lot of insurance for very little money. In this 

example, a 35yr old can purchase a 10yr term policy, but at age 45, that policy ends. 

You must change it to a permanent policy, purchase a new policy and pay the new 

higher term rates, if you can qualify, or cancel the policy altogether leaving you 

with no insurance. They may purchase a 20yr or 30yr term policy as well, but the 

same decision must be made once the term policy has ended. If a person decides 

to keep the policy after their term has ended, the policy is no longer inexpensive. 

The rates skyrocket and are usually unaffordable for the insured. Now with 

Permanent insurance you will initially put more money into the policy. But the 

benefits of permanent insurance are that the rates generally remain level for the 

duration of the policy and it may provide coverage for a lifetime. Most people 

choose permanent policies because they build cash value the longer you have 

them. This money may be used for any purpose that you choose and can usually be 

accessed without risk of taxes or penalties (unlike most retirement income).   



 

 

 

Note: Less than 3% of term policies pay a death claim. Less than 10% of term 

policies stay in force for the duration of the term.  

Penn State study. 
 

  



 

 

Life Insurance Objections 

 

Before you overcome any objection, it is important to remember to either 

congratulate the customer or show empathy (I understand). A story fitting the 

situation is a great way to overcome any objection.  

There is no way to cover every objection that you will face but here are of the most 

common ones and how I overcame them. 

“I have it at work.” Ask the doubt and discomfort questions (where, what, why, how 

much, etc.)  then, go right into the life conversation with follow me. Spend the 

money. Show them what they have at work is not going to be enough. Great, 

outside of work, where is your life insurance? Or besides work, what do you have 

in place? Can you take that with you if you leave your job or if the job leaves you? 

Would you agree that most people would not stay with the same company as we 

did years ago? If you had a company car, and you left the company, would you be 

allowed to keep the car, or would you have to return it? Well, your benefits work 

the same way. You must turn them back in (tell a client attraction story). If you had 

a choice, would you prefer to be in control of your benefits or have your employer 

be in control? (ME!) You are a smart person. I love working with smart people like 

you. 

“I don’t want to talk about life insurance.” Why not? (Get to the root cause of the 
objection.) Would you agree that we’re all leaving this earth one day? (YES!) When 
that day comes for you, who will be responsible for taking care of your final 
expenses and/or be burdened with your debts? What do you currently have in 
place today that will help ____________ take care of those expenses? Well, would 
you like to be a benefit or a burden to ____________?  Great, we can take care of 
that today before you leave. There is always someone begging for money because 
there was no cash left when a loved one passed away. All I’m asking is if you would 
you want to put the entire financial burden on _____________ or would you at 
least like to give them some help? (HELP!) Great, we can take care of that today 
before you leave. 
 

“Let me think about it.” Which part would you like to think about? What did I not 

explain? What else would you like to know, to help you make your decision? If you 



 

 

had three weeks to think about it, would that be enough time? Let’s go ahead and 

get the underwriting started, because just like you must think about it, we must 

think about it. The biggest misconception everyone has is they believe they can buy 

life insurance whenever they want. You cannot buy it, you must qualify for it, and 

you may not qualify. That process takes approximately three weeks. Pay the $200 

today and go through the process (explain the underwriting process). I will call you 

in three weeks and tell you if you qualified. If you qualified and you still want the 

policy, you keep paying your $200mo and nothing changes. If you have decided that 

you do not want the policy, we will give you your money back. The best part about 

it is that while you are thinking about it, you will be covered, and you will get a free 

medical exam. If you change your mind you will get your money back. Does that 

sound fair? 

 

“A recent study estimates that stay at home moms work on average 94 hours a 

week and are worth an equivalent salary of $113,000.” – Tax Act 

 

“I have to talk with my spouse first” Which part do you have to talk about? You 

have to talk with your spouse and I have to talk with my company. You cannot buy 

life insurance, you must qualify, and you may not qualify. Repeat the rest of the 

script. “Or” Mr. Customer, if you went home and told your spouse that if something 

were to happen to you, you’ve made sure she has one million in cash to make sure 

the house is completely paid off, the kids’ college is completely paid for, and that 

she has a monthly income so she will not struggle to pay the bills, is she going to be 

upset with you? 

“I cannot afford it.” When you have not yet given the customer a price, ask, “How 

much does it cost? Ask, “Can you afford not to have it?” Remember what Dr. House 

says about patients, they lie. What they are really saying is that it is not a priority 

for them. They can afford it. Show them how to trim the fat. Buying life insurance 

is not about spending extra money. It is about taking money you are already 

spending on something less important and putting it towards something that is 

more important to you. Give examples of what you or other customers did: Cut 

back on coffee, cable, eating out, spending, etc. Your debit card will reveal the 

truth. We all spend our money where our heart is. 



 

 

“I don’t want to jinx myself by buying life insurance.” Well, when you buy auto 

insurance do you jinx yourself to have a wreck? I know plenty of people who lived 

a long life and died with life insurance… and I’m sure you do too. Is that really what 

you want me to tell your family when they call and ask if you had a policy with us?   

“I don’t believe in Life Insurance.” Why not? (Get to the root cause.) I understand… 

I have had many of my clients tell me that. However, let me ask you this, do you 

believe in cash? (YES!) (Explain what the cash will do for the family). I do not believe 

in life insurance either. I believe in cash. What about you? Do you believe in cash? 

It is cash that will keep my family in our home, send my kids to college, and pay 

their bills every month. Who cares what it is called if it does its job, right? Most 

people want these same things for their family. What about you? What do you want 

for your family? Great, how much cash do you have in place to take care of these 

things for your family? When you pass away do you want your family (name them) 

to receive more cash or less cash? Do you want them to get that cash tax-free or 

give part of it to the government? (TAX FREE!) Me too, I think the government gets 

enough of our money, don’t you? Well, if everything you told me is accurate, it 

sounds to me like the only thing that will provide that is cash from a rich uncle, or 

the lottery, or life insurance. Which would you rather depend on when it comes to 

providing for your family? Great, we can get this taken care of before you leave. 

NOTE: Always ask questions of your customer. Take interest and take notes. Then 

use their answers as ammunition to sell the policy. Example: YOU TOLD ME that you 

wanted to provide for your family, or YOU TOLD ME that you wanted me to pay for 

it or YOU TOLD ME that it would be important for you to continue to receive a 

paycheck if you became sick or hurt and could not work.  

Remember, a customer will tell you exactly how to sell them something if you ask 

the right questions and listen. Most people are so negative these days, they must 

say “no” seven times before they say yes. Hang in there and wait for the yes! 

“I can’t afford life insurance right now.” I understand, let me ask you a question, 

what are you spending your money on that is more important than your family? 

(Nothing!) Then money should not be an issue, am I right? YOU TOLD ME nothing 

was more important than your family. What changed in the last few minutes? (Help 

them see that buying life insurance is not about spending extra money. It’s about 



 

 

taking money they are currently spending on something less important and 

transferring those funds to a life policy).  

“I’m interested in getting life insurance.” Are you interested in life insurance or are 

you committed to making sure your family is taken care of? Here is the difference. 

When you are interested in doing something, you do it only when it is convenient. 

When you are committed to something, you accept no excuses; only results. So are 

you interested or committed? 

“Can I get a life insurance quote?” NOTE: Do not give them the quote unless you 
have no other choice, especially over the phone. What has you thinking about life 
insurance? What would you want your family to do with the cash? Tell me more 
about that.  How serious are you about taking care of your family? We have several 
different options. Great, when is the least hectic day for you to come in and meet 
with me? YOU TOLD ME that you were serious. What changed in the last five 
minutes? (Stay away from using the words Term, Whole, Universal Life, etc.; See 
“Dirty Words” page 22)   
 
“I’m looking for a cheaper price on life insurance.” Well, you can definitely find a 

cheaper price. If you Google cheap life insurance, hundreds of C rated and D rated 

companies will show up. Do you want the best for your family? Unfortunately, a lot 

of companies look for ways not to pay customers. We look for ways to pay our 

customers. When it comes to providing for your family, do you want a cheap price 

or the best quality? (JD Power rankings)  

“I want to cancel my life insurance policy.” Ok, why is that? (Remember to get to 

the root cause and deal with that objection. Never cancel a policy over the phone. 

Get them into the office to sign the paperwork. Remind them why they purchased 

the policy in the first place.(You told me. Ask if it is still important to them. Paint the 

picture of what will happen if they do not have this protection in place. Remember 

to ask, “What are you spending your money on that is more important than your 

family?) Mr. Customer, where you aware that there are currently 700,000 active 

Go Fund Me accounts on social media for families who had a loved one who passed 

away without the proper life insurance in place? Is your family going to be 700,001? 

How does that make you feel? 

“Dave Ramsey says never buy whole life.” NOTE: Remember… NEVER CALL 

SOMEONE’S BABY UGLY. If you saw an ugly baby, you would still compliment the 



 

 

mother. Any other response would be disastrous. It is the same with insurance. 

Always compliment the ugly baby.  Congratulations, I love working with smart 

people like you. I love how Dave talks about getting out of debt. That is our goal as 

well. Yep, Dave says buy term and invest the difference. How much term does Dave 

say to buy? You do not know? I thought you were following Dave’s program? Dave 

says to buy at least 10 times your salary or to cover all your debt. We can help with 

that. Let’s do what Dave says to do. Dave says to buy term and invest the difference. 

We can help you with both of those things. Most people buy term and “squander” 

the difference. Are you like most people? Great, let’s get started with that.  

“I have investments, or houses, or rental properties. They can use that as 

income.” Congratulations, that tells me that you are forward thinking. I love 

working with smart people like you.  Were you aware that money taken from 

investments too soon will have serious taxes and penalties withdrawn from it? I 

think the government already gets enough of our money. What do you think? I 

would rather have all my money go to my family. What do you want for your family 

to receive? Some… or all? Your money could also end up being delayed in probate 

or go to your estate. Someone could sue your estate or make all kinds of false 

claims. The government could say you owed back taxes, or a creditor might say you 

owe them money. It could be tied up in court for years while your family is 

struggling.  There are several things that could happen, and you will not be here to 

speak up for yourself (Tell a Client Attraction Story). Life insurance is creditor proof, 

judgment proof, and tax-free. Wouldn’t it make more sense for us to cut your family 

a check and avoid any unnecessary headaches?  Congratulations, houses and rental 

properties are a smart move for investments and business. But some have found 

out the hard way you cannot always depend on them to produce cash flow. 

Remember the recession? Property values plummeted, houses went into 

foreclosure, and people lost their jobs and stopped paying rent. There are no 

guarantees… other than life insurance.  

“I have life insurance through the military.” Congratulations and thank you for 

your service. My friend Steve served in the Marine Corps. The military gives you 

$400,000 correct? Were you aware that it’s a five-year term (temporary) policy that 

will increase every five years until it becomes too expensive to continue paying? 

Would you buy a house with a mortgage that increased every five years? Of course 

not. You want a 15-year or 30-year mortgage with a level payment so you can one 



 

 

day own your own home, am I right? Term is like renting your home, permanent is 

like buying your home. Steve said the military teaches a lot of good things, except 

for when it came to insurance. That’s not what you guys are famous for, right? You 

keep doing what you’re famous for- protecting our country). I’ll keep doing what 

we’re famous for- protecting our customers. Deal?  

“I don’t want any whole life insurance.” Why not? (Get to the root cause.) Do you 

believe in saving money? Great, most people do, but unfortunately most people 

never get around to doing it. Studies show that 57% of Americans have less than 

$1,000 in their savings account. Were you aware of that? So, what if I could show 

you a way to save money and provide for your family? You can use the policy while 

you are alive, and your family can use the policy when you are no longer here. 

Would that be a smart thing to do? Does it make sense to ensure that you are not 

in that 57%? Great, we can take care of that today before you leave. Cash policies 

allow you to be your own banker. Your loan is guaranteed; you will never be turned 

down, no wondering to see if you got approved. And it doesn’t affect your credit. 

What if we met somewhere in the middle? How does a FREE life insurance policy 

sound to you? Here is how it works; you pay for the policy for the next 20 years. If 

you pass away during that time, we will pay someone you love $$ amount. If you 

do not pass away, we will give you all your money back. What have you got to lose? 

“Or” What’s not to like about this deal? (This is a return of premium policy). 

“Why are you asking about my parents?” Because our parents can become 

dependents. We may end up taking care of our parents one day either health wise 

or financially, am I right? 

“Why are you asking about my income/401k/savings, etc?” Well, is your money 

important to you? (YES!) If you were to be sued for 1 million dollars would it be 

important for your money to be protected? (YES!) Well, how can I protect what is 

important to you if I have no idea what I am protecting? Does that make sense? 

(YES!) When we go to the doctor, they ask all kinds of personal questions, am I 

right? (YES!) The reason they ask those personal questions is because they are 

trying to make a diagnosis to determine what is wrong. Then they prescribe the 

proper medication. If they prescribed medication before they found what is wrong, 

that would be considered malpractice. So how can I prescribe the proper 



 

 

medication (proper coverages) without finding out what is wrong? Does that make 

sense? (YES!) 

“I’m getting upset/I’m feeling pressured.” Please don’t mistake my persistence for 

pressure. I’m sorry you feel that way. That’s not my intention.  Would you prefer 

to do business with a company who tells you what you want to hear, even if it’s not 

the truth? Or do business with a company who asks the tough questions because 

they care? Does a true friend tell you what you need to hear… or what you simply 

want to hear? (Don’t feel bad if a customer gets upset with you. Remember, when 

you go in search of honey, you must expect to be stung by bees. When you hit 

someone with a 2x4 board it hurts. Sometimes we must hit our customer with a 2x4 

wrapped in velvet. It is still going to hurt but it softens the blow. But you still must 

hit them. Sometimes we must hit our team members and coworkers with that same 

2x4…but we must hit them. Tell them the truth… in love.) 

“I have a financial advisor.” Congratulations, I love working with smart people like 

you. So, I am sure your advisor advised you to protect your assets from lawsuits, 

correct? No? Financial Advisors are fairly decent at showing you how to make 

money, but they are terrible at showing you how to protect it. “Or” 

Congratulations, I love working with forward thinking people like you. I have a good 

friend who is a financial advisor. He told me that his job is to find your money, 

review your money, spend your money, and hopefully make you more money. It is 

not to protect your money. Is it important to you that your money is protected?  

 

“The man who dies without adequate life insurance should have to come back 

and see the mess that he created.” – Will Rogers 

 

“Young and single with no kids” Talk about permanent life and cash value. 

Remember the dirty words when you say cash value to the young people.  Talk about 

what people do with the cash. Talk about the future. Remind them you cannot buy 

it, you must qualify for it. Buy it while you are young and healthy. It is less expensive 

now and more money later. I wish I had bought it when I was younger. Are you 

going to make the same mistake I made? Mention discounts. Do you like discounts 

or paying full price? Who is going to be responsible for your final arrangements and 



 

 

your student loans? Do you want to put the entire financial burden on your 

parents?      

“I’ll get it later” Once again they are presuming that they can buy it whenever they 

want. They still must qualify. Why do you want to wait for later? This a great place 

for a story of someone who thought the same thing. This should be one of the 20% 

negative stories. It does not have to be about death. Some people are diagnosed 

with a health issue later and cannot get coverage no matter how much money they 

have. You also know that they most likely are not coming back if they leave. Life 

gets in the way and people become busy.  

“I am not leaving any money for the next guy” Do you want to be remembered as 

the father/husband who took care of his family or do you want to be just another 

picture on the wall? Do you want your wife to marry the first paycheck that comes 

along, or would you like to give her a choice? How do you think this next guy is 

treating your wife if he knows that he is only a paycheck? What type of stepdad do 

you think he is being to your kids? How does that make you feel? 

 

“You do not buy life insurance because you are going to die. You buy it because 

those you love are going to live.” – Legal and General America 

 

“Table Rated Policies” If a policy returns table rated follow these four steps. 

1. Congratulate the customer that the policy was approved. 

2. Remind them why they bought the policy in the first place and ask if that is 

still important to them? 

3. Inform them of the table rating and the reason for it. 

4. Give them their 3 options to choose from. 

a. Option 1: Pay the new higher premium to receive the entire death 

benefit you initially wanted. 

b. Option 2: Decrease the death benefit to match the original agreed 

upon premium. 

c. Option 3: Choose an amount between the new and the old premium, 

which is what most customers do.    



 

 

Ask, “Mr. Customer, do you choose option 1, option 2, or option 3?” If they decline 

the policy, remind them why they bought the policy to begin with. Ask, “What 

changed in the last five minutes?” Then ask, “Would you agree that having 

something in place is better than having nothing?”  

 

FYI 
Do not write $100,000 term policies. The least amount should be $125,000. You 

can convert the $25,000 later and keep the $100,000. The price difference is 

minimal.  

Sometimes I ask a customer, “Have you heard about our free life insurance policy?” 

It is called Return of Premium. If you keep it for the entire term, we will give you all 

your money back. If you pass away during the term, we will pay your beneficiary a 

death benefit. You cannot lose. If you cancel the policy along the way, in most 

cases, you will still get a portion of your money back. 

You can also use the Return of Premium to help pay off a mortgage. Instead of 

paying an extra mortgage payment a year, put that money into a ROP policy. If you 

pass away, the beneficiary gets a death benefit to pay towards the mortgage. If you 

do not pass away, you get your money back to pay towards the mortgage. If you 

stop along the way, you still get a portion of your money back.  

 

Child Life Policies (15pay, 20pay) 
You must make this sale about life not death.  

• It is like having a savings account on steroids for little Clark.  

• You can use the cash to help buy Clark’s first car when he graduates. 

• It guarantees that Clark will be covered for the rest of his life regardless of 

any health issues. 

• Lock in this low price now and it is completely paid for in 15/20yrs. 

• Talk about a down payment on a home when Clark gets older. 

• Do not buy another toy that will be discarded or broken in six months. 

Instead, give Clark the gift that keeps on giving.   



 

 

• Ask the grandmother, “Who’s going to be the first person to get this policy 

for Clark? Is it going to be you or the other grandmother?  

 

 

  



 

 

Religious Objection 

 

When someone tells you, “God is going to take care of me” tell them this story: 

“There was a man in his home and there was a flood coming. The rescuers came by 

in a truck and told the man to get in. He replied, “That is ok. God is going to take 

care of me.” A few hours later, the flood was rising, and the man was waist deep in 

water. Rescuers came by in a boat and told the man to get in. Once again, he 

replied, “That is ok. God is going to take care of me.” A few hours later, the waters 

rose so high the man found himself on his roof. Rescuers came by in a helicopter 

and told the man to get in. Once again, he replied, “That is ok. God is going to take 

care of me.” The man drowns and goes to heaven. He asks God, “Why didn’t you 

save me like you promised?” God replies, “I sent a truck, a boat, and a helicopter 

and you wouldn’t get in.”  

So, Mr. Customer, how do you know God did not send you here today for me to 

help you with your insurance? Do you believe that God uses people to help other 

people just like he did in the Bible? How do you know that he is not using me right 

now to help you? What are you going to say when he replies, ‘I sent (Your name) 

to help you, but you would not listen.’”   

 

Or… 

“I believe God is going to take care of me as well, but before I cross the street, I still 

look both ways. What about you? Would you agree that we should still use wisdom 

while here on this earth?”  

 

Or… 

1st Timothy 5:8 (NIV) reads, “Anyone who does not provide for their relatives, and 

especially for their own household, has denied the faith and is worse than an 

unbeliever.”     

 



 

 

Term Conversions 

 

This is low hanging fruit. When you write term policies, you should be setting your 

customer up for a term conversion. Tell them you will be calling them back to 

convert all or a portion of this policy.  

Explain that term insurance is not a bad thing, it is simply a temporary thing. It is a 

temporary solution to a permanent problem (death). Do you want this policy to still 

be in effect when you pass away? There is a 4% chance that it will. Do you like those 

odds? Would it make sense to increase your odds? 

 

“The temporary good is enemy to the permanent best.” – Bill Wilson 

 

Here are the steps to writing a term conversion policy. 

• Start with your ten-year term policies that are closest to the end of the 

term.  

• Run a reproposal of the policy. It will give you the current premium 

payment. It will also give you the amount that this policy will cost the 

customer if they keep it until life expectancy, age 85. You will have to 

manually add it up and it will be beyond the death benefit.  

• Run a permanent policy quote for the same death benefit amount as the 

term policy. Stop the premium payments at age 65 (premium offset). 

Usually the cash value in the policy will almost double the amount paid into 

the policy. This means that your customer will eventually have a free policy 

and actually earn money by converting to a permanent policy.  

• Use the conversion sheet to show the customer side by side what the two 

policies look like and how they will perform. On paper it is an easy decision 

that the permanent policy is far superior to the term policy. The only 

objection is the price. 

• Just like in the life insurance conversation when you are discussing budget, 

you use the same diagram and a similar word track.  



 

 

• Mr. Customer, you are currently paying $50mo for your term policy.  The 

permanent policy that you want is $250mo. You do not have to change all 

of it, you can simply change some of it to a permanent policy. What is a 

number between $50 and $250 that you are comfortable paying, and that 

is the amount that we will change. 

 

$50     $250   

 

“Smart decisions are made by choosing between what we want now and what 

we want in the future.” – Unknown 

 

Here is a quick word track that I used to get customers into the office to discuss 

their term policy: 

• “Mr. Customer, I see you have a term policy with us. You have been doing a 

great job keeping that policy in force. It has been a while, so will you please 

remind me of the reasons you bought the policy in the first place?” Pay off 

mortgage? Kids’ college? Take care of family? Etc. 

• Are those things still important to you? If they are, there is a chance this 

policy will not be in force when you need it. I am sure that when you bought 

the policy it was explained that it was a temporary policy, correct?” If not, 

explain term insurance. 

• “There is a 4% chance that your current policy will still be in effect when you 

need it. There’s a 100% chance that your current policy will increase (give 

them an actual number like $500mo) unless you take care of this. When’s 

the least hectic day for you to meet with me to discuss your options?”        

 



 

 

Reproposal 1 



 

 

 



 

 

 



 

 

 



 

 

 



 

 

Life Insurance Ideas 

 

Death Benefit Payouts 

Call Life Company and get the death benefit paid out of your office in the last 10 

years. Put a poster behind your desk (or in plain view of the customer) that reads: 

We have paid out a total of $$$ to families in this community. When the customer 

asks about the sign, say, “That is how much cash we have paid out to families in the 

community who have unfortunately lost loved ones. How much cash is your family 

going to receive if something happens to you?” (Use a Client Attraction Story) 

 

Protecting Your Customer’s Home 

When you write a homeowner’s policy, go to their neighbor’s house, introduce 

yourself and say to them, “I wanted to let you know that I insure John’s home. Here 

is my card. If you ever see anything suspicious or anything wrong and John is not 

there, please give me a call. We are passionate about making sure we are always 

protecting our client’s stuff. By the way, who protects your home for you? You can 

also pivot to life (paying the home off) during the homeowners conversation/quote. 

 

Who do you know? 

Talk to new grandparents who are bragging on their grandbabies about the “Gift of 

life.” Who just had a new baby? 

Who is about to get married? Who just got married? Combine the households 

before the other agent does. 

Most team members run lists of customers with no life insurance. Run lists of 

customers who have life insurance. They believe in it.  

Who just got their driver’s license? Talk to the parents to write auto and life. 

Ask to give a free seminar to your church or local organizations. Discuss health, 

auto, home, disability, life, retirement, long-term care, & umbrella.  



 

 

Ask realtors to introduce you to homebuyers. Discuss disability and life.  

Think outside the box. Go after what you want vs. sitting back and hoping it comes 

to you. Learn the life insurance conversation and be ready to overcome any 

objection you receive. 

 

  



 

 

Once a life insurance policy has been issued, mail a letter like this to the policy 

owner in a handwritten red envelope: 

 

Hello Steve, 

I am your life insurance policy. You and I have similar purposes in 

this world. It is your job to provide food, clothing, shelter, schooling, 

and many other things for Erin, Judah, and Joi. You do all of this 

while I am tucked away in a box.  

I have faith and trust in you, as your family trusts in you as well. 

Out of your hard-earned income, will come the cost of my upkeep. At 

times, I may appear to be worthless to you – but someday (and who 

knows when) you and I will trade places. 

Steve, when you are laid to rest, I will come alive and begin my job. I 

will provide the money to help with food, shelter, schooling, and those 

other important things that Erin, Judah, and Joi will continue to need 

– just as you are doing now. When your work is done, my work will 

begin. Through me… your hands will carry on. 

Whenever you feel the price you are paying for my upkeep is 

burdensome, just remember all that I will do for Erin, Judah, and Joi 

once you are gone. 

Steve, if you do your part, I promise I will do mine. 

Sincerely, 

Your Life Insurance Policy 


