
 

 

The ‘Your World’® Conversation 
 
When you talk with a customer or prospective customer, as soon as possible, 
position yourself as a trusted advisor by saying: 
 

“Thank you for coming in. First, I want you to know that we are a little different 
from other companies. We help customers manage their everyday risk. For 
example”  

Share your favorite non-death related umbrella story and conclude by saying.  

“If that happened to you, would Your World be ok?”  

“No”  

“Well that’s what today is all about. This is my chance to understand your complete 
situation and recommend the most effective way to protect everything you own. 
Now in order to do that properly, I may have to ask you some personal questions. 
But, I promise you that once we are done, you’re going to have a better picture of 
what Your World looks like. Does that make sense?”  

“Yes” 

“Great. I’ve scheduled this appointment for 30-45 minutes depending upon your 
questions, and you’ll be done before you know it. Let’s get started.” 

“You are the center of Your World and everybody loves you for a variety of reasons. 
One of those reasons is because you create income.”  

Ask these (4) questions and show genuine interest in their answers. Along the way, 
share some things about you and your family as well. This is a conversation, not an 
interrogation.  

1. Tell me about you and what you do for a living?  
2. How long have you been doing that?  
3. How’d you get into that?  
4. How much do you make per year?  

If married, ask the same four questions about the spouse. Once you understand 
household income, draw two arrows and say:  



 

 

“Your income goes in one of two directions – either to support your family or to 
purchase assets. Does that make sense?” 

Tell me about your family. Do you have children? How many do you have? What are 
their names? Tell me what kind of things are they doing now?  
Never stop at two generations, there are almost always three generations, 
depending on the age of your client, you should ask about their parents (Parents 
can become a dependent and we want to protect their entire world) or their 
grandchildren (Tell me about your grandchildren.) 
Tell me about your assets (car(s), home(s), retirement plans, investments, toys, 
valuables, etc.). Thanks for sharing that with me, here’s what I heard you say…  
Summarize their situation. Did I miss anything?  
As a Risk Advisor, I think about seven things. The seven biggest risks we all face. 

The first thing I think about is your health. If you have a major medical procedure, 
it could cost a lot of money and I don’t want anything to erode your assets (or create 
debt). Tell me about your health care coverage. Sell the Hospital Income  

The second thing I think about is your income. If you became sick or injured and 
couldn’t work for six months, would Your World be ok? (If not, we should talk about 
disability). Sell the Disability  

The third thing I think about is, if God forbid, you passed away, would your family 
be ok? (If not, we should talk about life insurance). Sell the life Insurance  

The fourth thing I think about is just the opposite. If you live a really long time, is it 
possible you could outlive your income? I call that a longevity risk, and if you have 
that concern, I’ll be happy to talk with you about your retirement plan and long-
term care and I can recommend some ways you will never outlive your assets. Set 
the retirement appointment for the agent. Sell the UL w/LTC rider  

The fifth thing I think about is your home. I want to make sure your lawsuit 
protection (liability limits) are where they should be. Increase limits if need be. 

The sixth thing I think about is your cars. If you were to be involved in an accident 
would it be important to you to make sure that you can transfer all the risk to us 
and there will be no risk to you? Increase limits if need be. 



 

 

And the last thing I think about is if you or any of your family members caused an 
accident, and there were injuries and you were sued for $1 million, would Your 
World be ok? Sell the lawsuit protection (umbrella policy). 

As your Risk Advisor, my job is to help you build a wall of protection so that if any of 
these accidents happen they will bounce right off.  

Obviously, we are not going to build this wall today, but my goal is to help you build 
it over time. My only question is, which of these risks concern you the most, and 
where would you like to start? What are your top three priorities? 

 


