
SETTING FOR ANOTHER PERSON (TRANSFER, F2F OR TELEPHONE APPOINTMENTS) 

 

Hi this is _______ and I am the Senior Care Advocate here in your area. I know you got a call from 

my assistant a few days back and was expecting a callback from ______.  I work with _______ and 

wanted to reach back out to you. 

How are you today? 

Anyway, like I said you got a call about the brand-new Senior Life Insurance and Final Expense 

program. This is the one that is very low-cost, it’s designed for seniors on a fixed income and it 

covers final expenses, has some home health care benefits and some free benefits to it as well such 

as covering children and grandchildren up to the age of 18 for free. 

It is an absolute wonderful program for seniors. Basically, it is designed for people on a very fixed 

income. 

And I’m just calling to connect you with _________ so the advocate can provide you with the 

information. Do you have a quick moment? 

 

 

If YES Continue 

IF NO END CALL - One rebuttal is allowed. 

Ok Great. This call will be recorded for quality purposes (start recording) 

In order for the agent to provide you with the best information when they contact you I just need to 

ask you a few questions 

How old are you? 

What is your first name? 



What is your last name? 

These plans are available in 5, 10, 15 and 20 thousand dollars amounts. How much would you like a 

quote for? 

If you decide to take a policy, who would your major beneficiary be? 

Will this information on burial coverage be just for you or your spouse as well? How old is your 

spouse? What is your spouse’s name? 

Do you use tobacco or smoke? 

For security purposes, what is you favorite hobby (or color)? 

Is the number I called you on the best number to be reached? 

Can I verify your address? 

 

 

Transfer 

Can you please hold while I connect you with a local agent to get you a quote? This should only take 

about 5 minutes. HeShe has been in the industry for ____ years and will be able to provide you with 

the best programs and rates available in the industry and then mail the information to you. 

Set Face-to-Face Appointment 

Since you are on the phone, I would like to schedule a time for the local representative __________ 

to provide an overview of what your options are which will only take around 20 minutes. He/She has 

been in the industry for many years and will be able to provide you with the best programs and rates 

available in the industry, They have him/her scheduled to be in your area on and . Which day is best 

for you? 

Now do you prefer morning or evening? 



Morning: Would :00 be ok? 

Evening: What is evening to you? Sometime earlier around 5:00 or later around7:00? Would beOK? 

Will your spouse be present? (If no – find another day/time when both are available) 

I have your address as . Is that correct? 

He/She has a GPS system but sometime those things have me doing u-‐turns more than anything 

else. Could you please give me directions to your house from a major intersection? 

OK, will your house number be on the mailbox or your house? 

Well if you want to grab a piece of paper and pen to write this down, again, his/her name is _______ 

and h/she will be in a _____ (color) car so when he/she pulls into your driveway you know it is 

him/her. 

And what time did we say? 

OK, well you have a good day and ______ will see you (and your wife) on________ at_______. 

 

 

USE THIS WHEN YOUR SCHEDULE IS FILLING UP 

He has some time available on Monday or Tuesday (pick days you have available). Which of those 

days are better for him to go over this information? (Never go past 48 hours). 

 

 

Set Phone Appointment (if they will not commit to a three-way call of face-to-face appointment) 

I understand. What is the best time for a follow up call? Morning Afternoon or Evening? Would you 

be available today or tomorrow? Would :00 be ok? 



Thank you for your time. ________ will be calling you (time, day) to provide you with the information. 

Have a great day. 

 

 

REBUTTALS 

Already Have Insurance 

• OK great. Oh, you have life insurance already? Oh perfect. Actually, then that’s even better that you 

have life insurance because what we can do is provide a free view of your policy. When he looks at 

that, you are going to learn some stuff that you didn’t know and I’m sure that he can save you some 

money too. You know no one is against saving money right _______? I can have you speak with 

Wendell to give you the information over the phone – it will only take about 5 minutes of your time. 

• Great! This is a new state approved program that will enhance your existing coverage and may cut 

your final expense costs in half! 

• Great! Let me ask you, do you have the old kind or the new kind? (prospect what do you mean?) 

There are many new state approved life insurance plans now available, some that include free 

benefits, lower your rates substantially as well as provide you with venues on how to cut your funeral 

expenses in half. I can have you speak with Wendell to give you the information over the phone – it 

will only take about 5 minutes of your time. 

I have too much Insurance already 

• Wow, sounds like you’re paying an awful lot for insurance, money that you shouldn’t be spending. I 

can have you speak with Wendell to give you the information over the phone – it will only take about 

5 minutes of your time. 

• I’m glad to hear that and the truth is, everybody I speak with already has life insurance. This is 

something totally different and all Wendell needs is 5 minutes to show you what it is all about. 

I’m not really interested 



• I know. That’s why we are calling _____. Most people were interested when they spoke to out 

associate and asked for _______to call back. Then they get to thinking about it and they think it’s too 

expensive. Unfortunately, they never really learn how affordable it is to make sure their family 

doesn’t have a financial burden. (Prospect Name), is that why you were interested in the first place, 

to protect your family? If yes: I thought so. ______ will go over this when he/she speaks with you 

and will only take just a few moments over the phone. 

• Hey that is fine and exactly why we need to meet! All our advocate needs is about 10 minutes to 

show you this information and then what you do with the information is up to you. I can have you 

speak with ______ to give you the information over the phone – it will only take about 5 minutes of 

your time. 

• That’s fine _________, and many people I speak with tell me the same thing as well. As they learn 

more about this though and see what this can really do for them, they were glad they took a few 

minutes to learn more about the programs. I can have you speak with ________ to give you the 

information over the phone – it will only take about 5 minutes of your time. 

How much does this cost 

• This is a great question ______, I can tell you this is designed for people on fixed incomes like most 

seniors. ______ will go over this when he speaks with you. I can have you speak with ______to give 

you the information over the phone – it will only take about 5 minutes of your time 

Send me something in the mail 

• Sure! What plan here at my department do you qualify for? I have several plans available that are 

state approved, but they are specific to your age and health. Since I do not know you, can you tell 

me the name of the plan you are interested in so I can send you the information? (wait for customer 

response I don’t know). Well I don’t either There are over 200 plans available. I can have you speak 

with Wendell to give you the information over the phone and then he can mail it to you– it will only 

take about 5 minutes of your time. 

Too Expensive 



• I understand _____. Our job is to get you the most coverage for the least amount of money and that 

is what we have with the State Approved programs. I can have you speak with _______to give you 

the information over the phone – it will only take about 5 minutes of your time. 

• I don’t work for one company, 1 work for you and we are constantly shopping around for the best 

coverage, benefits and prices so we know what the best programs are available in the marketplace. I 

can have you speak with _______to give you the information over the phone – it will only take about 

5 minutes of your time. 

 


	IF NO END CALL - One rebuttal is allowed.

