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At this point, we know the prospect's age, whether or not they use tobacco, and we have a very        
clear picture of the prospects health. The heavy lifting is done, now you need to put the finishing 

touches on Fact Finding. 

The next big piece of information that you need is to find out if the prospect has a bank account. 

Here is the way to approach that: 
 Ask, "How do you pay most of your bills (pause). Do you mail in checks for 

your bills?" 

Then let the prospect answer your question. 

Remember, you are only trying to find out IF a bank account exists, you are not 
trying to sell the prospect on the idea of using the account at this point! 

 

If you must, ask a follow up question, "Our companies offer a discount  for clients 
that have an active checking or savings account, do you bank locally?" 

Remember, you are only trying to find out IF a bank account exists, you are not 
trying to sell the prospect on the idea of using the account at this point! (This is not a 

typo, it's so important I had to say it twice). 

If someone receives a government benefit, Social Security, Disability, etc, then they 
must have either a checking or savings account or a government issued debit card 

called a "direct express." 

If someone is trying to mess around and not answer your question, ask point blank, 
"when you get your social security, does it go to your bank account or your card?" 

Some people will tell you, "I have an account, but no one messes with my bank 
account," (or something like this), but.... 

Remember, you are only trying to find out IF a bank account exists, you are not 
trying to sell the prospect on the idea of using the account at this point!       

(Seriously, don't forget this). 

We prefer that everyone has a bank account, but some folks do not and that leads to a big 
decision on your part. That decision is… Do you write the application? 

 



 

The sale is going to be very weak when an actual bank account is absent, and because of this, 
most of our companies do not allow any form of payment other than a checking or savings 
account. Furthermore, debit card sales are not advanced commission sales, (why advance 

commission that in all likelihood will charged back). 

So you must ask yourself, "Is this prospect worth the time and effort of writing up the 
application?" 

My advice: Give people a chance, but do not let them waste your time. Give them the 
opportunity to do business with you, but streamline your presentation, make certain that they are 

serious buyers. Do not let them waste your time! 

The next bit of information you need is who will be the beneficiary? 

Tell the prospect, "This is a plan that will cover your final expenses, who 
will be responsible for paying for those expenses someday?" 

Help your client if they are unsure, ask about kids, a spouse (if a spouse 
exists, they should be at the table with you anyway), and if the spouse is 
the primary, explain to the prospect why they need a second beneficiary, 

(because husbands and wives can die at the same time, same tragic 
event, etc.) 

Let your client know that you will be there to help their beneficiary, give 
them an extra business card to give to their beneficiary so they can call 

you anytime. 

When you get the beneficiary, get the NAME of the person, don't accept, 
"my brother, or daughter," get names. Ask, "and what is your brother's 

name, or what is your daughter's name?" 

Going forward in the presentation, refer to the 
beneficiary BY NAME as often as possible. 

 

 

 



 

Now, finally, you need to know what the prospect has for their final expenses 
currently. 

Ask: "What is your current final expense plan?" 

If the prospect looks clueless, ask them, "Do you have a final expense plan, life 
insurance, or $10,000 in a savings account or special fund especially for final 

expenses." 

Half the people you talk to will have NO PLAN at all, that is great, it's why you are 
there, you can solve their problem, proceed with the presentation. 

*When no plan exists, reiterate that by saying, "So if you die today, (beneficiary's 
name) would be paying out of pocket for your funeral expenses? (pause for an 

answer) Well that is why I am here, we can fix that!" 

The other half of the folks you talk to will have some insurance, or a lot of insurance. 
With these people, you need to say: 

"That is good that you have a plan, how long have you had that coverage? What 
company is it through? What is the monthly payment? What type of plan is it?" 

Then you need to TELL the prospect, (not ask, but TELL), to get out there insurance 
plan so you can review their current coverage. 

At this point, you are looking for whether or not the insurance is replaceable. Now, 
this is a major topic and we have training dedicated to the question of what is and 

isn't replaceable. The big thing to remember with replacing is: 

1. Will the coverage be in effect when the prospect dies? EVERY PLAN that is not 
permanent whole life is a threat to cancel/expire/lapse before the insured person 

dies. Generally these are replacement situations. 

2. Is it in the clients best interest to replace? Several things need to be accounted 
for. Is the current plan whole life and past the 2-year contestable period? Given the 

clients health, can you provide a day-1 benefit? Is there a useful amount of cash 
value the client could use from their current plan? 

You can always add-on to existing coverage many times that is the best route. 


