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The first 10 minutes of a presentation will usually be the most important. It is in 
these 10 minutes that you will do your fact finding. Fact finding will tell you what plan 

your prospect qualifies for, but will also set a tone that will hopefully lead to a sale 
being made. 

Remember why you are with your prospect: YOU are solving a PROBLEM. 
During your fact finding you will need to do a whole lot of listening, while at the same 

time guiding the conversation. 

Do not ever feel like you are annoying or disrespecting your prospect while fact 
finding. 

Do not let your prospect rush you through the fact finding phase. 
Remember, YOUR JOB is to ask questions that you can use help your prospect. 

After a couple minutes of small talk, (preferably you are sitting at a table), you do 
your introduction, (show license, present business card, explain broker vs. captive 
agent, show whatever you want from presentation book), now you can jump right 

into Fact Finding.... 

Opener:  "Mr and Mrs. Prospect, (hold up the card) I'm here today to go over 
insurance, I assume that is what you had in mind, right?" 

"Great, We work with the top final expense companies and my job is to find the one 
that has the best plan for you. I need to ask you a few questions to start, OK?" 

1. Ask the prospect their age, then ask their birthday, if the 
birthday is coming up before a possible effective date (3rd of the month, 

etc), quote them the next age up. If they have the policy go effective before 
the birthday, then you just lower the premium and tell 

them congrats because they saved some money! 

****Do not tell someone that they just missed out on a lower 
premium because of having a birthday and do not assume that the 

prospect will wish to "save age." 

2. Ask the prospect about tobacco, all tobacco and E-cigarettes. 

 



 

3. Ask your prospect "How's your health?" and let them talk. They may not 
(most likely will not) tell you everything so..... 

....follow up with the BIG 5 Fact Finders: 

1. Any Heart issues - surgeries, CHF 

2. Any Breathing issues - COPD, inhalers, O2 

3. Diabetes - insulin use                                                      
(and at what age insulin use began), neuropathy 

4. Cancer - (remember most skin cancers are excluded) 

5. Meds & Last hospital stay / doctor visit 

When in doubt…                                       
check over the application.                            

If you are thorough and follow this 
method you’ll catch 99% of all the issues 

before you slip up and quote a   wrong rate. 
	


