
 

Phone script 
Hello Sue? (Wait for response)  

My name is Laura Barlow, and I’m calling you back about the card you mailed in about 
final expense programs and the free Wal-Mart gift card that comes with it. (Wait for 
response. If positive response, move on.)  

(If they hesitate or do not recall the card)    
- This was the yellow card you filled out with your name, birthday, and phone number.  
- Your husband's name, George is on here also, he may have sent it in, if so, is he 
available? (If they still do not recall the card, get the conversation moving forward)  
- No problem, either way, this is about going over a final expense burial life insurance 
plan; I assume that’s what you’ve been looking into, Do you have a final Expense Plan?  

(If they say no or are still pretending to not remember the card,  they might be better as 
a door knock, thank them for their time and get off the call and Door Knock them)  

(Once you get a positive response, move forward)  

Great, Mrs. Miller, I'm calling today because I am meeting with several folks who need 
this information throughout the day tomorrow in Louisville and I need to know a good 
time to go over this information with you. Is morning, afternoon or evening better for 
you? Okay, would 1 or 3 be better for you? 

Great, will Mr. Miller be able to join us at that time?   Very Good, I have your address 
as...(confirm apt# of there is one)  

Okay, just in case traffic is bad or in case my appointment before yours runs a little 
long, look for me between 3 and 3:30, is that OK?  

Excellent, just so I bring all the right information; This is to go over the information you 
requested on a final expense life insurance plan for you (and your husband), is there 
anyone else in the family or household that may need any information? 

Very good Mrs. Miller, I have you down between 3 and 3:30 tomorrow, please write that 
on your calendar (and be sure to let your husband or anyone else know, so they can be 
sure to be present) and I will see you tomorrow between 3 & 3:30, Have a great day!  

 

 
 



 
 
Hello (name of prospect)? My name is (your name).  
 
I’m calling you this afternoon because you sent in a request card to get 
information on the newest Final Expense Plans in (state), This is the information 
that comes with the free Wal-Mart gift card, do you remember that? 
  
(If no recollection) This is the (color of card) card with your name, age, and phone 
number on it, your spouses name is on here too (if applicable) and on the card 
you checked the box that said you would like to also receive the free Wal-Mart gift 
card.  

(Whether they recall the card or not) My job is to get you that information you 
qualify for and I’ll be in (the town of prospect) tomorrow(or Day you’ll be there) to 
do that.  

Usually, it just takes about 15 minutes, is mornings or afternoons usually better for 
you? 

***(If prospect gives excuse for morning or afternoon times). No problem, Just to 
let you know that I "hold" on to my evening times for busy people like yourselves. 
I’ll be able to come out at 6 or 7, which one of those times would be better for you 
tomorrow?  

Great, I have your address as (address on lead), is that correct?   Very good, just in 
case my previous appointment goes longer than expected please look for me 
between (time they agreed) & (half hour later) and I’ll be there with your 
information and gift card.  

(Confirm spouse or any others will be there at that time, if applicable)  

Great, And just so I bring the correct information, I’ll be discussing a final expense 
life insurance plan, for you (and your husband), is there anyone else in the family or 
household that may need some information as well? 

***If anyone else is mentioned, be sure to get their name, relationship and if they live in 
the home. Then be sure to ask them to contact that person(s) and ask them to be there 
at the appt time.  

Very good Mrs. Miller, I have you down between 3 and 3:30 tomorrow, please write that 
on your calendar (and be sure to let your husband or whoever know so they can be 
sure to be present) and I will see you tomorrow between 3 & 3:30, Have a great day!  



 
Points to remember:  
 
Keep your phone call flowing.  This means: NO awkward pauses, NO looking up rates, NO saying "let me 
check."  
 
Keep the conversation moving toward your target.  
 
Your goal on the phone is to set an appointment, not to small talk, not to make a sale, not to prove to the 
person that they did in fact send the lead card in, and not to convince them that you are legitimate & smart.  
 
Keep the conversation moving forward past objections.  
 
If someone has an objection, address it and move on. Do not spend too much time fixing an objection that can 
be better handled in person.  
 
Remember you can always knock on their door later.  
 
I have made countless sales from nice folks who were totally rude on the phone. If someone hangs up on you, 
don't take it personally because they don't know you! Go see them, knock on their door, hand them the lead 
card and go from there.  
 
Assume the appointment.  
 
Just as you should always assume the sale in a sit-down, If someone mails me a card, I assume that once I 
get them on the phone they need to set an appointment, the only question is at what time. If a nurse calls a 
patient to inform them of a life saving operation that must be done, the nurse doesn't ask "if," she asks "when" 
can it be done; Have this mentality on your calls.  
 
Treat your time with the respect it deserves.  
 
If someone is nice and sets an appointment with me, then I will engage in 60 seconds of small talk, that is it!  
 
If someone wants to talk your ear off about how bad their day is, or the latest political issue, conspiracy, which 
of their kids they do or don't like, etc... Do NOT entertain them. Your time should be valuable and if someone 
wastes it, not only is it rude, it's costing you money. Do not be afraid to cut someone off with "Well I have to 
go, I will get in touch next time I am in your town." then hang up. Even if they are still talking, hang up!  
Do not waste time over qualifying.  
 
What more do you need to know other than what you have from the script? You have confirmed they are 
looking into a final expense plan and we do actually have a plan for any health circumstance. 90% of 
everyone that sends a card in is on a government program that gives them money, so they have to have a 
checking, savings, or direct express card for payments. The more qualifying you do on the phone, the more 
leads you better be willing to purchase because you'll need them!  
 
Don’t bad mouth someone’s current plan or carrier. Just have them get the plan out and have it ready for you 
to review, let them know that you will make sure they have all the discounts available this way.  
 
 
 
 



 
Philosophy on why I say the things I say:  
 
Follow this script and it will lead to getting in front of more qualified people in a short period of time. Here are 
some things about the script that may seem odd/rude, but there is a reason:  
 
Q: Why use the person's first name when they answer then "Mrs. Miller" later in the conversation?  
 
A: Last name calls are almost always a sales call & a quick hang up! Using first name when they answer the 
phone give’s you opportunity to keep them on. Once you have established they requested something then 
using last name after that is respectful.  
 
The opening of my call is all about grabbing attention and setting the tone of 'I am calling you because you 
asked for it, not because your name is on some list.'  
 
Q: Why am I so quick to move on/breeze-over objections that seem important, like them not recalling the very 
card they sent in that initiated the call?  
 
A: Ultimately, I need two things to make a sale: 1. Need & 2. time and place to discuss that need. The rest is 
just details. If someone mails in a card, they have at the very least some need. Even someone who just wants 
a free Wal-Mart card has a need. I just need to sit down with them. All my answers to objections end with, "So 
when can we do this?"  
 
Q: Why not just ask "When would be a good time to meet?"  
 
A: Giving them options gets a quick response, otherwise It gives them to much time to think about what your 
saying and opportunity to disregard the whole thing. Also, I’m in charge of the call, I want my prospect to 
follow me into an appt. I’m assuming they need to talk about this ASAP, I am busy, busy, busy, and here is 
my availability. Obviously, if someone says "2pm is ok, but I will definitely be home by 3pm," as long as my 
3pm isn’t too booked, I will tell them that will work! Remember, you are informing the prospect about when this 
can be done, not asking if it can be done.  
 
Q: Why no qualifying, but then asking about the question at the end about needing a final expense plan?  
 
A: Trying to qualify on the phone can cause the prospect to be suspicious of you before they even meet you 
face to face. 
 
At the same time you don’t want to waste your time, so asking the question is a great opportunity to not waste 
your time, I do not have time to waste and if someone is going to waste it, this is the way I find out. Plus you 
may find out some good info by asking it. 
 
If they already have a ton of insurance I can ask them what kind it is, what company, & have them get their 
policy out and ready before I get there to review it.  
 
I can disclose my plans for having their grandkids taken care of with insurance.   
 
I get to find out about their very replaceable Lincoln Heritage plan they took out last month.  
 
Be ready to take notes on the lead card/post it note on card and this question will help you be all-the-more 
prepared.  
 
Give yourself time to run a little late too, don't be afraid to double book uninspiring appointments and keep to 
this script while making it your own.  
 



 

Curveballs and Objections:  
 
~ I can't afford anything/I'm too broke/too bad of health.  
 
We have never had the chance to meet and I have never had the opportunity to show you what I have to 
offer. I have plans for all health circumstances and budgets. Most folks are familiar with all the junk life 
insurance plans out there, I have the best plans available in the state and you owe it to yourself to look into 
them. It will only take a few minutes and it could make a huge difference in your life & your families life! You 
have everything to gain, and nothing to lose, so would 
10am or 6pm be better for you?  
 
~ My kids are going to handle that.  
 
That’s excellent to have kids that would be able to do that! Which one of your kids has $15,000 saved back for 
your final expenses?  
 
Just like I don’t want you to overpay for insurance or end up with a wrong plan, I also don’t want your kids to 
be stuck the wrong plan for you.  
 
If you weren't present when your kids took out your plan, odds are they’re overpaying & possibility that it may 
not cover you. Let's do the best we can to help them, would you be able to have them at your home tomorrow 
at 7pm?  
 
~ I have doctor's appointments tomorrow.  
 
No problem, I can certainly relate to a busy schedule, what time will you be leaving for your first appointment 
tomorrow? Great, Let's schedule before then.  
 
This is exactly why I set my last appointment of the day at 7pm, so I can see you when you get home!  
 
~ Can't you just send me something in the mail?  
 
Let me ask you this, Do you want to rely on a telephone operator in a foreign country to help your loved ones 
take care of your final expenses? That is what you can get "over the phone" or "Through the mail."  
 
My agency helps thousands of people every year by treating them fairly and honestly, a big part of that is 
taking the time to sit down with you in person to make sure your needs is taken care of.  
 
Companies that just send stuff in the mail love it, because that’s where they get to take advantage of 
someone who is too lazy to take care of things in person. This is how so many people end up with a 2 year 
waiting period on their insurance and premiums that get more expensive every five years.  
 
~ It's just a five dollar card?    
 
The five dollar card is something I buy for all my appointments, it's my gift to you for allowing me to give you 
the information YOU requested. Hopefully I can get you that card and save you thousands of dollars with a 
great plan for final expenses.  
 
~ Well if you can't send me something in the mail or over the phone, just forget it.  
 
I have too much respect for my clients to treat them that way, but good luck on your search! (hang up, then 
mark the card for a future door-knock.)  



 
But wait there's more....  
 
 

 
Use this script as another option...  

$$$Key phrases$$$: "my job is to get you this information"  

"no problem, my job is to get you the information on the plan that you qualify for"  

"that's ok, my job is to just get you the information on whichever plan you may 
qualify for"  

"new plans are available in (name of state) and my job is to get you the latest 
information"  

"new, state regulated final expense life insurance programs are what we work 
with"  

"No Problem ... here is what we need to do"  

       
 



 
Hello Mrs Jones?  
Yes  
 
My name is ____________ I am calling you back on the card you mailed in a couple weeks ago 
about getting information on the new final expense life insurance plans in the state of ____________ 
.  
I don't remember that / I didn't do that / That was a long time ago / No thanks, I'm good  
 
No problem, this is free information on state regulated final expense plans and this information also 
comes with a free Wal-Mart gift card.  
(very, very slight pause)  
 
I'm going to be dropping this information off to everyone tomorrow and my appointments justtake a 
few minutes, and I have appointment times available at _____ and _____ , which of times works best 
for you?  
I'm busy tomorrow  
 
No problem, my job is to just get you the information on the plan you qualify for, I understand you are 
busy during the day, that's why I have special evening times available at ____ and ____, which of 
those works better for you?  
Can't you just give me a price over the phone / just send me something in the mail  
 
Mrs. Jones, I'd love to do that, it would make my job easier, but our information is specifically just for 
you and my job is to go over that with you personally and get you the best plan you will ever find, and 
that's our guarantee, So I need 15 minutes or so to get you that information, would tomorrow at 
_____ or ____ work best for you?  
Ok, 3pm will work.  
 
Great Mrs Jones, I have your address as _____________________ , is that correct?  
Yes  
 
Will Mr. Jones be able to be there at that time also?  
Yes  
 
Great! Just so I bring all the right information with me for you and Mr. Jones, this is about a final 
expense life insurance plan, so I assume that’s what you had in mind, right?  
Yes, I have some insurance already, I think we may be taken care of already.  
 
Excellent, we do complimentary reviews of your coverage to make sure you do have all the discounts 
you qualify for as a senior in/resident of _______________ .  
Ok  
 
Great! Have your current life insurance plan out tomorrow to save us time and I will be there 
tomorrow between ________ and ________ , I will bring your free gift card with me and will see you 
then!  
Ok  
 
Have a great day and I'll see you tomorrow!  
 


