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Review of the Diagram of a Sale 
As we get ready to talk about our presentation, it is helpful to review the diagram of a sale. It is 
the process that we follow to get the best results possible. With that in mind, remember that we 
start with a lead and that lead turns into an appointment. Once the appointment is set, it is time to 
show up at the door. This process starts with a warm-up/rapport. Don’t be canned in your 
approach here. Be genuine and sincere about getting to know your prospect. When the timing 
feels right, go ahead and lead them into your presentation. This learning module is designed to 
give you confidence when you talk about our products and how they can meet your prospect’s 
needs.  
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The Presentation 
 
Our final expense brochure is designed to be a selling tool. This vivid-color guide creates 
awareness of the need to create a plan to pay for their final expenses before death occurs. The 
module breaks down the brochure and the application into manageable components so you can 
visually see how it all fits together and what to say during each part of the presentation. Don’t feel 
the need to memorize this word for word, but it wouldn’t hurt to get as close as possible. As always, 
you need to make this presentation your own, but using a process and language that has worked 
for others is always the best place to start. Remember, you will start with the presentation after you 
feel like you have built adequate rapport and are in a comfortable setting. 

 
The Brochure 
 
Script 
“Ms. Johnson, again thank you for meeting with me. May I ask what you were hoping to accomplish 
during our time together? (Listen for response) OK, great! My responsibilities today are to listen 
and answer your questions, make the best recommendation of our products to fit your needs and 
make sure it fits within your budget. The only thing I ask is that once I have fulfilled my 
responsibilities, that you just tell me “yes or no” about putting protection in place for your family. Is 
that fair enough? Before we get into the specifics of our products, I’d like to tell you a little bit about 
Security National.”  (Read the top portion of the brochure about our company).  
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“As you can see, we have been helping families for a long time and people trust us to protect their 
loved ones. The average funeral costs between $8,000-$10,000. Would you agree with that? 
(Listen to response) Do you already have any type of life insurance in place? (Listen to response 
and explain the difference between what they have and what we offer.) Do you know who your 
beneficiary would be or who would be taking care of your final arrangements? (Listen carefully here 
for their name so you can reference it as you continue with the presentation. This personalizes it 
for them and makes it more real when they think about that person having to take care of this.) 
Have you thought about how (beneficiary name) is going to pay for your funeral?”  
(Listen for response and then read the middle section of the brochure.) 

 
 
“You are not alone in having to think about this. The reality is that we either leave behind loving 
memories, family heirlooms, inheritance properties or funeral expenses, medical debt, financial 
debt and legal fees. I can only assume that you would rather leave behind loving memories instead 
of debt. Am I correct in assuming that? (Listen for response) OK, great! I know I can help!” 



 

 
Rev. 2/13/23 

“Before we get into the specifics of your plan, I wanted to share with you some other valuable 
information that your family is going to need at the time of your passing. Before a funeral director 
can release a death certificate, they are going to need the following information from you.” 
 
****If you haven’t already and you are working with a couple, it is a good idea to make sure that 
both parties have a brochure because the information will be specific to each person. You’ll 
especially want two brochures if you are giving two quotes.**** 
 
(Proceed to explaining the historical records.) 

“If you are a veteran, you’ll want to have your DD214 available and your service detailed below.” 
(Proceed to explain the veteran information. Side note: If a veteran wants to be buried at a national 
cemetery, they are entitled to two spaces, two open and closes, two grave liners and a marker. 
You can recommend that they check with the VA to determine what they are eligible to receive.)  
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“Information about your family is also helpful when it is time to put together an obituary.” 
(Proceed to explain the family information and preceded in death by sections.) 
 

 
“Now that we have covered the basic information about you and your family, it is important to 
provide your family with some details about your funeral or cremation.” 
(Proceed to explain the funeral services section.) 
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“As we continue to look into these details, you will see that you can actually get very specific even 
down to your honorary pallbearers” (Proceed to explain this section and listen carefully for the 
honorary pallbearers. This group of people will most likely become a source for additional referrals.) 
 

 
“The final section on this page is just a simple reminder that you need to decide if you want a 
newspaper notification. You’ll also need to decide on groups to be notified and if you prefer 
donations to be made somewhere.” (Proceed to show them the newspaper section.) 
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“Now that we have covered some of the details of the actual funeral or cremation and some 
additional topics that will be helpful for your family, I’d like to share how our products put protection 
in place for your family. What I love about Security National is that we not only help you document 
the details of your services, but we also help put a plan in place so your family has a way to pay 
for your wishes.” (Proceed to explain the benefits of our products and the value they bring.) 
 

 

“Do you agree that this coverage will be beneficial for your family? Before I can get a quote for you, 
I’ll need to ask you some health questions. What is your height and weight?”  
 
(Make sure you have your chart handy in case they are questionable. You will then make the 
transition to our application beginning with their medications. Getting the medication bottles out 
first will help you determine what product you are most likely going to recommend.  
 
(This section is where you need a detailed account of all of their medications. You need to write in 
the appropriate medical question (if any), condition, medication, dosage and duration. It is required 
to write in everything they are taking as a prescription even if it not a “knock out” medication.) 
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(If they answer yes to any questions from 1-9, they are not eligible for the Loyalty Plan and you will 
need to determine if we can get them covered on one of our other plans.) 
 
 

 
 
(As you can see below, if they answer the first nine questions with a no and answer yes to this one, 
they can still qualify for the Loyalty Plan.) 
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(If one, two or three medical questions in Section Three are answered “Yes”, the Proposed Insured 
is eligible for the Loyalty Modified Plan only. If more than three medical questions in Section Three 
are answered “Yes”, the Proposed Insured is not eligible for any Loyalty Plan.) 

 

 
(Continue with script…) 
 
“Ms. Johnson, based on your answers to the health questions, I think we can get you covered with 
(insert plan name here.) Along with the health information, I also need some additional information 
from you to make sure I can get you the best plan at the best price available. What is your birthday? 
So that makes you how old today? Thank you! Did you have a particular coverage amount you 
were hoping to put in place today? $5,000, $10,000, $15,000 or more? (Whatever they tell you, 
plan on giving them a price quote for $5,000 less than they said and $5,000 more than they said.) 
Ms. Johnson, if we can find something that works for you today, were you going to pay for it out of 
your checking account, credit or debit card or a bill in the mail? I recommend a bank draft from 
your checking account because we are able to offer lower rates for that method of payment. OK, 
Ms. Johnson, give me a second to figure our rates on that amount. (Make sure you quote rates 
that correspond to their payment method.) I am also going to show you rates for a little less than 
what you said and a little more than what you said, so you’ll be able to determine which one will fit 
into your budget.” 
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(While you are looking up the rates, you are going to fill in this section of the brochure.) 
 

 
 
 
“Now Ms. Johnson, out of these three options, which one meets your needs the best and fits into 
your budget? (At this point, please don’t say a word. Let them be the first one to speak. No matter 
how long they take, do not speak first.) 
 
 
 
Ok great! I just need to ask you a few more questions and we can get this put in place today. (At 
this point, immediately start filling out the application. Assume the sale has been made and 
proceed.) 
 

(Objections and responses are detailed at the end of this document. For now, just continue.) 
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(The only issue you may have with this section is getting the social security number. If you ask for 
it without making a big deal, it’s usually not an issue. Typically, it’s just best to just say “social?” 
 
This section is where you will fill out the plan and payment method. It is so important to get this 
section correct. You don’t want your mistake to cause cancels and lapses just because the 
payment date and method are not correct. You will receive training on how to fill this out in another 
module.) 
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(Make sure every one of these questions are checked correctly. Also, notice the top of each page 
requires the applicant’s name and social security number.) 
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(This section is simply an authorization signature giving us permission to do a prescription search. 
Again, note that this page requires the applicant’s name and social security number as well.) 
 

 

 
(This section is the agent’s statement. It is required to verify that you did your job correctly. There 
are two check boxes in this section that need checked or the application will go into pending. Please 
pay attention to the details of this section.) 
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(If they are applying for a child rider, you will need to include that in your application. If they are not 
applying for a child rider, mark out the entire section with a N/A. In fact, anything that does not 
apply, indicate it with an N/A on the application.) 

 

 
(This section is where you provide the payment information. If the customer would like to give you 
a check, it is acceptable to take it. However, you will still want to put the checking information on 
this form as it is the quickest way to get the policy in force.) 

 

 
(This section details the terms of the bank draft. It’s very straighforward about the conditions of 
payment and what happens if they change banks or default on their payment.) 
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(The conditional receipt section is to be used if the customer gives you a money order or a 
completed check. It is designed to give them peace of mind and a record of the transaction. It is 
not necessary for EFT or credit cards.) 
 

 

 
(Once the application is completed and everything signed, you will then go back to the brochure to 
transfer the scheduled draft date to the brochure and provide the customer with your contact 
information.) 
 

 

 
 
“Ms. Johnson, thank you so much for allowing me to help put protection in place for your family. 
You should get your policies in the mail in a few weeks. I will follow up with you about your policies 
and also reach out to you to remind you of your draft dates. Thanks again.” 
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Common Objections and Responses 
Of course, not every presentation will result in a sale. This is mostly due to objections that the 
prospect may have. It is important to realize that prospects buy from people they like and people 
they trust. So, let’s assume that they like you and they trust you because you did a great job 
connecting with them and building rapport. With that in mind, let’s look at some common 
objectives and responses you can give to overcome them. It is imperative that you commit these 
to memory so you can immediately know what to say when a prospect decides not to put 
protection in place with you. As an overarching principle, this presentation is designed to address 
the objections before they come up so you are not trying to overcome them at the end during the 
close. One key component that you cannot miss in your presentation is this phrase:  
 
 
“My responsibilities today are to listen and answer your questions, make the best 
recommendation of our products to fit your needs and make sure it fits within your budget. The 
only thing I ask is that once I have fulfilled my responsibilities, that you just tell me yes or no 
about putting protection in place for your family. Is that fair enough?” 
 
If you fail to make this statement at the beginning of the presentation, it will be difficult to get to 
the real reason they are not putting protection in place. With that in mind, let’s take a closer look 
at these objections and responses. 
 
“I want to think about it.” 
I understand that for sure. However, earlier you mentioned that if I answered your questions, 
recommended a plan to fit your needs and worked within your budget, you would be able to give 
me a “yes or a no”. Apparently, I have not fulfilled my responsibilities adequately. So, let me ask 
you, have I answered your questions? (Listen for the response and address it.) Do you feel my 
recommendation is accurate? (Listen for the response and address it.) Does it fit within your 
budget? (Listen for the response and address it.) OK, well, let’s go ahead and get this put in place.  
 
“I can’t afford it.” 
I understand that for sure. However, earlier you mentioned that if I answered your questions, 
recommended a plan to fit your needs and worked within your budget, you would be able to give 
me a “yes or a no”. Obviously, I missed the mark on your budget. Let’s take a look at a more 
affordable option. Our company recommends that our clients don’t spend more than 4-7% of their 
monthly income on life insurance. Do you mind sharing a rough idea of your monthly income so I 
can make an appropriate recommendation? 
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“I need to talk to my spouse.” 
I understand that for sure. However, earlier you mentioned that if I answered your questions, 
recommended a plan to fit your needs and worked within your budget, you would be able to give 
me a “yes or a no”. Apparently, I have not fulfilled my responsibilities adequately. So, let me ask 
you, have I answered your questions? (Listen for the response and address it.) Do you feel my 
recommendation is accurate? (Listen for the response and address it.) Does it fit within your 
budget? (Listen for the response and address it.) Ms. Johnson, remember, final expense coverage 
is a gift to your spouse. I’m pretty sure your spouse will thank you for this gift. Let’s go ahead and 
get this taken care of today and just let your spouse know what you did for them today. Is that fair 
enough? 
 
 
“I need to talk to my kids.” 
I understand that for sure. However, earlier you mentioned that if I answered your questions, 
recommended a plan to fit your needs and worked within your budget, you would be able to give 
me a “yes or a no”. Apparently, I have not fulfilled my responsibilities adequately. So, let me ask 
you, have I answered your questions? (Listen for the response and address it.) Do you feel my 
recommendation is accurate? (Listen for the response and address it.) Does it fit within your 
budget? (Listen for the response and address it.) Ms. Johnson, remember, final expense coverage 
is a gift to your kids. I’m pretty sure your kids will thank you for this gift. Let’s go ahead and get this 
taken care of today and just let your kids know what you did for them today. Is that fair enough? 
 
“I already have insurance.” 
(You should already know that they have insurance already because you asked them at the 
beginning of the presentation and addressed it then. Hopefully, you were able to explain the 
difference between term and whole life if that is what they have or they may already have whole 
life, but may just need some more.) 
 
I understand that for sure. Most of my customers already have insurance too. Remember, this 
coverage is designed to be there for the rest of your life – when your family actually needs it. It is 
just fine to have more than one insurance policy. Let me ask you, do you not want to put additional 
coverage in place because you don’t want to pay for two policies or because you don’t think you 
need both? (Listen for the response and then proceed with the appropriate response about “I can’t 
afford” or explain again why it is ok to have more than policy. (Side note: Try to avoid replacing 
policies unless it is absolutely in the best interest of the customer. Quite honestly, some people 
actually already do have what they need so you may have to determine that they are indeed 
covered and most likely will not become our customer.) 
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“I will have paid this policy up in _______ years. I don’t think it’s worth it.” 
I understand that for sure. However, doesn’t it make financial sense to make one payment of 
(premium amount) and at least know that it’s like putting (face amount) in the bank right now. I think 
it will most likely be easier for you to take care of small monthly payments than for your family to 
come up with that money all at once. Would you agree with that? OK, great! Let’s go ahead and 
put this protection in place today.  
 
Summary 
Be clear. Be considerate. Be confident. Your families will thank you for your professionalism! 


