	Daily Work Schedule
	
	
	
	

	When you first start, you will not have enough leads to call for hours.   General working 60+ leads, you will need 

to make 1-2 hours of calls per day.  In order for you to get a hold of your prospects you need to try to call during these 

time slots.



	Start 9:30 am
	
	

	9:30 -11:30 am  -  calls
	
	

	11:30 - 1:00 pm - lunch / policy follow up
	
	

	1:00 - 2:00 pm - calls to leads with home numbers
	
	

	2:00 - 4:30 pm - calls to leads with work numbers
	
	

	4:30 - 6:30 pm  - Dinner
	
	

	6:30 - 9:00 pm - call leads and prospects / go to appointments
	

	9:00 - 10:00 pm - prepare for bed
	
	

	10:00 - 11:30 pm - follow up on pending policies / paperwork / mail out policies
	

	
	

	* 15 min breaks every 2 hours
	
	

	Schedule is only disrupted if there is an appointment / meeting  ( evenings 6:30/8:30 appts only)

	
	

	Saturday
	9:30 -11:30 am  -  calls
	
	

	
	4:30 - 7:30 pm - calls
	
	

	
	go to appointments as scheduled
	
	

	
	

	
	

	Sunday
	4:30 - 7:30 pm - calls
	
	

	
	8:00 - 9:00 pm meeting
	
	

	
	


Phone Script:

  

Hi this is ---------- with Home Loan Protector,  I'm calling in regards to your mortgage with “(Example: Wells Fargo)".   You sent in a card requesting information on mortgage protection a couple of days ago and I wanted to call and answer any questions you might have as well as to tell you about the plan.

 

( If you know that the person answering the phone is not your prospect, for example, you’re looking for a male, but a female answers, you might say something like:  

 
You:  Hi this is Hector, is Rosie there?
Prospect:   Who are you and where are you calling from?   OR   What company are you with?
You:  (don't answer the question)  Just say:  I'm calling in regards to his mortgage with Wells Fargo.
 
If you tell them that you are with Home Loan Protector, they will think you are a telemarketer and inform you that your prospect is not in.
 

Prospect answers.

 

Are you looking for some mortgage protection? (yes)
Great!

(Client’s name), ----(verify all info on the card)----  

 

Is the loan amount you’re looking to cover $___________?

Are you looking to cover both you and your spouse?

Is your DOB ___________?   Is your spouse’s DOB ___________?

 
Great. 

 

Have you had mortgage protection before?

How much do you know about mortgage protection? 

 

(Client)
Let me tell you briefly how the Mortgage Protection plan works, then you can tell me if it’s what you’re looking for.

 

You can pick and choose which parts of the plan are applicable to your needs.

 

The first part of the plan is the death benefit.  If you or your spouse should pass away, your mortgage will be taken care of. 

Most of the plans will come with an accelerated death benefit.  If you should be diagnosed with a critical illness, limiting your life expectancy to less than 1 year,  they will pay it before you die. 

The plan also comes with a disability benefit.  Basically this benefit will make your house payment if you should become hurt, sick, or totally disabled.  

 
Do you currently have any disability coverage through work?

 

“client”

 
 If “yes” -  Then you won’t need it through the Mortgage Protection plan.

If “no”  -  Then that’s something to consider.  

 
The last piece to the plan is the money back option.  If you survive the plan, and do not use the disability benefits, all your premiums will be returned back to you.  

 

Does this sound like something you were looking for?  (soft close)
 
--(client)— 

Great, before I can come up with a couple of plans and some quotes I will need to get some health information from you just to make sure that they can cover you.

 

Heath Questions:

Weight/Height? 

Medications? 

Surgeries in the last 10 years? 

Smoker or non-smoker? 

Do you currently have any life or disability insurance? 
1)      When did you purchase the plan?

2)      How much coverage did you qualify for?

3)      What type of plan (term, whole life, UL, VUL)?
4)      What company?

Any children?  
What is your occupation?  
Single or Dual income family? 

 
 Great. 

 (Client’s name), what I’m going to do now is put together a couple of different plans from several companies that we work with to see which plan or plans would best suit your needs.

 

The cost of the plan will range between ____$00000 to about ____$0000, depending on which plan you go with.   Is that within your budget?
(Rules for giving the ballpark pricing:  Never give out ranges on a 30 yr.  Give  20 year ranges on everyone unless they are over 50, or a tobacco user, in which case we would only give a 10 year range.  Do not add in DI or ROP.  You must determine if they are a simplified issue or fully underwriter candidate.  Do not use only the non-med to give out ranges.  Once you have the premium amount, go 20% below and above that number.  Ex.  Price $50, your range would be $40-60.)

 

Set Appointment:

 

(Client’s name), would a daytime or evening appointment work better for you?

 

 I’m available later today or tomorrow.  Which would work best for you? 

 

----set time and date_____

 

Close:

 

(Client’s name), you will want to block out about 20-30mins.  I will show you a couple of companies; a couple of plans.  YOU WILL PICK the company and plan you’re comfortable with.  I will NEED to pick up an application to get you applied for coverage.  I can’t guarantee coverage until the insurance company approves the plan.  The nice thing is that you will be covered right away, but it’s only conditional coverage which means the insurance company can still decline it, but once it’s approved you’re fully covered. That will take a good 4-8 weeks.  I won’t need to pick up any money, “just a voided check” (say this slowly so they don’t miss it).  You won’t need to pay for the plan until it’s actually approved and only if it is approved as applied.

 

WILL THAT WORK FOR YOU ?

  

Great.  Let me leave you my name and number just in case you might have some questions before I come out.  I will see you “tomorrow at 6:30”.   

 

Rebuttals

 

“Send me some information”
OR
“Give me a quote”:  
 

I can do that, but just to make sure that I don’t send you a bunch of stuff that doesn’t apply to you, tell me what you are looking for.  …………………………  Were you looking for a quote as well?  

( Here you get their health info, and most importantly what other companies they have looked at.   You need to make sure to convince them here that they can’t do the shopping themselves and that you are the person that can help them to differentiate between products and help them to select the right product.  Confuse them, then step in as the savior.  Ask them these questions.
 
If shopper -  ask them.  Are you looking for:
 
Decreasing plan or level? 

Fully guaranteed or partial? 

10, 15, 20, 30 year plan or permanent? 

Plan with accelerated benefits or without? 

Plan that is accidental and dismemberment, critical illness or comprehensive (doesn’t matter how you die, you get paid) 

Do they want to have the flexibility to choose the beneficiary? 

Do they want disability coverage?  If so, do they want it to be profession specific?  Do they want it to cover only if totally disabled?  Or if they’re hurt, or sick, as well?) 

Do they want their money back if they don’t use the plan? 

 
 
“I don’t give out my personal information over the phone”:
 
I can understand your concern, but I don’t really need any additional personal information from you.  The reason for my call is just to tell you a little bit about our Mortgage Protection plan, so see if this is what you are looking for.

 

(Verify info, but don’t ASK to verify… just start into it)….
 

For example:  “so your mortgage amount is____,  and the property that you are looking to cover is located at________…..”

 

(Sometimes you can just say)…Ok, in that case, when would be a good time for us to meet in person to visit?  Do you have some time tomorrow?

 

“Are you with my mortgage company?  If not, I only want to buy from them”...

 
Well, (Client’s name), (client’s mortgage company) is not an insurance company.  They outsource the selling of insurance products to insurance companies.  We happen to work with a lot of different lenders in providing mortgage holders with a selection of A-rated insurance companies to purchase a Mortgage Protection plan.  The service that we provide to you is the ability to shop multiple companies for the best plan for you and your family.  (start into verifying info)…..
 
“Can you called me back later, I'm  busy…”(back up):

Sure, I can do that, but before I let you  go, I would like to go to work
and see if I can come up with a couple of quotes and plans for you to choose from.  In order for me to do this, I will need to ask you a few quick questions (ask the health
questions really quick).

 

Before I let you go, when will be the best time to call you back - at work or at home?

Or do you prefer to give a cell #?   
Is this coverage important to you?

 

By the way, I will be in your area tomorrow evening.  Will you have a few minutes for me to drop off this information?

 

”Just mail it to me”
 

(Client’s name),  I would love to mail it to you, but this information is very confusing with lots of fine print.  It will take you a long time to read through everything and try to differentiate between the plans.  I could probably give you a brief overview of each plan in 5 minutes and save you a lot of time and headache.  Again, I will be in the area tomorrow evening.  Can I go ahead and drop off this information then?
  

”I have coverage already; I  don't need   it”:

That’s great.  Do you have the old or the new kind?


 Decreasing plan or level? 

Fully guaranteed or partial? 

10, 15, 20, 30 year plan or permanent? 

Plan with accelerated benefits or without? 

Plans that are accidental and dismemberment, critical illness or comprehensive (doesn’t matter how you die, you get paid) 

Do they want to have the flexibility to choose the beneficiary? 

Do they want disability coverage?  If so, do they want it to be profession specific?  Do they want it to cover only if totally disabled, or if they’re hurt, or sick, as well?) 

Do they want their money back if they don’t use the plan? 

Rebuttals 
 O=Objection  R=Rebuttal

 

O-“Can you call me back next week….?”
 

(Agree with them)Sure, I can call you back next week,

R-What are your plans for the coverage between now and next week?

or

R-Why would you like me to call you back next week?

 

(Make sure you have a definite reason to call back.  They need to know what they are supposed to accomplish and when you are going to call them back.)

 

O-“Can you send me some information?”
 

(Agree with them)Sure, I can send you some information, what type of information are you looking for?

R-Level or decreasing, fully guaranteed or partial, one with Living benefit or one without, with conversion privileges or without, 10,15,20,30 year plan, one with accidental death and dismemberment or comprehensive, return of premium or not? (Try to confuse them)

or

R-We work with about 30 different companies.  Each company has about 4-5 different products. Each proposal is about 8 pages.  That’s about 150 pages.  That will take about 5-6 hrs to go through.  If you’re really serious about getting coverage, I can drop by and customize a plan for your family in 15minutes.

 

O-“I need to think about it…”
 

(Agree with them)Great! I always think about things too before I make a decision.  

R-What do you need to think over?

Or

R-Does your family need it?  Is it within the price range?

And

The only thing left to do is to find the right plan that’s going to work best for you and your family.  Do you have 15-20 minutes on__________?

 

O-“I don’t think I need it…”
 

R-Great, if you don’t need it, I don’t want to sell you something you don’t need.  Why do you feel you don’t need it, do you already have some coverage?

 

O-“We’re shopping”
 

R-Great, I’m a shopper too; I always shop before I make a decision.  What are you looking for?  Do you want a plan with (try to confuse them)?  I’m a broker so I represent many companies.  I can get you the cheapest price, but it will probably be with a B rated company or a product that won’t do the job, is that what you’re looking for?  The most important thing is to find the right product that’s going to do the job for your family.  The price is the last thing. 

 

 Honda Accord  DX, LX EX, all look about the same on the outside. But when you look under the hood and inside they’re all very different.

 

What I bring to the table is I know what’s going on in the industry, I know which companies are A-rated or B-rated.  I know which companies are A-rated but not paying their claim on time.  My job is to help you differentiate between the products and the companies and which one is going to do the job for your family.

 

 

When people  mention  that  they have  already  bought  coverage......  

   

Here  are   the  Rebuttals  
 

  1.Most client are not aware that their plans are guaranteed or non guaranteed ( Is  your coverage guaranteed or not?)
 

  2.Most  client  are not aware that  a fully underwritten plan is cheaper than a non-med plan (Did you  do  a check up or not?)
 

 

  3.Most  agents  do not  explain   the  ROP , DI  , and   the  30 year  ROP coverage in  detail  at  all....!!!!!!
   A .  Ask  the client  if they are aware that they had wait 90 day before filing a claim for DI ?   .....most  client  are not  aware  that......
 

B.  Ask client:  did you get a 30yr  ROP,  and  if  so;  are you planning to pay off  the  house  early ?... most client will say yes;  make them  aware that if they should cancel the plan in 20 yrs, they will lose  75%  of the   premium for early cancellation.
   C.   Make sure the client is aware that if they should cancel the plan in the first 5 years, that with ROP,      they would not receive any money back. 
 

 

At this point the client  should be pretty upset.  This is the perfect time for you to set an appointment to restructure their plan or review other options that might be more suitable.
