Policy Review

Mr./Ms. [Name], it's really a pleasure speaking with you today.

Before we get started, | want you to know — my goal is simple: to make sure your
family is protected the way you think they are.”

“Today, I'm going to offer you a completely free service called a Policy Review.

And honestly — it’s one of the most important things | do for families.”

e e et
(Wait for response)

«If YES:

“Oh my goodness. I'm so sorry to hear that. What happened exactly, if you
don’t mind me asking?”

(Let them talk — share the emotion. Relate to their story naturally.)
o If NO:

“Honestly, it's more common than people realize, and it's heartbreaking.
Families are left without the protection they thought they had.”

[Positioning Your Service & Creating Urgency]

“That’s exactly why | do these policy reviews.



In fact, industry studies show 7 out of 10 people do not have the insurance they thought
they had — either it's expired, it changed, or it has fine print they never knew about.”

“I represent some of the top-rated life insurance programs available today — so if we
find anything that’s not in your best interest, we’ll know exactly how to fix it.

And if what you have is great — we’ll simply confirm that, and you’ll have peace of
mind.”

[Set Up 3-Way Call Simply and Confidently]
“Here’s how it works:

We’re going to get your current insurance company on the line together, with you and
me.

You'll just verify your identity, and I'll ask them a few questions to make sure everything
in your file is exactly what you think it is.

(Wait for verbal agreement)

“If you need another copy of your policy for your records, we’'ll request that too — totally
free.”

[3-Way Call to Insurance Carrier]
(You: Keep it calm, professional, and in control.)

“Hi, my name is [Your Name]. I'm a licensed benefits coordinator working with one of
your policyholders, Mr./Ms. [Client’'s Name], who is right here with me.

—

(Let customer verify their identity)

(Once verified, control the call by saying:)



“Thank you! I'll just walk through a few questions here — | have a form I'm filling out for
them.”

Then ask:

Finally:

Wrap up politely:

“Thanks so much for your time! That's everything we needed today. Have a great day.”

(Hang up with insurance company — keep client on the line)

[Discuss Findings With Client - Stay Positive But Honest]

—

(Let them respond. Listen carefully.)

« If everything is fine: “That’s great! You’re in really good shape. Let’'s make sure
we keep it that way.”



« If concerns exist: “You know, we uncovered a few things today that could leave
you vulnerable down the line. The good news is — you’re in the right place,
and we have some much better options we can look at.”

[Smooth Transition to New Coverage Offer]

“‘Now, in order for me to see exactly what your health qualifies you for, I'll just need to
ask a few basic health questions — and we’ll find out if you can qualify for one of the
programs | represent.”

(Move into health questions and start application process if appropriate.)



