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FINAL EXPENSE ESSENTIALS:  
BUILD CONFIDENCE, CLOSE MORE DEALS
Confident strategies and personalized solutions can transform your approach 
and drive meaningful growth.

UNDERSTANDING FINAL EXPENSE INSURANCE
	ꥃ Simplified Coverage: Final expense policies offer quick payout upon death, avoiding the long 

legal processes often involved in other types of life insurance.

	ꥃ Focused Purpose: These policies are designed to cover funeral and burial expenses, not to build 
wealth or leave a significant financial legacy.

	ꥃ Target Market: Primarily geared toward middle to lower-income individuals who may lack the 
savings to cover funeral expenses.

SALES STRATEGIES AND ENGAGEMENT
	ꥃ Relating to the Person’s Needs: Personalize your presentation by addressing the individual’s 

situation, such as existing debts or family planning needs.

	ꥃ Use Simple, Clear Language: Avoid technical jargon. Explain that final expense insurance 
guarantees a benefit if premiums are paid.

	ꥃ Emotional Connection: Position the product as a service to the person’s family, helping reduce 
the emotional and financial burden during a difficult time.

	ꥃ Incremental Planning: Encourage them to start with what they can afford, adding coverage later 
as their financial situation improves.

CROSS-SELLING OPPORTUNITIES
	ꥃ Natural Fit with Medicare Sales: Over 70% of final expense beneficiaries also have Medicare, 

making it easy to pivot between product offerings.

	ꥃ Efficient Lead Utilization: Final expense leads often yield cross-selling opportunities for 
Medicare, annuities, and ancillary products, reducing the overall acquisition cost.

BEST PRACTICES FOR THE APPLICATION PROCESS
	ꥃ Intake Form: Use a customized intake form to gather all relevant information upfront,  

simplifying the application process and reducing redundancy.

	ꥃ Instant Decision Technology: Take advantage of electronic applications (E-apps)  
with instant underwriting decisions to provide immediate results.

	ꥃ Carrier Selection: Focus on a few key carriers that offer strong underwriting  
and quick claims processing to ensure satisfaction.
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TURNING ROADBLOCKS INTO REVENUE: OBJECTION-
HANDLING/METHODS TO OVERCOME OBJECTIONS
Learn strategies and techniques to handle and overcome 
objections during the insurance sales process, ultimately 
building stronger client relationships and increasing  
sales success.

CHECKLIST FOR SUCCESS
•	Build trust:   

Relax, speak with conviction, and treat 

clients respectfully. Project credibility 

through face-to-face interactions and 

providing personal information (e.g., 

business card with home address).  

•	Connect with clients:  

Use the CORE method (Children, 

Occupation, Recreation, Emotion) to 

connect with clients. Ask deeper, open-

ended questions to understand client 

needs and build trust. 

•	Communicate effectively: 

Communicate clearly and concisely; 

avoid over-talking, especially early in 

the interaction. Provide simple, direct 

answers to questions.  

•	Handle objections professionally:  

Prepare responses for common 

objections (e.g., cost, privacy) and 

maintain emotional discipline; stay calm 

and focused when faced with objections.  

•	Presentation:  

Have a clear, concise, and consistent 

sales presentation to address  

potential objections proactively.

Effectively addressing objections is a critical skill for insurance agents and 
marketers. Many objections arise from a lack of trust or insufficient rapport 
between the agent and the client. Agents should build trust through genuine 
communication, demonstrating their value add, and presenting themselves 
professionally. Listening actively, understanding the client’s concerns, and 
responding with empathy and relevant information are essential in turning 
potential obstacles into opportunities.

OPPORTUNITIES
Once you understand that objections are a part of the sales process, 
you can effectively handle objections to enhance client trust and loyalty, 
potentially increasing sales. Provide enhanced client satisfaction by 
providing tailored solutions and demonstrating a commitment to service.

KEY TAKEAWAYS
	ꥃ Mindset & confidence: A positive mindset is essential for effectively 

handling objections.

	ꥃ Objections are standard: View objections as a natural part of the  
sales process.

	ꥃ Trust is fundamental: Building trust is the cornerstone of  
overcoming objections.

	ꥃ Thorough product knowledge: Product knowledge and preparation 
are critical for success. Remember, repetition and experience increase 
confidence in handling objections.
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FACE-TO-FACE SALES:  
TIPS TO BUILD TRUST AND CLOSE DEALS
Creating strong first impressions and establishing trust are the keys to mastering 
face-to-face sales and significantly increasing closing rates.

TIP #1: ESTABLISH IMMEDIATE TRUST AND AUTHORITY
	ꥃ Pre-sale mindset: Confidence, preparation, and product knowledge should be in place before 

approaching the door.

	ꥃ First impressions matter: Walk confidently, maintain good posture, and present yourself as a 
trusted guide rather than a salesperson.

	ꥃ Subtle trust-building tactics: Lightly tapping the car horn upon arrival, smiling, and carrying the 
lead card in a visible but casual manner can make people feel more comfortable.

TIP #2: USE THE PROPER TECHNIQUES TO GET INSIDE THE DOOR
	ꥃ Strategic knock and distance: Knock confidently and take a few steps back to give the prospect 

space when they answer.

	ꥃ Avoid confrontational language: Instead of saying, “You filled out this card,” say, “Someone in 
the household who cared about you sent this in.”

	ꥃ Use humor to disarm skepticism: A well-placed lighthearted comment, such as “I’m not a 
preacher or a politician… Worse, I’m an insurance agent!” can create an instant connection.

TIP #3: MASTER THE HOME VISIT FOR MAXIMUM SUCCESS
	ꥃ Identify key rapport builders: Look for family photos, sports memorabilia, or pets to create 

conversation-starters and build common ground.

	ꥃ Control the environment: Guide clients to sit at the kitchen table whenever possible, as this can 
be where they are most used to making important financial decisions.

	ꥃ Keep rapport-building short but effective: Keep initial small talk brief—just enough to establish 
trust but not so long that it becomes a distraction from the sale.

TIP #4: CLOSE WITH CONFIDENCE AND OVERCOME OBJECTIONS
	ꥃ Use the power of scarcity: Use statements like, “Let’s see if you qualify for this coverage,” to 

create urgency and importance.

	ꥃ Calculate benefits instead of selling a policy: Instead of saying, “Let’s see what you qualify for,” 
say, “Let’s calculate the benefits you’ll receive.” This can help the person feel like they’re gaining 
something instead of being sold to.

	ꥃ Control the close: Always confidently assume the sale and guide the client through the  
following steps. Limiting choices (e.g., “Most people go with Option A or Option B,  
which one makes more sense for you?”) prevents indecision.
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SELLING BY PHONE: PRO TIPS  
FOR BUILDING RAPPORT AND CONVERTING LEADS
Unlock effective strategies for connecting with clients and closing sales over the phone.

OPPORTUNITIES
Consumer preferences for remote interactions present significant opportunities 
for skilled phone agents. Mastering telephonic sales allows for greater 
efficiency and the ability to reach more prospects. Understanding client needs 
through effective phone communication opens doors for cross-selling additional 
relevant products, maximizing the value provided to each household.  

KEY TAKEAWAYS
	ꥃ Mental preparation is crucial: Start the day focused, relaxed, and ready 

for calls, leaving yesterday’s stress behind. Ensure your workspace and 
tools are prepped for efficiency.  

	ꥃ Be present and focused: Value each conversation as it happens, actively 
listening without prejudging or thinking about the next call.  

	ꥃ Process drives consistency: Develop and stick to a consistent process or 
script for calls; repetition builds mastery.  

	ꥃ Understand the ‘why’: Discover the client’s motivation for seeking 
insurance; it’s key to connecting and solving their core need.  

	ꥃ Build value before quoting: Ensure the client understands the benefits and 
importance of the coverage before discussing prices to avoid sticker shock.  

MASTER TELEPHONIC INSURANCE SALES
Preparation is the key to success, both mental readiness and having the 
necessary tools accessible. Tailor your communication style; inbound calls often 
allow for a more direct approach, while outbound calls require careful rapport-
building to avoid sounding like just another sales call.  Enthusiasm and energy 
in your voice can also significantly impact the client’s engagement. Be sure to 
focus on genuinely understanding the client’s situation and motivation. 

CHECKLIST FOR SUCCESS
•	Handle administrative tasks  

(checking commissions, applications, 

paperwork) before starting calls to 

maintain focus.  

•	Adapt your opening based on call 

type (inbound vs. outbound) – be 

less assumptive on outbound calls to 

build trust.  

•	Use questions to guide clients to 

the right product (e.g., explaining 

whole vs. term life) and establish 

yourself as the expert.  

•	Ask open-ended questions, 

especially about why they sought 

information, to uncover deeper needs 

and build rapport. Frame questions 

to elicit “yes” responses, reinforcing 

agreement and building momentum 

towards the sale.  

•	Sound genuine and avoid a 

“telemarketer” tone; differentiate 

yourself by being a real person they 

can trust.  
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THE ART OF CROSS-SELLING:  
MAXIMIZE REVENUE, DEEPEN RELATIONSHIPS
Confident strategies and personalized solutions can elevate your approach 
and drive meaningful growth.

CROSS-SELLING IMPLEMENTATION: KEY STRATEGIES
	ꥃ Establish clear goals: Define whether the focus is client retention, expanding product lines, or 

both. Clear objectives maintain focus when introducing multiple policies.

	ꥃ On-call support for agents: Provide real-time hotline or manager assistance to handle objections 
confidently. Immediate support increases close rates.

TECHNOLOGY & CRM UTILIZATION
	ꥃ Multiple lead types in one system: Combining Medicare, life insurance, and other leads in a 

single CRM broadens reach. Parallel prospecting reveals unexpected cross-sell opportunities.

	ꥃ Tailored automated outreach: Move beyond generic birthday cards by segmenting contacts 
based on policy types, renewal dates, or life events. This personalized approach ensures 
relevant follow-ups.

UNIQUE PRODUCT DYNAMICS
	ꥃ “Hard to learn, easy to sell” vs. “Easy to learn, hard to sell”: Complex products like Medicare 

may seem daunting but are easier to place once understood. Meanwhile, final expense is simple 
but requires stronger sales techniques.

	ꥃ In-home efficiency: Transition smoothly between discussions—like final expense to Medicare—to 
maximize every appointment and strengthen trust.

CONVERSATION TECHNIQUES & CLIENT ENGAGEMENT
	ꥃ Statements over questions: Saying “Most of my customers are on Social Security” allows clients 

to self-identify and lowers resistance. Open-ended inquiries still guide them toward the right 
coverage.

	ꥃ Real-time need assessment: Asking clients to gather specific documents—like a Medicare card—
reveals missing pieces that often lead to additional sales.

LAYERING VALUE FOR THE LONG HAUL
	ꥃ Year-round engagement: Proactive outreach before enrollment windows or policy anniversaries 

keeps you top of mind as a trusted resource.

	ꥃ Elevating the client experience: Demonstrating genuine concern—like explaining hospital 
copays or guiding clients to assistance programs—builds trust and increases referrals.
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QUOTING TOOLS UNLEASHED:  
SIMPLIFY UNDERWRITING WITH BEST PLAN PRO
Navigate complex underwriting scenarios and find the best carrier fit using Best 
Plan Pro, focused on specific health conditions and prescriptions.

CHECKLIST FOR SUCCESS
1.	Configure your available carriers and 

products within the tool initially.  

2.	Enter all known client health conditions 

and medications, including dates/

timeframes, for accurate results.  

3.	Utilize the “Filter Options” to narrow 

down results based on specific client 

needs, like payment methods.  

4.	Review the “View Details” section for 

ineligible plans to understand knockout 

reasons and access carrier specifics 

(riders, rules, etc.) for eligible plans.  

5.	Save or email case files using the 

“Data” menu for record-keeping or 

client presentations.  

6.	Use the built-in help/chat feature to 

ask questions or report findings directly 

to the support team.

KEY TAKEAWAYS
	ꥃ Recommendation engine: The Best Plan Pro patented system pre-qualifies 

clients by analyzing health inputs against carrier rules.  

	ꥃ Underwriting intelligence: Effectively handles complex health conditions 
and prescription drug histories to identify suitable carriers, primarily for 
final expense.  

	ꥃ Improved efficiency & placement: Saves time by filtering out ineligible 
carriers and has been shown to improve placement rates.  

	ꥃ Detailed filtering & information: Offers filters for specific requirements 
(e.g., Direct Express payment types) and provides quick access to carrier 
details and e-applications.  

	ꥃ Smart data input: Features like auto-correcting drug names simplify the 
information gathering.

PRO TIPS IN ACTION
Maximize Best Plan Pro’s effectiveness by inputting comprehensive client 
health data, including conditions, specific medications, and relevant dates (like 
diagnosis or last treatment). Trust the engine to perform the initial underwriting 
assessment, eliminating carriers where the client won’t qualify based on the 
provided information. Use the results and filter options to confidently select the 
best choice, often finding immediate or graded coverage where guaranteed 
issue might have seemed the only path, ultimately improving service and 
placement rates.
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EFFORTLESS QUOTING:  
LEVERAGING iPIPELINE FOR SALES EFFICIENCY
From quote to commission, iPipeline simplifies every step of the process.

iPIPELINE ECOSYSTEM: DEEPER CAPABILITIES BEYOND QUOTING
	ꥃ Syncs lead generation, quoting, field underwriting, and digital application submission in one platform.

	ꥃ Tools automatically talk to each other—once you enter client data in the quote, it pre-fills the app.

	ꥃ Real-time quoting with 40+ carriers ensures up-to-date rates every time you hit “Get Quote.” 

FORMS REPOSITORY & COMPLIANCE MADE EASY
	ꥃ Access the largest forms library in the industry, including required, supplemental, and niche forms.

	ꥃ Forms are always current—no more hunting for outdated PDFs or storing your repository.

	ꥃ Build custom PDF packages based on product, carrier, and client-specific needs. 

FIELD UNDERWRITING TOOLS FOR COMPLEX CASES
	ꥃ Use the built-in “X-Ray” engine to enter detailed client health info, including medications and conditions.

	ꥃ Send case profiles to carrier underwriters for personalized feedback and early case assessment.

	ꥃ Quickly identify if a case will be standard, rated, or declined—before starting an app. 

AGENCY INTEGRATOR: BACK-END CASE MANAGEMENT
	ꥃ Manage licensing, commissions, carrier feeds, and policy status in one centralized system.

	ꥃ Avoid delays with “Go/No Go” checks for licensing and appointments before submitting to carriers.

	ꥃ Case managers can view policy status, send branded updates to agents, and track all communications. 

CRM-FRIENDLY & API-READY
	ꥃ iPipeline integrates with outside CRMs like Salesforce or HubSpot for real-time data sync.

	ꥃ Use your front-end interface and pull in iPipeline functionality via APIs if preferred.

	ꥃ Policy data, commission details, and application status updates can all feed into your existing systems.



LI
F

E
 A

F
T

E
R

 A
E

P
 |

 T
H

E
 P

LA
Y

B
O

O
K

10

STREAMLINE SALES WITH HEXURE’S QUOTING TOOLS
Efficiently quote multiple insurance products like life, LTC, and annuities through a 
unified, easy-to-use platform to simplify the sales process and optimize your workflow. 

OPPORTUNITIES
Leveraging integrated quoting platforms like Hexure’s allows you to significantly 
increase efficiency by reducing the time spent navigating multiple carrier sites 
or tools. This time saving translates directly into the capacity to serve more 
clients and explore different product solutions (life, LTC, annuity) within a single 
system. The ability to run quick needs analyses, compare products side-by-
side (on desktop), and transition smoothly to an e-application enhances the 
client experience and accelerates the sales cycle. Mobile accessibility further 
empowers you to conduct business anytime, anywhere.  

KEY TAKEAWAYS
	ꥃ Multi-product platform: Access quoting for various life insurance types 

(term, GUL, final expense), LTC, and annuities within one system.  

	ꥃ Mobile and desktop access: Quote and submit applications via a native 
mobile app or a more robust desktop interface, offering flexibility for 
different work styles.  

	ꥃ Streamlined e-application: Transition directly from a quote to an e-ticket 
or drop ticket process for rapid application submission on many products.  

	ꥃ Needs analysis integration: Utilize built-in calculators to help determine 
client coverage needs before running quotes.  

	ꥃ Quote comparison and filtering: Easily filter quote results and compare 
different products or carriers (comparison features are more robust on 
desktop) to find the best fit.

CHECKLIST FOR SUCCESS
•	Start with the needs analysis tool 

to establish coverage amounts with the 

client when appropriate.  

•	Use filtering options (health class, 

product type, riders, carrier selection) 

to refine quote results effectively.  

•	Leverage the side-by-side 

comparison reports (desktop) for 

clear client presentations.  

•	Master the e-ticket/drop ticket 

process for efficient submission, 

especially for simpler products like  

term life.
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UNLOCKING POTENTIAL:  
MASTER THE ART OF CLIENT NEEDS ANALYSIS
The right tools turn conversations into conversions—and good agents into great ones.

TWO UNIQUE TOOLS TO MATCH ANY SALES SITUATION
	ꥃ ProtectOurWealth.com is mobile-friendly and doesn’t require a login—perfect for fast,  

on-the-go needs assessments.

	ꥃ MyBenefitCurve.com offers advanced planning, saves client profiles, and supports more  
in-depth consultations. 

EDUCATION-DRIVEN SALES:  
EMPOWERING CLIENTS THROUGH INTERACTION

	ꥃ Clients help input their info, making the experience feel personalized and collaborative.

	ꥃ This builds trust and positions the agent as an advisor, not just a salesperson. 

MODULAR PLANNING:  
COMBINE TERM AND PERMANENT COVERAGE STRATEGICALLY

	ꥃ Agents can illustrate how layering term and permanent policies covers every stage of life.

	ꥃ The tools allow easy testing of different combinations to fit evolving needs. 

THE ADVANCED VERSION INCLUDES FINANCIAL PLANNING-LEVEL DETAIL
	ꥃ Plan for college costs, aging parents, charitable goals, savings, and more.

	ꥃ Offers financial advisor-level insights—no extra certification needed. 

REPORT-READY FOR CLIENT USE OR COMPLIANCE
	ꥃ Download PDF summaries for presentations, documentation, or follow-ups.

	ꥃ Great for client reviews or team consistency. 

A NEW APPROACH TO LADDERING TERM POLICIES
	ꥃ Compare a single large policy to a stack of shorter-term options.

	ꥃ More precise and aligned with real-world needs—even if slightly more expensive. 

INNOVATION AHEAD: CUSTOM TERM STRUCTURES IN DEVELOPMENT
	ꥃ A new policy model is coming that adjusts death benefits as needs change.

	ꥃ Launch targeted for 2026—designed to reduce over-insurance and wasted premiums.
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TELEPHONIC SALES SIMPLIFIED:  
STEP BY STEP CLOSING SUCCESS
Explore effective phone sales techniques for life insurance, covering lead handling, 
overcoming objections, and cross-selling strategies to maximize client relationships and sales.

OPPORTUNITIES
Sales opportunities are teeming with potential: automation boosts efficiency, 
personalized communication enhances engagement, existing clients offer 
cross-selling potential, and refined communication skills can nurture revenue 
growth and client loyalty.

KEY TAKEAWAYS
Lead qualification:

	ꥃ Verify client interest and understanding of costs early in the conversation.  

	ꥃ Utilize buffers to assess lead validity and filter out unqualified prospects.  

Objection handling:

	ꥃ Address cost concerns by emphasizing value and setting expectations.  

	ꥃ Maintain call control and guide the conversation to build trust and rapport.

Closing techniques:

	ꥃ Use assumptive language and confirm client agreement to transition into 
the application process smoothly.  

	ꥃ Incorporate emotional language and personalized details to create a 
buying atmosphere.  

Cross-selling:

	ꥃ Identify opportunities to cross-sell by understanding client needs and 
offering relevant products.  

	ꥃ Utilize various communication channels, including text, email, and social 
media, to stay in front of clients and build long-term relationships.  

CHECKLIST FOR SUCCESS
•	Qualify leads effectively: 

Implement a process to verify client 

interest and weed out those not serious 

about purchasing insurance.  

•	Master objection handling: 

Develop techniques to address common 

objections, such as cost concerns, while 

maintaining conversation control.  

•	Create a buying atmosphere:  

Use language and questions that 

encourage clients to consider  

insurance benefits.  

•	Assume the sale:  

Employ confident language and 

smoothly transition from the sales 

presentation to the application process.



LI
F

E
 A

F
T

E
R

 A
E

P
 |

 T
H

E
 P

LA
Y

B
O

O
K

13

AI IN ACTION:  
TRANSFORMING LIFE INSURANCE MARKETING
Explore how you can utilize artificial intelligence (AI) to streamline operations, 
enhance marketing, and boost sales.

The insurance industry is experiencing a digital transformation, with AI becoming 
an increasingly important tool for agents. Review how practical AI applications 
can save time, reduce costs, and improve efficiency. 

OPPORTUNITIES
	ꥃ Enhanced marketing: AI tools can automate content creation, identify 

trending topics, and optimize social media engagement, leading to 
increased lead generation.  

	ꥃ Streamlined communication: AI-powered chatbots can automate client 
communication, qualify leads, and schedule appointments, improving 
conversion rates.  

	ꥃ Improved efficiency: AI tools can automate administrative tasks, such as 
presentation creation and data analysis, freeing you up to focus on client 
interactions and sales.  

	ꥃ Stronger recruiting: AI can automate and improve the recruiting process.

KEY TAKEAWAYS
	ꥃ The importance of training AI: AI tools must be trained with specific scripts 

and prompts to align with the agent’s communication style and business 
needs to maximize effectiveness.  

	ꥃ Content creation with AI: AI can streamline content creation for social 
media, from generating topics and scripts to editing and optimizing videos 
and even creating presentations, saving time and improving the quality of 
client and team communications.  

	ꥃ Chatbots for client engagement: AI-driven chatbots can engage with 
clients through text, answering questions, qualifying leads, and scheduling 
appointments, ultimately increasing contact and conversion rates.  

	ꥃ Voice AI for lead management: AI voice agents can automate initial 
contact with leads, verify interest, and schedule appointments, ensuring 
timely follow-up.

CHECKLIST FOR SUCCESS
•	Embrace AI:  

Be open to exploring and implementing 

new AI tools to gain a competitive 

edge.  Stay informed about the latest AI 

developments and be willing to adapt 

your strategies to maximize results.  

•	Prioritize training:  

Invest in training AI tools to align with 

your needs and communication style.  

•	Focus on value:  

Prioritize AI applications that provide 

tangible benefits, such as saving time, 

reducing costs, or increasing revenue.  

Combine different AI tools to create 

comprehensive marketing, sales, and 

client management solutions.  

•	Be transparent with clients: 

Consider being upfront about using AI 

in client communications to build trust 

and manage expectations.
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DEBT FREEDOM STARTS HERE:  
WHOLE LIFE INSURANCE TECHNIQUES
Transform debt elimination into financial freedom while securing guaranteed growth.

WHOLE LIFE INSURANCE MEETS DEBT ELIMINATION
	ꥃ Equity Excel combines dividend-paying whole life insurance with a proven debt elimination system.

	ꥃ Clients pay down debt while building a secure financial future, without compromising their lifestyle. 

IDENTIFYING THE FOUR BIGGEST FINANCIAL CHALLENGES
	ꥃ Record debt levels across all categories—mortgages, car loans, credit cards, and student loans.

	ꥃ 40% of Americans save no money and live paycheck to paycheck.

	ꥃ Lack of retirement planning beyond Social Security.

	ꥃ Minimal protection from unexpected life events or job loss. 

THE MAGIC OF COLLATERALIZED LEVERAGE
	ꥃ Whole life insurance allows clients to borrow against the policy, not from it, maintaining uninterrupted 

compound growth.

	ꥃ This strategy creates a growing financial asset while eliminating debt—a double win. 

TURNING DEBT REDUCTION INTO RETIREMENT WEALTH
	ꥃ As debts are paid off, freed-up cash flow can fund high-premium IULs or other retirement strategies.

	ꥃ Clients transition from debt elimination to wealth accumulation effortlessly. 

HIGH-VALUE POLICIES AND LOYAL CLIENTS
	ꥃ Agents consistently generate higher premium cases, averaging $8,000 to $60,000 annually.

	ꥃ Clients who experience debt freedom become long-term clients and reliable referral sources. 

UNDERWRITING FLEXIBILITY FOR COMPLEX CASES
	ꥃ Health-challenged clients can use surrogate policies, such as on spouses, children,  

or business partners.

	ꥃ More simplified and accelerated underwriting options are emerging,  
shortening policy issuance timelines.
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BOOKED AND BUSY:  
PROVEN METHODS FOR SEMINAR SALES SUCCESS
Unlock the power of seminars to attract clients, build trust, and close more sales.

SEMINARS THAT TURN EDUCATION INTO SALES
	ꥃ Seminars position agents as trusted advisors by offering valuable education, not a sales pitch.

	ꥃ A well-structured seminar guides clients naturally toward scheduling a follow-up appointment. 

IDENTIFYING THE IDEAL AUDIENCE FOR SEMINAR INVITATIONS
	ꥃ Target ages 55-75 with income-producing assets of $100,000+ for life and annuity seminars.

	ꥃ Use a radius around a venue located in a financially strong area to ensure the right attendees.

	ꥃ Choose a popular local restaurant with a private or semi-private room to minimize distractions.

	ꥃ Two dinner sessions work best, while one lunch and one dinner can be an alternative. 

EFFECTIVE SEMINAR INVITATION STRATEGIES
	ꥃ Direct mail remains the gold standard for accuracy and targeting, ensuring the right age and income.

	ꥃ Social media ads (especially Facebook) can boost awareness and capture additional registrants. 

TWO-STEP FOLLOW-UP PROCESS FOR HIGHER CONVERSIONS
	ꥃ Initial thank-you call after the seminar to confirm details and reinforce next steps.

	ꥃ A second reminder call the day before the appointment increases attendance and maintains interest. 

MANAGING SEMINAR OVERFLOW AND ADDING EXTRA DATES
	ꥃ Plan for 25-30 attendees per event, with flexibility to add overflow dates if demand is high.

	ꥃ Adding additional seminar dates is cost-effective and straightforward with LeadingResponse’s system. 

HIGH ROI WITH LOW-COST MARKETING INVESTMENT
	ꥃ Seminar costs are easily offset by the high-value sales opportunities generated.

	ꥃ Agents often gain annuity, life, and long-term care clients from their Medicare seminar attendees.



LI
F

E
 A

F
T

E
R

 A
E

P
 |

 T
H

E
 P

LA
Y

B
O

O
K

16

IUL SIMPLIFIED: A GREAT WEALTH-BUILDING TOOL

OPPORTUNITIES
	ꥃ Product diversification: Understanding IULs allows you to offer a broader 

range of life insurance products, meeting diverse client needs and.

	ꥃ Cash accumulation focus: IULs are valuable for clients seeking cash value 
accumulation in their policies, opening opportunities for you to target high-
earning individuals and business owners.

	ꥃ Retirement planning: IULs with chronic illness riders present a chance for 
agents to address the growing need for long-term care solutions among 
baby boomers and pre-retirees.

	ꥃ Building client trust: By offering transparent and well-explained IUL options 
where appropriate, agents can build stronger relationships with their clients.

KEY TAKEAWAYS
	ꥃ IUL vs. other life insurance: IULs balance the conservatism of traditional 

whole life and universal life insurance and the risk of variable universal 
life insurance. They provide potential market-linked growth with a zero-
percent floor, protecting the policyholder from market downturns.

	ꥃ How IULs work: IUL policies offer a fixed account option and index options 
tied to external indices similar to the S&P 500. The credited interest is based 
on the index’s performance, subject to caps, spreads and participation rates, 
and a zero-percent floor to limit losses.

	ꥃ Key IUL features: Loan protection riders prevent policies from lapsing, 
offering a safety net for policyholders, whereas chronic illness riders 
allow policyholders to access funds for long-term care needs. Some 
riders may include a fee, so best to always check product details and 
discuss any fees with your client.  

	ꥃ Target demographics for IULs: IULs may appeal to high-earning 
individuals, business owners, pre-retirees, and those seeking estate 
planning solutions.

Let’s simplify the different components of Indexed Universal Life (IUL) insurance, so you can 
gain the knowledge to present and discuss these policies effectively.

CHECKLIST FOR SUCCESS
•	Understand IULs: Gain a thorough 

understanding of how IULs function, 
including index options, caps, floors, 
and associated costs.

•	Identify target markets: Recognize 
the demographics most likely to benefit 
from IULs, such as High Earner Not Rich 
Yet (HENRY) clients, business owners, 
and those planning for retirement or 
long-term care.

•	Emphasize IUL benefits & 
considerations: Communicate the 
advantages of IULs, including death 
benefit, cash accumulation potential, 
protection from market downturns, 
and the flexibility to address various 
financial needs. Additionally, discuss 
any considerations that apply to your 
clients’ specific situation such as the 
cost for the policy, liquidity needs and 
other applicable factors.

•	Incorporate riders: Offer and 
explain the benefits and costs of 
riders, such as loan protection and 
chronic illness, to enhance the value 
proposition of IULs.

•	Provide transparent information: 
Ensure clients understand the policy’s 
features, costs, surrender periods, any 
guaranteed elements, and potential 
outcomes to facilitate informed 
decisions and alignment  
with goals.

Guarantees are backed by the financial strength and claims-paying ability 
of the insurance carrier.  
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CAPTIVATING CLIENTS:  
INNOVATIVE LIFE INSURANCE MARKETING STRATEGIES
Smart marketing isn’t about doing everything. It’s about doing the right things, the right way.

TWO AUDIENCES, TWO STRATEGIES
	ꥃ Consumers want education and clarity. Agents want tools and opportunity.

	ꥃ Build trust by offering value, from beginner tips to advanced growth strategies. 

MIX DIGITAL AND TRADITIONAL MARKETING FOR BETTER REACH
	ꥃ Direct mail still works—especially when well-targeted and personalized.

	ꥃ Amplify impact using social media and Google ads to mirror your mail audience online.

	ꥃ Claim and optimize your Google My Business and local listings to show up in “near me” searches.

	ꥃ Keep listings updated—reviews, hours, photos, and services build trust before you ever speak. 

EMAIL: STILL THE MVP OF RETENTION AND CROSS-SELL
	ꥃ Use email to stay at the top of mind, educate, and segment by client type or product need.

	ꥃ Create “client-only” Facebook groups to share updates, promotions, and build loyalty. 

PERSONAL BRAND > GENERIC MARKETING
	ꥃ Consumers want to know the person behind the message, so show your real self.

	ꥃ Share your story, personality, and life—it builds instant connection and lasting relationships. 

AVOID “SPRAY AND PRAY” MARKETING
	ꥃ Segment by age, gender, and geography—and use real-life language, not generic templates.

	ꥃ A well-crafted message to 100 people outperforms a blast to 10,000 with no focus. 

TRANSPARENCY IS EVERYTHING WITH AI
	ꥃ Always disclose when a chatbot or automation is involved—it builds trust, not confusion.

	ꥃ Set clear expectations for when a human will step in, especially with sensitive products. 

MEASURE AND IMPROVE—ONE STEP AT A TIME
	ꥃ Don’t chase perfection. Track open rates, click-throughs, and form completions.

	ꥃ Test one variable at a time—subject lines, button color, CTA language— 
and build on what works.
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UNLOCK AGENCY POTENTIAL:  
PROVEN STRATEGIES TO GROW LIFE INSURANCE SALES
Explore the financial benefits and strategic considerations when incorporating life insurance 
into their portfolio of services.

OPPORTUNITIES
One of the most significant benefits of adding life insurance to your product 
offerings is providing a more comprehensive suite of products. Offering a wider 
range of insurance products allows you to address a broader spectrum of 
client needs, deliver holistic services, and position yourself as a trusted advisor.  
Agents can potentially double their income by effectively offering and selling 
life insurance products, whereas agencies can scale business operations and 
increase revenue by incorporating life insurance into their services.  

KEY TAKEAWAYS
	ꥃ Strategic implementation: Agencies should integrate life insurance, 

carefully considering training, sales processes, and potential impacts on 
existing business lines.  

	ꥃ Training and support: Providing your team with adequate training and 
support is essential for successful life insurance sales.  

	ꥃ Focus on client needs: Emphasizing the client’s needs and the emotional 
value of life insurance can be a powerful sales approach.  

	ꥃ Leverage Technology: Utilizing tools like CRMs and quoting software can 
streamline processes, improve efficiency, and enhance client service.

CHECKLIST FOR SUCCESS
•	Start simple: Begin with a focused 

approach, mastering a core life 

insurance product before expanding 

into more complex offerings.  

•	Ask the right questions: Conduct 

thorough fact-finding to understand 

client needs and identify opportunities 

to offer life insurance solutions.  

•	Tell stories: When educating clients, 

use compelling stories and examples 

to illustrate the value and benefits of 

life insurance.  

•	Prioritize client service: Focus 

on providing excellent service and 

building strong relationships to 

increase client retention and cross-

selling opportunities.  

•	Embrace a holistic approach: 

Offer a comprehensive suite of 

insurance products to cater to diverse 

client needs and enhance  

client loyalty.
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