ZOOM MORTGAGE PROTECTION SCRIPT

BEFORE YOU START TO SCREEN SHARE.

CHIT CHAT FOR A FEW MINUTES> BE FRIENDLY

AGENT: Did you recently refinance or purchase?

Great, the way these programs work is Banks used to offer them but our products are better and
have more options, so basically we get your info, then set up a quick zoom to see what your options are.
Also, this is a free service and no obligation to start a policy, we are just supposed to go through what

your options are.

Sound Fair?

Great, Ok | am going to share my screen, let me know when you can see it ok.

First slide opens. Start here.

MORTGAGE

PROTECTION

PROTECT YOUR MOST IMPORTANT ASSET: YOUR HOME




Agent: So | do Mortgage Protection, here is my national Producer number and my name.
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AGENT: Here is my State License, and my Drivers License and business card, so you can see | am a

real person. (I also mention | am licensed in about 22 other states.)



NEXT SLIDE

WHAT I DO

Life
* Mortgage Protection .
« Term, Universal and Asset Strateqies
Whole ¢ Annuities
* Final/Burial Expenses * Indexed
Universal Life

* Fixed Index

Health Annuities

* Accidental Coverage
* Critical Illness

AGENT: | do more than just Mortgage protection so | can also answer questions about IUL’s,

Annuities, Final Expense, Accidental policies, and anything other questions you might have about

insurances.



NEXT SLIDE

WHY I DOTHIS
I

f FAMILY FIRST LIFE

AGENT: | always like to show this, this is my family, and (say a little bit about why you do this and

yourself) KEEP IT KINDA QUICK. Very quick if they are looking impatient, longer if they sound interested.



NEXT SLIDE

What are you hoping to accomplish with this coverage?

WHAT WEWILL DO
* Go Through The Health Information

* Review Financial Need
* Find Options Available
* Help Apply With The Carrier

AGENT: So | am just going to ask a couple health questions.
Review your financial needs and see if this is even something you need.
Then, look and see what options might be available for you.

and finally help you with an application if it looks like we might be able to get you approved for
something. If it doesn’t look like we can help you or you don’t need it we will close your file so you don’t

get any more calls from us.

Sound Fair?



NEXT SLIDE
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AGENT: So | represent most of the companies available in the state of
The way insurance works is a company like Mutual of Omaha is not allowed to charge different prices
based on where you get your policy. So, if you go through me to get it, or directly to Mutual of Omaha,

or through any other agent it will always be the same price.

So the benefit of going through someone like me is | can shop everyone at once instead of you

having to talk to 20 different agents to see what is out there.

NEXT SLIDE



10 Leading Causes of Death by Age Group, United States - 2018
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Prevention and Control

| think this is interesting, this is the top ten causes of death by age group, so if you are under the age

of 45 it is almost always some sort of accident. If you are over age 45 it’s cancers, heart issues, etc. So

we want to always protect for the most likely cause of something bad happening.



NEXT SLIDE

HEIGHT AND WEIGHT?

TOBACCO/NON-TOBACCO?

DIABETES?
M (DIAGNOSIS DATE, MEDS, INSULIN, COMPLICATIONS)
V CANCER?

(DIAGNOSIS DATE, MEDS, LAST TAKEN)

HIGH BLOOD PRESSURE?
(HOW MANY MEDS, HOSPITALIZED)

HEART ISSUES?
WHAT H EALTH (BLOOD THINNERS, STENT, A-FIB, HEART ATTACK)

QUESTIONS?
LUNG ISSUES?
(COPD, CHRONIC ASTHMA, MEDS)

STROKE?
(DIAGNOSIS DATE AND MEDS)

SLEEP APNEA?
(FOR SNORING, ON OXYGEN)

AGENT: So my first question for you, how old are you? Great and your spouse* if applicable. WRITE

THEIR ANSWERS DOWN WHILE THEY TALK< SO THEY CAN SEE YOU ARE LISTENING>

And do either of you have any of the issues on this list. (makes them read it and look at the screen,

also you can find out if they are paying attention.)

Make checks next to what they have.



NEXT SLIDE

ancial Needs
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AGENT: And what do you owe on your Mortgage? WRITE DOWN THE ANSWERS

What could you sell it for if you had to sell it tomorrow?

*Compliment them on their equity if they have some.

*Comment that banks will foreclose a lot quicker if you have lots of equity like you guys do, so it’s

really important to protect that.

AGENT: What do you do for work? What is your NET INCOME after taxes each month. (ASK FOR ALL

PARTIES). WRITE DOWN THE ANSWERS

What is the total of your monthly bills per month?

Great that leaves X amount left over each month does that go into savings?

Great how much is in savings about?



Great, do you have anything else like 401k, IRA etc available so in the event of something bad

happening you could access it.

Great, do you have any kids or dependents relying on you each month? What'’s the youngest ones

age? GET ALL THE AGES< AND NAMES>

Great, well this gives me a good picture.

SUMMARIZE THEIR SITUATION>

AGENT: So, it looks like if BOB were to pass away tonight unexpectedly, Mary and your two kids

Mary Sue, and BOBETTE would be in pretty bad shape wouldn’t they?

Ok so it definitely looks like we have a need here. FIND A NEED OF SOMESORT>

FIND A DBM> Dominant buying motive. WHY DO THEY NEED THIS? NEXT SLIDE

Term_WhoIe
I.U.L. Annuity

Income:
Savings:



SUMARIZE WHAT YOU THINK IS BEST FOR THEM>
EXPLAIN THE DIFFERENCE BETWEEN-TERM WHOLE IUL. Or whatever you think is best and why the

others aren’t as good.

EXPLAIN LIVING BENEFITS< CHRONIC CRITICAL TERMINAL ETC>

AGENT: Chronic lllness is when you can’t perform 2 of the 6 daily “activities of life” like feed yourself,
dress yourself, etc. The policy will start sending monthly money and if it turns out to be permanent you

will get a big check.

Critical iliness is cancer, heart attack, stroke, bad stuff. 30% of the population at some point is going to
get cancer, 30% is going to have heart disease so even though you may not pass away during this policy
there is a much higher chance of using it when it includes these riders. If any of those happen you get a

big check. That way you aren’t worried about losing your house while you are trying to fight to live.

Terminal illness is if any doctor tells you that you have less than 2 year to live. IF that happens you get a

big check.

WRITE DOWN THE PRICES AND ASK WHAT LOOKS LIKE IT WOULD MAKE THE MOST SENCE.

ONCE THEY PICK ONE,

GREAT WELL LET’S SEE IF WE CAN GET YOU APPROVED AND START THE APPLICATION.



OBJECTIONS>

>| WANT TO THINK ABOUT IT.

AGENT: Great well that is how this works. What | would recommend is you find the one you are
most likely to take and we apply to see If we CAN get you approved. If you do get approved you have 30

days to make any changes. Sound good?
| DON'T NEED IT.

AGENT: Well, from what | could gather about (kids names or wife’s name or ) they would be in

pretty bad shape if something happened to you.

SINGLE PERSON> DOESN’'T HAVE ANYONE TO WORRY ABOUT
Well, Bob the thing | think you will like the most about this policy is the living benefits. All policies cover
you if you die, but you don’t really have anyone to worry about if that happens. This policy will help you
while your alive with critical chronic and terminal iliness riders. Critical illness rider covers you if you get
cancer, heart attack, stroke, etc. 30 percent of the population at some point is going to get cancer, 30

percent is going to have a heart issue, so this would protect you if that happened.



