
TIV & Accuracy 
 

As you are all aware, any policy that is under $20,000 does not require any MIB, Script check, medical 
records or paramedical exam. No background check of any kind. However, Senior Life randomly and 
routinely does internal TIV (Telephone InterView) calls. These calls are designed to welcome the new 
client to the Senior Life family and quickly (less than 2 minutes) verifies the information on the 
application: Death Benefit amount, plan type, medications, health questions, effective date, etc. What 
Senior Life is actually doing is confirming the accuracy of the proposed policy and adding an extra layer 
to the policy underwriting to protect the agent, the client, and to ensure "good business" is being 
written. Unfortunately, there are times when this department discovers inaccuracies in medications, 
health questions, death benefits, etc. and will cause for the policy to either be re-written or the client to 
rescind their application. Due to the increasing number of these types of discoveries being made by the 
TIV department, I am passing along a few tips you can follow to help reduce these hiccups from 
occurring: 

1. You all have heard me say thousands of times that less is more, less is more, less is more. This is true 
is all areas with exception to two things - A) Taking notes B) Underwriting. In those two areas alone, 
more is more. When reviewing medications, don't rely on your client to just tell you the medications 
they are taking - have them to get up, get their list of medications or the actual prescription bottles, 
and physically give them to you. If you are able to see your client getting their prescription bottles, 
pay attention to see if they grab EVERY bottle in the pantry, purse, drawer, or wherever they are 
getting their bottles from. When you discover bottles are being left behind, ASK to see the bottles 
they didn't grab. Often times they will tell you they are no longer taking this or that medication, which 
doesn't matter. If they have been prescribed a particular medication in the past 2, 5 or 10 years 
(depending on the plan type - SPFD, PFD or STD) tell them you still need to inventory it.  

2. In the "Health" section of the SLICE app, it asks, "Do you have any serious health issues?" with the 
follow conditions to be selected as either Yes or No: 

 Heart Problems 
 Lung Problems 
 Kidney Problems 
 Circulatory Problems 
 Liver Problems 
 Have you ever been diagnosed with cancer or have you had a stroke? 

          There are a few things about this section that I need to point out. A) When selecting "Yes" to any 
of the conditions other than the last question, the system does not request any additional information 
about that condition nor ask any additional questions, like it does on the cancer or stroke question. B) 
This section only covers the primary major medical conditions but does not cover the other 1,000 
medical conditions a person could have like bipolar, glaucoma, narcolepsy, and so forth. When you get 
to this section, ask the following question, "Over the years, have there been any medical conditions 
you've been diagnosed with or treated for?" Once they have responded with their medical condition(s) 
follow with asking, "What else?" and continue to ask, "What else?" Until they tell you that's about it. At 
the bottom of your Discovery, you have a handful of lines to take down additional notes. Again, you can 
NEVER take too many notes. C) Everyone should be carrying around a copy of the Common Health 
Conditions Guide with them in every appointment. ANY AND EVERY medical condition your client 
mentions MUST be looked up in this guide to see what plan they will actually qualify for. A copy of the 
CHCG is attached to this email and also found on the FWA Agent Resources Drive.  



 
        Once you get to the health questions on the actual application, you cannot rely on your client to 
answer the health questions accurately on a plan you are setting them up on but don't really qualify for 
based on whatever condition they told you about - or didn't tell you about because you didn't probe 
hard or thoroughly enough. Remember, YOU are the Underwriter and it is your job to collect as much 
accurate information you can so you can place them in the correct plan type. NO ONE enjoys receiving 
an email from underwriting tell them that during a TIV it was discovered that the client is taking XXX 
medication or being treated for XXX medical condition, does not qualify for the plan that was written, 
and must be re-written as XXXX.  
 
       One of the things I mention during the Cool Down (Persistency Playbook Chapter) with my client is 
that there is a chance they will receive a welcome call from the home office. I prepare them for this call 
by letting them know this is simply a welcome call and a quick review on their application to ensure 
accuracy. I use this as an opportunity to point out the level of customer service we provide and further 
proof that we will be there when their family will need us the most. "It also helps protect you, so just in 
case you do receive one of those calls; it's a legitimate call from the home office" 
 
Corrections - Should become a thing of the past when using SLICE but this hasn't been the case. Fact> 
When using SLICE, you cannot miss a section, form, signature, or anything else when using. Every 
application that gets submitted will get submitted correctly; however, that doesn't mean that all the 
information you ENTERED is accurate. For example: banking information. When typing in the routing 
and account number, if you enter this information incorrectly, the payment will not go through, the 
policy will not issue, and you will not get paid.  Folks, I know I constantly preach about time being so 
precious but when inputting information into SLICE, please slow down and double and triple check your 
work for accuracy before proceeding to the next screen. This especially includes social security numbers 
and phone numbers,  
 
**TIP** When your client does not have any checks or has a savings account and the initial payment is 
via initial withdraw, when collecting your clients banking information, verify the account by looking at 
their bank statement or their bank card that financial institutions provide with this particular 
information on it. Obviously not their debit or credit card. By doing this, you know you are entering in 
the full and correct account number eliminating any possibility the client forget or misread a number. 
Simply tell the client you must verify their information for accuracy as we sure don't want to bill 
someone else’s account :) 
 
May these tips be helpful in getting more business issued without any hiccups. 
 
Happy Selling! 
 


