
 

 

7 Step System Overview 

Step 1) Get in the door: “Hi Mark, my name is Rusty, I'm the Senior Benefits Coordinator assigned to your 

request and Mark, I have the benefits package you had ordered” (point at the Direct Mail lead card when 

saying “you had ordered”) I know you’re busy, I just need 5 minutes and I’ll be on my way - May I come 

in?" 

 

Immediately Transition to Step 2 

 

Step 2) Make a Friend: Spend the next 3 to 5 minutes learning about their family starting with how long 

they’ve lived in the area/city. Then learn about kids and grandkids. Make it conversational. 

 

Transition to Step 3 “Speaking of family, that’s what this is about. You responded because you love and 

care about your family and want to ensure that when you pass away, you don’t want to leave any kind of 

an immediate burden on them to have to deal with. My job here is to determine your benefits and leave 

you in a better position than how I found you” 

 

Step 3) LPG Eliminator: “Now before we go any further, I want to first find out what page you are on. 

When people inquire into this kind of program (point at their handwriting on the card again when saying 

that) it’s because of 1 of 4 reasons and I want to know which one of the four it is with you. Either 

a. These folks have no savings and no coverage, basically nothing in place to help cover 

their funeral or cremation  

b. They have some, but they don’t feel like it’s enough, especially with the way inflation has 

been here recently 

c. They just recently got a plan or policy of some sort but they are trying to find a better 

deal or to get a better rate 

d. They have plenty of money or insurance and they are fine with what they have. They just 

want to get all of their funeral or cremation preplanned and taken care of so they don’t 

leave any immediate burden behind for their family. 

Out of those 4, which one of those 4 is it with you?”  

 

~After their answer, Transition to Step 4: “Ok, that gives me a track to run on. (as you remove the lead 

from the clipboard and point to the Discovery Form say) What I’m going to do is just ask a few more 

general questions to better understand your situation and needs and we’ll just go from there” 

 

Step 4) The Discovery Form: Remember, this is where 90% of the sale is made 



 

 

Transition to Step 5: “I first want to commend you for having the foresight for taking care of this. Here’s 

the good news - based on everything you just shared with me, this program is definitely the perfect fit for 

you. This program was specifically created for individuals/families like yourself, veterans and families 

over 50 that are on fixed or limited incomes. After these past (XX months/years) it’s time for you to start 

having some peace of mind for once, wouldn’t you agree? Absolutely. Lets do a quick review of your 

health and determine the benefits you qualify for”  

 

Step 5) Start SLICE application till product type is determined 

 

Transition to Step 6: 

If Super Preferred: “Alright, I’ve got some fantastic news – it appears that you are one of the very few 

that might qualify for the absolute best plan you could hope for. A Super Preferred plan. That is 

awesome! Whatever you’ve been doing throughout the years to stay healthy, it’s paying dividends for 

you now. Congratulations. Alright, here’s how that” 

 

If Preferred – Modified: “Alright, I’ve got some fantastic news – it appears that you are able to qualify 

for one of the best plans we can offer, which is awesome so congratulations on that. Alright, here’s how 

this program works” 

 

If Guaranteed Issue: “Alright, I’ve got some fantastic news – it appears that we are going to be able to 

get you qualified, which is awesome so congratulations on that. Alright, here’s how this program works” 

 

Step 6: The Presentation, starting with what they are concerned with the most. Funding – Life Insurance 

first. Planning – Legacy Assurance first. Both – Legacy Assurance first.  

 

Transition to Step 7: “How’s it going to make you feel knowing that when you die, all BENEFICIARY has to 

do is make one phone call and everything else will be taken care of for them. How will that make you 

feel?” (They Respond) “Indeed. And they deserve that. Let’s figure out which option is going to work best 

for you”  

 

Step 7: The Close. Provide 3 options on the 3 choice close form. Review death benefit amount, 

Accidental Death then premium for all 3, one at a time. “Out of these 3, which one of these makes the 

most sense?” 

 

Have them complete referral form while completing the application 


