
 

 

 

 

 

 

 

 

 

 

 

 

 

 

Phone Script Essentials 

Everything you need to set appointments 

✓ phone script 

✓ client info sheet 

✓ sample lead 

✓ rebuttals 

Dick Sylvester’s Phone Training 



Bonus lead phone script 

 

 

Hi (first name on the lead)? Raise your voice like you know them. Pause until they acknowledge you are 
talking to John. 

This is _(say your first & last name)_. I’m following up on that letter you sent back on your mortgage with 
___________ about mortgage protection. (No pause) Our records indicate this hasn’t been take care of yet 
and I’ve been assigned your case but I need a little more information to give you the quote that you had 
asked for. (No pause) Do you have just a moment? 

The letter indicates your mortgage is $_______.  Is there a second mortgage with that?  

There are two ages listed. (do not pause) Your age is 45 but you did not give us your birthdate? Do you 
smoke or chew? What is your height/weight?  

Your wife’s age is 45 and what is her birthdate? Does she smoke or chew? What is her height/weight? And 
what is your (wife’s) first name? (If it is not on the lead) 

Do either of you have any health issues (or medical problems) we should know about? 

If yes, ask “What do you have? How long have you had it? Is it mild, moderate, severe?  
What do you take for it?” 

Do either of you currently take any prescription medications? Have either of you taken any other 
prescription medications in the last five years? 

Have either of you had any major or minor surgeries in the last ten years like cancer, stroke, heart attack, or 
diabetes? (Pause) 

And what are your occupations? 

I will put together 15-20 different proposals, (pause) I’ll select the best 3 or 4 out of those, (pause) when 
would be a good time to go over those with you to see what you qualify for? (No pause) Do you prefer 
morning, afternoon, or evening? (slight pause after morning & afternoon) 

With that in mind, I have a Monday at 6:00, or 8:00pm and Tuesday at 4:00 or 6:00pm — which is best for 
you? (Always give two options on two days to get them started.) 

Coming from (you pick the nearest landmark or interstate) how do I get to your house? (Always ask for 
directions despite using a GPS. Don’t ever actually mention the word ‘GPS’) 
 

After the appointment is set, posture them to keep the appointment: 
 

I’m going to send you a yellow card to put on the refrigerator as a reminder. If for some reason this time 
won’t work, let me know because every week I have 5 or 6 people who want to see me who I don’t have 
openings for and that will allow me to put one of them in your place. 

And what time did we say your appointment is? (Wait for confirmation.) Ok, I’ll see you Tuesday at 6:00. 



CLIENT FACT SHEET

Name:
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City, State, Zip:
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Mortgage Amount:
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Phone #:   Best Time to Call:

Height:  Weight:  Smoker:

Medication(s) (Past 15 Years)

Medication:
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Medication:
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Hospitalizations (Past 2 Years):

Income Source(s)
& Monthly Income:

Coverage:

Coverage Amount:
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BORROWER CO-BORROWER

MEDICAL INFORMATION
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Phone Script Rebuttals 

“Send Me Something” — 3 levels of response (follow in order) 

 
Well, (name)__________, I’d love to send you something. But you’re going to get 35 or 40 things in the 

mail from different companies trying to sell you insurance for the mortgage. Some of those plans, if you 

die of a heart attack or cancer they don’t pay. So what I do when I meet with people is I’ll explain to 

them how the other programs work. I’ll show them what I put together and explain why I put it together 

that way. And then you decide from there which way you want to go. So, I've got a 6pm Monday or 6pm 

Tuesday. 

 

You know, (name)__________, I don’t know whether to send you a 10-year term, a 20-year term, a 30-

year term, a return-of-premium, a UL, an IUL, a VL, a whole-life, a declining term. When we meet with 

people, we literally design something that’s based on their need and their budget and we don’t know 

what your need is and/or what your budget is at this point in time. So, I have a 6pm Monday or 6pm 

Tuesday. 

 

(Name)__________, let me explain. The letter you sent back for mortgage protection may qualify you to 

buy life insurance without doing the exam. And, that’s huge. We’ve had five men the day they bought 

the insurance from us had prostate cancer and didn’t know it. Two of them have died since but since the 

company was taking all the risk, they were covered anyway. Now, the insurance company, because 

they’re not going to send a nurse to your house to stick you with a needle and take blood and get a 

urine test, actually wants us to make sure that you are who you say you are, so when we get there we 

actually have to see a drivers’ license or a picture ID. You do have a driver’s license, don’t you? (Wait for 

a yes) So, I have a 6pm Monday or 6pm Tuesday. 

 

(If the person is still resistant, protect your attitude & mindset by saying the following.) “Well, if you 

want to make a note of my phone number, if you get something through the mail from somebody, you 

don’t have to be buying something; you can just call me and ask questions.”  

 

By having positive closure, now you’re ready to call the next person without raising your blood pressure. 

Not everyone says yes! 

How to check for spouse or significant other 

If a person appears to be single on the lead, qualify them to be sure there is no spouse or significant 

other.  

“I have your date of birth as July 13th, 1973 and I show you don’t smoke, is that correct? 

And who would your beneficiary going to be?” 

My spouse – Ok, (verify spouses date of birth and whether they smoke) 

“Anyone else?” – “Ok, are you married, single or engaged?” 

Then continue with the script verifying the info for both. 



Objections after the first paragraph 

I’m not interested 

 

I can understand that, was it because you’ve priced it already? 

Yes 

Do you know if what they showed you was the A, B or C protection?  (I’m not sure is always the answer.) 

The reason I asked is because most agents only show the A protection which is the most expensive type, 

without showing a person the B and C options. We show all 3 types and let them make their own mind 

up about what’s best for them. I’ve never seen a time when I couldn’t help a person get protected 

because it wasn’t affordable. 

With that in mind I need to verify the information you sent in to us and then I’ll get some quotes out to 

you, ok?  

Isn’t that just life insurance? 

It is life insurance designed specifically to protect the mortgage. It also has the ability to return all the 

premiums if a person outlives their policy and also provide income in the event of a medical disability 

causing a person to lose time at work. Those are some of the things mortgage protection can do. With 

that in mind I need to verify the information you sent in then I can get some quotes out to you, ok? 

We already got it taken care of 

That’s always a good thing to hear. Let me ask you, if I can help you save $15-30 per month compared to 

what you are paying for the same protection, is that something you would want to see? Let me verify 

the information you sent in and then I’ll get some quotes out to you, ok? 

I’m busy, can you call me back? 

I only have about 15 seconds worth of questions to verify and then I can get some quotes out to you. Do 

you have 15 seconds worth of time? 

How much does it cost? 

Everyone is different but I can honestly say I’ve never seen a time I couldn’t help a person get protection 

because it wasn’t affordable. 

Can you email me some quotes? 

This is exactly the reason I’m calling I need to verify the information you sent in and then I’ll get some 

quotes out to you, ok? 

 

 



Objections after you offer an appointment time 

Can you send me something in the mail/email? 

I wish I could but the insurance carriers require that I can guarantee your insurability, the only way I can 

do that is to see you, but don’t misunderstand what I’m doing. I’ll be seeing about 12-15 people that day 

so I’ll only have about 15 minutes to show you those quotes. With that in mind would it be better to 

drop your quotes off in the morning afternoon or the evening? 

I can’t make it within 48 hours 

Is that because of your work schedule? Yes 

Is that a 9-5 schedule? Yes                                                                                                                                                      

I have Monday at 6pm and 8pm — Do you want the 6pm or the 8pm? 

My spouse doesn’t need to be there 

Is she going to be your beneficiary? Yes 

And you’ll be her beneficiary? Yes 

Because this pertains to both of you I’d rather meet with you together and don’t misunderstand what 

we’re doing, I’ll be seeing 15 people the day we meet so I’ll only have about 15 minutes to go over the 

quotes with you. So will mornings, afternoons or evenings be best for the two of you? 

We’re really busy 

 

I’m really busy too, I’ll be seeing about 12-15 people the day I see you. I’m only going to have about 15 

minutes to explain the quotes to you. So, will you have 15 minutes in the morning, afternoon or 

evening? 


