
,; 1 �9-!-n� In-Home Presentation 

There are five points to focus on while you are in the home. Each point is a critical part of your 
in-home success. In fact, we believe your chances of success are very slim without covering the 
following points carefully. The points are as follows: 

D CONNECT (BUILD RAPPORT)

li1 CREATE A DEATH BENEFIT TO PROTECT THEIR FAMILY (YOU CANNOT MAKE A RECOMMENDATION ON A 
� PRODUCT UNTIL YOU KNOW WHAT THEY QUALIFY FOR)
l='J FIND THE PAIN (PEOPLE WILL ONLY BUY IF THEY HAVE PAIN, YOU NEED TO EXPOSE THAT PAIN. 
ICI WHAT WILL HAPPEN IF THEY DON'T HAVE PROTECTION IN PLACE?) 

m PROVIDE A SOLUTION TO THEIR PROBLEM

0 BONDING AND DISCOVERY

Attire: 

Business casual is always a safe bet, dress jeans are fine but not casual jeans. Skirts and pantsuits are 
also fine for ladies. No shorts or athletic shoes or flip flops. Ties and sport coats are not necessary, we 
are working with middle income America and that can be intimidating. 

Appointment Mindset: 

Your mindset is critical during the in-home process. Everyone between the ages of 18 and 85 have at 
least thought about death protection at one time or another, either because they got married, had kids, 
created a debt, started a business, or wanted to pay for final expenses. 

The lead program has found these people at the time that they've created a debt. You could cold call 100 
people a day and you will find them along with people who just got married or had children etc. Our 
Mortgage protection and final expense lead programs are an assumed sale. Most agents in the insurance 
industry are looking for suspects to turn into prospects, a suspect is anyone who is breathing and the 
agent's job is to somehow figure out how to meet them, strike up a conversation and see if they are at 
least open to talking about insurance, then they would have a prospect. We have found the prospects 
with our leads. We are talking to people who have raised their hand and said, uYes, I am interested in 
talking to someone about insurance." 

View yourself as an order taker with a very direct approach. This is an assumed sale. The client has taken 
the time to fill out a request for protection and they have already thought about this issue. You are a 
problem solver. Remember, less than 2% of those who receive our letter fill it out and send it back in. 
Focus on this fact and focus on the fact that our letter has triggered an emotional response from the 
prospect that they desire to protect their family. 
Always remember you are selling a death benefit to take care of a problem for them. 

Don't get caught up in the insurance language of Whole Life, Term Life and Universal Life, it's confusing 
and will confuse your clients. Use terminology like Permanent and Temporary insurance and always use 
udeath benefit" to describe mortgage protection. 



Overview of the Day:

Who We Are:

Connect (Build Rapport):

Explanation of Benefits:



Client Worksheet:

Finding the Solution:

Finding the Pain:



Bonding & Discovery:
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