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train horses as a hobby. He loves to trail ride at home and in the Shawnee 
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B efore we dive into the nitty-gritty stuff, we want to share with you how 
simple it is to start selling life insurance. 

Yes, life insurance can be complex. However, there’s an entire Life Department 
at New Horizons that makes it incredibly easy to skip the heavy product 
knowledge and instead focus on closing the sale.

Long story short: you don’t have to know everything to start selling life 
insurance. It’s still your commission — we just take some of the burdens out 
of the process.

What We Do What You Do
Scrub your application Complete application with your 

client

Submit your application to the 
carrier

Transmit to New Horizons  
(email, fax, or mail)

Order all requirements  
(exam, apps, etc.)

Receive case status updates

Keep you informed of case status Check your bank account for your 
commission!

Overall, do all legwork  
needed to place your case

In this quick guide, we’ve 
put together 5 mini-chapters 
and a conclusion that are 
going to give you a primer 
on the following topics:

1.	 Basic product information
2.	 Conversation starters
3.	 How to do life insurance policy reviews
4.	 Sales techniques and sample scripts
5.	 Answers to common FAQs
6.	 Next steps 

So many of us only sell Med Supp policies, but life insurance is quite possibly 
one of the easiest add-ons. Most people know they need it, and many already 
have something in place.

Our hope is that this guide will give you the confidence and comfort you need 
to start offering this to new and existing clients.

Your clients (and your bank account) will thank you.

Introduction
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Life Insurance 
Types  Basic  

Product Information

Chapter 1
Life Insurance 

Types D Basic  
Product Information

Before you do anything for a client, you need to un-
cover why they currently have or why they need life 
insurance.

It’ll be one of 4 reasons:

1.	 Leave a legacy
2.	 Cover final expenses and burial costs
3.	 Income replacement for those that are dependent on current 

income
4.	 Cover outstanding debt

Once you know the purpose of it, you can find out if they have enough.

The purpose for the insurance and the current death benefit amount 
will have a direct impact on the recommendations that we give.

This chapter will only tell you what you need to know, and you’ll have a 
better understanding of which type of insurance is best for each type of 
situation. 

Life with Long-Term Care
A permanent life insurance policy with the LTC rider provides a single 
solution to help meet critical needs that clients often face. 

Those needs include:

•	 Immediate funds in case of death
•	 Monthly access, if needed, to a portion of the policy’s death 

benefit to help pay long-term care expenses

This is the most complex policy, and it’s often the most expensive. 
However, the commissions on these policies are greater than most.
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Whole Life
Whole life insurance is a type of permanent insurance that also builds 
cash value. It’s known to be one of the most expensive types of life 
insurance. 

Whole life participates – its dividends buy more insurance that in turn 
go back into the policy. This is called paid-up additions.

All you really need to know about whole life is that it accumulates cash 
value and is more expensive than other types of permanent life insur-
ance. 

Final Expense
Final expense policies are used to cover funeral costs and any final bills 
associated with the end of life. These are typically the policies with the 
lowest death benefits. There are 4 different types of final expense poli-
cies: level, graded, modified, and GI.

Level

Level plans are the least expensive and provide an immediate death 
benefit.

Graded and Modified

Graded and Modified final expense plans will pay a portion of the 
death benefit or offer a return of premium + interest during the first 2 
years. After 2 years, the client will qualify for the full death benefit.

Guaranteed Issue (GI)

A guaranteed issue final expense plan has no health questions. 

Everyone within the age parameters qualifies for this plan. There is a 
2-year waiting period for the client to qualify for the full death benefit. 
If the client dies within the first 2 years, the beneficiary would receive 
return of premium + interest.

If you’d like to dig in and learn more about final expense policies, read 
Final Expense Insurance: Level, Graded, Modified, and GI (2nd Edition). 
 
You may also like our Final Expense Tip Sheets, which include all the 
important information you need about our top final expense carriers, in 
one place.

Universal Life
Universal Life offers a permanent solution for a client with possible 
flexibility of premium and cash accumulation potential.

Term
Term life insurance is the most economical product to carry larger 
amounts of death benefit that are affordable. 

This is typically used by clients interested in covering debt or income 
replacement in the event of premature death. Term life is for a specific 
term ranging from 5-30 years.

This is typically the least suitable policy for the senior-aged 
market.

Life insurance types and basic product information
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Bringing up the topic of life insurance truly doesn’t 
need to be difficult. In fact, I think you’ll read this 
chapter and wonder why you haven’t been doing it all 
along.

Nevertheless, we have 2 recommended suggestions for effective conver-
sation starters.

Using a Client Needs Assessment
If you haven’t already downloaded the Client Needs Assessment, you 
really should. This is the single largest reason our agency has seen sub-
stantial growth in the past 2 years. You can find that in your Training & 
Marketing Kit.

Questions 7 and 8 are going to aid you with bringing up the conversa-
tion.

Question #7: Are you currently carrying any life insurance, and are 
you still paying premium on it?

You have to make sure to throw in the second half of this question — 
“and are you still paying premium on it?”

When you ask that first half — “are you currently carrying any life 
insurance?” — the client is probably going to be very skeptical. They’ll 
say things like, “Yes… I have it, but I don’t want to talk about it, be-
cause I’m happy with it.”

But as soon as you finish off that question with “and are you still pay-
ing premium on it?” it totally changes the mood. They transition into, 
“Yeah, I am. Should I be?”

Conversation 
Starters

Chapter 2
Conversation 

Starters
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From there, you can ask some follow-up questions to get some more 
details. It seems minor, but having that last half of the question has 
made a big difference for a lot of our agents. 

Question #8: Have you made any arrangements to take care of final 
expenses?

You can tag on a final expense policy to a Medicare Supplement with 
ease. In any case, if they don’t have final expense insurance or insur-
ance that will cover these costs, you can build the need by asking this 
question.

You should also inform your client that the average cost for a funeral 
is around $15,000. If they have made arrangements, but it’s only for 
$5,000, you can help by adding on the appropriate amount.

If they have a pre-paid funeral in place, you shouldn’t be trying to pitch 
final expense insurance.

Simply Asking
It sounds too simple to even mention, but quite honestly, most of the 
agents selling life insurance for New Horizons simply ask.

They’ll pose the question, “Do you currently have any life insurance?”

This is about as straight and to the point as it can get.

If the client doesn’t have life insurance, that’s when you bring up the 
need and do your sales pitch. Sales techniques can be found in Chapter 4.

If they do, ask for their latest annual statement, and send it to me 
(Kirk). It’s honestly that simple.

2 Major Problems You’re Avoiding
Many agents don’t realize the 2 huge problems that come with avoiding 
the topic of life insurance. When you bring up the conversation, you’re 
steering clear of these issues.

#1: Your clients don’t know you even offer life insurance.

If you do offer life insurance, but you don’t mention it in your meet-
ings, your client won’t know that you sell it. Then, they’ll purchase it 
from someone else, and you’ve just cheated yourself out of a sale.

If you don’t offer it, that’s sort of the flip side. Your client still wants and 
needs it, so you’re still on the losing end. 

#2: Your client’s family will feel failed by you.

A daughter once came into her agent’s office and ripped on him for not 
offering life insurance to her mom.

There they were with funeral costs, and the agent sold her a Med Supp, 
but he never once offered life insurance.

In the daughter's eyes, that agent failed her entire family.

This is a real story, and this is not the only time this has happened. 
When you don’t take care of your client, you’re failing their family.

And when life insurance is one of the easiest products to pitch (thanks 
to our Life Department), there’s no reason to avoid it.

Conversation Starters
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Doing the Work

 
How to do  

Life Insurance  
Policy Reviews

Chapter 3
How to do  

Life Insurance  
Policy Reviews

If you don’t want to know everything that goes into a 
life insurance policy review (or you’re short on time), 
you can still get started very easily.

All you need to do is get the client’s most recent statement and send it 
to me, Kirk Sarff. Don’t worry — this is still your client, and you still 
receive all of the commission. I can begin the process for you, and you 
can learn everything else as you go.

I can’t stress enough that you don’t have to know everything! We are 
your support team, and we’ll be alongside you every step of the way.

The bottom line: If you don’t want to know every detail just yet, all 
you need to do is find out why the client needs life insurance and get 
an annual statement of what they currently have.

If you’re interested in more details, you should the article How to Do a 
Life Insurance Policy Review.

Here are the cliffnotes from that article in a Q&A format.

Q: �When should I do a life insurance policy 
review?

A:	� We recommend working this into your Client Needs Assessment (CNA). 
Question 7 brings up the topic of life insurance, and from there, you can 
begin the discussion. You can also bring it up by sending out direct mail. 
There are a few different options to choose from in the marketing kit.

Q: What do I need?

A:	� In short, the latest annual statement or an in-force illustration. It also 
helps to have a general concept of the client’s health as well as their rea-
soning for needing a life policy.
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Q: �What do I do with the statement once I 
have it?

A:	� Send it to me (Kirk) for review. You can email me at ksarff@nhmteam.net.

Q: �What’s the point of doing a policy review?

A:	� To help the client! We can see if they’re getting a good deal, and we can 
provide alternative options that might improve their current situation. 

Q: �How often should I do a policy review?

A:	� Once a year, if you can.

Q: �What Should I know about lapsing policies?

A:	� It’s really common in universal life policies from the 80s and 90s. Check 
on the age the policy is going to lapse, and then bring it to me (Kirk) to 
review.

Q: �What Should I know about taxable events?

A:	� We can transfer the cash value from an existing life policy to a new one 
with no tax consequences. We do this with a 1035 form.

Q: �Do you foresee any issues with changing 
someone’s life policy?

A:	� The biggest issue centers around educating the family. Sometimes, there’s 
give and take, and the family needs to be aware of the change and why 
that change is being made.

How to do Policy Reviews

Ready to get Started?
Just Send me a copy of your  

client's latest statement

888-780-7676
Fax: 217-233-0280

ksarff@nhmteam.net
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Even if you’ve never talked about life insurance a day 
in your life, it’s fairly easy to jump the learning curve 
and get things moving.

In Chapter 2, we talked about using the Client Needs Assessment to 
get the conversation going. Assuming you’re either doing that or just 
simply asking if they have life insurance, you still need to keep the con-
versation going!

Sell to the Need
A huge part of your sales technique is pulling out and selling on the in-
dividual’s need. Everyone needs life insurance, but not everyone needs 
it for the same reason.

For example, let’s say you have a 70-year-old woman who has no close 
relatives and a lot of assets to protect. In this circumstance, you might 
bring up the possibility of a life insurance policy with a long-term care 
rider. 

You might say something like: 

“�You don’t have any close relatives to leave an inheritance to, but the 
flip side of that is you don’t have any close relatives to take care of 
you should you need it. A life insurance policy with a long-term 
care rider will make sure you don’t lose your home and your sav-
ings to the nursing home, and the great thing is you’ll never lose 
that money. It will be used.”

That’s much more personable, and it’s selling to the individual’s need.

Simply ask your clients why they have life insurance, or find out why 
they might need it. Refer back to Chapter 1 for the 4 main reasons peo-
ple purchase life policies.

 
Sales Techniques 

 
Sample Scripts

Chapter 4
Sales Techniques 

D  
Sample Scripts
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From here, you can determine if the policy has enough of a death bene-
fit to fulfill its purpose. If it does, great! If not, you could be doing your 
client a great service by offering up some solutions.

Clients Who Don’t Have  
Life Insurance
If you’re starting from scratch, it’s best to begin by finding out why the 
client needs life insurance (as always).

Once you determine that, you can proceed with your pitch. 

Final Expense

If your client has nothing in place for their funeral costs, you should 
begin by suggesting a final expense policy. 

Say something like: 

“Mrs. Jones, you don’t want your family members to be responsible 
for your final expenses. There’s a great way to take care of that need 
so your family doesn't have to. The best thing we can do here is that 
I’ll run you some quotes, and I’d like to recommend a death benefit 
of at least $15,000.”

You can then explain that the average cost of a funeral is around 
$15,000. I’d also suggest that you personally look up the cost of funerals 
in your state – it does vary a little bit.

Life w/ LTC

After you go through your CNA, you should have a good idea of the 
assets your client needs to protect. One of the biggest threats to their 
assets is a long-term care stay.

Sales Techniques and sample scripts

One final note on this subject: As we go through this discussion of life 
insurance, it all comes back to the need. We are 100% selling to the 
need. We aren’t just selling life insurance because we want to make 
money or bring home some nice commissions. We’re going to uncover 
where there’s a need and we’re going to determine how we can help our 
clients. 

Clients Who Already Have  
Life Insurance
Let’s say your client already has a life insurance policy, and it’s for final 
expenses. You first need to ask what the death benefit is.

If it’s anything less than $15,000, you need to have a dialogue about the 
average cost of a funeral.

“�The average cost for standard selections in the state of Illinois is 
$15,000.” 

Now’s the time to pull out any charts or resources you brought with 
you.

“�Mrs. Jones, I’m going to be recommending that you have a little bit 
of additional life insurance to cover that need.”

Let’s say your client has a life insurance policy that’s meant to help their 
family out financially. Let them expand on how they plan to help their 
family. 

Once you find out what their life policy is supposed to cover, you can 
start digging deeper with a question like: 

“�How much do you think you need to carry your grandkids 
through college?” 
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60-90 days. Then, we can present you with some pricing options so 
that we can choose something that fits your budget.”

Term Life Insurance

Term policies are going to be for a younger crowd. Seniors don’t typi-
cally need a term policy.

These are good if you have some immediate cost that would need to be 
covered if you died prematurely.

For example, if you have a 30-year mortgage, you want to make sure it 
will be paid if something happened to you. 

Selling term life insurance to seniors is so few and far between – it’s 
highly unlikely you’ll ever come across it.

Whole Life Insurance

If you’ve determined that your client needs a permanent plan, whole 
life is a great way to build cash value. 

This type of insurance never ends – it will be permanent.

I recommend you generate quotes based off of the need. If the quote fits 
their budget, great! If not, adjust the policy so that it does. 

In those circumstances, you can say something like:

“Mrs. Jones, based off of your budget, we can look at a policy that’s 
going to buy you X amount of life insurance.”

The great thing about this type of insurance is that you can borrow 
from it if you like since it builds cash value.

Sales Techniques and sample scripts

Life insurance with long-term care is so unique, because the premiums 
are guaranteed. Traditional long-term care policies don’t offer guaran-
teed premiums.

Secondly, you’re going to use it, also unlike traditional LTCi.

Your pitch might look like this: 

“�We’ve uncovered that you have a significant amount of assets to 
protect. I don’t want you to lose all of that to the nursing home. 
Here’s a policy that’s going to work really simply. 

Let’s just use round numbers and call it a $100,000 death benefit. 
Upon death, your beneficiaries will receive $100,000 income tax-
free. The unique thing about this policy is that if you need care for 
long-term care services – home care, assisted living, nursing home, 
or adult day care – this policy will pay you 4% per month of your 
life insurance total.

In this example, 4% of $100,000 is $4,000. Mrs. Jones, you will be 
able to pay $4,000 for someone to come into your home to take 
care of you. Or $4,000 a month to go into an assisted living facility, 
nursing home, or adult day care.

If you use $50,000 for care and you pass away, your beneficiaries 
get the remaining amount – $50,000 in this example – income tax-
free.”

From here, you can close with: 

“�Mrs. Jones, you understand there’s a need to protect your assets, 
this is a great solution, and we have to find out if you’re insurable. 
I’d like to start with filling out an application to see if you’re going 
to be eligible. This gives us plenty of time to think about it – about 
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Frequently Asked 

Questions

Chapter 5
Frequently Asked 

Questions

Q: �What if my client has life insurance with 
another agent?

A:	� Offer to do a free life insurance policy review. We can analyze the 
client's current policy to make sure it's going to accomplish what it’s 
supposed to. In some cases, we can offer a policy that is more eco-
nomical for the client.

Q: �What do I do if my client has a health con-
dition that disqualifies them?

A:	� This is a really hard situation to deal with, because there’s often 
nothing we can do. The last option would be to look into a graded 
final expense plan.

Q: �What do I have to do after I write the app?

A:	� Nothing. The only time you have to do anything extra is if some-
thing was missing from the application, or if the underwriter is re-
questing more information. On typical cases, you don’t do anything 
after you write the app (besides collect commission, of course).

Q: �How do I run quotes to my clients?

A:	� Kirk runs the quotes for you.

Q: �Do you receive commission for writing 
your own policy or a policy for family 
members?

A:	� Yes.
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Frequently Asked Questions

Q: �If you want to move money from an exist-
ing life policy to a new one, will you be 
taxed on it?

A:	� No. You use a 1035 exchange, which means it would not be a taxable 
event.

Q: �If you die in the first 2 years, does the  
policy still pay?

A:	� The only life policy like this is the graded final expense plan, which 
pays back your premiums + interest to the beneficiary.

Q: �Are the premiums guaranteed? Will you 
see rate increases?

A:	� Premiums are guaranteed and will not change for any reason.

Q: �What age do life policies go out to?

A:	� It depends on the policy. When you choose a policy, you have the 
ability to modify your policy to say, age 100, or you can even take 
them out to age 121. ??
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Your First Steps

Now that we’ve covered the basics, it’s time to take some action.

In order to sell life insurance, you do need some basic training.

Step 1 is Anti-Money Laundering (AML) training. This can be done on 
the LIMRA website. You just register online, and you keep it up to date 
on an annual basis. The test is free.

Step 2 is obtaining Errors and Omissions (E/O) insurance. This is just 
something good to have, but you also are required to have it. You prob-
ably get a lot of emails about E/O insurance; the carrier you decide to 
go with is entirely up to you.

Finally, if you want to sell Life with LTC, some carriers require you to 
be LTC-certified. John Hancock is one of those carriers. With this, you 
have to take refresher courses that you do pay for. We can help you get 
started with this.

As far as contracting goes, most carriers will let you get contracted with 
your first app — you probably already know that this is called “Just in 
Time.”

However, there are a few carriers that require you to be contracted 
beforehand.

Also, any agent who wants access to the “just-in-time” company's web 
portals would need to contract and be appointed before any e-apps or 
access to the portals would be allowed.

 
Your First Steps

Conclusion
Your First Steps
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Here is a comparison list:

Just in Time Contracting Before First App
American General Aetna

Banner AIG GI

Cincinnati Life Equitable

Gleaner Foresters

Gerber Prosperity

John Hancock RNA Life

Prudential KSKJ Life

Sentinel

Transamerica

If you only sell Med Supps and are thinking about getting into life 
insurance, final expense is the easiest place to begin as the application 
is similar to a Med Supp. The benefits are also smaller than other life 
options, and it’s all-around less complicated.

Life with LTC, on the other hand, is the most complex and often takes 
the longest, but it has the highest commissions.

While we’ve spent a few chapters going into details, we want to empha-
size to you that you don’t need to know everything to get started.

That’s why you have us — we are your Life Department. We know every 
little detail so that you can do what you do best. (Sell insurance.)

Some agents simply snap a photo of their client’s annual statement and 
send it to Kirk. It really is that easy, and we’d love to open up your busi-
ness to this opportunity.

You’re doing the best for your clients, and as always, your efforts will be 
reflected in your bank account. Good selling!

Conclusion

c
Call us today to get started in the  

Senior Insurance market.

888-780-7676


