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The Two Sentence Sales Track 

Last month, we wrote how convertible term policies, on insureds over age 65 who have 
had some decline in health since the policy was issued, often make the best candidates 
for a life settlement. Term policies are everywhere, but how do you find them? All you 
have to do is ask. Here's a two sentence sales track to help you out - you never know 
what asking these questions will uncover: 

"Do you own any term insurance?" 

"Let me take a look?" 

Depending on the age, needs and circumstances of your prospect, here are the most 
likely scenarios that will result: 

▪ Some or all of their term insurance is converted to permanent coverage. 

▪ The term is rewritten for a policy with a lower premium, a longer guaranteed 
premium period or a longer conversion period. 

▪ Some or all of the coverage is found to be unneeded and becomes a prospect for a 
life settlement. 

▪ More coverage is required and new insurance is sold. 

What's interesting is that in just about every situation, you have the opportunity to 
benefit your prospect as well as make a commission for yourself - a WIN-WIN for 
everyone! 

Here are several places where you might not think to ask, but where there are 
potentially lots of term policies that should be reviewed: 

▪ Property Casualty Agencies - They often have large amounts of term 
insurance on their books, for both individual and business clients. 

▪ Banks - Frequently, they require term insurance to cover loans, mortgages, etc., 
and as the loan principal goes down or is paid off, the amount of term required will 
go down as well. 

 

http://r20.rs6.net/tn.jsp?e=001Xz97PMLrZbAZ9ubiGq6kabR78fIx3fwgn8uMecAl-c7zLYh9mv2o213z7c3DSSNxsPDFlcrI59n4T6lFZfOQIXmEOI2e06sfY2MlL896i7_sY0gAMzLCrq9uwG5QL4nPpn4zyPiAbZmNXNT1iWf6hZ2gIG_lxOTeJQ1HzndsgQQ_hU3qQXTGDgg_nCwWsFzDLsiEOJF76f8=


                                                            (over) 

▪ Accountants - They know which of their clients, especially their business 
clients, have policies for needs such as buy-sell, key man, and fringe benefits and 
what needs are changing. 

▪ Attorneys - Similar to accountants, they know a lot about the changing needs of 
their clients. 

▪ Human Resource Professionals - They know who in their companies are 
retiring and who have large amounts of group term coverage and/or supplemental 
individual term polices that most likely will lapse at retirement. Keep in mind that 
most group insurance is convertible and therefore could be saleable as well.  

The starting point for considering a life settlement should be after someone has 
exhausted all other options and decided to surrender or lapse a policy; it is not an 
alternative to keeping a policy. This decision should be up to the policy owner and, 
because the life settlement process takes several months to complete, you want to get to 
appropriate prospects while they still have time to take advantage of the opportunity.  

How do you help to preserve this opportunity? All you have to do is ask! 

Contact us: 

Robin S. Weinberger, CLU, ChFC, CLTC                        Peter N. Katz, JD, CLU, ChFC 

                       (617) 451-3343                                                       (860) 673-3642 

                      rsw220@aol.com                                               pkatzlife@yahoo.com 

Have you missed any of our past newsletters? Visit our newsletter archive! 
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