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Mortgage Protection Sales Toolkit
F O R  P R O D U C E R S



This toolkit is a resource for you to use in your sales efforts in the area of mortgage protection.  

To fully profit from it: 
� Have it handy after appointments so that you can add to it notes about how you closed 

the sale- or why you didn’t.

� Keep it by your phone so that you can add to it notes on key words that you used to set 
the appointment.

This toolkit contains proven examples of what has worked for others, but it also contains space for 
you to add what works for you.  Personalizing the toolkit and adding your own notes will aid you 
in the process of developing sales strategies to be successful yourself, and to develop and train a 
successful team. Good luck!

What’s Inside this Kit?
� Phone Sales Script
� Handling Objections
� Client Meeting Guide
� Prospecting Postcards
� Product Guides

For Questions, contact Consolidated Underwriters Inc. at 
800-221-8011

A TOTAL PLATFORM FOR SUCCESS

Your Personal 
Mortgage Protection 

Sales Toolkit
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1. “Who is this?” 
I’m with the Mortgage Protection Department of {company name}. What we do {Client Name}, is 
provide the mortgage protection plan that will pay your loan off if you die, can give you money if 
you get sick, and can return all of your premiums if you live. It will only take about 20 minutes to 
go over all of your available benefits and answer all of your questions. I can meet with you at {give 
times again}. What time would work best for you?

2. “What is this?” 
{Mr./Mrs. Client}, this is the mortgage protection plan that will pay your loan off if you die, can 
give you money if you get sick, and can return all of your premiums if you live. It will only take 
about 20 minutes to go over all of your available benefits and answer all of your questions. {Agent 
Name} can meet with you at {give times again}. What time would work best for you?

3. “Are you with the Bank?” 
No, I am with the Mortgage Protection Department of {company name}. What we do is provide 
Mortgage Protection plans for all lenders. I will be in your area tomorrow and can answer all of 
your questions about your available benefits. Again, it only takes about 20 minutes. I have {repeat 
times again} available tomorrow. What time would work best for you?

4. “How much does this cost?” 
Well {Client Name}, I can’t quote you the price because there are plans available to fit just about 
any budget. I will be able to answer all of your questions as we review these options that best 
fit your needs. Once again, it only takes about 20 minutes. I have {repeat times again} available 
tomorrow. Does time {x or y} work best for you?

The assumptive sale works well in situations like this. Present your clients the opportunity to 
answer Yes/No questions and they will certainly say NO! 

QUESTIONS & ANSWERS

Here are some frequently asked questions your prospective clients may ask.  Use this as a guide 
during your next call to help answer the questions standing between you and an actual appointment.

Mortgage Protection
I N S U R A N C E



Mortgage Protection
I N S U R A N C E

Client Meeting Guide
Make sure to use the following steps to create a successful 
meeting and to close the deal. 

� Setting the Client at Ease
� I Love You / Tie Down
� Yourself / Your Company
� Benefits/Features
� Think About It
� Cost / Filling Out the Application



Your demeanor should always be that of a mortgage protection specialist.  
Be sure that you are dressed appropriately…very sharp business casual (iron 
your shirt and pants so that they’re crispy).  Greet the client with a warm and 
friendly greeting.  Comment on anything that you can show sincere interest 
in…home, cars, neighborhood, pictures, furniture.  Then, as soon as you can, 
say, “I’ve done my homework and have just what we talked about for your 
family.  This will go quickly if we could sit at your kitchen table.”

Mrs. Smith, before we get started, I’d like to ask you to do something for me…
but first, let me catch you up to speed on what your husband and I discussed 
on the phone.  When I called him about the letter that he sent in for mortgage 
protection he told me that it was urgent and important to him because 
___<whatever he said on the phone>____.  Mr. Smith told me that if I could 
find a company that would protect his families specific needs, and fit it within 
his budget, he wanted to get it in place immediately so that you are protected 
right away.  Is it fair to say that if Mr. Smith passes away that he won’t be able 
to spend any of this money?  This is something that he does for you, his family, 
not for himself.  Now, I know that men don’t always discuss their feelings as 
much as some women would like them to but, by making sure that you and 
your family are taken care of even after he’s gone, he’s telling you how much 
he loves you.  Now, Mr. Smith, has anything changed since we spoke on the 
phone?

Take about 3 minutes to tell them something about yourself.  Try to mirror 
them, their fears, and their concerns.  Talk about how you feel and how your 
wife feels to know that you’re protected in the event of unexpected tragedy.  
Take about 3 minutes to tell them about the company that you’re showing 
them.  Convey to them it’s financial strength, longevity, and commitment. 

1. Choice of Beneficiary: With the plan that you choose, you decide who 
receives the proceeds from the program in the event of death. At such 
time, the beneficiary has several options. Three of which are:

� Pay off the mortgage in one lump sum;

� Invest the benefit and continue to make payments;

� Use the proceeds to relocate to a different home.

2. Thirty Year Term: Imperative in order to protect your family for the full 
term of the mortgage. Many plans will only cover 20 years.

3. Portable: If you sell your home and buy another, or refinance your 

I Love You / 
Tie Down

Yourself/Your
Company

Benefits/Features

Setting the  
Client At-Ease
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present home, this plan can simply move with you to continue to protect 
your next mortgage. This means regardless of how many times you 
move, you will never need to qualify for another plan or risk losing the 
one that you have.

4. Death Benefit Remains Level: The death benefit remains level for the 
length of your mortgage. With most plans, benefits decrease each year 
while the premium remains the same.

5. Unemployment: After one month of unemployment the premium will be 
paid each month for 6 months.

6. No medical exam required: In most cases, this company does not require 
a medical examination for healthy rates. Includes tobacco and non-
tobacco.

7. Free Accidental Death Benefit Rider: The free ADB Rider benefit will pay 
an additional death benefit of up to 50% of the face amount in the event 
of certain accident-related deaths of the insured.

8. 24 Hour Coverage-Accident or Sickness: Unlike many mortgage 
protection plans, this program will pay benefits regardless of whether 
the death/disability occurs from accident or sickness

9. Money Back: You have the option of receiving a refund on all the 
premiums that were paid by you into this program if you live. 

10. Disability: This feature will pay your mortgage payments if you become 
disabled for a period of 2 years after a 90-day elimination period. This 
protection covers disability under the “any occupation” definition.

11. Waiver of Premium: Another disability feature, this option will pay your 
premium, for as long as you are disabled, after six months of disability, 
with a refund for the premium payments for the first six months.

Now, Mr. and Mrs. Smith, I’ve gone over everything that I need to cover with 
you except for the numbers.  Before we go through them I’d like for you to do 
one more thing for me…I’d like for you to promise me that you’re not going 
to tell me that you need to think about it…(pause and smile)…now let me 
tell you why.  I’ve found that a “think about it” means one of two things…
either you still have some questions about the benefits as I have explained 
them or the plan that you want doesn’t fit within your budget.  So, rather 
than telling me that you need to think about it…ask me about any of the 
benefits that you have questions about or if we need to work out a cost issue.  
Does that sound fair enough?

Think About It
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Pull out the plans that you selected to meet their needs and explain each 
one to them.  Immediately pull out the application while they are looking at 
the numbers and start filling it in.  You should have their name and address 
on the lead card.  Ask them for info to fill in the blanks while they pick a plan.  
If they haven’t chosen a plan by the time you reach that line on the app, 
just skip it and keep going.  If they still haven’t chosen by the time you’ve 
completed the app just ask, “which of these plans best fits your needs?”
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Cost/Filling Out 
the Application
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Phone Sales Script
Make sure you guide prospects in helping you to achieve three 
critical steps in the process of mortgage protection prospecting 
while on the phone. 

� Discovering the Importance/Urgency
� Setting the Appointment
� The Tie Down



Hello.  _client_ ?  This is __you__ calling in reference to your mortgage 
originated with _____________ for $_____________.  Do you remember 
sending in a notice to us regarding mortgage protection on that loan?  You 
filled in your name, birth date, height, weight, and phone numbers on it?

 I’ve been assigned to assist you and your lender in getting this taken care 
of…I just need just a couple of minutes to confirm some of the information 
you filled in and get a couple more details from you so that I can process this 
request.  Is this a good time?

Now, this is a new style mortgage protection program that has the best living 
benefits in the industry such as making your mortgage payment for you if you 
become disabled or returning every penny of premium at the end of the term 
if you survive.  Before I confirm the information you sent us I need to ask a few 
questions to qualify you…

� Do both you and your spouse contribute to the monthly mortgage? 

� If one of you passed away would the other be able to maintain their 
standard of living and the mortgage payment without a struggle?

� If one of you became disabled, could you keep your mortgage 
payment going? 

� Is the disability benefit or getting all your money back at the end of 
the term important to you?

__client__, some people have wanted this protection because they just lost a 
friend or loved one and they saw what the family went through after that, or 
they just feel a responsibility to make sure their family is taken care of, even 
when they’re gone.

Tell me, __client__, why is this important to you?

Now, _______ the reason I’ve asked you these questions is because we put 
programs together, we don’t use just one insurance company, we find out 
what you want and need and research the market to find the best program 
available to fit your specific situation.

Now I’ve got your birth date listed as …(verify info)

Are either of you on any kind of medication for any health conditions (Blood 
Pressure, Cholesterol or Diabetes)?  What specifically are you taking and what 
dosage level?

Sample  
Phone Script
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In the last 10 years, have either one of you had any major operations or 
diseases (Heart problems or cancer)?  When was the operation?  Still on 
medication? 

Do either of you have any other major health challenges?  Are you currently 
on disability?  What is the nature of the disability?  How long have you been 
on disability?  What are you unable to do or perform as far as activities of daily 
living?  

Have you or your spouse had any DUI convictions within the last 5 years?

Now for our disability option which pays your mortgage payment should 
you or your spouse become disabled: monthly mortgage payment in round 
numbers (including taxes and insurance, occupation, what company do you 
work for, how long have you been there, spouse?

Now our records show your mortgage amount to be (mortgage amount)

� is that a 30 year loan? (Let them correct you as far as amount and 
length).  

� Is that a first mortgage?  Are there any 2nd mortgages you want to 
cover?

_________, if we can find something out there that fits your budget and fits 
your needs are you ready to put something in place so you can be covered?

The reason that I’m asking is this, we service over a hundred families each 
week and it’s important to me to be able to spend as much time with you 
as you need, but I’ve found that it takes me about 17 minutes to go over 
with you and your spouse the options available to you, and about 15 more 
minutes to answer any questions you may have and get this taken care of for 
you, that’s 32 minutes all together.  I’ll be in your area on _________, would 
afternoon, evening, or late evening be better for you? Verify address…

__________, between now and the time that we get together, I need you and 
your spouse to take a look at your budget and get a ballpark figure on what 
you can afford to set aside for this protection.

Now let me tell you what’s going to take place when I get there... I’m going to 
take a few minutes to get you familiar with my company and myself.  Then I’m 
going to go over a few points which I think make us stand head and shoulders 
above everyone else out there.  
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Then, based on the info that you’ve just given me, I am going to explain to 
you the 3 or 4 best programs available out there to you.  I’ll have everything 
from the Yugo to the Cadillac.  I’ll help you select one that best fits your 
budget and your needs and when you’re comfortable with it price wise and 
coverage wise, I will fill out a Request for Coverage and we’ll submit that 
request with a check for the first months premium to get the program started.  
Is that fair enough?

If I can deliver a product that fits your needs and fits your budget, we’ll be 
able to do business Thursday night and you’ll be able to write a check for the 
first months premium?

Now ( Client ), this appointment is for your benefit, not mine.  Can you see 
anything that might come up that would prevent us from meeting on Tuesday 
at 7:00 PM?  Any school functions for the kids?   Any games or practices?  Any 
church meetings or classes that you have to attend?

I’ll have several appointments that evening so I may be there 30 minutes early 
or 30 minutes late, would that be ok?  

Now _______, on a scale of 1 to 10 as far as accountability goes, I’m a 10, I’m 
good for my word.  I will not cancel or just not show up.  I know that none of 
us are promised tomorrow and I won’t let your family down.
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Do both you and your spouse contribute to the monthly mortgage? 

If one of you passed away would the other be able to maintain their standard of 
living and the mortgage payment without a struggle?

If one of you became disabled, could you keep your mortgage payment going? 

Is the disability benefit or getting all your money back at the end of the term 
important to you?

__client__, some people have wanted this protection because they just lost a 
friend or loved one and they saw what the family went through after that, or 
they just feel a responsibility to make sure their family is taken care of, even 
when they’re gone.

Tell me, __client__, why is this important to you?

__client__, if we can find something out there that fits your budget and fits your 
needs are you ready to put something in place so you can be covered?

The reason that I’m asking is this, we service over a hundred families each week 
and it’s important to me to be able to spend as much time with you as you 
need, but I’ve found that it takes me about 17 minutes to go over with you and 
your spouse the options available to you, and about 15 more minutes to answer 
any questions you may have and get this taken care of for you, that’s 32 minutes 
all together.  I’ll be in your area on _________, would evening, or late evening 
be better for you? Verify address.
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__________, between now and the time that we get together, I need you and 
your spouse to take a look at your budget and get a ballpark figure on what you 
can afford to set aside for this protection.

Now let me tell you what’s going to take place when I get there... I’m going to 
take a few minutes to get you familiar with my company and myself.  Then I’m 
going to go over a few points which I think make us stand head and shoulders 
above everyone else out there.  

Then, based on the info that you’ve just given me, I am going to explain to you 
the 3 or 4 best programs available out there to you.  I’ll have everything from 
the Yugo to the Cadillac.  I’ll help you select one that best fits your budget and 
your needs and when you’re comfortable with it price wise and coverage wise, 
I will fill out a Request for Coverage and we’ll submit that request with a check 
for the first months premium to get the program started.  Is that fair enough?

If I can deliver a product that fits your needs and fits your budget, we’ll be able 
to do business Thursday night and you’ll be able to write a check for the first 
months premium?

Now ( Client ), this appointment is for your benefit, not mine.  Can you see 
anything that might come up that would prevent us from meeting on Tuesday 
at 7:00 PM?  Any school functions for the kids?   Any games or practices?  Any 
church meetings or classes that you have to attend?

I’ll have several appointments that evening so I may be there 30 minutes early 
or 30 minutes late, would that be ok?  

Now _______, on a scale of 1 to 10 as far as accountability goes, I’m a 10, I’m 
good for my word.  I will not cancel or just not show up.  I know that none of us 
are promised tomorrow and I won’t let your family down.
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Rebuttals to Objections
� I Have Life Insurance At Work
� I Already Have Life Insurance
� Can You Mail Me the Information
� I’m too Busy this Week
� We Usually Sleep on It Before We Make Any Major Decisions
� We Are Talking to Other Companies Right Now So We Can’t Commit



I Have Life  
Insurance at 

Work

I Already Have 
Life Insurance

Can You  
Mail Me the  
Information?

I’m Too Busy 
This Week

I generally suggest that my clients take full advantage of their benefits at work, 
such as life insurance. That’s because it is usually either free or very inexpensive. 
However, there is a catch:  When you leave, you don’t get to take it with you. 
Some companies say that you can, and even then, only at attained age. That 
means that you could be 65 when you leave. A 65 year-old’s rates are a lot 
higher than a 30 year old. That’s why it is smart to buy a policy independent of 
work.

That’s great that you already have life insurance, I think every family should.  
Life insurance is meant to replace the income of the person that is lost but it’s 
usually only about two to five times their income.  That gives your family time 
to maintain their standard of living temporarily but it doesn’t let them keep the 
house or even one like it.  In fact, without mortgage protection, most families 
are forced to leave their home in less than 15 months, even when they have life 
insurance.

To explain our process, part of our agreements with our referral mortgage 
companies is to meet with their clients face to face first, to visually verify 
you and your spouses health, and to visually verify the home that we will be 
protecting and finally to fully explain the program and all the options that you 
qualify for and the pricing.  

I know how you feel, I felt the same way, but this is what I’ve found.  We are 
all busy and truthfully, are you really going to be any less busy next week that 
you are this week?  What if I told you that you won $100,000 and the only way 
to get the money is to meet with me this week for 32 minutes to fill out the 
paperwork, how would you accommodate your schedule to meet with me?  
Isn’t that what we are really doing with this mortgage protection?  Can you 
guarantee your family that you will get up tomorrow morning?

Last month we spoke to a husband and father on the phone that had a need 
and said that this was important to him, he said that he was too busy to get this 
taken care of immediately and set an appointment for the next week.  We spoke 
to him on Wednesday…that Friday he had a massive heart attack and passed 
away before we could protect his family.  If he would have known the future 
he would have made time…it’s not a matter of being too busy, it’s a matter of 
what’s important to us.  _________, you’ve already told me that this is important 
to you, is it important enough that we can find 32 minutes in the next couple of 
days to sit down with you and your spouse and get this taken care of?
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We Usually 
Sleep on It 
Before We 
Make Any 

Major  
Decisions

(On the phone call)  You know, my wife and I feel the same way, and you’re right, 
this is a major decision.  In fact, making sure that your family can keep the home 
is in many ways even more important than your decision to buy the home.  I 
know that this has been on your heart lately or you wouldn’t have mailed in the 
notice…so why don’t you and your wife take some time tonight and take a look 
at your budget and get a ballpark figure on what you can afford to set aside for 
this protection and sleep on it.  Let’s go ahead and set up a time to get together 
to give me time to do my part and deliver a program to you that fits your needs 
and fits your budget.

Great, I can understand wanting to get the best deal for your money.  We are 
a broker company that can represent any number of a thousand different 
insurance companies’ products.  We research constantly the cutting edge 
products on the market today to find the best products for our clients.  You get 
to benefit from out research.

When you’ve done your shopping, have you found out the following:

� Do they offer to return your premium payments after the term is over?

� Do they offer a guaranteed premium that will never increase over the 
life of the term?

� Can they offer you a low cost disability program that will pay your 
mortgage for you if you should become disabled for any reason?

� Do they offer a level death benefit and not just the mortgage pay off 
when they pay the policy off?

� Can they give you a choice of a lump sum payment of benefit or a 
guaranteed monthly income for a specific period of time?

Mrs. Smith, I have access to all of the companies that offer these benefits.  Try to 
keep in mind that while your shopping, you are NOT covered.  We find out what 
you are looking for and shop all of those company to find the one that best fits 
your needs and your budget.  Now, isn’t that what you’re really looking for?
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SOLD

What Every Homeowner Needs to Know About Their Mortgage
You just bought a home, but is your mortgage protected? Finally, there’s a low-cost way to provide crucial 
insurance coverage in case something happens to you, or your spouse.  
Finally, there’s life insurance you can use while still living that will keep you in your house. LEARN MORE…

IMPO
RTA

NT

Keeping Your Home is 
Just as Important as 

Buying It
Buying a home is a huge 

decision, but protecting the 
mortgage can be just as 
important. In less than 5 

minutes, a few questions, 
and no worrisome medical 
exams, you can apply and 

qualify for a low-cost mortgage 
protection policy.

To Learn How You Can Stay in 
Your Home in case of a Financial 

Emergency, call us for an instant quote 
and a free “Client Guide”

Agent Information 

Nick
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An EXCLUSIVE ONLINE TRAINING SERIES that will enable you  

to answer your clients’ BIGGEST Annuity Objections.

Be Mindful – You just Made an  
Important Life Changing Decision! 

Now how can you be fully covered if something happens to you or  
your spouse, such as a lost job, illness, disability or death? 

Let Me Help You to Select a Life Insurance Policy That’s Right for Your Family Today!

Just buy a home?

Your needs come first! The process is easy, no 
medical exams necessary.

We will help find the right product that best suits 
your current and future needs.  Every situation is 
different,  so call and schedule an appointment 
today. We will help you make an appropriate 
decision.

Making sure that your family can keep your 
home is in many ways even more important 
than your decision to buy the home.

Nick




Let Me Help You Select the Mortgage Protection 
That’s Right For Your Family Today!

Buying a Home Is an Important  
Life Changing Decision! 
Now, how can you be fully covered if something happens to you or 
your spouse, such as a lost job, illness, death or disability?

Your needs come first! The process is easy, no 
medical exams necessary.

We will help find the right product that best suits 
your current and future needs.  Every situation is 
different,  so call and schedule an appointment 
today. We will help you make an appropriate 
decision.

Making sure that your family can keep your 
home is in many ways even more important 
than your decision to buy the home.

Nick




Insurer: _____________________________Attn: ___________________________

Dept:  _______________________________________________________________   

Insured’s name: _______________________Address: ________________________

City: ________________________________State:_______  Zip: ________________

I authorize your company to release the requested information  
regarding the following policies:

_________________     _________________     ________________

_________________     _________________     ________________

Owner/trustee: _______________________________________________________

Signature: ___________________________   Date: __________________________

Please illustrate the following:

 q Current crediting/interest rate w/current annual premium

 q 1% below current crediting/interest rate w/current annual premium

 q  _____% Interest rate w/current annual premium for ____yrs.

 q _____% Interest rate w/______ annual premium for ____yrs.

 q No additional premiums paid into policy

 q Total cost basis/premium paid information

 q Current policy summary

 q Minimum premium required to keep policy inforce to age ____

 q  Other 
 _______________________________________________________________  
 
 _______________________________________________________________

Please forward illustrations to the Financial Consultant listed below by:       
 q Mail        q Fax        q Email

c/o ___________________________

Address:____________________ City:________________ State:____

Zip:_______  Phone:_________________  Fax:__________________

Email: ___________________________________________________

How to 
Illustrate

Owner / Trustee 
Authorization

In-Force Illustration
REQUEST FOR

Send To

Send By
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Mortgage: 
Non-Med Term:
� Americo – Home Mortgage Series
� Mutual of Omaha – Term Life Express
� Assurity – Non-Med 350
� Fidelity – Rapid Decision Term 

Fully Underwritten Term:
� Mutual of Omaha - Term Life Answers
� Genworth – Colony Term

Final Expense:
� Americo – Ultra Protector
� Mutual of Omaha – Whole Life Express
� Foresters – Plan Right
� United Home Life – Total Protection Series III
� Monumental – Life Solutions
� American Amicable – Platinum Choice

PRODUCT ACCESS – SUMMARY OF OFFERINGS
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