
MASTERING THE ART OF
LIFE INSURANCE

APPOINTMENT SETTING
A  G U I D E  F O R  I N S U R A N C E  A G E N T S
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Introduction

In the competitive world of life insurance sales,
securing face-to-face appointments is crucial
for agents who want to achieve success. 

Telephone calls remain one of the most
effective ways to reach potential clients and
set appointments. However, many agents
struggle with creating the perfect script that
engages prospects and overcomes objections. 

This guide offers expert tips, sample scripts,
and proven strategies to help insurance agents
master the art of appointment setting over the
phone. By refining your approach and
perfecting your telephone script, you'll be well
on your way to securing more face-to-face
sales appointments and boosting your life
insurance sales.



Life Insurance - Discover
the Perfect Plan for Your
Future

Greet the prospect warmly and introduce yourself.
Briefly explain the purpose of the call: to offer a face-to-
face meeting regarding life insurance products.

Mention the company you represent and its reputation in
the industry.
Highlight the company's experience, client base, and
success stories.

Ask open-ended questions about the prospect's current
financial situation and future goals.
Identify potential gaps or areas of concern in their
financial planning.

Introduction

Establish credibility

Identify the prospect's needs

 insights into a potential customer's needs and preferences.

SALESFULLY.COM 03



Emphasize the importance of life
insurance as a safety net for the family
and a financial planning tool.
Discuss the tax advantages and
potential investment opportunities
provided by certain life insurance
products.
Explain how life insurance can provide
peace of mind and financial security for
loved ones.

Suggest a no-obligation, complimentary
consultation to discuss their individual
needs and explore available life
insurance options.
Emphasize the value of the meeting as
an opportunity to ask questions and
gain expert advice.
Mention flexibility in scheduling and
meeting locations (e.g., their home,
office, or a local coffee shop).

Present the benefits of life insurance

Offer a face-to-face meeting
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If the prospect is hesitant, address their
concerns by providing more information
or offering alternative solutions.
Remind them that the face-to-face
meeting is complimentary and without
any commitment.

Thank the prospect for their time and
reiterate the benefits of a face-to-face
meeting.
Confirm the date, time, and location of
the meeting, if agreed upon.
Provide your contact information and
encourage them to reach out with any
questions or concerns.

Handle objections

Close the call
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Send a confirmation email or text
message with the meeting details.
Include any additional resources or
materials that may be helpful to the
prospect.
Remind them about the meeting a day
or two beforehand and express your
enthusiasm for the upcoming
discussion.

Follow up
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Example call:
[Your Name]: Hello, may I please speak with
[Prospect's Name]?

[Prospect]: Yes, this is [Prospect's Name]. How can
I help you?

[Your Name]: Hi [Prospect's Name], my name is
[Your Name], and I'm calling from [Your Company
Name]. We specialize in helping families and
individuals secure their financial future through our
life insurance products. I hope you have a moment
to discuss how we can assist you in achieving your
financial goals.

[Prospecting]: Sure, go ahead.

[Your Name]: Great! At [Your Company Name], we
have over [number of years] of experience in the
industry, and we've helped thousands of clients
protect their loved ones and plan for their future.

[Your Name]: May I ask if you currently have any life
insurance coverage, [Prospect's Name]?



Example call (continued):
[Your Name]: That's excellent to hear, [Prospect's
Name]. It's important to periodically review your
coverage to ensure it's still meeting your needs as
your life evolves. Life insurance can provide
financial security for your loved ones, potential tax
advantages, and even investment opportunities in
certain policies.

[Your Name]: I would like to offer you a
complimentary, no-obligation consultation to
discuss your individual needs and explore the life
insurance options available to you. We can schedule
the meeting at your convenience, either at your
home, office, or a nearby coffee shop. How does
that sound?

[Prospect]: I'm not sure. I'm quite busy these days.

[Your Name]: I completely understand, [Prospect's
Name]. We value your time and are happy to work
around your schedule. This consultation is a great
opportunity for you to ask questions, gain expert
advice, and learn more about the life insurance
products that can benefit you and your family. How
about we schedule a quick 30-minute meeting at a
time that works best for you?



Example call (continued):
[Prospect]: Okay, that sounds reasonable.

[Your Name]: Fantastic! Let's set a date and time
that works for you. Once we've confirmed the
details, I'll send you a confirmation email along with
some helpful resources to review before our
meeting. I look forward to discussing your life
insurance needs and helping you secure a brighter
financial future. Thank you for your time,
[Prospect's Name].

[Prospect]: You're welcome. Have a good day.

[Your Name]: You too, [Prospect's Name]. Take
care, and I'll see you at our meeting. Goodbye!



Conclusion
Give a brief explanation for the pageMastering the art of appointment setting for
life insurance sales is an essential skill for
insurance agents. By implementing the tips
and strategies outlined in this guide, you'll
be better equipped to engage prospects,
handle objections, and secure valuable face-
to-face meetings. Remember, practice
makes perfect. The more you refine your
telephone script and adapt it to suit your
personal communication style, the more
successful you'll become at setting
appointments and growing your business.
Keep learning, stay persistent, and never
underestimate the power of a well-prepared
conversation.
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Additional resources
Top Cold Calling Tips for Insurance Agents An
article that provides valuable tips and tricks for
insurance agents to improve their cold calling skills
and set more appointments.
Life Insurance Sales Techniques: Building
Relationships and Trust An insightful guide that
emphasizes the importance of relationship-building
and trust in life insurance sales and offers practical
advice on how to foster these connections.
The Ultimate Guide to Objection Handling for
Insurance Agents A comprehensive resource that
addresses common objections faced by insurance
agents and offers proven strategies to overcome
them.
Life Insurance Agent Training: Online Courses and
Resources A website that offers a variety of online
courses, resources, and training materials designed
specifically for life insurance agents.
Telephone Sales Mastery: Master the Art of Selling
Over the Phone An online course on Udemy that
teaches insurance agents and sales professionals
how to effectively sell products and services over
the phone.
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https://www.insurancesplash.com/blog/cold-calling-tips-for-insurance-agents/
https://www.agencynation.com/life-insurance-sales-techniques/
https://www.leadheroes.com/objection-handling-for-insurance-agents/
https://www.insuranceagenttraining.org/
https://www.udemy.com/course/telephone-sales-mastery/



