
Understanding the Flip Chart Presentation 
and How To Use It 

 

                                                         
 

 
This flip chart, when used properly is a repeatable presentation that will increase 
your chance of success exponentially.  Master this presentation and the 
information in it.  You should know this presentation backwards and forwards.  
PREPARATION is one of the three keys to success.   
 
 
 
You Can Make Your Own Flip Chart Presentation: 
Call your local Fed-Ex Kinkos office.  Ask them for their email address.  Email the 
PDF file of the Flip Chart Presentation.  Ask them to: 

1) Print in color 
2) Laminate each page 
3) Small plastic spiral ring bind 
4) Should only cost about $15 

 
      
 
 
               
 
The Flip Chart Presentation is specifically designed to help walk you and the client 
through the final expense process.  Using the Flip Chart properly will help guide your 
client into the close.  The presentation is designed to pre-emptively overcome 
objections before they come up. 
 
Once you have completed STEP 1 and STEP 2 in the sales process you will move into 
STEP 3 which is the Final Expense Flip Chart Presentation. 
 



 
 
Items highlighted indicate a script to use.   
 
Make sure the Lead Card is on the table and say:   
 
We get about 5000 of these cards every single week.  We wanted to find out why this 
program was so well received in the community…so we did a survey and asked (Read 
the top of the page) “Why do most people request final expense coverage, the 
expected benefit?”   It’s called the Expected Benefit because we all expect to pass 
away eventually…(they will typically shake their head in agreement) and the first 
thing we do when we pass away is create a debt that someone else has to pay. 
 
Here are the top 3 answers why most people will request Final Expense coverage.  
Simply read the 3 reasons on the page and then ask “Which one of these 3 best apply 
to you?”   
 
This will most likely let you know exactly what direction the appointment is going to 
go in.  If they say #1….confirm their answer is a very common answer and move to 
the next page. 
 
If they say #2….explain that “we expect most people to have some type of coverage 
especially in this market”. 
   Pull out a pen and open your pad folio and ask the following: 

1. How much coverage do you currently have? 
2. Who do you have your coverage with? (insurance company) 
3. How long have you had your coverage? 
4. How much are you paying for your coverage? 
5. What type of coverage? Whole life / Term? 

 
Move to the next page. 
 

Before you begin with the 1st page 
of the Flip Chart…..you will need 
to set the stage.   Setting the stage 
has a subconscious effect with 
your prospect.  You are letting 
them know that there are literally 
thousands of people doing the 
same thing that they are 
doing….planning ahead.  
 
Set the stage by using the 
following: 
 



If they say #3….You will need to confirm all of the same above questions 1-5.  If they 
in fact do have all of their final expense needs taken care of and you confirmed that it 
is whole life and you cannot offer them a better policy….there is no real reason to 
continue with the flip chart presentation.  Find out how much they are looking for 
and move forward to STEP 4 of the sales presentation. 
                                    ___________________________________ 
 
The 3rd page is an educational page.  This page lets your client know the average cost 
of Final Expense.  This way, you and the prospect are on the same page and you can 
plan properly.  Simply read this page word for word. 
 

                          
 

After you read the 3rd page.  Ask the client “Are those numbers ($10,000 - $14,000) 
what you’ve seen or heard before?”  Almost everyone will tell you that those are 
the numbers that they have heard before.  This is also where someone will tell you 
if they plan on having a cremation.  If they want a cremation, the presentation 
should still be the same; you will simply present lower policy amounts.  They 
should still have a minimum $5,000 policy to protect their loved ones.  Remember, 
a cremation may only cost $2,000-$4,000 in today’s dollars but if you’re talking to 
a 65 year old, you need to plan for increasing costs over the next 15-20 years 
which is when that 65 year old is most likely to pass away. 
                              _______________________________________  
 
 
 
 
 
 
 
 
 



Page 4 is what makes these policies better than the competition such as AARP, 
Colonial Penn and Globe Life.  This page lets the prospect know what the benefits 
are: 
 

             
 
Read this page word for word.   
 
Notice that question 1 is specifically designed to help you determine, upfront, if 
the client has a bank accont.  This is important information!!  If the client doesn’t 
have a bank account, you must use American Amicable.  They will allow you to set 
up a monthly direct bill where the client can pay with a money order.  Understand 
that you will not be paid on an advance commision rate…you will be paid as 
earned when the client pays on a direct bill.   
 
After you read question 2, say “this will allow you to budget your payment for the 
long term.  The last thing you need is a bill that will increase over time.“  That 
statement will subconsiously let them know that you are sensative to their 
financial situation.  Remember, almost everyone you meet with will most likely be 
on a fixed and limited  income. 
 
Question 3…There are many types of reducing benefit policies.  You can be 
confident that the benefits that you choose today will never reduce or change over 
time.  
 
 
 
 



Question 4… There is no Federal, State or Local tax levied on the benefits received 
by life insurance.  “That means that you are not leaving a financial burden with 
your loved ones or who ever is responsible for taking care of your final affairs.” 
 
Question 5…This is the Most Imporant Point.  “Unlike term insurance….  This policy 
will never cancel or end.  You will have this policy for the rest of their life and is 
guaranteed to be their when your family needs it the most.  Unlike car insurance 
that can be cancelled or premiums increased due to accidents…this policy can 
never be changed due to any changes to your age or health.” 
 
At the bottom of the page you will see “How many discounts do you qualify for?”.  
At this point in the presentation, you are going to go to Step 4 of the sales process 
which is the qualification.  This is where you will determine which product will be 
best for the client.   
 
Say to the client, “Now, lets see how many discounts you will qualify for”…How’s 
your overall health? Have you ever had a Heart Attack, Stroke, Cancer, Diabetes? 
These are the main things that you can start with.  It’s okay if they have had a 
Heart Attack or Stroke or Diabetes.  You just need to know how long ago they had 
those events or when they were diagnosed.   
 
At this point…pull out the Transamerica Life application and start asking the 
health questions to determin whether the Preferred, Standard or Graded policy is 
best. 
                                     ______________________________ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Only use the following pages to support your presentation if objections arise or 
you feel the need to further educate the client.   
 



 
Page 5: 
 

             
              
This page should be used to overcome any objections that may arise during the 
presentation.  You can choose to use this during the presentation or choose to use 
it once the objections come up.   
                                      __________________________________ 
Page 6: 

                
 
This page should also be used to help support your presentation.  As these 
objections arise…use this page to help validate their concern and answer their 
objection with the answer provided. 


