
Option	
  Worksheet	
  

How	
  to	
  Properly	
  	
  
Present	
  the	
  	
  



Step	
  5	
  in	
  the	
  Sales	
  Process	
  –	
  	
  
Presenting	
  the	
  3	
  Options	
  

•  The	
  first	
  thing	
  you	
  will	
  need	
  to	
  do	
  is	
  

	
  	
  	
  	
  	
  review	
  the	
  company	
  that	
  you	
  are	
  using	
  

	
  	
  	
  	
  	
  and	
  the	
  benefits	
  that	
  they	
  will	
  receive	
  

	
  	
  	
  	
  	
  with	
  the	
  product.	
  	
  Pull	
  out	
  your	
  

	
  	
  	
  	
  	
  Transamerica	
  brochure.	
  	
  

	
  	
  	
  	
  Now	
  that	
  you	
  know	
  which	
  product	
  the	
  client	
  will	
  qualify	
  for	
  
	
  	
  	
  	
  based	
  on	
  the	
  health	
  questions	
  and	
  medication	
  that	
  they	
  take,	
  
	
  	
  	
  	
  it’s	
  time	
  to	
  price	
  out	
  some	
  options	
  for	
  the	
  client	
  to	
  choose.	
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Review	
  the	
  Brochure	
  

•  Not	
  many	
  insurance	
  companies	
  

	
  	
  	
  	
  	
  can	
  say	
  that	
  they	
  have	
  been	
  in	
  

	
  	
  	
  	
  	
  business	
  for	
  over	
  a	
  century!!	
  

•  Prospects	
  definitely	
  want	
  to	
  hear	
  this!	
  

The	
  first	
  thing	
  that	
  you	
  should	
  do	
  is	
  review	
  the	
  brochure	
  with	
  the	
  
client.	
  	
  This	
  is	
  where	
  you	
  will	
  let	
  the	
  client	
  know	
  that	
  Transamerica	
  Life	
  
Insurance	
  company	
  has	
  roots	
  that	
  date	
  back	
  to	
  1856.	
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Review	
  the	
  Guarantees	
  

•   On the inside of the brochure you will see the guarantees that 
   come with the product.  This is important.  Even though you just 
   went over this using your flip chart, it’s even more powerful seeing it 
   on the company brochure. 

• 	
  	
  This	
  is	
  where	
  you	
  will	
  show	
  	
  
	
  	
  	
  	
  the	
  client	
  where	
  their	
  coverage	
  	
  
	
  	
  	
  	
  begins	
  on	
  the	
  first	
  day	
  with	
  NO	
  	
  
	
  	
  	
  	
  	
  waiting	
  period.	
  (assuming	
  you’re	
  selling	
  the	
  
	
  	
  	
  	
  	
  	
  	
  	
  Preferred	
  or	
  Standard	
  product)	
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Going	
  Over	
  the	
  3	
  Options	
  

• 	
  	
  Review	
  Option	
  1	
  in	
  FULL	
  

• 	
  	
  Go	
  Over	
  each	
  Line	
  

• 	
  	
  Explain	
  that	
  the	
  policy	
  benefit	
  will	
  double	
  if	
  
death	
  is	
  due	
  to	
  an	
  accident.	
  (ONLY	
  is	
  illegible)	
  

• 	
  	
  Explain	
  that	
  they	
  will	
  have	
  access	
  to	
  100%	
  of	
  
the	
  policy	
  face	
  amount	
  if	
  diagnosed	
  with	
  a	
  
terminal	
  illness.	
  

• 	
  	
  Now	
  you	
  are	
  ready	
  to	
  present	
  the	
  3	
  options.	
  	
  Do	
  not	
  show	
  them	
  all	
  3	
  options	
  at	
  once.	
  	
  
	
  	
  	
  They	
  will	
  only	
  look	
  at	
  the	
  price	
  and	
  ignore	
  anything	
  that	
  you	
  are	
  telling	
  them.	
  	
  Stay	
  in	
  	
  
	
  	
  	
  control.	
  
• 	
  	
  See	
  image	
  below.	
  Put	
  the	
  3	
  Option	
  worksheet	
  in	
  the	
  brochure	
  and	
  pull	
  out	
  only	
  1	
  option	
  
	
  	
  	
  at	
  a	
  time.	
  Start	
  from	
  highest	
  option	
  to	
  lowest	
  option.	
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Going	
  Over	
  the	
  3	
  Options	
  

•  After	
  you	
  have	
  reviewed	
  option	
  1…pull	
  out	
  the	
  worksheet	
  so	
  
option	
  1	
  &	
  option	
  2	
  are	
  visible.	
  

•  Go	
  over	
  option	
  2	
  just	
  as	
  you	
  did	
  with	
  option	
  1.	
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Going	
  Over	
  the	
  3	
  Options	
  
• 	
  	
  After	
  you	
  have	
  reviewed	
  option	
  2…pull	
  out	
  the	
  worksheet	
  so	
  option	
  1,	
  2	
  &	
  3	
  are	
  
visible.	
  
• 	
  	
  Go	
  over	
  option	
  3	
  just	
  as	
  you	
  did	
  with	
  option	
  1	
  &	
  2.	
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What	
  to	
  Say	
  Next…..	
  

• “Ms.	
  Prospect,	
  which	
  one	
  of	
  these	
  3	
  options….	
  number	
  one,	
  first	
  and	
  foremost,	
  fits	
  your	
  
budget	
  and	
  number	
  two,	
  offers	
  you	
  the	
  level	
  of	
  protection	
  that	
  you	
  are	
  looking	
  for	
  to	
  
protect	
  your	
  loved	
  ones?”	
  

Make	
  sure	
  you	
  have	
  mastered	
  the	
  
objections	
  and	
  rebuttals	
  so	
  you	
  are	
  

prepared.	
  	
  Expect	
  objections.	
  

Now	
  that	
  all	
  3	
  options	
  have	
  been	
  reviewed	
  and	
  are	
  visible	
  you	
  should	
  say	
  the	
  following….	
  

Do	
  not	
  say	
  anything!!!….let	
  them	
  answer	
  you.	
  

• 	
  	
  They	
  will	
  either	
  pick	
  an	
  option	
  or	
  you	
  will	
  have	
  to	
  price	
  out	
  a	
  more	
  affordable	
  option.	
  	
  	
  
	
  	
  	
  This	
  is	
  typically	
  where	
  you	
  will	
  hear	
  objections	
  such	
  as:	
  

	
  	
  	
  	
  	
  	
  1.	
  	
  I	
  need	
  to	
  think	
  about	
  it.	
  
	
  	
  	
  	
  	
  	
  2.	
  	
  I	
  want	
  to	
  talk	
  to	
  my	
  children	
  about	
  it.	
  
	
  	
  	
  	
  	
  	
  3.	
  	
  I	
  need	
  to	
  sleep	
  on	
  it.	
  

Please	
  note:	
  if	
  you	
  do	
  not	
  close	
  the	
  sale	
  while	
  you	
  are	
  there	
  with	
  the	
  client,	
  	
  
	
  	
  	
  	
  the	
  chances	
  of	
  getting	
  the	
  sale	
  at	
  a	
  later	
  date	
  is	
  less	
  then	
  5%.	
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Once	
  They	
  Pick	
  an	
  Option	
  

If	
  you	
  qualify	
  for	
  “option	
  2”	
  which	
  day	
  of	
  the	
  month	
  is	
  best	
  for	
  that	
  
to	
  come	
  out	
  of	
  	
  your	
  	
  account?	
  

Say	
  the	
  following:	
  

• 	
  	
  Always	
  try	
  to	
  time	
  the	
  auto	
  withdrawal	
  from	
  their	
  account	
  around	
  the	
  same	
  time	
  they	
  
	
  	
  	
  	
  	
  	
  	
  receive	
  their	
  social	
  security	
  benefit.	
  	
  This	
  will	
  help	
  your	
  persistency	
  and	
  help	
  insure	
  
	
  	
  	
  	
  that	
  money	
  will	
  be	
  in	
  the	
  account	
  when	
  the	
  insurance	
  payment	
  comes	
  out.	
  

• 	
  	
  At	
  	
  this	
  	
  point,	
  the	
  	
  sale	
  	
  is	
  	
  made!!!	
  	
  Do	
  not	
  over	
  sell!!	
  	
  Just	
  pull	
  out	
  the	
  application	
  	
  
	
  	
  	
  	
  and	
  start	
  filling	
  it	
  in.	
  	
  Never	
  ask	
  permission	
  to	
  fill	
  out	
  an	
  application.	
  	
  You	
  must	
  assume	
  
	
  	
  	
  	
  the	
  close.	
  

• 	
  	
  Once	
  the	
  application	
  is	
  completed	
  and	
  signed,	
  simply	
  do	
  the	
  phone	
  interview	
  to	
  complete	
  the	
  sale.	
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