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New Agents First Steps 

Before Passing the State Exam 

1. (1st Option) Enroll in ExamFX      $99 

a. www.examfx.com 

b. Choose Life  course 

c. Enter code HomeOffice@ORCA.Life to receive discounted course 

rate 

 

2. (2nd Option) Enroll in Commonwealth School of Insurance $190 

a. www.commonwealthscools.com 

b. Choose Life Only Course 

 

3. Create a NIPR (National Insurance Producer Registry) account and 

apply for state application      $135 

a. www.nipr.com        

b. Click APPLY or RENEW in the top left-hand corner of the page 

i. Click Resident under Apply for a new license 

ii. Click APPLY NOW and complete application 

 

4. Obtain background check at www.courts.ky.gov   $20 

a. Criminal Record Tab 

b. AOC FastCheck; Register, Your Job Requires… 

i.  Your Job 

ii. Licensing 

iii. DOI 

iv. Licensing  

 

5. Create an eServices account 

a. insurance.ky.gov 

i. Click on eServices link in the top right-hand corner of the 

page 

ii. Click the first time here? link for new agent registration 

b. Upload ExamFX Certificate of Completion to eServices 

c. Wait for clearance and approval from DOI (2-7 days) 

 

6. Obtain, Complete and Return AML Contract 

a. Obtain and Return to your hiring manager 

 

7. Schedule State Exam 

a. www.insurance.ky.gov 

 

 

http://www.examfx.com/
http://www.commonwealthscools.com/
http://www.nipr.com/
http://www.courts.ky.gov/
http://www.insurance.ky.gov/
http://www.insurance.ky.gov/
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After Passing the State Exam 

1. Set up ORCA Life email address 

a. Email HomeOffice@ORCA.Life 

 

2. Order ORCA Life ID Badge, Business Cards 

a. Email HomeOffice@ORCA.Life 

 

3. Order supplies from Assurant 

a. 1-800-352-5173 

i. Applications 

ii. Replacement Forms 

iii. Agent Manual 

iv. Dignity Forms and Brochures will be sent equal to 

applications ordered 

 

4. Purchase kit 

a. GPS 

b. Professional binder 

c. Pens 

d. Sticky notes 

e. Legal pads / scratch paper 
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Important Contacts 

ORCA Leadership Team 

ORCA Life Office      HomeOffice@ORCA.Life  844-851-3846  

 

 Glenn Crabtree      GlennCrabtree@ORCA.Life  502-664-4683 

      

 Grant Crabtree      GrantCrabtree@ORCA.Life  502-797-7941 

 

 Brian Crabtree      BrianCrabtree@ORCA.Life  502-797-7991 

 

 Lindsey Curry      LindseyCurry@ORCA.LIfe  502-418-1361 

 

David Curry      DavidCurry@ORCA.Life  502-314-2789 

  

Andrew Cusick      AndrewCusick@ORCA.Life  502-460-0602 

 

 Paul Fryrear      PaulFryrear@ORCA.Life  502-930-3445 

  

Kevin Glasscock      KevinGlasscock@ORCA.Life 502-554-5290 

  

Michael Huffman       MichaelHuffman@ORCA.Life 502-773-5223 

 

Jordan Lindsey          JordanLindsey@ORCA.Life  615-727-4250 

  

Ron Morris       RonMorris@ORCA.Life  502-507-5524 

 

Scott Morris      ScottMorris@ORCA.Life  859-893-3135 

 

 Richard Shawn      RichardShawn@ORCA.Life  502-645-6993 

 

Kent Vaughn      KentVaughn@ORCA.Life  502-348-9214 

 

 

 

American Memorial Life & ESP 

  

AML Final Need New Business    fnbb@assurant.com 

AML Commissions   1-800-742-7021 

AML Main Line   1-800-621-7162 

Elite Sales Processing  1-888-842-2266 

 

mailto:Office@ORCA.Life
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Sales Fundamentals Outline 

Business Setup 

 

“Be in Business for yourself; but not by yourself” 

 

1. Technology is VITAL part of being in business 

a. Smart Phone 

b. GPS 

c. Tablet/Laptop 

2. Professional Attire 

a. Men: Polo / Button Down / Sweater with Slacks and Dress 

Shoes 

b. Women: Blouse / Button Down / Sweater with Dress Pants 

and Flats 

3. Be KNOWLEDGABLE 

a. Conduct research on the Life Insurance industry 

4. Speak with assurance, it builds confidence with the client.  

 

Traditional Earned Lead Program and Sales 

 

1. Direct Mail Response Leads: OPTIONAL pay for leads 

a. Distributed based on Submitted Monthly Premium (Weekly 

Average) 

 

Submitted Premium    Platinum Leads     

$1200-$1799    10    

$1800-$2399    15    

$2400-$2999    20    

$3000 +     25 

 

b. Reduced Lead Cost to Traditional Earned Agents (50%)  

c. Referral-Based-Marketing and Clover-Leaf Sales 

 

Gaining Entry Into the Home 

 

1. Efficiency is the KEY 

2. Approaches:  

a. Matter-of-Fact Approach: “I’m here to get you more 

information.” 

b. Relaxed demeanor with a SMILE 

c. Be a PROFESSIONAL VISITOR 

3. Take control when you enter a home 

a. Re-address why you're there 

b. DO NOT SELL YET 

c. Transition into C.O.R.E. 

d. Gentle, endearing, but intentional approach.  

4. C.O.R.E = Trust 

a. Children 

b. Occupation 

c. Recreation 

d. Emotion / Education 

e. TRUST IS BUILT WITH 2-WAY COMMUNICATION 
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Pre-Qualifyig 

 

1. KNOW the Knock-Out Questions 

2. KNOW different types of medications 

a. App for Meds – MedScape 

3. KNOW how to find out if they have a bank / credit union account 

 

Presentation 

 

1. FLIP CHART 

2. The perfect presentation addresses the 5 REAL REASONS PEOPLE 

CHOOSE TO BUY 

a. Trust 

b. Need 

c. Desire 

d. Urgency 

e. Value 

3. This will result in a natural, assumptive "no-close" at the end 

 

In-Home Underwriting 

 

1. Thorough in-home underwriting creates confidence in your client 

about you 

a. Shows you are trying to find the best benefit available  

b. Become an Assistant Buyer 

c. Leads to high policy placement and persistency 

2. Do not cut short the process 

 

 

Plan and Program Recommendation 

 

1. The Assumptive Approach works best here 

2. Application is filled out - Affirmation Close 

3. Fill out app in correct order 

 

Closing and Application Completion 

 

1. Neatly and efficiently fill out the application 

2. Do not miss any autographs 

3. Keep the affirmation going 

4. Creates a positive environment 

 

Cool Down and Client Referral Calls 

 

1. Assure the client of their GREAT DECISION and SELFLESS GIFT 

2. Commend them 

3. Review the New Dignity Planning and Funding Guide with the client 

4. “I am Your Policy” 

5. Don't rush this moment
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Preparation 

Sunday Night 

 

1. Print and cut all lead cards which were received by prior Friday 

2. Key in all lead cards in GPS 

a. Save each destination as a favorite 

b. GPS will automatically place destinations in order by 

distance 

3. Find PO Boxes in White Pages Reverse Phone Lookup 

4. Search for roads that could not be found in GPS in Google Maps 

5. Verify hotel location where you will be staying that week 

6. BE MENTALLY PREPARED 

 

Home Approach 

 
Arriving at the Home 

 

1. Tap horn to draw attention to yourself 

2. Get out of the car 

a. Whistle to grab pets’ attention in a non-threatening manner 

b. Wave with only the lead cards in your hand 

3. At the door knock, step back from the door, and look up to send a 

positive message 

When she opens the door, apologize for coming unannounced, but 

ask if she is Mrs. Smith; Let her know who you are and shine ID 

badge 

Let her know you received this card from someone in her 

household 

  Apologize again for arriving unannounced 

  She will ask about the card, "what is it?" 

Respond:  

"These are the plans backed by the state that allow you to get 

coverage for burial and final expenses. They ensure your family is not 

left with the financial burden or cost of the funeral. It only takes a 

second to see if you qualify. I'll grab the information and leave it with 

you. If it's something that makes sense to you, take advantage of it, if 

not I'll boogie on." 

Flip the cards, "I have a number of people to see in the area." 

   They will say "OK." 

4. Go back to your car, grab your kit, and enter the home. 
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Inside the Home 

 

1. Take control immediately 

2. Find a place to sit – Grab a chair that's next to her 

a. A kitchen chair is preferably 

b. Sit in front of her if possible 

3. If the TV is too loud, ask if it's OK to turn it down/off 

4. Go through CORE 

5. *If it is not natural for you to ask open-ended questions, train 

yourself so it becomes a natural habit.* 

6. Look at pictures on the wall, compliment her about something in the 

home.  

7. Ask her if she is on a fixed income, and after confirmation, ask 

“Now Mrs. Smith, does your check go to the mail, the bank, or on a 

green card?” 

8. Ask her what she has in place for her final expenses 

a. Get an idea why she mailed in the card 

9. Ask the knock-out health questions 

a. “Have you ever had cancer?” 

 If YES find out what type(s) of cancer 

b. “Do you have diabetes?” 

 If YES ask, “When were you diagnosed?”  

And “Do you have any complications such as diabetic 

neuropathy?” 

c. “Do you have any breathing problems such as COPD, emphysema, 

or chronic bronchitis?” 

If YES, ask if they use a nebulizer, Oxygen, or hand-held inhalers. 

d. “Have you had any heart problems such as a heart attack, stroke, 

CHF, etc.?” 

If YES, ask “When were you diagnosed?” 

 And “Do you take any medications for that?” 

I. A "yes" to any of these questions provides an 

understanding of which product to share, Level, Modified, 

or Guaranteed Issue 

Flip Chart 

1. At this point you let her know “why you came here:” “required to 

share some information”  

2. Go through flip chart verbatim throughout the process 

repeatedly say "if you qualify" 

3. After the last page, say "now it's time to find out where the rubber 

meets the road." 

4. Estimate the client’s future funeral cost with Dignity Planning 

5. Share with her three prices on the Pitch Pad page of Dignity Guide 

6. Say that “in order to ensure true-to-form pricing more health 

questions need to be asked 

7. Hand them the brochure; "Now let's see if you would qualify." 
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Transitions (Most Important Aspect in a No-Close Sale) 

 

1. From Core to FlipChart 

a. “I am required to share some information with you…” 

2. From Flipchart to Dignity 

a. “Now let find out where the rubber meets the road…” 

3. From Dignity to Medical Questions 

a. “In order to make sure those prices will hold true I need to 

ask you a few health questions; so let’s see if you would 

qualify…” 

4. From Medical Questions to Page 1 of Application 

a. “So who will be your Primary Beneficiary…” move into the rest 

of the application in proper order! 

AML App and ESP Phone Interview 

1. As you ask the health questions, mark off her answers 

a. subliminally they are saying yes 

b. After all the questions have been answered say "it looks like 

you qualify for the _____ plan.” 

c. “In order to determine if this is true, we need to call it in.” 

2. Explain how the phone interview works 

3. Prescription check 

4. Sign Fraud Statement (pg. 3) and Medical Authorization (pg. 5) form 

prior to interview 

5. Explain what it means 

6. Prepare client for call 

a. *Let her know it is ok if she doesn’t know all of the 

prescriptions that will be asked on the interview, and she 

can ask WHAT the prescription is used for and WHICH 

doctor gave it to her and WHEN was it last filled??? 

7. Make the call to Elite Sales Processing 

Closing and Cool Down 

1. After the call 

2. Once she is approved, become very excited 

3. Let her know the decision is locked in and their future health 

cannot change the outcome. 

a. Call has been recorded, dated, timed, and stamped 

4. Complete the Dignity Memorial paperwork  

a. Let her know how important this information can be at the 

time of passing 

5. Read them the "I am Your Policy" 

6. Leave the home 
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Handling Objections 

“I Want to Think About it” 

It means, "I need more info." 

 "I know you've already been thinking about it." 

Utilize Feel/Felt/Found 

 

“I Need to Ask My Kids About it” 

 "I'm glad you have someone around to help you. Let's go ahead and get her 

on the phone. 

She may have questions about your policy." 

To kid: Explain what you're doing.  

"Your mom/dad listed you as the beneficiary." 

 

 "I knew so-and-so down in so-and-so and she didn't want her daughter to 

know she didn't have coverage." 

 

 "Great, call her. Here's what I want you to say: 'Hey Kelly, I need you to 

write me a check for $10-15,000, and I need it in 2-3 days, and I can't pay you 

back.'" "By taking one of these plans, they will always have it." 

 

 "What we've determined over the years is life insurance is best decided by 

the insured. It's your decision." 

 

 "Is there anything that your daughter would rather spend her money on? 

Her kids, your grandkids?” 

 

 "Since she is the beneficiary, is there any reason why she would say no?" 

 

 "On the worst day of your daughter's life, she is going to call her friends 

and family. They're going to send flowers, I'm going to send a big check." 

 

“It is Too Expensive, I Can’t Afford it” 

 "It's not expensive compared to what you receive." 

 

 "At first look, it may seem that way. However, on closer look, it's easier to 

come up with a few dollars a day than your kids coughing up $15,000." 

 

 "I understand you're on a fixed income and you have to be careful how you 

budget. But since you are on a fixed income, can you afford to pay for your 

spouse's funeral?" 

 

“I Already Have Insurance” 

Keep digging, they're already buyers 

 "Have you ever been to a funeral and hear the families say 'mama had too 

much insurance?'" 

 

“I Don’t Want the Bank Making the Payment for Me” 

 "That's ok, I'll take a full year's premium right now." 

Explain why having the bank draft out is important. 

If the premium lapses when mom needs it most, that would be terrible. 

 

“The VA is Going to Bury Me” 

 “The VA will only provide for a veteran, a plot, marker, and on occasion a 

vault or container.”        VA does not pay for funeral expenses. 
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Insurance Company Phone Numbers 

AAA Life  1-800-228-9999          

          OR 1-800-578-5877 

AARP / New York Life  1-800-695-5164  

          OR 1-800-695-9873 

AIG / American General  1-800-487-5433 

          OR 1-800-346-7692 

Allianz    1-800-328-5600 

American Founders  1-800-531-5007 

Amer. Foun. Life/First Western  1-800-531-5067 

American Income Life  1-800-433-3405 

American Memorial  1-800-843-8810 

American National  1-800-899-6806 

American Republic  1-800-691-0366 

Americo    1-800-259-2328 

Assurity Life   1-800-276-7619 

Baltimore Life   1-800-638-543 

Bankers Life   1-800-621-3724 

Central Security Life 

Central States   1-800-541-2363 

CNA    1-800-437-8854 

Colonial Life / Colonial Penn 1-800-523-9100 

Columbia Universal  1-800-880-1370 

Combined Life   1-800-225-4500 

Conseco   1-800-888-4918 

Cuna Mutual   1-800-356-2644 

Equitable Life   1-800-352-5150 

Farmers New World Life  206-232-8400 

Forethought   1-800-957-6886 

Forts    1-800-835-8953 

Gerber Life   1-800-253-3074 

Globe Life   1-800-654-5433 

Great Western   1-800-621-5688 

Guarantee Life    1-800-338-7452 

Guarantee Reserve  1-800-323-8764 

Guardian Life   1-800-444-6445 

Holy Family Society  1-800-435-0089 

Homesteaders Life  1-800-777-3633 

Howard Life      

Investors Guaranty  1-877-274-7779  

Jackson National Life  1-800-873-5654     

JC Penny / Stonebridge Life 1-800-527-5433  

          OR 1-800-527-9033                                                                          

John Hancock   1-800-732-5543 

Kansas City Life   1-800-821-6164 

Kentucky Central Life  859-253-5082 

Knights of Columbus  1-800-345-5632 

Liberty Life   1-800-378-2356 

Liberty National Life  205-325-4979 

Lincoln Heritage  1-800-433-8181 

Lincoln Life   1-800-457-6265 

Met Life    1-800-638-5433 

Midland National  1-800-923-3223 

Modern Woodmen  1-800-447-9811 

Monumental Life  1-800-638-3080 

Mutual of Omaha  1-800-228-9999 

New York Life   1-800-695-1314 

Northwest Life   1-888-409-8831 

Old American   1-800-733-6242 

Old Line Life   1-800-572-5848 

Old Reliance   602-257-1315 

Ozark National Life  816-842-6300 

Penn Life   1-800-275-7366 

Peoples Benefit Life  1-800-523-7900 

Pera    1-800-759-7372 

PFL    1-800-238-4302 

Physicians Life   1-800-228-9100 

Pioneer Life   1-800-759-7007 

Presidential   1-800-926-7599 

Primerica   1-800-257-4725 

Prudential   1-800-778-2255 

Pyramid    1-800-444-0321 

Reassure   1-800-678-6227 

Sentinel   1-800-484-8514 

Settlers Life   1-800-877-6191 

Southwest Life   1-800-792-4368 

Southwestern General  1-866-629-2677 

Standard Life Ins  1-800-222-3216 

State Farm   1-877-213-0756 

Surety Life   1-800-667-7789 

The Reliable Co   1-800-325-9555 

TransAmerica   1-800-238-4302 

TrustMark   1-800-235-4265 

Ullico    1-800-429-2725 

Union Fidelity Life  1-800-523-5758 

United American   1-800-925-7355 

United Heritage   1-800-657-6351 

United Ins Co of America  1-800-777-8467 

Veterans Life   1-800-872-8387 

Washington Mutual  1-800-866-9722 

Washington National  1-800-866-9922 

West Coast Life   1-800-366-9378 

Western Reserve  1-800-438-7180 

Other Phone Numbers 
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Question & Answer 

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

              


