
 
 

 
Closing Rebuttals 

 
1. “I would like to talk it over with my children.” 
➢ I understand, and that’s great. You probably sacrificed a lot for your children 

when they were growing up. How many grandchildren do you have? Your 
children are probably sacrificing for them. You know, death is a financial 
burden isn’t it? It’s either a burden for you to pay with programs like this or a 
burden for your family to pay if you don’t. If you ask them what to do, they 
may feel obligated to help. They may even tell you not to take it, just because 
they feel obligated to take care of it. In the mean time, if you die, the burden 
will fall back on them, or even worse, your grandchildren. Don’t you feel it 
would be better to do this on your own terms and while you still have your 
health? 

➢ “Mrs. Jones, I can appreciate that. It’s important to let your children know 
what’s going on. However, if you’re calling to ask them if it’s okay or if you 
should do it, I’ll tell you what they are going to say. They’re going to say, 
“Mom don’t worry about it, we’ll take care of it.” They will say this not 
because they can take care of it, but rather because they love you and they 
don’t want to discuss or even think about you dying. You know that, and 
that’s why you mailed the card. You just don’t want them to have to worry 
about coming up with the money to bury you. So why don’t we get this 
started, then you can call them and give them the good news. 

➢ “Let me ask you, Mrs. Jones would you think about calling your son or 
daughter tonight and ask them for $5,000.00? Of course not, but you know 
what would be bad is if perhaps you had a stroke and died tonight, and 
someone else called and said, “Susie your father/mother died tonight, and by 
the way, we need $5,000.00.” Now, Mrs. Jones, I know that you’re a proud 
mother, and you would not want that to happen, and surely if your child dies 
first you would not want your grandchild to pay for it. So, let’s go ahead and 
get the $5,000.00 or $6,000.00 – Which is best for you? 

 

2. “I can’t afford it!” 
➢ Well, Mrs. Jones, I wish I had a simple solution for you, but unfortunately, I 

don’t. Death is a financial burden, and you only have two options. Either you 
are going to have to sacrifice or your family is going to have to sacrifice. I 
think that you are a person who loves your family very much so let’s go 



 
 

ahead and do this, so you can stop worrying about it. Would the $4,000.00 or 
the $5,000.00 be better? 

➢ “Mrs. Jones, I can appreciate that, but with this program, you get coverage 
that begins today. If I was to tell you that I know you only had one week to 
live, and that for $_____ I would give your family $5,000 next week, would 
$_____ still be too expensive? No. Well Mrs. Jones, not you, nor I, or the 
company knows when we are going to die. I suggest going ahead and getting 
a small policy in place for your family.  You can always increase later if things 
get better.” 

➢ “Mrs. Jones, I can appreciate that, but with this program, you get coverage 
that begins today. Now we all know that death is a financial burden, and 
what we’re deciding today, is whether you want to accept that burden or 
leave it to your family, and I know that you don’t want to leave it to them, 
that’s why you sent in the card. You sent it in so that you could take care of 
this yourself. So why don’t we do this today. Is the $________ better or 
$________ better for you? 

 

3. “I would like to think about it.” 
➢ “Yes, Mrs. Jones, I understand. This is a decision that we all would like to put 

off, but unfortunately, there are three things that can happen to you if you 
wait, and they’re all bad. The first is, you could die, second is, your health 
could change for the worse, or you have an age change, which would cause 
the price to increase. Now, Mrs. Jones, when you pass away, you don’t want 
your family sitting around the kitchen table having to deal with this. So, let’s 
get this started for you today. Which one would be best for you, the $______ 
benefit or the $________ benefit? 

➢ “I can appreciate that, and that’s almost always the wise thing to do, so let 
me help you. We’ve established that you need this insurance coverage and 
that you don’t want to leave this burden for your family, so what is it exactly 
that you need to think about?” (Listen: They are going to tell you what is 
causing them not to buy.) 

➢ “I can appreciate that, and that’s almost always the wise thing to do, but 
aren’t there just two things one needs to think about? Do I need it? Can I 
afford it? We’ve already established that you need it, so is this a matter of 
affordability? 

 

4. “I don’t have the money today.” 
➢ “That’s fine! You don’t have to have the money today since my job isn’t to 
collect money from you.  My job is to find the best company for you and get you 
approved for it.  Once approved, it will be paid next month when you receive 



 
 

your check.  You mentioned earlier that usually comes on the 3rd of the month.  
So starting with that BRONZE plan will probably be best to start with correct?” 
 

5. “I don’t allow anyone to get into my checking account or 
savings account.” 
➢ “You know, Mrs. Jones, I don’t either, and I do however allow these types of 

payments. The company doesn’t have free access to your account. What 
happens is, on the same day every month your bank wires our bank the 
premium. One of the best things about this is you never have to worry about 
a payment being lost in the mail. Even better than that, this is the best rate 
which is going to save you a lot of money over your lifetime.” 

➢ “Mrs. Jones, let me explain why most Seniors prefer this type of payment 
over the other. As you know, we will all die, and if you were to die in an 
accident, the first thing your family is going to do is go to the bank. They may 
forget about your policy or the name of the insurance company, but when 
they go to close your account, the bank will print a statement and on that 
statement, will show the payment to the insurance company. Don’t doubt, 
they will check and see what it is and get the benefits you selected for them. 
It’s the safest way to do business any way you look at it, plus I gave you the 
discounted payment.  

 

6. “I’m just shopping, I want to compare.” 
➢ In your experience, was it always true that the cheapest product you bought 

was always the best buy? (You can use FEXQuotes at this point). “I’ve done 
the shopping for you.” 

➢ Ask them to name the 10 insurance companies. Then remind them that there 
are HUNDREDS of companies out there. If they couldn’t name 10, how could 
they seriously make an intelligent decision? “That’s what every good shopper 
wants to do. Let me tell you that our product is not the least expensive. It is 
in the middle. But when you look at it feature for feature and dollar for dollar 
you won’t find a better value anywhere. Isn’t that what you want? We are 
the final expense specialists. Show the value of your company using the 
brochure. 

➢ “Mrs. Jones. How many companies have you talked with? (Wait for response) 
“At this time you still don’t have the coverage you need, right? So. If 
something happens to you today this burden would fall to your family. Mrs. 
Jones, we specialize in final expense. This is all we do. If you needed heart 
surgery you wouldn’t go to a general practitioner. Would you? You would go 
to a specialist. Mrs. Jones, we don’t have the cheapest program and we don’t 
have the most expensive, but our company is second to none. That’s what is 



 
 

most important, isn’t it? So, you want to do this with a specialist. Which 
would be better for you, the ________ or _________?” 

 

7. “How much does this cost?” 
➢ Don’t talk about price until the prospect appreciates the value of the plan. 
➢ I’ll be glad to tell you. May I first explain some very important benefits I am 

sure you would like to know about? If I can’t show you the value, what does 
the cost matter? I honestly don’t know how much it could end up costing you 
to have this program until we can see what it will do for you. Let me ask you 
a few simple questions.  

 

8. “Come back next week.” 
➢ “Mrs. Jones, I wouldn’t mind coming back next week, if you could promise 

me two things: that you’d still be here, and your health wouldn’t change. You 
know your life and your health can be so uncertain. We never know what 
could happen even tonight. Let’s make sure this chance doesn’t get away 
from us. Do you think the ________ or ________ would be better?” 

 
 
 

9. “I have the money in the bank to cover this.” 
➢ “Mrs. Jones, what did you have in mind when you put this money in the 

bank?” (Listen) (If not for the burial or final expense go to A.)  
      (If for final expense, skip A, go to B.) 

A. “Are you sure you want to take this money you saved for 
(whatever they told you) and use it for your final expenses? 

B. “Mrs. Jones, I’m sure (amount of savings) would take care of 
your final expense if you passed today, but if you had an 
extended hospital or nursing home stay, you would not receive 
any help from Medicare until you spend down all of your asset. 
Without a program like this, that financial burden could still fall 
to your family. It really makes sense to plan, doesn’t it? Which 
would be better, the ________ or ________. 

C. You can also show them a Single Pay Whole Life policy if they 
really do have the money set aside for their final expenses.  
Show them how you can make the $10,000 turn into $20,000 
instantly! 
 

 



 
 

10. “I have a prepaid funeral.” 
➢ Complement them on their plans. 
“But what if your children move and want to have you buried near them?  
 
There is still a need for: 
*Medical and legal expenses* Review the need for additional income. 
 
There are many people we see that have pre-paid funerals. They have it paid 
or are paying on it. What type do you have?” (If paid up, go to other 
expenses) (If they are still paying on it) “What is so good about this is you pay 
one payment and die, the financial burden is off Susie, but with what you 
already have; Susie will have to pay it. Now, Mrs. Jones, funeral homes don’t 
care where the money comes from, just as long as they get it. So, you still can 
have your pre-paid and this, that way, you protect Susie, because if you 
didn’t care about Susie, you wouldn’t have started a pre-paid plan. So, let’s 
go ahead and protect Susie and get the $5,000 or $6,000.  
 
“Would you like to cash in all your present insurance for its face value and 
live on it for the rest of your life?  I’m sure your answer is no!  So why are you 
asking your family to do so?” 
 
“Mary, I am so glad that you have your burial insurance taken care of!  But if 
you see here on this card, I am here about your FINAL EXPENSE insurance.  
There are other costs involved than just the burial.  You will want to have a 
small policy in place that will help with those expenses.” 
 
 
 

 
 
 
 


