i@ Needs Assessment Role Play
Characters:
o Agent (Jason) — Warm, clear communicator, professional

e Client (Lisa Harper) — 38, married, two children, open to guidance

Icebreaker + Rapport Building

¢ Jason:
Hi Lisa, it’s great to finally connect with you. Thanks for setting time aside today—I know life
can get hectic. How’s your week going?

¢ Lisa:
Oh, it’s been nonstop! Getting the kids ready for school, managing work...you know how it
goes.

¢ Jason:
I definitely do. That’s why today’s meeting is so important—Iife doesn’t slow down, but
protecting your family’s future doesn’t have to take long or be complicated. We’ll keep it simple
and straightforward.

B [Transition into the Presentation]

¢ Jason:
My goal is to make this as informative and stress-free as possible. I’ve put together a brief
presentation to walk you through who we are, what we do, and what to expect during our time
together. This will help give you a clear idea of how I can support you and your family now and
in the future.

Let’s take a look.

I [Slide 1 — Introduction]

¢ Jason:
At Couvillier Advisors, we’re not here to sell products—we’re here to help protect families. We
take a holistic approach to ensure every solution we recommend supports your goals, your
lifestyle, and your peace of mind.



I [Slide 2 — About Us]

¢ Jason:
We believe that true well-being includes more than just finances. That’s why we work to improve
our clients' financial, mental, and physical health through strategic partnerships, education, and
tailored protection plans. Our team is trained in looking at your full situation so we can provide
personalized, long-term solutions—not one-size-fits-all products. We offer a wide range of
insurance products, including auto, life, health, pet insurance, and Medicare, as well as ancillary
coverage to help fill gaps not covered by standard health insurance. These include dental, vision,
hearing, hospital indemnity, cancer plans, and more. Our Financial Services portfolio includes
retirement plans, annuities, debt and tax relief plans, tax preparation, and financial counseling.
We also offer a number of specialty products, such as member benefit packages, HSAs, identity
theft protection, and mental and physical wellness products.

[Slide 3 — About Me]

¢ Jason:
Let me take a quick moment to introduce myself. My name is Jason [Insert Last Name], and I’'m
a licensed insurance advisor. You can see here a copy of state license and here’s a couple of
pictures of me with my wife and two beautiful kids on vacation. I’ve helped hundreds of families
just like yours protect what matters most. Why do I do this? Because I’ve seen firsthand what
happens when families are unprepared—and I’ve also seen how powerful proper planning can
be. My role is to be your advisor—not just today, but for years to come.

[Slide 4 — What to Expect Today]

¢ Jason:
Here’s what our appointment will look like today. First, we’ll complete a Needs Assessment—
just a few questions to help me understand your family’s current situation and goals. Next, I’1l
walk you through a few personalized recommendations based on what you share. If we find a
good fit, we’ll go over next steps and make sure everything is clear and comfortable for you. And
remember—this isn’t a sales pitch. It’s about helping you protect your family with the right tools
and information.

I [Slide 5 — Your Needs Assessment]

¢ Jason:
To get started, I’ll ask you some questions covering things like:

e Basic contact info



e Debts and assets
e Your current insurance coverage
e Any prescriptions or medical history that could impact eligibility

Why is this important? Because the better I understand your situation, the better I can tailor
recommendations that actually make sense for your life—not just a generic quote. It also helps us
avoid any surprises during the application process and ensures your plan is built right the first
time.

¥ [Transition to the Needs Assessment]

¢ Jason:
So with that in mind, let’s go ahead and complete your Needs Assessment. I’ll guide you through
it step-by-step—nothing complicated, just a few easy questions to get the full picture. Sound
good?

¢ Lisa:
Sounds good. Let’s do it.

Needs Assessment Questions

(This aligns with your form, using open-ended style and friendly tone)

¢ Basic Info
Jason:
Let’s start with the basics. Can you confirm your full legal name, date of birth, and current
address for me?

+ Lisa: Lisa Ann Harper. I was born February 14, 1987. I live at 214 Evergreen Drive, Baton
Rouge, Louisiana.

Jason:
Great—thanks. And your height and weight?

 Lisa: 5°5”, about 165 pounds.

Jason:
Any tobacco use in the past 12 months?

« Lisa: No, I’ve never smoked.



¢ Family & Household
Jason:
Are you currently married or living with a partner?

« Lisa: I’'m married—my husband’s name is Mark.

Jason:
Do you have children?

 Lisa: Yes, we have two—ages 9 and 6.

Jason:
Any pets in the household?

 Lisa: Yes—two dogs and a cat. Full house!

¢ Debts (Open-Ended)
Jason:
Let’s talk about debts. What kinds of loans or balances do you have right now—Iike mortgage,
auto loans, or credit cards?

+ Lisa: We have a mortgage with about $225,000 left on it, a car loan on my SUV, and maybe
$5,000 in credit cards.

Jason:
And how many years are left on the mortgage?

« Lisa: About 24 years.

¢ Assets (Open-Ended)
Jason:
Now let’s go over what you’ve already built. Tell me about your current financial assets, such as
savings, retirement accounts, or other assets that you currently have?

« Lisa: [ have about $200,000 in a 401(k) from my old job and around $8,000 in our
emergency savings account. Nothing fancy—we’re working on building it up more.

¢ Current Insurance
Jason:
What types of insurance do you currently have—Ilife, health, auto, homeowners, or anything
else?

« Lisa:



e Life: Justa $50,000 group policy through work
e Health: Covered through my employer
e Auto and Homeowners: Through State Farm

e No dental or vision separately

¢ Income
Jason:
And what’s your approximate annual income?

+ Lisa: About $72,000 a year.

Jason:
How about your husband—what does he do, and what’s his income like?

+ Lisa: He’s a high school math teacher. He makes about $55,000 a year.

¢ Health History (Open-Ended)
Jason:
Now, a few health-related questions. Have you had any diagnoses, surgeries, or family medical
history I should be aware of?

« Lisa: I had gallbladder surgery about three years ago—no issues since. My mom had breast
cancer in her early 60s, but she’s in remission now.

¢ Medications
Jason:
Are you currently taking any prescriptions—or have you taken anything regularly in the past
seven years?

+ Lisa: Just a thyroid medication—Ievothyroxine. I’ve been on it for about five years. Other
than that, no.

¢ Purpose of Coverage
Jason:
And last big one: what’s the main reason you’re looking at life insurance right now? What’s the
biggest concern you want to address?

+ Lisa: If something happens to me, I want my husband and kids to be financially okay—cover
the mortgage, help with college, and just not have to worry.



¢ Jason:
Thanks again for walking through all that with me, Lisa. Just to recap, here’s what I heard from
you:

e You’re married with two kids, and your biggest concern is making sure your family
would be financially secure if something happened to you.

e You’ve got a mortgage balance of $225,000 and a household income around $127,000
combined.

e You also have $200,000 sitting in an old 401(k), and currently only a small $50,000
policy through work.

e And—you’ve got a couple of furry family members you’re caring for too!

Does that all sound accurate?

¢ Lisa:
Yep, you’ve got it.

Primary Recommendation: Life Insurance Policy

¢ Jason:
Based on that, I’d recommend we set up a 25-year term life insurance policy for $500,000.
Here’s why:

e That amount would fully cover your mortgage

e Replace your income for several years

e Help with your kids’ education

e And make sure your family doesn’t face financial hardship if the unexpected happens
Let me show you a few real-time quotes from top carriers.
=2 (Jason shares screen or shows quote sheet)
“Okay, for a healthy non-smoker your age, here’s what we’re looking at:”

e Carrier A: $27/month — A+ rated, very fast underwriting

e Carrier B: $31/month — Slightly more, but includes optional child riders

e Carrier C: $34/month — Includes living benefits for chronic illness



¢ Jason:
Any of these would do the job. Do you have a preference on keeping the premium low or adding
benefits?

¢ Lisa:
Let’s go with the $27/month one. I’m fine keeping it simple.

¢ Jason:
Excellent choice. That’ll give your family strong coverage without straining the budget.

Cross-Sell 1: Fixed Indexed Annuity (401k Rollover)

¢ Jason:
Now, let’s talk briefly about that 401(k) from your previous job. You mentioned it’s just sitting
there, right?

¢ Lisa:
Yes—hasn’t been touched in years.

¢ Jason:
That’s really common, and it can leave money vulnerable to market swings and high fees. One
option we could look at is a Fixed Indexed Annuity—it’s like a protected retirement strategy.
Here’s what it would do:

e Lock in your principal—your $200,000 can’t go backward due to market losses
e Allow for growth based on market performance (without actually being in the market)
e Give you guaranteed income for life when you’re ready to retire
o Offer more liquidity, as you can usually withdraw 5-10% penalty free after the first year
e And avoid probate so your family can access the money easily if anything happens
Let me run a quick projection.
= (Jason enters values into FIA quote tool)

“At age 65, based on average performance, this plan could grow your $200,000 to about
$315,000 — with guaranteed income of around $1,400/month for life, starting at age 65.”

¢ Jason:
There’s no cost to move it, and it’1l stay protected while still growing over time. Would you like
me to prepare the rollover paperwork?

¢ Lisa:
Yes, I’d like that. I haven’t known what to do with it, but this sounds safe and productive.



¢ Jason:
Perfect—we’ll take care of that today too.

Cross-Sell 2: Pet Insurance

¢ Jason:
And one last thing—pet insurance. I always bring this up with families who have pets, because
vet bills are unpredictable and they’re often not covered by savings.

You mentioned two dogs and a cat—so I pulled a few sample pet insurance quotes.

1 (Shares screen with sample pet plans)
For example:

o Healthy Paws Plan: $28/month per dog, $19/month for the cat, 80% coverage after $250
deductible

e ASPCA Plan: Similar pricing, but includes wellness visits and shots

¢ Jason:
Would you be interested in coverage just for emergencies or full wellness?

¢ Lisa:
Emergency coverage would be enough—just in case something big happens.

¢ Jason:
Got it. I’1l include the Healthy Paws option for all three. That way, your pets are protected and
you’re not stuck with a $3,000 vet bill unexpectedly.

Confirming Acceptance

¢ Jason:
So just to confirm:

e We’re going with the $500,000 20-year term life policy at $27/month

o We’re initiating a 401(Kk) rollover into a fixed indexed annuity for protected growth and
future income

e And setting up emergency-only pet insurance for your dogs and cat
Does that all sound good to you?

¢ Lisa:
Yes, I’m really happy with all of that.



¢ Jason:
Fantastic. Let’s get the applications going, starting with the life insurance. I’ll walk you through
each step, and I’ll make sure we review everything again before final submission. As part of your
life insurance application, we ask that you complete our Claims Alert System form by listing as
many local friends or family members as possible. This allows us to provide your contacts with
some basic information about your life insurance policy.

Each year, millions of dollars in life insurance benefits go unclaimed because beneficiaries either
don’t know a policy exists or may forget about it while grieving the loss of a loved one. The
purpose of this form is to ensure that someone contacts us immediately after your passing, so we
can begin processing your claim without delay.

We will only provide your contacts with basic policy information and our business card. We will
not attempt to sell them anything—this step is simply to make sure your loved ones know exactly
who to reach out to when the time comes.

¢ Jason:
Alright Lisa, your life insurance application is submitted, your pet insurance enrollment is
started, and the annuity paperwork is in motion. You’ve just taken a huge step for your family’s
future—I’m really proud of you for knocking this out.

Before we wrap up, do you have any questions for me about what we’ve done today or what
comes next?

¢ Lisa:
No, I think you covered everything. It actually felt really easy.

¢ Jason:
That’s what I like to hear! I try to make this as smooth and stress-free as possible.

Next Steps (Now that Applications Are Complete)

¢ Jason:
Now that everything’s submitted, here’s what to expect over the next few days and weeks:

1. Review Request Email:
You’ll receive an email today with a link to share a review of my services. While it’s
completely optional, your feedback is greatly valued and appreciated, as it helps me
continue providing the best service possible.

2. Policy & Contract Approvals:
Once the life insurance policy is approved, you’ll receive an email with your official



policy number and digital copy of your policy. Same thing for the annuity—we’ll send
your contract and annuity ID number once it’s issued.

3. If There Are Any Issues:
Sometimes the insurance company might need a follow-up or clarification—if that
happens, I’ll reach out directly and help you resolve it quickly.

4. Follow-Up Call in a Few Weeks:
After everything is approved, I’ll check in with you in about 2 to 3 weeks just to make
sure you’ve received all your policy documents and ID cards—and answer any final
questions.

waa Photo + Contact Info Setup

¢ Jason:
Hey Lisa—one last thing before I go! Would you mind taking a quick picture with me?

I always send a copy to my clients so they have a little memory of the day they protected their
family—and I also help you save my contact info on your phone with the photo. That way, if
anything ever happens, your spouse or someone else can easily find me to help with the claim.

¢ Lisa:
Sure, I’d like that!

¢ Jason:
Awesome. Say cheese!

B (Ttake a friendly, professional photo together. Jason texts it to Lisa and walks her through
saving his contact with the photo in her phone.)

¢ Jason:
Alright Lisa, that wraps us up! I’ll be in touch soon, and of course, if you need anything at all
before then—just call or text me anytime.

¢ Lisa:
Thank you, Jason. I really appreciate everything.

¢ Jason:
You’re so welcome. It was an honor helping you today.



