
Future proofing 

advice

A lifetime of advice

This is not a consumer advertisement. It is intended for professional use only 
and should not be relied upon by private individuals or any other persons.



Learning objectives

By the end of this workshop, you will be able to do the following 
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Identify where protection needs exist and how your client could benefit from advice

Consider how to use a cashflow model to highlight a customer’s need for protection

Articulate how these ideas can be effective at every stage of your client’s life 



Perceived cost 

The value of advice
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What is your estimate?

What is the monthly premium for 

£800k Term assurance over 22 years 

for a non-smoker age 45?



Coming up  
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Framing  Anchoring  Nudging 
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What value do you,  

your proposition, 

and your services add?
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The janitor who helped 

put a man on the moon
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What do you do? 

What’s your purpose?

Explain simply what you do without using the words :

Investment – Wealth – Pension - Mortgage - Protection - Insurance - House - Financial Adviser -

“I’m helping put a man on the moon.”

 – Janitor – NASA-1962



Your last ten clients  
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What percentage of the last ten clients did you :

Discuss the need for Life Insurance for death or 

terminal illness?

How Many of those 10 did you discuss protecting 

their family income with?

How many of those have no idea that cover is 

available for them to consider? 

Write yourself a note to make contact



What are challenges /objections do you get?
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NO 

Money

NO 

Need

NO 

Hurry

NO 

Desire

NO 

Trust



Wealth opportunities to talk 

protection?
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opportunities to talk protection

Single life applications

Intermediary Designed11

IHT Business protection

Family protection Co-habiting wealth planning



Write it or refer it?.
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Know your proposition and what 
you offer 

• Show enthusiasm

• Services included 

• Any reviews

• Demonstrate expertise

• Added services

• Why YOU? 



Consumer duty
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Hierarchy of needs

Source FCA – A new consumer duty consultation 

Savings

Investment

Retirement

Protection

Emergency Fund

Mortgage

Act in good faith 

towards retail 

customers

Avoid causing 

foreseeable harm 

to retail 

customers

Enable and 

support retail 

customers to 

pursue their 

financial 

objectives



Your beliefs - be the expert 
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Your 
Beliefs

Your Expectations

Your 
Behaviour

Others 
Perceptions

Others 
Behaviours

What makes the difference?

Your proposition

Your expertise

Your services

Extra services

Your enthusiasm

Why choose You?



Is there a bias ?
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What protection do your 

client’s buy? 

Why?
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The Human Tree 
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Behaviour

Feelings/State 

Attitude

Responsibility

Beliefs 

Low self esteem, fear,

doubt, lack of focus,

No energy, resentment, 

Focus, drive, commitment

Love, enthusiasm, 

Dedication, determination 

Limiting Empowering

Happy, valued, euphoric

Self assured, confident

Strong, healthy, special

Self image, experiences

role models, expectation  

Sad, hurt , ashamed, 

unloved, undervalued, 

nervous, depressed

Self-image, experiences

Influence , perception, control

  

Blame, procrastination, delay, 

self defeat   

Independent ,attentive,

praise, reward, 

constructive 

  



Priming
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What do you do pre-meeting to prepare your 

client in preparation for a meeting about 

protection? 

What else could you do? 

How might it influence the outcome? 

 

The power of first impressions 



The repeatable process 
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Protection drives the process 

Research Pre-meet Meeting Review

What do you know 

About your client?

What is going on in their 

Life? 

What do you want them 

to be thinking about? 

How do you contact 

them pre meeting?

What do you send them  

To read, complete, consider? 

How do you “Prime” them for 

The conversation?

First Impression 

Positioning statement

What’s the focus

(Anchor) ? 

Confirmation 

Restate

Demonstrate



Optimism

Overestimate the probability of a positive event 

Underestimate the probability of a negative event 

Underestimate the probability of getting cancer 

 overestimate our ability to get buy  

Influences include 

Perceived control 

Being in a good mood
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How do you position the risk?

Intermediary designed21 Source :L&G What are the chances calculator – L&G adviser centre – Female 35, Non smoker Retiring age 67 



You are 

important to 

your family 

because of the 

Income you 

generate that 

pays for the 

bills, lifestyle 

and enjoyable 

treats 

Your earnings 

are a valuable 

asset that 

could stop if 

you became 

ill or injured – 

We just never 

know what’s 

around the 

corner

Part of my job 

is to suggest 

some 

affordable 

options for you 

to consider to 

help if you or 

your children 

became 

seriously ill    

Ultimately 

It means you 

can afford to 

maintain a

large part of 

your spending

and support 

your family 

through a very

difficult time 

without having 

to worry about

 money

Which will help 

take care of 

the additional 

costs of being 

seriously ill 

and protect   

your savings 

to ensure that 

you have them 

for when you 

really need 

them 

Frame your value and remove objections  
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I don’t need protection 

I won’t get sick

Can’t afford it

I have savings

I can rely on others

And you won’t 

have worry 

about the 

embarrassmen

t of running out 

of money and 

needing to rely 

on relatives to 

help you , but 

instead 

concentrate on 

getting back to 

health

I can cut back 

2020 Deadline to breadline myths and misconceptions 



Nudging the process - confirmation bias
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Always

 

Be

Confirming

I will listen to you to fully establish your 

current and future circumstances and 

needs to  fully understand all about you 

and your family.              

Are you ok 

with this?

It will then be down to you to decide 

which option suits you best.

Does that 

make sense?

I  will then recommend  an affordable 

financial safety net (if needed) based 

on your circumstances and needs.

Following 

me so far? 



Basic advice model

- “to cover the mortgage”
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IP

Low cost IP

Family Income 
Benefit

Critical illness cover

Life

Do you stop here?



Holistic advice 

– “to protect your lifestyle”
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A protection portfolio that 

meets client needs, and blends 

products to deliver 

comprehensive lifestyle cover. 

Life

IP

FIB

CIC



When normality stops – six ways to lose your home
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Critical Illness 

Death 

Sickness

Accident 

Fire, storm and flood 

Unemployment  

You may be evicted if you do not keep up your mortgage repayments



Ways to lose your portfolio
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Stock 

Market 

Crash



You build a portfolio to achieve a client’s goals
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What  protects the income that powers the portfolio?



Ways to lose your portfolio
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Critical 

Illness

Stock 

Market 

Crash

Long term 

Sickness

Unemploy-

ment
Death (with 

no IHT planning)
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Loss of Health

Loss of Income

Loss of Life 

Capacity for loss

Capacity for loss refers to an individuals

ability to withstand a financial loss and 

considers the risk an individual is willing to 

take.

 

Investing in low risk assets



A lifetime of advice - Cash flow modelling process

Assess Risk 

Consider lifestyle factors, 

values and risk tolerance 
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Action plan 

Deliver advice using tools and 

examples

Review 

Regularly revisit goals and 

review the plan 

Fact finding 

Determines the current situation 

Set Goals

Develop the client’s “bucket list” 

personal and financial

Scenarios

Identify alternative course of 

action for “what if?”



Protection opportunities
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Accumulation Decumulation

Simple needs                                                                              More complex  needs

Isa

Investments

Mortgage

Pension contributions

Build up savings

Inheritances
Pension schemes

Draw down

Use savings

Lifetime mortgage

Investment Income

Bank of Mum & Dad

Gifting

IHT



Cashflow model
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Cashflow model – Income stops
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Cashflow model – Income covered
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Income protection 

£35k per annum

£90 per month

How much 

would the client 

be willing to  

spend to cover 

this?



Assets under management – Clients income stops
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Assets under management – Income covered
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Income Protection for all



Affordable Income Protection 
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Self-employed is a different mindset
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“Taking financial risk, backing themselves to make it with their ability, 
knowledge and ideas. 

“Belief and bravery is admirable, however no amount of enthusiasm, 
capability and innovative ideas will protect against ill health”*

Source :*Andrew Wibberley- IPTF June 2023 

Pensions InvestmentsMortgage



2023 Claims paid
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Basic Income Protection knowledge

Features Income Protection

Age 18-60

Term Cover up to Age 70

Maximum benefit £240,000 (£20,000 per month)

Maximum Allowed • 60% of any Gross Annual Income up to £60,000, plus
• 50% of any Gross Annual Income above £60,000

Benefit Guarantee Benefits will be based on income at point of claim, so may 
reduce if income has reduced

Deferred Period 4, 8, 13, 26 & 52 weeks

Employment Cover provided if you are working at least 16 hours per week 
at the time of claim, either Employed or self Employed.
(Unless on Parental Leave)

Claims length Up to 12 or 24 months or  Up to Expiry of Policy



Maximum 
Cover  

60% up to £60,000

plus

50% above £60,000

Intermediary designed 43



Considerations – Deferred periods 
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Consumer Understanding

Builds on existing clear, fair and 

not misleading expectations.

Is a 4 week deferred period best advice?

What will the client’s expectation be?  

When will they receive payment? 

Features Income Protection

Age 18-60

Term Cover up to Age 70

Maximum 
benefit

£240,000 (£20,000 per month)

Maximum 
Allowed

• 60% of any Gross Annual Income up 
to £60,000, plus

• 50% of any Gross Annual Income 
above £60,000

Benefit 
Guarantee

Benefits will be based on income at point 
of claim, so may reduce if income has 
reduced

Deferred Period 4, 8, 13, 26 & 52 weeks

Employment Cover provided if you are working at least 
16 hours per week at the time of claim, 
either Employed or self Employed.
(Unless on Parental Leave)

Claims length Up to 12 or 24 months or  Up to Expiry of 
Policy



Is the claim medically supported?

The 4 basic claims considerations  

Is the claim financially supported?

What is the customer’s occupation and how does the incapacity limit them from carrying out their own 

occupation

Has the customer misrepresented any medical or occupational information that could mean a  claim 

is declined?
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Be honest! 
misrepresentation 
is on the rise 
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Smoking and Vaping Alcohol

Weight Pre-existing conditions

Symptoms not
 yet diagnosed

Over estimated
 earnings



Mental health support  
• Wellbeing helps with anxiety, stress, bereavement and relationships, plus access to a course of counselling 

if appropriate

• Rehabilitation is part of the claims service , experienced in-house clinical team assesses needs and best 
care pathways putting them in touch with one of our specialist partners
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Mental ill health claims considerations  
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Category 1 
Where evidence of the condition 
and evidence shows the 
claimant is not working as a 
result 
A claim would be paid:

- Bipolar disorder
- Clinical depression
- Post natal depression
- Post Traumatic Stress Disorder
- Psychosis
- Schizophrenia

Category 2 
Where evidence of the condition 
the severity, frequency and 
impact will enable a claim o be  
assessed to understand whether 
this is causing a claimant to be 
unable to work

-    Panic Attacks
- Generalised anxiety disorder

Category 3 
Typically, a diagnosis  on it’s own 
would not justify an IP claim being 
made. 
These may be reactions to life 
events rather than medical 
illnesses.

Ssupport services are available  
but do not pay Income Protection 
claims for time taken off work for a 
challenging life event that has not 
caused a medical illness.

- Grief
- Bereavement
- Stress (work related or other)



Simple claims process 
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Dedicated claims handlers

Electronic submission
of evidence

Easy claims process

Proof of earnings for 12 months prior 
to claim

Letter from the doctor

Or 
Longer earnings assessment period for 
self employed or those who have 
fluctuating earnings = average over past 
3 years.
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When will the claim be paid? 

The Income protection payment will be paid monthly in arrears. 

If an 8 week deferred period has been advised client will need to be off work for the deferred period 
before the claim becomes valid.

After the deferred period is up, and they are still unable to return to their occupation, the valid claim 
will be payable – the 1st payment will be made 12 weeks after their incapacity occurred. 

8 Week 
deferred 
period

Claim Payments commence 
Unable to do 
occupation
Inform Insurer

Claim valid 
payment after 

4 weeks

12 weeks



Lifestyle advice 
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A protection portfolio that 

meets client needs, and blends 

products to deliver 

comprehensive lifestyle cover. 

Life

IP

FIB

CIC
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Employee benefits for small businesses



What is it? 
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Regular monthly benefit 

paid to the business 

Business owned 

Single life 

Income Protection Plan

Payments made to end 

of policy or for 1 or two 

years if low cost  

selected. 

Employer National 

Insurance 

Contributions 

Employer pension 

contributions 

53



Who is eligible for Executive Income Protection?
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Equity Partners Members of a Limited 

Liability Partnership

Employees including 

directors & salaried 

partners

 

Sole trader

54



Tax efficient  
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• Not classed as taxable 

remuneration 

• No P11D benefit in Kind

• Can cover employers 

pension contribution

• Allowable business expense

• Corporation tax deductible

• No employers National 

Insurance contributions

Employee Business



How it works
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The Business  

 Makes a claim with the Insurer 

The Business

Insures the 

employee

Employee

Unable to work 

due to sickness 

or injury

56

ABC LTD ABC LTD

The Insurer 

 After the deferred period 

the insurer pays a monthly 

benefit to the Business

The Business

 Pays the employee via  

payroll after deducting tax 

and national insurance

The Business

Employer National insurance or pension 

contributions paid if benefit  selected



Amount of cover  
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Up to 80% Spouses earnings 

and dividends affected by the 

employee unable to work

Choice of benefit periods

Paid for either 1 or 2 years or 

until death of employee or 

policy end date

Employer National Insurance 

contributions up to £42,500

Employer pension contributions 

up to £40,000

Up to 80% of Gross remuneration 

(Max £300k)

This can include salary, regular bonus, 

dividends P11D benefits in kind

Additional cover  



Benefit Comparison   
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Executive Income Protection 

Remuneration    = £100K per year

Maximum benefit

80% x £100,000    = £80,000

In addition policy can also include 

Employer NI    = £9,827

Employer Pension   = £8,000

Income Protection benefit = £97,827

In event of claim benefit is paid to the company

• It can cover the Employer NI and Pension 

• Remaining £80,000 paid to the employee via PAYE

Net amount to employee   = £55,043

In addition £8,000 employer pension contribution

So a total benefit £63,043 These figures are for illustrative purposes only. Tax calculations are based on 2019/2020 tax bands and 

may change in the future. The information assumes that the same rate of income tax / National Insurance 

applies on to the relevant proportion of the premium and the same rate of dividend tax to the relevant 

proportion of the premium. It may be affected by individual circumstances.



Benefit Comparison   

Intermediary designed60

Personal Income Protection

Remuneration    = £100K per year

Maximum benefit levels

60% x £60,000    = £36,000

50% x £40,000    = £20,000

Income Protection benefit = £56,000

In the event of a claim benefit is paid direct to client

Executive Income Protection 

Remuneration    = £100K per year

Maximum benefit

80% x £100,000    = £80,000

In addition policy can also include 

Employer NI    = £9,827

Employer Pension   = £8,000

Income Protection benefit = £97,827

In event of claim benefit is paid to the company

• It can cover the Employer NI and Pension 

• Remaining £80,000 paid to the employee via PAYE

Net amount to employee   = £55,043

In addition £8,000 employer pension contribution

So a total benefit £63,043 These figures are for illustrative purposes only. Tax calculations are based on 2019/2020 tax bands and 

may change in the future. The information assumes that the same rate of income tax / National Insurance 

applies on to the relevant proportion of the premium and the same rate of dividend tax to the relevant 

proportion of the premium. It may be affected by individual circumstances.



Personal or Executive Income Protection?

Intermediary designed     61

Personal Income Protection

Benefit amount £56,000 
paid to claimant tax free

Quote £1,029.00 per year 

Annual premium Remuneration 

£100,000

Annual premium



Personal or Executive Income Protection?
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Personal Income Protection

Benefit amount £56,000 
paid to claimant tax free

Quote £1,029.00 per year 

Executive Income Protection

Benefit amount £97,827 
paid to business 

£80k via PAYE gives a Net benefit £55,043

Plus employers NI £9,827 + employers pension £8,000 

Quote £1,776.00 per year 

Annual premium

Annual premium

Annual premium

Annual premium

Saving almost £200pa

Remuneration 

£100,000



Employee benefits for small business  
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Executive Income Protection & Relevant Life Plan 

Business benefit

• Allowable business 

expense

• Corporation tax 

deductible

• No employers 

National Insurance 

Employees

• Not classed as 

taxable 

remuneration 

• No P11D benefit in 

Kind



Supporting 
a positive 
outcome
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Cashflow model

Intermediary Designed65



Cashflow model – Income stops
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Employee benefits for small business  
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Executive Income Protection & Relevant Life Plan 

Business benefit

• Allowable business 

expense

• Corporation tax 

deductible

• No employers 

National Insurance 

Employees

• Not classed as 

taxable 

remuneration 

• No P11D benefit in 

Kind



Relevant Life Plan 
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What is a Relevant Life plan?
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Death In service 

style benefit

Ends by age 75 Lump sum payment 

on death or 

diagnosis of a 

terminal illness 

 

Single Life assurance 

policy 

69

Group death in service for an individual 

Provisions: ITEPA 2003, Part 6, Chapter 2 and sections 481 and 482of ITTOIA 2005 



Relevant Life eligibility
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Equity Partners Members of a Limited 

Liability Partnership

Employees 

including directors 

& salaried partners

 

Sole trader

70



How it works
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The employee dies or is 

diagnosed with a terminal 

illness  

The Business

Insures the 

employee

Policy written in 

RLP trust

71

The Trustees make a claim

Payment made to 

beneficiaries 

or a charity 



Tax efficient  
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• Not classed as taxable 

remuneration 

• No P11D benefit in Kind

• Allowable business expense

• Corporation tax deductible

• No employers National 

Insurance contributions

Employee Business Beneficiary 

• Benefits paid free of income 
tax 

• Benefits paid into 
discretionary trust*

• Outside of estate for IHT 

*Discretionary trust – potential for periodic and exit charges for inheritance tax

We recommend you contact your local inspector of taxes before deciding if the premiums may qualify as a deductible business expense.



Family protection to provide a lump sum to replace lost remuneration

 Age 17-49          Age 50-59          Age 60-73

Remuneration includes salary, bonuses, benefits in kind and regular dividends from shares in the employer’s 

company or company within the employer’s group of companies

Maximum cover levels 
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25x 20x 15x 



ABC LTD XYZ LTD

Personal & Business continuation options  
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Advise of new employer 

within 90 days

New employer pays the 

premiums 

Term, cover, benefits  and 

premium remain the same 
New Trustees

 appointed

Personal basis Pay the premiums 

themselves

Term, cover,  and 

premium remain the 

same 

No medical

information required

Business to Business

Personal 



Focus on Trusts



When trusts are used

Single life applications
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Relevant Life Plans Business protection

Family protection Co-habiting Inheritance tax + wealth planning



The benefits of using a trust
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The value of your advice and 

expertise

Faster payment

Control of beneficiaries

Reduce inheritance tax

Build your 
client bank

Enhancing 
your 

relationship

Treating 
customers 

fairly



Types of Protection trusts
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Discretionary – proceeds paid at the trustee’s 

discretion

Absolute – no discretion over who to pay

Flexible – names people who are first in line to 

benefit but trustees still have discretion to override

Survivors – for joint life only, the survivor benefits 

as long as they survive by 30 days failing which the 

trust becomes discretionary



£2.7 billion
£2.9 billion

£3.1 billion
£3.4 billion

£3.8 billion

£4.7 billion
£4.8 billion

£5.2 billion

£5.4 billion

£5.2 billion
£5.3 billion

£6.1 billion

£6.7 billion

£6.9 billion

£7.3 billion

£7.8 billion

£8.3 billion

2010-11 2011-12 2012-13 2013-14 2014-15 2015-16 2016-17 2017-18 2018-19 2019-20 2020-21 2021-22 2022-23 2023-24 2024-25 2025-26 2026-27

Inheritance tax

Intermediary Designed80 Source : https://www.gov.uk/government/collections/inheritance-tax-statistics

Over 6,000 estates included life insurance policies not in 

trust =  £280m of IHT may have been unnecessarily paid

Source : ONS 2023



The Rysaffe principle 
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By establishing a series of smaller trusts 

rather than just one, you can reduce the 

impact of the 10-yearly periodic charge 

and exit charge by benefiting from a nil-

rate band for each individual trust.

• Discretionary trusts have  own nil rate band for 

IHT purposes – currently £325K

• 10 year periodic charge 

£1m  

£1m  



Rysaffe – New day, new trust 

• Trusts created on different days are not  related settlements for IHT purposes

• Reduces the impact of the 10-yearly periodic and exit charge, as each trust has a nil-rate band (NRB) 
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£100K£300K £300K £300K

Day 1 – Plan 1 Day 2 – Plan 2 Day 3 – Plan 3 Day 4 – Plan 4

£300K £300K£300K £100K  



2023 Claims paid
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Focus on Critical 

illness



How Critical illness claims are spent

86

20%
Everyday expenses.

22%
For or towards private medical 

treatment.

20%
Saved it or put it away for the 

future.

22% 
Replaced lost income while they 

couldn’t work. 

19%
Paid of all or part of their 

mortgage.

21%
Helped improve or aid their 

health.

Source: CIExpert Critical thinking report 2024Intermediary Designed



Protection underpins everything
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ExpensesMortgage or

Rent

Savings PensionChildcare Luxuries

All types of Protection required to cover ALL 

areas



Cashflow model – Income stops
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Goal based planning
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Describe the positive or disturb with a 

negative? 

Best Case Scenario

What would you want to keep doing?

What do you want the family to keep doing?

 

Signpost from first interaction

Financial planning includes robust protection 

advice



Financial resilience 19 days 
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Over optimism – “I’ll be alright!” 

Reducing levels of saving

Is a “preference” a plan?



Being ill is expensive 
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Can I afford my diagnosis?  

Intermediary designed94 Macmillan 



Asking the right questions  
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What illness or injury concerns you most? 

Why is that? 



Every Children’s Critical Illness Claim 

A gift to show we are thinking of them

“A little something to make you smile
Love from,  

Legal & General”

Project smile

96



97
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No claims cut off period

Or 

A survival period



Affordable choice - Family Income Benefit

*

Monthly tax free benefit on death or diagnosis of a terminal or critical illness*

Or commuted lump sum payment – the choice is yours.

(if critical illness cover or critical illness extra are chosen)
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Day to day living expenses, mortgage , adaptions to home, private treatment , holidays, new car, School 

or nursery fees, child care or child maintenance payments, the list is endless

25 years5 years

Commuted lump sum  or …

A monthly payment to end of policy term 



A simple choice – boost the emergency fund
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Where will the money come from?

What’s the capacity for loss?

What are they committed to paying? 

Outgoings £3,025

No cover 



CIC XTRA

Joint life

£90.00

CIC XTRA

£46.00 pp

Position the value  

 

Intermediary designed100 Quote date 14/07/24  - premiums rounded for illustration purposes 

Policy

Waiver 

Indexation

Children’s 

cover

Private 

diagnostics 

Cost pm

CIC

£40.00 pp

Couple Aged 35 - non smokers

Office workers (Class 1)

£100,000 lump sum

Waiver of Premium & Indexation 

25 year term



A simple Choice 
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Where will the money come from?

What’s the capacity for loss?

A simple choice

  

Monthly outgoings 

£3,115

£100k in reserve 

=

Lifestyle protected  



Protection opportunities
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Accumulation Decumulation

Simple needs                                                                              More complex  needs

Isa

Investments

Mortgage

Pension contributions

Build up savings

Inheritances
Pension schemes

Draw down

Use savings

Lifetime mortgage

Investment Income

Bank of Mum & Dad

Gifting

IHT



What’s your plan?
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Where are the needs to discuss 

protection?

What benefit would it be to your 

client?

How will it benefit you and your 

business?



Intergenerational planning in action
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Where are the opportunities?

Does your client value you enough 

to refer the next generation to you?

Property 

purchase

School 

fees

Property 

rental

Wealth 

transfer

University 

fees

IHT 

planning
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A gift or a loan?

Average deposit for 1st time buyer 

£53,4141

What is the impact on the family finances? 

Source : Bank of family research 2023 L&G/  statista research 2023 



Opportunities

Intermediary Designed106

What is intergenerational wealth 

planning?

• Preserving wealth as it’s 

passed onto future generations

• The role of protection in 

mitigating IHT costs



Whole of Life Protection Plan
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Family Protection

• Provide financial support to a partner or 

dependant.

• Meet the cost of funeral expenses.

Inheritance Tax (IHT)

• Cover for an expected IHT bill.

Business Protection

• Key person cover

• Share purchase 

• Cover an interest only business loan.



Gift Inter Vivos
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Gift Inter Vivos from L&G
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The cover is structured from a series of five 

individual term assurance policies mirroring 

the liability 
• A premium that reflects the level of cover needed at 

that time

• Feedback from advisers - lower total premium paid 

over the full 7 year term than a traditional Gift Inter 

Vivos plan

• A single underwriting journey

• Multi-policy discount for all cases

Initial IHT 

liability in year 1 

to 3 is £900,000



Need to talk protection?
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The next generation are your future clients, 

protect the value to your client bank

Property 

purchase

School 

fees

Property 

rental

Wealth 

transfer

University 

fees

Succession 

planning

IHT 

planning

Gift Inter 

Vivos
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Claims 2023
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Gaining commitment 
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The assumptive close

The option close

The suggestion close



Nudging and urgency 
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Sullivan nod

Yes ladder

urgent close

Nod 3 times during what you 

want them to agree to 

Make two very small requests

Follow up with a larger request

“you’ve exchanged so you 

need cover now”
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Awkward Silence or 

powerful sales tactic



Price beater

Critical illness cover

£250,000 and over

Income Protection

£2,000 per month and over 

Life insurance 

£500,000 and over 



Summary  
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Framing  Anchoring  Nudging 



Learning objectives

By the end of this workshop, you will be able to do the following 
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Identify where protection needs exist and how your client could benefit from advice

Consider how to use a cashflow model to highlight a customer’s need for protection

Articulate how these ideas can be effective at every stage of your client’s life 



Training and development
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Webinars covering

• Protection and Sales Skills

• Business Protection opportunities and technical

• Product specific webinars

Virtual & face to face workshops

• Family Protection

• Mortgage Protection

• Wealth Protection 

• Business protection
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