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I made sure my  
clients were covered.
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TODAY, Making sure your clients are covered is your job. 

But you know that once a life insurance policy 

is placed, that job is far from finished. In fact, it’s 

just beginning. Your relationship with your client 

may start with that first policy, but it grows and 

flourishes as you continue to be a resource for 

that client and offer life insurance and financial 

planning solutions that make sense throughout 

his or her life. 

Protective Life offers a Life Check-Up program  

to help you and your clients get the most out  

of your life insurance policy review meetings. We 

provide simple tools for pinpointing opportunities 

for changes that will benefit your clients. So go 

ahead, begin your first Life Check-Up.
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How does a Life Check-Up Work?
A Life Check-Up is an opportunity for you to have a discussion with your clients about their current 
and future life insurance needs. During your time together, you’ll want to talk about any life changes 
that may have occurred since your last meeting, perform a life insurance needs analysis and 
thoroughly review their current policies. Once you have walked through those steps, you can begin  
to offer solutions that best fit your clients’ needs. You’ll find that by holding annual Life Check-Ups, 
you can deepen your relationship with your clients and help them protect tomorrow so they can 
embrace today. 

In this guide, Protective Life walks you through the Life Check-Up process while recommending 
material that will help you along the way. Make Life Check-Ups a part of your regular practice:
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1 	Determine who needs a Life Check-Up

2 	Prepare your clients for the meeting

3 	Start the conversation

4 	Perform a life needs analysis

5 	Review current life insurance

6 	Offer creative solutions

7 	Contact your Protective Life 
representative for help 



1  Determine Who Needs a Life Check-Up
Life changes, and so do your clients’ life insurance needs. One of the most important elements 
in a well-rounded financial strategy is life insurance. Yet, it’s common for clients with ever-changing 
lifestyles and financial situations to lack adequate life insurance coverage. Often clients will keep the 
same, sometimes outdated, coverage through the years. Just think for a moment. Have any of your 
clients experienced one or more of the following lifestyle changes? 
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Prospects

 Client Name
Married 

or Single
No. of 

Children
Amount of  

Current Coverage
Life Insurance  

Objectives

If you have any questions, contact your Protective Life Distributor
or the Protective Sales Desk at (800) 628-6390.
The tax treatment of life insurance is subject to change. Neither Protective Life nor its representatives offer legal or tax advice. 
Clients should consult their legal or tax advisor regarding their individual situation before making any tax related decisions.
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A comprehensive life insurance policy review kit
Life Check-Up Kit

Rep Name:

A life insurance review may be appropriate for clients who have:

Rep Phone: 

•	A small or large business

•	Recently married or divorced

•	Purchased a new home

•	Given birth or adopted a child

•	Single or dual income households

•	Received a significant salary increase

•	Group life insurance coverage but have no indi-
vidual coverage

•	Term insurance and may need to consider 
permanent insurance

•	Concerns about having enough cash flow dur-
ing retirement

•	The need to transfer assets to heirs 

•	Estate tax concerns This form will help you 
identify potential Life 
Check-Up opportunities 
from your current book 
of business.

Let us protect your tomorrow, so you can embrace today.

When was your last Life Check-Up? 
Your family’s financial health may depend on it.
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TODAY,
I made sure my family 
is protected.

Customize this postcard 
with your contact 
information and send 
to the clients on your 
prospecting list to get 
them thinking about life 
changes and their life 
insurance coverage. 
Follow up with a phone 
call to schedule your 
first meeting.

Dear <<Valued Client>>,

Let’s face it, thinking about life insurance makes some people uncomfortable. After all, nobody wants to think about 

a time when they won’t be around. 

Instead, think about this: If something happened to you, what would happen to your family? Would they be 

able to stay in their home? Would it change their lifestyle? How would they handle the unexpected expenses of 

everyday life?

Those questions might make you worry, especially if you’re unsure of the answers. So why not find out?

Making sure your family is taken care of is easier than ever when you come in for a free Life Check-Up. We’ll look 

at your existing life insurance plan to determine if it meets your current financial needs, and see if the coverage and 

features make sense for your long-term plans.

Your Life Check-Up may show that your current policy hasn’t performed as expected, or no longer provides enough 

coverage. If so, we can make simple changes to help ensure that your loved ones will be adequately covered should 

something happen to you.

Schedule Your Free Life Check-Up Today. 
Don’t let another day go by worrying about what might happen tomorrow. Let’s answer your questions by 

scheduling a Life Check-Up with me at <<Rep’s Email Address>> or <<Rep’s Phone Number>>. We’ll help you 

protect tomorrow, so you can embrace today.

Sincerely,
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<<Advisor Name>>
<<Street Name>>
<<City, State, Zip>>

<<Date>>

<<Client Name>>
<<Street Address>>
<<City, State, Zip>>

<<Financial Representative Name>>
<<Company Name>>

Use this prospecting 
letter template to help 
you reach clients on 
your prospecting list. 
You can customize with 
your clients’ names and 
your own information. 
Follow up with a phone 
call to schedule your 
first meeting. 

A change in your life could mean it’s time to change your life insurance. You may need more coverage, less coverage, or 
even a different type of insurance. The checklist below includes examples of life changes can affect the type and amount of 
life insurance you need. If you’ve experienced one of these, or another significant life event, now is a good time to schedule 
a comprehensive Life Check-Up. Even if you haven’t experienced any major changes in your life, it’s a good idea to schedule 
regular policy reviews to make sure your coverage still meets your needs.

Get started by filling out this quick checklist. Your agent can help you identify next steps based on your results.
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Life insurance

Investing

Retirement planning

College funding

Long term care insurance

Trusts

Disability income insurance

Estate planning

Business continuation or business planning

Other 

What are you interested in learning more about?

Find out more about Protective’s Life Check-up by contacting your agent.

Become married or divorced

Changed jobs or lost your job

Purchased a home

Welcomed a new member to the family

Started a new business

Begun caring for an elderly family 
member or a person with special needs

Started saving for education

Considered retirement

Been in an accident or become disabled

Lost a loved one

Received an inheritance or an 
unexpected windfall

Become a grandparent

Become an empty nester

Since your last meeting with your financial professional have you…

I want to increase/decrease my insurance or 
premium amount

I want to review and/or change my beneficiaries

I’m looking for ideas for an additional investment

I’m interested in making or changing my 
retirement plan contributions

I want to know about transferring assets 

I need help with my investments

It’s time to start an education savings plan

I’d like to review/create an estate plan

I want to set up a trust

Check any of the statements below that describe your situation:

Life Check-up: Getting Started
Life changes, so should your life insurance.

You can share this 
Getting Started checklist 
with your clients when 
you meet to aid your 
discussion about the 
types of life changes 
that may prompt 
the need for new or 
different life insurance 
coverage.  

2  Prepare Your Client for the Life Check-Up
Once you have scheduled the meeting, you need to make sure your clients are prepared. Prior to 
the meeting, contact your clients and remind them to bring copies of any life insurance policies 
they may have with them to the meeting. If your clients have already filled out a needs analysis, 
make sure they bring that as well. In addition, you’ll want to have the right material on hand to 
aid your discussion. Consider handing out copies of the Getting Started checklist, one of the Life 
Needs Analysis worksheets and the Life Check-Up consumer brochure. 

Also, if your client decides to replace a current policy, you will want to have the template for the 
Letter to Insurance Company ready, also provided with this brochure. All of these materials can 
be found at www.myprotective.com/lifecheckup.

Life Insurance Needs Analysis
A Tool to Estimate the Right Amount of Life Insurance Coverage
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This Life Insurance Needs Analysis is intended only to provide a general estimate of the amount of life insurance coverage you may need. This analysis 
provides only a snapshot of your current situation. You should complete a new Life Insurance Needs Analysis at least annually, and whenever your relevant 
information changes. The results of this analysis are based on your inputs and assumptions. Changes to those items will produce different results.

Neither Protective Life Insurance Company nor its representatives offer legal or tax advice. Investors should consult their attorney or tax adviser regarding 
their individual situations. Life insurance policies issued by Protective Life Insurance Company, Birmingham, AL. 

Annual Income Replacement: 
The amount of annual income your beneficiaries would need upon your death.

Years Income is Needed: 
The number of years your beneficiaries would need an annual income stream 
upon your death.

Cash for Immediate Needs:
The amount needed to cover all final expenses upon your death. This includes 
funeral costs, medical expenses, probate fees, etc.

Debts and Obligations:
Estimate the amount needed to pay off your debts and obligations. Include  
credit card balances, car loans, educational loans, and other remaining liabilities.

Total Available Funds:
The total sum of savings, investments and other assets which may provide 
income for your family.

Estimated Life Insurance Coverage Needed:  
A general estimate of the amount of life insurance coverage you may need.

x

+

+

-

=

These flyers help 
you and your clients 
evaluate their current 
life insurance needs. 
You may want to mail 
or email a copy to 
your client prior to 
your meeting. 
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DATE:

TO: 

FROM:

SUBJECT: 

<<Date>>

Customer Service Unit of Insurance Company 

<<Mr. and Mrs. Valued Customer>>

Request for In Force Illustration

Dear Customer Service Unit:

I am reviewing my life insurance coverage. Please send the following information as close to the date of this letter 
as possible:

•	Cash surrender value

•	Death benefit

•	 Cost basis information

Additionally, please send an in force illustration for my policy number:

In preparing this information, please assume current interest rates and current mortality/expense rates in the 
future, and assume current premium payments for the life of the policy.

Please fax the requested information to my Financial Representative, <<Name>>, <<Title>> with <<FIRM 
NAME>>.  That fax number is <<Fax Number>>. Your timely response will be most appreciated.

Policy Form Number

Owner, Other Than Insured(s)

Mr. Valued Customer Mrs. Valued Customer

Letter to the Insurance Company Template
Share this template with your clients who need to gather information 
from their current insurance carrier(s).

This letter can 
be reproduced 
with your clients’ 
policy information 
and sent to their 
insurance company 
to request additional 
information 

Life Check-Up
Understanding Your Life Insurance Needs
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This consumer 
brochure explains 
the importance of life 
insurance, how it fits 
into different situations, 
and takes your client 
through a simple needs 
analysis, a life planning 
questionnaire and quick 
quiz on life insurance 
needs. Ask your client 
to fill in these sections 
prior to your meeting, 
so you can discuss their 
findings.  

•	Marriage or divorce
•	Childbirth or adoption
•	New job or career change
•	Significant salary increase

•	Home purchase
•	Starting or owning a business
•	Nearing retirement
•	Financial support of elderly parent(s)

If your clients are like most Americans, the answer is yes...and it’s time for a Life Check-Up.  
Also, when was the last time you met with your client to discuss their life insurance coverage?  
If it’s been more than a year, it’s time to schedule a Life Check-Up.

54

 Tools for Getting Started Tools for Preparing Your Client 



3  Start the Conversation
Once you have successfully scheduled the meeting and have your client in your office, now is the 
time to talk to your client about his or her goals. It’s important that you have your client answer the 
following questions to guide your process: 

•	Why are you considering purchasing life insurance or changing your current coverage?

•	What would you like to accomplish with this review?
o Lower premiums
o Higher/lower death benefit
o More cash value 

o Chronic illness coverage
o Retirement income
o Other concerns

•	What has changed in your life since we last met?  
(Provide the Getting Started worksheet and have the client indicate life changes)

Many advisors find the most difficult part of their meeting is actually beginning the 
conversation. Below are some conversation starters to help get the discussion with 
your client moving in the right direction.

A 	Jim, what have you done to help [wife]  
send the kids to college if something 
were to happen to you?

Let’s arrange a time to review your 
family’s needs and make sure you’ve  
done enough.

B 	I know you took the important step of 
getting life insurance a number of years 
back. Has your [lifestyle, work, business, 
family situation] changed since then?

Have you reviewed your life insurance 
coverage since the change(s)?

Do you think you need to make changes?

C  You’ve done a great job purchasing life 
insurance to protect [spouse] in the event 
something happens to you.

Has [spouse] taken additional steps to 
protect you in case something were to 
happen to [him/her]?

D 	Kathy, you’ve probably secured enough 
homeowner’s insurance coverage to replace 
your home, correct? And probably enough car 
insurance to replace your car, right? Of course, 
no amount of money can replace your life,  
but what about replacing your income for 
the ones you love if something were to 
happen to you?

E 	If you’re like most people, your home is 
your biggest purchase and longest financial 
commitment. In fact, how many more years 
do you have on your mortgage? 

If something were to happen to you, how 
would [spouse] pay off that mortgage AND 
take care of other expenses such as college 
funding, debts and day-to-day living expenses?

F 	You’ve built quite a business for yourself and 
your family. What would happen with the 
business if something were to happen to you?

What if something happened to your 
business partner?

 Conversation Starters

Tools for Starting the Conversation
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Ask TODAY about a Life Check-Up. 

TODAY,  
I made sure my family  
is protected. This desktop display is a great way for you to promote Life Check-Ups and  

start the conversation with your clients.

A change in your life could mean it’s time to change your life insurance. You may need more coverage, less coverage, or 
even a different type of insurance. The checklist below includes examples of life changes can affect the type and amount of 
life insurance you need. If you’ve experienced one of these, or another significant life event, now is a good time to schedule 
a comprehensive Life Check-Up. Even if you haven’t experienced any major changes in your life, it’s a good idea to schedule 
regular policy reviews to make sure your coverage still meets your needs.

Get started by filling out this quick checklist. Your agent can help you identify next steps based on your results.
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Life insurance

Investing

Retirement planning

College funding

Long term care insurance

Trusts

Disability income insurance

Estate planning

Business continuation or business planning

Other 

What are you interested in learning more about?

Find out more about Protective’s Life Check-up by contacting your agent.

Become married or divorced

Changed jobs or lost your job

Purchased a home

Welcomed a new member to the family

Started a new business

Begun caring for an elderly family 
member or a person with special needs

Started saving for education

Considered retirement

Been in an accident or become disabled

Lost a loved one

Received an inheritance or an 
unexpected windfall

Become a grandparent

Become an empty nester

Since your last meeting with your financial professional have you…

I want to increase/decrease my insurance or 
premium amount

I want to review and/or change my beneficiaries

I’m looking for ideas for an additional investment

I’m interested in making or changing my 
retirement plan contributions

I want to know about transferring assets 

I need help with my investments

It’s time to start an education savings plan

I’d like to review/create an estate plan

I want to set up a trust

Check any of the statements below that describe your situation:

Life Check-up: Getting Started
Life changes, so should your life insurance.

You can share this Getting Started checklist with your clients when you meet  
to aid your discussion about the types of life changes that may prompt the  
need for new or different life insurance coverage.

 

This consumer brochure explains the importance of life insurance and how it  
fits into different situations. Your client is taken through a simple needs 
analysis, a life planning questionnaire and quick quiz on life insurance needs. 
Ask your client to fill in these sections prior to your meeting, so you can  
discuss their findings.  

76

Life Check-Up
Understanding Your Life Insurance Needs
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5  Review Current Life Insurance
Since you have asked the client in advance to bring their current policy/policies to the meeting, 
you are ready to review the policies and ensure the following areas are complete and correct:

Ensuring accuracy of these key areas is critical to the Life Check-Up process. Not only are you 
making sure that their current policy is in good shape, you may be uncovering opportunities for 
change by simply reviewing the data with your clients. For example, you may quickly find that  
they need a higher death benefit when it doesn’t match up with their life needs analysis results. 
You could determine that your client would benefit from owning a policy with a chronic illness rider.  
Maybe your clients’ beneficiaries have changed since the policy was last reviewed. A thorough 
review will help ensure that your clients’ policies suit their needs.  
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Life Insurance Needs Analysis
A Tool to Estimate the Right Amount of Life Insurance Coverage
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This Life Insurance Needs Analysis is intended only to provide a general estimate of the amount of life insurance coverage you may need. This analysis 
provides only a snapshot of your current situation. You should complete a new Life Insurance Needs Analysis at least annually, and whenever your relevant 
information changes. The results of this analysis are based on your inputs and assumptions. Changes to those items will produce different results.

Neither Protective Life Insurance Company nor its representatives offer legal or tax advice. Investors should consult their attorney or tax adviser regarding 
their individual situations. Life insurance policies issued by Protective Life Insurance Company, Birmingham, AL. 

Annual Income Replacement: 
The amount of annual income your beneficiaries would need upon your death.

Years Income is Needed: 
The number of years your beneficiaries would need an annual income stream 
upon your death.

Cash for Immediate Needs:
The amount needed to cover all final expenses upon your death. This includes 
funeral costs, medical expenses, probate fees, etc.

Debts and Obligations:
Estimate the amount needed to pay off your debts and obligations. Include  
credit card balances, car loans, educational loans, and other remaining liabilities.

Total Available Funds:
The total sum of savings, investments and other assets which may provide 
income for your family.

Estimated Life Insurance Coverage Needed:  
A general estimate of the amount of life insurance coverage you may need.

x

+

+

-

=

These flyers helps 
you and your clients 
evaluate their current 
life insurance needs.
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•	Premium amount

•	Guarantees

•	Death benefit

•	Optional riders and endorsements

•	Beneficiaries

 Tools for Getting Started 

4  Perform a Life Needs Analysis
The foundation of a Life Check-Up is a comprehensive needs analysis. Through this process of 
discovery, you will uncover your client’s goals. They may be concerned with income replacement, 
retirement income planning, legacy planning or something else. Beginning with a needs analysis 
will help you guide your client to the right solution. A needs analysis can be a simple equation 
calculating death benefit needs minus available funds, or it can be more detailed, segmenting out 
different types of expenses, income needs and available funds. 

Protective Life provides both simple and detailed needs analyses, included in the back pocket of  
this brochure. Select the approach you feel works best for your client. Keep in mind that you can  
find electronic versions of both needs analysis worksheets at www.myprotective.com/lifecheckup. 
These electronic documents will automatically calculate the need as you fill in the fields.  

If you had sent your client a needs analysis to complete prior to the meeting, take a look at it 
together. Or, provide one of the two versions during your meeting, and complete it with your client.



6  Offer Creative Solutions
Now that you have analyzed your client’s current coverage, their changing needs, and talked to 
them about their objectives, you are ready to get to work. It’s time to offer solutions that will help 
your client accomplish their goals. Perhaps adding an income rider to a product can help lower 
monthly premiums, while still achieving their desired death benefit. Or, maybe your suggestion of 
adding a chronic illness rider will ease your client’s worries when it comes to their future health and 
healthcare expenses. The options are endless, and every client’s situation is different. By sharing 
your knowledge and offering solid solutions, you will enrich your relationship with your client.

7  Contact Your Protective Life Representative for Help
Protective Life is here to help you along the way. With the Life Check-Up materials offered at  
www.myprotective.com/lifecheckup, you have resources for prospecting, client education, 
conducting your meetings and follow-up. Be sure to review the available material and work with 
your Protective Life representative on setting up your Life Check-Up meetings. 
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Next Steps

12
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Review:

Contact:

View:
Talk:

12

Meet:

Review your current book of business for clients who 

may need a Life Check-Up.

Reach out to those clients with an email, letter, 

postcard or mailer (check available materials from 

Protective Life).

View the available Life Check-Up materials—visit 

www.myprotective.com/lifecheckup

Talk to your Protective Life Representative for help

with your policy review meetings or for more information. 

Set up Life Check-Up meetings with your clients. 

Follow the steps outlined in this brochure to conduct a 

successful meeting.


