
Handling Objections When Selling Life Insurance 
Such As Low Cost Term Life Insurance 

For life insurance agents, handling objections is very important. Most of the times, it is seen that when the 

prospective buyer has objections, he or she is coming closer to the deal. Very often it is seen that if the 

objections are handled properly, the deal can be closed very easily. Some of the objections are: 

 

• Unspoken objections 

• Excuses 

• Malicious objections 

• Show-off objections 

• Objective objections 

• Subjective objections 

• Price objections 
 

A life insurance agent needs to be a master the art of closing calls, in addition to the sales objections. If you 

have not closed the call at the right time, after you have overcome all the sales objections, you will not get 

the deal. You need to pay good attention to the potential buyer during the sales calls, He or she may have 

some objections related to the medical tests that are conducted during the process of disbursing the policy. 

You can always suggest the life insurance no exam policy as an alternative, If prospective buyers don’t want 

to give the medical tests. 

   If you think that price objection are giving you a nightmare while the sales calls, you must look out 

for alternate that are cheaper than what you are currently selling. As the term life insurance cost is much 

lower than the other permanent life insurance costs, you can offer this term life insurance, If the potential 

buyer needs a cheaper option in life insurance. It’s sure that after handling the price objections, the deal goes 

very smooth. The life insurance agent needs to know when to close the deal at the right time. 

Its always been a better option to give the low cost term life insurance to customers who wants to try a life 

insurance concept for the very first time. The life insurance agents always face a difficulty because there are 

many life insurance companies that offer the low cost term life insurance. Generally a customer before a 

customer takes his or her final decision they compare two life insurance companies. There are some life 

insurance companies which offer very cheap rates but the financial ratings of those life insurance companies 

may not good. 

 In such cases, the life insurance agent need explain the importance of the financial ratings and make 

the customer aware of the financial ratings of the life insurance companies. Once when the importance of the 

financial ratings is known to the customer, he or she will surely go for financially strong and a good life 

insurance company. The life insurance agents are seen as a sales executive but once when the agent brings 

confidence to the customer the potential buyer treat him or her as a guide. 

When the prospective buyer of the life insurance policy needs some information related to the life insurance 

policies you will have to give it to him or her immediately. If you don’t have the information related to the 

life insurance policies, make it a point to give it to the prospective buyers the next time you meet them. Most 

often it is seen that the prospective buyer does not buy the life insurance policy at the first instance or first 

meeting with the life insurance agent. 

  The prospective buyers needs to be given some time to take decision for buying the life insurance 

policy or policies by the life agents. If the customer concern about the price, the potential customers don’t 

even bother to ask about the features of the life insurance policies. To attract such customers, the term life 

insurance cost is something that do the most. You need to explain the customers to understand that life 

insurance is something that should be given good thought. 

 Confidence building is often an art and the life insurance agents need to master this art., the life 

insurance agents need to help the prospective buyers to make a decision, when the prospective buyers are 

confused. The paper work needs to be done, after the decision is made, the customer should receive the life 

insurance policy in time, and this must be ensured by the life insurance agent. The customer needs to read 

the terms and conditions very carefully before they go through with the deal, the life insurance agent needs 

to intimate this to the customer. 
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