Needs Analysis Worksheet

1. Mission Statement: To find my Clients the Best Value in the Protection of their family and loved ones.  To fully and clearly explain the options that will keep their family Financially Secure. To be your Agent for Life.  
2. Benefits Understanding: 

a. Pays a Level Benefit (Y) (N)

b. Portable vs. Requalification (Y) (N)

c. Paid to Beneficiary vs. Bank.  Tax Free (Y) (N)

d. Incontestable after 2 years (Y) (N)
3. Optional Living Benefits:

a. Disability (Y) (N)

b. Return of Premium (Y) (N)
4. What assets do you have currently that you would have to tap into and spend down to make the mortgage payment in the event of a death, such as Savings, 401k or IRA? ____________________________________________________________________________
5. What do you have in place to take care of the mortgage payment in the event of a disability? ____________________________________________________________________________
6. Is there a spouse or loved one who would be financially impacted by the death of the proposed insured? (Y) (N)

7. Are there children who would be financially impacted by the death of one or both of the parents? (Y) (N)

8. Briefly in your own words, what is the reason you are looking for protection at this time? ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
