
After the initial phone call, the in-person appointment is where you’ll experience the most 
obections. This document compiles 38 of the most common objections that have been heard 
over the years and the responses that help navigate the appointment.  

All 38 objections are divided into 3 categories as shown below.  Each category is defined 
and each objection shows the agent response(s).  Memorize these objections for use in your 
appointments and refer back to this document when you encounter one you need some 
help with.

HOW WILL THIS HELP ME?

HOW DO I USE THIS DOCUMENT?

HESITATION | Statements that communicate caution, skepticism, concern

INEXPERIENCE | Statements that communicate lack of knowledge, understanding

CONTROL | Statements that communicate wanting to maintain control of the conversation - 
the “No, I’ve got this” objection

CATEGORIES

APPOINTMENT OBJECTIONS
& HOW TO RESPOND LIKE AN EXPERT

“CLIENT OBJECTION”

AGENT RESPONSE:
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1.  “I don’t want the insurance company to get the money when I die.”

Most annuities have a death benefit that is passed onto your heirs, 
not the insurance company if you pass away prematurely.

2.  “I don’t like annuities.”

RESPONSE:

Which ones don’t you like?  There are at least eight different types of 
annuities.

3.  “I want to think about it.”

Great, what do you want to think about?  We can go over those 
questions when we meet again.

4.  “I am too old.”

You are never too old for safety as long as you have plenty of 
liquidity.

5.  “I am too young.”

If you have money set aside for retirement and that’s what you plan 
to use it for, why would you be too young to protect your retirement 
funds and make sure it’s there when you retire?

6.  “I want to talk with my broker/financial planner.”

What do you think your broker will tell you when you ask what they 
think about you moving money away from them taking away their 
fees?

It’s very rare that I find a broker or financial planner that knows how 
these products work.

They can’t even sell our products, so do you think they’ll know 
anything about them?

HESITATION

Statements that communicate 
caution, skepticism, concern

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:
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7.  “My broker doesn’t like annuities.”

Your broker loves annuities for them, just not for you. As long as 
you continue to be their client, you are their annuity as long as you 
live because they continue to make their fees off of you no matter if 
you’re making or losing money. 

8.  “I want to talk with my accountant.”

Most likely, your accountant won’t be an expert in this type of prod-
uct. They’re a tax expert, not a safe money expert. I never mix these 
four advisors - your safe money person, your risk money person, your 
tax person, and your legal person. 

9.  “I want to talk with my friend who is really smart in this kind of stuff.”

Over the years, I can count on my hand the number of friends people 
have that are experts in Safe Money.

10.  “There are a bunch of hidden fees in those products.”

Our fees are optional, their fees are mandatory.  All of our fees are 
disclosed in bold print, while some of their fees are hidden or hard to 
find within the fine print of prospectuses, which can be hundreds of 
pages long.

11.  “It sounds too good to be true.”

Just because your broker or banker didn’t tell you about it doesn’t 
make it untrue.  Besides, annuities have been around for over 200 
years and are state-regulated by the Department of Insurance.

12.  “My friend said never to get an annuity.”

What experience does your friend have with annuities?

What is their financial situation and how does that influence their 
financial options?

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

13.  “High surrender fees.”

What would your surrender fees be if you had to get your money 
when you lost 40-50% when the market dropped?

If you’re using this money for the purpose of income, you’ll never 
need to worry about surrendering this policy because you’ll need 
income for life.

We’ll make sure you’ll have plenty of money in liquid funds outside 
of the annuity so you’ll never have to worry about surrendering this 
policy.

RESPONSE:
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14.  “I want to talk with my kids.”

Great, when can we set up a meeting?

Because they’re so much younger, they’ll be more willing to take 
risks. This will influence their opinions.

15.  “I don’t want to pay a lot of fees.”

When people refer to high fees in annuities, they’re referring to 
Variable Annuities.

Your broker charges you fees year after year whether you’re winning 
or losing.

16.  “One product will not meet all needs.”

This is true. That’s why we give each segment of your money a 
purpose.

17.  “Locks up your money for a long time.”

If you’re doing income for life, why does it matter how long it’s 
“locked up”?  Locked up usually refers to security to me.

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:
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18.  “I don’t understand financial stuff.”

That’s okay, what do you do for a living? I don’t really get what you 
do either. This is why we need experts in all areas of our lives.

19.  “What is the difference between Income Value and Index Value?”

This is best when kept simple:

20.  “The Income Value isn’t real money.”

It’s real when you draw out income for the rest of your life based on 
the income account value, so how is that not real?

21.  “I don’t get all the market gains in that type of product.” (Limits my growth.)

True, but you don’t participate in losses.  If you have a 30% loss, you 
need almost a 43% gain to get back to where you started.

22.  “My broker said when I lose money it’s only a paper loss.”

So, when you have a gain do they say, “It’s only a paper gain”?  Any 
loss you have requires you to recover from that loss before you can 
start earning again.

INEXPERIENCE

Statements that communicate 
a lack of knowledge, understanding

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

• Index Value is used for death benefit or walk away value and 
the end of the surrender schedule.

• Income Value is an accounting number used to determine 
the amount of income you can get for the rest of your life 
based off of years of deferral, single or joint payout, and your 
age.
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23.  “If this is so good, why aren’t more people doing it?”

The financial planning industry is dominated by fee-based services 
and products. Moreover, this industry is heavily supported by the 
media through advertising dollars. Fortunately, the tide has started to 
turn.  In an era of corruption, corporate greed, political malfeasance, 
international destabilization, and the threat of terror, retirees are look-
ing for safety.  Due to product enhancements and the market, risk-
fixed annuity sales have been growing at an unprecedented rate. 

24.  “I have been told tax-free life insurance would work better.”

This is very rarely the case. There is a premium for the cost of life 
insurance and no income guarantee for life.

25.  “I really don’t understand how this works.”

I totally get it. If you tried to explain to me what you do for a living, I 
would not get it either.  We’re all experts in our own area.

That’s why I’m here - to explain how it works.

26.  “Why doesn’t my broker carry these?”

Brokers don’t like these because they don’t make their renewals 
every year.

Brokers are limited by their broker dealers on the products they are 
allowed to sell.

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:
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27.  “I want to keep control of my money.”

Do you ever really have control of your money?  If it’s in the bank, 
who controls the money and interest rates?  If it’s with your broker, 
who controls the market risk without ever really knowing where the 
market will be day to day?  If you have cash in your hand, who’s 
controlling it from inflation since it’s not earning anything? There is 
no such thing as “control” of your money.

28.  “I’ve already met with a few people.”

What did they leave you?

29.  “I have always been in the market.”

You’ve always been working. Now you want to retire. Things need to 
change to allow that to happen.

30.  “I can manage the money myself.”

If the majority of the experts can’t even beat the S&P historical, what 
makes you think you can do better?

Do you really want to go the rest of your life worrying about market 
volatility?

31.  “I don’t want all my eggs in one basket.”

Protected eggs only need one basket.

We can spread the deposits between different insurance companies.

Statements that communicate wanting 
to maintain control of the conversation - 

the “No, I’ve got this” objection

CONTROL

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

32.  “I don’t need more income.”

It’s rare that someone will ever be in the situation of never needing 
income in the future, but if that’s the case, then we can use a straight 
Indexed Annuity.

RESPONSE:
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33.  “I want to be diversified.”

Just because you’re diversified doesn’t mean you’re safe. I could go 
into a casino and play every slot machine and table and call myself 
diversified. The problem with this is everything in the casino is 
designed to take or lose your money.

The best part of diversification is when you have your guaranteed 
money safe so you can do what you want with your other money.

34.  “I already have annuities.”

Great, what kind?

Can we get you something better?

Are you happy with them?

What kind of fees do you pay?

35.  “My broker says they have a product that will do something exactly like that.”

If they do, and they usually don’t, why did they wait until now to show 
it to you? Are they only acting in your best interest when they are 
losing your account?

36.  “I don’t want to tie up my money for lengthy periods.”

Other than the money you’re spending today, the rest of your retire-
ment money is always in a holding pattern. The question is, what is 
it doing to provide you guarantees or are you just hoping it will be 
there when you need it? As long as you have adequate emergency 
funds, you can let the rest of your money work for you.

RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

37.  “I have had my money manager for decades.”

Chances are your last job was not the same as your first job out of 
high school. You probably don’t still live in your first home or drive 
the first car you bought.  As your life has changed, so did your jobs, 
homes, and cars to meet your needs at the time.  At this time in your 
life, you need a financial professional that will secure your retirement 
with guarantees and lifetime income.  If those needs haven’t been 
addressed in a meaningful way prior to our meeting, then it’s time for 
a change.

RESPONSE:
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38.  “I’m not concerned about outliving my money.”

This has rapidly become the number one concern for retirees. 
People are outliving their money all the time now.

Two things I’ve learned from my clients:

RESPONSE:

• You will get older faster than you thought.

• You will live longer than you thought.

Medical technology has allowed people to live longer. It has also 
allowed people to live miserably longer.

Do you really want to take a chance of living into your older years, 
running out of income?
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