
 

Making sure you are prepared for all objections…. 



AARP Term Insurance 
 
 In the field, you will run into many objections.  Preparation will 

increase your chance of success.  Being prepared for the AARP 
objection is a necessity.  You will run into many people that either have 
AARP Term insurance policies or are considering purchasing an AARP 
Term Insurance policy. 

 Understand that most people have never been educated on the 
differences between an AARP policy and a the Whole Life Policies that 
you can provide. 

 Most people believe that an AARP Term Policy will take care of all of 
their needs. 

 It is your job to explain the difference and educate the prospect on the 
difference between an AARP Term policy and the policies that you 
offer.   



Important Facts to Remember 
 Use the AARP brochure which can be printed from the website in the 

PRINTABLE FORMS section and show the client that: 

 The AARP policy will END at age 80 regardless of their health.  This 
means that if the client lives past the age of 80….they will have NO 
coverage.   

 Once the AARP policy ends…, the client is not entitled to a refund of 
any of the premiums that they have spent over the years.  This will 
typically result in a loss of thousands of dollars. 

 Show the client (on the last page of the brochure in the fine print) that 
the AARP policy increases the premium every 5 year age bracket.  That 
means…when the client reaches 60, 65, 70, 75 etc etc… the premium 
will increase.  This can be very difficult for most seniors who are 
typically on a fixed income. 



AARP Permanent Insurance 
 If needed, you can show the client the difference between the AARP 

Permanent policy and the GUARANTEES that your policy will offer.   

 All of the whole life policies that you will offer have a price guarantee!  
You can show the client where the AARP does not offer a price 
guarantee. 

 The AARP Permanent life policy (on the last page in the fine print) 
clearly states that the premiums “Are Not Guaranteed”. 

 This is a big deal considering that over 90% of the clients you will meet 
with will be on a fixed income and can not afford any type of increase 
in premium. 

 As consumers.. we all want guarantees especially when it comes to the 
price.   



Colonial Penn 
 Many people are familiar with the Colonial Penn 

commercial and think that it is a great option for final 
expense coverage. 

 Use the Colonial Penn policy print out to educate your 
client that their policy may have a 2 year waiting period for 
benefits to begin. 

 Do not use this as a sales tool unless you are sure your 
client will qualify for an Immediate Benefit. 

 If the client only qualifies for the Graded benefit, do not 
use this as it will not provide any added value to your 
presentation. 



AARP Brochures: 
 
 You can find both the Term and Permanent brochures in the 

PRINTABLE FORMS section of this website.  Print this out and make 
sure you take them with you. 

 

 I highly recommend calling AARP and asking them to mail you a 
brochure about their Term and Permanent life insurance programs.  
You do not need to be a member of AARP to get this information.   

    Call 1-800-865-7927 to order the brochures. 

 

 Using the original color brochure will look better and it will be easier to 
show your prospect the differences between AARP and the guarantees 
that you can offer.   


