[image: A logo with a globe and blue text

AI-generated content may be incorrect.]

Client Discovery Questionnaire
Helping You Build a More Secure Financial Future

Client Name: ________________________________________    Date: ___________________
Agent Name: ________________________________________

Step 1: Exploring Needs
What if I could show you a way to save money on taxes?
   ☐ Yes, I’d be interested  ☐ No, not right now

When was the last time you had your Life or Annuities professionally reviewed?
   ☐ Within the past year  ☐ 1–3 years ago  ☐ Never

How much coverage do you currently have?
  

Has anyone ever calculated the right amount for you?
   ☐ Yes  ☐ No

Would you be interested in lower premiums or better policy features?
   ☐ Yes  ☐ No

What keeps you up at night? (check all that apply)
   ☐ Outliving my savings
   ☐ Market volatility
   ☐ Rising healthcare costs
   ☐ Providing for my spouse or heirs
   ☐ Other:


If I could show you a way to guarantee a stream of income for life, would you be open to a conversation?
   ☐ Yes  ☐ No

Do you have the OLD or the NEW type of life insurance?
   ☐ Old (Traditional)  ☐ New (Living Benefits, Indexed, etc.)  ☐ Not Sure

Did you know I also offer solutions for retirement income?
   ☐ Yes  ☐ No

Step 2: Retirement Readiness
Do you have a 401(k), IRA, or both?
    ☐ 401(k)  ☐ IRA  ☐ Both  ☐ Neither
    How are they performing? 

What is your plan to transition from accumulation to distribution phase?


How would a market correction impact your retirement plans?


You mentioned your retirement accounts have performed well. What is your plan to protect those gains?




*For internal use only. All information will be kept confidential.*
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