Insurance Cold Call Script
Six insurance cold call scripts, from the opener and referral intro to discovery, quoting the value, handling objections, and booking the next step.
Opening hook
When to use: Use this in the first ten seconds of an outbound call.
Opening
Hello [prospect name], this is [agent name] with [agency name]. I know I am catching you out of the blue, so I will be brief.
The reason for the call
I help people in the area make sure their [coverage type] actually fits their situation and is not overpriced. Many folks are paying for coverage they do not need or missing coverage they do.
Permission and next step
Do you have two minutes for me to ask a couple of quick questions? If it makes sense, the [next step] is a no-obligation quote. If not, I will let you go and not call again.
Referral opener
When to use: Use this when a mutual contact gave you the introduction.
Opening
Hi [prospect name], this is [agent name] with [agency name]. [referrer name] suggested I reach out, so this is not entirely out of the blue.
Why [referrer name] connected us
They mentioned you might be reviewing your [coverage type] and thought a second opinion could help. I have helped a few people they know find better coverage for less.
Next step
I would love to take a quick look at what you have now. The [next step] is a five-minute review, and there is no pressure to switch. Would later this week work?
Discovery questions
When to use: Use this once the prospect agrees to a few questions.
Set up the questions
Thanks [prospect name]. To see if I can help, I just need to understand your current setup.
Discovery
•  Who is your current carrier for [coverage type], and how long have you been with them?
•  When does your policy with [current carrier] renew?
•  Has anything changed recently, such as a new car, home, or family member?
•  What matters most to you, the lowest price or the best protection?
Bridge to value
That is helpful. Based on what you shared, I think the [next step] is worth a few minutes, and I will show you exactly where you stand.
Quote and value pitch
When to use: Use this after discovery, when you have numbers to share.
Frame the quote
[prospect name], based on what you told me, here is what I found for your [coverage type].
The value
•  I can match or improve your current coverage.
•  You would save around [savings amount] per year, or get better protection for a similar price.
•  There are no hidden fees, and I explain every line.
Close the loop
The [next step] is simple: I email you the quote today, we review it together, and you decide with no pressure. Does that sound fair?
Objection handling
When to use: Use this when the prospect says no or hesitates.
Not interested
I understand, [prospect name], and I will not keep you. May I ask one thing? If I could save you around [savings amount] on [coverage type] without changing your coverage, would that be worth two minutes?
Already covered
That is great that you have coverage. Most people I help did too. A quick review just makes sure you are not overpaying or missing a gap.
Send me something
Happy to. So I send the right thing, may I ask two quick questions first? Then the [next step] is an email you can read on your own time.
Close and voicemail
When to use: Use this to lock a time or when the call goes to voicemail.
Booking the follow-up
Great, [prospect name]. I will send the quote and we can talk [callback time]. I will call you then, and it will take about ten minutes.
Voicemail version
Hi [prospect name], this is [agent name] with [agency name]. I was calling about your [coverage type], and I think I can save you money. Please call me back at [callback time], or I will try you again then. Thank you, and have a good day.
The rule
Always leave a name, a reason, and a specific callback time. A vague voicemail gets ignored.
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