
 

      

  

         

      

      

      

       

          

          

         

  

   

     

          

        

 

         

  

         

        

      

                

                 
               
         

        

              
              

                 
                

 

        

                  
                

              

              
 

“What happened, did you change banks or get overwhelmed with expenses? Do we 
need to change the due date or decrease the monthly premium to get you covered?”

  
                        

            
         

                 
                

               
      

                

                 
               
         

        

              
              

                 
                

 

        

                  
                

              

  
                        

            
         

                 
                

               

Frank Bahr sympathizes with clients who lapse and asks quesVons to figure out what 
went wrong:

Let’s see how our collaborators handle lapses:

Lawrence Maloney says to clients who have lapsed a policy, a4er he gets them on the 
phone:

“Mr./Mrs. Smith, was the premium a bit too much? Well, I’m going to be back in the 
area tomorrow. We’re going to create a plan that will be more affordable for you. 
Does 10 a.m. or 3 p.m. work best for you?”

Jason Eichmiller explains how he handles Final Expense lapses:

“Lapses happen. I contact them, very persistently (because a dollar saved is a dollar 
earned) and figure out what went wrong: Did they lose their job or change bank
accounts, or was it too much money? Then, I let them know that I care about them 
and their family, and that I’ll do everything in my power to make sure they are 
affordably protected.”

MaS Mungia, MBA, talks about how he approaches lapses:

“I call ALL lapses to try and get back on the books. SomeVmes it’s as simple as the 
client has a new bank account and forgot to give you the new info. SomeVmes you 
have to go rewrite them. But you must try to conserve business, especially starVng 
out.”

It is easier to keep a client than to go out and get a new one, because all of the trust and most of 
the education has already been completed. Unfortunately, within sales and insurance specifically, 
agents must work diligently to conserve their business from lapses.

Lapses can hurt an agent’s cash flow due to the charge-back created when the company asks the 
agent to return the advanced commission. Cash flow is the lifeblood of a lead program, and 
without it, the agent’s book of business stops growing and the income starts to drop off.

  CONSERVING YOUR LOSSES

Nathan
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When it comes to selling Final Expense, agents want to maintain what’s known as a “positive 

persistency rate” over the first 13 months. Ideally, the client will stay on the books forever, but 

because the agent is dealing with people who traditionally have a low annual income, the 

potential for lapsed policies is high — especially in the first year. Seniors may add and drop 

coverage once or more in their lifetime due to budgetary restrictions that tend to pop up.  

A good agent will stay in contact with previous clients if he wants to be the first person they call 

years later, which can be a new commission if he writes the client with a different company than 

before.  

 

   

 

 

  

    

 

Loran Marmes tries to use lapses as learning experiences: 

“I don’t do much to earn them back, I call and ask what more I could have done or if 

there is something I have done wrong. I make sure they have my number and tell 

them to call if I can ever be of help.” 

Tamara Sasso explains how she saves lapses: 

“I try to fix the (lapsed) policy right away, contact the client and try to save the policy 

in any way that I can. If it can’t be saved, mark the clients to call them back later and 

try to help them, depending why they cancelled a policy or let it lapse. Sometimes 

clients don’t realize it, and it just needs to be brought to their attention. Sometimes 

you need to write them a smaller death benefit to make their payments easier on 

their budget. If their budget has changed, find out why and how you can save it or 

change it. Never be afraid to call or show up on their doorstep.” 

Nathan
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