
C.O.R.E 
(Children, Occupation, Recreation & Emotion) 

Building the dialogue and rapport with your prospect! 
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Presenting C.O.R.E. Properly 
 

Upon entering the home, please proceed to the living room sofa. Sales people 
usually sit at the kitchen table.  If you sit at the kitchen table, your prospect will 
become guarded and the sales presentation will not flow as well because they 
will classify you as a sales person and inherently, people do not want to be sold.   
It is our goal to relax the client and not place them in a guarded state.   

  

Locate personal items such as pictures of their children and grandchildren and 
look for pets to find and establish a common bond and something to talk about 
to break the ice. Additionally, it is always a great idea to carry pictures of your 
family and pets in your presentation book. You are human and not mechanical 
and you need to come off that way. 
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Presenting C.O.R.E. Properly 
 Now it’s time to eliminate the objections upfront, so closing becomes part of the 

process and not the problem.  It is far easier to eliminate the objections upfront, 
than it is to wait for the objection to come when trying to complete the 
application.  The typical objections are; 
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• I want to think about it. 
• I need to consult with my children. 
• Money Objection. 
• No bank account.                                                                                                                                  

(Don’t waste time!  Find out immediately if they have a bank account). 

TRUST 

Find out if they have a bank account immediately upon entering the home.  The goal is to not 
waste time with a prospect that does not have a bank account and the ability to pay.   
  
Now that you’re in the home and sitting on the living room sofa, in a relaxed, comfortable 
environment, say the following:  Say the following if you’re comfortable enough.  If not, you can 
wait until Page 2 of the presentation and ask the banking information then. 
  
 “I would have been here 45 minutes ago but I had to go to the bank and I spent the last 45 minutes 
on line.  It’s so frustrating when you have to wait to give your bank your money.  I think I need a new 
bank.  Are you satisfied with your bank?  Who do you bank with?” 



Presenting C.O.R.E. Properly 
 

“Mr. and Mrs. ____ there are a lot of conversations we have in our lives.  Some are 
easier than others.  Some are harder than others.  Perhaps the hardest, at least for 
most of us, is the conversation regarding our death and that of making our final 
arrangements.  The reason is relatively simple to understand, it’s just not a 
comfortable conversation.  It’s not comfortable to discuss death in general and it’s 
even more uncomfortable to discuss our own.  That is one of the reasons we visit 
with families so we can have this discussion together.  During our conversation, you’ll 
discover that planning before the time of need is more about protecting the ones you 
love than it is about death.    Our presentation will only take about 10 to 15 minutes 
of your time today, and by the time I am done, I will educate you on the process and 
show you a simple way to take care of your family’s needs for pennies on the dollar. 
 

“At the end of this presentation you will be an expert on end of life and final expense 
planning, and if you like what you see, we can certainly take care of you.  If not, we’ll 
leave the information with you.  Fair enough?” 
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Presenting C.O.R.E. Properly 
 

“In either event, I am glad you took the time to really think about this and returned the 
card to us (Think about this objection handled).  Something must have triggered you to 
ask for further information.  Usually, it’s because you have a loved one, such as a 
spouse, children or grandchildren that would ultimately be responsible for paying for 
your final expenses when death occurs.  Leaving a large bill that can exceed ten 
thousand dollars can cause a tremendous financial burden to your loved ones.  When 
we brought our kids into the world, we had a moral obligation to take care of them.  
This obligation extends for a lifetime.  Most people return this card (show them the 
card) because they understand they will be remembered for their last act.  They could 
have been the nicest, most caring people in the world, but know they will be 
remembered for that last act.  Did they do the right thing and take care of their final 
resting place or did they leave it to a loved one to pay for their obligation.  I assume you 
would prefer your loved ones to not have to pay this large expense and that’s why you 
invited me into your home today (I have to consult with my children objection 
handled).  After all, no spouse or child would ever criticize us for doing the right thing.”   
 

Carry on casual conversation 
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Presenting C.O.R.E. Properly 
 

There are only 3 goals to the front page of our presentation titled “C.O.R.E.” 
 

1. To find common ground/something to talk about with your potential client, so you can 
make a connection.  Remember, if they like you they will trust you and buy from you.  

2. Eliminate the objections upfront, so closing becomes a smooth and effective part of the 
presentation and not a chore.   

 

3. To determine if they have a final expense plan or have pre-planned their funeral.  It is vital 
to explain the importance that having one without the other is insufficient.   
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C.O.R.E. – The acronym stands for: 

• C – Children 

• O – Occupation/Organization 

• R – Recreation 

• E – Emotion 



C – Children / Grandchildren 
 When you enter the home and are on the living room sofa, immediately look at your surroundings for 

family pictures to identify children and grandchildren.  Whether they have pictures or not, engage in a very 
casual, relaxed and comfortable conversation.  THE GOAL OF THE “C” IN C.O.R.E. IS TO DETERMINE IF 
YOUR PROSPECT HAS DISCRETIONARY INCOME (Money objection handled).  Ask the following; 

1.  Do you have any children? 

– How many? 

– Boys and Girls? 

– How old are they? 

– What do they do for a living? 

2. Are you fortunate enough to have grandchildren? 

– How many? 

– Boys and Girls? 

– How old are they? 

3. What do you like to do with the kids and grandkids? (I.e. dining out, movies, bowling, etc.) 
 

How they answer number 3 (above) is very important.  It is your objective to determine if your prospect has 
discretionary income.  Number 3 shows that they are spending money and may be able to redirect some of 
those funds to pay for their final expenses.   

 

Either write down the answers to their questions on a note pad or make a mental note of it!  You will be 
utilizing the answers they provide you with to close the sale at the end of your presentation.  
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C.O.R.E. - continued  
O – Occupation and/or Organization 
If a spouse is present, ask the following questions to both of them simultaneously;  

1. Are you currently still employed? 

– Where do you work? 

– What do you do? 

–  When do you plan on retiring? 

– Are you a member of any organizations? 

R – Recreation  
Ask the following questions; 

1. What do you like to do with your spare time? 

2. Do you have any hobbies? 

 At the end of Recreation say, “Those can be expensive hobbies!” (Money objection handled) 
 

E – Emotion  
As I said before, something must have triggered you to ask for further information.  Usually, it’s 
because you have a loved one, such as a spouse, children or grandchildren that would ultimately be 
responsible for paying for your final expenses when death occurs.  Leaving a large bill that can 
exceed ten thousand dollars can cause a tremendous financial burden to your loved ones.   
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DO NOT CONTINUE TO THE PRESENTATION UNTIL YOU MAKE A CONNECTION.  NEVER RUSH C.O.R.E. 


