
The Modern Woodmen Story and Planning for Life
Electronic Conversation Flow

Thank you for meeting with me today.  I’m grateful for the opportunity for us to get to know each other a little better and 
see if working together might be beneficial for you. Of course, you might be thinking what’s this all about? How long will 
this take? What am I selling? And what is this Modern Woodmen all about? So, let me begin by explaining a bit about who 
we are, and what I do to help my clients plan for a secure financial future. (How does that sound?)

We are Modern Woodmen of America — a member–owned fraternal financial organization. We’ve been helping 
individuals, families and small businesses meet financial needs since 1883. 
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As a fraternal, Modern Woodmen is member-owned. We’re a diverse group of over seven hundred thousand (700,000) 
people from all over America that want to help ensure a secure financial future for those we love. We also feel it’s 
important to make an impact where we live, work, and play.  

In 2022, we paid $1.29 billion in life insurance and annuity benefits to our members AND we put more than 17 million 
dollars and donated over 278,000 volunteer hours into our local communities. 
That’s quite an impact. Wouldn’t you agree? 

2



Speaking of impact – As a member, you have access to:
• Special programs and benefits for you and your family.
• A network of people with a shared interest in making 

their communities better.
• Resources to support causes important to you.
• Invitations to member experiences in your community.

Beauty of this is, you can participate in as much or as 
little as you want. Which of these programs look of 
interest to you?    

(You may wish to point out Fraternal programs that 
might be of interest to your prospect, cite an example of 
a local fraternal success, etc.)
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When you join Modern Woodmen, you become a member of our organization. You can trust us for help with your financial 
needs. And you can access member programs for you and your family and activities that impact our community.
(All of the folks pictured here are actual members.)

Optional: Click on IMPACT to view Fraternal programs slide
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With Modern Woodmen, you get the best of both worlds. Fraternal and Financial.

You can count on us to help secure your financial future with life insurance, retirement planning and financial services. And 
we fulfill our promises. We’re safe and secure and continue to grow. 
Here’s what I mean: 
• We have more than 17 billion dollars in assets under management,
• Over 43 billion dollars in life insurance in force that continues to grow,
• and we have $1.16 available for every dollar in liabilities to protect our members.

Our strength and stability allow you peace of mind to know we will be here when you and your family need us most.



Most importantly, we are here for you … our members put their trust in us because as a membership organization, we 
create valued relationships built on conversations.

Conversations where you get your questions and concerns answered so you can make informed financial and personal 
decisions, take educated actions, and put together smart plans to help you through every stage of your life.  

Questions to ask:
What questions do you have about me or Modern Woodmen so far?
What are you hoping to get out of our conversation today?
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So, as you can see, we offer financial guidance to our members and help them plan for life.
And the best way for us to help you is to have a conversation about what’s important to you.   
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This guide follows the P2140-1 Planning for Life in your 20s and 30s presentation and script. 
You can download the alternate guides on the Build Your Marketing Toolbox, separately.
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What does financial security mean to you?

(Pause. Then engage in a conversation here, ask other follow-up questions.)
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Restate and sum up the persons answer… then say:
We’ve found it means having enough money when you need it most!
1
Like most people, you’re probably concerned with:

• Supporting your family.
• Paying your bills.
• Building financial security for the future.

2 
My role is to help you:

• Define your needs and goals.
• Look at your current financial situation.
• Help you create an affordable plan that will grow with you in the future.
• Get you started and adjust your plan as your needs change.

3

3 
I help my clients plan for success in these key areas:

• Protection.
• Savings. 
• Retirement Planning. 
• Retirement Distribution.
• Estate Planning.
• And, we also help business owners with Business Planning and 

Employee Benefits.

Today, I ‘d like to share some financial concepts with you, find out 
what concerns you the most, and ask you a few questions so we can 
personalize your plan.

How does that sound to you?



First let’s talk about protection needs.



1
Just like a good home stands on a solid foundation, we believe protecting your future is the foundation of planning.  

2
You don’t expect to have an accident, get sick or die too soon.  But it happens. And when it does, your family could be in serious financial trouble.  
In fact, many people are just a paycheck or two away from financial disaster. 

3
Did you know that 3 out of 5 U.S Consumers are living paycheck to paycheck?
(You can point to other statistics if they are relevant to your prospect). 

Questions to ask:
• How would your family pay the bills if something were to happen to (either of) you?
• If you died, how does life go on without your income?
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The good news is… it’s a risk you don’t have to take. There are affordable options to protect you and your family. 

Most people buy life insurance because it provides an important safety net of immediate cash in case of death. It can help pay expenses like:
• Food and bills.
• Mortgage or rent.
• College loans and other debts.
• And even pay for funeral and other final expenses.

5
Questions to ask:
• How important is it for your family to keep the same lifestyle if something were to happen to you?
• Where will the funds come from to pay for things like your mortgage if you die?
• What are your thoughts about life insurance?

Many people have some life insurance; however, most are not sure how much they really need or can afford. I can help you figure out your needs.
How does that sound?
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Once they’ve taken care of protection needs, most people want to save some money.



Would you like to save more?

1
Saving money (and keeping it saved) doesn’t happen by accident, does 
it?  Successful saving requires: a plan, discipline, systematic savings and 
commitment.

2
Many people save for:
• Emergencies.
• Buying a home.
• Retirement.
• Education cost.
• Vacation.

What are you currently saving for? 

3
The key is to pay yourself first. When you think about it, there are only 
two ways to save. Save and then spend or spend and then save. Which 
one do you think works?

In fact, we recommend saving 10-15 percent or more of your income 
for your future needs.

And remember, when saving you also need to consider inflation. A 
dollar today might not feel like a dollar in the future.
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So, isn’t it also important to save wisely?

There are many ways to save money. Generally speaking:
• Savings vehicles with low risk of loss have lower rates of 

return.
• Savings vehicles with higher risk of loss offer the potential 

for larger rates of return.

We can help you decide what’s best for you.

4
Question to ask:
• What obstacles are keeping you from your savings goals?
• How would you handle an emergency expense today?
• Do you have a monthly spending plan or budget?

Please note: This script is approved for a new agent who is 
not securities licensed. 
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While retirement feels far away, it’s important to start now, if you haven’t 
already. Especially if you want to save enough money to last your lifetime.



1 2

1
What makes planning for retirement challenging?
• Not getting started or saving enough because of other financial obligations.
• Concern about the future of social security and lack of pension plans
• Not understanding all of the retirement savings options that are available.

2
Here a few tips to get you on track:
• Take the full match offered by your employer’s plan.
• Keep a long-term view. Time is on your side.
• Stay focused — if you change jobs, keep your retirement savings working for you.

3
Retiring when you want depends on you. Make your own plan with personal savings and self-funded retirement plans.
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4
It’s time to set goals and start now. Waiting could cost you a lot of money. (Explain the three savers example.)

5
Questions to ask:
• What does retirement look like to you?
• How confident are you that you’ll save enough money for your future needs?
• Are you familiar with the savings options available to you?

I can help you figure out how much you need to save for retirement. And I can help you decide the best ways for you to save. Some may even have tax 
advantages for you.
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Getting to retirement is one goal. But getting through retirement is another.



3
We help our members balance their spending needs with the 
future growth of their retirement plans.

4
Planning ahead will make for a happy retirement.

5
Question to ask:
• Have you thought about what your retirement life might 

look like?
• What advice would your future-self have about your 

retirement?
• Do you know someone approaching retirement who might 

benefit from this type of planning?
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Another important part of Planning for Life is estate planning.  
Estate planning isn’t just for the wealthy. 



1
It’s up to you to decide how and to whom to leave your 
assets. Without a plan, the government will decide for you.

2
Perhaps the simplest way to plan your estate is to have an 
updated will and to review your current beneficiary 
designations.
There are many tools to help you plan for who gets your 
estate at your death, including life insurance. And
we can work with your attorney to make sure you’ve set up a 
basic estate plan.

3
Questions to ask:
• What estate planning have you done?
• Are your beneficiaries and powers of attorney up to date?
• How will your debts be covered in case of your or your 

spouse’s death?
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Do you own a business?  [If no…]

We help businesses plan – to protect their families and their business if something happens to you.



Do you own a business?  [If yes…]

You often have more complex needs. We can help you protect your family and your business in case of a premature death, disability or 
retirement of you, a partner or a key employee.
We help new business owners:
• Retire debt.
• Insure key employees.
• Diversify assets.
• And help more established business owner prepare their business for transfer and for eventual retirement.



Question to ask:
• How did you get started and how long have you been in business?
• What planning have you done to protect your business and your family?
• What would happen to your business if something were to happen to you, a partner, or a key employee?



[If no…]
We also offer employee benefits to help them attract, reward and retain quality employees. We can also help you understand and maximize 
the benefits you receive at work.

Would that be helpful?



[If yes…]
We also offer many employee benefit plans designed to help you attract, reward and retain employees. Which can also help you as the 
business owner.
Question to ask:
• Do you have any plans for your employees?
• When was the last time you reviewed your plan?
• Would you like to look at more options to offer your employees?



As you can see, a lot goes into putting a proper financial plan in place.

Flip to the disclosure slide as you transition to the next step with the Confidential Financial 
Questionnaire 



Ask the following question as you point to the Planning for Life graphic on the cover of the 
Confidential Financial Questionnaire:

• Of all the ideas we just discussed, which are causing you the most concern? 
• Why?

Our next step is to complete a confidential financial questionnaire. This is how we’ll begin to 
start your individualized written plan. 

[Transition to the Confidential Financial Questionnaire]
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