
Diagnostic Appointment Questionnaire

 

1. I’ve spent some time researching your company… can you give me a little bit more detail about your 
operations?  

2. What’s most important about your insurance program?  

3. Who handles your insurance/benefits program now?  
(Probe for the other pieces, the company, agency or agent who is handling it)  

 How long have they had your account? 

 When you chose them, what was unique about them or their program?

 

 Have they met your expectations?  

In what areas could they improve?  (I don't suppose you’ve ever had a problem with... )

  

4. Will you be working with other agents, besides your current agent, on your renewal this year?  
(If more than 2, consider walking away). If yes, who are they?  
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Big Fat Claim:  We’ve developed a unique program for your industry. Our program 
includes an online marketplace for Compliance, the best-in-class services and coverages 
for your industry, at competitive pricing. 

“I’m not sure if our program will meet your needs, or if you will qualify for the program.”

“May I ask you a few questions to determine if you qualify?”

5. Other than cost, are there any other areas of your insurance program that you are concerned about?  

6. How many employees do you have?                 How many employees are enrolled in your benefits 

program?                  Who is your current payroll provider?

Are you happy with their services? 

 Do you currently use a benefits administration system?

 Which One?

 Who are your current carriers?

 How long?

 Specific program pains/needs:     
 

7. If we can fix all the problems (list them) we've uncovered, is there any reason preventing you from 
moving forward with our program?  

8. Can you help me understand how the buying decision will be made and who’s involved?  

9. Are there any insurance companies that you would have any concerns if we approached on your behalf?

10. It looks like you’re a great fit for our Program. How would you like to proceed? Start the information 
gathering now or schedule our next appointment/demo which will take about 40 minutes?  
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Checkpoint:  If the prospect has not shared any needs with you, it is time to consider 
walking away. “It appears that you are very happy with your present situation, rather than 
waste anymore of your or my valuable time, it is probably better that we don't proceed at 
this time, however if something were to change, would you consider giving us a call?"
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