
  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

INTRODUCTION
    

To Help Agents

We created this resource specifically for insurance agents who sell or want to sell Medicare 
Supplements and Final Expense life insurance using telemarketed and direct mail leads.

Insurance is a tough industry because it’s a commission-based sales job in a field where the 
products and solutions can be complicated for consumers to understand. Sure, some agencies pay 
salaries, but the majority of agents work primarily for commission. Before you can earn any
commission, though, you have to find interested prospects to talk to every day about the solutions 
you provide, educate them on their options until they make a decision, and successfully juggle 
multiple prospects at various points in the sales cycle to earn a living as an insurance
agent.

               
            

To Better Serve Seniors

Although we made this resource for you, the agent, it’s really not about you, is it? It’s about your 
clients and your ability to help them solve their problems. The underlying reason why we’re
writing this resource is that there’s a tsunami of baby boomers and other seniors who are retiring 
soon, and they’ll need help with two critical priorities:

1. Understanding their Medicare plan options.

2. Preparing for their final expenses and last wishes.

Unfortunately, these seniors don’t have a huge pool of insurance agents to help them with these 
problems because there has never been a larger deficit of agents entering the insurance
workforce.

According to a recent Forbes article, Millennials think insurance is boring, and the industry as a 
whole is not meaningful or cool. Meanwhile, the average U.S. insurance agent is 59; in fact, one- 
fourth of the workforce will retire by 2018, according to a report from management consulting
firm, McKinsey & Co. as reported by Caitlin Bronson on the website Insurance Business
America. These two variables will have disastrous results for seniors trying to find affordable, 
reliable options for their life and medical insurance.

               
                 

                
                

 

WHY THIS COURSE WAS CREATED

Hopefully, this course will give you a foundation to stand on when approaching senior 
clients, helping you build a book of business by effectively solving their insurance needs.

We created this course, not just to help agents make money by selling insurance, but more
importantly, to help agents better serve the needs of seniors during this critical time. We want to 
help agents sell more effectively, build a thriving book of business, and overcome the five main 
challenges that stand in the way of being a successful insurance agent selling Final Expense or 
Medicare Supplements:
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http://www.ibamag.com/news/marine/one-in-four-insurance-agents-will-be-gone-by-2018-17943.aspx
http://www.forbes.com/sites/larissafaw/2015/11/30/millennials-just-dont-want-to-be-insurance-agents/


  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

1. Selling insurance is usually a commission-based career. There are some captive job positions 
available, but for the majority of employment opportunities, agents are required to sell and earn a 
living by depending on commissions. Your financial success is in your hands.

2. Interacting with older people can be challenging. They have repeatedly been advised to 
distrust salespeople because of the potential for financial fraud.

3. Being an independent agent is a solitary type of job; the only interaction with colleagues 
happens in online forums and, sometimes, weekly agency meetings.

4. Finding seniors to talk to about their Final Expense or Medicare Supplement concerns 
requires getting in front of a lot of people on a monthly basis. Reaching a lot of people can 
require a lot of effort. This is why it’s important for insurance agents to have seed money to pay 
for marketing, leads, and living expenses until commissions start rolling in. By optimizing your 
approach to potential clients, you can maximize time and profit by making less mistakes at first.

                
            

              
                 

               
             

5. The final hurdle to becoming a successful agent is training. The agent training provided by 
most insurance companies typically only covers specific insurance products without drilling into 
prospecting and sales tactics. To access advanced sales training, agents have to either produce 
enough business to get invited to elite insurance sales clubs or shell out thousands to pay for
non- industry-specific sales training. It is our mission with this course to provide the initial 
amount of insurance sales training to get you off the ground and gaining clients.

Nathan

Nathan

Nathan

Nathan

Nathan
LEADHEROES.COM

Nathan

Nathan
2

Nathan
How to Qualify, Present and Sell eCourse


	My Bookmarks

