
 

 

To be a successful insurance agent, you have to efficiently juggle many different client 

interactions with a multitude of seniors in many different situations, who may be at different 

points of the sales cycle. Staying on track with your existing business while staying motivated to 

keep generating new business is a tricky balancing act that you’ll always be adjusting as you 

advance in your career. 

Agents have their choice of technologies to help them stay on track, through a combination of 

customer relationship management (CRM) tools and productivity apps. Both toolsets are 

necessary to minimize distractions, keep records up-to-date, and track “lead dispositions” (or 

details about where each client is in the sales cycle).  

Also be sure to stop back periodically to the Lead Heroes website where more tools, tips, and 

strategies will be shared in upcoming posts! 

Customer Relations Management (CRM)  

CRM software allows agents to track various information about their leads, like: 

 Plan and premium details 

 Appointment schedules and reschedules 

 Health conditions 

 Beneficiaries or other family member info 

 Contact details 

 Other notes like hobbies etc. 

 

A CRM is one of the top tools an agent can utilize to stay on track by efficiently managing lead 

interactions and info. RadiusBob, Salesforce, Pipedrive are some examples of CRMs that are 

popular with other insurance agents. Obviously, we don't recommend a new agent starting out 

paying for a sophisticated CRM because there are many free ones you can try out first. It’s 

important to track what’s going on with your prospects and clients so that you can maximize 

every dollar spent prospecting. Think of your investment in a CRM as a way to support and 

enhance your lead generation efforts. 

 
 

 

 

Jason McKenzie explains how he uses a CRM to track his leads: 

“I always follow up on old leads. The lead stays in my CRM and is called each time I am 

visiting some other lead in the area. Most of the time they have had another rate 

increase. Just because they don’t want to talk one week doesn’t mean their needs 

won’t change.” 
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PRODUCTIVITY APPS 

Technology can both help and hinder an agent trying to maximize his time. Let’s face it: When 

you’re stuck at your desk dialing leads, sites like YouTube can be a tempting distraction from 

your to-do list. But with the right productivity apps, you can use technology to your advantage to 

help you organize your day so you can contact more leads, or to help you overcome distractions 

and time-wasters.  

The number one free productivity app that can help agents stay on track is the internet browser 

add-on, Leech Block. Leech Block helps ward off distractions by blocking certain websites that 

you flag, according to the times that you choose. It’s far too easy to find yourself checking your 

email or your Facebook feed, and wind up on a tangent reading politics or watching funny 

videos. Leech Block lets agents designate certain time-waster websites to block during their most 

productive times of day, which is typically 10 a.m. to 5 p.m. 

 

WHAT INSPIRES AND MOTIVATES OTHER AGENTS?  

Staying on track is half physical and half mental. You can have all the helpful technology in the 

world, but if you don’t have a reason to be successful or a motivation to prospect and close leads, 

then you may not be pushing yourself to grow or giving your marketing plan a chance to 

succeed. Just as the client’s “why” is critical to make your solution feel relevant to them, 

identifying your own “why” is critical to making your career feel meaningful. 

 

In the book, “Secrets of Question-Based Selling,” sales trainer/author Thomas Freese talks about 

two forces that either push or inspire salespeople to be successful: Gold Medals and German 

Shepherds.  

 

Gold Medals are the possibility of positive experiences that will happen if you successfully close 

leads and make sales. Some agents are inspired by: 

 Earning enough commission to pay off their house earlier than scheduled. 

 Putting more money away for retirement. 

 Taking their wives on lavish vacations or out to fancy restaurants.  

 Splurging on a new fishing boat or set of golf clubs (or buying the wife some nice 

jewelry). 

 Earning a trip based on sales production. 

 

While some agents are motivated to run toward a Gold Medal, others are motivated to run away 

from a German Shepherd, or the possibility of negative experiences that agents want to avoid. 

Some of these negative experiences could be: 

 Falling behind on their mortgage. 

 Failing to keep food on their family’s table. 

 Not being able to go out and have fun. 

 Failing as an insurance agent. 

 

It’s not uncommon for an agent to be pushed forward by both “the carrot and the stick.” It's not 

an either-or situation; some agents may have a large German Shepherd motivating them to keep 

http://www.proginosko.com/leechblock/
http://qbsresearch.com/qbs-products/secrets-of-question-based-selling/
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food on their family’s table, while simultaneously being inspired to help out others out as a 

reward in itself. 

 

Here are some of the common Gold Medals and German Shepherds of our collaborators: 

 

Joseph Smith recounts his desire for a career with a potential pay-off: 

“What motivated me was earning a living and the long-term value of residual income.” 

Jeff Erb has an easy way to track his success — his bottom line: 

“Looking at my checkbook balance and not being satisfied with the number.” 

Jason McKenzie talks about how a good lead source can make a difference in 

motivation: 

“Having good leads makes it easy to pick up the phone when you know mostly 

everyone you call will at least hear what you have to say.” 

Frank Bahr sums up his goals pretty easily: 

“My desire is to retire before I die.” 

Todd R. King explains how momentum drives him to keep prospecting: 

“To me, (cold calling) was the hardest part of the job! I hated picking up that phone. 

But each and every time, once I started, it was a piece of cake to keep going. I just 

tried to remember what it felt like after the first call. The motivation was always the 

money to begin with, but most times, after talking with a prospect, it became a 

matter of helping them. Ultimately, helping them and being the hero was my biggest 

motivation.” 
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If you want long-term success selling Final Expense life insurance or Medicare Supplements, 

you need to discover what motivates or inspires you more than anything to keep prospecting and 

presenting on a continual basis every day. Just like Anthony Robbins references for applying 

change to oneself, an agent needs to know what acts as a fulcrum or “leverage” that will bring 

about change or the required ideal behavior. The best advice today is the same it was millennia 

ago back in ancient Greece: “Know thyself.” 

Jason Eichmiller’s family is his main motivation: 

“I have a wife, three kids, and multiple homes. My wife doesn’t work. Every day I think 

about how blessed I am to have this life, and I do whatever it takes not to screw it up. 

That means setting appointments, closing deals and getting referrals, constantly.” 

Justin Bilyj is motivated by creating and running a business entity: 

“I love to not only help others with their insurance concerns, but what I love most 

about the insurance business is the ability to create an autonomous business machine 

that can make money for you with residuals.” 

Mike Shure is motivated by competition to out-sell his partner: 

“Money. I want to make money and out-sell my business partner. Competition is a big 

motivator and part of my success.” 

Matt Mungia, MBA, loves to travel with his family, so that’s his Gold Medal: 

“Carrier trips! Travel is my family’s favorite thing to do. That’s enough incentive to 

keep me going.” 

Ron Wiza is inspired by more humanitarian ideals that stem from helping seniors: 

“Success breeds more success. I know if I get one, then I’ll hopefully get another one. I 

enjoy not only the financial gain but helping these people when they don’t know 

where to turn for help. There’s a lot of satisfaction in that.” 
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ORGANIZING YOUR SCHEDULE  

Many agents fail to develop a rhythm because they don’t maintain a schedule that allows them to 

focus on the task at hand. The worse thing an agent can do is start ordering leads without a time 

management plan in place. Having one will help you maximize your time and extract the most 

out of your leads. Here are some examples of how agents maximize their schedules to be more 

successful:  

 

Todd R. King recounts his field schedule for the week: 

“Mondays are for calling my leads and setting up appointments for the week. I start 

calling at 9 a.m. until 11 a.m., then start again around 3 p.m. to 4 p.m. and continue 

until 5 or 6 p.m. I try to set them on Tuesday, Wednesday and Thursday. Friday is 

application processing day and usually a half-day. I rarely work weekends.” 

Nathan Robinson talks about his schedule for face-to-face sales: 

“From the hours of about 9 a.m. to 3 p.m., I’m traveling on the road to visit with 

clients whom I have scheduled appointments with. These are clients who do not want 

to apply over the internet, and these are clients who do not like to be explained 

insurance over the phone.” 

Ron Wiza describes his daily schedule: 

“I am an early riser. I do paperwork at 6 in the morning. I do not call anyone till 9 a.m. 

I try calling the same leads at 9 a.m., 1 p.m., and 5 p.m. I have begun door-knocking 

and enjoy that much more and have better success. I see more people that way. 

Some people never will answer their phone if they don’t recognize the number. If I 

have no success getting hold of the lead, I turn it over to my appointment-setter for 

help. They are more patient than me when it comes to using the phone.” 
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Jason McKenzie describes his field schedule for the week, 

“I call leads Monday and Tuesday and set appointments for Wednesday. Monday, I 

call mornings, afternoons, and evenings. Tuesday, same as Monday. Wednesday is my 

long day; I leave the house around 5:30 a.m. and run appointments till 7:30 p.m. On 

Thursdays, I turn in business.” 

 

Jeff Erb is either dialing or presenting: 

“I run any appointments in the morning that have been preset. During lunch time, I 

dial the phone; I also run any afternoon appointments that are set. After dinner from 

7 p.m. to 9 p.m., I dial and set appointments for later in the week.” 
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No matter how you decide to organize the day or week, stick to it. Group your tasks into time 

blocks i.e. call in blocks of time, do appointments in blocks of time, do paperwork in blocks of 

time. Wayne Cotton, proprietor of his own referral based prospecting system put together a free 

website for financial professionals wishing to stay on track called No Brown Days. On the site he 

has an annual calendar to help agents plan their blocks of time out and organize their weeks. It’s 

just to hard to pick up one type of activity, drop it real quick for another. Agents wishing to 

utilize nature’s law of inertia will seize upon their momentum when grouping like tasks. 

 

 

  

 

  

Ron Wiza talks about mailing, calling, and when not to call: 

“When I don’t have any appointments, I’m at home calling prospects. I usually start 

calling these people between the hours of 9 a.m. to 3 p.m. There are some clients 

who do not like to be called before 10 a.m. I look at the client’s age, and if they are 

over 70, I will not call them before 10 a.m. Clients over the age of 70 tend to sleep 

later in the morning. I almost never call clients in the evening unless they ask me to, 

or unless I cannot get in touch with them during the day. I also mail out letters to 

clients that I cannot get in touch with.” 

Justin Bilyj presents how he goes about organizing his prospecting days, 

“I get up around 6am, get the news outa the way and prepare my day. I will call 

prospects or seniors no earlier than 10am. I will make calls until noonish, then I will 

pick up calling again after 2 and go until 6-8 depending on if I am calling more 

Western states.” 

“I try to group my appointments together towards the end of a calling block and work 

backwards.”   

http://nobrowndays.com/
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