
  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

   
                 

               
              

               
         

                   
               
              

               
                

               
              
       

 
            

             
              

        

             
             

            
            

              
     

              
             

                  
              

                  
                

        

 
                  

              

TRADITIONAL APPLICATIONS VS. E-APPS
Before writing your first application, you need to decide if it’s going to be a physical paper 
application or an electronic e-app. An e-app is usually quicker, with less hassle carrying around 
and faxing paperwork that could have incomplete fields, which may force the insurance company 
to drag the application process out. E-apps are designed so the application process can’t continue 
until all required fields are filled out on each page.

As quick and easy as e-apps are, there are times when you might want to use a paper application. 
If you’re setting appointments to see your clients for a face-to-face presentation, you might want 
to use a traditional application as a qualifying tool while helping the prospect complete the
necessary paperwork. Qualifying with a paper application gives the agent an excuse to bring out 
the application without making the prospect apprehensive that the agent is trying to close a sale. 
Filling out a tangible application and signing with a pen can also be more personable and
comfortable for many people born before the digital age, and can establish a feeling of
commitment when they sign their name in ink.

LEARNING UNDERWRITING
Understanding the insurance underwriting process is probably the steepest learning curve for 
both Final Expense and Medicare Supplement agents. Each company is different in how it
qualifies health conditions to accept seniors. The more companies an agent contracts with, the 
more underwriting processes he has to learn over time.

For example, you’ll have to understand which insurance companies accept which existing health 
conditions, and which medications for those conditions the company may cover. The comparison 
of health conditions and medications for multiple companies can get complicated quickly, 
especially if the prospect has been diagnosed with multiple conditions and prescribed multiple
medications. One condition may be acceptable, but combine it with another condition and this 
creates a decline for the prospect.

Your up-line or FMO should have an underwriting resource for you that compares the 
company’s underwriting decisions for multiple common conditions. If they don’t you will have 
to compile the top companies in the state(s) you work in and look at the most common ailments 
listed in the presentation chapters for each insurance. All of the conditions and medications 
accepted by all of the insurance companies in the country would be far too large to include here, 
but Lead Heroes will be putting together a general underwriting guide for the top companies, so 
agents have a reference spot for their underwriting questions.

BUSINESS CARDS
One last thing you’ll want to take care of before you start ordering leads and selling insurance is 
getting some business cards. Handing out your contact info not only makes you accessible to

        clients and prospects, it also makes you look professional.
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When it comes to making business cards, we recommend Vistaprint; it’s a very helpful website 
that easily guides you through the process of creating a business card or brochure, with plenty of 
ready-made templates. If you look around the internet, you can usually find a promo code for a 
discount on your first order. 

Agents should have all of these preliminary issues cleared up before proceeding to order leads. 
After all, the last thing an agent wants to do is order leads weeks before he’s able to write any of 
those leads with a company.

 Sample Underwriting
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