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How new
agents turn

on that faucet



When beginning my own life insurance career, I knew a couple
things: One, I had to turn the hustle on full blast because the
first two years were going to be a grind, and two, my hustle
was NOT going to extend to beating down the doors of
family and friends...I didn't want to be "that guy."
But then a funny thing happened; Once my
career took off, I had friends asking me
what I did. I was projecting success
and people were wanting their
friends, family, and themselves to
work with me for life insurance.
After this happened it occurred
to me that I should have been
seeing these folks from the
start. I wish I had someone
to tell me to get over
myself and go see and
take care of the people
close to me, friends,
family, etc.....
So, I am telling you
what I was not
told...
Get over
yourself and
go see your
people!

1. Go write some term plans. ALL of
your friends and family that can, should
get a term insurance plan and we work
with the most competitively priced

companies in this space. If the choice is
between working with you, and someone

they spoke to on the phone, online, or not at
all...you will be the new insurance pro in their

life!

2. Go talk to anyone you know with kids. We have
the absolute best plans for children age 0-18, most
people want to cover their kids especially when
premiums are almost unnoticeably cheap.

3. Go talk to your neighbors. People generally have a
sense of community. If my neighbor can do for me what
non-neighbor can, all things being the same, I'd rather

work with my neighbor.

4. Go talk to your extended community. Church groups, sports
leagues, fellow crossfitters, whoever. All things the same, people

would like to help out a friend in their new career.

5. Go talk to Former co-workers. You know the benefits they have (or
don't have). You can help!


