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Prospecting Strategies: Approaching Insurance Agencies
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Small business bankers and branch
managers: get some tips for calling on
insurance agencies and brokerages.

Clarity Advantage Corporation is a
business consulting firm. We help
banks implement and execute sales
strategies to generate more
profitable relationships faster.
Banks accelerate sales by focusing
on their value propositions,
improving sales processes, and
boosting sales manager
effectiveness.

Clarity Advantage Corporation
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Some people are just born to assess risk... and many of
them end up in insurance.

Hi, Nick Miller, Clarity Advantage, here to share some ideas about calling on
insurance agencies and brokerages.

Why?
Reciprocal relationships are a good source of introductions to business
owners.

Further, agents and brokers use banking services. Ten wouldn’t be an
overstatement.

Deposit accounts, bill payment, ACH, credit cards, wire transfer, mortgages,
vehicle loans, payroll, investments, real estate loans. Plus, personal banking
services for agency owners and employees.

What to talk about?

Insurance agencies face the same challenges that banks face—regulatory
pressure and loss of market share to online providers, particularly in car
insurance.

Ask about the long term.
e How do you see the agency changing over the next 2 — 3 years?
e What are you doing to expand the agency?
Ask about tactics.
e  What marketing has been the most effective?
e How do you retain customers?
e How will you increase premium revenue per client?
Dig into payment cycles.

e How do you process customer payments for personal lines or direct
bill?

e How do your carriers pay you? Is that OK?
e How do you pay your bills? How much time does that involve?

So, insurance agencies are worth the risk of time and
attention for introductions and deep relationships.

Industry resources like Vertical IQ and others can provide a host of other
guestions and background on the industry.
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