CRITICAL SERVICES
“"DEMAND

FROM YOUR INDEPENDENT MARKETING ORGANIZATION

DOES YOURS DO THESE?
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Dear Agent,

We believe most producers begin their careers with
inherently unfair disadvantages placed in front of them.
Disadvantages like no lead programs, low commission margins, or
uncompetitive products can rob the agent of a stress free
successful and financially rewarding career.

As an experienced industry professional, | have personally
experienced the ineffective methods our industry uses to train and
compensate new agents, leaving you in a no-win scenario. These
lessons learned have led me to develop a business model
designed to help you, the agent, increase profit margins, grow your
business and succeed in a competitive industry.

| encourage you to take an active role in your career by demanding
the 7 critical services from your current up-line channel. If they
don’t offer you these things, you will be welcomed with open arms.

Sincerely,

Daniel Umansky
Owner and Founder

The Insurance //Pro

Out Market, Out Sell, And Out Earn The Competition!

Work smarter, not harder and earn more www.thelifeinsurancepro.com or call 1-877-7-POLICY




1. Highest Commission Contracts Possible

Forget what you may have learned about working hard and begin thinking
on how to work smart. Life insurance is the same as any other sales
business. Commissions and revenue are the life blood of this business. An
agent working on low commission contracts will soon be out of business
because they will have no money left to invest into their own marketing
and/or lead program. Our main goal is to ensure that your business is
working with the highest possible margins. This is where we help you get
the edge in the market.

Please don’t underestimate your ability to manage your own pipeline or
the burden it relieves the organization when you do.

We are dedicated to helping you reach the highest MGA/BGA level
commissions. However, the more independent you can be the higher
commission contracts we can offer you. While we act as a producers
group, fair is fair. If you need help ordering paramedic requirements,
quoting and illustrations, following pending business, underwriting, and
delivery requirements, it is not fair to expect the same commission share
as a producer who is self sufficient. Please know, the more you can do for
yourself, the more we are able to pass through our margins to you. We
give every producer the opportunity to learn through early morning
producer clinics.

2. Competitive Products

We have chosen to “favor’ certain companies because they have a
competitive advantage in the industry. It could be because they have the
lowest premiums, the most liberal underwriting, or a one-of-a-kind rider
that makes them stand out from their competition. One thing we can
assure you of is that when you are in front of a client, you will have a
complete arsenal of products at your fingertips, and seldom, if ever be
beaten by the competition. More importantly, when you meet a client that
may already own a life insurance policy from another company/agent,
policy replacement can in most cases be presumed. There are very few
circumstances where we are unable to improve the client's premiums
and/or death benefits.
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