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Agenda Overview

• Section 1: Company Overview

• Section 2: Growing Your Book

• Section 3: Product Mastery

• Section 4: Sales Skills & Success 
Strategies

• Section 5: Continuous Learning & 
Professional Development

• Section 6: Regulatory & Ethical 
Considerations



Section 1: Company 
Overview

Objective: Learn about our Mission and Values



What It Means To Be 
A Couvillier Advisor

Couvillier Advisors is committed to 
enhancing the financial, mental, and 
physical well-being of our clients. 
We achieve this through a diverse 
array of products, strategic 
Partnerships, and the cultivation of 
lasting relationships with those we 
serve. Our Advisors are proficient 
in assessing client needs, adopting 
a holistic approach, and delivering 
tailored recommendations to 
advance overall wellness. At 
Couvillier Advisors, we aspire to be 
our clients trusted family advisor 
for life.



Section 2: Growing 
Your Business

Objective: Learn how to consistently generate leads and build a strong client base



Growing Your Book of 
Business
Step 1: Warm Market Outreach
• Approach family & friends to practice client presentation

Step 2: Lead Generation Programs
• Take advantage of free lead programs and look for alternate lead programs

Step 3: Digital Marketing & Social Selling Techniques
• Platforms (Facebook, LinkedIn, Instagram, YouTube, TikTok)
• Content planning and compliance

Step 4: Networking & Local Presence
• Join local BNI/Chamber of Commerce groups
• Visit professionals in referral industries

Step 5: Volunteering & Trust-Building
• Community involvement as a branding tool



 Warm Market Outreach: A Trusted Approach to Building Early Momentum

Overview: Your warm market includes people you already know—family, friends, neighbors, former coworkers, classmates, church members, and anyone within your 
personal circle. Reaching out to this group is one of the fastest and most cost-effective ways to gain traction, practice your pitch, and build referrals. This approach is 
not about pressuring people into buying, but about letting them know what you do and how you can be a helpful resource to them or someone they know.

 Step-by-Step Warm Market Strategy
1. Organize Your List
Start by identifying your full warm market. Use your phone contacts, social media friends, email list, past clients (if applicable). 

2. Create Your Message 
Craft a clear, professional, and non-salesy introduction. Focus on who you are, what you do, who you help, and how you can be a resource.

3. Initiate the Conversation (Call, Message, or Meet)
• Phone Call: Ideal for strong relationships. Follow with a text or email if no answer.
• Text or DM: Casual and less intrusive, good for distant contacts.
• Email: Use for more professional contacts or long-form introductions.
• Coffee or Zoom Meet: For closer friends/family or potential referral partners 

4. Ask for Support, Not Sales
Most people won’t become immediate clients—but many will help if you ask the right way: “If someone mentions insurance in conversation, would you feel mind 
sending them my way?” “Would you mind if I checked in with you once or twice a year just to keep you updated?”

5. Follow Up & Stay Visible
Use your CRM to follow up after 1–2 weeks. Stay active on social media posting market updates or services you offer to remind them of your business.

 Tips for Warm Market Success
Be confident but not pushy. Focus on education and support, not selling. Track every interaction—it’s your future pipeline and always ask for referrals.

 Mindset Reminder
You’re not bothering people—you’re building a business by offering value. Most people want to help someone they trust. Give them the chance by showing up 
professionally and with genuine purpose.



 Lead Generation Programs: Turning Opportunities into Clients

Overview: Lead generation programs provide you with access to potential clients actively seeking insurance guidance. These leads—whether free or paid—are a 
key part of scaling your business beyond your warm market. Used correctly, they give you immediate access to people who need your help, but success depends 
on your ability to respond quickly, follow up consistently, and build trust fast.

 Types of Lead Programs & How to Use Them

 1. Free Medicare Leads - Provided By: Your agency (Couvillier Advisors) - Lead Type: Campaign-driven inquiries
How to Use: Complete Appointment Request Form and arrive or call client at scheduled time.
Pro Tips: Don’t call leads prior to meeting. If a client cancels or is a no show continue calling client to reschedule meeting.

 2. Help On Demand - Provided By: CMS - Lead Type: Real-time consumer help requests submitted through Medicare.gov
How to Use: Accept referral within 15 minutes to avoid lead being reassigned. These leads are delivered in real time. Respond immediately! Follow CMS-compliant 
language—focus on education and support, not sales language. Use a soft-touch script: “Hi [Name], I received your request through Healthcare.gov. I’m a licensed 
Advisor in your area, and I’d be happy to help answer your questions or walk you through your plan options. Do you have a few minutes?” 
Follow-Up Tip: If they don’t respond right away leave a voicemail, send a follow-up text within 15 minutes and try again in the evening.

 3. Free Carrier Leads - Provided By: Carriers - Lead Type: Carrier-specific inbound requests, retention clients, or event attendees
How to Use: Be familiar with the carrier’s lead system (CRM, dashboard notifications, etc.). Call promptly and represent the carrier professionally: “Hi [Name], I’m a 
licensed Advisor working with [Carrier Name], and I received a request that you’re looking for help reviewing Medicare plans. I’m here to help however I can.”
Pro Tips: Use carrier events (like seminars or webinars) as a gateway to future leads. Follow up with each lead using the carrier’s CRM or app, so you're visible for 
future routing.



 Lead Generation Programs: Turning Opportunities into Clients (Continued)

 4. Paid Lead Programs – Provided By: 3rd Party Companies – Lead Type: Direct mail, digital ads, Facebook leads, live transfer services
How to Use: Start small—test a few lead vendors before scaling up. Have a daily call and follow-up plan—most leads need 3–5+ contacts
Script Sample for Digital Leads: “Hi [Name], I received the request you submitted online looking for help understanding your health coverage options. I’m a local 
licensed Advisor, and I just wanted to see if you found what you were looking for or still need my assistance.”

 5. Community & Event-Driven Leads – Lead Type: Health fair sign-ups, seminar attendees, library talks, church presentations
How to Use: Collect contact info via RSVP, sign-in sheet, or giveaway entry. Offer value-first materials.
Follow-Up Sample: “Thank you for attending our Medicare 101 seminar—I just wanted to follow up and see if you had any personal questions we didn’t cover in the 
session.”

 Best Practices for ALL Lead Types
  Respond Fast: The first Advisor to make contact often wins the lead. Use voicemail + text + email on first outreach
  Use a Script, Then Personalize: Start with a tested script
  Follow-Up = Fortune: Most leads convert after the 5th–7th contact. Use CRM Activities to stay consistent. Use alternate contact methods (text, 

email, call, mail).
  Track & Optimize: Use CRM & Weekly Activity Sheet (in Advisor Portal Resources) to track: Date received, Contact attempts, Outcome (Interested 

/ Not Qualified / Sold / Referral), Review weekly to improve conversion rate

 Final Thoughts: Lead programs can be your fastest path to building experience, confidence, and commissions—but they only work if you do. Consistent 
outreach, a professional tone, and sincere service will help you stand out and win trust in a crowded market.



 Digital Marketing and Social Selling Techniques

Overview: Social media allows insurance Advisors to: Build a recognizable and trustworthy personal brand, educate potential clients about insurance solutions, stay 
top-of-mind with your network, generate inbound leads and referrals, and establish credibility and authority in your niche.

 Step-by-Step Social Media Marketing Approach

1. Choose the Right Platforms. Focus your efforts where your audience is most active:
• Facebook: Community building, Medicare, family clients
• LinkedIn: Professional connections, group benefits, networking
• Instagram: Visual storytelling, younger audiences, health/life
• YouTube: Educational videos, long-form trust-building
• TikTok: Short, engaging tips

2. Set Up a Professional Profile. Make a strong first impression:
• Use a clear, professional headshot
• Write a compelling bio that includes your specialties
• Add a link to your website, calendar, or quote form
• Include disclosures and licenses (especially for Medicare)

3. Develop a Content Strategy. Post consistently with a mix of content types:
• Educational Content: ACA enrollment tips and deadlines, for example
• Personal Branding: Share why you became an Advisor. Client success stories (with 

permission).
• Engagement Posts: Polls, quizzes, insurance myths, "Did you know?" facts
• Promotional (Soft-Sell): “Open Enrollment starts next week – are you ready?”
• Posting Frequency:

• Facebook: 3–5x/week
• LinkedIn: 2–3x/week
• Instagram: 3–4x/week (Stories daily if possible)
• YouTube: 2–4x/month
• TikTok: 3x/week (if applicable)

4. Stay Compliant
• Always disclose you are a licensed Advisor
• Avoid discussing specific plan premiums or carrier names without permission
• For Medicare: Follow CMS guidelines (no scare tactics, don’t say "best plan,” etc.
• Include disclaimers when required

5. Grow Your Audience
• Engage with your audience: Reply to every comment and message
• Invite friends and clients to follow your page
• Join and contribute to local Facebook Groups or LinkedIn industry groups
• Run giveaways or “refer a friend” contests (compliant and state-approved only)

6. Use Tools & Automation
• Use platforms like Canva for professional-looking graphics
• Use Meta Business Suite or Buffer/Hootsuite to schedule posts
• Track engagement through platform analytics to refine your content strategy
• Create a content calendar to plan and stay consistent (Open Enrollment, tax season, etc.)

7. Turn Engagement into Conversations
• Respond quickly to comments, likes, and DMs
• Ask if they’d like to schedule a call: “Thanks for the comment! Would you be open to a quick 

call to review your options?”
• Use lead capture forms in your bio or posts
• Offer free consultations or downloads (e.g., “Medicare Checklist,” “Buyer’s Guides”)

 Bonus Tips
• Be authentic: People buy from people they trust
• Use consistent branding: Same profile photo, colors, and tone across platforms
• Share client reviews and testimonials (with permission)
• Repurpose content: Turn blog posts into videos, videos into reels, reels into carousels

 

 Final Thought: Social media isn’t about selling—it’s about building relationships, educating, and 
being top-of-mind when someone is ready to act. When used consistently and professionally, it 
becomes one of the most powerful tools in your sales arsenal.



 Networking & Local Presence Strategy for Client Solutions Advisors

Overview: In a relationship-based industry like insurance, your local reputation is one of your most valuable assets. By actively engaging in your community and building strategic relationships, 
you position yourself as a trusted, go-to advisor—not just a salesperson. Networking isn’t about selling—it’s about serving, being visible, and earning trust over time.

 Step-by-Step Guide to Building Your Local Presence

1. Build Your Local Brand Identity: Before networking, make sure your brand is established:
• Use a consistent, professional image across your business cards, brochures, & social media
• Clearly define your specialties (e.g., “Risk Management Advisor,” Business Consultant”)
• Develop a 30-second elevator pitch: Who you help and how you're different

2. Join Local Organizations/Attend Events where your target audience or referral partners are:
• Recommended Groups:

• Chamber of Commerce – Great for meeting small business owners
• BNI (Business Network International) – Structured, weekly referral-based 

networking
• Rotary, Kiwanis, Lions Clubs – Community-minded professionals
• Local senior centers or retirement communities – Ideal for Medicare Advisors
• Local health fairs & nonprofit events – Great for brand exposure

• Tips for Attending Events:
• Show up consistently—it builds recognition and credibility
• Focus on building relationships, not pitching your products
• Ask thoughtful questions like: “Who’s an ideal client for you?” “How can I support 

your business?”
• Always follow up with a thank-you email or message within 24–48 hours

3. Build Referral Partnerships: Create mutually beneficial relationships with professionals who 
serve similar clients. Top Referral Sources include: Real estate Advisors, Mortgage brokers, 
Financial Advisors, Tax preparers/CPAs, HR consultants, family law attorneys
• How to Approach: Offer value first: Provide co-branded brochures, invite them to events, or 

share leads. Meet for coffee or lunch to explain how your services complement theirs. 
Suggest a joint workshop, Facebook Live, or community seminar

4. Host or Sponsor Local Events: Take the lead and create your own opportunities to connect.
• Ideas:

• “Medicare 101” or “Protecting Your Family with Life Insurance” seminars
• Small business benefits lunch-and-learn
• Health & wellness vendor tables at community fairs
• Free insurance review days at a local library or church
• Sponsor a youth sports team or community fundraiser

• Event Tips:
• Always collect contact info via sign-in sheet or giveaway
• Follow up within 48 hours with a thank-you and offer to help
• Take photos for social media to boost visibility

5. Be Present in Local Media & Online Community Spaces: Establish your expertise through free 
and low-cost exposure channels:
• Write articles or columns for local newspapers or community newsletters (topics: Medicare 

myths, life insurance basics, choosing group benefits, etc.)
• Be active in local Facebook Groups – Answer questions professionally and offer help (no 

aggressive selling)
• Get featured on local podcasts or radio shows

6. Track & Nurture Your Relationships: Use your CRM to categorize contacts as “Referral 
Partner,” “Networking Contact,” etc.
• Schedule quarterly check-ins
• Share helpful content or local event invitations
• Send handwritten thank-you notes for referrals

 Best Practices & Success Tips
• Show up consistently—it takes multiple touches to build recognition
• Don’t sell—serve and educate instead
• Give more than you ask—value-first is the golden rule of networking
• Stay top-of-mind—use follow-ups, social media, and newsletters

 

 Final Thought:
Networking and community presence are long-term investments in your reputation and pipeline. By 
consistently showing up, offering value, and building trust, you’ll create a referral-based business 
that grows organically—and lasts.



 Volunteering & Trust Building: Using Community Involvement as a Branding Tool

Why Community Involvement Matters: In an industry where trust is everything, your brand is not just built on marketing—it’s built on visibility, credibility, and relationships. Community involvement 
positions you as more than a salesperson; it shows you’re a reliable, caring member of the community. People buy from people they know, like, and trust—and volunteering accelerates all three.

 Step-by-Step Guide to Volunteering & Building Trust

1. Choose Meaningful Causes that Align with Your Brand: Pick organizations or causes that 
reflect your values and resonate with your target clients. Here are a few ideas:

• Sponsor local health fairs, blood drives, or charity walks.
• Volunteer with Senior Services, such as Meals on Wheels and senior centers 
• Support after-school programs, youth sports teams, or PTA events.
• Partner with VFWs, first responder fundraisers, or service member 

organizations.
• Host free financial literacy workshops at local libraries or churches.

2. Be Consistent & Visible: Regular involvement builds familiarity. Follow these action steps:
• Commit to a monthly or quarterly schedule of events or appearances.
• Wear branded shirts or bring marketing materials (flyers, business cards, banners).
• Post photos and recaps on your social media and website.

3. Turn Volunteering into Soft Marketing: You’re not selling, you're serving, but you can still 
create gentle opportunities. Here’s a few Soft Branding Tactics:
• Sponsor materials for the event with your logo and contact info.
• Offer to speak on relevant topics: “Preventing Elder Fraud,” “Understanding Medicare,” 

etc.
• Bring a raffle item or giveaway (like gift cards or safety kits).
• Have a branded table or booth with friendly, approachable signage.
• Offer free consultations or resource guides in a non-pushy way.

4. Build Relationships, Not Just Awareness: Trust grows when people see you repeatedly 
and experience your genuine interest in helping others.
• Ask how you can support the organization year-round, not just during events.
• Connect with local leaders and organizers—these are key referral sources.
• Follow up with people you meet in a friendly, professional way.
• Look for opportunities to collaborate, not just donate.

5. Share Your Community Impact as Part of Your Brand Story: Let people see your heart. 
When done right, this builds emotional connection and social proof.
• Post authentic photos or short videos from events (always get permission).
• Share “why you support” stories to show your passion and personal connection.
• Include testimonials from community members or event organizers.
• Use hashtags like #GivingBack or #LocalAdvisor to boost reach.
• Include your volunteering on LinkedIn, email newsletters, and brochures.

6. Use Volunteering to Expand Your Referral Network: Volunteering isn’t just good PR—it’s a 
chance to build real partnerships with other professionals.
• Potential Collaborators:

• Nonprofit directors and community organizers
• Local doctors, pharmacists, and care coordinators
• Real estate Advisors and mortgage brokers
• Financial planners and accountants
• Church or civic group leaders

These people know your ideal clients—and when they trust you, they refer you.

7. Keep It Authentic: Volunteering should always feel genuine. Choose causes you care 
about and focus on the impact first, branding second.

 If your name becomes associated with integrity, generosity, and professionalism—that’s 
the best marketing you can ask for.

 



Section 3: Product 
Mastery

 Objective: Build confidence and credibility through product expertise



•  Welcome to Product Training: Introduction to Our Services

• As a Client Solutions Advisor, you are empowered to offer a diverse suite of services 
designed to protect, support, and guide individuals, families, and businesses through 
every stage of life. Our product lineup is intentionally broad—allowing you to tailor 
solutions that meet your clients’ unique financial, health, and personal needs.

• This training will introduce you to our three core categories of offerings:

• Insurance Products – Helping clients protect what matters most with coverage options 
for life, health, property, pets, and more.

• Financial Products – Supporting long-term goals with tools for retirement planning, debt 
relief, tax strategy, and overall financial wellness.

• Specialty Products – Enhancing value through innovative services like benefit packages, 
identity protection, and wellness programs.

• Our goal is to equip you with the confidence and knowledge to offer truly comprehensive 
solutions—not just policies. By mastering our product suite, you’ll be able to educate 
your clients, build lasting relationships, and grow your business with integrity and 
impact.

• Let’s get started on building your foundation as a trusted, knowledgeable advisor.

Product 
Mastery



Products & Services Offered

Insurance 
Products

• Auto
• Life
• Health
• Ancillary
• Medicare
• Pet
• Group Benefits

Financial 
Services

• 401K Plans
• Annuities
• Debt Relief
• Tax Relief
• Tax Preparation
• Financial 

Counseling

Specialty 
Products

• Benefits 
Packages

• Identity Theft 
Protection

• HSAs
• Mental Health 

Services
• Physical Health 

Services



Insurance Products

Auto Insurance
• Requirements to Sell: Property/Casualty License & E&O Insurance
• Description: Covers damages to vehicles and liability in the event of accidents. 
• Products: Individual and Commercial auto insurance available.

Life Insurance 
• Requirements to Sell: Life License, AML Certification, E&O Insurance 
• Description: Provides financial protection to a client’s beneficiaries in the event of death. 
• Products: Whole Life & Final Expense, Term Life, Universal Life, & Accidental Death

Health Insurance
• Requirements to Sell: Health License, Marketplace Certification (On-Exchange plans), & E&O Insurance
• Description: Covers medical expenses such as doctor visits, hospital stays, prescriptions, and preventive care
• Products: On-Exchange (Marketplace/Obamacare) & Off-Exchange (Short-term Medical)

Medicare
• Requirements to Sell: Health License, AHIP Certification, Carrier Certifications, & E&O Insurance 
• Description: For clients 65+ or with certain disabilities. A heavily regulated space with unique compliance standards.
• Products: Medicare Advantage, Medigap (Medicare Supplements), and Prescription Drug Plans

Ancillary Benefits
• Requirements to Sell: Health License
• Description: Supplemental coverages that fill gaps in health insurance.
• Products: Dental, Vision, Hearing, Critical Illness, Hospital Indemnity, Short & Long-term Care, Home Care, and Telemedicine

Pet Insurance
• Requirements to Sell: Health License
• Description: Covers veterinary care for dogs and cats. Helps reduce costs for unexpected illness, accidents, & preventive care.
• Products: Pet Insurance, Pet Supplies, and Pet Food

Group Benefits
• Requirements to Sell: Life & Health License, & E&O Insurance 
• Description: Employer-sponsored insurance offerings that can include health and ancillary benefits. 
• Products: Health, Life, Dental, Vision, Accident, AD&D, Short & Long-term Disability, Critical Illness, Hospital Indemnity, Identity 

Theft Protection, Health Savings Accounts (HSAs)



Financial Products

401(k) Plans
• Requirements to Sell: None
• Description: Employer-sponsored retirement savings plans. 
• How To Submit: Referral Form

Annuities
• Requirements to Sell: Life License, Annuity Suitability Certification, & E&O Insurance
• Description: Tax-deferred investment products that provide guaranteed income in retirement.
• How To Submit: Apply with appropriate carrier

Debt Relief
• Requirements to Sell: None
• Description: Programs to consolidate or reduce unsecured debt through structured plans. 
• How To Submit: CuraDebt Link on Our Services or under Carriers on Advisor Portal

Tax Relief
• Requirements to Sell: None
• Description: Assistance for clients who owe back taxes or are facing IRS actions. 
• How To Submit: CuraDebt Link on Our Services or under Carriers on Advisor Portal

Tax Preparation
• Requirements to Sell: None
• Description: Full-service tax filing support for individuals and small businesses. 
• How To Submit: ezTaxReturn.com Link on Our Services

Financial Counseling
• Requirements to Sell: None
• Description: Support to help clients budget, plan, save, and prepare for financial milestones. 



Specialty Products

Benefit Packages
• Description: Bundled services and discounts (such as prescription savings, telehealth, legal 

access, etc.) provided through associations or member programs. Great for self-employed and 
uninsured individuals.

Identity Theft Protection
• Description: Monitors and protects personal information from fraud or misuse. Includes credit 

monitoring, restoration, and insurance coverage.

Health Savings Accounts (HSAs)
• Description: Tax-advantaged savings accounts tied to high-deductible health plans. Clients can 

use HSA funds for qualified medical expenses.

Mental Health Services
• Description: Access to virtual therapy, counseling hotlines, and support resources. A growing 

need among all age groups.

Physical Health Services
• Description: Find dieticians and personal trainers. Shop vitamin supplements, healthy foods, 

gym equipment, wellness products.



Section 4: Sales 
Skills & Success 
Strategies

 Objective: Develop effective sales habits and closing skills



 S.T.A.R.T. Sales Strategy
Success in sales is never accidental—it’s the result of a consistent, intentional process. The 
S.T.A.R.T. strategy is a proven strategy. Applying this approach will help you build trust, 
uncover needs, and close more business with confidence. Every successful sale begins with 
action—so remember: Always S.T.A.R.T. strong and finish stronger.

• Building trust by getting to know your client & letting them get to know you is the first 
step in a successful sales interaction. Start with an icebreaker. Compliments go a long 
way!Small Talk

• After small talk, be sure to transition to business. Explaining to the client that you will 
be asking some personal questions, and why it is important, will put your client at ease 
and allow them to open up more.Transition

• Complete a Needs Assessment form with every client—no exceptions. This not only 
ensures you're providing tailored advice, but also helps identify cross-sell opportunities 
and maximize the value you deliver. A thorough assessment builds your credibility and 
increases your income potential.

Assessment

• Present solutions with purpose and clarity. Avoid offering solutions during the 
assessment phase. Waiting until the full picture is clear ensures your recommendations 
are well-informed and impactful. Present options with confidence, connecting each 
solution directly to the client’s stated needs and goals.

Recommendation

• Close the sale. Walk the client through the application process, next steps, and 
expectations. Keep clients informed on the status of their application, deliver and 
review the policy when issued, and schedule ongoing follow-ups to maintain and grow 
the relationship.

Transaction

 Final Thought: The difference between average and exceptional Advisors is consistency.
Apply the S.T.A.R.T. strategy every time, and you’ll build trust faster, identify more needs, 
close more business—and create clients for life.



Presenting Solutions
 Tips for Presenting Solutions

Connect the solution to the client’s specific need.

• Don’t just describe the product. Explain how it solves the client’s 
problem.

• Example: “You shared you’re on a fixed income. This Medicare 
Advantage plan with $0 premiums and dental coverage, would best fit 
your needs.”

Use clear, simple language.

• Avoid jargon; focus on what matters to them.

• Focus on benefits they care about—cost, coverage, or peace of mind.

Limit options to avoid overwhelm.

• Present no more than 3 tailored, relevant choices.

Use visuals or tools if available.

• Charts, plan comparisons, and calculators can make concepts easier 
to grasp, especially for visual learners.

Ask confirming questions throughout.

• “Does this sound like something that would work for you?”

• “How does this compare to what you’ve had before?”



Overcoming Objections
 Tips for Handling Objections

Stay calm, curious, and non-defensive.

• Objections are often a request for more information, not a rejection.

• Respond with curiosity: “Great question. Can you tell me more about 
what concerns you most?”

Acknowledge and validate the concern.

• Show empathy: “I understand how that could be a concern.”

Restate the objection in your own words.

• This shows you’re listening and helps clarify their concern:

• “So, if I understand correctly, your main concern is….?”

Provide a tailored response with a benefit.

• Tie back to benefits or client priorities

Use stories or testimonials when possible.

• Share examples of similar clients and outcomes

Know when to move on.

• If an objection can’t be resolved right away, don’t force the sale.

• Offer to circle back: “Why don’t we revisit this after you’ve had a chance 
to think it over? I’ll follow up with you on [date].”



Leveraging CRM
 1. Make CRM Your Daily Hub

• Start and end your day in the CRM. Check your dashboard, 
upcoming appointments, and recent activity logs.

 2. Capture Every Interaction

• Log every phone call, email, text, or meeting. Note key details like 
family info, health concerns, or buying motivations. 

 3. Set Activity Reminders

• Set reminders for: Follow up calls, 3-month check ins, etc.. 

 4. Upload & Organize Documents

• Store signed applications, policy copies, and compliance docs by 
client. Make it easy to access everything in one place for future 
service.

 5. Document Referrals & Referral Sources

• Track who referred each client. Build a list of top referral partners 
(family, friends, CPAs, realtors, etc.). Send thank-you notes or 
create a simple referral rewards program



Sales Strategy Summary & Best Practices
The S.T.A.R.T. Strategy is the foundation of every successful client interaction. Below are key professional tips to help you refine your 

approach, build stronger connections, and improve your overall results.

 Effective Communication & Client Engagement

• Ask open-ended questions. Encourage dialogue by using questions that begin with who, what, where, when, or why. These questions require more than a simple "yes" or "no" and are especially helpful when working with quiet or 
reserved clients.

• Identify pain points (where appropriate). Help clients understand the value of your solutions by sharing real-life scenarios or consequences of being underinsured or unprepared. Personal stories can create emotional connection 
and urgency.

 Important: This tactic must not be used when discussing Medicare, as CMS regulations prohibit fear-based sales strategies.

• Include all parties in the conversation. When multiple individuals are present (spouse, adult child, caregiver), ensure each person is engaged. Ignoring one party may lead to discomfort or resistance later.

 Delivering Strong Recommendations

• Wait until the assessment is complete. Resist the urge to make recommendations before fully understanding the client’s needs. Presenting solutions too early disrupts the flow and weakens the impact of your recommendation.

• Keep recommendations simple and clear. Limit the options to no more than three or four choices. Too many options can overwhelm the client and delay the decision-making process. If additional solutions apply, consider scheduling 
a follow-up to review them in detail.

 Application Process & Post-Sale Steps

• Thoroughly explain the application. Walk through every section of the application and confirm the client’s understanding. This builds trust, reduces the likelihood of cancellations, and minimizes the risk of complaints or regulatory 
issues.

• Always leave behind business cards. Leave three business cards and encourage clients to share them with friends, family, or anyone who may benefit from your services.

• Take a photo to personalize your relationship. A lighthearted yet powerful touch—ask to take a selfie with the client at the end of the appointment (with permission). Then, text it to them and help them save your number in their 
phone along with the photo. This helps reinforce your role as their trusted family advisor and makes you more memorable.

 Final Thought: Great salespeople don’t just close deals—they build relationships, deliver value, and stay top-of-mind. The strategies above, combined with consistent use of the S.T.A.R.T. system, will position you for long-term 
success and lasting client loyalty



Section 5: 
Continuous Learning 
and Professional 
Devolpment

 Objective: Put training into action with accountability and support



Staying Updated 
on Industry Trends 
and Product 
Knowledge

Importance of Staying Updated
Continuously updating knowledge helps maintain relevancy in a 
fast-changing market landscape.

Monitoring Product Changes
Keeping informed about product updates enables better decision-
making and customer service.

Tracking Market Conditions
Understanding market shifts helps anticipate needs and adapt 
strategies effectively.



Participating in 
Ongoing Training 
and Certifications

Skill Enhancement
Ongoing training helps professionals improve their skills to stay 
current in their industry.

Building Credibility
Certifications validate expertise and increase trustworthiness 
among peers and employers.

Career Advancement
Continuous learning supports career growth and opens new 
professional opportunities.



Setting Goals and Tracking 
Performance Metrics

Importance of Clear Goals

Clear goals provide direction and focus for 
measuring progress effectively and driving success. 
Take advantage of the Advisor Sales Plan in your 
Advisor Portal and contact your manager if you need 
help completing it.

Tracking Performance Metrics

Regularly tracking metrics helps identify areas for 
improvement and supports continuous development. 
Be sure to utilize the Weekly Activity Sheet available 
in your Advisor Portal and contact your manager if 
you need help completing it.



Section 6: 
Regulatory & Ethical 
Considerations

 Objective: Understand the key regulatory and ethical guidelines that govern insurance sales to 
ensure compliance and protect client interests.



Key Regulatory 
and Ethical 
Considerations
Regulatory Compliance

Advisors must adhere to legal 
requirements to ensure compliance and 
avoid penalties in the insurance industry.

Ethical Practices

Maintaining ethics builds trust between 
Advisors and clients, reinforcing the 
integrity of the insurance sector.

Client Trust

Upholding ethical standards helps sustain 
client confidence and long-term 
relationships in insurance services.



Conclusion
Industry Knowledge

In-depth understanding of 
insurance products and 
market trends is essential for 
effective sales.

Refined Sales Skills

Strong communication and 
persuasion skills help 
Advisors connect with clients 
and close deals.

Relationship Building

Developing trust and rapport 
with clients ensures long-
term success and referrals.

Technology and 
Learning
Utilizing technology and 
continuous self-improvement 
enhances efficiency and 
adaptability.
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