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During Roadshow 2017, we discussed ways of taking your sales career to new heights. One way was to directly contact 
professional organizations which interact directly with seniors and their families.  

Here are a few techniques that will help you:

Go to local grocery store, drugstore, Wal-Mart, or those offering “take one free” guides to senior living or senior services. 
Listings with contact information and services provided are found in the advertisements. Services listed include senior 
living arrangements such as nursing homes, assisted living, adult day care, home care, nurses and care managers, hospice 
providers, local estate planning and Medicaid planning attorneys, certified public accountants and others.

Contact each one of these organizations and ask to meet with the owner, manager, director, or administrator. You can stop 
by or call to make an appointment but always be respectful of their time. You will NOT try to sell them anything. You simply 
want to fully understand what they do and what makes their services different or special. (Let them sell you.)

“Hi (Manager) I’m _______.  I focus on end-of-life issues and concerns of people in our community. I wanted 
to meet with you and learn about what makes your facility, (service), (practice) different and how it can 
address my clients’ concerns. Do you have a few minutes to discuss what you do and/or show me around?”

You will be asked by these organizations and professionals what is it that you do:

“I provide financial solutions and end-of-life assistance to my clients and their families before, during and 
after death.  By understanding the benefits of each organization, I can better serve the clients and families 
in my practice.”

Take notes or use a checklist as you meet with each service. Ask if they sponsor or would like to sponsor educational 
seminars that would highlight end-of-life planning for the family (must include spouse, children, caregivers, etc.). You are 
not interested in writing insurance on individuals receiving care in these institutions, but you are very interested in helping 
the family with your end-of-life solutions.

When working with other life insurance agents, be very clear that you will be offering life insurance, end-of-life assistance, 
and prompt claims payment to any of their referrals. These other life insurance agents generally do not offer policies under 
$50K in face amounts. Also, they employ very strict underwriting guidelines which can reject a number of applicants who 
could actually qualify for a Settlers policy. Think about offering to split commissions with these agents if applicable.

When meeting with attorneys, CPA’s, etc, please make certain you are professionally dressed. Know the FTC Funeral 
Rule. Explain to them that you educate, support, and protect your clients and their families by providing information like 
the Funeral Rule to them. Also, please share with them that you are looking for law or CPA practices that have a similar 
commitment to protecting and loving the clients they serve.

Once you have established a relationship with these individuals, don’t be a stranger. Stop by once every month at the 
very least so that all of your lead sources see you. You might want to package your personalized brochure with candy or 
something similar and refill each month. Trust is interesting. It can take weeks, months, or years to develop, but it can be 
destroyed instantly. Always be clear in what you say, and then clearly do what you say. Top professionals in your area will 
not refer clients or partner with you in any way if they believe you don’t have the expertise or commitment to their clients. 
You must read, study and participate in local senior fairs, shows, and events geared toward the clients you serve.

Be visible. Remember, nothing great comes without energy, commitment, and hard work. If you want to be an expert in your 
community, work for it. The reason there aren’t more life insurance agents serving this market is that it requires more time and 
effort than simply running leads or calling referrals, but, that is the special thing that will set you apart.
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