How to Get Your First i)
Insurance Leads for Free



The Agent’s Wall

You are licensed and contracted,
but you have no pipeline.

X No leads
X No appointments

X No one to talk to




The Natural Re5|stance .

Most new agents hate the idea of pitching their personal network
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The Mindset Shift
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Navigatingﬂ

a ﬂde rsta nd
~ confusing
~ coverage

Asking people to
buy a products




The Foundation

People you have a real relationship with. )
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- Who Belongs on the List?

Anyone you could text without it feeling strange.




The Core Message

Let them know what you do
* and that you are available.

+ No pitch
* No ask for a meeting

* No links to a website
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3 Rules of Engagement







Conversation Over Pitch

If they do not reply F If they do reply

They are not ready. L Ask questions, listen,
Leave it alone. _ and offer help.
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The Script Framework .

- Hey, | wanted to let you know | recently got into
* the Insurance business. | am helping people

£ |
If you or anyone you know ever has questions

or wants a second opinion, | am happy to help.
NoO pressure, just wanted you to know | am here.
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The Conversion Reality

Messages

~ Responses
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~ Theyneed

themselves

help

3 Good Outcomes
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- someone who |
~ needshelp
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~ They say

“congratulations :
and keep you
| In mind
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ght: Send personalized lessages

ay: Turn conyersat_ioné?‘ appointments
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