How to Build a Referral
System for Insurance Agents




A system replaces hope with
engineered, repeatable steps

Hoplng For Repeatable steps
mentions 7] Same exact order

Turns one enrollment

into three conversations.
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Referred leads carry a margin
a paid lead cannot touch

Show up already trusting you

Do not shop you against
three other agents

Do not ghost between quote

and application

Higher Close Rate

Zero cost per lead




Asking for a referral is an
extension of exceptional service

"« Clients who feel
taken care of
want to send
their friends

Asking teels
pushy or
transactional =

Your job is to build a path so well that
referring you is easier than not referring you.



The compliance line prohibits any inducement for referrals

No cash payments
No gift cards or cash-equivalents
No fees paid to doctors, pharmacies, or healthcare providers
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Compliant systems run on nominal
gifts and licensed partnerships

il

Nominal Thank You Gift

» $15 or less per item
» Capped at $75 per person per year

Small bouquet, coffee shop item,
handwritten card.
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B2B Licensed Agent

Referral fees paid to licensed agents or
agencies, subject to state rules.




The architectural engine requires
four connected components
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Trigger The Exact The The
Moments Ask Introduction Follow-Through
Path Loop




Engineer the ask around three
specific moments of gratitude



A highly specific ask outperforms
a general request every time
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as helping |

The biggest help you could give retves 2
me is the name of one person
o not . ——you care about who’s confused
R about Medicare... Is there
-~ anybody who comes to mind?

~. . Ends with a
a2 guestion that
Invites a name.




The prospect must initiate contact to satisty 'ﬂ*-~ y)

The Broken Handoft

The Compliant Path




Remove all friction with a clean,
copy-paste introduction
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Hi Susan, my agent The client sends this.

Mark is the one who

helped me sort out | B The prOSPECt has your

) my Medicare. He's

easy to talk to and | number and awarm

won't pressure you.

>- His number is end orsement.

555-234-6789 if you
you ever want to ask
him a question.
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Closing the loop proves to the
client their referral mattered

24 Hours: Send a quick text
confirming you received |
the introduction. e

3 Post-Enrollment: Send a
final note confirming their
friend is fully set up. =

First Contact: Send a physical,
handwritten thank you card in the
mail, regardless of the outcome.
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Running the full system eliminates
acquisition costs entirely

/2 | £ | u
% | >70%
34 - 61 40% > o
Referrals generated Annual production Close rate on
In years 1and 2 from referred business referred prospects

Cost per acquisition dropped to almost nothing. Outbound paid leads eliminated.



Stopping the follow-through loop
Kills the entire engine

i '_ | Next Trigger

Enrollment




Start the architectural engine today

Open your client list right now.

Select 5 clients whose problems you solved in
the last six months.

Write 5 handwritten thank you notes this week.

End the note by asking, by name, if there is one
person you should help next.



