How to Host an Insurance
Educational Event
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Cold outreach eventually stops scalin

.

The Pipeline
Plateau

w1 The 1-to-Many Shift




Showing up to teach bypasses skepticism

Interrupting ,,;._. |

g.Lbay Skepticism

Showing Up
to Teach

Generates more referrals per client and lowers paid lead costs over time,



A reliable process prevents empty rooms

The fix isn't a better script. It's a five-step framework
that stops bad outcomes before they happen.
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The CMS boundary line requires absolute compliance

Educational Event (Allowed) Sales Event (Forbidden)
@ Teach basics .

(Parts A, B, C, D, IEP, AEP, GEP) Naffie-speetite prans
@ Generic info & business cards —Profrote-speeifte-eafriers—

Distribute plan brochures or
premium sheets

—ColleetSeepe-of-Appointment{SOA)-

@ Generic business reply cards
(v Answer specific asked questions

@ Promotional items without plan info —Schedule-appoint |
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The educational event is the front door

i . w
% ' One-on-One Appointment

IL_ll}  Specific plan rules apply,
where the close happens

The Educational Event !’?“

Strict lines, zero sales, earns broad trust et
I || -
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Five phases to build a compliant event

1. Venue

Pre-Event
. —
2. Promotion 3. Presentation 4, Room Flow

5. Follow-up
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Step One requires a truly public foundation

Library ¥/ Community ¥/ Senior [/ Hotel [/ Public [/
meeting center center conference restaurant
room room back room
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Promotion

Step Two layers the promotion stack

Every invite must include
"Educational,” special-needs
accommodations with TTY,
and the strict
no-plan-specific-information
disclaimer. Run 3 weeks out,
second touch 1 week out.

Local flyers, newsletters,
church bulletins, press

Personal calls to
ten existing clients




Connection

|
|

Teaching

That’s a great question, and exactly what we cover in a
personal appointment. I'll leave my card to set one up.



Greet every person
by first name. Do
not pitch.

— — ——3)

Chairs arranged
in a slight curve

g

e
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Generic booklets,

business cards,
optional sign-in
sheet, BRCs
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Step Five maps the strict permission tree

Event Attendees
No written Picked up BRC
ermission Took card & reached out
X Signed optional sheet
.anno o111

J

Compliant Follow-Up
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Consistent execution proves the long-term math

! 800 Invitations Malled
mem—" ’ ' 11 RSVPs
—_ [Z
Attendees 4
Showed .

Requested

Cards l 3 y
Took 1-on-1 2
Appointments 3

Educational events aren't about packing Enrolled in ! 1
the room. They are about earning trust t=g I
at scale through slow, compliant work. Referred multiple

pipeline leads k'
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Action Step: Reserve your compliant ground

|« Pick a date exactly sixty days out.
/. Reserve a free public meeting room (library or community center).

" Write the four mandatory compliance bullets for your invite.

« Start building your targeted mailing list this week.

The first event is the hardest. The second iIs half the work. The thirad is a system.
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