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In a maƩ er of months, the life insurance industry took an amazing leap forward by making buying 
and selling life insurance far more user-friendly with technological and data-augmented advances. 
Although the drive started years ago, COVID-19 gave it the impetus to get the job done now. And 
the industry did just that.

As technology conƟ nues to evolve, you, the carriers, and the wholesalers are even beƩ er prepared 
to respond faster and with greater effi  ciently in meeƟ ng consumers’ ever-increasing expectaƟ ons.

While all of this adds enormous value to the process of markeƟ ng life insurance products, there’s 
another equally pressing quesƟ on: What should you be doing now–right now–to beƩ er serve your 
clients and generate new business at the same Ɵ me?

Specifi cally, what you can be doing to aƩ ract clients’ aƩ enƟ on so they will be open to having a 
conversaƟ on? You know what’s going on with clients, so focus on their individual concerns, such 
as uncertainty about the future, their family’s fi nancial security, the stability of their business, or 
wondering if they are posiƟ oned for the unknown.

With a specifi c idea in mind, let clients know that the purpose of having a conversaƟ on is to 
discuss a concept that focuses on that parƟ cular issue and will be of interest to them. 

Why is a concept important? It helps get clients thinking and talking, lets them picture the 
possibiliƟ es, and then embrace the soluƟ on. Here’s what to do:

• IdenƟ fy a client and tell us about their issue of concern.
• We will prepare a concept that fi ts the need and then go over it with you so you are prepared for 
the conversaƟ on with your client.
• If appropriate, one of our sales people can accompany you on either a virtual or in-person client 
conversaƟ on.

If the possibility of “Concept ConversaƟ ons with Clients” appeals to you, First American is ready to 
help you make it successful.
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