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6 Tips on How to Position Insurance for More Revenue, Greater 

Client Retention, Attraction, and Referrals 

By Todd Colbeck, MBA 

Contributing Editor, Frank Horath, ClientFirst Financial 

 

 

The financial markets have been on a solid upward run for the past five years, right? So why 

should financial advisors even be concerned about positioning insurance products with clients 

and prospects? Overall investment performance and asset growth in recent years has been 

exceptionally good. But I am addressing your problem of how to bring in new investment 

assets to manage. Oh, and you may have another problem, have you had any important clients 

transfer out lately? 

 

The “problem” you have as I see it can be summed up in the chart just below. During the past 

10 years there has been a very strong trend of assets flowing away from actively managed 

investment strategies and into passive lower cost investments (e.g. exchange traded, index 

funds, etc.). 
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So can you guess where this trend will be in ten years? Do you think it will reverse and go the 

other way? Most likely, not. Why is it this divergence started in 2008 do you think? And in 2016 

Vanguard raised $277 billion and Franklin Templeton lost $42 billion. A lot of those assets 

moving to Vanguard came from hard working private wealth managers and financial advisors. 

 

So, if you are paid on assets under management, what will be your plan to make up for 

revenue loss from outgoing assets? I guess you can fight fire with fire and take money back 

from Vanguard. Did you know they are now promoting their own financial advisors? 

 

In this article, I will discuss how to significantly increase your revenues through insurance sales. 

I will also touch upon how positioning insurance products and service can help make existing 

relationships more “sticky” and aid with client retention. And, lastly, we will discuss how 

positioning insurance products can work as an asset and relationship winning magnet. We will 

break each of these into six useful concepts and tips to absorb for the practicing financial 

advisor. 

 

Tip #1:  Advisors ought to be placing much more insurance business 

In my experience, professionals with both investment and insurance licenses typically sell only 

about 10% of the volume of insurance as professionals with only an insurance license. Why is 

that? The clients are the same; the products are the same; but the FOCUS of the dual-licensed 

advisor (i.e. the one who sells only 10% the amount of the insurance agent) is completely 

different. Without a focus on insurance, a whole lot of financial advisors do a poor job 

presenting. 
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Tip #2:  Advisors need to create “want” from the client to solve for the liability side of 

the balance sheet 

The future liability side of the balance sheet for many clients is very much un-protected. And 

when something happens, they are then forced to draw upon their investment account. Why? 

Because they did not have the proper type and amount of 

insurance.  

 

Why don’t clients buy something they obviously need? 

Because people hate buying what they “need”. Last I 

checked, people buy what they “want”. So how do we turn 

this dynamic around so people “want” insurance as much as 

a cool drink in the middle of the desert? They wanted to insure their house, their car… why not 

their paycheck or even their life? 

 

The key is asking the right questions that guide the client to that light bulb moment when they 

go Aha, I want this and I want it now. I find questions that focus on big picture protection to be 

very effective.  

• Why do you keep money in the bank instead of under the mattress?  

• Why do you lock your car in the parking lot at the mall or on the street?  

• Why does someone install an alarm in their home?  

 

Because they WANT protection. Simple. Insurance is one of the most cost-effective protection 

strategies available. That being said, let’s address how to create a want as well as a need. 
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Tip #3:  Let your clients know you serve the insurance/liability side of the balance sheet 

It is human nature to be consistent. In his book on influence, author, Robert Cialdini, named 

“consistency” as one of the six most important ways to create influence. Start by letting clients 

know that you wear two hats. One of your jobs is to help them make money. Another job is to 

help them protect that money. 

 

Ask what they think about those two hats. Ask which of those two items are more important 

for them and why. Then ask how important the other area is and why. 

 

When someone tells you WHY protecting their money is important, that is step number one in 

being consistent. Every action you help them decide on in the future needs to be consistent 

with that statement of why protecting their money is important. As soon as they make a 

decision that conflicts with that statement, the uncomfortable feeling of inconsistency arrives 

which you then can point out. The clients don’t necessarily want insurance per se, they want to 

be consistent with their stated values of protection. Next, you can start asking questions like: 

 

- Is your home protected? 

- Are the contents of your home protected? 

- Is your health protected? 

- Is your transportation protected? 

(Most of the time you will get 4 Yes answers in a row, now the big questions.) 

- Is your paycheck protected if you become sick or hurt and can’t work for 6 to 12 

months? 
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- Are your future earnings protected for your family in case something should happen to 

you? 

 

After four Yes answers in a row, those last two 

questions will be very inconsistent if they reply 

anything other than a Yes.  Now ask--based on 

these answers--what they think they should 

address first, second, third, etc. Let them know 

you will be happy to share some strategies at your next meeting and then see them again 

within two weeks and present your solutions. 

 

Tip #4:  Present to the client the Sweet Spot, or the “aha” moment in the Intake Profiling 

process 

Providing solid insurance solutions is mostly about protecting both current and future 

liabilities. Financial advisors are really good about helping generate financial numbers (e.g. Net 

worth, current income streams, etc.) for the “here and now”. And many are practiced about 

planning for the client’s future financial future. But, positioning insurance products well 

involves the client “owning” these numbers and their active participation in the gathering and 

projection. This is key in creating the client “want” versus the advisor telling the client what 

they need. 

 

So, it is important to have the client tell you and help you put the math together.  For example, 

if the client plans on working 10 more years, have them help you with generating those income 

replacement numbers that a disability policy could replace. Or, if a client anticipates a window 

of time needed for life insurance coverage, have them help you do the math for what it would 

take to replace the earned income, or both the earned  
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and investment income, etc. At the end of this article, I provide my contact information and we 

can provide you a client profiling form that has been dovetailed for profiling for insurance and 

the liability side of the balance sheet. 

 

Tip #5:  Be the master of some, not the jack of all, and grow your referral sources 

The financial and insurance services world is complicated. There are so many insurance 

products and variations of each which can solve for the insurance liability need of the client. 

Choose those products that you are most passionate about presenting and that conform to 

your training expertise, then outsource the rest. This gives you the advantageous opportunity 

to get to know other insurance agents or reps that can help you solve for your client needs. 

And this gives them the opportunity to get to know your area of specialization. This can be a 

win-win combo for the two of you as well as providing an excellent cross-referral opening. 

 

Tip #6:  Positioning insurance services makes relationship sticky and creates marketing 

opportunity 

As stated early in this article, there is a massive trend toward passive money management and 

lower fees. Advisors who provide more holistic advisory services and offer insurance products 

or can channel client needs to the right outsourcing agents, bring more value to the table.  This 

added value can greatly help substantiate the fees you charge and validate the consultative 

relationship. 

 

Positioning even the smallest of insurance services solution is a “go-giver” marketing 

opportunity. While other advisors are elephant hunting for million dollar investment accounts, 

they overlook the very important personal needs of the client. Many great investment and 

financial planning relationships are built from the “small conversations” of  
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understanding an intricacy of home owner coverage, or an often misunderstood aspect of a car 

insurance policy, or how a life insurance policy can also have a long-term health care benefit… 

and the list goes on. 

 

Summary 

Advisors and agents can bring more value to the financial planning and investment 

management process by properly and effectively positioning both insurance and investment 

products. Huge money flows are migrating toward lower cost passive investment management 

vehicles.  And these companies are also now providing “robo advisors” as well. Financial 

advisors that will survive will need to comprehensively address the liability insurance coverage 

side of the client balance sheet. 

 

The entire key to this process is that they identified where they wanted protection and told you 

their priorities. Why? Because they wanted to be consistent. If for some reason they didn’t want 

to be protected, go back to the values of what they already shared about protection. After a 

meeting like this, the actual presentation of the types of solutions you recommend should be 

easy. 
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NEXT STEPS 

 

If you would like an accompanying template that takes the questions above 

to another level, please email Frank Horath at: advisors@clientfirst.info 

 

Please call Frank Horath directly at:  

1-888-688-9080  

 

Next MASTER INSURANCE CLASS:  

Mon., APRIL 3 – Tues., APRIL 4, 2017 

 **SPECIAL PRICING UNTIL MARCH 28th FOR READERS OF THIS ARTICLE** 

 

 

 

 

Tools for the “Go-Giver” Financial Advisor! 
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