
Finding	Agents	to	Partner	With,	Part	1	

Building	Your	Prospect	Pipeline	

Introduction:	This	lesson	will	be	different	from	all	the	others.	Instead	of	

discovering	the	“why”	behind	your	actions	–	which	you	will	still	do	today	–	you	

will	be	instructed	on	“what”	to	do	to	create	the	best,	most	viable	prospect	

pipeline	you	can	build.	This	lesson	is	the	most	important	lesson	we	will	cover	

in	the	entire	series	because	your	prospect	pipeline	is	EVERYTHING!		

a. The	hard	truth.	The	harvest	of	new	leads	from	Insurance	Agents	you	will	

reap	in	a	year	can	be	predicted	directly	from	your	pipeline	today.	Your	

pipeline	must	be	full.	And	it	must	be	full	of	VIABLE	prospects!	The	degree	

to	which	you	place	viable,	“good	Iit”	prospects	in	your	pipeline	will	result	in	

your	company	having	the	work	it	needs	to	survive	and	thrive,	or	not.	You	

must	take	this	part	of	the	process	seriously	and	treat	it	with	extreme	

diligence.	

b. Knowing	where	you	stand.	Your	pipeline	is	tangible.	It	is	a	database	of	

names	and	information	about	your	prospects.	It	shows	where	they	are	in	

the	sales	cycle.	It	also	shows	your	activity,	or	inactivity,	with	them.	For	the	

duration	of	this	program	you	will	be	using	our	Agency	Brand	Ambassador	

Management	Tool	to	track	all	vital	activity.	Each	lesson	will	add	new	

portions	of	signiIicant	data	for	you	to	track.	If	you’re	moaning	and	groaning,	

get	over	it.	You	cannot	be	taken	seriously	as	a	sales	professional	until	you	

take	your	sales	activity	seriously	–	every	single	day!	
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Quick	Quiz	

What	is	EVERYTHING	in	this	process?	

___________________________________________________________________________________	

What	tool	will	you	use	to	keep	track	of	your	sales	activity?	

___________________________________________________________________________________	

Who	is	responsible	to	keep	the	tool	up-to-date?	

___________________________________________________________________________________	

How	often	does	“up-to-date”	mean	based	on	the	last	paragraph?	

___________________________________________________________________________________	

c. Finding	agents	for	your	pipeline.	To	Iill	your	pipeline	with	viable	agents,	

you	must	Iirst	have	agents.	Then	you	must	determine	if	they	are	viable	or	

not.	Let’s	start	with	having	agents.	You	have	to	have	a	list	of	agents	in	your	

market	to	start	with.	Your	assignment	following	this	lesson	will	be	to	

generate	a	list	of	agents	in	your	market.	How	do	you	Iind	these	agents?	Use	

the	following:	

1. In-house	Agent	List	

2. Agents	of	current	jobs	the	company	is	working	

3. Agents	of	past	jobs	the	company	has	completed	

4. Carrier	Websites	“Find	An	Agent”	search	

5. Google	Search	

6. Drive-by	

d. Pre-qualifying	agents	for	your	pipeline.	Now	that	you	have	a	list	of	

agents,	the	next	BEST	possible	use	of	your	time	is	to	Pre-Qualify	them.	Do	

you	know	what	the	fastest	way	to	pre-qualify	your	agent	list	is?	Yup.	I	know	
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you’re	sweating	bullets	and	squirming	uncomfortably	in	your	seat.	It’s	cold-

calling.	Why	is	this	the	BEST	and	fastest	way	to	pre-qualify?	In	a	few	hours,	

you	can	call	all	the	agents	you	would	see	in	one	week!	There	is	no	greater	

quick-start	to	a	killer	pipeline	than	trading	3	hours	for	30.	Where	did	I	get	

30?	There	are	6	hours	each	day	with	which	you	can	physically	make	

effective	visits	to	agency	ofIices:	6	x	5	=	30.			

e. The	60/40	Rule.	I	want	to	help	you	understand	why	cold-calling	is	the	

technique	to	best	pre-qualify	your	pipeline.	We’ve	already	addressed	the	

time	factor.	There	is	another	factor	that	comes	to	play	here:	The	60/40	

Rule.	What	this	means	is	60%	of	all	the	agents	on	your	list	are	potentially	

viable	prospects.	The	other	40%	are	not.	By	cold-calling	your	list,	you	will	

be	able	to	identify	who	are	the	60%	and	who	are	the	40%.	From	here,	you	

will	then	pursue	an	in-person	prospecting	technique	taught	in	the	next	

lesson.	So	the	good	news	is,	we	are	going	to	be	taking	these	sour	lemons	of	

cold-calls	and	making	some	tasty	lemonade!		

f. Identifying	the	60%.	It	is	easier	to	identify	these	60%	than	you	may	think.	

What’s	important	to	remember	is	the	approach	we	take	in	this	entire	

process	is	giving	the	agent	the	feeling	of	importance.	We	are	looking	for	

agents	who	truly	care	about	their	customers.	We	discover	these	agents	

when	we	have	intentional	conversations	with	them.	The	conversation	you	

will	be	having	with	them	on	your	cold-calls	is	asking	them	what	message	

you	can	give	their	customer	on	their	behalf	when	you	see	their	customer	on	

the	job	site	[Tips:	1)	be	human,	2)	keep	it	all	about	THEM!].	

	3
©2020	Gerry	Edtl	Consulting



Quick	Quiz	

What	type	of	agents	are	you	looking	for	in	this	process?	

___________________________________________________________________________________	

What	question	are	you	asking	the	agent?	

___________________________________________________________________________________	

I	am	trying	to	give	the	agent	the	feeling	of	___________________________.	

How	many	times	is	the	word	“them”	and	“their”	used	in	the	last	sentence	above?	

______	

This	process	and	conversation	is	all	about	the	_________________,	and	not	at	all	

about	_________.	

g. The	power	of	the	question.	Did	you	catch	what	we’re	asking	the	Agent	in	

the	last	paragraph?	We’re	asking	them	what	message	you	can	give	their	

customer	on	their	behalf	when	you	see	their	customer	on	the	job	site.	This	

becomes	a	powerful	differentiating	question	when	it’s	set	up	properly.	How	

do	you	properly	set	up	your	question?	You	create	Emotional	Context	for	the	

Agent.	

h. Creating	Emotional	Context.	Think	about	it.	All	jobs	start	out	as	losses,	but	

not	all	losses	turn	into	claims.	“Loss”	is	an	industry	term.	We	call	it	a	loss	

because	the	homeowner	has	literally	lost	something.	With	loss	comes	grief,	
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the	natural	human	response.	Grief	has	many	emotions	associated	with	it.	

Sometimes	homeowners	are	just	upset.	Sometimes	they’re	fearful	or	

anxious.	Other	times	they’re	irritated	or	angry.	Emotions	are	messy.	When	

you	can	remind	the	Agent	what	is	emotionally	happening	to	their	client,	

your	question	has	new	power.	

i. Deciphering	the	60%.	The	agent’s	response	to	your	question,	What	

message	can	I	give	to	your	customer	on	your	behalf	that	would	help	them?	

indicates	to	you	if	they	are	in	the	60%	or	the	40%.	Those	that	are	engaged,	

interested,	grateful	are	in	the	60%	and	you	want	to	note	this	in	your	Agency	

Brand	Ambassador	Management	tool!	Those	that	are	abrupt,	rude,	or	hang	

up	are	in	the	40%.	You	also	want	to	note	this	in	your	Agency	Brand	

Ambassador	Management	tool!		

Practice:	Are	they	a	60%	agent	or	a	40%	agent?	

1. No,	there	is	no	message	you	can	give	to	my	customers.	Our	claims	

department	and	adjusters	handle	all	customer	issues.	________%	

2. Wow,	thank	you	for	asking.	Um,	I’m	not	sure…please	tell	my	customer	to	

call	me	if	they	need	anything	and	make	sure	they	have	my	number.	

________%	

Self-check	

Why	is	it	important	to	note	both	the	60%	and	the	40%	in	your	Agency	Brand	

Ambassador	Management	tool?	

___________________________________________________________________________________	

___________________________________________________________________________________	
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i. Icing	on	the	cake.	Great	job!	Today	was	hard	work,	and	it’s	not	over	yet.	

Not	only	do	you	have	to	track	your	sales	activity,	Iind	agents	in	your	market,	

cold-call	these	agents	to	pre-qualify	your	pipeline,	there	is	one	more	thing	

you	must	do.	You	must	embrace	and	utilize	POWER	HOURS.	Power	hours	

are	blocks	of	time	during	the	day	devoted	to	speciIic	tasks	that	have	highest	

return	on	your	investment	of	time.	Your	efIiciency	and	sense	of	

achievement	reside	in	your	ability	to	effectively	implement	POWER	HOURS.	

The	tasks	of	these	hours	will	shift	and	change	as	we	go	through	the	process.	

You	will	receive	a	custom	POWER	HOUR	agenda	to	follow	for	the	next	two	

weeks	on	your	workshop	call	for	this	lesson.	

What	are	your	greatest	struggles	and	concerns	with	today’s	lesson?	

1) ____________________________________________________________________________	

2) ____________________________________________________________________________	

Considering	your	responses	above,	how	would	you	respond	to	them	if	you	were	a	

sales	manager	and	these	were	concerns	from	one	of	your	reps?	

1) ____________________________________________________________________________	

2) ____________________________________________________________________________	

What	are	your	top	take-away,	aha,	and	light-bulb	moments	from	this	lesson?	

1) ____________________________________________________________________________	

2) ____________________________________________________________________________	

3) ____________________________________________________________________________	
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Pre-Quali<ication	Cold	Calling	

Sample	Insurance	Agent	Conversation	

Use	this	process	to	identify	the	“Right”	agent	and	set	yourself	apart	from	your	

competition	by	adding	value	to	the	insurance	agent.	For	this	example,	we	will	

pretend	the	principal	agent	is	Charlie	Brown.		

With	The	Gatekeeper	

This	 is	 _________________	 I’m	 the	 owner	 of	 (or	 your	 job	 title)	 _____________	 (your	
company	name)	(Pause,	it’s	a	conversation)	

I’m	 doing	 some	 advanced	 planning	 because	 I	 know	 sooner	 or	 later	 I’ll	 be	
working	for	one	of	your	clients	who	has	a	_____________	(type	of	 loss	or	work)	in	
their	home.	(Pause)		

I	have	a	very	important	question	I	must	ask	Charlie,	if	he	is	available	–	(Pause)	

With	The	Agent	

Hi	Charlie,	this	is	_________________	I’m	the	owner	of	(or	your	job	title)	_____________	
(your	company	name)	(Pause)		

I’m	 doing	 some	 advanced	 planning	 because	 I	 know	 sooner	 or	 later	 I’ll	 be	
working	for	one	of	your	clients	who	has	a	_____________	(type	of	 loss	or	work)	in	
their	home.	(Pause)		

We	might	get	the	loss	through	the	Claims	Department,	or	a	Plumber	referral,	or	
even	a	search	from	Google.	(Pause)	

And	 I	want	 to	 know	 if	 I’m	 going	 to	 be	 able	 to	 add	 any	 value	 to	 you	 and	 your	
agency	when	I’m	with	your	client?	(Pause,	and	let	him	process)		

	7
©2020	Gerry	Edtl	Consulting



You	 see,	 many	 times	 when	 we	 work	 with	 homeowners	 they	 are	 in	 shock.	
Sometimes	 they	are	 irritated	and	angry	by	what’s	 happened.	Other	 times	 they	
are	fearful	or	anxious.	(Pause)	

So,	 I	wanted	 to	ask,	what	message	could	 I	give	your	client	on	your	behalf	 that	
would	help	them	the	day	we	start	the	job?	(Pause,	and	wait	for	response)		

Thanks,	 I’ll	do	 that.	 Is	 there	anything	else	 I	 can	do	 for	you	 the	next	 time	we’re	
working	for	one	of	your	clients?	(Pause	and	wait	for	response)	

Thank	you	for	your	time	and	for	helping	me	better	serve	you	and	your	clients.	If	
there	is	anything	else	I	can	do,	please	let	me	know.	(Pause)	Have	a	great	day.		

With	The	Gatekeeper	When	The	Agent	Is	Not	Available	

No	problem,	maybe	you	can	help	me.	As	I	said	I’m	doing	some	advanced	planning	
because	sooner	or	later	I’ll	be	working	for	one	of	your	clients.	(Pause)	

And	I	want	to	know	if	I’m	going	to	be	able	to	add	any	value	to	your	agency	when	
I’m	with	your	client?	(Pause,	and	let	him	process)		

Many	times	when	we	work	with	homeowners	they	are	in	shock.	Sometimes	they	
are	 irritated	 and	 angry	 by	 what’s	 happened.	 Other	 times	 they	 are	 fearful	 or	
anxious.	(Pause)	

So,	 I	wanted	to	ask,	what	message	could	 I	give	your	client	on	behalf	of	Charlie	
the	day	we	start	the	job?	(Pause,	and	wait	for	response)		

Thanks,	 I’ll	 do	 that.	 Is	 there	 anything	 else	 I	 can	 do	 for	 your	 agency	with	 your	
clients	during	the	job?	(Pause	and	wait	for	response)		

Thank	you	for	your	time	and	for	helping	me	better	serve	you	and	your	clients.	If	
there	is	anything	else	I	can	do,	please	let	me	know.	(Pause)	Have	a	great	day.		
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