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Do You Notice Anything Different?
We’'ve Changed Our Name and Our Look

For some time now there has been confusion inrmurance
. marke_t about our name “Brown & Brown
% & Associates, P.C.” Even though we have been
10 sl in the brokerage business over 35 years,
_INSURANCE. lately we have gone to many trade shows
with a sign that readd¥e Are Not That Brown & Brown!”

Who is that other Brown & Brown? Well, if you GdedgBrown
& Brown” you might get a law firm, but more imponidy you
will get Brown & Brown Insurance, a large insurariicen that
covers most of the U.S. including many of the mdjexas cities.

To avoid further confusion, Brown & Brown Associst®.C. has

changed our DBA to “BBA Life Brokerage Agency”, aiah more
descriptive name. We are excited about this nawenand new

look.
Life
Brokerage
Agency

ERERE - 'We Do More for You

Remembethis is only a name change, you will continue¢b g
what you expect from us:
Sales concepts and support
Online quoting
Underwriting support
Carrier and industry updates
Back office support
Consumer ads and approach letters
New user friendly web site packed with tools yon ca
use
Annuity, LTCi and Disability Insurance support
Friendly, attentive staff

Our goal is still to service, support, educate mnadivate you
to be successful and meet your client’s needs.






There is Always a Silver Lining
By Cindy Gentry, CLU, ChFC

Will history repeat itself? 2009 showed a signifita
downturn in individual life sales, but accordingao
past LIMRA study, individual insurance markets
generally emerged from economic downturn
unscathed. This time, the economic downturn has
dramatically affected sales. The first quarter of
2009 showed a 26% decrease in sales according to
the study, which was the largest decline since
1943, This downturn also contributed to rating
downgrades, drops in product offerings, and smaller
policy sales. Not surprisingly, but noteworthy, the
policy size decrease trend
actually started in 2007.

So what is the silver lining?
Universal life sales, although
seeing a drop in 2009, tripled
sales from 2000 to 2007. The
reason for this; the introductio
of universal life products with
long-term no-lapse guarantees. Plus, Whole Life
insurance sales actually increased by 4% in 2009
again, consumers wanting guarantees has help bust
the sales of whole life insurance.

retuning to

So what does this all mean to you? Currently there
are 150,765 independent and 171,808 affiliated
insurance agents? in the U.S. Not may when you
consider there are 309,546,778 potential insurance
buyers in the U.S., 24,782,302 in Texas alone
according to the U.S. Census Bureau. All of these
potential clients need and want a life insurance
professional to guide them in product selection. In
addition, 60% of consumers say they prefer to buy
from a person face-to-face. There is a lot of
potential out there.

Although the markets seem calmer now, we have to
appreciate that clients won'’t be retuning to bussne
as usual. Americans are now saving and media ink
is flowing with advice on thriftiness. You can find
opportunities to help clients in this environment.
Products that offer guarantees and forced savings
elements, like permanent life insurance may appeal

Although the markets

SR EIREIARIE  the “Life Insurance Selector” and give it a try,
have to appreciate

that clients won't be

business as usual.

to more of your prospects. Policy amounts may be
smaller, but the need for protection has never been
greater.

Clarifying the Choices. Basically there are two
choices your client needs to consider when
purchasing life insurance. First, determining how
much coverage they need and secondly they should
to determining what product is most appropriate for
their protection, accumulation and wealth transfer
needs. Engaging your clients in this selection
process helps them take action, making it easy with
the “Life Insurance Selector”. It will give you a

clear cut tract to run on and opportunities to make
an appropriate recommendation basis not only on
your clients goals and objectives but on a broad
range of factors (risk reference, flexibility and
product guarantee options). To learn more about

call or email myself or Gail Yantis for your free
sales package today. this could be your next
step in breaking the trends of 2009 and making
more life insurance sales, improving policy size,
and making more money!

Improving Your Numbers

There is a tested and proven
ratio bases on decades of
research and experience. The
10:3:1 rule states that, on
average, for every 10
prospects you reach, three
will express serious interest,
and one will buy. That’s proven to be the general
rule of insurance marketing.

Every insurance agent should strive to improve on
that average. If you can choose your target market
and concentrate your efforts on that particular
segment, then hopefully you can improve that ratio.
Even a seemly small improvement — to say, 10:5:2 —
means you’ll double your final sale!
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