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Getting Referrals From P&C Agents
The Ideal Prospect

· P&C agent specializing in commercial lines
· Licensed to sell life insurance

· Wants to diversify income streams to include commissions from life products

I.  First get comfortable using the FactFinder with corporate tax returns to identify companies likely to end in a “fire sale” (aka a forced liquidation).

II.  Approach P&C agents and show them the technique.  Help them understand how it uncovers owners who need replacement capital – capital only life insurance can provide.  If you think it would be helpful, ask a SPARDATA Valuation Consultant to join your meeting by phone.
III.  Suggest becoming a team, in which one or the other of you do the tax return analysis and such follow-up life insurance recommendations as are suitable.  

IV.  Share commissions provided the proper licensing is in place, or other appropriate arrangements are made). 

