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Hopefully you understand, like I do, the importance of Life insurance. It can make the

difference between a family staying in their home or filing for bankruptcy.

No one likes to think about death and so most clients don't bring it up. When we got into this

business, and signed with Farmers, we understood this would be our responsibility.

As a manager ofthis District, the only way I know tl1at's happening is by counting actual sales.

can only assume an agent not consistently selling has lost their interest or knowled.ge in

effective life sales. Therefore, we will be conducting a series of mandatory, monthly life classes

to help you achieve this objective.

You'll receive l1ands-on knowledge about what the pros do to e)(cel in life sales. Besides

protecting your clients, ideally you'll see an increase in your P&C retention, higher income, and

you'll be in a stronger position for 21 s1 Century leads when they start to flow.

E)(cuses for missed classes are illness or out of town. If you miss a class, please make

arrangements to make it up in the district office.

Classes will be held in the small, downstairs meeting room below the state office 9-10:30am

June 2Sln

August 27th

September 24
th

*We will continue classes if production remains below 2 I&P per agent per month

Member; of rhe Ft!rmm PmidmfS COllnCi! an: a select gruup ()f agents and djjlrtJ.:t mllnflJ{el'i

1£,IJII dn>wnJtmu ~xpt:rt;sL' in pmviding inJurr/nce to tile AmeriClI1t public


