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Your Perfect Insurance Presentation

The following presentation builder is designed to help you
organize your insurance product, make It simple to

understand and to Increase prospect to client conversion.
Understand each type of product you offer should have Its
own presentation. No matter what insurance products you

promote and even though some products are more complex
than others, this format give your prospect more clarity on
why they should buy from you and not the competition. 

Also, human conversations do not always go as planned
and more questions may be asked while you are trying to

present. Be sure to pivot and keep the flow of conversation
going. As long as you have covered all the slides in order,
you should have a client ready to buy your product and

apply for the coverage.

p.s. - this can also work for training other agents.

- Leo Bados Jr.

This presentation belongs to : ______________________________________________
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Your Perfect Insurance Presentation

Slide 1: The Introduction.

What type of product are you wanting to make a
presentation for?

_____________________ is your type of Insurance.

What Is your name or company you work with?

__________________ is what goes under "presented by".
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Your Perfect Insurance Presentation

Slide 2: The Features.

Follow the questions on the next pages are to dissect your
features for easier understanding. You may not have that

many features In the policy to fill up all 8. This will help you
understand your own products like the back of your hand.

Competitive advantage: is what make your policy different.
Most important feature: is what stands out the most.
Value added: is what comes standard in all policies.
Rider/Ancillary: is what you can add/take off the policy.

Legend:
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Feature 1 - Competitive Advantage #1 In 1 word:
_________________

What is your competitive advantage #1 in 4-5 words?
_________________________________

Feature 2 - Most Important Feature In 1 word: 
_________________

What is the most important feature of the policy you
are providing in 4-5 words?

_________________________________

Feature 3 - Value Added Feature #1 In 1 word:
_________________ 

1 thing that the policy has that comes standard with
every package you sell in 4-5 words?

_________________________________

Feature 4 - Value Added Feature #2 In 1 word: 
_________________

1 thing that the policy has that comes standard with
every package you sell in 4-5 words? 

_________________________________

Your Perfect Insurance Presentation

Slide 2: The Features.
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Feature 5 - Rider or Ancillary Feature #1 in 1 word: 
_________________

1 thing that the policy has that can be removed on every
package you sell for savings 4-5 words?

_________________________________

Feature 6 - Rider or Ancillary Feature #2 in 1 word:
_________________ 

1 thing that the policy has that can be removed on every
package you sell for savings 4-5 words?

_________________________________

Feature 7 - Rider or Ancillary Feature #3 in 1 word:
_________________ 

1 thing that the policy has that can be removed on every
package you sell for savings 4-5 words?

_________________________________

Feature 8 - Competitive Advantage #2 In 1 word:
_________________

What is your competitive advantage #2 in 4-5 words?
_________________________________

Your Perfect Insurance Presentation

Slide 2: The Features.
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Your Perfect Insurance Presentation

Slide 3: The big picture.

Based on the slide 2 exercises, you should be able to fill in
each of the segments on the slide using 1-3 words. 

Main component: is the type of policy you are providing.
Legend:

(i.e. - The technical term of that specific insurance policy)

Main Component: _________________
Rider/Ancillary #1: _________________
Rider/Ancillary #2: _________________
Rider/Ancillary #3: _________________

Value Added #1,2 &3 : _________________________
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Your Perfect Insurance Presentation

Slide 4: The down side.

Follow the questions on the next pages are to dissect your
limitations to know what type of people you cannot help.
You may not know all the answers, but you know someone
you can ask for them.  By having the questions answered,

you should be able to come up with 4-5 limitations. 1 or 2 of
the limitations may need a deeper explanation. 
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Your Perfect Insurance Presentation

Slide 4: The down side.

What limitations does (the policy) have?
__________________________________________
__________________________________________
__________________________________________

Who is this plan not good for and why?
__________________________________________
__________________________________________
__________________________________________

Is there a certain age or group of people that (this policy)
does not make sense for?

__________________________________________
__________________________________________
__________________________________________

What kinds of policies would you look at the client and say
"keep what you have, you are in good hands and let me

know if I can offer you any other service of mine".?
__________________________________________
__________________________________________
__________________________________________
__________________________________________
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Your Perfect Insurance Presentation

Slide 5: Who is this for.

Follow the questions on the next pages are to explore your
advantages to know what type of people you can help. You
may not know all the answers, but you know someone you
can ask for them.  By having the questions answered, you
should be able to come up with 5-7 groups of people you

can help. The more specific to a group, the better.

i.e.- out dated policies, contractors, loosing coverage.
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Your Perfect Insurance Presentation

Slide 5: Who is this for.

What type or group of people is the policy perfect for? #1
__________________________________________

What type or group of people is the policy perfect for? #2
__________________________________________

What type or group of people is the policy perfect for? #3
__________________________________________

What type or group of people is the policy perfect for? #4
__________________________________________

What type or group of people is the policy perfect for? #5
__________________________________________

What type or group of people is the policy perfect for? #6
__________________________________________

What type or group of people is the policy perfect for? #7
__________________________________________
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Your Perfect Insurance Presentation

Slide 6: The most important feature.

Based on slide 2 exercise (feature 2), What is the MIF?
_________________

What is a fact about the MIF?
__________________________________________
__________________________________________

What is another fact about the MIF?
__________________________________________
__________________________________________
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Your Perfect Insurance Presentation

Slide 7: A graph, chart or table.

This is where you do some research and find a chart, graph
or table that supports the MIF or the policy as a whole.

This has to be backed by a research company or a credible
source, so that the prospect/client knows that there was

real research that went into this presentation.
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Your Perfect Insurance Presentation

Slide 8: Most important feature example.

You will have to create an example for the prospect/client
to understand how this particular benefit works. It will show
how a discount works, how the math of the coverage works

or how the policy pays out.

Each policy has Its perks and ways of coverage. Just be
sure It is very general, relatable and easy to understand.
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Your Perfect Insurance Presentation

Slide 9: How the plan works.

This is different than the example because you can now
show the process of how to make the example become a

reality. You could also show the steps of a particular
process your prospect usually ask about. You may not need

to use all 4 steps.

Follow the questions on the next page.
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Your Perfect Insurance Presentation

Slide 9: How the plan works.

Step #1 Name: _________________
Step #1 Explanation

__________________________________________
__________________________________________

Step #2 Name: _________________
Step #2 Explanation

__________________________________________
__________________________________________

Step #3 Name: _________________
Step #3 Explanation

__________________________________________
__________________________________________

Step #4 Name: _________________
Step #4 Explanation

__________________________________________
__________________________________________
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Your Perfect Insurance Presentation

Slide 10: Value added benefits title.

This is just a title page about to Introduce the value added
benefits of the policy. This will help break up the

presentation and shows the prospect what Is coming up
next in the next couple slides. 

It will help you present the ancillary products coming up as
value added benefits, so the need to having them grows.

16Copyright © 2020 Agent to Agency QL

forinsurancepeople.com/exercisetemplates



Your Perfect Insurance Presentation

Slide 11: Value added benefits.

Value Added Feature #1: _________________
Value Added Feature #2: _________________
Value Added  Feature#3: _________________
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Your Perfect Insurance Presentation

Slide 12: The Up-sell.

All insurance brokers should have access to other
multiple policies they can sell alongside with

their current proposal. The probability of them
getting may be slim, but It takes away from the
redundancy of your presentation, offers a better

coverage & increases the chances of closing.

Name of Policy or Type: _________________
Explanation:

__________________________________________
__________________________________________
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Your Perfect Insurance Presentation

Slide 13: The riders or ancillaries.

You can now start talking about the riders or
ancillary features that make the policy more

robust for the client. You may not need Fact #2.

Rider/Ancillary #1: _________________

Explanation:
__________________________________________
__________________________________________

Fact #1: _____________________________________
Fact#2: _____________________________________
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Your Perfect Insurance Presentation

Slide 14: The riders or ancillaries.

You can now start talking about the riders or
ancillary features that make the policy more

robust for the client. You may not need Fact #2.

Rider/Ancillary #2: _________________

Explanation:
__________________________________________
__________________________________________

Fact #1: _____________________________________
Fact#2: _____________________________________
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Your Perfect Insurance Presentation

Slide 15: The riders or ancillaries.

You can now start talking about the riders or
ancillary features that make the policy more

robust for the client. You may not need Fact #2.

Rider/Ancillary #3: _________________

Explanation:
__________________________________________
__________________________________________

Fact #1: _____________________________________
Fact#2: _____________________________________
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Your Perfect Insurance Presentation

Slide 16: The big picture.

We now repeat the side 2, so the client understands what
all was covered in a simple illustration. 
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Your Perfect Insurance Presentation

Slide 17: The Disclaimer

This part of the presentation Is crucial to selling more more
policies and staying within legal boundaries as a licensed
broker. The disclaimer can be warnings your policy has or

letting the client know that you are not the Insurance
company, that there Is a chance of denial.  

Your Name/Company: _________________
Contact Email and/or Phone: ________________________

Disclaimer:
______________________________________________
______________________________________________
______________________________________________
______________________________________________
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Your Perfect Insurance Presentation

CONGRATULATIONS YOU HAVE NOW CREATED
YOUR PERFECT INSURANCE PRESENTATION!

Now take this template and create or have someone make
an awesome presentation on your platform of choice.

If you have not finished reading the book Agent to Agency,
I highly recommend doing so. It will give you more tips and ticks to

use that allow you to grown a great organization.

- Leo Bados Jr.
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