
  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

REASONS TO SPECIALIZE IN MED SUPPS
There are just as many reasons to specialize in Med Supps as there are for Final Expense. Here 
are the top five reasons that make this a lucrative insurance vertical to sell:

1. Renewals can eventually compound to very large commissions.
2. Agents can sell this over the phone easier than Final Expense.
3. Due to the continued required amount of service work every year, there’s the potential for
 more referrals.
4. It’s easier to sell Medicare Supplements to seniors and then cross-sell them a Final
 Expense plan with the savings, than it is to sell a Final Expense plan initially and then
 cross-selling Med Supp.
5. Agents don’t have to visit lower income areas as often as a Final Expense agent might.

PROS VS. CONS
When you commit to selling Medicare Supplements, you’re trading the higher commission you 
would’ve earned selling Final Expense plan, for the opportunity to amass a book of business that 
will eventually give you exponential residual commissions. That is the biggest pro of selling 
Med Supps. The con of selling Medicare Supplements centers around three areas:

1. Cultivating enough trust over the phone to enroll a senior within a plan.
2. The annual need for check-ins (via phone, email, or card).
3. The initial low commissions you make starting out when you don’t have that many
 clients and have to pay for leads

DOES IT HAVE TO BE EITHER FINAL EXPENSE OR MED SUPPS?
             

                
                

                    
               
             

    

                  
                 
                  

Some agents looking at these two types of insurance will see obvious differences between
commissions, the learning curve it takes to get up-to-speed to sell, the amount of annual service 
required, and the sales environment. A more experienced agent will not look at these two types 
of insurance in terms of having to sell one or the other, and may decide instead to sell both. If 
you’re catering to seniors in both instances, why not offer both products? There are other 
benefits besides the increased amounts of commission from offering both, which we’ll discuss 
more in the cross-selling section.

For the agents that are just starting out and wisely focusing on one type of insurance first, the 
next steps after figuring out which insurance to sell is determining what kind of leads to order 
and how to prepare to contact and follow up with them. We’ll cover this in the next few sections.
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