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I know each of us has fond memories 
from our childhood. For me, there is 
probably none more significant than that 
“one day” when I was in the third grade, 
on the playground, telling my friends 
that now famous line, “When I grow up, 
I am going to be an insurance agent.” All 
eyes focused on me intently, and then, to 
my great surprise, all of the other kids 
shouted, “Me too!” 

With the eagerness all 8-year-olds 
possess, each of us took turns imagin-
ing the day we would get to put on a suit 
and tie and call prospective clients to try 
and sell them a universal life policy. All 
of us were ecstatic about spending our 
mornings providing a policy review for a 
family of five drivers, going over liabil-
ity limits for their auto and homeowners 
insurance, and discussing the importance 
of placing their valuable personal prop-
erty on a policy rider. 

Thinking back to that special day 
opened up even more incredible memo-
ries. I remember most of my pals could 
barely contain themselves just thinking 
about talking to underwriters about un-
matched claims and undisclosed driv-
ers. One of my fellow 8-year-old bud-
dies started doing fist pumps over the 
thought of reviewing an auto policy that 
resulted in increased premium of $4 per 
month. Yes, we all agreed, it was going to 
be a fantastic life as an insurance agent! 

In all honesty, that “one day” never oc-
curred, but the embellishment does make 
our career choice seem a bit more glam-
orous when viewed through the innocent 
eyes of an adoring 8-year-old child. Nev-
ertheless, I want to take a few moments 
to tell you why selling insurance is my 
chosen profession and why working in 
our industry is one of the best-kept se-

crets in the business world.
Part of my life’s mission is to help 

1,000 people become entrepreneurs in 
the insurance industry. I am unaware of 
any profession that has so few barriers to 
beginning a career, yet offers an unbeliev-
able earning potential. In many states, a 
candidate for an insurance license need 
only attend a preparatory class lasting as 
little as a few weeks, take the state exam, 
and upon achieving a satisfactory score, 
become a licensed professional. By com-
parison, lawyers must attend school for 
about eight years; morticians, about three 
years; barbers, one-and-a-half years; and 
television camera operators, about a year 
of technical school. 

Each of these professions mentioned 
offers the potential for significant in-
come, but they also have a limiting factor 
of not being able to provide a renewable 
income stream without having to repeat 
the original effort for which they were 
compensated. 

By contrast, insurance profession-
als – more specifically insurance agents 
– have the potential of earning an in-
come stream that could last a lifetime. 
Through residuals (renewal premiums), 
insurance agents can outearn virtually 
any comparable business opportunity. 
Most people have no idea of the in-
come potential of an insurance agent. 
While some might frown on the pos-
sibility of the general public acquiring 
such knowledge, I choose to think there 
is a need to educate more people about 
the entrepreneurial opportunities in our 
industry. As agency owners, we are con-
stantly looking for ways to expand our 
businesses, but without eager profes-
sionals to help us grow, we have little to 
no chance to succeed. 

So, how do we change this misconcep-
tion? A great place to start is with the 
post-high school education programs of-
fered at many junior colleges or through 
internship programs offered at major 
universities. Agents who are willing to 
mentor aspiring business people can 
contact either establishment to let them 
know about opportunities within their 
agency. 

Over the past several years, I have 
witnessed two “twenty-something” kids, 
with no formal sales or college education, 
become multi-millionaires. The first one 
began his career as a sales producer, and 
after spending two years learning the 
ropes, moved out and started his own 
agency in Stockbridge, Ga. He grew his 
agency to $3 million in annualized pre-
mium within three years. Soon after that, 
he brought his father into the insurance 
business and eventually they acquired 
a large agency. This same young entre-
preneur introduced his cousin to insur-
ance and hired him to work in one of his 
agencies. Thereafter, they purchased or 
built several more agencies. After all was 
said and done, their agencies combined 
annual earned premiums was estimated 
at $14 million. 

The second agent started a scratch 
agency after being turned down by a few 
of the large direct writing companies due 
to his lack of a college degree. His disap-
pointment only left him that much more 
determined to follow his passion. How-
ever, opening the agency did not come 
without a cost.  

Among the many sacrifices he made 
was having to combine his living space 
with his office. In addition to this, over 
the next two years he reinvested virtually 
all of his earnings into his business. Suc-
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preneurship through his consulting firm. 
You can choose to do many things to 

make money, but what you choose to do 
in order to make a difference in some-
one’s life will be your legacy. 

So far, in this life, I have helped to in-
spire or create around 57 new business 
owners. One of those agents who worked 
for me in college called a few weeks ago 
from Nashville, TN. He said, “Thank 
you for showing me the endless possi-
bilities when we were 19-year-old kids.” 
He continued, “I am now a contestant 
on ABC’s new TV show ‘Dream Build-
ers,’ and I own a construction company 
that builds multi-million dollar luxury 
homes.”

I thought to myself, 57 down, and 942 
more to go, with God’s help. Ef

SAMM STAFFING AND CONSULT-

ING is a leading expert in the mergers and 

acquisition of insurance agencies. They also 

offer death and transition planning to pro-

tect insurance agent’s greatest assets. Contact 

them www.sammconsulting.com or 678-

223-7397.

cess followed quickly, and he ultimately 
hired five sales producers and grew his 
business into a $4 million agency. He lat-
er acquired a $6 million agency, making 
his agencies net earned premium worth 
$10 million. He was able to accomplish 
all of this in just five years. Ultimately, as 
with most good rags-to-riches stories, he 
married the woman of his dreams, pur-
chased the home he always wanted, and 
drives a car most men would sacrifice a 
body part to own.  

Please understand, I am not attempt-
ing to use these examples to “rub success 
in the face of the less successful,” but to 
show the possibilities that result from 
taking advantage of the leverage our in-
dustry provides. Certainly the vast ma-
jority of insurance agents earn a more 
moderate income, but in many cases, 
this is a limitation of unwillingness 
to risk capital, combined with a lesser 
amount of effort. It is not a limitation 
of the industry.

In the coaching sessions I provide as 
part of my business, I teach people to be-
lieve in the impossible. In certain cases, 

proving the impossible possible might 
mean taking a person with no formal 
training and no college education, giving 
them a license and a vision, and watching 
them become a success story for every-
one to celebrate. Ultimately in true “pay 
if forward” fashion, that person would 
then, in turn, help someone else achieve 
their dream. 

Before I go, I want tell one more story 
about an agent I know. At 19 years old, 
in college, with a pregnant girlfriend and 
no money, this young lad had nowhere 
to go but up. It was the early 90s, and 
after a short stint selling cell phones, 
he was able to secure a job working at 
a small independent insurance agency. 
After getting his insurance license, and 
earning just $7.00 an hour, he soon ex-
celled at insurance sales and ultimately 
became the agency’s sales leader. Soon, 
this young man helped recruit some of 
his college buddies, and eventually saw 
nine of them earn enough to pay their 
way through school.

Twenty-plus years later, this same “kid” 
is helping others share the dream of entre-

SAMM STAFFING AND CONSULTING™ is a 

leading expert in mergers and acquisitions of in-

surance agencies. We work daily with agency sell-
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allowing us to provide the best service at all stages 

of the insurance agency acquisition process.

SAMM CONSULTING IS THE 

EXPERT TO HELP YOU 

CLOSE THE DEAL

NEW... Now specializing in Death & Transition Planning  

SAMM CONSULTING now offers a tailored and custom-

ized transitional plan for those who are left behind in the 

event of your untimely death.  This roadmap is a service 

developed as part of our business to assist your loved 

ones with instructions and processes to eliminate the 

guesswork in handling affairs after your death.

Free Consultation: Call 678-223-7397   Or visit www.sammconsulting.com

CURRENT AGENCIES FOR SALE

2.2M Colorado Springs
1.4M Atlanta
2M Atlanta
4M Alpharetta, GA
1.7M Tucker, GA
1.5M Marietta, GA
2M San Antonio, TX
4M Houston:  SOLD

7M:  Houston UNDER CONTRACT
750K Carrollton, GA
2.5M SE Vermont
600K INDEPENDENT on the AL coast
5M Port Orchard, WA
1M NE Seattle, WA
2.6M N Seattle, WA

Buying or Selling an Insurance Agency? Over 

$50 Million 

Sold in 

2013

 

We know how the process works 

because we are insurance agents 

just like you!


