
 

 

Why? 

 

This binder is full of sales techniques and word tracks guaranteed to help you close 

more sales and increase your production. If you continue to develop your skillset 

and implement what I teach, you will surely become a top insurance producer. I 

know this to be true because it is what happened for me and thousands of other 

agents and team members when they followed through on what you about to 

learn. But before you get stated on your journey, I have a very important question 

to ask you. A question so important that if you are unable to answer it honestly and 

articulate it, then your return on this investment will be mediocre at best. Here is 

the question: Why do you want to become a top producing insurance agent?       

 

“Reasons are the pillars of the mind.” Edward Counsel 

 

Remember this. Reasons come first. How comes later. Believe it or not, how to sell 

insurance and sell more of it is the easy part. It is not hard at all if you are willing to 

learn a few new skills. The more difficult part is understanding your reason(s) why 

you want to sell more insurance. The easy and obvious answer is that you want to 

earn more money. Right? Initially that is what I thought as well. But that is not the 

correct answer. It cannot be the correct answer. Money alone will not work. It must 

be deeper than money. It must be what the money will bring. Let me give you an 

example.    

I grew up in the projects of Pensacola, FL. from a child to my high school years. I 

remember living in a roach and rat-infested apartment. I remember going without 

water and electricity for long periods of time because we could not afford to pay 

the bill. I remember standing in long welfare lines to obtain our food every month. 

I remember having to go without the basic needs and wants that every child should 

be afforded. When I became a parent, I vowed that my children would never have 

to go through what I went through as a child. They would never have to go without 

anything they needed, and in some cases, never have to go without things they 

wanted as well.  



 

 

Since I was in the business of sales, I had to make sales so that my children could 

have the life I only dreamed about as a child. So, I had to remember why I was doing 

what I was doing. I had to keep it in front of me daily as I was dealing with upset 

customers, rate increases, higher prices and the stress that comes along with 

working in our industry. I decided to write a why statement. My why kept me 

focused and unruffled by the word no. You must have a good reason for everything 

you do, or you will find yourself giving up when times get hard. Money alone will 

not cure that heartache. Here is why I was a top producer.  

I refuse to let my children Judah, Josiah, Joi and Jayna grow up in poverty the way I 

did. It is my responsibility to create happy memories for them. I will sacrifice and do 

whatever it takes to make sure they have the opportunities I never had.     

 

“When you feel like quitting remember why you started.” 

        

My why kept me going when many times I felt like quitting and doing something 

easier. Jim Rohn remarked, “Don’t wish it were easier, wish you were better.” Take 

the time to discover your why. Write it down and keep it in front of you daily. I 

would read my why statement before every customer meeting. I would often stare 

at it as I was making sales calls. I especially stared at it when customers began to 

give me objections and I felt like giving up and giving in. When I saw my why 

(reason) slipping away from me it caused me to dig deeper and go further. It caused 

me to ask another question, and another question and yet another question. It 

helped me to become one of top team members in the entire company.  

So, before you go on to the next page, take the time to truly discover your why.  Do 

some soul searching. Be honest with yourself. Write it down. Share it with your 

accountability partner, your spouse or your employer. Do not take this exercise for 

granted. A person always has two reasons for doing anything: A good reason and 

the real reason. 

What is the real reason you want to become a top producer?         

 

 



 

 

The First Pillar 

 

Agents and team members alike, are constantly asking me how I had the type of 

success I had in the insurance industry. They want the magic pill; the secret sauce; 

the ultimate word track; etc.  

While there are many sales techniques that you will learn from this binder, the 

number one thing that has helped me achieve success in just about every area of 

my business and sales comes from a book that I read. 

The name of the book is Twelve Pillars by Jim Rohn and Chris Widener. It is a short 

story about a young, mediocre salesman who gets advice from an elderly 

gentleman on how to become a top salesman. He gives the young salesman twelve 

rules (pillars) that will help him succeed in sales. 

 

“Men are anxious to improve their circumstances but are unwilling to improve 

themselves; they therefore remain bound.” – James Allen 

 

I will not cover all the pillars at this time, but I do want to focus on the first pillar: 

You must work harder on yourself than you do on your business. Once I accepted 

this fact, it completely changed my outlook on sales and ultimately changed my 

production, which in turn changed my life.  

Working on yourself means personal development. Once I realized this, my 

production changed. It changed in part because I changed. If you accept this fact, it 

will no doubt do the same for you. 

So how do you do this? You read books, attend seminars, listen to personal 

development audios, etc... While the mediocre sales person is spending all their 

time developing their word tracks, you are spending time developing your word 

tracks and developing yourself.  

When I began to read personal development books and to listen to audios, I 

became mentally stronger. I was suddenly smarter than the person sitting in front 



 

 

of me. I had a quote or story to combat every objection I faced. Customers wanted 

to do business with me.  

Here are a few simple books to get you started. You will be unstoppable! 

• Twelve Pillars by Jim Rohn and Chris Widener 

• How to Win Friends and Influence People by Dale Carnegie 

• The 7 Habits of Highly Effective People by Stephen Covey 

• The 15 Invaluable Laws of Growth by John C. Maxwell  

• Rhinoceros Success by Scott Alexander (the audio book)  

• Nobody Cares Work Harder by Steve Wilmer 

• Go for No by Richard Fenton & Andrea Waltz 

• The E Myth by Michael E. Gerber 

The only way sales are going to change for you, is when you change. Reading books 

like these and others will most definitely help that change occur, and as a result, 

everything around you will change as well, including your production.  

 

“Your income seldom exceeds your personal development.” – Jim Rohn 

        

I constantly teach my kids that formal education will make you a living, while self-

education will make you a fortune. More words of wisdom from the great Jim Rohn. 

So, ask yourself, “Do I want to make a living or make a fortune?”  

The choice is yours… 

  



 

 

 

No Excuses 

Excuses are the tools of the incompetent, used to build monuments of 

nothingness. And those who specialize in the frequent use of them seldom 

succeed at anything else. Therefore, I have no excuses. 

Excuses make sense to those who are used to losing. 

Excuses are the lies we tell ourselves, so it does not have to be our fault. 

When I lost all my excuses, I found all my results. 

Those who are good at making excuses are seldom good at anything else. 

Success is what comes after we stop making excuses. 

 

 

Be Committed 

You are either committed to mediocrity or committed to greatness. 

Be committed to the process. Divorce the results. 

There is a difference between interest and commitment. When you are interested 

in doing something, you do it only when circumstances permit. When you are 

committed to something, you accept no excuse, only results. 

Motivation is what gets you started. Commitment is what keeps you going. 

Commitment means staying loyal to what you said you were going to do long 

after the mood you said it in has left you. 

You may have to fight a battle more than once to win it. Be committed. 

  



 

 

Develop a Mental Toughness 

 

Everyone is always asking me for a word track, or sales tip. One of the most 

important characteristics to success in sales is mental toughness.  

Make no mistake, this is a sales business. It does not make a difference if you are 

in sales or in service. If someone is not buying your product, you are not winning. 

If you are not setting appointments and getting customers to come in, you are not 

winning. If you are not pivoting or making sales calls, you are not winning.  

In every interaction with a customer someone is being sold. You are either selling 

the customer on why they should buy your product, or they are selling you on why 

they should not. Who is winning? Who is the professional? You or them?   

 

“You can make all the excuses you want, but if you are not mentally tough and 

you are not prepared to play every night, you are not going to win.” – Larry Bird 

  

Stop worrying so much about what people think of you. Someone else’s opinion of 

you does not have to become your reality. The reason I succeed in sales is that I do 

not care what others think about me. I am willing to look foolish, and until you are 

ready to look foolish you will never have the possibility of being great.  

Nothing in this manual is going to help you, if you are not willing to step outside 

your comfort zone. You must step forward when most people step back. It is about 

how you see yourself, not about how others see you. Realize that fear is a liar. Its 

only purpose is to rob you of your dreams. Are you going to let it?  



 

 

 

 

 

 

How to Become Mentally Tough 
• Do not dwell on the past. 

• Do not feel like the world owes you something. 

• Do not fear taking calculated risks. 

• Do not give up after failure. 

• Do not worry about pleasing everyone. 

• Do not expect immediate results. 

• Do not feel sorry for yourself. 

• Do not worry about things that you have no control over.   

 

Being mentally tough is not something that we are born with. It is developed 

through experience and adversity. No one likes adversity, but it makes us 

stronger.  

Overcoming difficulties strengthens us.  If you never had to overcome anything, 

you would not be where you are today. Do not let compliments go to your head 

and do not let criticism get to your heart. Be mentally tough. 

 

“You were given this life because you are strong enough to live it.” - Unknown 

 

 

 

 

 

 



 

 

 

Vision 

 

Most team members do not go anywhere because they have no idea where they 

are going. They have no vision. Vision is the art of seeing what is invisible to others. 

You must have vision. You must know exactly where you are headed and what it 

will take for you to get there.  

Here are three questions to help develop your production vision:  

1. Where am I now? 

2. Where do I want to be? 

3. How do I get there? 

Do you have a vision board for yourself or your agency? Have you written down on 

a big board where you are going? Have you cut out pictures of things you want in 

life? It is never about money, it is about what money can do for you. Have vision. 

 

“Reasons come first, answers come later. Those who know the why, will learn 

and do the how. You must have vision.” – Andi Duli 

 

Have you written down the bills you want to pay off? When you write something 

down it becomes real. When you write it down on a big board, to see every day, it 

becomes truly real and it is in front of you daily. We have all heard the saying, “Out 

of sight, out of mind.”  

Most sales people drag into work every day with no idea where they are going, 

therefore, they have no idea how to get there and no motivation to get there. The 

Bible reads in Habakkuk 2:2, “Write the vision down and make it plain so that those 

who read it can run with it.” Are you ready to run?  

Vision means not focusing on what is but on what is to come. Sight is focusing on 

the current situation. Sight is focusing on the current circumstances. Sight is 

focusing on the problem.  



 

 

Vision is focusing on what will come if you keep the faith, if you remain steady, if 

you develop the mental toughness that is needed when times are hard.  You must 

keep the vision and trust the process. Do not rush the process.  Make your vision 

so clear that your fears become irrelevant.  

 

“The only thing worse than being blind is having sight with no vision.”                   

–  Helen Keller 

 

Anthony McMillan observed, “My vision for tomorrow gives me discipline for 

today.” Are you performing the daily disciplines needed to accomplish your annual 

goals?  

Yard by yard life is hard, but inch by inch life is a synch. You do not have to see the 

whole picture today, just have the vision.  

Obviously, you have sight if you are reading this… but do you have vision? 

 

 

 

  



 

 

 

 

Self-Discipline is Key 

Your level of discipline determines your level of success. 

You don’t have to be smarter than the rest; You have to be more disciplined. 

Discipline is the bridge between goals and accomplishments. 

Discipline is doing what must be done…even when you don’t feel like doing it. 

Discipline is simply deciding between what you want now and what you want 

most. 

Success is nothing more than a few simple disciplines practiced every day. 

There are two pains in life: the pain of discipline and the pain of regret. 

 

 

Take Massive Action 

The universe doesn’t give you what you ask for with your thoughts; it gives you 

what you demand with your actions. 

The journey of a thousand miles begins with one step. 

Actions prove who someone is. Words just prove who they want to be. 

You are what you do, not what you say you’ll do. 

Do not wit to strike till the iron is hot; but make it hot by striking. 

Even if you are on the right track you’ll get run over if you just sit there. 

Take action to see reward. Do nothing and be ignored. 

 

 


