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Explore a collection of professional insurance marketing letter samples designed to help agents and 
brokers craft compelling outreach. Our templates guide you in writing effective sales letters to attract 
new clients, nurture leads, and build lasting relationships, ultimately boosting your insurance business 
growth.

Each file is designed to support effective teaching and structured learning.

Thank you for accessing our website.
We have prepared the document Insurance Marketing Letter Samples just for you.
You are welcome to download it for free anytime.

The authenticity of this document is guaranteed.
We only present original content that can be trusted.
This is part of our commitment to our visitors.

We hope you find this document truly valuable.
Please come back for more resources in the future.
Once again, thank you for your visit.

Many users on the internet are looking for this very document.
Your visit has brought you to the right source.
We provide the full version of this document Insurance Marketing Letter Samples 
absolutely free.

Successful Sales and Marketing Letters and Emails

Ever struggled to make your follow-up email to your sales appointment say something more meaningful 
than "thank you for meeting"? Have trouble getting a prospect to commit to more than, "Email me some 
information on that, and I'll take a look"? How do you introduce yourself as the new BD manager when 
the inactive account doesn't even remember your company name? So what do you put in your proposal 
cover letter that hasn't already been said in the full proposal? If these issues present problems when 
you sit down to write a customer or prospect, you're not alone. But if you're a sales professional or 
entrepreneur, then you know that writing letters and emails to your prospects and clients can be your 
most powerful sales tool. But is it? Really? Or is that the "paperwork" that gets put off until overcome 
by events? Unlike the spoken word that quickly fades from memory, the written word has staying power 
- power that can deliver your message while building lasting relationships. And if you're a business 
development or marketing manager, then you know that writing sales letters and marketing emails 
is a valuable and necessary part of your job. But writing can eat away hours and hours of your time! 
Successful Sales and Marketing Letters and Emails provides you with an effective, fast way to generate 
powerful prose on all the routine and sensitive issues you face each day: Setting up sales appointments 
Following up on client and prospect meetings Dealing with disgruntled customers Introducing new 
products or services Announcing the discontinuation of a product or service Encouraging a distributor 
to increase volume Raising prices Introducing a new business development manager to the territory 
Reactivating "inactive" accounts Changing the commission structure Handling credit and collection 
issues Requesting testimonials Asking for referrals Engaging clients or prospects with "staying in touch" 
contacts Getting people to complete your customer satisfaction surveys This collection of 399 sample 
sales letters and emails will save you time, increase your sales, open new business development 
opportunities, strengthen your marketing position, and increase goodwill among your customers and 
employees. These sample sales letters and marketing letters are grouped into these main categories. 
You'll find sales letter templates to handle the entire customer experience A-Z: -- The Sales Cycle 
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(106 sample sales letters or emails) -- Routine Customer Transactions (82 sample sales letters or 
emails) -- Goodwill and Ongoing Customer Relations (41 sample sales letters or emails) -- Sales and 
Marketing Management (82 sample sales and marketing letters or emails) -- Credit and Collection 
(77 sample letters or emails) How to Use This Successful Sales and Marketing Letters Package You 
have two choices. Either . . . 1. Download the PDF package and select the samples sales letter or 
marketing letter you need. Then copy and paste it into Microsoft Word or any other word processor. 
Send it out. 2. Read samples to "get the flavor" of what the sales letter or marketing letter should say. 
Then "pick and choose" sentences you like to use in composing your own sales letter. Total Number 
of Marketing and Sales Letters and Emails: 399 Total Number of Situations/Topics: 101 If you need a 
sales letter or marketing letter to communicate your message clearly, concisely, and compellingly - and 
you don't have the time or the skill to find exactly the right words - this collection is your answer. Author 
Dianna Booher has "handled the paperwork" so you can get on with what you do best-selling in person 
and on the phone! Dianna Booher is an award-winning author of 49 books published by Simon and 
Schuster/Pocket Books, Random House/Ballantine, McGraw-Hill, Wiley, Warner, and Thomas Nelson.

Automobile Marketing Practices - Finance and Insurance

Part 1: Reviews alleged illicit practices in the auto finance and insurance fields. Part 2: Continuation 
of hearings on automobile risk misclassification practices of insurance companies and the efforts of 
state insurance commissioners to compel companies to reimburse automobile owners for premium 
overcharges.

Automobile Marketing Practices: Finance and Insurance

Are you looking for a complete guide to insurance agent marketing? Your search ends here with this 
comprehensive book! This book offers 17 unique marketing strategies to help you succeed, providing 
an abundance of tips, tricks, ideas, and examples. Real-world ad copy examples are included for each 
marketing strategy, making it a powerful tool to re-imagine, think out of the box, see new possibilities, 
or even simply use the same ad copy samples to get started faster. You may have known a marketing 
strategy before, but when you have multiple ad copy examples about the same marketing strategy, it 
will open up your eyes to new ways that it can be done. This comprehensive guide offers a unique 
opportunity to generate fresh and innovative ideas, elevating your insurance agent marketing to the 
next level, with insights that only a marketing expert could provide. Whether you're a professional or 
just getting started, this book is the perfect resource to take your insurance agent marketing to the next 
level.

Automobile Marketing Practices: Finance and Insurance

This manual provides essential information for counselors in private practice who are either just starting 
out or have established practices. It is organized into six sections, which contain forms relating to 
different aspects of practice. The material can be used to create new forms or adapted for individual 
use. They can also serve to generate marketing ideas, help work with managed care organizations, 
and improve billing. Chapter 1 concerns office policy and procedures and contains sample letters to 
clients on policy, discontinuation of therapy, and other acknowledgements. Chapter 2 deals with billing 
to insurance companies and individuals. Chapter 3 considers client release and consent forms. Chapter 
4 discusses intake, clinical evaluations, and progress monitoring. Chapter 5 presents marketing ideas. 
Chapter 6 explains how to work with managed care organizations. A CD-ROM accompanies the 
manual. (JDM)

Automobile Marketing Practices, Finance and Insurance: August 7, 1958, (pages 441-662)

The insurance industry has changed, consumers have changed, the competition has changed, com-
munication has changed...BUT MOST INSURANCE AGENTS HAVE NOT! With mass marketing and 
over $1 BILLION dollars spent on advertising last year alone by a few of the biggest players in the 
insurance industry, there's not a day that goes by that your clients and prospects aren't bombarded with 
messages from your competitors. Unfortunately, most of those messages focus on "cheap insurance," 
"saving money" or depict the agent as "outdated and useless." Consumers are being taught that the 
only difference between insurance providers is PRICE and the entire industry is being commoditized 
by direct writers trying to push the retail agency force into extinction! Retail agents want to know how 
they can compete with the giants of advertising and mass marketing to keep their clients and grow 
their agencies. The unfortunate answer is that you simply can NOT compete in the price wars and 



mass marketing being done by the big industry advertisers. IF YOU TRY, YOU WILL LOSE! However, 
you CAN beat them by communicating with your clients and prospects in ways that the big companies 
cannot. You CAN use the new rules of communication and new methods to reach your clients and 
prospects that will set you apart as THE go-to insurance advisor in your area. Agents need to break 
away from the price wars and commoditization and start creating experiences and relationships with 
their clients that are impossible to replace. You're in a fight for your agency's life. Whether you realize 
it or not, change in the insurance industry is going to continue at a rapid pace over the coming years. 
The big discounters will continue to increase their advertising and banks and other large corporations 
will join in to try and make the retail agent as irrelevant as possible. Consumers will rely more on the 
internet and social media for their research and communication with insurance companies and agents. 
Only the strongest agents who find new ways to communicate their value and set themselves apart 
will survive. You can do more than just survive, you can thrive in the coming years by becoming a 21st 
Century agent and using 21st Century Communication tools with your clients and prospects. You can 
be known in your community as an insurance expert and a trusted advisor that people seek out and 
want to do business with. You can learn: 1. The 3 jobs of a 21st Century agent that are vital to your 
success 2. Strategic ways to bring new sales to your door without having to chase them 3. How to 
keep clients married to your agency for life 4. How to create top of mind awareness with clients and 
prospects 5. The seven questions that every prospect wants to know before choosing an agent 6. How 
to overcome price as an objection to doing business with you 7. The 6 new rules of communication 
and how to use them with clients and prospects 8. 7 tools of 21st Century Communication 9. The best 
way to use social media with clients and prospects 10. How to set up online and social media tools 
and manage them in a few minutes 11. How to make old-school communication techniques new and 
relevant again 12. The secret to getting clients to consistently refer prospects to your agency 13. How 
to attract client cross-sales instead of constantly having to chase them 14. The importance of touching 
your clients 24 times per year and how to do it 15. The importance of a communication calendar and 
the formula that makes it easy 16. How to create "social influence" 17. Two easy formulas for writing 
communication pieces that clients want to read 18. The two most important things to concentrate your 
time, effort and energy on No one is going to make you grow, make you improve or make you keep up 
with the consumers and the insurance industry. But if you don't, it's just a matter of time before you get 
left behind.

Marketing Ideas For Insurance Agents

Growing your insurance agency means venturing into uncharted territory and trying out different 
strategies. You need to upgrade every single aspect of your business, including your marketing, sales, 
staffing, and everything else in between. It takes a lot of time, effort, investment, and commitment to 
building an insurance agency-and it takes even more to build a successful one. But thankfully, you don't 
have to reinvent the wheel when it comes to growth strategies and sales. It's all been done before, 
and you just need to adopt some of the most effective techniques out there. This book introduces a 
brand new and more effective way for insurance agents to grow their agency. If you want to make your 
business successful, you are in the right place

The AMHCA Handbook of Essential Forms and Marketing Strategies

Easily master all aspects of dental assisting with the most up-to-date and most trusted text available. 
For more than 40 years, students and practitioners alike have relied on Modern Dental Assisting for 
its cutting-edge content, easy-to-grasp writing style, step-by-step procedures, and top-notch visuals. 
And the new 13th edition is no exception. With updated content — including the latest technological 
advancements, clinical photographs, and new coverage on cultural diversity and how it relates to 
patient care — this new edition will guide you from your first day of class all the way to your first 
job in dental assisting. UNIQUE! Trusted expert authors Doni Bird and Debbie Robinson present 
information and procedures in a way that makes it easy for students to understand and apply the 
material. Comprehensive, cutting-edge content is presented in approachable writing style. Step-by-step 
procedures for general and expanded functions use color coding and clinical photos to demonstrate 
key dental assisting competencies. 70 procedural videos include questions and answers correlated to 
the chapter procedures with closed-captioning in English and Spanish and audio narration in English. 
UNIQUE! Interactive Dental Office program provides in-depth case studies integrated with periodontal 
charting, radiographic mounting, and more. Dentrix practice management software on Evolve enables 
students to work with patient data much like they will in the office environment. Recall and Critical 
Thinking questions in each chapter provide opportunities for practice and application. Feature boxes on 



infection control and CDC practice, patient education, and law and ethics summarize recommendations 
and key applications in practice. Key terminology list helps students better comprehend the chapter and 
how the information applies to dentistry practice. Learning and performance outcomes set goals for 
what students will accomplish and serve as checkpoints for comprehension and skills mastery. NEW! 
Information on cultural diversity grounds students in this important topic and how it relates to patient 
care and patient communication. UPDATED! art program provides vivid original renderings of dental 
anatomy tooth morphology and dental imaging, along with improved photos of the latest products, 
equipment, and instruments. NEW! Coverage of the latest advances in general and specialty dental 
care covers technological advancements, public health and access to care, teledentistry, infection 
control guidelines, the Zika virus, Ebola, the oral-systemic health connection, and more. NEW! Updated 
critical thinking and recall questions challenge students and provide recollection skills.

21st Century Communication for Insurance Agents

The right piece of direct mail can produce excellent response rates and have an extraordinary effect on 
business. But why do some sale letters achieve spectacular results whilst others are instantly consigned 
to the bin? This book reveals the secrets of creating successful sales letters. Containing examples of 
real sales letters, it includes plenty of advice on what to avoid as well as what to include. Key topics 
are covered such as: the secrets of persuasion; planning a letter which will get replies; creating offers 
that get responses and timing mailings for maximum effect.

Life Insurance Marketing and Cost Disclosure

This manual offers guidance on building and managing a personal injury practice. It highlights the 
tactics, technology and practical tools necessary for a profitable practice, including how to write a sound 
business plan, develop an accurate financial forecast, and minimize costs.

Building An Insurance Business

THE UNBEATABLE, UPDATED, COMPREHENSIVE GUIDEBOOK FOR FIRST-TIME CONSULTANTS 
GETTING STARTED IN CONSULTING More people than ever are making the jump from corporate 
offices to home offices, taking control of their futures, being their own bosses, and starting their own 
consultancies. Consulting is a bigger business than ever and growing every day. For almost a decade, 
Alan Weiss's Getting Started in Consulting has been an indispensable resource for anyone who wants 
to strike out on his own and start a new consulting business. It provides a rich source of expert advice 
and practical guidance, and it shows you how you can combine low overhead and a high degree 
of organization to add up to a six- or even seven-figure income. You'll learn everything you need to 
know about financing your business, marketing your services, writing winning proposals, meeting legal 
requirements, setting fees, keeping the books, and much more. This new Third Edition of Getting 
Started in Consulting is more comprehensive, up to date, and practical than ever. In addition to the 
nuts-and-bolts basics, you'll also get a wealth of new information and resources: How to leverage new 
technologies to lower your business costs and increase your profits A budget sampler that shows you 
how best to maximize an initial start-up investment of $5,000, $10,000, or $20,000 Free downloadable 
tools and forms to help you design and start your business quickly and easily New interviews with 
consultants who achieved rapid success, including their personal stories and most effective techniques 
Brand-new references, examples, and appendices If your dream in life is to get out of the office and 
out on your own, consulting is a great way to make it happen. Make sure you do it right—and do it 
profitably—with Getting Started in Consulting, Third Edition.

Modern Dental Assisting - E-Book

First impressions are critical. Make yours count with a winning sales letter! You know how important it 
is to make an authentic personal connection with clients and potential customers. You live for elevator 
pitches and face-to-face contact. You enjoy making people comfortable while offering ways to serve 
their needs. But do you put as much time and effort into that other, equally important sales tool: the 
written word? Communications, marketing, and media expert Ralph Allora shows how to craft effective 
messages that reach out to new clients, keep you on their radar, and close the deal. Winning Sales 
Letters—From Prospect to Close teaches you how to: Strategize your messages for every stage of the 
selling process Command attention and motivate your clients Put your best self in every note Create 
engaging approaches for letters, e-mails, and text messages Avoid the mistakes that sabotage great 
communication “A sleek, practical guide to writing winning sales communications. Whether you’re a 



novice trying to ‘earn’ the meeting or a savvy pro with writer’s block, this book will help you connect, 
engage, and build trust with your customers.” David Forgione, VP, Multi-Media Sales, The Wall Street 
Journal

Abusive Insurance Sales and Marketing Techniques Involving the Earned Income Tax Credit

The first title in PREP's new Business Success Series is designed to help individuals who want to 
prepare paperwork related to starting, growing, selling, or marketing a business. The book contains 
real business plans for those contemplating entrepreneurship as well as for those who have an ongoing 
business which they are interested in selling. Readers will see samples of real business plans used by 
real organizations to sell a business to public companies. Readers will also see samples of documents, 
paperwork, and financial statements used by real companies to obtain equity financing and bank loans. 
A valuable section of the book is the section which shows marketing tools and "business resumes" 
used to attract new customers and increase profitability. (The author holds an MBA from the Harvard 
Business School.)

How to Write Sales Letters That Sell

Covers marketing principles and the functions of marketing as an integral aspect of the life and health 
insurance industry.

How to Build and Manage a Personal Injury Practice

Why Do People Buy, Anyway? Every businessperson, sales professional, advertising copywriter should 
be endlessly exploring this question. Sadly, few do. Instead, most stay stubbornly focused on the 
question of: how can we make them buy our 'thing'? And, sadly, most training remains focused on 
selling. We are all better served pondering the psychology of the buyer ratherthan the techniques and 
tactics of selling. That's what Robert Imbriale has done in Motivational Marketing. This book is a valuable 
exercise in being about the customer." —From the Foreword by bestselling author Dan S. Kennedy

Getting Started in Consulting

Developing a forensic practice can be confusing and intimidating. Dr. William Reid, a highly experienced 
forensic psychiatrist, has written a practical, straightforward guide for clinicians interested in doing it 
right and increasing their opportunities for a successful transition to forensic work. This book, which 
will be of interest to many attorneys as well, provides straightforward details, along with many case 
examples, of lawyer-expert communications and relationships, case assessment, record review, evalu-
ations, reports, deposition and trial testimony, fees and billing, office operations, marketing, liability, and 
professional ethics. A bonus chapter by a successful malpractice attorney gives a unique and valuable 
"lawyer’s perspective" on the content and mental health experts in general. The huge appendix provides 
over 40 highly useful examples of common office forms, letters, reports, and affidavits. Any mental 
health professional who currently practices, or wants to practice, at the interface of mental health and 
the law will find this an indispensible practice resource.

Efforts to Combat Fraud and Abuse in the Insurance Industry

In this book you will find everything you need to actively market yourself as a full-service financial 
planning consultant and turn this side of your business into a noncyclical revenue generator. Jim 
Ainsworth defies the positions taken by the AICPA and the College of Financial Planners that account-
ing professionals should not become licensed to sell investments. He provides both a strong argument 
and practical advice on how and why CPAs should recommend or "sell" financial investments. He 
demonstrates that CPAs can provide these services to their clients at lower cost than other sources, 
and he rates the pros and cons of a range of investment options. And he introduces you to TOPS - 
Trust, Opportunity, Pain, and Solution - the low-pressure sales method that enabled him to triple his 
productivity in just one year without jeopardizing his relationship with his clients.

Efforts to Combat Fraud and Abuse in the Insurance Industry: June 26, 1991

Sales and marketing is a fast-paced environment, and there is never enough time to write good 
letters—letters that will communicate, convince, and close. Sales & Pitch Letters for Busy People will 
help salespeople at every level save time and avoid having to produce sales and pitch letters from 
scratch. Sales & Pitch Letters for Busy People is a handy, quick-reference guide that not only tells you 



how to write virtually any kind of sales pitch letters, but includes a wide range of samples that you can 
easily and quickly adapt and use right now.This book includes concise, easy-to-use writing tips and 
resources that get attention—and results! Packed with solid writing advice and useful techniques, this 
guide will cut the time you spend on writing sales, marketing, and pitch letters by half—and will help 
you get the results you want and need. Don't worry about finding the "right" word or phrase, or even the 
"right" format of your sales correspondence—the work has been done for you. Some example letters 
presented are: * Sales letters offering special discounts * Pitch letters introducing a new product or 
service * Letters that request referrals * Referral marketing campaigns * Pitch letters to the media * 
Cold call sales letters * Marketing campaigns for service businesses * E-mail pitch and sales letters * 
Letters for selling more to existing customers The letters can be copied, modified, and customized to 
fit your requirements. Creating and writing compelling and effective sales and pitch letters have never 
been so easy!

Winning Sales Letters From Prospect to Close

No one knows better than you just how dramatically change has altered the insurance landscape in the 
last many years. Maybe you've felt the shudder in your bottom line. Maybe You've lost customers. Maybe 
you're not even having fun anymore. It doesn't have to be that way! In fact, opportunities to capitalize 
on those changes and maximize your profits are already within your reach-if you know where to look. 
This book will help you retool your thinking and strategies to do that. You'll learn from industry expert 
Troy Korsgaden how to: - Mine the gold that's already in your customer database - Multiply sales with 
deeper household penetration - Turn every product and every employee into a profit center - Make 
easy sales without the drudgery of X-date calling - Seize new profits with financial services products 
The simple strategies in this book have worked for thousands of agents in big and small agencies 
across the country, whether they're new to the industry or agency veterans. So don't wait for tomorrow 
to embrace the future. With Troy Korsgaden on your side, you can journey into it with confidence today!

Real Business Plans & Marketing Tools

Completely revised and updated, the Fourth Edition of this popular resource recognizes the emerging 
importance of planned giving and the changes that have taken place over the last few years. The new 
edition now includes a convenient, easy-to-use CD-ROM filled with exhibits, documents, and forms. 
With a new focus on user-friendly content and helpful insights, tips, warnings, and perspectives, the 
new edition empowers fundraising professionals with the ability to speak the same language as donors 
and their advisors, while still keeping their own organization's goals in mind. Note: CD-ROM/DVD and 
other supplementary materials are not included as part of eBook file.

Life and Health Insurance Marketing

âThe Guide to Understanding Insurance Marketing," published by A.M. Best Co., looks at how leading 
insurers promote their products, and how service providers make a pitch that resonates with them. 
This easy-to-read, 82-page guide surveys the marketing landscape used in building, promoting and 
analyzing brands, complete with quizzes, interesting facts and helpful tips from marketing executives 
at insurance companies and marketing experts. A branding overview includes logo and Web site 
design, pricing, trademarks, market analysis and value positioning. Marketing techniques defined 
include direct, e-mail, Internet, including search-engine optimization and affiliate. Other considerations 
include media choices in advertising, public relations, trade shows, sponsorships, multicultural and 
social media marketing, and Web analytics. Also included are listings of 400 top property/casualty & 
life/health companies, leading reinsurers, brokers and insurance and insurance-related publishers.

Motivational Marketing

A quick guide to help insurance agents and brokers use the Internet more effectively to drive more 
traffic, enquiries, and sales to their websites.

Developing a Forensic Practice

Here are practical suggestions for scheduling, delegating, budgeting and goal setting so that you can 
formulate your own marketing game plan, tailored to the special needs and circumstances of your 
practice. It features successful applications, ideas in action, marketing communications guide, and 
more.

Insurance Marketing



Covers marketing principles and the functions of marketing as an integral aspect of the life and health 
insurance industry.

The CPA's Guide to a Successful Financial Planning Practice

"The world of sports marketing can be both exciting and challenging when working with high-level 
endorsements, licensing agreements, and high profile clients. In Sports Marketing: The View of Industry 
Experts, readers get a behind the scenes look at industry leaders as they discuss how they achieved 
their position, what their daily schedules look like, and what interesting projects and challenges are 
currently upon them. Through these bios, readers will hear directly from some of the most influential 
and successful people in the business and learn firsthand about the different opportunities available 
within the wide field of sports marketing, as well as a look at the fundamentals of the positions 
described."--Publisher's website.

Sales & Pitch Letters for Busy People

Insurance agents and financial advisors are being taught outdated marketing and sales strategies to 
grow their businesses. Cold calling, seminars, online leads, networking groups and display ads are 
showing less returns. At the same time, according to Google, every 5 seconds someone is searching for 
a financial or insurance product to meet their needs, yet most agents are unaware of how to reach this 
growing market. Shift is a compilation of exclusive, rarely-before-seen techniques, strategies and best 
practices used right now to increase sales exponentially using digital marketing. These are not taught 
in magazines, books or courses today simply because most people won't share them. Jeremiah has 
used these concepts to train over 100,000 agents in over 51 countries including the US, Canada, Japan, 
Switzerland, the Caribbean and South Africa. Using his years of success stories and behind-the-scenes 
access to the frontlines of what's working now, Jeremiah has been part of teams that have generated 
over two million leads in the insurance space, leading to over $300,000,000 in commissions paid out. 
He has documented the most inspiring, entertaining and duplicatable techniques his teams and front 
line advisors are using TODAY to SHIFT industry thinking to solve these problems.

Profit from Change

This essential resource provides readers with the plans and real examples to market and grow a 
successful practice. The guide is filled with practical marketing tips and strategies based around the 
five components of a successful practice.

Planned Giving

With a jolt you pull your car to the side of the road and read the job sign that can't be more than one 
day old: New Home of ABC Inc.; General Contractor, XYZ Construction Co. You think out loud, "I knew 
the property had been sold," and your eyes roam over the real estate sign with the angled "sold" sticker 
proclaiming that the agent has been successful. "Thought the job would have come out on the bid list 
by now," you mutter as you move back onto the road and head for your office. Later in the day you get 
the agent on the phone: "Jim, how did XYZ get the ABC job? I saw nothing on the builders' exchange 
about it." "John, XYZ has been negotiating with ABC for the past six weeks. They did one fine job of 
selling the owner. Under stand they just called on him out of the blue asking for a chance. They put the 
whole package together, plans and all." "Didn't he get another price, Jim?" "Sure did; two, as a matter 
of fact. He asked me to get two other contractors capable of doing design-build projects. He liked XYZ 
better. I don't know the prices, but I really feel those ix x Preface boys impressed him by going to him. 
Were you planning to bid the job?" "Thinking about it," you answer, trying to sound very casual.

The Guide to Understanding Insurance Marketing

“This fast-moving book, written by a sales expert, shows you how to become an expert as well. You 
learn how to take your sales to a new level.” —Brian Tracy, author of Unlimited Sales Success Discover 
the elusive mental skills of selling that move you from meeting sales quotes to driving profit revenues! 
The road from journeyman to expert is not achieved through traditional behavior-based training that 
requires large amounts of dedicated time, but instead happens between the ears—through cognitive 
skill development. Expert Selling is your blueprint guide to success: Exceed (not just achieve) your sales 
goals faster and with more certainty Perform at a high level with consistency (Systematic, repeatable 
methodology) Achieve your life goals; personal, professional, and income, in less time Have more fun 



while selling—-minimize sales pressures and stress In Expert Selling, sales trainer and success coach 
Sedric Hill moves selling to the next level by utilizing breakthroughs in cognitive psychology science. 
Expert Selling unpacks the implicit "windows of expert advantage" and wraps them into an easy to 
follow blueprint for professional sellers and anyone who depends on persuasive communication for 
success. “Connecting with prospects and customers is critical to selling success. Sedric Hill's Expert 
Selling reveals the expert communication skills you need to master selling and other social interactions.” 
—SusanRoAne, author of How to Work a Room

Insurance Marketing Tips

Do-it-yourself Marketing for the Professional Practice
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