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Developing your own agency is a great way to expand your business, but 
it can also seem like a daunting task. There are many decisions to be made 
and new concepts to grasp. If you’ve already established your own agency, 
you might want a little more perspective on what happens next. As a leading 
field marketing organization in the senior health and life insurance markets, 
Ritter can help you through every step of your agency endeavors.
 
We created this guide to cover the ins and outs of becoming an agency 
partner, how to grow and maintain your business, and answer crucial 
questions about your next steps.
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Best for You?

CHAPTER 1
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Types of Entities

When considering creating an entity (i.e., agency), you’ll first want to decide what kind of 
business structure you’d like to adopt. There are several options to choose from and each 
has their own level of liability protection and tax advantages.

Below is a listing of the types of entities you can establish.

Sole Proprietorship – You are solely responsible for your company’s assets and liabilities. 
You do not have to file separate taxes with this structure, and it is inexpensive to form.

Partnership – You and a partner share the company’s debts, revenue, operations, and 
labor. The company itself doesn’t pay separate income tax, because each partner includes 
their share of the income or loss on their personal tax returns, so there are no tax savings 
with this setup.

Limited Liability Company (LLC) – A hybrid entity that combines the characteristics of a 
corporation with those of a partnership or sole proprietorship. Owners are not personally 
liable for company debts, but taxes on individual profits must be paid, as well as 
self-employment taxes. It’s also worth noting that some states don’t allow you to use the 
word “insurance” in your LLC name.

Corporation (C-Corp or S-Corp) – In either C-Corp or S-Corp, you aren’t individually 
liable for the debts or actions of the company. The main difference is how the company 

is taxed.

With a C-Corp structure, your 
company will pay corporate income 
tax on any income. Shareholders 
are paid dividends from the 
income amount after taxes. Then, 
shareholders pay personal income 
taxes on the dividends. This is what is 
called “double-taxation.”

Company tax returns are not 
necessary with an S-Corp entitiy. You’ll 
pay individual taxes on the “reasonable 
compensation” for your business, 
such as salary, that is required for all 
shareholders. Any profit beyond that 
can be reported as distributions, which 
have a lower tax rate.

C-Corp S-Corp
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Advantages and Disadvantages of Creating Entities

Fees to Expect

With whichever option or combination of options you choose, there are going to be 
advantages and disadvantages of creating an agency. It is just as important to understand 
the cons as it is the pros. This way, you’ll be fully prepared to make an informed decision.

One advantage is a limited liability to the shareholders (owners). The corporate entity 
protects you from liability beyond the initial investment, which in turn protects your 
personal assets. Another advantage is succession planning and ownership transfer. If 
something should happen to you where you’re no longer able to function in your role, 
or if you decide to retire, the transfer of ownership is an easier process. (We discuss 
succession planning more in depth in Chapter 5!) The business entity receives the revenue 
on downline business (“overrides,” covered more in Chapter 2), versus the individual, for 
tax purposes. 
 
On the other side of the coin are disadvantages. Double-taxation that occurs with a 
C-Corp requires you to pay taxes on its income, after which owners/shareholders pay 
taxes on any dividends received. Put simply, your income can be taxed twice. Additionally, 
non-resident licenses are required. The principal and the agency must be licensed in 
every state where their agents are selling. This will require additional state licensing 
paperwork and filing for the business entity. When adding an agency appointment to 
existing individual agent appointments, the agency must have all non-resident licenses in 
place first or risk losing their individual appointment where the agency is not licensed and 
appointed.

State filing fees can also be lumped into the category of disadvantages. These vary by 
state. On average, the fee per state is approximately $100 for the initial and renewal cost. 
As mentioned, the agency must be licensed in all states where the principal and downline 
are writing business. Consequently, each state will require an application and fee.
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A great resource is the National Insurance Producer Registry (NIPR), the licensing 
and compliance resource for insurance professionals. The NIPR is a communication 
network, or gateway, linking state insurance regulators with the entities they regulate to 
facilitate the electronic exchange of producer information. Data standards have been 
developed for the exchange of license application, renewal, appointment and termination 
information. All data flowing over the NIPR gateway will conform to these standards. 
Business owners can be confident in the application process and identifying state-based 
fees using the NIPR. 

Building a Hierarchy as an Individual

“What if I don’t want to create an entity, but 
still want to grow my business and acquire 

downline agents?”

Instead of creating and developing an entity (i.e., agency), you can build a hierarchy as 
an individual. Most carriers will not require a licensed entity in order for agents to have 
downlines and achieve level increases. However, please note, there are some carriers that 
are the exception to this, so it’s a good idea to inquire about what the requirements are 
before contracting. Also, many recruiting agents begin as an individual, and once revenue 
flow meets a self-determined benchmark, they’ll add a business license to their carrier 
appointments.

Regarding remuneration, all override commissions will be paid to your personal Social 
Security number. Since this could have tax implications, we recommend that you talk with 
your tax professional to determine the best options and what to expect regarding your 
taxes when choosing this route.

7©2023 RitterIM.com | 800.769.1847
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What Are Agency Levels?

Understanding the level of your agency is an important aspect of your business. Your level 
may dictate contract levels with carriers and override as well as commissions payments.

An agency level is simply a ranking. As we will discuss later in this chapter, your level is 
determined by your number of downline agents or level of production based on specific 
carrier and product guidelines. First, it’s important to understand the different levels 
themselves and their significance. At Ritter Insurance Marketing, we use a standardized, 
tiered system, which allows the integration of any carrier tiers into our contracting and 
commission system. Our tiers are shown below.

Level 10 

Levels 5-9 

Level 4 

Levels 1-3 

Level 0 

Level 10 Ritter Insurance Marketing

Levels 5-9 These are the override levels available to agency partners.

Level 4 This will always be street level.

Levels 1-3
These are sub-street level and may or may not be available 
by carriers.

Level 0
This level is the Licensed-Only Agent (LOA) level, and all 
commissions pay to the immediate upline agency who 
recruited the agent.
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It’s also important to note that levels may be labeled differently from carrier to carrier. 
Being familiar with the different titles you can come across will help eliminate confusion 
when handling business with different carriers. Below are some examples:

•  FMO — field marketing organization
•  MGA — marketing general agency
•  GA — general agency

To give these labels some reference, Ritter Insurance Marketing is a top-of-hierarchy FMO, 
which is a level 10. A GA or MGA could be found in levels five through nine.

Level Eligibility

Now that the levels have been broken down, let’s unpack the concept of level eligibility. 
Qualification for your agency level contracts will depend on the type of product the 
contract represents.  
  
• Medicare Advantage and Prescription Drug Plans (MAPD and PDP) will base level 

eligibility on the number of contracted downline agents.

• Medicare Supplement plans will base level eligibility on the volume of production over 
the most recent 12-month period.

Ritter developed our own standard guidelines; however, some carriers have enforced level 
requirements which must be upheld in order to be contract-compliant with the carrier. 
For Ritter, our requirements for each level are broken down below based on product type.

https://www.ritterim.com/?utm_source=ritterim.com&utm_medium=resource_pdf&utm_campaign=agency_guide&utm_content=link_footer&utm_term=ritter_im_dot_com
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Level Requirement

9 $1M minimum production/year

8 $500K minimum production/year

7 $250K minimum production/year

6 $100K minimum production/year

5 $75K minimum production/year

Level Requirement

9 Minimum 25 active downline agents

8 Minimum 16 active downline agents

7 Minimum 7 active downline agents

6 Minimum 4 active downline agents

5 Minimum 1 active downline agent

MAPD/PDP

Medicare Supplement

Carriers pay an administrative fee to recruiting agencies based on the business their 
downline agents write. This payment is commonly referred to as an override. Please note 
that override compensation offered by carriers is not standardized. It’s a good idea to 
determine how much override remuneration you can expect to receive from each of the 
carriers you’re contracted with. This will clear up confusion and stress, as you’ll know what 
to expect and the variations between figures won’t be alarming to see.

What Is an Override?

If you’re thinking to yourself, “I’ve been in the business a long time, why can’t I get a 
higher level?” Ritter encourages success and growth. We work with all of our agents and 
agency partners to ensure you’re contracted at that highest possible level to maximize 
your income potential. If you have been denied a level, it’s likely because there are carrier 
contract minimums that must be met to obtain the higher level. 

https://www.ritterim.com/?utm_source=ritterim.com&utm_medium=resource_pdf&utm_campaign=agency_guide&utm_content=link_footer&utm_term=ritter_im_dot_com
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How Are Commissions Paid?

For commissions paid to you, the agency principal, in addition to your override payment, 
the commissions rate paid will vary depending on your level for that carrier and product.

As for how you will pay your downline agents, there are two options:  

1. Paid direct — Downlines can be paid direct by the carrier, in which case, you’ll be 

setting them up at street level (level 4).

2. LOA — Downlines can be paid by you, the upline agency.

NOTE: Regardless of how your agent is paid, you will always receive your override portion 
direct from the carrier or your FMO.

Keep in mind: If you pay your agents, depending on if they are employees (W2) or 
independent agents (1099), you will need to consult with a tax professional to ensure 
you’re equipped to process all payments on first year and renewal commissions, and of 
course, during annual tax filings. 
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In order to fill your agency with talented downline agents, you must recruit them. There 
are multiple layers to recruiting, a process which should be ongoing. 

How to Recruit Downline Agents

Know What You Want

Firstly, it’s important to know what you’re looking for in a downline agent before you start 
recruiting. Answer questions like:

• “What specialties or licenses should the agents have?”
• “How much training am I willing to provide?”
• “What skills are most important for them to possess (e.g., program efficiencies, 

personal characteristics, etc.)?”

Having a certain type of agent in mind ahead of time will be beneficial during this process.  

Just Think...

Before you go to the grocery store, you normally have a list of items 
you want. When the time comes to start filling your cart, you already 
know what you’re looking for!

Know What You Can Offer

Just as important as knowing what you want in a downline agent is 
knowing what you have to offer them. An agency-agent partnership 
is a two-way street. You will want your agents to sell, and they will 
want incentives from you, such as leads, bonuses, office space, etc. 
You also have to remember, you need to be able to appropriately 
compensate all of the downlines underneath you. 

https://www.ritterim.com/?utm_source=ritterim.com&utm_medium=resource_pdf&utm_campaign=agency_guide&utm_content=link_footer&utm_term=ritter_im_dot_com
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Recruiting agents at a slow pace is the best practice so that each can get the training, 
support, and compensation they deserve. In return, your downline agents will likely stay 
with you and recommend you as an upline to other agents.

Use Resources to Help You Search

Now that you’ve decided who you want to recruit and what incentives you can offer 
them, it’s time to find your agents! Luckily, in this day and age, there are plenty of 
channels to help you search! Some options include:

Using resources available to you to help you recruit takes some of the pressure off and 
helps you work smarter, not harder! While recruiting using these platforms, you’ll also 
want to represent your brand, which we cover in the next chapter.

Networking events

Career fairs

Social media sites

Local colleges

Why Continue to Recruit Downlines?     

New Talent 

Once you’ve acquired some downline agents, that doesn’t mean your recruiting should 
stop! There are new agents constantly entering the insurance market. For instance, 
millennials are searching for jobs and trying to find their niche in the corporate world. 
There’s a good chance that some are embarking on the journey of becoming insurance 
agents, and you could give them the start they need! You may be hesitant to invest time 
and training into a brand-new agent, whether they are a millennial or a baby boomer (or 
even Gen Z!), but it can pay off in the long run.

More Opportunities to Learn

Learning isn’t just for new agents. You’ll have the opportunity to gather innovative ideas 
from your new downline agents, which will further build your agency’s book of business 
and enhance its branding to potential clients. A great way for your downline agents to feel 
comfortable raising new ideas is by holding a recurring meeting. Agents’ schedules are 
busy, but just half an hour weekly, or even bi-weekly, to pitch around ideas, suggestions, 
and discuss what’s new in the industry — will be time well spent. Your downlines will feel 
valued, and you’ll have a stockpile of new ideas to work with!

https://www.ritterim.com/?utm_source=ritterim.com&utm_medium=resource_pdf&utm_campaign=agency_guide&utm_content=link_footer&utm_term=ritter_im_dot_com


Gain More

Not only will you gain new talent and fresh ideas by recruiting agents, you can also 
qualify for higher level contracts with Medicare Advantage plan, prescription drug plan, 
and Medicare Medical Savings Account carriers by increasing your number of downline 
agents. As discussed in chapter two, each level has a specific requirement, and the higher 
the level, the greater commission override you will receive. On that same note, you can 
also increase your market share and revenue by increasing your number of downline 
agents.

D
o

w
n

lin
e

 A
g

e
n

ts

Contract Levels & Market Share and Revenue

There are great perks to recruiting and acquiring downline agents, but it’s a process that 
takes time and effort. Make sure to remember that, when recruiting agents, it is quality and 
not quantity that really matters!
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Building Your Brand

Focus on Strengths

Identify Preferences

 Think of Dreams Examine Inspirations

To put it simply, your brand is all about you. It encompasses your individual personality, 
talents, and attributes. Discovering your brand takes a little self-reflection. Think about 
your likes and dislikes, the kind of feedback you have received from others, and what you 
think about yourself. All this will help you determine key elements of your brand.

When building your brand, consider the flywheel below while you brainstorm:

Accept Improvement 
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Strengths – Play up what you are good at
Preferences – Think of your likes and dislikes
Inspirations – Research brands you love and compare strategies
Dreams – Remember your goals, both personal and professional
Improvement – Let yourself and your style evolve

By having an established brand that represents you, your clients will be able to make a 
connection with you. This will in turn help them decide whether or not to put their trust in 
you to help them reach the best possible outcome for their needs and budget.

Your Brand & Your Community

It’s also a good idea to build your brand with community involvement. Community 
outreach is an affordable and rewarding way to build relationships and bring in new 
business. Being generous with your time and taking an interest in your community will 
help to set you apart from the competition! Your clients can get to know you and your 
brand and your dedication to your community should help to make you relatable. In 
return, your clients should be more inclined to work with you.

A great way to find events you can volunteer for is by contacting your local United Way, 
American Red Cross, or Salvation Army. Other types of places you can volunteer 
at can include:

Food pantries Animal shelters

Senior living facilities National and local parks

Local libraries

For the people in the community that are not around to see your kindness in action, feel 
free to keep them in the loop and spread the word via your blog or social media. It’s smart 
to keep people updated on your activities but be aware of your sincerity. Remember, your 
community involvement should not be just for show. You’ll only get out of the experience 
what you put into it. To make sure that your intentions are where they should be, think of 
your brainstorming for developing your brand. Choose causes you’re passionate about 
or follow the lead of one your favorite companies. Enjoy what you’re doing, and your 
generosity and dedication will shine through.
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You may think that “marketing your brand” entails talking about yourself and what you’re 
doing to anyone and everyone who will listen, when actually, this is self-promotion. What 
you want to accomplish is personal branding, which is the practice of marketing yourself 
and your career as a brand. This is much more effective for creating long-lasting benefits 
for your business. Consumers will envision your business and brand, as a whole, and not 
just as an individual agent who volunteers at community events. 
 
In order to effectively market your business, try answering the questions below, which 
incorporate the four truths: function, appeal, identity and audience. Once you have come 
up with some answers to these questions, you’ll have a better understanding of what your 
personal brand will encompass, and then you can move forward and put your thoughts 
into action!

Function

Appeal

Identity

Audience

• What goods or services do you 
plan to provide?

• How do you plan to provide them?

• What makes you stand out?
• What are you doing differently than 

your competition?

• How will consumers associate with 
your brand?

• Will you use your name or business 
name for branding?

• How will you connect with consumers?
• What platform will you use (e.g., social 

media, personal website)?

Marketing Your Brand
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Creating an Online Presence

Billions of people actively use the internet daily and some of those people are your 
potential clients! After you’ve spent the time and brain power to develop your brand, you 
want your clients to easily find it, so they can start getting to know you and your business. 
With a Google search of your name or business name, they can easily connect with you, 
and not your competition!

Do You Have a Website?

Having your own personal website is a great way to give exposure to your brand and 
connect with clients! You’ll first want to decide who will host your page. 

Consider Choosing Medicareful as Your Website

If you are an agent that sells Medicare, Ritter offers a great online tool! A branded  
Medicareful page is a free and CMS-compliant site! Medicareful allows you to brand with 
your own personal URL to distribute to clients. Your name, logo, and contact information 
show up on your site. Prospects can go straight to your own page, fill out a form, and 
notify you of their interest for more information, giving you permission to contact them.
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Medicareful also has other helpful features which include:

• Electronic Scope of Appointment (eSOA)
• Quick & easy FastTrack prefilled enrollment applications
• Consumer-facing quote engine
• The ability to compare plans from various Medicare carriers
• Seamless online enrollment completion for many carriers

Another great feature from Medicareful is the client account capability! Clients can create 
their own account on Medicareful.com and manage the info in their client record. The 
client record includes:

• Previous plan history
• Primary care providers, hospitals, and pharmacies
• Medications
• Notes of conditions such as allergies, diseases etc.
• Personal info such as contact information  

Agents using Medicareful benefit from easy, real-time information sharing with clients, and 
more accurate plan quoting and selection.

Your Medicareful page can function as a low-maintenance website or work in conjunction 
with other platforms, as another means for clients to connect with you. Being that 
Medicareful is consumer-facing, your clients will be able to find you and contact 
you for help! 

Other Website Options

There are also other website hosting companies to choose from such as:

Many hosting companies will charge you an annual fee to house your domain online, 
and you’re responsible for everything else. Prices can go up as you add features, such as 
additional storage, higher bandwidth, customization, etc. If you’re going with a hosting 
company, it’s a good idea to research a few of them first to compare their costs 
and features.

AgentMethods GoDaddy

Tsohost

Weebly

Wix
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Incorporate a Blog

Embedding a blog into your site enables you to share current events within your business 
and the industry, and you should consider maintaining one. You can build credibility and 
gain a solid online following. If you’re thinking about hosting a blog, be sure to choose a 
platform that offers the option! Having your website and blog connected makes it easier 
on the consumer viewing your content and assures they will connect your posts with you 
and your business.

“Having your website and blog connected makes it easier 
on the consumer viewing your content and assures they will 

connect your posts with you and your business.”

Consumers

Using Social Media to Build Your Brand

Another effective marketing strategy in addition to having your own website is the use 
of social media platforms. You can connect with your clients and showcase your brand 
instantly. You also have the capability to stay up to date on the latest news and trends, 
which could spark new marketing ideas. Also, social media is a great place to share your 
blog posts. As you share your posts and gain more exposure, there is a good possibility 
that more people will visit your website and contact you, which can mean more leads!

Once you get started on one or more social media platforms, remember you still must 
adhere to the CMS compliance rules when connecting and interacting with those 
visiting your page. For example, a comment or ‘like’ on something you posted does 
not constitute permission to contact. You still must follow the appropriate protocol for 
contacting and discussing Medicare plans with the people you connect with 
via social media.
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Facebook: Enhance your visibility and share content with billions 
of users worldwide

Instagram: Share photos on the platform that boasts the highest 
level of brand engagement

LinkedIn: Position yourself as a thought-leader among your 
professional peers

Twitter: Engage in real-time discussions on many topics

For a more in-depth examination of social media and compliance, our eBook, 
Your Guide to Using Social Media for your Business is a great resource!

There are quite a few social media sites to choose from. You can either choose to focus 
your presence on one or multiple! Here are some of the popular social media platforms 
and how they are beneficial for marketing.

While determining which social media platform(s) to join, also determine which 
demographics you want to target. Considering this aspect can also help you choose 
which sites you want to use. Facebook, for example, has become increasingly popular 
with Medicare-age consumers. So, if you are intending to connect with consumers in this 
market, that social media platform may reach more of your target audience than others.

If you choose to market on social media, be sure to put a lot of thought into your 
username. It’s a good idea to test the availability of the possible usernames you have 
chosen on all of the social networks you plan to use. Ideally, you want to use the same 
name across every social media platform, so that it’s easy for clients to find you no matter 
which site they’re using. Also, simple is best. Using unique spellings and special characters 
may seem cutting edge and like your username, will stand out, but it could also lead to 
your prospects and clients not being able to locate your page. Keeping your username 
simple will result in more search success by your clients!
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Developing a Succession Plan

Having your own agency also comes with decisions about what to do once you’re ready 
to retire. Every small business owner should have a plan in place to ensure a smooth 
transition for all involved in the business (staff and clients) and establish any retirement 
revenue you may need. Early on, you’ll need to start answering questions like, “Who will 
get my business?” and “When should I transfer ownership?” Let’s explore the answers to 
those questions and more pertinent succession planning info.

There are quite a few things to consider when developing your succession plan. First, 
you’ll want to establish a timeline and what type of succession plan you’re going to 
choose: transfer of ownership or selling the business.

When Is the Right Time to Step Down?

It’s never too early to start thinking about and planning a transfer of ownership. Retirement 
is, for most people, a personal and private decision. For the small business owner, 
deciding whether to sell, close, or turn the proverbial ropes over to a new owner requires 
critical thought and time to make the right decision. Often, turning the business over to 
another trusted financial advisor, or family member (adult children or spouse) is 
an ideal route.

The right time to step back will be different for every owner. If you’re mentoring an 
individual to take over, this should be a gradual step and well-communicated within your 
organization, as to who will be taking over and when.   

Transfer of Ownership

With a transfer of ownership, the business stays intact, and a new individual takes over 
as the acting principal for the business. This option is likely if you’re choosing to keep 
the business within your family. Again, if you’re mentoring an individual to take over this 
should be a gradual step, and it should be well communicated within your organization as 
to who will be taking over and when. This will establish trust and confidence within your 
team, as they adjust to a new and possibly different style of leadership.
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In this scenario, the business needs to be incorporated for there to be a “change of 
principal” action. This is the easiest and cleanest way to transfer ownership of a business’ 
Medicare health contracts from one individual to another.

This option typically includes a legal, binding agreement between the exiting principal 
and the new principal, regarding any future income earned by the business. It is 
recommended that you consult with an attorney and a financial/tax advisor on the best 
options for all parties.  

Selling the Business

Where a transfer of ownership is a changing of the guard, selling your agency to another 
agency owner usually includes dissolving your business and a bill of sale. Like many of the 
other aspects of developing and running your business, this decision should involve an 
attorney and financial advisor. 

While considering this option, think about the impact to any staff, future revenue, and 
client notifications. You also need to determine the value of your agency/business. 
Discussing this with your attorney is strongly suggested. Be sure to think critically and not 
let emotions cloud your judgement. Consider factors like whether or not your business is 
financially strong, if you anticipate any potential buyers, the strength of your current client 
base, and other elements of this nature.

With either method you choose (selling or transferring your business), as you step down 
and your successor steps up, be sure that this individual has been added to the agency 
license as a business owner, and that any necessary legal documents (check with your 
attorney) are finalized. This step is critical to avoid any disruption in renewal commission 
and active carrier appointment status for your agency.

The Dynamic Between Medicare Health Carriers and Succession

Each Medicare health carrier has their own policy (or none) regarding a transfer of 
business, which they call an Agent of Record (AOR) change. Once you have a buyer in 
place, it is crucial you contact your FMO or specific carrier to help you with the AOR 
change process. Each carrier’s AOR process is different, so be sure to do your research. 
There may be some carriers who do not offer an AOR change process. In this case, the 
business may need to be rewritten by the new agent. Be sure to check with the carrier in 
this situation to confirm if the renewal commissions will move to the new agent.

Lastly, if the buying agent is not through your FMO, don’t worry, the FMO should still 
provide you with a high-level overview of the process and help you, and the buyer, get 
moving in the right direction. Ritter Insurance Marketing’s Service Support department can 
assist with identifying the process for each carrier you’re contracted with through Ritter. 
The process will vary greatly from carrier to carrier.
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Whether you decide to personally mentor and develop your successor or sell your 
business outright, Ritter Insurance Marketing has a dedicated Agency Team and back-
office operations department who can assist you with your questions. Let our experts help 
you through the process. Also, the U.S. Small Business Administration has an extremely 
helpful interactive guide that can assist you with understanding the different components 
of succession planning. We strongly suggest you check it out!   

Tax Implications

There will be different tax implications for transferring ownership versus selling the 
business. If you transfer ownership, there are different types of taxes you could be 
subjected to:

  
Generation-skipping tax Income tax

Gift tax Estate tax

Also remember that, even though the business has ended for you, you will still be liable 
for taxes from the prior and current year. You will be responsible for all final tax forms that 
need to be filed, including forms for income tax, sales tax (that has been collected), and 
payroll taxes.

Maintaining Your Retirement

Take a moment to stop and think about yourself. Think about how you will maintain 
income during retirement. Are you looking to retire in your 50s, 60s, or later? When you 
sell or transfer ownership, will you be of an age to draw on retirement accounts without a 
penalty? Your answers to these questions may change the timeline of when you 
want to retire. 

Lastly, consider your retirement lifestyle. Ritter Insurance Marketing strongly encourages 
you to talk with your financial manager to discuss the type of lifestyle you want to 
maintain during your retirement years. Maybe you need to start increasing contributions 
now. How much of your savings or sales need be set aside for future income tax 
payments and unexpected short- and long-term medical expenses?
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To conclude this guide, we wanted to provide a Q&A session with Craig Ritter, President 
of Ritter Insurance Marketing, and David Dietz, Chief Sales and Marketing Officer at Ritter 
Insurance Marketing. This Q&A session explores starting your own agency, recruiting 
downline agents, and why it’s beneficial to work with an FMO.

Q: Before contracting with carriers, would you create an LLC right away or would you 
start off as an individual agent to see where it goes?

A: Craig Ritter: I think I would start out as an individual agent. I don’t think 
I would jump right in to forming an LLC, especially if I were just selling 
insurance on the side. But I would say, it kind of depends on what product 
you’re looking to sell. So if you’re selling Medicare Advantage and Medicare 

Part D, I would strongly recommend forming that LLC sooner rather than later; 
but I think initially, especially if you’re just marketing in one state, it would be fine to start 
out as an individual agent. Obviously, you have to monitor as things progress and grow. If 
you’re heavy in Medicare Advantage and Medicare Part D, you definitely want to get the 
LLC set up for the continuity of commissions.  

Q: What qualities should recruiting agents be looking for in downline agents when they 
are trying to build a producing hierarchy? 

A: Craig Ritter: If you’re starting out and building an agency, you probably 
want to look at the characteristics of the people who you want working 
with you in your agency and representing you. I think that, clearly, you want 
people with good communication skills, problem-solving skills, creativity, a 

good work ethic, and someone who is a people person. Also, you want an 
individual who can kind of bounce back from rejection or a small failure and understand 
there’s a bigger process. You don’t have to sell every single one, but if you can learn from 
your experience, that’s almost as important as walking out with a sale.
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David Dietz: For me, I think Craig touched on it, but I think it really comes 
down to values. I want to hire agents that have the same type of values that 
I do, at least in the selling process. There are a lot of different ways to sell 
an insurance policy, and I wouldn’t be looking for agents who use pressure 

tactics.

Q:What additional benefits would an agency have working with Ritter rather than going 
to another FMO or even working directly with the carrier?

A: Craig Ritter: I think we built our Platform to be pretty easy for a large 
agency to be able to get all the benefits of everything that we have built, 
without having to spend the money on it. I think, relative to other FMOs, the 
amount of integration that we have is pretty astounding. 

 
David Dietz: We can provide the tools for them to be able to go out and 
recruit more agents, train their current agents, and get more applications. 
Ritter has more than 100 employees on our sales and marketing teams, so 
we’re certainly here to be able to answer questions, help, and direct as well.

Q: I’ve made the decision to have an agency. I have downline agents, so when I’m 
providing support for them, where should the majority of my time be spent?

A: Craig Ritter: First, I would probably start out with a marketing plan. Focus 
initially on marketing and be able to generate opportunities for your agents 
to be able to sit down and talk with people. Number two is being able to 
spend your time with your agents and help them become better agents. 

Q: Out of all the marketing efforts that Ritter utilizes, what do you find to work the best 
for recruiting new agents?

To hear more from Craig and Dave, tune in to this interview on our 
Agent Survival Guide Podcast!

A: David Dietz: Phone calls. If I can get you on the phone, by the end of the 
phone call, you know whether you had success or not.  
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With the help of this guide and Ritter’s knowledgeable 
Agency Team, we hope you’re better equipped to start, 
and successfully manage, your own agency. If you have 

additional questions, you can find the contact info for your 
specific Agency Services Representative at 

RitterIM.com/Meet-Your-Sales-Team!

We’d appreciate your feedback on this guide. Please 
complete our brief survey and tell us that you think!!
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