
Selling insurance is a rewarding career path for many. If you’re thinking of entering the 
business, congratulations! The first step in any major career decision is considering if 
you have the qualities to achieve success. Is your personality a good fit for this industry?    
Do you enjoy building relationships with others?

If you think you have what it takes (and we think you do!), here are your next steps!
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MAKING IT OFFICIAL 

1. Do Your Research

First things first, you need to make sure you know all the 
requirements for becoming an agent before you dive right in. 
Each state has its own set of rules that you must follow during 
this process. You can find those rules on the National Insurance 
Producer Registry’s (NIPR) website. 

It’s imperative that you check with the department of insurance for 
the requirements for each state you want to sell in before taking 
exams or applying for your license. 

This will ensure you’re on the right path throughout your journey 
to becoming a licensed agent!

“Make sure you know all  
the requirements for 
becoming an agent before 
you dive right in.“
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2. Back to School

Before obtaining a license, most aspiring insurance agents must 
complete pre-licensing courses, though not all states require them. 
These courses are available online, but there are in-person options 
to better fit your learning needs. 

It’s important that you make the most of these classes and get as 
much out of them as you can. The course material will be extremely 
relevant when taking your licensing test. 

Many states require you to complete a certain number of 
education hours before you can take the test. Some states even 
require you to be sponsored by an employer to take the courses as 
well as the exam.

“It’s important that you 
make the most of these 
classes and get as much 
out of them as you can.”
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3. Test Time

Once you’ve completed all your pre-licensing requirements, it’s 
time to take the test! In most states, you’ll need to pay a one-time 
exam fee. Keep in mind, agent licenses must be renewed on a 
regular basis and maintained with continued education.

The majority of states will have you take one exam for each type 
of insurance you wish to sell. For example, if you intend to sell 
Medicare products as well as life insurance, you will need to take 
two separate tests. However, some states will group multiple 
insurance types into one test. 

Groupings can vary from state to state. In Pennsylvania, for 
instance, one test is needed for Life, Accident, and Health (LA&H) 
and a second test is needed for Property and Casualty (P&C). 
In Tennessee, each type of insurance license requires a separate 
exam, no exceptions. Refer back to step one to verify your personal 
requirements for your specific state. 

Study for one exam at a time, 
so you don’t confuse yourself 
and overlap material. PR
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“Keep in mind, agent 
licenses must be renewed 
on a regular basis.”
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4. Background Check   
and Application

After you’ve taken the exams (and passed!) the next step is to 
submit the needed documents for a background check. In most 
states, this requires getting fingerprinted. Check with NIPR for the 
necessary documentation.

Next, you will need to apply for your license, which requires an 
initial fee and a renewal charge each time it expires. 

At this point, your application will be reviewed by the state in 
which you took the test and your background check will be 
reviewed by the FBI. 

If no issues arise, an email will be sent to you confirming the 
approval, along with your license. You can print your license 
directly from the email. Most states also have a license lookup tool 
so you can access your license at any time. 

“If no issues arise, an 
email will be sent to you 
confirming the approval, 
along with your license.”
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Congratulations! 
If you’ve made it this far, you’ve certainly put an admirable amount 
of time and effort into furthering your career! 

Now you can start applying to work for insurance agencies or 
get started as an independent agent on your own. If you choose 
the latter, we recommend working with a top Field Marketing 
Organization (FMO) like Ritter Insurance Marketing to ensure 
successful career development, access to great contracts, and 
unparalleled service and support.

Register with our site for free to access all our tools, additional 
information, and sales support.

“We recommend working 
with a top FMO like Ritter 
Insurance Marketing.”
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To thrive in this business, you must like working with people. More 
specifically, if you enter the profitable Medicare sales field, it’s 
important that you enjoy working with seniors. 

Doing what’s best for your clients and making every effort to find 
plans that will fit their needs can provide you with much fulfillment 
and satisfaction. 

Many active agents will tell you that while commissions are a nice 
aspect of the job, the predominant reason they are in the business 
is because they want to help people. Medicare can be confusing, 
especially for first-time clients. You can make this a positive 
experience by helping them navigate through this process. The 
best way to do that is by putting your clients’ needs ahead of  
your own.

Put Your Clients First

OUR ADVICE TO YOU

“Doing what’s best for  
your clients can provide  
you with much fulfillment 
and satisfaction.”
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Along with putting your clients first, building trust among clients is 
imperative. In the long run, it will actually cost you more to obtain 
new clients than it will to keep current ones. Build a rapport, and 
even a friendship, with them from the very beginning. 

Ask them not only about what they’re looking for in health 
insurance coverage, but also about their families and hobbies. The 
key to any good relationship is a solid foundation. Once you’ve 
established this with your client base, it will make meetings run 
more smoothly for all parties involved.

In the same sense, you must be knowledgeable about the products 
you’re selling if you want to earn your clients’ trust. You are their 
go-to person for all things insurance. This requires keeping up with 
the industry and learning the details of each plan you offer. It’s 
important that your clients feel like you truly care about them and 
are providing them with the best options available. Be confident in 
yourself and your abilities, and your clients’ trust is sure to follow.

“Building trust among 
clients is imperative.”

Build Trust
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In a field such as this, one must be self-assured and persistent, and 
even have thick skin. It’s OK if you fail from time to time… that’s 
how you’ll learn. Plus, you might find some people difficult to work 
with. Your relationships with these clients are just as (if not more) 
important than the clients whose company you actually enjoy. 

Do your best to stand your ground and keep a smile on your face, 
no matter how much rejection you run into.

Also, try not to get frustrated in the time it takes you to become 
successful. Many agents who have achieved success have been in 
this industry for a long time, so stick it out and learn from every 
mistake and triumph. 

Be Resilient

“It’s OK if you fail from 
time to time… that’s how 
you’ll learn.”
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A major downfall for new agents is getting caught up in 
distractions. However, you can combat this through effective 
planning, time management, and sheer focus. While some people 
think multitasking is the way to go, many actually get more done 
by giving attention to one task at a time. 

Setting aside specific chunks of time to return phone calls, answer 
emails, or research a new product will help you complete your daily 
to-dos more efficiently. 

Avoid Distractions

“You can get more done  
by giving attention to one 
task at a time.”
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One of the best ways to be a successful insurance agent is to fully 
immerse yourself in the field. The insurance industry is continually 
developing, and while the basics remain the same, sometimes rules 
and regulations are updated.   

If you enjoy selling insurance and have a genuine interest in the 
field, hopefully keeping up will be fun for you. The best agents 
have a zeal for the business as well as a love for learning. You must 
learn about changes to the industry as they come about to make 
sure you can relay correct information to your clients. 

Remember what sparked your interest in this career path in the 
first place! Maybe you have a real knack for the business, or 
maybe you have a strong desire to help others while building 
lasting relationships. Maybe it’s a combination of both. Either way, 
learning about the field and continually stimulating your mind will 
help you and your clients to have a positive experience.

As with any profession, growth is key – growth in your knowledge, 
growth in your business, and growth in yourself. Never settle, 
never become stagnant, and always strive for more. 

“Never settle, never  
become stagnant, and 
always strive for more.”

Immerse Yourself
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Once you’re ready to dive in, it’s a good idea to find an FMO to 
stand behind you. If you’re working as an independent agent, 
FMOs can help you get contracted with carriers and provide you 
with resources to increase your business. 

The more carriers you’re contracted with, the more products you’ll 
be able to offer your clients. Since your clients are unique, it’s 
important to have a vast portfolio to cover each and every one of 
their needs. As you get to know your clients and strengthen your 
relationships, you’ll have a better understanding of what plans 
work best for them.

Ritter Insurance Marketing is one of the top FMOs in the country. 
We can provide you with ample tools to help you get started 
and stay on the right path. Additionally, we have licensed 
agents on our team who are ready to answer all your questions.                 
Register on RitterIM.com, and we’ll invite you to our New Agent 
Orientation webinar series to launch your career!

Give us your feedback! What’d you think of 
this quick guide? Take our short survey >

Find an FMO

“We can provide you with 
ample tools to help you  
get started and stay on  
the right path.”
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