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How is Life Insurance Like Fishing? 
Discover a Simple Way to Help Increase Your Sales by 35% 

 

Dropping a line in the water to fish is generally considered a relaxing activity. It can be 

rewarding, but it takes persistence. That persistence sometimes pays off at the end of a long 

day—when you decide to cast out one or two more times. You may even switch the bait. Often 

times those last few casts can bring in the most rewarding fish. Persistence can also pay off for 

your life insurance sales, too. Let’s take a look at how you could increase sales up to 35% and 

probably without spending a dime. 

According to a new report from LIMRA, 35% of prospects who met with a sales representative 

wanted to be contacted again.* The study shows that these people were simply still deciding on 

whether to buy the solution offered or to consider an alternative. The key takeaway is that these 

prospects wanted to buy, but their representative never bothered to call back. 

Have you ever left an appointment feeling that the prospect needed and wanted the life 

insurance you presented, but for some reason didn’t purchase? Did you feel frustrated? Did you 

happen to follow up with that prospect? 

Putting yourself in front of enough qualified people is arguably the most challenging aspect 

about the life insurance business. A lot of money is spent trying to get in front of more qualified 

prospects. You can improve your success by simply approaching your qualified non-buyers one 

more time. 

It’s time to cast out one or two more times. Pick up the phone and try a new approach with 

perhaps a different product. You know the prospect needed the life insurance, but maybe the 

premium was too high or the potential cash value wasn’t projecting high enough. By refreshing 

your approach you could land an extra 35% more sales. Drop a line and give it a try today! 

  

  

 


