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After more than three decades as a global life insurance executive, I’ve seen countless

challenges that agency leaders encounter. Building sustainable and profitable agency

growth demands addressing ongoing issues that affect agency size, development, and

profitability. Yet, resources to help leaders overcome these critical obstacles remain

limited. This highlights the significance of Inspire Magazine — a platform committed to

empowering leaders to overcome challenges, achieve breakthrough performance, and

drive transformative growth.

As we grow, our mission will always remain the same: we are always empowering and

always inspiring.

We aim to hold that coveted spot on your coffee table and enhance the time you spend

enjoying daily reading. We’ve also launched inspire-mag.com to supplement the print
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We’re a luxury publication. We will take you into the minds of industry leaders and top-

performing peers to uncover their best practices. We will deliver expert advice, market

insights, and powerful tools to help you achieve exceptional results. Whether your focus

is agency strategy, leadership, technology, lifestyle, or emerging trends, we will provide

actionable insights to drive your success. We will help you win by equipping you with

strategies to lead and thrive in a competitive landscape. We will also recommend

destinations where you can travel, vacation, and recharge to stay inspired and perform

at your best.

Dive into our latest issues for innovative strategies, inspiring success stories, and

valuable industry perspectives to build multi-million-dollar agencies and lead with

excellence.

PLEASE ENJOY THE READ! Also, check out our website and consider subscribing for a
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Chairman Emeritus of UOB (Singapore), a stalwart in
banking with decades of leadership.

"Success is built on trust, resilience,
and the courage to adapt."

Tony Robbins
Renowned Entrepreneur, Author, and Motivational Speaker

"The only limit to your impact is your
imagination and commitment."

Sir Richard Branson
Founder of the Virgin Group and Visionary Entrepreneur

"If your dreams don’t scare you,
they are too small."

Jack Ma
Co-Founder of Alibaba Group (China), known for
revolutionizing e-commerce in Asia and globally.

"Opportunities lie in the place
where complaints are."

leader
quotes





T H E  K E Y  T O  A
T R E M E N D O U S  O R G A N I Z A T I O N

BY Dr.  Tracey C.  Jones,  a leadership expert,
author,  and speaker.  She can be reached at
tjones@tremendousleadership.com.
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                          y father, Charlie “Tremendous”
Jones, was a powerhouse in the insurance
industry. As a manager for The Mutual of
New York in Harrisburg, PA, he received every
award for “Manpower Development,”
“Persistency,” and “Production Results” during
his decade-long tenure. When his agency
surpassed $100 million in force, he left to
focus on improving agency systems as a
consultant and lecturer. Many of you may
know his first book, “Life is Tremendous,” an
international bestseller that’s never been out
of print. His enduring words still resonate:
“You’ll be the same person five years from
now except for two things: the people you
meet and the books you read.”

I’ve seen firsthand how powerful the
insurance vocation is — true dedication to
your work is why tremendous leadership
continues to thrive. Recently, while preparing
a keynote on “Prioritizing Employee
Development: The Key to Retaining Top
Talent,” I rediscovered a speech my father
delivered in 1966 at the 11th Annual Home
Office Management Conference at LSU. It felt
providential that nearly 60 years later, the
keys to retention remain just as relevant and
vital. Below are his timeless insights, followed
by my perspective on retention today.

M



“You’ll be the same person five

years from now except for two

things: the people you meet

and the books you read.”

C H A R L I E  “ T R E M E N D O U S ”  J O N E S



Lessons in Retention
From my father’s speech:
"RETENTION is highly important to an agency or
company; I, like so many, learned this the hard way. In
my first year as a manager, we contracted 29 new agents
— an impressive number with tremendous production.
But I eventually lost 28 of them. That painful experience
taught me these critical lessons:

Number one: poor supervision is worse than no
supervision. I thought appointing assistant managers
would solve our retention issues, but without the right
leaders, this approach backfired. I learned that
supervision is not a luxury; it’s a necessity that must be
done well.

Number two: recruiting with heart is key. Over time, I
realized retention isn’t about molding individuals into a
single ideal. Instead, it’s about finding people whose
values and spirit align with the agency’s mission. Mutual
respect, confidence, and a shared belief that [your
agency] is the greatest agency on earth form the
foundation of retention.

Number three: it’s about bringing out, not forcing in.
Most of us are convinced we can’t force anything into a
person, but we have a lot to learn about how to bring
out the things that are there that only dedicated
management can reveal. This requires mutual respect,
trust, and a bond built on appreciation. When we start
learning with the individual in the world of reality —
rather than relying on outdated methods that produce
losses — we can discover what drives them to succeed.

And number four: focus on developing long-term
loyalty. Most of our problems stem not from rookies
failing to learn but from veterans forgetting why they
joined in the first place. By fostering a positive
environment where the purpose is constantly reinforced,
organizations can re-engage seasoned team members
and inspire loyalty across the board.

Our biggest challenge as leaders is to capture the heart.
Poor selection and training lead to high turnover, while
thoughtful hiring and development foster success.
Retention is like a courtship — building long-term
relationships requires trust, alignment, and shared
purpose. Ultimately, personnel development is the heart
of our success.”

“Our biggest
challenge as leaders is
to capture the heart.”
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I believe that as leaders, we must continually ask
ourselves: Why me? Why do my agents stay? The
answer lies in addressing five essential elements. I
call them “the 5 Vs”:

1.Virtue: Leaders must embody transparency,
ethics, and authenticity to earn trust.

2.Valued: Agents need to feel their
contributions matter and their efforts are
recognized.

3.Vision: A clear and inspiring future direction
keeps the team motivated and united.

4.Values: Alignment between personal and
organizational values fosters loyalty and
engagement.

5.Victorious: Agents need to see a path to
success and feel empowered to achieve it.

Retention isn’t just about keeping people — it’s
about engaging their hearts and minds. We must
inspire a sense of belonging, alignment, and
shared purpose.

Timeless Truths in
Retention

My father often quoted the common saying, “You can
lead a horse to water, but you can’t make him drink.”
However, he always added, “But you can put salt in his
oats and make him thirsty.” As leaders, we must inspire
hunger and thirst in our teams — igniting their passion
to be part of something tremendous. 

I believe my father’s advice resonates even more today
than it did in the past. Let’s embrace the challenge of
retaining top talent with strategies rooted in heart,
trust, and vision. I hope these reflections encourage
you to consider new retention initiatives and invest in
your people — because we can’t get it right without
the right people.

Moving Forward

“Retention isn’t just
about keeping people —

it’s about engaging
their hearts and minds.”

INSPIRE
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S E G M E N T I N G
A D V I S O R S
F O R  S U C C E S S :

LAYING THE
FOUNDATION FOR
A MULTI -MILLION-
DOLLAR AGENCY



           n today’s competitive and fast-paced industry, managers are
under constant pressure to drive production and achieve growth.
While setting ambitious sales goals and implementing precise
tracking systems may seem like the obvious path to success, the
“carrot and stick” approach often falls short. The promise of higher
income through bonuses or the fear of underperformance only
goes so far. Advisors may grow frustrated, especially when they
lack the tailored support they need to achieve their goals. This
frustration can hinder personal growth and the larger vision of
building a thriving agency.

One highly effective strategy to address this challenge is
segmenting advisors into distinct groups based on their own
experience, skills, and knowledge levels. Segmentation allows
managers to design customized training and development plans
that cater to the unique needs of different advisor groups. By doing
so, you not only help advisors succeed but also lay the groundwork
for a sustainable and scalable multi-million-dollar agency.

NEWER ADVISORS: BUILDING A STRONG FOUNDATION

Newer advisors are the lifeblood of future growth. This group holds
untapped potential — those who are eager to succeed but often
lack the skills and confidence needed to truly thrive. By investing
about 75% of their training in foundational selling skills, such as
rapport-building, fact-finding, and objection handling, managers
can equip these advisors to make an immediate impact.
Additionally, role-playing, live sales demonstrations, and
mentorship from more experienced advisors are practical
development methods that can fast-track their progress.

I

BY Paul Wetmore, MBA, LUTCF,
CLU, FSCP, an adjunct professor
and author-editor at The American
College, with 40 years' expertise.



Newer Advisors
Focus on foundational
skills and early wins to
build confidence and

reduce turnover.

Developing Advisors

Established Advisors

Engage motivation and
advanced skills to unlock

potential and drive growth.

Analyze performance
and provide exclusive

support to sustain
excellence.

How to segment and develop advisors for agency success?

When newer advisors experience early wins, their
confidence grows, reducing turnover and creating a
pipeline of future top performers for the agency. These
advisors become the base upon which multi-million-dollar
agencies are built.

DEVELOPING ADVISORS: UNLOCKING MOMENTUM

Developing advisors are often the backbone of an agency’s
current production. They’ve mastered the basics but may
feel stuck in a repetitive routine, leading to a plateau in
performance. To reignite their momentum and push them
toward higher productivity, managers should focus 50% of
their development efforts on motivation and engagement.

Introduce monthly contests, non-monetary rewards, and
recognition programs that appeal to their intrinsic
motivations. At the same time, dedicate 25% of their
training to advanced skill refinement and 25% to exploring
specializations. Encourage these advisors to pursue niche
markets or advanced certifications, which can increase
their value to clients and the agency. By unlocking their
untapped potential, these advisors can drive significant
revenue growth.

ESTABLISHED ADVISORS: SUSTAINING EXCELLENCE

Established Advisors are your agency’s rainmakers,
contributing disproportionately to overall revenue.
However, their success can sometimes lead to
complacency. For this group, the focus should be on
working smarter, not harder. Managers should allocate
half of developmental efforts to an in-depth performance
analysis, identifying the most productive markets, clients,
and sales strategies.

Once this analysis is complete, the remaining half of the
efforts should focus on targeted opportunities to amplify
their impact. Such growth initiatives include advanced
market penetration strategies or high-level training in
estate planning, business insurance, or investment-linked
products. Additionally, providing exclusive support —
private offices, dedicated staff, or access to advanced
market experts — can help retain this critical group and
inspire less experienced advisors to aspire to their level of
success.

Managers can sustain the consistent revenue streams
needed to achieve multi-million-dollar agency status by
ensuring these top performers remain engaged,
supported, and motivated.
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H O W  S E G M E N T A T I O N
D R I V E S  M U L T I - M I L L I O N -
D O L L A R  G R O W T H

Segmentation provides a clear roadmap to achieving
this by:

1. Improving Advisor Retention: Tailored
development plans reduce turnover by addressing
advisors’ unique challenges and motivations, keeping
them engaged and committed to the agency’s vision.

2. Boosting Productivity: Customized training helps
advisors focus on their strengths while addressing
growth areas, driving individual and collective
performance.

3. Fostering Collaboration: Encouraging mentorship
between established and newer advisors creates a
culture of learning and growth, building a stronger,
more cohesive team.

4. Enhancing Agency Reputation: High-performing
advisors contribute to the agency’s reputation,
attracting top talent and clients who value
professionalism and expertise.

“The key to building a multi-
million-dollar agency lies in
maximizing the potential of
every advisor.”
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Rapport building
and objection

handling

Performance
analysis and niche

specialization

Role-playing and
mentorship

programs

Advanced market
penetration

strategies

Advisor Development Strategy
Sustaining Excellence

Building Foundation

Newer Advisors Established Advisors

INSPIRE

Managers should create three distinct training and
development plans tailored to each group to leverage
segmentation effectively. Here’s how to get started:

1. Assess Your Advisors: Use performance metrics and
one-on-one conversations to determine each advisor’s
current level and future potential.

2. Design Targeted Plans: Create detailed development
plans for each group, focusing on the skills, motivation,
and support they need to excel.

3. Communicate and Engage: Share these plans with your
advisors and involve them in the process. Advisors who
feel ownership of their development are more likely to
commit to the program.

4. Monitor Progress: Track each group’s performance and
make adjustments as needed. Celebrate successes and
refine strategies to keep momentum high.

CONCLUSION: THE ROAD TO MULTI-MILLION-
DOLLAR SUCCESS

TAKING ACTION: BUILDING A DEVELOPMENT
FRAMEWORK

Segmenting advisors is more than a management
strategy — it lays a foundation for building a high-
performing, multi-million-dollar agency. By investing in
the growth of Newer Advisors, unlocking the potential of
Developing Advisors, and sustaining the excellence of
Established Advisors, managers can create an
environment where everyone wins.

With careful planning, clear communication, and a
commitment to continuous improvement, managers can
turn their vision of a multi-million-dollar agency into a
reality. Start today by segmenting your advisors and
laying the foundation for a future defined by growth,
success, and impact.
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ASK AN AI-POWERED COACH

Get Instant Answers

Simply click on the ready-to-

use prompts to get answers to

your sales challenges instantly. WATCH MASTERCLASS
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Watch masterclass

Ask my coach
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LEAP
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DEMO!
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TRACK SALES ACTIVITY

Monitoring + Measuring
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oversee producers'

activities and locations.
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ones, and supercharge your sales force for unmatched productivity.

LEAP INTO SUCCESS WITH “MY SALES COACH”
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Simple + Practical + Effective
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In life, we don’t always get to choose
our challenges, but we can choose how
we respond to them. The beginning of
my journey was marked by challenges
that could have easily dictated my
destiny —but instead, they became the
foundation for a life driven by purpose,
accomplishment, and hope for others.

BY Thakshila Koralage, MAAT, CPFP, CLC,
award-winning leader, MDRT achiever, and
one of the founders of Sri Lanka's first
geriatric hospital.



from adversity
to achievement:

My Journey of
Resilience and 
Purpose



My story starts with a deeply personal struggle. My father’s battle with kidney failure placed a
heavy burden on my family, both emotionally and financially. As an account assistant with
limited resources, I often felt helpless in the face of my circumstances. But in the face of despair, I
made a life-changing decision to leave my job and move to Colombo, Sri Lanka, in search of
better opportunities.

In June 2016, I began my career as a wealth planner at AIA Insurance. However, just as I was
finding my footing, tragedy struck — my father passed away. It was a devastating moment, one
that could have broken me. Instead, it fueled a fire within me. I resolved to honor his memory by
helping others like him — those with chronic illnesses or who otherwise felt trapped by life’s
circumstances. I envisioned a hospital dedicated to underprivileged patients over 55, where they
could access free healthcare. This vision became my North Star. While working, every policy I
sold wasn’t just a transaction but a step toward making this dream a reality.

At the outset of my career, making sales was never a goal I initially aspired to, and I entered the
industry reluctantly. However, fueled by a strong sense of purpose, I ultimately thrived. Over the
next few years, I exceeded company expectations, selling more than 100 policies annually and
earning accolades like “Best Wealth Planner” and “Best Cluster Manager.” 

To date, I have won four national-level advisor
awards and four national-level leader awards,
helping me to achieve three promotions within
four years. These accomplishments have
reinforced my belief in the transformative power
of purposeful leadership. In 2021, I was promoted
to Agency Leader, marking a significant step
forward in my career. Later, in 2024, I was
honored with the “One-on-One Conductor”
award for nurturing new talent and achieving
record recruitment numbers. I have achieved eight
MDRTs, including two COTs, and I am the only
woman to win AIA’s prestigious President’s Club
Award five times.
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My career achievements have been recognized both
nationally and globally. At the SLIM National Sales
Awards, I was honored for two consecutive years for
my leadership and impact on the industry. On the
global stage, AIA Global named me a Group
Ambassador, and the MDRT organization celebrated
my efforts in mentoring and producing successful
members.

As a leader, I take great pride in mentoring others and
empowering them to excel, even in challenging times. I
focus on optimizing skills through effective training,
hands-on field coaching, and fostering healthy
motivation by emphasizing the value of rewards and
recognition. The key drivers of my success are setting
personal goals, training, streamlined processes,
consistent practice, and discipline.

When recruiting agents, I highlight the MDRT Whole
Person concept, which has been instrumental in driving
professional success and personal fulfillment. The
vibrant work culture I’ve cultivated has become a
source of genuine enjoyment and inspiration for those
in my agency.
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Besides my professional accomplishments, I am immensely proud to realize my dream of creating
Sri Lanka’s first geriatric hospital through years of hard work and resilience. The opening
ceremony for Stage One of “The Hospital Project” marks a significant milestone for me — a
dream born from my personal loss transformed into a beacon of hope for underprivileged
families. As one of the founding members, I helped to launch a campaign to receive funds,
equipment, and medications. While the project is ongoing and set for completion in five years, it
already stands as a vital lifeline for the elderly in need, serving 100 patients daily.

By sharing my story, I hope to prove that adversity can be the foundation for greatness. By
channeling challenges into purpose and aligning them with a clear vision, I have transformed my
life and empowered my team to achieve extraordinary results. Importantly, every accolade we
have achieved stems from my team's collaboration, showcasing that success is a collective journey.
Building a multi-million-dollar agency is not only possible — it’s a natural outcome of resilience,
purpose-driven leadership, and relentless dedication to helping others succeed. Anyone can create
a legacy that transcends personal success by fostering talent, embracing innovation, and staying
true to a mission bigger than oneself.

“Adversity can be the
foundation for greatness.”
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To those aspiring to build multi-million-dollar agencies, my advice is simple: dream big, work
tirelessly, and never lose sight of the impact you can have on others. Success begins with a single step
of courage and grows with each challenge overcome. Together, we can transform lives, one milestone
at a time, and script a legacy of hope, compassion, and achievement.

INSPIRE

“To those aspiring to build multi-million-
dollar agencies, my advice is simple: dream
big, work tirelessly, and never lose sight of

the impact you can have on others.” 
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Emotional Energy
Management:

Unlocking Your
Leadership Potential



                         s a licensed clinical and sports psychologist, I have worked with a

diverse range of athletes to enhance their mental skills and resilience. Through

years of experience with these individuals, I have refined my core professional

message: the clearer your mind is, the better your health and performance will be.

The challenge, especially working in a dynamic field like the insurance industry, is

that despite your best efforts, your mind is likely flooded. Consequently, you likely

feel overextended, overwhelmed, and tired. Burnout may also be privately

experienced at times. You know that you are functioning at an incredibly high level

of productivity already, but you also know that there is so much more potential

inside of you. Admittedly, you know that your limitation is an emotional one. So,

what can you do about that?

A

"Unlock your potential
by clearing the flood of

your mind."
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It all starts with emotional energy

management. Emotional energy is your

psychological capacity to effectively deal

with the immediate stressors in your life.

You can measure your emotional energy on

a self-report scale of 0-100. Like a school

report card, a score in the 90s is an A; you

feel high energy, great productivity, and

positive. In the 80s, that is a B; you are still

positive, productive, and energetic but not

quite at your best. When your emotional

energy gets into the 70s, that is when you

feel fatigue creeping in. While you are still

optimistic, you are starting to feel yourself

fade emotionally. 70 is the tipping point.

Once your emotional energy dips below 70,

negative thinking begins. That negativity

quickly increases as your emotional energy

spirals down into the 60s and below. In

athletics, we say that the tipping point

number is when an athlete “breaks” in

their sport. In competitive sports, their

opponent may sense a lack of motivation

and use it to their advantage. Once you

break, it is hard to bounce back quickly

and get that positive momentum running

again. 

While it is usually not openly
discussed in corporate business,
the key to high performance is to

be the emotionally healthiest
version of yourself. 

Emotional energy management is about

proactively prioritizing your emotional

health so that you are actively working on

minimizing the harmful drains in your life

while concentrating on raising your

emotional energy. Importantly, one of the

best ways to efficiently work on your

psychological stressors is one-on-one

coaching/counseling with a licensed

psychologist with a niche in helping high

performers like you. These types of

professionals help you experience

catharsis, which is a freeing of repressed

strong emotions that allows your mind to

become clearer. In conjunction, when you

begin to intentionally experience the

people, places, and things that restore

your energy, you will feel better and be

more productive. Therefore, you should

dedicate time every week for your favorite

activities, whether it’s a comforting meal

with your loved ones, taking walks with

your significant other, or playing a round

of golf.
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As a life insurance agency leader with the potential to optimize your skills and build a

multi-million-dollar agency, it is vital for you to invest in your emotional health for both

you and those around you. Emotional health empowers you to approach client

relationships with empathy, clarity, and resilience, which are essential qualities in

building trust and understanding their unique needs. When you are emotionally

balanced, you can communicate effectively, handle objections gracefully, and create

meaningful connections that foster long-term loyalty. The clearer your mind is, the

better your health and performance will be. You got this!

You can reach Dr. Jarrod Spencer at www.drjarrodspencer.com.

The clearer your mind is, 
the better your health and

performance will be.





Insurance in 2025 and Beyond

This  podcast  explores  the  future  of  l i fe  insurance,

focusing  on evolv ing  customer  needs,  technology’s

transformat ive  role ,  and r is ing  compet it ion  from

private  capita l -backed insurers .  I t  h ighl ights

pandemic-dr iven changes  in  r isk  percept ion,  the

shift  to  d ig i ta l - f i rst  interact ions ,  and the  growing

importance of  specia l i zat ion.  Agents  are  urged to

embrace innovat ion,  deepen their  expert ise ,  and

balance technology with  human connect ion to  stay

compet it ive .  With  ins ights  f rom industry  reports ,

th is  dynamic  d iscuss ion offers  act ionable

strateg ies  for  agents  to  thr ive  in  an  ever-changing

landscape.

SCAN ME 
TO LISTEN

I N S I G H T F U L  R E S E A R C H - B A S E D

D I A L O G U E S

F E A T U R E D  E P I S O D E S

Asia's Health Insurance Trends and
Developments

This  podcast  delves  into  As ia ’s  health  insurance

trends,  h ighl ight ing  the  est imated $1 .8  tr i l l ion

protect ion gap (source:  Swiss  Re  Report ) ,  the

growing  demand for  wel lness-focused solut ions ,

and the  shi ft  toward insurers  becoming “wel l -being

partners .”  I t  examines  the  transformat ive  role  of

technology,  strateg ic  partnerships ,  and

personal ized care ,  emphasiz ing  the  importance of

agents  evolv ing  into  trusted advisors  to  thr ive  in

th is  dynamic  market .

The message is  c lear :  agents  who adapt ,  embrace

innovat ion,  and pr ior i t i ze  long-term relat ionships

wi l l  be  the  ones  who succeed.
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AI's Impact on Life Insurance
Agencies

This  podcast  explores  how AI  is  revolut ioniz ing  the

l i fe  insurance industry ,  t ransforming  tradit ional

processes  into  eff ic ient ,  personal ized exper iences .

AI  streaml ines  quotes ,  analyzes  vast  data  instant ly ,

and empowers  agents  to  sh i ft  f rom salespeople  to

trusted advisors .  I t  introduces  innovat ive  products

l ike  usage-based insurance and enhances  customer

exper iences  with  ta i lored pol ic ies  and proact ive  r isk

management .  Agencies  must  adapt  by  embracing  AI

tools ,  organiz ing  data ,  and ensur ing  eth ical  use .

Ult imately ,  A I  creates  a  more  human-centered

insurance landscape,  benef i t ing  agents  and c l ients .

I N S I G H T F U L  R E S E A R C H - B A S E D

D I A L O G U E S

O T H E R  E P I S O D E S

Managing Multigenerational Sales
Teams

This  podcast  explores  the  dynamics  of  leading

mult igenerat ional  sa les  teams in  commiss ion-

based l i fe  insurance agencies .  I t  emphasizes  the

importance of  open communicat ion,  ta i lored

mentorship ,  customized tra in ing ,  and inclus iv i ty  to

harmonize  d iverse  work ing  sty les .  Strateg ies  l i ke

dual  mentorship ,  shared goals ,  and team-bui ld ing

act iv i t ies  create  a  col laborat ive  culture .  The

discuss ion compares  leadership  to  conduct ing  an

orchestra ,  b lending  d i f ferent  strengths  for  a

unif ied  purpose.  As  AI  and automat ion r ise ,  the

quest ion remains  compel l ing :  Wi l l  technology

br idge  generat ional  gaps  or  create  new ones?

ISSUE 1,  2025 INSPIRE MAGAZINE |  35

SCAN ME 
TO LISTEN

SCAN ME 
TO LISTEN

https://themegrilldemos.com/colormag-beauty-blog/2017/12/11/black-in-fashion/
https://themegrilldemos.com/colormag-beauty-blog/2017/12/11/black-in-fashion/




WAVE 
CHOW

Visionary Team Leader.

Innovative Strategist.

Empowering Mentor.

ChFC, FChFP, ChLP, CFP, CPB, CIAM, RFP, LUTCF,
HKCIP, ACS



Visionary Team Leader.

Innovative Strategist.

Empowering Mentor.

By Andy Khoo

I first met Wave Chow more than ten years
ago, and over the years our paths have
crossed at major industry conferences across
Asia. Despite the brevity of our interactions,
one thing has always been clear: Wave stands
out. He’s one of the most charismatic,
intelligent, and well-respected agency leaders
in the industry, and his influence is felt
widely across Asia. He brings a rare
combination of vision and humility that truly
inspires everyone around him.
 
When I reached out to Wave about featuring
him in this inaugural issue of Inspire
magazine, I knew his reputation and
credibility would set the perfect tone for our
launch. True to form, Wave graciously
accepted, despite his packed schedule. That’s
just who Wave is — always uplifting others. 
 
I’ve experienced this firsthand. During my
time at LIMRA as Managing Director for the
Center of Excellence, Wave never once
turned down my invitations to speak at
workshops or seminars. One standout
memory is a visit to his Hong Kong office,
where he gave me and two colleagues a
personal tour. The space, blending
professionalism with warmth, reflected his
effective approach to leadership.

As we walked through, I couldn’t help but
notice his numerous awards and accolades on
display. Among them, I spotted his LIMRA
Chartered Insurance Agency Manager (CIAM)
diploma. To my surprise, my own name and  

signature were printed on it from my tenure
at the association. This was a proud moment
for me, but what made it even more special
was Wave’s infectious joy as he immediately
asked for a photo together in front of the
diploma. It was a small but meaningful
gesture that reflected his deep appreciation
for others.
 
Wave is a visionary leader who sets bold
goals, like building a 100% MDRT agency, and
an innovative strategist who identifies market
opportunities and tailors his approach to
succeed. What truly sets him apart, however,
is his humility. Despite his success, Wave
remains grounded, approachable, and deeply
committed to mentoring others. In our
interview, he shared his blueprint for
achieving a 100% MDRT agency, emphasizing
that his dream is not just about personal
success, but empowering others to achieve
greatness. For Wave, leadership is about
creating more leaders, not followers.
 
We’re thrilled to feature Wave in this
inaugural issue of Inspire to give you insights
from one of the very best in the business.
We’d love to hear your thoughts. Let us know
how Wave’s story (or another leader’s story
from this issue) has inspired you on your
journey to building a mega-agency. You can
reach us at feedback@inspire-mag.com.

Publisher of Inspire

Andy Khoo



At ATAA Award Night

Andy and Wave Pointing to the diploma

Receiving an award



ARCHITECT OF THE 
100% MDRT AGENCY
BLUEPRINT

ARCHITECT OF THE 
100% MDRT AGENCY
BLUEPRINT



“Insurance — your first choice in life.” This
is the empowering vision statement of
Wave Chow, a Premier Senior District
Director at AIA Hong Kong with 27 years
of experience. He leads a 500-member
agency that first qualified as a 100% MDRT
organization in 2016. During his career he
has authored 11 books and spoken in 9
different countries, reaching over a total of
100,000 people. As a two-time winner of
Asia’s #1 Insurance Leader Award, Wave’s
business strategies for success have
inspired countless agency leaders over the
years. Inspire recently spoke with Wave
about his early career, ambitions, and
advice for leaders pursuing a similar level
of success for their agencies.
 
It was Wave’s competitive nature that first
inspired him to build a 100% MDRT
agency. He recalls receiving a 1st Runner-
Up MDRT Ratio Award at a company
awards ceremony. Falling short of the first-
place trophy forced him to reflect on his
career and work performance. This created
a healthy motivation to achieve 100%
MDRT status. For him, that status was not
only about breaking a numerical record —
but also represented his ambition to uplift
his team and chart a course toward an
unprecedented milestone. 

A Stepwise Plan

“Implementing a 100% MDRT Agency blueprint
requires more than just following steps—it
demands a holistic approach and unwavering
commitment,” Wave attests. 

His key advice to agency leaders includes:

Start with absolute clarity about your vision.
A 100% MDRT goal isn't just a number — it's a
statement about your agency's standards and
aspirations. Make sure this vision resonates
deeply, because your conviction will be crucial
in inspiring others.

Be meticulous in your recruitment. Success
begins with selecting the right people. Focus
on professionals who align with your MDRT
vision. Don't compromise on quality just to fill
positions. Remember, it's better to have a
smaller team of committed individuals than a
larger team of misaligned members.

Invest heavily in systematic training and
development. Break down complex skills into
bite-sized, manageable segments. Combine
theoretical knowledge with practical drills and
leverage successful MDRT qualifiers as
trainers. This creates a learning environment
where success becomes replicable.

Maintain high activity standards while
ensuring quality. Emphasize the importance of
consistent activity — a minimum of 15 quality
appointments weekly. Teach your team the art
of referrals to create sustainable growth.

INSPIRE
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Create a strong team culture. Share success
stories, celebrate achievements, and foster
an environment where team members
support each other's growth. Transforming
a team isn’t just about individual
performance — it’s about creating synergy
where everyone elevates each other.

Be patient but persistent. Building a 100%
MDRT agency takes time. Focus on
progress, not perfection. Celebrate small
wins while keeping the greater goal in sight.
Remember, sustainable success comes from
building strong foundations and maintaining
consistent standards. 

Wave advises agency leaders to absorb these
core principles and then adapt the
recommendations to their unique context and
circumstances. 

The Power of Market
Segmentation

When it comes to recruitment, Wave found
success by carving out specific niches with
professionals. He realized a significant
opportunity in the professional segment
through careful SWOT analysis and market
observations. His decision to leverage on-
market segmentation was driven by his own
growth and evolution as a leader. As he gained
more experience and maturity in the industry,
he found himself better positioned to relate to
and lead professionals. His accumulated
industry knowledge and solid track record
became valuable assets in attracting and
developing professional talent. 



Wave’s focused approach positively transformed
his team. Instead of trying to cater to various
backgrounds and experience levels, he focuses
on and develops team members who share
similar professional mindsets and values. He
maintains, “This alignment has significantly
improved team cohesion and effectiveness …The
professionals on my team bring their own
networks and expertise, which creates powerful
synergies for business development. Success
comes not from trying to be everything to
everyone but from identifying your strengths
and target market and then aligning your entire
strategy around them.”

Success in this venture requires more than just
following a set of steps; it demands a holistic
approach and unwavering commitment.





“IMPLEMENTING A
100% MDRT AGENCY
BLUEPRINT REQUIRES

MORE THAN JUST
FOLLOWING STEPS—

IT DEMANDS A
HOLISTIC APPROACH
AND UNWAVERING

COMMITMENT.”

-- WAVE CHOW



“True leadership isn't about
creating followers but about

developing other leaders.”



Effective Leadership Is Key

Wave emphasizes that the foundation to building
a 100% MDRT agency relies on the strength of a
productive leader. “My drive to ensure every
team member's success stems from both
personal experience and a deep conviction about
leadership.”  

When I first started, I had a diverse team. This
taught me that having talented individuals isn't
enough — without cohesion and mutual support,
the team's potential remains untapped. It's like
having excellent ingredients but not knowing
how to combine them into a great dish.

True leadership isn't about creating followers
but about developing other leaders. Each team
member’s success inspires others, strengthens
team culture, and builds sustainable growth. This
approach also creates a more resilient
organization — not dependent on any single
person's performance.

Focusing on collective success drives better
individual results. When team members feel
supported and see others succeed, it raises their
own aspirations and performance. It creates a
positive cycle where individual and team success
reinforce each other.

Wave also encourages teamwork while
maintaining individual accountability within his
own agency. “Balancing teamwork and individual
accountability is like conducting an orchestra —
each musician must play their part perfectly
while harmonizing with others.”

He recommends these key strategies for
effective leadership:

Establish clear individual goals while
emphasizing team objectives. Each member
knows their personal targets and
responsibilities while also understanding how
they contribute to collective success. This
creates a dual sense of responsibility — to
themselves and to the team. 

Foster collaboration by encouraging
knowledge sharing and mutual support.
More experienced members mentor newer
ones, creating a culture of learning and
growth. However, this doesn't mean
carrying underperformers — each person
must demonstrate their commitment
through consistent effort and results. 

Regular team meetings play a crucial role.
Celebrate both individual and team
achievements, share best practices, and
discuss challenges openly. This creates
transparency and accountability while
reinforcing a collaborative culture. 

Lead by example.  Wave states, “As a
leader, I  hold myself accountable to the
highest standards while always being ready
to support my team members. This shows
that accountability and teamwork aren't
contradictory — they're complementary
forces that drive sustainable success.”





Traits of Successful Leaders 

Vision and Strategic Thinking — Leaders must see beyond current trends and position their
teams for future opportunities.

People Development Skills — True leadership is about creating more leaders, not followers.
Success comes from the ability to nurture talent and help others achieve their potential.

Adaptability and Innovation — The industry is constantly evolving, requiring leaders to
challenge conventional wisdom and implement new approaches when traditional methods
aren't working.

Authenticity and Integrity — As our industry is built on trust, leaders must demonstrate
unwavering ethical standards and lead by example.

Resilience — Building a successful agency is a marathon, not a sprint. Leaders need the
determination to maintain their vision through challenges while keeping their teams
motivated and focused.



Innovation and adaptability. Success
isn't about following conventional
wisdom but having the courage to try
new approaches. Don’t hesitate to
pursue opportunities, even when others
might disagree.

 
Ongoing evolution and improvement.
Success means staying humble, learning
from every experience, and constantly
finding ways to be better than we were
yesterday.

Defining Success

Wave does not define or measure success based solely on industry qualifications, such as MDRT
status or career advancement. In fact, he believes that team development and personal growth are
just as important. His measurements for success include:

The ability to develop leaders, not just
producers. When team members evolve
from individual performers into
effective leaders, that's real success. It
creates a sustainable legacy that
extends beyond my direct influence.

 
The quality of the team culture. True
success comes from building a team
with shared values and strong
camaraderie. When team members
support each other and work together
toward common goals — that's success
that no qualification can measure.
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A Changing Industry

In a look to the future, Wave provides insights on how the insurance industry is
evolving and strategies agencies might adopt to stay ahead. 

From his perspective, the insurance industry is evolving in several key directions:

Regulatory requirements are becoming increasingly stringent, demanding higher
standards of compliance and professionalism. This means agencies must invest
more in compliance training and robust operational systems.

Growing political and market uncertainties are creating both challenges and
opportunities. Clients need more sophisticated risk management and financial
planning solutions to navigate these uncertain times. 

Digital transformation is inevitable, but human relationships remain crucial.
While we embrace technology for efficiency, the core of our business still lies in
trust and personal connections. Future success requires balancing digital tools
with meaningful human interactions. 

Client expectations are becoming more sophisticated, especially among
professionals. They demand deeper expertise and more comprehensive
solutions. This is why he emphasizes continuous team learning and a focus on
professional development.

Wave maintains that to stay ahead, agencies should “strengthen compliance
frameworks while maintaining business efficiency, develop expertise in managing
emerging risks and market volatility, invest in quality recruitment, and focus on
attracting adaptable talent. In addition, they should work toward building expertise
in specific market segments rather than trying to serve everyone, as well as
maintain high professional standards while staying agile in delivery methods. The
key is not to chase every new trend but to strengthen our core value proposition
while strategically adapting to regulatory changes and market uncertainties.”





Leadership Advice

Wave’s consistent excellence in leadership demonstrates his ability to
instill ambition and drive in agency teams. His advice to other agency
leaders:

First, you must be willing to make tough decisions. I learned this the
hard way when I kept underperforming team members too long out of
kindness. In my early days, I had a policy of "hiring everyone and
never firing anyone." This approach harmed both the team and the
individuals. 

There are two key motivational forces: pursuing pleasure and
escaping pain. While positive incentives like bonuses and promotions
are important, sometimes the fear of consequences provides
necessary initial motivation. I use the "catfish effect" — just as adding
a catfish to a body of water forces sardines to become active,
introducing high performers and clear minimum standards can
energize a complacent team.

The real goal is to help team members transition to growth and
achievement. While I maintain firm standards and let go of chronic
underperformers, I focus on understanding what truly motivates each
team member, connecting their work to meaningful goals, creating
clear paths for growth and development, and celebrating successes
and progress.

As leaders, we can start with external motivators,
like the carrot and stick approach, but ultimately,
we must transition from external to internal. The
goal is to inspire our team members’ intrinsic
motivation, as that will create sustainable and
healthy results.

Wave's closing statement emboldens and
encourages agency leaders to work toward their
own 100% MDRT agency: "True ambition ignites
when the relentless pressure to perform is met
with unwavering support to succeed."

INSPIRE



TRANSFORM YOUR TEAM INTO A POWERHOUSE WITH TEN
PROVEN STRATEGIES TO BUILD 100% MDRT AGENCIES AND
RANK AMONG THE TOP 1% IN THE INDUSTRY.

Success begins with a roadmap:
Establish a compelling goal, like “achieving 100% MDRT Plus."
Define long-term objectives to keep your team motivated and aligned.
Foster a vision where every team member becomes an MDRT qualifier.

01

Identify and engage with your ideal audience:
Focus on niche markets, like professionals, to build a strong and loyal
client base.
Use memorable slogans to differentiate your team, such as "professionals
serving professionals.”
Leverage referrals and network effectively to expand your reach.

02

SET A CLEAR VISION AND GOALS

TARGET MARKETING: 
KNOW YOUR NICHE

BLUEPRINT FOR BUILDING A
100% MDRT AGENCY

By Wave Chow
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Recruiting the right people is crucial:
Target professionals: Focus on attracting CFPs, CFAs, doctors, lawyers, and
investment bankers who align with the MDRT vision.
8-Step Recruitment Process: Implement a structured system that
includes interviews, mindset alignment, and licensing.
Selectivity is key: Losing candidates during the process is a sign you’re
finding the best match for your team.

03 QUALITY RECRUITMENT: 
THE FOUNDATION OF SUCCESS

Motivate your team with real-life examples:
Use engaging analogies to explain financial planning concepts.
Share success stories, such as older MDRT qualifiers, to demonstrate
persistence and potential.

06 INSPIRE THROUGH STORIES

Elevate the role of insurance agents:
Highlight the meaningful service agents provide in helping clients secure
their futures.
Instill pride in the profession by emphasizing its impact on delivering care
and protection.

05 PROMOTE PROFESSIONALISM
AND MEANING

Invest in your team's skills and confidence:
Bite-sized training: Break down learning into manageable segments,
covering essentials like warm-ups, fact-finding, and handling objections.
Practical scenarios: Use drills to build mastery, ensuring agents meet high
performance standards.
Learn from winners: Engage MDRT, COT, and TOT qualifiers as trainers to
inspire success.
Leverage technology: Incorporate digital resources like cloud-based
training videos for on-demand learning.

04 TRAINING AND DEVELOPMENT:
THE ENGINE OF GROWTH
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Stand out with creativity and engagement:
Use innovative strategies to capture client interest.
Tailor financial concepts to resonate with your target audience.

07 DEVELOP A UNIQUE SELLING PROPOSITION

Foster a culture of recognition:
Celebrate milestones like achieving MDRT, COT, and TOT as a team.
Use shared successes to fuel motivation and reinforce a winning culture.

10 CELEBRATE TEAM SUCCESS

KEY TAKEAWAY
Building a 100% MDRT agency demands a commitment to quality

recruitment, targeted training, focused marketing, and unwavering
determination. By fostering an environment of inspiration, high activity,

and professional pride, you can transform your team into a thriving
success story.

 
This is your blueprint to inspire, grow, and lead your agency toward

achieving 100% MDRT excellence.

High activity levels drive results:
Ensure agents commit to at least 15 appointments weekly.
Teach the art of referrals with a 5-step process:

08 ACTIVITY AND PERSISTENCE:
CONSISTENCY IS KEY

1.  Give sincere compliments.
2.  Use guiding questions to elicit “yes” responses.
3.  Clarify the purpose of referrals.
4.  Highlight the mutual benefits of referrals.
5.  Ask for three referrals at key moments.

Achieve goals through collective ambition:
Encourage team commitment by planning milestones, like attending
MDRT meetings together.
Adopt an ambitious mindset through which the entire team strives for
excellence.

09 DETERMINATION AND TEAM COMMITMENT
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The Elevator Pitch That Hit Rock Bottom

"Laughter & Lessons
for Leaders"

An ambitious agency leader steps into an elevator
with a high-profile prospect. Sensing an opportunity,
they launch into a passionate pitch with the
enthusiasm of a game show host. By the 20th floor,
the prospect hasn’t said a word, so the leader
nervously finishes with, “What do you think?” The
prospect looks at them with a smirk and says, “I think
you’ve convinced me... to take the stairs next time.”

Takeaway: Brevity is your best friend, especially
in confined spaces!

A life insurance agency leader walks into a coffee shop and
orders a double shot espresso. The barista says, “Wow, you
must have a long day ahead!” The leader grins and replies,
“That’s why I need someone like you on my team to make it
shorter.” The barista laughs awkwardly. Undeterred, the
leader leans in and says, “Think about it — unlimited income,
flexible hours, and best of all, free coffee if we keep meeting
here!”

The Coffee Shop "Recruitment Strategy"

Takeaway: Who needs job boards when you have charm,
caffeine, and a captive audience? Recruiting can happen
anywhere — just keep it brewing!
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10 Rules to
Build Your 
Multi-Million-
Dollar Agency

Building a multi-million-dollar agency

requires more than ambition — it

demands action, leadership, and

accountability. As a manager, success

begins with genuine self-reflection. Are

you ready to do what it takes? These 10

rules provide a roadmap for agency

leaders aspiring to create mega-agencies,

emphasizing the mindset and actions that

are necessary to thrive in today’s

competitive environment. BY Andrew A. Cohen, CLU, CHFC, LLIF, an
insurance veteran with 40+ years as an
agent, manager, trainer, and consultant.
You can reach him at aaclgm@hotmail.com.

A Look in the Mirror:

mailto:aaclgm@hotmail.com


Anyone can talk about their goals, but

results speak louder than words. If you’re

not ready to back up your words with

consistent action, it’s better to stay

silent. Commit to being the leader who

delivers, not just the one who promises.

Rule #3: Don’t Make False Promises

Powerful leaders don’t need to shout to

be taken seriously. They lead with

confidence, calmness, and results. Your

success as a manager will be evident in

your agency’s performance and

reputation, not in the noise you make.

Rule #4: Lead With Confidence

Statements like “I hope to do better” or “I

wish I had more agents” won’t get the job

done. You can’t “do” a hope or a wish;

only tangible actions will accomplish

your goals. Building a mega-agency

requires a clear plan, followed by diligent

efforts.

Rule #2: Don’t Rely on Hopes and
Dreams as Strategies

Ambition without action leads nowhere.

At company meetings, avoid making

empty declarations like, “I’m building a

mega-agency!” unless you’re prepared to

follow through. Words are cheap; your

actions and results should define you.

Rule #1: Let Your Actions Speak for You

Yoda said it best: “Do. Or do not. There is

no try.” Ask yourself, “Am I ready to fully

commit to the work required to build a

mega-agency?” If the answer is no, that’s

okay — focus on being a top producer

instead. But if you’re ready, stop trying

and start doing.

Rule #5: Don’t “Try”; Commit Fully

Why do you want to be a manager? Is it just

for your ego, awards, or financial gain? True

agency builders thrive on developing

people. They take pride in mentoring agents,

watching them succeed, and building a

legacy. Make sure your motivations align

with the long-term commitment required to

grow a mega-agency.

Rule #6: Know Your “Why”
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“Retaining quality agents

is the cornerstone of a

mega-agency.”



Most likely, when you started selling, the

market was different. Today’s agents face

fierce competition from banks, online

platforms, and informed consumers.

Regulations are tighter, exams are harder, and

skepticism is higher. To build a mega-agency,

your role as a manager must include hands-on

training, coaching, and mentorship.

Rule #9: Recognize the Changing Game 

Your agents and their performance are a direct

reflection of your leadership. If you don’t like

what you see, take responsibility and make

changes. Building a mega-agency isn’t about

grand declarations — it’s about consistently

doing the work to recruit, train, and grow one

quality agent at a time.

Rule #10: Know that Your Agency Reflects You

Managers focus on processes; leaders focus on

people. Ask yourself:

How many agents from the past three years

are still with you?

How many have been successful under your

guidance?

If your turnover is high and success stories are

few, it’s time to shift from managing numbers to

developing people. Retaining quality agents is

the cornerstone of a mega-agency.

Rule #8: Be a Leader, Not Just a Manager

Look at your numbers. If over 50% of your

agency’s production comes from you, you’re

more of a producer than a manager. A revolving

door of agents won’t build a mega-agency.

Instead, focus on recruiting, developing, and

retaining high-quality agents who drive

sustainable growth.

Rule #7: Ensure You Are Truly Managing 

Stop Talking and
Start Doing

Building a multi-million-dollar
agency takes more than ambition —

it takes deliberate, consistent
action. Follow these 10 rules to align

your mindset, focus your energy,
and take the steps necessary to
create an agency that thrives.

Your success begins with

the person staring back at

you in the mirror. Are you

ready to take control and

lead the way?
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BY Guohua Xu, CIAM, a 30-year experienced
leader from Ping An, Shanghai,  leading
1,300 team members.

Celebrating milestones is about reflecting on
achievements, expressing gratitude, and charting a
bold vision for the future. On November 17th, 2024,
I hosted my 30th Anniversary Appreciation Event at
the Shanghai Grand Theater’s Starry Sky Banquet
Hall. This milestone allowed me to reflect on my
journey as a Senior Director at Ping An Insurance,
highlight my achievements, and share a roadmap
for the next three decades.

With a career spanning 30 years, I am proud to
have consistently earned over a million RMB
annually, qualified for the prestigious MDRT award
every year, and led a high-performing team that, at
its peak, surpassed 5,000 members. These
accomplishments highlight my personal
dedication and the power of effective leadership
and teamwork.

Lessons from My 30-Year Celebration

HOSTING A SUCCESSFUL PERSONAL
APPRECIATION EVENT:
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A personal appreciation event is a strategic
opportunity to strengthen relationships,
inspire stakeholders, and position yourself as
a leader in your industry. For me, my event
was about acknowledging the incredible
people who supported me, showcasing key
achievements, and motivating others to
dream big and persevere.

Why Host a Personal
Appreciation Event?

1. Showcasing Achievements and Credentials

Milestone events are the perfect platform to highlight accomplishments and inspire confidence in
your journey. For my event, I shared the following personal successes:

Consistently earning over a million RMB annually.
Qualifying for MDRT standards every year and attending global MDRT Summits in Philadelphia
and Los Angeles.
Leading a team of over 5,000 members at its peak, with a current team of 1,300.

These milestones resonated with my audience, reinforcing the credibility and value of my
contributions to the insurance industry.

Key Elements of a Successful Appreciation Event

2. Crafting a Thoughtful Guest List

A thoughtfully selected guest list guarantees that the event authentically represents those who have
supported your journey. My invitees included:

Clients: My first insurance client and my most significant client.
Mentors and Leaders: Founders and executives from Ping An, including Li Gang, a founding
member, and He Zhiguang, the division founder at the Shanghai branch.
Family: My family added a personal touch with video blessings sent by my son from the U.S. and
my daughter from the U.K.
Industry Leaders: Prominent figures like Yu Feng, President of the Chinese Insurance Managers
Association, sent video messages of congratulations.

Inviting those who represent your past, present, and future creates a meaningful narrative that
resonates deeply with your audience.
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4. Designing a Memorable Program

A structured program ensures the event
remains engaging and impactful. My
program included:

Welcome and Recognition:
Acknowledging individuals who
played pivotal roles in my career.
Video Messages: Personalized videos
from family and industry leaders
added emotional depth.
Speech and Vision Sharing: Sharing
my goals for 2025 and my broader
vision for my career inspired and
motivated my audience.

Balancing personal reflections with
forward-looking aspirations keeps
attendees engaged and inspired.

3. Choosing the Right Venue

The venue sets the tone for the event. I
carefully chose the prestigious Shanghai
Grand Theater to reflect the grandeur of
my milestone. Key considerations for
selecting a venue include:

Alignment with your personal brand
and event goals.
Capacity and functionality to
accommodate your guest list.
Technological capabilities for
elements like video presentations
and speeches.

Practical Tips for Event Planning

Set Clear Objectives: Define whether your focus is celebrating milestones,
strengthening relationships, or sharing future goals.

Plan a Budget: Allocate resources wisely to balance quality with impact.

Delegate Effectively: Enlist professionals for planning, AV setup, and event
execution to ensure smooth delivery.

Personalize the Experience: Tailor the event to reflect your values,
accomplishments, and vision.
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Sharing the Vision for the
Future

One of the most significant moments of
the event was announcing my vision for
the next 30 years. I presented the following
outline of clear, actionable goals:

First Decade (2025–2034):
Goals:

Mentor 100 top talents to become
million-yuan insurance
entrepreneurs.
Rebuild a high-performing team of
1,000 members.
Contribute 10 billion RMB in
premiums, 1 trillion in insurance
value, and significant company
growth.

Second Decade (2035–2044):
Focus: Establish a nonprofit insurance
learning organization to empower over
a million agents with enhanced skills
and mindsets.

Third Decade (2045–2054):
Focus: Share knowledge and resources
through philanthropy, creating a
lasting legacy.

Closing Thoughts

A successful appreciation event does more
than celebrate — it connects, inspires, and
sets the stage for future accomplishments.
My 30th Anniversary Celebration allowed me
to reflect on past achievements, honor those
who supported me, and motivate others to
dream bigger and work harder.

I hope my journey and insights serve to
inspire others to celebrate their milestones,
motivate their teams, and take bold steps
toward their goals. Remember, every
milestone isn’t just a destination; it’s the
foundation for even greater ambitions.

"Every milestone isn’t
just a destination; it’s

the foundation for even
greater ambitions."

INSPIRE
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Michael 
TIME AND KNOWLEDGE
Keys to Creating a Successful Business
Succession Planning Practice



Seow

BY Michael Seow, ChFC, TEP, IBFA, CIAM, a
Senior Financial Services Director with 35+
years in estate and business succession
planning. He can be reached at
michaelseow1174@gmail.com.



“You want people to
recommend you as they

would recommend a doctor
if their friends were sick.”

                 s a Senior Financial Services Director at
Prudential Assurance Company Singapore, Michael
Seow has more than 35 years of experience in the
financial services industry, specializing in estate and
business succession planning. His expertise,
experience, and guidance help businesses and
individuals secure their financial future and legacy. He
is passionate about helping people achieve financial
security and peace of mind.

In this interview with Inspire, Michael shares insights
on advanced sales strategies and the niche market of
business succession planning. 

Q. Can you share your approach to developing
advanced sales strategies that help agents stand
out in competitive markets?

A. There are so many ways to respond to this
question. First and foremost, you need to define your
own value proposition and differentiation. What
makes you stand out? Is your greatest value
personalized service, specialized expertise, or
innovative solutions? Highlight these selling points in
your outreach and marketing. 

Ongoing learning and regular upskilling are also key.
Learn the basics before moving on to more
sophisticated concepts such as high-net-worth
estates or business succession planning. Stay aware
of changing regulations and evolving sales
techniques. In addition, it’s essential to learn the art
of asking powerful questions and listening to the
answers. Over 80% of my time is spent asking
questions. 

Cultivating genuine relationships with clients will
also help you rise above the competition. Understand
that sales extend beyond transactions, and that
relationship-building and networking will power your
agency. Stay connected at industry events, through
associations, and via influencers — in addition to the
basics of leveraging your existing client network for
recommendations. 

My last strategy is more practical, in terms of
innovative prospecting and recommendation
techniques. Encourage clients to give testimonials on
how you have had an impact on their financial future.
These can exist on your website or simply be
communicated from clients to friends. You want
people to recommend you as they would
recommend a doctor if their friends were sick.

A
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Q. What inspired you to focus on the business
insurance market as a niche area of expertise?

A. I know from firsthand experience the impact of not
having proper business succession planning. My
father was a small business owner who suffered a
stroke and became bedridden. His business collapsed
overnight and became bankrupt. My two older
siblings, who worked with him, lost their jobs, while
my two younger siblings and I joined the armed forces
just to help make ends meet. 

Once I left the Air Force in 1986, I joined the insurance
business. Early on, my manager organized a three-day
workshop with a business insurance speaker from the
United States. I didn’t know such a concept existed
and was fascinated with the ideas he shared. I
pondered if any of the methods he introduced would
have applied in my father’s situation. Would business
succession planning have saved my family from going
through our toughest times? My focus today and
interest in such planning, hopefully, would allow me
to work towards preventing that same fate from
affecting other business owners’ families.

Q. What innovative techniques have you used
to successfully tap into niche markets like
business insurance?

A. I wouldn’t exactly call these innovative, but they
definitely focus on a target market. Forget about cold
calling. Solicit recommendations from within specific
groups, e.g., business owners and professionals who
run their own firm or practice. Both markets currently
are underserved. For these types of clients, planning
must go beyond the “givens” of protection, health,
savings, and investments. The challenge is to help
them pass on their business or practice to someone
they trust in exchange for a fair market value.

Q. How do you recommend life insurance
agents balance their focus between high-
volume sales and securing quality, long-term
clients?

A. This is all about transition. Easing into quality,
long-term clients takes time. I recommend the 80/20
rule. Spend 80% of your time soliciting business and
20% on nurturing your long-term quality clients.
Establishing yourself in this type of business takes
about 3 to 5 years.

“Spend 80% of your time
soliciting business and
20% on nurturing your

long-term quality clients.”
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Q. How do you identify opportunities within the
business insurance market that others may
overlook?

A. First, I think you must understand that this is a largely
untapped market. Many financial advisors lack the
knowledge to handle its complexity. It is neither an
easy nor a fast turnaround kind of job. Most banks have
cornered the market on key person insurance,
incidentally, one of the simplest concepts for business
succession planning. However, that often means an
incomplete estate plan that leaves business owners
exposed. 

Business succession planning is complex and requires
time and effort to complete the job. It may include
family legacy planning, asset preservation, credit
protection, employee rewards, and retention, just to
name a few. You must deal with complex structures like
holding companies, private trusts, and family offices.
You will have to communicate with multiple decision-
makers (e.g., shareholders, partners, lawyers, spouses,
adult children). It may take months to close one case. If
you keep the long game in mind, you will succeed.

Q. What unique challenges does the business
insurance market present, and how do you
address them to achieve success?

A. One of the greatest challenges is that most people
have a completely distorted idea of what we do as
business succession planners. They sometimes
perceived us as unqualified sellers of “products.”
Business owners may feel that in-depth planning can
only be achieved by lawyers and bankers. And
professionals in other fields are often skeptical of our
knowledge and capabilities. The best way to overcome
these stereotypes is to continuously upgrade and
upskill our knowledge base.

In addition to the ABCs (see sidebar), you need to be
able to communicate with business owners about
estate maximization and equalization, as well as
portfolio diversification. Know the ins and outs of the
instruments used for estate planning, such as trusts,
wills, buy/sell agreements, powers of attorney, and
advanced medical directives. The knowledge required
for this type of planning is extensive and ongoing. You
will need a working knowledge of different entities
such as holding companies or limited liability
partnerships. Not to mention the constantly evolving
legislation that needs to be considered: income tax,
intestate succession, partnership, and property, among
others.

The ABCs of Business
Succession Planning

sset Protection Planning

uy/Sell Arrangements

redit Protection Planning 

irector/Key Person Planning 

xecutive Reward and Retention Planning 

A
B
C
D
E



Remember that forming strategic alliances
with other professionals is key. You can win
their trust by demonstrating your capabilities,
your work ethic, and your willingness to learn.

Q. How can leveraging a niche market like
business insurance fuel a leader’s journey
toward mega-agency status?

A. Currently, not all of them chose to embrace the
complexities of business planning. Striving for
mega-agency status within the business insurance
world can be challenging. It requires nurturing
already-existing producers as well as encouraging
new recruits to practice in that same direction.
Within my agency, for example, I encourage
ongoing training for all, including estate planning
and advanced sales training. In terms of incoming
candidates, we recruit with an eye toward business
succession planning. This may mean that our
candidates are older, mid-career, senior-level,
perhaps with backgrounds in legal, tax, or banking.
I anticipate it will take at least 5 years to transition
my current agency into an agency of business
succession planning professionals.

Most of all, remember that tapping into the
business planning market requires time. Time to
learn and acquire knowledge from experts. Time
spent getting recommendations and networking
with owners, professionals, associations, and
business communities. Time building strategic
alliances with lawyers, accountants, trust advisors,
and business evaluators. Time building
relationships with clients. In the end, it will be time
well spent.



THE CHANGING FACE OF
DISTRIBUTION IN THE
UNITED STATES

“Are you prepared to lead the diverse
workforce of Generation Z, Generation
Alpha, and humanoid robots?”

    he changes we will experience in the
next 10 years may far exceed those we
have witnessed in the last 100 years.
The COVID-19 pandemic has
profoundly altered workplace norms
and accelerated trends once deemed
unimaginable, claiming more than 7
million lives globally, including over 1.2
million in the U.S., according to the
World Health Organization. The
insurance industry, long rooted in
tradition, must now embrace these
changes or risk obsolescence.

T

BY Tariq Khan, NYU professor,
keynote speaker, business leader,
and founder of Global Diversity
Marketing. He can be reached at
tkhan@gdmus.com.
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The Impact of Humanoid
Robots and AI

According to a recent report by
Morgan Stanley, the U.S. could
have 8 million humanoid
robots in the workforce by
2040, contributing $357 billion
in economic impact. This
number will rise to 63 million
robots by 2050, potentially
affecting 75% of occupations.
These robots, alongside AI, are
already disrupting industries
and offering opportunities to
enhance efficiency in the
insurance sector. Although AI
and robotics won’t replace
insurance agents immediately,
they are gradually redefining
how work is performed.

Evolving Demographics and
Workforce Diversity

Today’s insurance leaders are
predominantly Baby Boomers
and Gen Xers —often older
white men. Meanwhile, the
incoming workforce and client
base are becoming younger,
more multicultural, and more
diverse. As this shift occurs,
women, LGBTQIA+ individuals,
and eventually humanoid
robots will shape the modern
workforce. In fact, according to
the U.S. Census Bureau, 76% of
the U.S. population comprises
women and multicultural
groups. 

"The U.S.
could have 8

mill ion
humanoid
robots by

2040,
contributing
$357 bil l ion

to the
economy.”
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Therefore, the diversifying workforce reflects
the demographical transformation of the
country at large. 

There is a clear disconnect between traditional
practices and the expectations of younger, tech-
savvy clients. Leaders must learn from
companies like Kodak and Blockbuster, who
failed to adapt to evolving market demands. To
ensure long-term success, embracing
technology, promoting inclusivity, and aligning
business models with modern expectations is
essential.

Strategies for Success

In response to these changes, the insurance
industry must adopt a proactive, strategic
approach to adaptation rather than panic and
stunt progress. In terms of technology, AI
should be used to empower agents, allowing
them to focus on building relationships and
delivering tailored solutions. Tools like CRM
systems and ChatGPT transform how agents
prospect, schedule, and communicate with
clients, enabling more personalized and
efficient service.

“There is a clear
disconnect between
traditional practices
and the expectations

of younger,  tech-
savvy cl ients.”
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At the same time, the industry must prioritize recruiting and retaining diverse talent.
Women, multicultural advisors, and LGBTQIA+ individuals must be included in leadership
pipelines to reflect client demographics. Failing to adapt risks losing market relevance and
missing significant growth opportunities.

This demographic shift is not just about representation but about aligning workforce
composition with evolving consumer needs. Leaders who embrace diversity can foster
trust, improve client engagement, and better serve their communities.

The Path Forward

The insurance industry is at a crossroads where embracing innovation, diversity, and
technology will determine its future. By integrating AI, recruiting inclusively, and addressing
clients' evolving needs, the industry can navigate these transformative times and secure its
place in a rapidly changing world.

The question remains: 

Are you ready to lead this
transformation and shape the

future of distribution?
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Let us help you.
DID YOU KNOW?

Every third American is multicultural.
Over 40% of small businesses are owned by women and minorities.
Robots can take over 20 million jobs globally by 2030.

Is your organization prepared to lead in the changing environment? If not, let us help
you to leverage the opportunity and grow. Global Diversity Marketing (GDM) is a full-
service consulting firm that can help with market intelligence, strategy, and execution.
Please email brian@gdmus.com to explore our program further. You can also visit our
website www.gdmus.com to learn more about our services.

LEADERSHIP IN CHANGING TIMES
By Tariq Khan
Founder, Global Diversity Marketing

Order the book, 
“Leadership in Changing Times” 

A must read for every leader. 
Order now at GDMUS.com

http://www.gdmus.com/
http://www.gdmus.com/
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THE SOCIAL
MEDIA STRATEGY

By Sheng Yi Koh, MSc, a Top 3 Great
Eastern Malaysia Group Manager
since 2019 and International Dragon
Award (IDA) Gold Recipient.



BEHIND A 
$10M AGENCY 

Sheng Yi Koh, a Group Manager (GM) at
Great Eastern Life Malaysia, achieved an
extraordinary milestone last year by
building a $10 million agency. His secret?
Leveraging the power of social media to
connect, inspire, and recruit. In this
interview with Inspire, Sheng Yi shares his
journey of transforming social media from a
casual platform into a cornerstone of his
business strategy. From identifying the
right audience to crafting authentic content
and integrating digital efforts into his
growth strategy, Sheng Yi provides
invaluable insights to help agency leaders
unlock the immense potential of social
media to scale their agencies.



Q. What was your primary goal in using social media,
and how did it contribute to scaling your agency to the
$10 million mark?

A. When Facebook started in 2004, many people,
including myself, turned to it to share life updates with
friends and family. Over time, I began using Instagram
and other social media platforms for leisure. However,
my perspective changed dramatically when a mentor
posed a powerful question: "Are you just a consumer of
social media, or are you leveraging these platforms to
scale your business and share your value?"

That question sparked a transformation in how I
viewed social media. I began to see it not just as a
place for lifestyle photos but as a powerful tool to grow
my agency. I developed a strategic game plan to scale
my business using social platforms. Knowing people
spend hours scrolling through their phone screens
daily, I crafted strategies to build traffic, attracting my
ideal audience and converting them into clients and
advisors. 

Furthermore, since the COVID-19 pandemic, I have
transitioned from traditional offline methods to a
hybrid approach enhanced by these online strategies.
This shift has doubled my agency's productivity,
proving the power of combining digital innovation with
traditional principles.

Q. How did you identify and connect with your
target audience on social media to drive
engagement and recruitment?

A. Knowing your target audience is extremely
important. To successfully utilize social media, you
must identify exactly who you are targeting, whether
it’s a potential customer or someone who could join
your agency. You also must know the demographic
you are reaching. 

For instance, when I aim to connect with and inspire
young individuals looking to build their careers, I
share lifestyle goals to spark their vision and
ambition. Showcasing my travel and lifestyle content
can also capture their attention and resonate with
their aspirations.

On Instagram specifically, a social media user will
first notice you on the Explore page or through a
mutual connection (such as on a tagged post). Then,
they can click on your page and determine whether
they like your content. Typically, if they like what they
see, they will follow your page. Over time, with
consistent exposure, they will learn more about you,
your work, and what you represent. The goal is to 

The goal is to position yourself as a trusted and
inspiring presence so that when the timing is right —
when someone is seeking a change in their career or
life — they know to turn to you.

Tip: Consistency is key. Frequently posting valuable
content is crucial for building trust and maintaining
visibility online.

 "ARE YOU JUST A CONSUMER OF
SOCIAL MEDIA, OR ARE YOU

LEVERAGING THESE PLATFORMS
TO SCALE YOUR BUSINESS AND

SHARE YOUR VALUE?"



Q. What types of content or campaigns were most
effective in building trust and credibility with potential
recruits and clients?

A. Your inner circle and the people you connect with are
two very underrated elements regarding credibility and
trust. By putting your profile out there and making it
visible, you’re creating an opportunity for others to see
your value — especially if you’re doing great work.

Take my Instagram profile, @shengyikoh, for example. I
use it to showcase daily lifestyle content that helps
break the ice and spark conversations with my
audience. These relatable posts create a connection,
making engaging on a personal level easier.

I believe that before someone decides to work with you,
they need to feel a connection. Ideally, they should
know and like you as a person before your first meeting.
Building this rapport starts with cultivating a strong
online and offline reputation.

Q. How do you achieve these connections? 

A. By consistently demonstrating your values, expertise,
and authenticity through what you share online while
maintaining integrity in offline interactions. When
people see that your personal brand aligns with your
actions, trust and credibility follow naturally. Remember
that success naturally attracts success. 

Q. How did you integrate social media efforts with
your overall agency strategy to ensure consistent
growth?

A. Online presence alone isn’t enough to ensure
success, but it plays a pivotal role in scaling my
agency. I see it as the digital equivalent of a name card
— not just for myself, but also for my business and the
advisors I work with. It provides a snapshot of who we
are, what we stand for, and the value we bring to our
clients.

I have always believed that truly great insurance
agencies derive their strength from their unique culture
and the quality of their teachings. These intangible
assets define an agency’s identity and set it apart.
However, the challenge lies in showcasing these
qualities to the public in a way that resonates and
leaves a lasting impression.

Q. What advice would you give to other agency leaders
looking to use social media as a tool for achieving
significant milestones like yours?

Having an online presence today isn’t about winning
the game — it’s about staying in the game. Social
media has become the foundation for visibility,
connection, and credibility in almost every industry.
Without it, you're playing catch-up in an increasingly
remote world.

Think about it: What will your business look like if
you’re not actively building your online presence now in
5–10 years? Will it still be competitive? Will potential
clients or partners even know you exist?

The truth is that social media isn’t just a marketing
tool; it’s the modern-day storefront of your personal
and professional brand. It’s where first impressions are
made, relationships are built, and opportunities are
created. Starting now means futureproofing your
business, ensuring you remain relevant, visible, and
ready to compete in a rapidly evolving market.

Don’t wait until it’s too late! Start building your digital
presence today. Your future self and your business will
thank you.

INSPIRE
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Listen, I know exactly where you are
right now. 

Five years ago, I was sitting at my
desk, staring at a list of cold leads that
seemed to go nowhere. 

Today? My agency generates qualified
leads at $8-12 each, with a 28%
conversion rate to appointments. This
isn't just luck; it's about building
systems that work while you sleep.

Let's get real about the challenges
we're all facing. If you're like most
insurance agents I mentor, you're
probably drowning in expensive leads
that don't convert, spending countless
hours on manual prospecting, and
watching your competitors dominate
the digital space. 

Trust me, I've been there. The old way
of door-knocking and cold calling still
has its place, but it's no longer
enough to scale in today's market.

From Cold Calls to Hot Leads: 

A Modern Insurance
Agent's Guide

BY Hamid Mahmood, digital marketing
strategist, author, and founder of Software
Pro, empowering agency growth.
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Building an Insurance Agency Marketing System

Let's talk numbers first, because in this business, numbers don't lie. Here's what you
need to track:

CPL (Cost Per Lead) Formula: Total Ad Spend / Number of Leads Generated Industry 

This value typically hovers between $20-30, but we're consistently hitting $8-15. 

How? By leveraging technology and understanding our metrics. Lower CPL doesn't
always mean better quality — it's about finding that sweet spot where lead quality
meets sustainable acquisition costs.

CPA (Cost Per Acquisition) Formula: Total Marketing Cost / Number of Acquisitions 

While traditional approaches see costs of $200-300 per acquisition, our automated
systems have brought this down to $150. That's a 40% reduction in cost while
maintaining quality. 

The real game-changer? Marketing automation and strategic channel selection.

ROI Formula: (Revenue - Investment) / Investment × 100 

This is where the magic happens. By tracking this number consistently, we've identified
which channels deliver the highest return, allowing us to double down on what works.

Technology-Driven Lead Generation Strategies

Let me break down the exact tech stack that transformed my agency — and no, this
isn't about throwing money at fancy tools. It's about the smart implementation of
proven solutions.

1. LinkedIn Automation Funnel: 

This isn't just another social media platform. When I first started using Navigator
strategically, our qualified leads jumped by 60%. Here are our exact techniques:

Profile Optimization (15% increase in connection acceptance)
Connection Sequence Strategy (250 targeted requests/week)
Content Drip System, with a sample weekly schedule:

Monday: Share success stories
Wednesday: Market insights
Friday: Client wins

Engagement Automation (3-2-1 method)
3 valuable posts per week
2 industry insights
1 success story
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Message Sequence Blueprint:
Day 1: Connection request with personalized note
Day 3: Value-add content share
Day 7: Case study or success story
Day 14: Soft pitch with clear call to action

2. Facebook UGC (User Generated Content) Platform: 

Here are some effective strategies using this application:

Client testimonial videos (60-90 seconds)
Before/after stories of business protection
Live policy payout stories
Educational content pieces

Our metrics show UGC content generates 3.2x higher engagement, with an average
watch time of 47 seconds. This translates to a $12 cost per qualified lead and a 22%
conversion rate to appointments.

3. Email Automation (But Done Right): I use ActiveCampaign, but here's what matters
more than the tool: personalization at scale. Create email sequences that respond to
specific client behaviors. When a prospect visits your website's life insurance page,
trigger a sequence sharing real client success stories. This approach doubled our
response rates.

4. Video Prospecting Tools: Here's something most agents miss: using video for
personalized outreach. Tools like Loom or BombBomb let you send quick, personal
video messages. From my experience, when I started sending 2-minute personalized
videos to high-value prospects, my response rate shot up to 35% from ___%. People buy
from people they trust, and video builds that trust faster than any written message.

5. The CRM Sweet Spot: Listen, you don't need the most expensive CRM out there.
What you need is one you'll actually use frequently. I recommend starting with
something simple like HubSpot (free version) or Zoho. The key is setting up automation
for follow-ups. No prospect should ever slip through the cracks because you forgot to
follow up.

6. Social Media Management: Buffer or Hootsuite will help you maintain a consistent
presence without spending hours each day on social media. Share valuable content
three times a week, mix in client success stories, and watch your authority grow.

Scaling Your Insurance Agency Through Digital Transformation

Look, I get it. Navigating all these tools might feel overwhelming. But remember where I
started — a solo entrepreneur with big dreams and limited resources. The growth
between then and now isn't just due to new technology; it's a mindset shift.

ISSUE 1,  2025                                                                                                                                                                        INSPIRE MAGAZINE |  86



Here's your three-step action plan to get started today:

1. Pick ONE tool from what I've shared. I recommend starting with LinkedIn Sales
Navigator if you operate B2B or the email automation system if you're focusing on B2C.
Master it before moving on.

2. Commit to spending 30 minutes each day learning and implementing your chosen
technology. That's it — just 30 minutes. Consistency beats intensity every time.

3. Track these key metrics thoroughly:
Cost per lead (CPL)
Cost per acquisition (CPA)
Response rates
Conversion numbers
ROI per channel

Remember this: the insurance agents who will thrive in the next decade aren't
necessarily the ones with the biggest budgets. They're the ones who adapt, learn, and
take action consistently.

I built my 7-figure agency by embracing these changes one step at a time, and you can
too. The technology is there, the market is ready, and now you have the roadmap. Your
success metrics are waiting to be written.

Want to dive deeper into these strategies? Connect with me on LinkedIn, and let's
continue this conversation. Your future clients are out there! It's time to reach them in a
way that works in 2025 and beyond.
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1. Embrace Failure as a Learning Opportunity

Many successful entrepreneurs view failure not as a setback but as a stepping stone to success. For
instance, Elon Musk faced numerous challenges with SpaceX and Tesla but persisted, leading both
companies to significant achievements. 

2. Prioritize Customer Needs

Understanding and addressing customer pain points is crucial. Marc-Kwesi Farrell, former Starbucks
executive and founder of Ten To One rum, emphasizes the importance of having a clear purpose and
mastering storytelling to convey the brand's narrative effectively. 

3. Continuous Learning and Adaptability

The business landscape is ever-evolving, and staying adaptable is key. Steve Blank, known as the
“father of modern entrepreneurship,” stresses the critical importance of AI for startups, emphasizing
that those who aren’t leveraging AI technologies are already obsolete. 

4. Build a Strong Team

Surrounding oneself with experienced individuals and being open to feedback fosters innovation.
Philip Letts, leader of The Letts Group, advises focusing on solving real customer pain points through
thorough research and ensuring customer satisfaction by continually seeking improvement. 

5. Cultivate a Strong Vision

Successful entrepreneurs understand the importance of having a clear and compelling vision. Howard
Schultz, the former CEO of Starbucks, turned a small coffee shop into a global phenomenon by
staying committed to his vision of creating a "third place" between work and home.

Lessons from Iconic
Entrepreneurs

Learning from the experiences of renowned entrepreneurs can provide valuable
insights for aspiring business leaders. Here are some key lessons from notable figures:
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Recharge and Thrive
for Multi-Million-
Dollar Agency Leaders
As a multi-million-dollar agency leader, balancing relentless work demands
with personal well-being can be a challenge. Traveling not only provides a
change of scenery but also offers opportunities to rejuvenate both body and
mind. Here are curated travel and wellness recommendations to help you
recharge and return with renewed energy and focus.

T R A V E L  A N D  W E L L N E S S

BY Inspire Team
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1. OPT FOR WELLNESS-FOCUSED DESTINATIONS

Consider destinations that combine luxury with wellness.
Retreats like Amangiri in Utah or Six Senses in the
Maldives offer serene settings with tailored wellness
programs, including yoga, meditation, and spa therapies.
These escapes allow you to disconnect from your hectic
routine and reconnect with yourself.

2. INCORPORATE ACTIVE ADVENTURES

Engage in travel experiences that blend relaxation with
physical activity. Hiking through the Swiss Alps or cycling
in Tuscany provides an adrenaline boost while immersing
you in stunning landscapes. Physical activities help reduce
stress and improve mental clarity, making it easier to
tackle big decisions back at the office.

3. PRIORITIZE DIGITAL DETOX

Even during work trips, carve out time to unplug. Dedicate
specific hours for email and calls, and spend the rest of
your time fully immersed in your surroundings. Resorts
like Kamalaya in Thailand offer digital detox programs
that encourage mindfulness and deep relaxation, helping
you break free from constant connectivity.

T R A V E L  A N D  W E L L N E S S

4. EXPLORE WELLNESS-INFUSED BUSINESS TRAVEL

Many luxury hotels now cater to wellness-conscious
executives. Brands like Four Seasons and Mandarin
Oriental offer programs with in-room yoga kits, nutritious
meal options, and quick spa treatments designed for busy
professionals. This allows you to maintain wellness even
during high-pressure business trips.

5. REFLECT AND REALIGN

Use your travel time to reflect on your goals and vision.
Journaling during a quiet moment or scheduling one-on-
one time with a mentor at an inspiring location can help
you refocus and align with your purpose.
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Final Thought
Travel isn’t just a break — it’s an investment in yourself.

Prioritize wellness on your journeys to recharge your energy,
elevate your leadership, and inspire your team to follow suit.

T R A V E L  A N D  W E L L N E S S
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"Embrace the future with 13 game-changing
predictions to transform possibil ities."
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13 GAME-CHANGING
PREDICTIONS FOR L IFE INSURANCE

The l ife insurance industry is  undergoing
transformative changes,  fueled by technological
advancements,  shift ing consumer expectations,
and evolving global dynamics.  Here’s our bold
vision of 13 game-changing predictions shaping
the future of l ife insurance.



Prediction :  Life insurance wil l  be tai lored to
individuals’  unique needs,  leveraging AI  and big
data analytics to provide customized coverage.
Policies wil l  adapt dynamically to l ife events such
as marriage,  childbirth,  or career changes.

Example :  A young professional may automatically
receive additional coverage as they start a family,
with premiums adjusted based on their  l ifestyle
and financial  goals.

1.  HYPER-PERSONALIZED LIFE INSURANCE

Prediction :  Life insurance wil l  merge with health
and wellness ecosystems. Wearables,  apps,  and IoT
devices wil l  track health metrics,  rewarding
policyholders with lower premiums for maintaining
healthy l ifestyles.

Example :  Policyholders who meet f itness goals or
maintain good biometric indicators (e.g. ,  heart
rate,  sleep patterns) could earn discounts or
cashback rewards.

2. WELLNESS-DRIVEN POLICIES

Prediction :  Life insurance wil l  increasingly be
embedded in everyday f inancial  services,  such as
mortgages,  investment plans,  and employer
benefits,  making it  more accessible and
convenient.

Example :  When a consumer takes out a home loan,
a bundled l ife insurance policy wil l  ensure the loan
is paid off  in case of unforeseen events.

3. EMBEDDED LIFE INSURANCE

Prediction :  Traditional lengthy underwriting
processes wil l  be replaced with instant,  AI-
powered assessments using real-time data.  This
wil l  el iminate friction and enhance customer
experience.

Example :  A new policy could be issued within
minutes based on a customer’s digital  health
records and credit  profi le,  with no need for a
medical  exam.

4. REAL-TIME UNDERWRITING
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Prediction :  Life insurance providers wil l  adopt a
fully digital  approach, offering seamless online
policy purchases,  claims processing,  and customer
support via apps,  chatbots,  and virtual  assistants.

Example :  ChatGPT-l ike AI  assistants wil l  choose
the policy best suited to their  unique needs,
calculate coverage needs,  and fi le claims,  al l  in
one conversation.

5. DIGITAL-FIRST CUSTOMER EXPERIENCE

Prediction :  Affordable,  bite-sized l ife insurance
policies wil l  be developed for underserved
populations in emerging markets,  increasing global
l ife insurance penetration.

Example :  Policies with low premiums and payouts
(e.g. ,  $1/month for $5,000 coverage) wil l  be
delivered by mobile platforms to patients in rural
areas.

6. MICRO LIFE INSURANCE FOR EMERGING       
    MARKETS

Prediction :  Life insurance wil l  integrate more
deeply with f inancial  planning,  focusing on wealth
transfer,  retirement income, and legacy building.

Example :  Policies wil l  offer f lexibil ity to switch
between death benefits and l iving benefits,
supporting customers’  retirement goals or medical
expenses.

8. LEGACY PLANNING AND INTEGRATION 
    WITH FINANCIAL GOALS

Prediction:  Cl imate change wil l  shape new l ife
insurance offerings,  accounting for r isks related
to extreme weather and environmental  health
impacts.

Example:  Policies may provide additional benefits
for customers in high-risk areas to mitigate
climate-related mortality r isks.

7. CLIMATE-RESILIENT LIFE INSURANCE
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Prediction:  AI  wil l  streamline claims processing,
ensuring faster payouts while identifying and
reducing fraudulent claims.

Example:  Famil ies wil l  receive claim payouts
within 24 hours of submitting death certif icates,
with fraud checks automated by blockchain.

9. AI-POWERED CLAIMS AND FRAUD 
    PREVENTION

Prediction:  Life insurance wil l  emphasize l ifespan
management,  helping customers prepare for
extended l ife expectancy with policies designed
for centenarians.

Example:  Policies wil l  combine death benefits
with l iving benefits l ike long-term care coverage
or age-specif ic annuities.

13. FOCUS ON LONGEVITY AND LIFESPAN 
      MANAGEMENT

Prediction:  Life insurers wil l  al ign with
Environmental,  Social ,  and Governance (ESG)
goals,  offering green investments as part of l ife
policies and promoting sustainable practices.

Example:  Policyholders may receive investment
options that focus on renewable energy or
community-building init iatives.

11.  SUSTAINABLE AND ESG-DRIVEN LIFE 
      INSURANCE

Prediction:  Life insurance providers wil l  offer
emotional and mental  health resources as part of
their  value proposition.

Example:  Policyholders may receive grief
counseling,  talk therapy,  or f inancial  planning
sessions for their  beneficiaries as added services.

10. BEHAVIORAL AND EMOTIONAL SUPPORT

Prediction:  Decentralized and community-driven
life insurance models wil l  emerge,  powered by
blockchain and smart contracts.

Example:  Groups of policyholders may pool
resources to insure one another,  with payouts
triggered by blockchain-based validation.

12. PEER-TO-PEER LIFE INSURANCE MODELS

"The future of l ife insurance

is not about policies;  it 's

about partnerships in l ife’s

journey."
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The future of l ife insurance is  being reshaped by
transformative trends that priorit ize customer-centricity,
technological  innovation,  and adaptabil ity to global
challenges.  These predictions signal  a shift  for insurers
from reactive risk management to proactive roles as
partners in l ife planning and well-being.

As a result,  l i fe insurance is  evolving from a static
financial  product into a dynamic,  integrated solution that
supports individuals'  f inancial  and emotional security,
seamlessly embedding itself  into everyday l ife.

THE IMPACT OF 13 GAME-
CHANGING PREDICTIONS
ON LIFE INSURANCE
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