
 



 

 

 

To all the insurance agents in America who do things 

the right way,  

 

"May your tribe increase." 

 

To those insurance agents, who are still learning how to 

properly serve America,  

 

"May you never lose your moral compass." 
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PREFACE 

Before the Watergate scandal cemented Richard M. Nixon in history's Hall of Shame for good, 

he addressed the nation and declared, "I am not a crook." 

Fifty years later, another presidential candidate convinced the majority of Americans that he 

could be believed and trusted. 

It was not until after he was firmly seated in the White House that the majority of Americans 

have learned that they have been duped again by a presidential candidate's ambition. 

During the Health Care Reform debates of 2009-2010, Mr. Obama and his minions, used their 

charms to convince Americans that insurance agents were at best worthless, and at worst crooks. 

Well, my name is Timothy Barnes.  I am proud to have been an insurance agent for over 28 

years.   I am not currently running for, and have no intentions to run for political office, and "I 

am not a crook." 

I have been helping people with their insurance problems for almost three decades.  I have been 

able to help people use insurance plans to keep farms in their family' hands, pay for medical 

treatment for severely ill people, shelter money from the IRS and plan for their future needs 

during retirement. 

I have noticed that when a person is at their most stressed, there are typically only two people 

who can offer tangible comfort. 

1. Their pastor/priest can offer spiritual comfort 

2. Their insurance agent can offer financial comfort 

Some people get attached to their insurance agent. They can't do anything without calling their 

insurance agent first. 



In many cases, this attachment is for good reason.  The agent's dedication to continued learning, 

both in the classroom and through experience, justifies the attachment that their clients have for 

them.   

Others, including those sharp minds that brought you "Obamacare," think that insurance agents 

are nothing but greedy sales people.  That is only partly true. 

Granted, there are some who are in business only to make money.  They have no concerns for 

their clients. They were either trained poorly or developed bad habits somewhere along the line.  

They don’t care that when they act unprofessionally it reflects on all of us who try to help the 

public with their insurance needs. 

Fortunately, these bad agents are not as easy to find as the good ones.   However, it is the bad 

ones who get all the attention from politicians, comedians and the media.  

This may not be right, but it makes perfect sense to me.  After all, who wants to hear about a 

professional who does his job correctly when they can hear horror stories about the worst people 

in the profession? 

The ones that are doing their jobs correctly, do not sell policies or papers.  Political points are 

scored and advertisements sold only when the worst case scenario is emphasized. 

Once a person has been scammed by one of these idiots they can, understandably, lose trust in 

the entire profession.  They are less likely to seek professional help with their insurance needs.   

Our president has tried to convince the American public that buying health insurance is no harder 

than booking airline tickets on line.  In his opinion, if an individual can use a computer, he/she 

has all the knowledge required to buy health insurance.  If he is to be believed, all Americans 

need is help with the computer technology. 

The sad thing is that millions of American think the same way.  They attempt to buy health 

insurance on their own.  When that happens, they can take wrong turns if they do not know their 

way.  A professional insurance agent with some “horse sense” can guide them but only if people 

will let them. 



In October of 2013, Mr. Obama's highly anticipated health insurance exchanges began operation 

to less than favorable reviews.  Mr. Obama had led America to believe that a health insurance 

agent was not needed.  However, his computer system did not work as advertised. 

One of the solutions that Mr. Obama's Department of Health and Human Services looked to was 

the professionalism of the nation's licensed health insurance agents.  The very profession that 

Mr. Obama, and his followers, had declared unnecessary and obsolete in 2009 were the one that 

were begged to help bail out his "Marketplace" when it was found lacking. 

Kathleen Sebelius, who made certain that agent's commissions were calculated as an overhead 

expense subject to MLR restrictions is nothing more than a footnote in history.  Nancy Pelosi 

and Harry Reid are no longer able to influence, or pressure, votes in congress. 

Mr. Obama is no longer screaming anti-agent rhetoric, now that we have helped bail him out of 

the mess that he created.  He is still not willing to consistently admit that insurance agents are 

more than just sales people, but, at least, he has stopped his criticism of my profession. 

The good insurance agent can help you immensely.  The bad ones mirror what Mr. Obama 

described.  They can create more problems than if you had done your enrollment on  your own. 

I am writing this book for two reasons. 

First, I want to give you some guidance on what to look for when shopping for an insurance 

professional.   

 He will help you set up an insurance portfolio to meet your needs.   

 He will take the time to explain to you how you can maximize your benefits.   

 He will point out weaknesses in your portfolio. 

 He will give you solutions to these weaknesses. 

 He will act as a liaison when you have a problem with your health insurance. 

 He will periodically review your insurance portfolio and let you know when things 

change. 



A good agent will do all of those things for you if you will let him.  A bad agent will not. 

When you elect to use a bad agent, once you have bought a policy, you will never hear from him 

again.  He will be off to find another trusting soul that he can scam. 

Second, I want to give you some tips on things that you can do to protect yourself if you get 

fooled. 

Even the best person can be tricked into working with a con-man.  This book will give you an 

idea of what you can do if you end up with one even after taking precautions to avoid a less than 

professional insurance agent. 

I also wanted to take this opportunity to point out that my use of personal pronouns, in this book, 

is not meant to imply anything sexist or politically incorrect.  It is just that the English language 

does not have a gender neutral pronoun, other than "it".  I refuse to refer to a human being as an 

it. 

Throughout this work, I use the pronoun, "he" when referring to insurance professionals of both 

sexes. 

  



WHY YOU SHOULD CONSIDER USING AN INSURANCE AGENT 

“Here’s your problem!” The mechanic says.  He uses words and phrases that you do not 

understand to explain what has to be done, what parts are required and how much it will cost to 

fix your car. 

He is doing what comes naturally to all sales people. 

 

The person who works on your car is not a great deal different from your insurance agent.  All 

sales, whether it is car parts, political policies or insurance policies, use the same three tools.  

They are used by everyone whose job is to persuade others. 

 

The first thing that any sales person is going to do is disturb their prospect.  People are more 

likely to take actions when they perceive that there is a problem that they have the power to 

solve.   

There are three types of people who buy health insurance. 

1. People who research products before they buy things. They do their own "homework" 

before they buy anything.  They only buy something if they determine that they need it.  

They are moved to buy for logical reasons. 

2. People who buy because they were emotionally persuaded to do so.  They are the ones 

who are targeted by many of the advertisements on TV.  They actually believe that the 

Disturb Solve Implement 



money they send will be used to help an innocent animal, disabled veteran or starving 

child. 

3. Law-abiding Americans, whose government requires that he buy a certain type of health 

insurance.  This group is made up of both logically and emotionally motivated buyers.  

Yes, they still have some choices, but those choices are limited to a handful of options 

approved by the government. If an American chooses not to buy the mandated health 

insurance if he is required to pay a government imposed tax unless the government grants 

him an exemption. 

To protect yourself, you will need to determine what motivates you to buy. 

If you are logically motivated to buy your health insurance, you may not need to use an 

insurance agent to help you with your purchase.  All the information, that is required for you to 

make an informed buying decision is available to you. 

 You would need an insurance agent only to help you with your policy needs after your purchase 

if a problem were to arise. 

However, the majority of Americans buy things based on emotions.  They are not willing, or 

able, to understand all the nuances associated with building a health insurance portfolio.  Without 

help, they just buy the first thing they see that will keep the government "off their back" and deal 

with the consequences of their decisions when they arise in the future. 

During the Health Reform debates of 2009, Mr. Obama consistently told sad stories about people 

who had to file bankruptcy even though they had health insurance.  His use of these stories is 

called a “Pathetic Argument.”  That term does not imply that his argument was bad.  It just 

means that his argument appealed to emotions rather than to logic. 

He never told the other side of the story.  We had no idea what type of health insurance policy 

the people in his story had.  We had no idea whether or not they used an insurance agent to get 

their health insurance.  We did not know if they used their insurance plan correctly. 



Now that "Obamacare" is over a year old, some nasty truths must be admitted.  People still are 

forced to file for bankruptcy protection because of medical bills, because they either bought the 

wrong health insurance plan, did not learn how to maximize the benefits that are in their plan or 

refused to cooperate with a government mandate to buy health insurance out of their political 

convictions. 

The bottom line is that if you get sick or injured, and want to recover, you may need medical 

help. Rest and fluids are great when all you have is a cold.  An ice-pack is often all you need 

when you have a muscle sprain.  However, if you suffer a heart attack, stroke or cancer, you will 

need the services of a doctor and hospital.  Those cost money. 

A good insurance agent will help you set up your health insurance portfolio so that someone else 

(an insurance company) will pay most, or all, of your medical bills for you.    

He will not only help you understand the differences between the types of compliant health 

insurance plans that are available in your area.  He will also be able to point out what, if any, 

exposure you have to other medical bills and offer supplemental policies that will address those 

exposures. 

There is absolutely nothing wrong with insurance agents explaining the highlights of their plans 

and asking for a sale.  Just be careful of the insurance agent who is only able to justify his 

product with sad stories.   

Many of the better insurance agents have researched trends.  They understand the problems that 

only insurance can solve.  They know what plans are appropriate to solve specific needs. These 

agents can be relied on. 

This brings us to the next step in the sales process. 

 

 



 

The next step in the sales process is to offer a solution.  The persuasion technique that is used is 

called “logos.”  It is the root from which we get our word, “logic.”  After the sad story has 

sufficiently disturbed a prospect on an emotional level, logic is employed to prove to the 

prospect that there is a solution. 

The problem is that there are often many different ways to solve a problem.  You will have to 

determine which solution you want to use. 

Not all solutions to "holes" in "Obamacare" plans need insurance supplements.  If you already 

have sufficient money, in your personal savings, you do not need to add any supplements to your 

insurance portfolio. 

However, if you do not have sufficient money in savings, or are unwilling to use it for medical 

bills, you may find that the supplements your agent proposes are a bargain when you consider 

the possibility of having a serious illness or injury without that supplement. 

In order to be certain that the solution that your agent is offering meets your needs, you are going 

to have to rely on your own values.  If you make your own decision, about what is needed, you 

will never have any regrets. 

I have lost count of the number of prospects who have told me to just get them the health 

insurance they need and not bother them with details and options.   

Although, I know that comments like that are flattering and are indications that I have earned 

their trust, it is important for them to be active in the decision making process for several 

reasons. 

1. Someone who takes part in the decision making phase is more likely to understand  the 

limitations of the policy they buy. 



2. When someone takes the time to understand their policy when they buy it, they save 

themselves a great deal of frustration when they use it. 

3. When someone makes an informed decision about what goes into their health insurance 

portfolio, they cannot blame me when things go wrong. 

That leads to the third step in the sales process. 

 

The final step in the sales process is often the most difficult for the sales person.  Just because a 

sales person is good at disturbing people on an emotional basis and explaining a solution in a 

way that makes sense, is no guarantee that he can be trusted to implement your strategy.  He 

must be able to successfully implement the plan. 

In the past health insurance companies have had a full twelve months in which to process 

applications for individuals looking to make changes to their health insurance.  Under the new 

laws, they only have 3 months during the Annual Election Period. 

One of the "Unintended Consequences" of the politically motivated decision to change the way 

applications are processed is that there has been a major change in the efficiency of customer 

service telephone lines from most insurance companies. 

Before you commit to any one insurance agent, make certain that he is one you can trust.  There 

is more to purchasing insurance than just the paper-work.  A good insurance agent will not only 

know how to help you through the underwriting process.  He will be able to help you with your 

customer service needs. 

After your application is submitted, he acts as a liaison between you and the insurance company.  

If there are any snags during underwriting, a good insurance agent will catch them early.  He will 

do whatever is necessary to “un-snag” your application so it can be decided on by the 

underwriter. 



If the underwriter’s decision is not acceptable, a good insurance agent will look to see what 

alternatives are available. 

After your insurance policy has been approved and you have accepted it, your insurance agent 

remains your local contact.  If you have a problem, in the future, call him first.  If he can help 

you correct things, he will.  (Just keep in mind that there is only so much that he can do for you 

over the phone.  He may need for you to place your request in writing and sign it before the 

insurance company will listen to him.) 

Because he does all these things after the sale has been made, you will want an insurance agent 

who you can trust to handle everything for you in the bad times as well as the good. 

If I could share with my clients the most important thing to remember when working with an 

insurance agent, it would be... 

"After you ask your agent to solve a problem, don't call the insurance company yourself, without 

telling your agent."  Since you are probably not going to talk to someone who works in the same 

area as the person your agent is going to talk to, it is possible that in your effort to solve a minor 

problem you could be creating a major catastrophe. 

If you are going to use an insurance agent, to help solve a problem, give him time to do his job.  

If you must make follow-up calls, call him.  If you have a good insurance agent, you will rarely 

have a need to spend your time trying to talk to a human being at an insurance company's 

customer service center.  Except in rare cases, your insurance agent will do that for you, if it is 

necessary. 

  



SALES TECHNIQUES 

As a former trainer, I know that when a rookie agent is sent for training, he is not exposed to the 

insurance company’s policies.  Most insurance training schools spend less than half a day on 

understanding the policies they want agents to sell, if they cover products at all.  We taught them 

how to sell.  

Most of the training your insurance agent received was on sales techniques that he can use to 

manipulate you into buying.  The curriculum I was to teach new agents was light in product 

knowledge but heavy in sales techniques. 

If you do not believe me, ask your insurance agent when he first actually read the policy that he 

is selling.  If he has read it, give him a gold star.  He has passed the first test in finding an 

insurance agent you can trust.  It does not necessarily mean that he has passed every test.  There 

are other things that you need to look for.  However, it does mean that he is on the right path. 

In this chapter, I will share some of the techniques that I used to teach.  Like anything else, the 

techniques are not bad in themselves.  They can, however, be used in a bad manner.  It will be up 

to you to make certain you recognize them when they show up and respond accordingly. 

If your insurance agent uses them to help you make an informed decision, you can give your 

insurance agent another gold star. 

If, however, your insurance agent uses these techniques to manipulate you into buying something 

that is wrong for you, you need to find another insurance agent. 

Here they are, in no particular order. 

 

 



 

Insurance agents know that most people are polite. They often make excuses rather than hurt an 

agents feelings by saying what is really bothering them. 

Take high school as an example.  I know that I was not the only teenager who was awkward with 

girls.  Nerds and geeks around the nation can relate to working up the courage to ask a girl out 

only to have her say, “I have to do something with my parents that night.”  That excuse is 

understandable but it hurts when the guy sees the girl out with her friends on the very night he 

had asked her out. 

Now, not only does the nerd feel rejected, he also feels lied to.  I know that the girl was only 

trying to avoid hurting the nerd’s feelings with her excuse but when the lie is discovered, it just 

doubles the pain.  It would have been better if the girl had just told the nerd “No, thanks.” 

It’s funny that the lessons we learn as kids can be applied when we are adults.  Unlike adolescent 

boys, insurance agents are trained to recognize when people are making excuses and when there 

is a legitimate concern.  Please do not get me wrong.  If you chose to lie to an insurance agent, 

you still can.  However, it is often harder to do than to a teenage nerd. 

Insurance agents are taught that if they suspect that a prospect is evading the truth with an 

excuse, they should repeat back the excuse as a question.  They should say the same words you 

say but with a rising inflection.  After they ask the question, they should shut up and allow you to 

talk. 

If your excuse is legitimate, you will assume they did not hear you correctly.  You will repeat or 

paraphrase what you just said.   

If you are using an excuse to cover up your true concerns, you will be more honest.  You will be 

more inclined to explain what your concerns are. 



The Rising Inflection technique is one weapon the agent is armed with to help break down 

excuses and get to the real reason why you are not buying a policy from him.  It is not 

necessarily a bad thing.   

If you are working with a good insurance agent, it is a sign that he is actually listening to you.  If 

he uses the Rising Inflection technique on you, it may be because he wants to help you design 

the insurance portfolio that best meets your needs. 

However, the Rising Inflection technique can be used for evil.  It is a technique that can be used 

to keep a conversation going.  If you have already determined that you do not want to use an 

insurance agent, invite him to leave if he tries the Rising Inflection technique on you.  He is just 

stalling for time and hoping that you will grow to like him more. 

You have to determine whether your agent is using the Rising Inflection technique on you 

because he is actually listening to you, or trying to manipulate you. 

 

With "Obamacare's" deadlines, this sales technique is more common.  Those limitations, and 

deadlines are real. 

It used to be that, if you were in average health, you could buy a health insurance policy anytime 

during the year that you wanted to.  Now things are different. 

There are still types of health insurance supplements that you can buy throughout the year, but if 

you want a Major Medical plan, that complies with "Obamacare" you only have 3 months, each 

year, in which to enroll.  If you do not submit your application during the Annual Enrollment 

Period, you are out of luck for the entire year, unless circumstances qualify you for a Special 

Election Period later in the year. 



The new rules do allow for exceptions to the Annual Election Period but they have two criteria. 

1. You must experience a qualifying event 

2. Special Election Periods only last for a limited time.  (Usually only 60 days) 

The insurance agent will indicate that you have to submit an application now or risk being 

penalized in some way.  The agent knows that the odds of you buying their insurance go down if 

they do not get your signature on an application the first time you meet.  The “Imminent Event” 

can be perverted to an act of desperation by a greedy insurance agent. 

Insurance quotes are only good for 30 days.  That means that after 30 days the insurance 

company can raise your rates.  You have the right to "think about it" but exercising that right 

could potentially cost you. 

Also, some insurance companies will increase your premiums based on your age.  If your 

birthday is coming up soon, a good agent may warn you that the premium will increase after 

your birthday.   

If that happens, don't mistake that as a sign that he is trying to manipulate you.  He is just trying 

to give you the facts.  You can still get the insurance, if you want, but at a higher premium after 

your birthday. 

It is important for you to remember that the ultimate decision should be yours.  Do not allow a 

slick agent to convince you to do something that you do not want to do. 

It may be your life and money but it is his commission.  The important thing to the incompetent 

insurance agent is that he gets paid and can move on to his next target.  He does not care if you 

want to make certain you get what meets your needs?  He does not care if you can afford the 

premiums?  He does not care if you understand how to use the policy effectively?   

All that matters to him is that he gets paid by the insurance company.   

There are legitimate reasons to wait to purchase insurance.  If you started shopping early, you do 

not have to feel rushed. 



The first reason for waiting is to keep harmony in a marriage.  As a husband, I know what a bad 

idea it is for one spouse to make such a huge purchase as insurance without speaking with the 

other.  If it is not talked about now, it will come up in the future.  If there is a bad experience 

with the insurance, it is guaranteed that one spouse will remind the other that they are to blame 

for having crappy insurance. 

Secondly, I know for a fact that it is distracting to have a sales person in the same room while 

you are trying to understand printed material.  Insurance agents may not literally put their foot in 

the door but they are very hard to get rid of once they are in your house.  

Insurance agents have spent weeks, months and years learning how to explain difficult insurance 

concepts.  They do not understand why people need privacy to understand things when they can 

provide explanations.  They are more than willing to interrupt your thought process with their 

"helpful" expertise. 

A third legitimate reason for waiting is sticker shock.  Many times people do not have a correct 

idea of how much insurance costs.  Often they are amazed at how inexpensive things like life, 

accident and critical illness insurance are.  They often have no idea of the true costs for other 

plans, like major medical, disability or long term care insurance. 

Wealthy politicians speak like insurance is free.  It is not.  People are often surprised how 

expensive it really can be.  If the cost of insurance surprises you, you may have to rework your 

budget.   

You can avoid being confronted with the “Imminent Event” technique by an insurance agent if 

you do the following. 

 Start shopping for an "Obamacare" compliant plan early, but delay purchasing for at least 

two weeks.  The Annual Open Enrollment starts on October 1 and continues until 

December 15.  The plans, and rates, that are available in your area, for the next year, will 

show up on your state's exchange.  If you start your comparative shopping in early 

October, you can wait until the next month before you actually apply for a plan for the 

http://www.theinsurancebarn.com/Life_Annuity.html
http://www.theinsurancebarn.com/Critical_Illness.html
http://www.theinsurancebarn.com/Major_Medical.html
http://www.theinsurancebarn.com/Disability.html
http://www.theinsurancebarn.com/Disability.html


following year.  That should give you plenty of time to "think about" your options and 

make an informed decision before the deadline forces you. 

 Have everyone concerned with insurance present when you meet with an agent.  It is 

easy for insurance agents to think only about policies on paper.  By having everyone 

concerned present, it puts a human face to the plan.  It is less likely that he will only see 

you as a commission.  Hopefully, he will see that what he is selling is not a policy.   It is 

a promise to financially take care of all of these people if something bad happens. 

 Know what you want before you meet with an agent.  By doing your "homework" before 

meeting with an insurance agent, and knowing what you want, you disarm him.   Even a 

bad agent cannot use his psychological tricks to manipulate you into buying something 

that is not in your best interest.  If you know what you want, before you meet with an 

insurance agent, it will not matter if that agent is good or bad.  All you are using him for 

is his knowledge to correctly complete the application. 

 Start shopping 30-45 days before you need the insurance.  "Obamacare" compliant plans 

have specific time periods, but other types of insurance do not.  If you start your 

shopping, at least 30-45 days before you need it, you give yourself time for "mistakes" to 

happen and get corrected before you cancel any existing plans. 

By following these  guidelines you remain in control of the meeting.  There will be no reason for 

you to tell the insurance agent, “Let me think about it.”  If you do not say something like that, the 

insurance agent cannot use the “Imminent Event” to manipulate you. 

If you did not follow the steps above, realize the “Imminent Event” is not always a sales trick.   

In that event your insurance agent is doing his job when he uses the Imminent Event technique.  

He is offering you the opportunity to lock in a lower premium while you are doing your 

“thinking.” 

On several occasions I have completed a life insurance application with the understanding that 

the applicant is going to continue "thinking about it" during the underwriting process. 



Underwriting can take anywhere from two to eight weeks to complete.  If the applicant changes 

his mind at any time during that period, the application can be cancelled and a full refund of the 

initial deposit, if any was required, will be sent to the applicant. 

Insurance policies are contracts of adhesion.  That means that one party (the insurance company) 

draws up the contract (policy.)  The other party (that’s you) must adhere (accept) the contract 

(policy.) 

In most states, this fact increases the time the applicant has to "think things through."  Because 

insurance policies are contracts of adhesion, all states require that you be given time to read the 

policy and adhere to it.  Most states will give, at least, 10 days for the applicant to inform the 

insurance company that the policy is not wanted.. 

In other words, the applicant actually has the time between when the application is completed 

and 10 days after he receives the actual policy in which to change his mind.   

Meanwhile, his younger age was preserved.  He will get the lower premium. 

 

Insurance agents are taught the ABCs of sales from day one.  We are taught “Always Be 

Closing.”  Unfortunately, some of us are more aggressive than others. 

This next technique, in my opinion, borders on the deceptive.  I cannot recall using it myself, but 

I know that it exists.  It is called, “Assumed Assent.”  It works like this. 

The insurance agent will take out a blank application for insurance before he starts to talk with 

you.  During your conversation he will attempt to be as personable and disarming as possible.  

He will do whatever he can to make you feel relaxed and comfortable. 



While he is doing this he will ask you questions like, “What is your Social Security Number?” 

and “Who do you want to name as beneficiary?”  At the end of your time together the application 

will already be filled out.  All he will need from you is a check and a signature. 

He will politely ask you to "sign here" and "make out the check to _________ insurance 

company." 

You will never be asked if this is the option you want.  He will assume that it is. 

Before you know it, an automatic bank draft has been set up on your checking account and a 

strange package will arrive for you in the mail with an insurance policy in it. 

This technique gets its name from the fact that the insurance agent has a preconceived idea of 

what he will sell you before he listens to you.  To me, it seems a little presumptuous. 

Be on your guard for this type of sales technique.  It is an obvious sign that you are dealing with 

one of the bad insurance agents. 

However, having warned you, I must admit that some agents use the application as a tool when 

gathering information.  That is a legitimate practice but it can be confusing for you. 

Ideally, an insurance agent will use a separate form to gather information and then transfer that 

information to the correct application, but that does not always happen. 

What you should be wary of is not the form the agent uses to gather information, but if he asks 

you to sign something or give him a voided check. 

In my opinion, a good insurance agent will always ask for your agreement and consent before he 

completes any paper-work or application. 

 



 

The Dialed Down strategy is used when you tell your insurance agent that you cannot afford the 

premiums to pay for the optimum plan.  He will help you to purchase an insurance policy with 

fewer benefits that does not cost as much. 

The Dialed Down plan does not cover everything that you want, but will help you pay some of 

the bills if something bad happens to you in the future. 

Like all other sales techniques, the Dialed Down strategy can be used for both good and bad.  If 

you hear the words, “something is better than nothing,” you can be certain that your insurance 

agent is using a Dialed Down strategy.  If an insured does experience a claim, it is better to have 

50% of bills paid than none at all. 

As long as the insured understands all of his options and the costs that are associated, I have no 

problems with the Dialed Down strategy.  I often use it with Long Term Care insurance for 

people who do not want to pay the high premium for a plan that will pay all the costs for a 

nursing home, but want to make certain they will have the money to hire a private nurse to help 

them stay in their home if they get sick in the future. 

Another time that the Dialed Down strategy is used is with health insurance.  "Obamacare" has 

several different types of plans.  Some of them provide more benefits, and fewer limitations than 

others. 

The problem is that there is a link between how much a plan costs and the number of benefits it 

offers. 

The least expensive "Obamacare" compliant plans provide fewer benefits, and have more 

limitations and rules, than the more expensive plans.  You; not the insurance agent; need to 

decide which plan is best for your needs. 



 Often insurance agents will advise a health insurance policy with fewer benefits than another 

one because of the price.  If your insurance agent is only concerned about prices, that may be a 

sign that you are working with a "bad" agent.  He is not being malicious.  However, he is 

showing his professional incompetence. 

There is more  to deciding which health insurance plan to buy than just price.  The problem is not 

that an insurance policy with limitations is bad.  The problem is that the policy owner trusts that 

the insurance agent understands what the limitations are, and will warn him. 

If the insurance agent does not explain the potential limitations, the insured could find 

themselves with a major financial problem if they have a problem that is not covered. 

If an insurance agent uses the Dialed Down strategy incorrectly, an insured can suffer the loss of 

their life savings and bankruptcy.  Meanwhile, the insurance agent can continue to practice and 

harm others with his incompetence. 

If your agent proposes using the Dialed Down technique, make certain that he explains what 

financial liabilities you retain. 

  



TYPES OF INSURANCE PROFESSIONALS 

 

Historically, when you wanted help from an insurance professional, you would call either an 

insurance agent or insurance broker.  Back when I started my career in insurance, there was a 

clear difference.  However, the American public has allowed politicians and the media to use the 

terms interchangeably.   I am afraid that, to many people, there is no difference between an agent 

and broker when they first buy their health insurance.  However, if they ever have problems, they 

will learn that there is a huge difference between the two. 

An agent is contracted directly with an insurance company.  That insurance company pays him a 

commission for helping you do business with that insurance company.  He is regulated by his 

state's Department of Insurance.  His authority is limited by state laws, federal laws and his 

contract with his insurance company. 

An insurance agent is also governed by a division of contract law called the, "Laws of Agency."  

Within the "Laws of Agency" is a requirement that he must work in the interests of the insurance 

company. 

Yes, in theory, he will look for the best plans for you.  He may even advocate for you if there is a 

problem with your policy.  However, if problems escalate to the point that you feel it is 

necessary to file a complaint with your state's Department of Insurance or file a law suit, your 

agent is required to testify on behalf of the insurance company and not you. 

The good news is that during the application, and underwriting phase your interests, and those of 

the insurance company are the same.  Both of you want to successfully set up your account with 

them and do business. 



As long as you are honest with your agent, there is no problem.  However, even though agents 

are required to submit your application, as you completed it, they are also required to notify their 

insurance company if they suspect that there is anything suspicious. 

For example, health and life insurance companies charge a higher premium for people who use 

tobacco.  Health insurance companies will assume that you are being honest on your application.  

Life insurance companies will only make that assumption up to a point.  Most of the life 

insurance applications, that I have done over the last 29 years, have required blood and urine 

exams.  During those tests, one of the things that are looked for, is the presence of nicotine. 

Unfortunately, I have had instances where someone, whose clothes smelled like a chimney, and 

ashtrays were visible in their home, have lied on the application and said that they were non-

smokers.  That is attempted insurance fraud. 

As an insurance agent, I am required to notify the insurance company that I have reason to 

believe that the application is inaccurate, and then leave the decision, on whether to issue the 

policy, to the underwriter for the insurance company. 

During the Health Care Reform debates, if you were paying attention to them, you heard a great 

deal about something called, "rescission".  That is the practice of an insurance company 

cancelling a health insurance policy after an individual gets sick.   

I cannot speak for all 50 states, but rescission was not a major problem in the state I practice.  

However the Patients Protection and Affordable Care Act now makes it illegal, in all 50 states, 

for an insurance company to cancel an insurance policy just because an individual got sick, 

except in a case of obvious insurance fraud. 

Most, if not all, of the health questions that were previously on health insurance applications 

have been removed.  Pre-existing health conditions are covered.  There is one health question 

that still remains on the health insurance application.  Health insurance companies will ask you 

about your use of tobacco.  If you are like the majority of Americans, you will have no problem 

saying that you do not use it. 



However, there is always that one person who will lie about using tobacco on the application. 

Those people are taking a huge risk.  Yes, they may get a lower premium for their health 

insurance but there is a larger down-side to their action. 

If they develop a cancer, and the doctors determine that tobacco use contributed, even slightly, to 

their condition, the insurance company can still deny their claim and cancel their policy.   If a 

policy is canceled for suspected insurance fraud, not only does that individual lose his current 

health insurance.  Under the "Obamacare" rules he is not eligible to get a replacement policy 

until the next year, even if he is honest about his smoking habit. 

If that happens, the fraudster is personally liable for all of the medical bills required to treat his 

cancer.  The increased premium, for using tobacco, is nothing compared to potential several 

hundred thousand dollar medical bill that could be run up before he is eligible for health 

insurance again. 

With life insurance it is a little different.  Those type of policies have a built in protection from 

this type of fraud.   It is called the, "Incontestability Clause".  That clause states that the 

insurance company has the right to investigate any suspicious deaths that occur within 2 years of 

the policy being issued. 

If death is caused clearly by an accident or homicide, there is generally no problem, unless the 

insured has a history of suicidal thoughts that was not admitted on the application. 

However, if death is attributed to an illness, the insurance company will look at the application to 

see that it was not apparent at the time of the application and that the insured did not lie about his 

tobacco use or weight when filling out the application. 

If the insurance company determines that the insured attempted to deceive them about his true 

health conditions and tobacco use, they will refund the estate an amount equal to the premiums 

that the insured paid and deny the life insurance death benefit claim. 

After the policy has been in force for, at least, two years, most states will require the insurance 

company to go ahead and pay the full death benefit. 



There are two types of insurance agents from which you may choose. 

1. CAPTIVE AGENTS are contracted with just one insurance company.  Anything, and 

everything they say, must be designed to convince you, or help you, to purchase a policy 

from the insurance company they represent. 

2. INDEPENDENT AGENTS have the ability to help you shop, and purchase from several 

different insurance companies.  They are free to give you more personal advice.  They 

have access to more types of insurance policies, to help complete your insurance 

portfolio.  However, once you have chosen which policy you want, and started the 

application, they are technically a representative of that insurance company.  They must 

act in the interests of that insurance company. 

Insurance laws are quite extensive and confusing.  I find it hard to believe that one individual can 

know it all.  That is why most state departments of insurance have elected to have separate 

licenses for agents who help people insure their property and liability risks and agents who help 

people insure their bodies against potential financial loss. 

Some insurance agents act as generalists.  They attempt to meet both the property and casualty 

insurance needs of their clients as well as their life and health insurance needs.  As long as they 

are acting as sales people only, they are just fine.   

In my opinion, however, they are not qualified to provide advice in both disciplines.  There is a 

great deal that property and casualty insurance shares with life and health insurance.  There is 

also a great deal of difference between the two disciplines.  There is so much information that 

has to be known and understood, that I find it hard to believe that one person can be an expert in 

both. 

Obviously, there are some people, who are smarter than I, who are able to keep the laws, rules, 

regulations and strategies for using both Property & Casualty, and Life & Health insurance 

straight in their heads.  However, at the risk of sounding overly proud, I am pretty smart and 

found it to be not in my client's best interests for me to try to be everything to everyone.   



If you are going to use a "one stop shop", you had better do your homework first.  Be able to tell 

them exactly what you want.  You will be able to get the insurance you want.  Just do not rely on 

them to give you sound advice about how the different policies work together. 

Often generalists will work with a specialist in a different field of insurance.  When they are 

doing that, they are just coordinating the advice you get.  There is nothing wrong with that.  Just 

be careful with the generalist who claims he is qualified to answer all your insurance questions 

regardless of what they are. 

If you are not certain what you want, you should consult a specialist.  He will know what you 

need.  Since he is more aware of the laws and underwriting rules that regulate your insurance, he 

will be in a better position to help you should any problems arise. 

If what you need is not something your specialist does, he should tell you up front, rather than try 

to force something on you that does not meet your needs. 

 

As I said earlier, politicians and the media, tend to use the terms "Agent" and "Broker" as 

synonyms.  The two terms may mean the same thing now, but historically, they were very 

different professions. 

Brokers are insurance professionals who are paid by the insured to find solutions to the insurance 

needs of their customers.  The most common title for them, today, is "Fee Based Planner". 

Most states make it illegal for an broker to receive a commission payment from an insurance 

company in addition to the retainer fee that the insured pays them. 

If you, or your company, decide to use a broker or "Fee Based Planner" you will probably be 

asked to sign a contract and pay the professional directly.  If you are told that the insurance 



company will take care of any professional fees, you are working with an agent, regardless of 

what is printed on the professional's business card.  

Brokers have historically been used by larger business entities while small business owners and 

individuals have used agents. 

In my opinion, neither profession is better, nor worse, than the other.  They are just different.  

Only you can determine which one will best serve you. 

The agent has the advantage of the insured not having to pay for his professional service, or 

advice.  Just be advised that the advice he gives you is going to be biased in favor of the 

insurance companies he is contracted with. 

For example, in the area in which I practice, there are 7 companies that provide health insurance.  

However, I have chosen to only contract with 4 of them.  All 4 of them are represented on my 

web page, www.thehealthinsurancebarn.com. 

When I reviewed my client's portfolio, I narrowed things down even further.  I only gave them 

options between two insurance companies.  I felt that they provided the best combination of 

benefits and premium in my area. 

A broker, however, would narrow things down even more.  He would tell his client what plan 

must be bought and how much it is going to cost him.  Since the insured, and not the insurance 

company, is paying them, they are not subject to the, "Laws of Agency" and are able to work for, 

and testify on behalf, of the insured's best interests. 

 

The position of a Navigator was created by the Patients Protection and Affordable Care Act 

(more commonly known as "Obamacare). 



A Navigator is exclusive to health insurance exchanges.  My state uses Healthcare.gov but 

people in other states may need to use a different system. 

Navigators are exempt from any state licensing laws.  Their activities may not be regulated by 

any state agencies.  Navigators are paid by their sponsoring agencies to help people use the 

exchange system, in their state, to enroll in health insurance. 

Navigators are technically legal, but here are the problems with Navigators, as I see them. 

1)  Navigators are theoretically supposed to abstain from any discussion of insurance products.   

However, as often happens, there is a difference between theory and practice.  I have heard, and 

read, stories of Navigators giving people advice about which health insurance plan to choose. 

The problem is that if an individual chooses the wrong insurance plan for him, the Navigators 

cannot be held liable by the State Department of Insurance. 

Navigators are supposed to limit their conversations to navigating the extensive, and often 

confusing, health insurance exchange. 

2)  Since Navigators are exempt from licensing laws, any individual, who meets federal 

requirements, are able to become a Navigator.  Those requirements do not include an extensive 

background check. 

That means that if you elect to use a Navigator to help you with your application, you could 

either be sitting next to a Mother Theresa figure or a Jack the Ripper figure who could take your 

private information and steal your financial identity.  It is up to you to determine how much trust 

you can place in a Navigator. 

3)  Allegedly, the Navigators have been thoroughly trained.  The PPACA only requires them to 

have 30 hours of computer based training. 

Each year I am required to undergo "Marketplace" training, as a Agent/Broker.  If their training 

is anything like mine, most of the time is spent on political propaganda and very little is spent on 

how to actually use the computer system. 



I am certain that they get more practical training than what is available to me.  At least I hope 

they do. 

I have been through two enrollment cycles into "Obamacare" as of this time.  Still, what I know 

about using the Federally Facilitated Marketplace is from my personal experience with it. 

Yes, each time I help a client enroll through the Marketplace, I get fewer surprises.  However, 

that is not because of any "training" that I have gotten from CMS.  It is because I have done it so 

often that I am aware of the nuances in the system. 

4)  During the Health Care Reform debates of 2009-2010, the politicians claimed that one of the 

reasons why the health insurance system needed to be overhauled was because of limitations and 

exclusions in the previous policy versions. 

"Obamcare" plans come in different forms.  If those forms are not explained correctly, an insured 

can make a mistake that will haunt him for the rest of the year.  Navigators are not trained to 

know the subtle differences between policies. 

For example, when the PPACA was being debated, Americans were told, "If you like your 

doctor, you can keep him."  Unfortunately, that is not necessarily true. 

If you have an individual policy, that was in force on March 23, 2010 you can control your plan 

and keep your preferred doctor.  You have what is called a, "Grandfathered" plan. 

However, if you have health insurance at work, your employer controls what plans are available.  

If he makes a change in the company's health insurance, you have lost your right to use health 

insurance with your preferred doctor unless he participates in the network to which your 

employer changes. 

If you have an individual/family health insurance plan that started after March 23, 2010, you are 

not guaranteed to be able to use the same doctor.  Some insurance companies allow you to keep 

the plan you have for a couple more years, but eventually, assuming that the law is not changed 

by the next president and congress, all Americans, who do not have a "Grandfathered" plan will 

be required to change to an "Obamacare" compliant plan. 



Of those plans, the least expensive ones, at least in my state, are HMO plans.  Under a HMO 

plan, you must first see a Primary Care Physician before you can be referred to a specialist.  If 

you go directly to a specialist or use a doctor that does not participate in the HMO system, you 

will have no health insurance.  You must pay the specialist his full fee out of your pocket. 

Additionally, if you use a hospital that is not in the HMO network, for a non-emergency you will 

have no health insurance.  You will be personally liable for the full hospital bill. 

The only way to avoid those limitations is to buy either a PPO or POS plan; if one is available in 

your area. 

Navigators are not trained to understand the differences between the types of plans.  Even if they 

were, the law that created that position forbids them from trying to explain them to the public. 

The result is that Navigators are only legally allowed to help people with half of the problems 

associated with the exchanges.  Although many of them do, they are not supposed to give any 

explanation of confusing insurance plans.  

  



MORE ABOUT AGENTS 

This book is about life and health insurance agents.  I know them much better than I do property 

and casualty agents.  I have over 28 years experience as a Life & Health insurance agent, but 

only acted as a Property and Casualty agent for 10 years. 

What I learned, during those years when I was dually licensed, is that, like any other profession, 

there are going to be good, competent agents and bad, incompetent quacks. 

The good ones will know when they are in over their heads.  They have no problem referring you 

to a specialist in another discipline.  If the agent who helps you with your car and house 

insurance refers you to a life and health insurance specialist, do not think that he is a bad agent.   

He is showing good, professional judgment.  He is putting you in touch with someone who can 

better help you. 

Unfortunately, not all insurance agents are helpful professionals.  Some of them are nothing 

more that glorified sales people. 

In this chapter you will find the areas of specialty that I am familiar with.  If your agent asks 

about other types of insurance, don’t get the wrong idea. He is not, necessarily, being a bad 

agent.  He is just trying to see what risks you have already taken care of and what risks remain.  

Although it may sound like a sales pitch, he is actually doing his job.   

When people come to me, I have to ask about the following types of insurance. 

 

Major Medical health insurance has been in the news a great deal over the past 6 years.  It is 

what the politicians refer to as “health insurance.”  Actually, the term, “health insurance,” is a 

very broad category.  Major Medical insurance is just a sub-set. 



Major Medical insurance is the most comprehensive type of health insurance available.  It is also 

the most expensive.  For many Americans, it is the most expensive bill they have to pay each 

month.  For others it is second only to their monthly mortgage payment.  Whatever your 

circumstance, don’t be alarmed when you see the anticipated costs.  Understand up front that it is 

going to be pricey.  Get what you need but don't allow some "slick" agent to talk you into 

spending more than you have to.  

 

Major Medical insurance is the most comprehensive type of health insurance but there are some 

areas it does not fully cover.  Supplemental health insurance is used to fill in as many holes as 

possible.  It pays cash directly to the insured.  I recommend that people use the benefits to pay 

the medical bills that their Major Medical policy does not. 

In many cases, it is much less expensive to buy a high deductible "Obamacare" compliant plan, 

and use non-compliant supplements to build a sound health insurance portfolio, than it is to try to 

pay for an "Obamacare" compliant plan with a low deductible that fulfills all of a person's needs. 

 

Life insurance is self-explanatory.  The insurance company promises to give money to people 

you choose when you die.  The amount of money they will give depends on how much premium 

you are willing to pay them while you are alive. 

Many insurance companies still require the active participation of an insurance agent during the 

sales process.  You do not have as many options to buy life insurance on the internet as you do 

Major Medical insurance. 

That does not mean, however, that you cannot do your shopping before you contact a life 

insurance agent.  Unless you have no idea how much life insurance you need or your case is 

more complicated in another area, you may compare premiums and companies on line. 



I started my career in life insurance sales, but within 5 years I realized that there was not a future 

for me in life insurance. 

With all my education and experience, I feel qualified to say, “Life insurance is really not that 

hard.”  Insurance agents use lengthy applications and fancy terms like, "tertiary beneficiary" and 

"per stirpes" to make it seem more complicated than it really is.     

 Although insurance agents use jargon to confuse you, life insurance is very simple.  Unless it 

would create a taxable estate or someone other than the insured is going to be the owner, you 

don’t really need an insurance agent to do anything but the paper-work.  There are only three 

things that you will need to decide.     

1)  The first thing you will want to decide is, "What insurance company should be used?" 

There are hundreds of life insurance companies from which to choose.  You can research them 

through many rating organizations.  The most popular firm is A.M. Best.      

Those rating services use a grading system to rate each company.  The highest grade, with A,M. 

Best that an insurance company can earn is A+.  Only a handful of companies earn the A+ 

rating.  

You should be able to find the A.M. Best manuals in the reference section of your public library.  

If you are not willing to spend time in the library with old fashioned paper books, you can get the 

same information through the A.M. Best web site for a fee.     

 2)  The second decision you will need to make is, "What type of insurance policy should be 

used?" 

 Term life insurance locks in a premium for a specified period of time.  People use term 

insurance to provide money in the event the insured dies before they are able to fulfill an 

obligation.   Term insurance is the most popular type of insurance, probably because it is 

generally the least expensive.     

 Whole life insurance is a self completing savings fund.  A fixed amount is promised to be 

paid to the insured on his 100
th

 birthday.  The insurance company assumes a rate of return 



they will get on the money in his cash value.  This is calculated in much the same way the 

bank calculates the interest it applies to your savings account. On the insured's 100th 

birthday, the insurance company will give him a check for the face amount of the policy.  

However, if he dies before he reaches age 100, the insurance company will give the full 

"face amount" of the policy to a named beneficiary. 

 The third type of life insurance is called a Universal Life policy.  It is a hybrid between 

term and whole life.  While it is more expensive than Term life it is not nearly as 

expensive as Whole life.  Universal life insurance does not have the same guarantees as 

Whole life insurance.     

3)   The third thing that you should determine before you meet with your agent is how much life 

insurance you want.  The formula for determining how much life insurance you need is very 

simple.  Determine how much money your loved ones would need to accomplish what you want 

for them.  Subtract the amount of cash or other assets you have been able to accumulate.  That is 

the amount of life insurance you need.    

 

If you already know the company you want, the type of insurance you want and the benefit 

amount you want, you will strip us insurance agents of our bag of magic tricks. All that is left to 

do is the application.  The appointment should go fast and easy.     

 



 

Disability Insurance is a form of health insurance.  In fact, it is the type of health insurance that 

Teddy Roosevelt was referring to when he wanted a national health insurance program. 

Disability Insurance refers to any type of insurance that pays a cash benefit to the insured once 

he is no longer able to earn an income because of injury or illness.  It is designed to  replace a 

significant portion of a worker’s income while he recovers from an injury or illness. 

Rather than paying doctors, or hospitals, Disability Insurance provides money to pay for 

groceries and mortgage payments.  It is used to assure that an entire family is able to maintain 

their standard of living until the wage earner is able to return to work.  Disability Insurance was 

never meant to allow people to take an extended vacation from work or increase the size of their 

personal savings. 

 

Medicare is a unique program.  It is administered by the federal government but insurance agents 

are subject to state licensing laws. 

Medicare Supplement insurance pays for some, or all, of the medical bills that Medicare does 

not.  Once you have determined which plan you want, the application process is easy.  The 

method you use will be determined by the insurance agent you use.  Most insurance agents use 

the telephone and email to help you.  If your insurance agent uses this method, you will never see 

the agent that you have elected to use.  He will help you complete your application over the 

phone.  It will then be sent to you, either by email or regular post, for your signature. 



If you do not know for certain which Medicare Supplement plan you want or just prefer to be 

able to place a face with the name of your insurance agent, you may want to meet with your 

insurance agent face-to-face.  A good insurance agent will be patient with you during that 

meeting.  He will answer any questions you have.  He will also help you complete the 

appropriate application. 

He should never be asked to make a decision for you.  He can give some advice but you should 

always make a final decision. 

 

Long Term Care insurance [LTCI] pays for Home Health Care, Adult Day Care, Assisted 

Living, and Nursing Home bills when Medicare and Medicaid are not available.  It can be 

relatively inexpensive or very pricey.  The premium depends on your age when you apply and 

the options you elect. 

You may research the various plans on-line, but a licensed, trained insurance agent must help 

you with your application.  Most states require an insurance agent to take additional training 

before they are allowed to discuss LTCI.   

It is the job of the insurance agent to make certain that you are aware of what you are purchasing, 

why you are purchasing it and what you can expect during underwriting.  The insurance agent is 

also responsible to make certain that LTCI is appropriate for you.  In order to do that, he will ask 

you several questions about your personal finances.  If that happens, don’t be offended.  Don’t 

think that he is probing for additional sales.  It is normal.  

Your agent will also take a look at your home, while he is there.  If he sees the presence of 

anything, that would be considered a hazard by the underwriter, he is required to let the 

underwriter know 



For example, there is a question about needing any aids in walking on all LTCI applications.  If a 

cane is in clear site of the insurance agent, he is required to mention that fact to the underwriter.  

It is then up to the underwriter to decide what, if anything, should be done to follow up on the 

information.  

 

  



WHY USE AN AGENT ? 

Your insurance agent is a valuable source of information before you buy health insurance.  He 

will also help you properly complete the underwriting process. 

Those skills and services are important, but there is another reason to use an insurance agent.  A 

good one will still be there to help you after the sale is over. 

A bad insurance agent will disappear after you have enrolled in a policy.  Their only concern is 

how much money you can put in their pockets during the next year.  You will only hear from 

them when it is time for you to buy something else. 

With "Obamacare" the work that insurance companies used to be able to spread out over a full 

year, must be done within 3 months, for all members on individual/family policies.   One of the 

"unintended consequences" of the "Obamacare" rules has been long hold times for people trying 

to get answers. 

When you use an insurance agent, you have a resource to get answers without having to listen to 

an insurance company's "hold music" for two hours.  He has access to much information, about 

your policy, through his computer site with your insurance company.  If your question is a 

simple one, you may be able to get an answer in just a few minutes.  However, if your question is 

more complex, your agent may have to call your insurance company on your behalf. 

In most cases, even if your agent has to call your insurance company before your question can be 

answered, you still win. 

 



Another reason to use an agent is if you have a complicated issue.  If you have been declined for 

insurance in the past or have a medical history that you think might qualify as a pre-existing 

condition, you will want the help of an insurance agent. 

Remember the “Golden Rule.”  “Do unto others what you want them to do unto you.”  With 

insurance that means, be honest about your health history.  How can you expect an honest 

insurance agent to work for you if you hide information?  The truth will come out eventually.  If 

your agent knows about any past problems, up front, he will be able to make appropriate 

recommendations to you. 

He may not be able to prevent adverse underwriting.  However he should be able to advise you 

on what could happen. If nothing else, he may be able to obtain a "pre-underwriting decision." 

That communication, from an underwriter, will let you know if you should even spend your time 

completing the application or if you should look elsewhere for the insurance you want. 

Recently, there has been a lot of talk about the value of health insurance agents.  Many 

politicians and media outlets have claimed that since insurance can be purchased on line, 

insurance agents are not necessary.  Other politicians and lobbies talk like insurance agents are 

indispensible.  

The truth is probably somewhere in the middle.  Intelligent people, who have the time and ability 

to research their options, complete the application, track their application through underwriting 

and spend time working with customer service to answer their questions may not want to use an 

agent.  They feel that they are able to do all of those things themselves.  If they have no desire to 

plug the holes that Major Medical insurance leaves, they have no need of an insurance agent. 

If you do not have the time or desire to do the research that is required to apply and track your 

application through underwriting or wait for a stranger on the customer service line to help you, 

you may want to consider retaining an insurance agent. 

Is it necessary to use an insurance agent?  Not in every case. An insurance agent is not necessary 

in the following situations. 



 If you already know the risks you are exposed to. 

 If you know what plans will cover the risks you are exposed to. 

 If you know what insurance company to whom you wish to transfer your risk. 

If you know all of that, you may be able to apply for health insurance through the insurance 

company’s web site.  Your other option would be the health insurance exchange that operates in 

your state. 

While the disappearance of the health insurance sales people may be inevitable, the need for a 

professional insurance agent will not.  None of the four plans the PPACA authorizes pays 100% 

of medical bills.  They only pay 60-90% of medical bills and leave the balance up to the insured 

to pay.  People will need professional insurance agents to help them find a way to pay for the 

portion of health insurance that is not covered by the government’s “Essential Benefits” plans. 

If Medicare is any sign of what Americans can expect, there will be plenty of holes in the 

“Essential Benefits” plans.  People will need the help of an insurance agent they trust if they 

want to plug those holes. 

To paraphrase Mark Twain, “The reports of the death of the health insurance agent are pre-

mature.” 



AGENT REGULATION AND EDUCATION 

 

There are many laws in place to prevent the public from being taken in by incompetent insurance 

agents.   

Before an individual is allowed to answer questions about insurance laws or products, he must 

first obtain a license.  His license tells people he is familiar with the insurance requirements in 

that state. 

Unfortunately, the public does not always verify that a sales person has the appropriate licensing.  

That makes it easier for con-men to scam the public.  If you are working with an insurance agent, 

the first thing you should do is verify his license status.  

If your state provides the ability to look up your insurance agent’s license status on-line, take a 

minute to go to your state’s department of insurance web-site and verify that your agent is legal. 

You can do that on your computer before you grant an appointment with an insurance agent. 

Some states do not provide a database of licensed insurance agents on their web sites. If your 

state does not give you the ability to verify an insurance agent’s status on-line insist on 

inspecting his license or call your state department of insurance before you commit to any 

business with the agent. 

In Texas, where I live, an insurance agent is required to be licensed by the Texas Department of 

Insurance (TDI) to perform the “acts of an agent.”  Those acts include soliciting, negotiating, 

procuring or collecting premium for an insurance policy.  Our state does give the public access to 

a database of licensed insurance agent on the web site for the Texas Department of Insurance. 

According to the Texas Insurance Code, section 4001.003, an insurance agent is, “… an 

authorized agent of an insurer or health maintenance organization, a subagent, and any other 

person who performs the acts of an agent.” 

The licensing process does not eliminate all unethical people but the screening process does 

eliminate many.  Each applicant for a license must submit to a criminal background check.   



Once an applicant has survived the background check, he still has a hurdle to clear before getting 

his license.  Every applicant is required to pass an exam.  They must prove they have a basic 

understanding of insurance law and policy construction.  This does not magically mean that they 

have the knowledge and experience necessary to be a good agent.  All it means is that they 

understand basic contract law as it applies to insurance policies in their state. 

Once a license has been granted, the education of the insurance agent has just started.  In Texas, 

licenses are only approved for two year terms.  Other states may have different term lengths, but 

every state requires agents to take some continuing education courses. 

In addition to the general education that most states require, many insurance companies provide 

product specific education  for their agents.  Education is also available through independent 

companies in a classroom setting, by correspondence and over the internet. 

A rookie agent may start his career in ignorance, but there is no reason for him to remain 

uninformed.  His options, for education, are numerous.   A good agent will take advantage of all 

of them.  A bad agent will not bother to learn any more that the minimum that is required to keep 

his license in force.  

Early in his career, an insurance agent may pursue a professional designation such as the LUTCF 

(Life Underwriter's Training Council Fellow) or CLU (Chartered Life Underwriter).   

LUTCF and CLU are the two most popular professional designations for life insurance agents.   

An agent who plans to specialize in health insurance may want to pursue the RHU (Registered 

Health Underwriter) designation instead.  The amount of study required to claim the RHU 

designation is similar to what is required for the LUTCF designation.  Both designations are 

granted by the same organization.  They are just focused on different types of insurance.   

There are several more designations in the insurance industry.  A wise consumer will ask an 

agent what the letters after his name on his business card mean.  In almost all cases they indicate 

your insurance agent has additional education. 



There are some professionals who are not required to obtain a license.  However, that list is 

relatively small. While they are exempt from insurance licensing laws, the advice they give 

regarding insurance can only be incidental to their primary occupation.  If they are performing 

any of the “acts of an agent” they are required to obtain an insurance agent’s license. 

At times it can be frustrating being an insurance agent.  It can seem like we are not allowed to 

breathe without permission.  Things that other business owners can do without a second thought 

are forbidden to the insurance agent by law.  Below are a few examples of what we are not 

allowed to do.  An insurance agent cannot   

 Act without a license 

 Participate in “Unfair trade practices” 

 Misrepresent the terms of an insurance policy 

 Create or use any false advertising  

 Defame any insurance company 

 Boycott, coerce or intimidate an member of the public  

 Create or use false financial statements  

 Provide rebates or any inducements to the public for them to place their insurance 

business through that insurance agent. 

Part of the reason your state has a Department of Insurance is to protect the public, as much as 

possible, from crooked insurance agents. 

 



MEDICARE REGULATIONS 

 

In addition to the state rules that regulate insurance agents, there are federal rules for any 

insurance agent who works with people on Medicare.   

Scam artists often target the elderly.  With Medicare’s Annual Enrollment Period starting on 

October 15 each year, you should watch out for some tell-tale signs that an insurance agent is 

operating outside of the law.  If someone approaches you or your parents in these ways, be wary.   

Below are some techniques that insurance agents use every year but they are illegal for agents to 

use to market Medicare D or Medicare Advantage.  An insurance agent will be punished if he 

does any of these things but only if he is caught. 

 

It is illegal for any insurance agent to initiate any marketing telephone calls to someone with 

Medicare.  They are allowed to return phone messages that are left by a person on Medicare or 

call an individual as the result of their request, (often a mail reply).  Insurance agents are not 

allowed to make cold calls to anyone.  That includes referrals. 

If you have a friend or loved one that you wish to introduce to your insurance agent, you must 

persuade your friend or loved one to initiate contact with that agent either by phone, mail or 

internet.  That agent is not permitted to call referrals that you give to him. 

 

Each year it happens.  Some agent picks a neighborhood and goes door to door looking to sell 

health insurance during the Medicare Open Enrollment.  Although this is a perfectly legal 

marketing technique for many types of insurance, CMS declared the marketing of Medicare D 

and Medicare Advantage plans, using the door-to-door method,  illegal several years ago. 

 



 

With color printers it is easy to print up counterfeit marketing material.  It is imperative that you 

inspect every piece of literature that you are provided that discusses either an insurance company 

or product. 

Everything that is provided in print regarding Medicare D or Medicare Advantage must be 

approved by the insurance company’s legal departments.   CMS has strict standards for 

acceptable advertising. 

Every piece of literature your agent provides to you should have an approval code someplace.  If 

it does not have that code, or you are suspicious, call the insurance company directly to verify 

that it is authentic.  Insurance agents are not allowed to alter, or customize any marketing 

materials they give to the public. 

 

Insurance agents who elect to work with Medicare D or Medicare Advantage plans must certify 

each year with CMS.  The certification makes certain that the agent has a thorough knowledge of 

the most current rules.   

If you or your parents need to speak with an agent during Medicare’s Annual Enrollment Period, 

ask him when his most recent Medicare certification occurred.  The answer should be sometime 

in that he went through the certification process earlier in the year.  If it has been longer than a 

year, since his certification, he is out of compliance.  His insurance company is not supposed to 

recognize any enrollments he submits.   

 

Before an agent is allowed to discuss details about Medicare D or Medicare Advantage in your 

home or at his office, you are required to sign a Scope of Appointment form.  That form details 



exactly what products will be discussed during your time together.  An agent may discuss 

Medigap as an alternative to Medicare Advantage during your visit.  He may not discuss life 

insurance or any other non-health type of insurance during the same appointment.  If you want to 

speak with an insurance agent about those types of insurance, he must reschedule an 

appointment.  He must give you at least 48 hours to “cool off” before he can legally cross-sell 

anything other than Medicare D, Medicare Advantage or Medigap. 

If you or a parent meet with an agent to discuss either Medicare D or Medicare Advantage 

insurance and a signature on a Scope of Appointment form is not obtained prior to or at the start 

of the appointment, a warning flag should go up.  Unless your parents are part of a retiree group, 

a Scope of Appointment will always be required. 

 

This may be the most easy way to identify a scam artist acting like an insurance agent.  Medicare 

does not allow insurance agents, working with Medicare D or Medicare Advantage, to collect 

premiums. 

If you, or your parents, are enrolling in Medicare Insurance, they should never pay the insurance 

agent.  The insurance company will send a bill for any premium that is due, unless it will be 

automatically withheld from someone's Social Security checks. 

Be aware that there is an exception.  Often people get confused about the differences between 

Medicare Advantage plans and Medicare Supplement plans.  Medicare Supplement plans are not 

as highly regulated by the federal government as Medicare Advantage.  Since they are regulated 

more by state insurance laws, the insurance agent may be required to collect the initial premium 

when you, or your parents, apply for Medicare Supplement. 

If that happens, a good insurance agent will require that you make your initial payment check 

payable to the insurance company.  You should NEVER make the initial check payable to cash 

or directly to the insurance agent. 



 

Another sign that you are dealing with an ignorant insurance agent is on his business card.  The 

law is very clear on what an insurance agent can and cannot call himself.  Unfortunately, many 

insurance agents elect to ignore the law.  Some do it because they do not know any better.  Some 

do it because they think it will give them a competitive advantage with the public. 

Insurance agents, may never, say or imply that they are affiliated, in any way, directly with 

Medicare.   

If the business card he gives you says that he is a Medicare representative, agent or in any other 

way affiliated directly with Medicare, you need to see other official ID or get rid of him as soon 

as possible. 

If your insurance agent does any of these things, he is not necessarily a crook.  He may very well 

be innocent.  However, he is innocently ignorant of the rules for Medicare D and Medicare 

Advantage. 

 

  



IN DEFENSE OF INSURANCE AGENTS 

As a group, insurance agents are not bad people.  Most of them want to do what’s right.  They 

place their client’s needs ahead of their own selfish needs.   There is no denying that there are a 

handful of insurance agents who exist for no reason other than to make as much money as they 

possibly can.  They can lie, steal and cheat with a straight face. 

Like a plague of locusts, a slick insurance agent can con his way through a community and be 

gone before people know what happened.  Your only defense is to make the insurance agent do 

his job.  The insurance agent is not licensed to be an adviser or consultant.  He is licensed to 

explain the policies to you and act as a liaison between you and the insurance company during 

underwriting. 

Before you contact an insurance agent, know what you want.   As you approach retirement, don’t 

repeat your parent’s mistakes.  Don’t delegate decisions for your financial future to any 

insurance agent, financial planner or any other commission sales person. You can listen to all 

types of professionals, but you need to remember one thing. 

After the insurance agent, financial planner or investment adviser has spent his commission 

check, you will still be stuck with the consequences of your decision.  You cannot afford to 

delegate financial decisions to someone else. 

Many insurance have “Type A” personalities.  They are quick with a handshake, a smile and a 

slap on the back.  They are the "Life of the Party.'   

Agents like these tend to be highly paid sales people.  However, they don’t necessarily know 

how to use the policies they sell.  These insurance agents, often, cannot be bothered with the 

details.    

In fact, it is unusual to find a "Type A" insurance agent who has even read the policy he is 

selling. 

Other agents are more analytical and focus on the intellectual aspects of insurance.  These agents 

know the laws and the policies they deal with forwards and backwards.  Unfortunately, they 



spend so much time learning about insurance from their books and internet sites that they never 

get around to letting people know they exist.  Let’s call them "Type B" agents. 

As you search for an insurance agent you can trust, try to find one who has the personality of a 

"Type A" agent and the curiosity of a "Type B" agent. 

In this chapter, I want to discuss what to look for in an insurance agent and things that you can 

do to protect yourself from those who are less professional.  Below you will find descriptions of 

some on the different types of insurance agents you will find. 

 

Both our sons are grown and have moved out of the house.  Now that my wife and I are empty-

nesters, we have replaced the boys with puppies.  We have 3 dogs.  By caring for them, I have 

learned.  They may not be as smart as horses.  What they lack in horse sense, they make up in 

loyalty.  I know that my dogs love me. 

There are very few industries that have as high a personnel turn-over rate as what is found with 

insurance agents.  When I started in the industry only 4% of new insurance agents would last for 

4 years.  The rest would find “happiness in a different career.”  By the time I got my first 

promotion, there were only two of us left out of a starting class of 32.  That taught me something 

about a new insurance agent.   

A rookie insurance agent is like a new puppy in some ways.  First, he has no choice but to focus 

on survival.  When we adopted Pal and Rusk we were at a state park.  The dog we brought with 

us died while we were there.  The park ranger felt sorry for us for losing a part of the family.  

There were two abandoned beagle puppies at the park.  They were infested with fleas and living 

under a lawn mower.  My wife took one look at them and fell in love. 

We brought them home.  Not only did we have to clean them up.  We also had to assure them 

that everything was going to be okay.  Once they were clean and assured, we had to teach them 

acceptable behavior for their new environment.   



Like a puppy, a new insurance agent is in a new environment.   While he is trying to adapt to his 

new career, he must learn what is and is not acceptable.   

His sponsoring insurance company will go out of its way to train him.  They will teach him how 

to manipulate people when he is sitting in front of them.  The insurance company will also teach 

him how to use the features and benefits in their insurance policies. 

However, insurance companies are not real good at teaching rookie insurance agents how to use 

policies in combination with other insurance policies to meet needs.  They also are weak in the 

area of teaching rookies how to get in front of people who are willing to listen to the sales pitch 

they have been taught.  Both of these skills only come with experience. 

You do not shoot a puppy if it piddles on the carpet the first day you bring it home.  It does not 

know any better.  It has to be trained.  You expect a new puppy to make mistakes. 

Unfortunately, new agents know they are on a short leash.  Most insurance companies do not 

give them time to make mistakes.  They know that they must sell now or risk getting whacked on 

the nose with a pink slip. 

The puppy insurance agent will normally be honest with you.  He has not been in business long 

enough to learn to lie effectively.  He will “fake it till he makes it.”  He will wear the all the right 

clothes, drive the right car and say all the right things to make you trust him.   

He will not, normally, volunteer the information  that he is brand new to the industry.  It will be 

up to you to find out if your insurance agent is a new puppy or an old dog. 

Ask your insurance agent how many clients he has.  If he has too many, you will not get the 

attention you want in a professional.  If he has too few, he is inexperienced.  You may not get the 

level of competence you want in a professional. 

If you have a personal relationship with the new agent and wish to use him for your insurance 

needs, go ahead and use him to place your order.  As long as you have done your due diligence 

and used the insurance agent merely to facilitate your purchase, you have done nothing wrong.   



You may even have done something worthy of congratulations.  You helped a novice gain some 

experience.  If an insurance agent has a large enough number of friends who will do the same 

thing, he can survive long enough to learn what can and cannot be done. 

Puppies are not born knowing how to roll-over, play dead or fetch.  They must learn those skills.  

Insurance agents are the same.  He has to learn new skills.  The one thing that you should 

remember when working with a puppy insurance agent is that you should never rely on the 

puppy for insurance advice.  He will not intentionally steer you wrong.  Unfortunately, he is still 

learning.  He could accidentally give you bad advice. 

If you follow bad advice, you could suffer thousands of dollars in loss while your friend learns.  

You can avoid that happening and still help the puppy learn.   All you have to do is do your own 

homework.   

 

Puppies often make mistakes, but a fully trained dog rarely does.  He knows the consequences of 

his mistakes for both himself and his master.  The same is true for insurance agents. 

While the new insurance has an excuse when he makes a mistake, the agent who has been around 

for a while has no excuse for his mistakes. 

An agent is still considered a rookie until his 3rd work anniversary.  Only then is he a veteran.  

During those first three years he must... 

 Make enough sales to survive 

 Gain experience 

 Learn about the industry as a whole 

 Learn how to use the products he sells 

Only after he has done all of that is he able to say that he is a veteran, and worthy of being 

trusted. 



Finding a trustworthy insurance agent can be complicated.  Many insurance agents advertise 

themselves as “Advisers,” “Specialists” or “Consultants.”  Those titles can be misleading.  They 

may or may not be “qualified” to give advice, specialize or consult on insurance matters. 

To me there is a difference between a sales person desperate to fill a sales quota and an insurance 

professional.  The professional will take the time to listen to what is needed.  He will find a way 

to fill that need if it is possible. 

 

My wife, and I, have been fortunate enough to have several dogs in our lifetime.  They have 

taught me many things. 

One thing that I have noticed is that the old dogs have less energy than the younger ones.  When 

there is a squirrel that needs to be chased, they tend to remain curled up on their bed and let the 

younger dogs chase it. 

Many insurance agents are "old dogs."  Unless there is a large, or unusual case that needs to be 

worked, they prefer to remain in the background and let the younger agents work on it. 

Like an old dog who only wakes up long enough to eat, the old insurance agent only does what is 

required to keep his stream of renewal commissions coming. 

A handful of insurance agents last long enough to become "Old Dogs." They have the wisdom 

that comes with great experience but not the drive they had when they were younger agents. 

They are usually easy to recognize but hard to resist.  If you already have a relationship with an 

"Old Dog" agent, congratulations.  You are one of his chosen clients.  He will most likely take 

very good care of your insurance needs. 

However, if you do not already have a relationship with an "Old Dog" you may want to consider 

finding a younger veteran agent to help you.  He will also have a solid combination of experience 

and learning, but he will have something that the "Old Dog" does not always have. 



He may have the energy, and drive, to better serve your insurance service needs in the future. 

  



THE NEW HEALTH INSURANCE AGENT 

There is no one more upset about "Obamacare" than I.  Unfortunately, whether I like it or not, 

"Obamacare" is the law of the land.  Americans have to live with it, at least, as long as Barack 

Obama remains president. 

Health insurance agents were hit hard by the new law.  Mr. Obama's Secretary of Health and 

Human Services, Kathleen Sebelius, ruled in 2011 that insurance agent's commissions had to be 

included as overhead expenses, in the same category as paper clips and electric bills.  The result 

was that the incomes of health insurance agents were decrease.  In my case, my income was 

lowered by 85%. 

When that happened, in 2011, many health insurance agents left the industry.  I can understand 

why they did, but it left a lot of Americans without someone they could trust to cut through all 

the political spin about the Affordable Care Act and help them understand what they were 

required to do. 

Fortunately, some insurance agents still work with health insurance.   They understand that the 

profession of insurance, is more than just a way to earn money.  Many Americans are angry 

about "Obamacare" and need to understand what it all means.   

Others could not care less about the politics surrounding "Obamacare."  They just want to know 

what they must do to avoid the "Shared Responsibility Payment" (formerly known as the 

"penalty"). 

 The health insurance agents, that remain in America, have decided to stay in business to help 

their clients make the transition.  They are gambling that they will either... 

1. Attract enough new clients to make up for the lower commission rates required by 

"Obamacare" or, 

2. Be able to sell enough secondary products during the rest of the year to offset the cut in 

health insurance commissions. 

  



THE EXPERIENCED AGENT 

There are some insurance agents on whom you can rely.  They have the combination of 

experience and education, that is required, to help you build and manage a complete health 

insurance portfolio. 

During the Health Care Reform debates of 2009-2010, one of the most popular arguments for, 

what became "Obamacare," was that a national mandate to buy health insurance was necessary to 

prevent bankruptcies caused by health care bills. 

Unfortunately, "Obamacare" only helps pay bills from doctors, pharmacies and/or hospitals.  It 

does very little to help prevent bankruptcy for several reasons.   

 The part of the law that was meant to help with the costs of Long Term Care for the 

elderly was suspended by the Obama administration a full year before it was formally 

repealed by congress.  Before Medicaid starts paying the bills, an elderly person must 

spend down his entire life savings, and impoverish his health spouse. 

 The PPACA makes no provisions to help any American replace their income while they 

are recovering from the treatment they got from doctors and hospitals. 

 In order to obtain compliant, affordable  health insurance, many middle-class Americans 

have had to buy plans with higher deductibles than they have money in savings.  If a 

serious illness, or accident were to occur, they would not be able to pay the deductible 

and co-insurance. 

 The most affordable health insurance plans are Health Maintenance Organizations 

(HMOs)  If an individual with an HMO violates any of the plan's rules, the insurance 

company will not help pay any of the medical expenses. 

"Obamacare" may have some positive attributes, but it will not prevent an individual from filing 

bankruptcy because of a serious illness or injury.  An experienced insurance agent will be able to 

help you understand what risks are still present, after you buy your mandated health insurance, 

and what you can do, on your own, to protect yourself. 

His recommendations may, or may not, include the purchase of an insurance supplement. 



PROTECTING YOURSELF FROM CON-MEN 

In the wake of the Patient’s Protection and Affordable Care Act, con-men and “quacks” are 

trying to take advantage of the public’s confusion.  Even with the publicity of recent actions 

taken by the government, scams involving insurance thrive. 

Below are some things that you can do to protect yourself from being cheated. 

 Trust your instincts - In the words of a character from a popular TV show, “If 

something looks too good to be true, it is best to shoot it, just in case.”   Applying that 

logic to insurance, if an insurance agent makes claims about a policy that seem fantastic, 

ask for written proof from the insurance company before you commit to anything. 

 Avoid politics – A common scam is to use a picture of a well-known politician to give 

official credibility to a product.  Remember that the U.S. government does not endorse or 

recommend one insurance plan over another. 

 Investigate – In the past, insurance agents would carry their insurance license with them.  

When a client wanted proof they were legitimate, all they had to do was produce the 

license.  Today, things are even easier.  If you want to verify if your insurance agent is 

legitimate, all you need to do is contact your state’s department of insurance.  Many 

state’s even provide a database of currently licensed insurance agent for you to use on-

line. 

 Be patient – If you gave yourself plenty of time in which to make your decision, there is 

no reason to rush.  Unless your birthday is tomorrow or you have no insurance at this 

time, you have time to shop around.  You do not have to cave into pressure from an 

insurance agent. 

 



 Read – Whether people like it or not, an insurance policy is a contract.  If you are going 

to get the maximum benefit, you will have responsibilities.  Since those responsibilities 

can change from one policy to the next, it is imperative that your read your policy when 

you get it to make certain you know what is required. 

  



CHANGING INSURANCE COMPANIES 

Occasionally you will find that your problem is not so much with the agent but with the 

insurance company.  If you are eligible for a Special Election Period, you are allowed to change 

your health insurance company at any time of the year. 

Some of the circumstances that qualify you for a Special Election Period are... 

 Birth of a baby 

 Marriage 

 Aging off your parent's plan 

 Moving to a new community 

 Losing health insurance at work 

Please keep in mind that losing coverage because of non-payment of premium is not a qualifying 

event.  Neither is remaining uninsured until you get sick and then trying to enroll at the hospital. 

Unless you qualify for a Special Election Period, you will have to wait until the next Annual 

Enrollment Period to make changes to your health insurance plans, or get health insurance for the 

first time. 

However, those rules are only applicable to "Obamacare" compliant plans.  Nothing has changed 

for all of the other types of health and life insurance.   They are available throughout the year, 

provided you are eligible. 

  



Section II – Frequently Asked Questions 

Q.  What do I do if I want a local insurance agent but have already enrolled in health 

insurance through my state's health insurance exchange? 

A.  If you do not have a good health insurance agent there are two ways that you can correct 

things. 

1. During your Annual Election Period, or Special Election Period use the insurance agent, 

you want, to help you enroll in an "Obamacare" compliant plan.  Your records will 

automatically be placed in his book of business so that he can help you. 

2. If you do not have a good agent, but want one, don't despair.   Most all insurance 

companies will have a process to allow you to change your Agent of Record.  Call your 

insurance company directly to find out what their process is.  Remember, the insurance 

companies want to keep you happy, whenever it is possible.  If you want a specific, local 

agent, they will help you as much as possible. 

Q.  Can I get rid of my health insurance broker? 

A.   Yes, this question is similar to the preceding question but I wanted to add a warning to the 

advice I gave above.   

It is important to remember that an insurance policy is a contract.  Your contract is with the 

insurance company.  It is not with the insurance agent.  However, before you request a different 

agent, stop and ask yourself why you want to get rid of the one you have. 

Some insurance agents, are of the (in my opinion, mistaken) idea that their job ends once your 

policy is effective with an insurance company.  They sincerely believe that they have earned all 

the commissions that the insurance company will pay them throughout the year. They may 

scream if you ask for a change of Agent of Record outside of an Annual Enrollment Period.  

Even though that is your right, a request to change agents in the middle of the year may not be 

worth the aggravation it creates.  



If you like the insurance company you have but feel that you are not getting the level of service 

you are looking for, you can request a change in your Agent of Record in the middle of the year 

or suck it up and do a new application with your chosen insurance agent during the next Annual 

Enrollment Period.   

In either case, once you change your Agent of Record, your current insurance details would be 

available to your chosen insurance agent. 

Sometimes the insurance company’s hands are tied.  Depending on the contract they have with 

their agents, they may or may not be able to change your “Agent of Record.”  Some agent’s 

contracts stipulate that once they sell a policy their interests are 100% vested in that client.  

Insurance companies cannot switch those clients to a new agent without first obtaining the 

writing agent’s permission. 

When that happens, you will not be able to change your Agent of Record until the your next 

Annual Enrollment Period or Special Election Period. 

Q.  How Do I Fight A “Bully”? 

A. This question reminds me of an episode of the old Andy Griffith show I saw as a kid.  Opie 

was having a problem with a bully and he was told that he had to stand up to him.  Towards the 

end of the show, Opie ran into the office with a bloody nose and a big grin.  He had finally stood 

up to his bully.  While he had to deal with a bloody nose, he was happy that he no longer had to 

deal with his bully. 

 When an insurance agent attempts to bully you, fight back.  If you do not want to do business 

with him, be honest and just say “NO!”  You may have to be rude and say, “Heck, no!”  Don’t 

leave any room for doubt.   

Often there is no room for being polite.  As long as there is a glimmer of hope, the insurance 

agent will continue to make “courtesy calls.”  Tell him to “Get lost!” 

If he still continues to harass you, the only way to stop him may be to threaten to report him to 

the state department of insurance. 



Department of Insurance investigations typically take only a few months.  If the Department of 

Insurance finds an insurance agent guilty of using intimidation tactics, it can fine and/or suspend 

the agent’s license right away.   

Use the state department of insurance threat as a last resort.  It may be over-kill.  It can hurt 

innocent people.  If you are considering contacting your state department of insurance you might 

want to consider a warning first.  Often merely telling an insurance agent that you are 

considering filing a complaint with the State Department of Insurance will be enough for them to 

stop pestering you and find another target. 

Q.  How Do I Pick An Insurance Agent? 

A.  You will most likely use an insurance agent who is referred to you by a friend whose opinion 

you trust.  That is a good starting place but you will need to do some further investigation to 

make certain that he is a good fit for you. 

Sometimes you will not get a glowing endorsement for an insurance agent from either friends or 

relatives.  When that happens, you will have to find one on your own. 

Whether an insurance agent is referred to you or you have to find one on your own, you should 

check 3 things. 

1.       CHECK HIS LICENSES 

Make certain that he is legally licensed to offer help with insurance in your state before you start 

to work with him.  In the first section of this book I described, in detail, what steps your state 

take before licensing an individual to discuss insurance matters with the public. 

Federal Navigators, are not supposed to explain insurance policies or make recommendations, 

but they do.  Other con-men and scam artists use the confusion surrounding "Obamacare" to prey 

on the public. 

With a good computer, and printer, any scumbag is able to create, or forge, official looking 

documents.  The only way to know, for sure, that an individual is qualified to help you with your 



insurance, and worthy of your trust, is for you to verify him with your state's department of 

insurance. 

2.       CHECK HIS DESIGNATIONS 

Insurance agents love to show off the amount of learning they have.  Their business cards will 

typically have several letters after their name.  If your insurance agent has designations, ask him 

what the letters stand for and what was required for him to receive that designation. 

If there are no letters after his name, ask him what he is working on and how far he has gotten.  

You will also want to find out how long he has been licensed.  If his education is appropriate for 

the time he has been licensed, you are probably working with someone who wants to be a 

professional insurance agent.   

If his field of study is compatible with your needs, you have found an insurance agent who can 

help you.  If his designation indicates that he has studied in a different area, you might want to 

continue your search.  

If you find that the individual you are speaking with has not taken a course, or kept up with his 

education in quite some time, you are not working with a professional.  The insurance agent you 

are speaking with is nothing more than a sales representative. 

If you have done your homework and know what insurance policy and company you want, there 

is nothing wrong with using a sales representative.  Just do not accept any advice or guidance 

from him on insurance matters.  Keep searching for an insurance professional who is committed 

to learning everything he can about insurance. 

3.       CHECK HIS CERTIFICATIONS 

A Certification is similar, but not the same as a Designation.  Insurance agents tend to publicize 

their professional designations.  It is an ego thing.  Very few people, outside of the insurance 

industry, know that the letters after my name stand for Chartered Life Underwriter.  Most people 

think that the “C” stands for Certified. 



CLU is my professional designation.  It means very little to someone who is not already involved 

in the insurance business.  However, it means a great deal to others in the insurance industry.  It 

means that I have completed 10 courses of advanced training, have committed to continued 

learning, have significant experience in the insurance industry and have voluntarily sworn to 

abide by, and uphold, a code of ethics. 

Certifications, on the other hand, are different.  Both state and federal laws require that an 

individual periodically demonstrates a degree of proficiency before they are allow to continue to 

work with specific lines of business. 

For example, in addition to my license, I am required to certify for the following lines of 

business before I can legally help someone. 

 Major Medical "Obamacare" compliant plans require annual certification with the federal 

government. 

 Medicare Advantage requires annual certification with the federal government 

 Medicare D requires annual certification with the federal government 

 Annuities require bi-annual certification with the State of TX 

 Long Term Care insurance requires bi-annual certification with the State of Tx 

Q.  How can I avoid problems with my insurance agent? 

A. Perhaps the best answer that I can offer to this question is for you to trust your insurance 

agent.   

In the last couple of years, my biggest problems have been caused because my clients have asked 

me to do something for them and when I was not able to get things corrected immediately, 

contacted the insurance company themselves. 

The problem is that the customer service department that you, as an insured, speak to is not the 

same department that I, as an agent, contact.  If you ask for help from both your agent and 

customer service, you can inadvertently create a bigger problem than the one you started out 

with. 



You could end up with two different divisions, using different tactics, to solve your problem.  

There is a chance that while they are solving one minor issue, they could create a major problem 

for you in the future. 

If you have a problem with your insurance that needs help, ask either your local agent or your 

insurance customer service representatives for help. 

However, don't ask for help from both of them.  

While we are on the topic of things you should avoid, don’t ask an insurance agent to do more 

than he is allowed.  Insurance agents are legally not allowed to claim to be advisers, counselors 

or consultants unless they have the appropriate licensing.  Section 4001.003 of the Texas 

Insurance Code defines an insurance agent as, "authorized agent of an insurer or health 

maintenance organization."   

By law, insurance agents must act in the interests of their companies.  Once you have selected a 

policy, they are not allowed to advise you about other plans, unless they make sound insurance 

sense.   

Q.  How do I get insurance if my company does not provide it? 

A.  If you are unable to obtain the insurance you want on your own, there are options. 

 

If you know nothing about insurance and are afraid of being taken advantage of by an insurance 

agent, you probably should consider hiring a licensed Insurance Counselor.   

 

Insurance Counselors are different from insurance agents.  A special license is required from 

your state’s Department of Insurance.  It allows them to charge you a fee.  You will pay them 

directly instead of them receiving a commission from the insurance company.  Since you pay 

them directly, you should be able to assume that their advice is unbiased. 

 



If you elect not to hire an Insurance Counselor, there is another way to protect yourself.  The best 

way to assure that you are not manipulated by an insurance agent is to do your homework.  

Know what you want before you contact an agent.  

 

If you do that, the insurance agent will be free to focus on getting your application approved.  He 

can spend his time working for you rather than planning ways to use “sales techniques” on you. 

 

Your other option, with Major Medical insurance, is to use the internet options that are available 

to you. 

1. If you are not eligible for, or intend to claim, a federal subsidy advance, you can enroll in 

an "Obamacare" policy, directly with an insurance company, and by-pass the need to use 

an insurance agent.  This is called buying "Off Exchange/Marketplace."  Just be advised 

that, depending on your insurance company's policy, you may be assigned to a local 

agent or remain an "orphan" in a house account. 

2. If you are going to claim a federal subsidy advance, you can use the health insurance 

exchange that operates in your state.  If you do not select an agent while you complete 

your enrollment, you will likely be considered an "orphan" and placed in a house 

account. 

Q.  What can an insurance agent do that I cannot? 

A.  Probably, less than 75% of the papers that come across my desk are complete.  The forms 

that insurance companies require can be complex.  It is very easy for people to accidentally miss 

checking a box. 

One of the most important responsibilities for the insurance agent is to review paper-work.  

Insurance agents should discover what is missing.  He should obtain that information before 

submitting the papers to the insurance company.  It makes everybody’s life easier when things 

are done correctly the first time. 



Usually, if an insurance agent misses something he can refer to the client’s file and get it 

corrected immediately without having to disturb the client.  People who buy insurance without 

an agent have to use another system. 

Often, people think that completing an application for insurance is all that is required.  If the 

underwriter wants additional information he will typically ask for it by email.  That information 

has to be given to the underwriter before the policy is approved.  Because of state laws, there is a 

time limit for people to respond to an email from the insurance company.  If the underwriter is 

not able to approve the policy within a set period of time the application is canceled, the down 

payment is refunded and the entire process must start over. 

If an underwriter’s email goes into a spam folder, the information that is requested is delayed at 

best.  At worst it could be missed entirely.  The applicant could have no insurance of any sort 

when they need it. 

A good insurance agent will not allow that to happen.  If an insurance company asks for more 

information, he will not allow clients to slip through the cracks.  If he does not already have the 

information in your file, he will continue to contact you until he gets the information the 

insurance company requires.  People often think that he is being a pest.  He is not.  He is actually 

doing his job. 

The application is not the only time you will use an insurance agent.  Your circumstances are 

bound to change in the future.  When they do, you will need to make the appropriate changes to 

your health insurance policy. 

Without an agent, you must spend your time to request a change and verify that it has been 

completed to your satisfaction.  When you attempt to make a change over the phone with your 

insurance company’s customer service department, you do not have any recourse if they fail.   

By making changes through your agent’s office, he is able to follow through.  He will make 

certain the change you requested was completed.  If someone at the insurance company "drops 

the ball," he knows who to call. 

http://en.wikipedia.org/wiki/Customer_service


Q.  What can an insurance agent do for you that a computer cannot? 

A.  Computers are the wave of the future.  According to our president, insurance should be as easy as 

purchasing airline tickets on the internet.  Insurance agents are obsolete. 

Older people, like me, have a different idea.  I was born in 1960 B.C. [Before Computers].  Most 

people my age prefer to speak with a human.  Our options are getting fewer.   You will need to 

retain an insurance agent if you want to be certain you can speak with a human without having to 

push a button. 

In an ideal world, computers would be a perfect solution.  Unfortunately, ours is not yet a perfect 

society.  Not all of us are the same.  There are over 300,000,000 people in America.  Some are 

comfortable with computers.  Some are not.  They prefer to speak with another human.   

Many insurance companies use computerized telephone systems.  You can spend, what seems 

like years pressing buttons on your phone and never speak to a human.  "Hopefully, the next 

button will connect me with someone who can answer my question."   

In my opinion, not having to deal with computer answering systems is a reason to use a local 

insurance agent.  In many cases you can let him spend his time pushing buttons on the telephone 

while you live your life. 

Recently, I had to spend 3 hours cleaning up a mess made by a client.  He elected to by-pass my 

office to make a policy change.  Fortunately, he sent a courtesy copy of the paper work the 

insurance company required for the change.  I was able to use that copy to facilitate his policy 

change.  All of his frustration could have been avoided by working with me agent rather than 

attempting an end-around. 

Q.  Is there any time when I have no choice but to use an insurance agent? 

A.  While individual and family major medical plans can be quoted and applied for online,  

group benefit plans are not the same.  Group plans still require the services of an insurance 

professional.  The insurance agent will be able to provide current guidance on issues like... 



Federal Laws 

Now that "Obamacare" is no longer a theory but fact, many Americans are confused about what 

they can, and cannot do. 

 For example, families are surprised to learn that they are required to pay for dental 

insurance for all children under the age of 18. 

 Males, and post menopausal women, are surprised to learn that they are required to buy 

health insurance that includes maternity coverage. 

 Non-drinkers and non-addicts are surprised to learn that they are required to by health 

insurance that includes substance abuse treatment. 

 Pro-life individuals are surprised to learn that they must buy plans that include coverage 

for birth control. 

State Laws 

In addition to federal laws that regulate all group benefit plans in the United States, group benefit 

plans are subject to state laws as well.  

Laws and regulations change from one state to the next.  They are also subject to change from 

one state legislature to the next.  A good insurance professional will stay abreast of changes in 

state laws. 

Company Regulations 

In addition to federal and state regulations, each insurance company has unique rules.  These 

rules must be obeyed by the business.  If they are not obeyed, the group plan will be non-

renewed in the future.  Before you spend your time and money preparing an application packet, 

the insurance professional should be able to let you know what employee participation levels and 

ratios your group will have to meet in order to keep your group plan. 

These are just a handful of reasons for a small business owner to use an insurance professional 

when shopping for a group benefit policy.  There are others.  Perhaps one of the most important 

is the premium quote. 



While most health insurance companies will now allow people to do their shopping for 

individual health insurance on line, they still use licensed insurance professionals to present a  

rate quote for groups of 2-99 people. 

Q.  Who Does My Insurance Agent Really Work For? 

A.  An ethical insurance agent will not intentionally screw you.  However, should there be any 

conflict in the future; he is obligated to side with the insurance company over you.  It is called 

the “Law of Agency.”  The insurance company pays him a commission to help you with the 

application, coordinate underwriting and help you with simple problems.  Since they are the ones 

paying him, they have a legal right to expect his loyalty when things go sour.   

Don’t fool yourself into thinking that your insurance agent is providing free, unbiased advice.  

He is not in business to not get paid.  Someone is paying him even if you are not.   

Your agent will do everything possible to avoid arbitration or a law suit. 

However, if you insist on securing an attorney to solve a problem, your agent is required to 

testify on behalf of the one who pays him. 

Q.  Why should I get insurance now? 

A.  It used to be that Major Medical insurance was optional in America.  That changed with the 

passage of the Patient's Protection and Affordable Care Act. 

Major Medical insurance is now mandated by the U.S. government unless you are specifically 

exempt from the requirement.  The penalty for not having acceptable "health insurance" is not a 

prison term.  It is a tax penalty. 

If you are not eligible for an exemption, and not willing to pay the penalty, you have no option 

but to purchase health insurance.  



I am reminded of the “Friends” episode when Joey and Chandler’s apartment is burglarized.  All 

of their furniture was taken.  Ross asked them if they called their insurance agent.  Chandler 

responded, “They told me to stop calling.  I don’t have insurance.” 

Q.  Do insurance agents pay kick-backs for referrals? 

A.  If you have ever worked with an insurance agent, you have probably been asked to refer your 

friends and relatives to him.  The insurance agent who asks this is not paying a “kick-back.”  He 

will contact whoever you refer to see if they are interested in conducting insurance related 

business through his office.  If they are interested, he will help them.  If they buy something, he 

will get a legal “commission.”   

"Kick-backs" are illegal.  A "Kick-back" happens when an insurance agent pays someone, who 

does not have a valid insurance license, a percent of his commission for every person who 

applies for insurance. 

If you are aware of any insurance agent who is giving a “kick-back” to someone who is not 

licensed, you need to report him.  Contact your state’s Department of Insurance as soon as you 

can.  There is no room for insurance agents who think they are above the law. 

Q. Can an insurance agent offer coupons?  

A.  That can theoretically happen in only two states;  California and Florida.  All the other states 

have anti-rebating laws.  Those laws prevent insurance agents from making any deals that could 

result in a lower net premium for an insured.  That includes coupons. 

The premium rate that you pay with one insurance agent, will be the exact same with another 

agent. 

Most state's anti-rebating laws go so far as limiting the amount that an agent can spend on 

"Thank You," birthday or Christmas gifts.  If you are expecting a box of steaks from your 

insurance agent to welcome in the new year and were disappointed when all you got was a pen, 

ruler or calendar, don't get too angry with your insurance agent.  The amount of money that he 

can spend on any one client is limited by state, or federal laws. 



Q.  Should I talk to a retired insurance agent? 

A.  Few people have a greater appreciation for what insurance agents did before me.  Major 

Medical insurance has only been around since 1929.  Disability and life insurance is only a few 

years older. 

Insurance agents who are now retired helped build an industry that has allowed me to pay my 

bills for the past 28 years.  I do not discard their sacrifices and frustrations.  I appreciate what 

they did. 

Having said that, I am a bit of a realist.  I understand that laws and policies are always changing.  

After a couple of years of retirement, everything a former insurance agent knew about insurance 

is dated.  Each year, insurance companies adjust their product portfolio to meet customer’s 

demands.  Every couple of years, state legislatures make alterations to state insurance laws.  

Every decade or so, the president and U.S. Congress fiddle with federal insurance regulations. 

In order to stay relevant, an insurance agent must keep up-to-date with all of these changes.  

Retired insurance agents tend not to do the study they use to do. 

Retired insurance agents make wonderful friends.  Unfortunately, after many years of giving 

professional insurance guidance, they tend to forget that they are not allowed to advise anyone 

about insurance once they have given up their license. 

If you need advice on insurance, you are best served to seek an active insurance agent.  Retired 

insurance agents know what was.  Active insurance professionals will tell you what is. 

Q.  What does it mean for an insurance agent to “work a book?” 

A.  Many years ago insurance agents would personally collect premiums from people on a 

monthly basis.  That was called, "working a debit." I can remember the “insurance man” coming 

to the house each month to collect money from my parents.  To “work the debit” meant that the 

insurance agent would seek to sell additional policies to his current customers, their neighbors, 

friends and family. 



The “Debit” agent would be paid a small service payment to help offset his expenses for his 

monthly meetings.  He would make his big money in sales commissions when he sold new 

insurance policies. 

This system encouraged the stereotype of the door-to-door insurance salesman.  The more 

ambitious insurance agents would spend any extra time looking for new business between 

visiting their clients by knocking on the doors of others in the neighborhood to see if they would 

buy insurance. 

By the time I started in the industry, the old debit system had been replaced.  Rather than 

personal collection of premiums, people were encouraged to mail their premiums in at the same 

time they mailed all their other bills.  Today, most insurance bills are paid with automatic EFT 

drafts from a checking or savings account. 

New insurance agents were not given a “debit” to work when I started.  We were given a list of 

“orphans.”  An “orphan” is an individual whose original insurance agent has retired or quit.  We 

were required to “work our book” in the same way the debit agent would work his debit.  The 

difference is that newer insurance agents were discouraged from physically picking up 

premiums.  We were taught to call current customers to establish a relationship with them over 

the phone to seek new business from them or referrals to their family, friends and neighbors.  We 

never met with them in person. 

Today, if an insurance agent says he is “working his book” it can mean a couple of different 

things. 

1. Negatively speaking, “working a book” is a tactic that is used by rookie insurance agents 

to produce more sales.  It means calling people whose original insurance agent is no 

longer associated with the company that the insurance agent represents.  Once they make 

contact, they will seek to sell additional insurance by replacing the old plan.  This 

practice is called, "churning" and is considered illegal but only if the insured complains. 

2. Positively speaking, an insurance agent who is “working his book” will review your 

entire insurance portfolio.  He will make certain that your mix of policies will provide 



you with the best insurance protection that is available under current rules and 

regulations.  If any adjustments need to be made, he will tell you. 

Q.  What if there is no insurance agent in my area that I trust? 

A.  In spite of the mass exodus from the industry caused by "Obamacare" rules, there are still 

thousands of insurance agents who can help you. 

If you live in a state, other than Texas, call your state's department of insurance.  Their consumer 

affairs division can help you locate an agent in your area. 

If you live in Texas, and feel comfortable with the internet, I invite you to visit my website, 

www.thehealthinsurancebarn.com. 

If you want to call me to talk about your options, call The Insurance Barn at 832-767-8059 or 

email tim@theinsurancebarn.com.  I can help anyone who lives inside the borders of Texas. 

However, if you want to meet in person, I only schedule meetings in Harris and Fort Bend 

Counties.  If you live elsewhere, and want a personal meeting with an insurance agent, call the 

Texas Department of Insurance at 800-252-3439. 

Q. How do insurance agents get paid? 

A. I often get asked how I get compensated if I do not send my clients a bill.  It is because how 

an insurance professional is paid is the technical difference between an insurance agent and an 

insurance broker. 

If you are working with a broker, you will pay him directly for his services.  The result is that if 

there is a huge problem in the future, that insurance professional is required to testify on your 

behalf. 

Insurance agents get paid differently.  Insurance agents are paid a commission by the insurance 

company.  If there is a huge problem in the future, they are required to testify on the behalf of the 

insurance company. 

www.thehealthinsurancebarn.com


As long as there are no major problems, that end up in court, there is not a great deal of 

difference between a broker and an agent for most people. 

The commissions that insurance companies pay to agents are either a percent of the premium that 

the insurance company receives from all of the customers who the agent is responsible for bring 

to the insurance company.  When the insurance company increases the premiums it charges, the 

income, for the insurance agent, increases. 

With "Obamacare" a second compensation model is slowly being adopted.  Some insurance 

companies are experimenting with paying insurance agents a flat amount for each person that 

they bring to the insurance company.  When that model is applied by an insurance company, 

although health insurance premiums may increase, the insurance agent's income will remain 

constant. 


