Career Profile

A weekly series providing information on career exploration

Employment of business and financial operations
occupations is projected to grow 8 percent from
2014 to 2024, about as fast as the average for all
occupations, adding about 632,400 new jobs. A
stronger regulatory environment is driving the
demand for more accountants and auditors who
prepare and examine financial documents.

For the next couple of weeks,

we will be featuring...





More Facts

from other agents. Many employers have
new agents shadow an experienced agent.
This practice allows the new agent to learn
how to conduct the company’s business and
to understand how the agency interacts
with clients.
Employers also are increasingly placing
greater emphasis on continuing professional
education as the variety of financial products sold by insurance sales agents grows.
Changes in tax laws, government benefits
programs, and other state and federal
regulations can affect the insurance needs
of clients and the way in which agents
conduct business. Agents can enhance their
selling skills and broaden their knowledge
of insurance and other financial services by
taking courses at colleges and universities
or by attending conferences and seminars
sponsored by insurance organizations.

• Interview prospective clients to obtain
data about their financial resources and
needs, the physical condition of the person or property to be insured, and to
discuss any existing coverage.
• Call on policyholders to deliver and explain policy, to analyze insurance program
and suggest additions or changes, or to
change beneficiaries.
• Seek out new clients and develop clientele by networking to find new customers
and generate lists of prospective clients.

Annual Salary for 2015
Location
Low

Median

High

United States ........... $26,330 ......$48,200 ..... $122,590
Ohio ......................... $26,90 ........$48,460 ..... $114,160
Cleveland-ElyriaMentor, OH PMSA .... $28,350 ......$46,550 ..... $110,190
O*Net Online, http://online.onetcenter.org

Pathways to success:

Martin A. Sofia
President, Agent
Martin A. Sofia, Insurance Agency Inc.
Amherst, OH 44001

Sell life, property, casualty, health, automotive,
or other types of insurance. May refer clients to
independent brokers, work as an independent
broker, or be employed by an insurance company.

 How did you become interested in your particular


THE

FUTURE

• Ensure that policy requirements are
fulfilled, including any necessary medical
examinations and the completion of appropriate forms.

EARNINGS POTENTIAL

INSURANCE
SALES AGENTS

Insurance sales agents
learn many of their job duties on the job

• Sell various types of insurance policies to
businesses and individuals on behalf of
insurance companies, including automobile, fire, life, property, medical and dental
insurance, or specialized policies, such as
marine, farm/crop, and medical malpractice.

OUTLOOK

Employment of insurance sales agents is
projected to grow 9% from 2014 to 2024, faster
than the average for all occupations. In 2014 there
were approximately 466,100 individuals employed
as insurance sales agents nationwide, while in Ohio
there were 18,000. Because the profitability of
insurance companies depends on a steady stream
of new customers, the demand for insurance sales
agents is expected to continue. Employment
growth will likely be strongest for independent sales agents as insurance companies
rely more on brokerages and less
on captive agents as a way to
control costs.

Sponsors

degrees, worked in a hospital for several years. I then moved
onto medical laboratory equipment sales and sales management. Although very rewarding as mentioned above, I was on
the road about one third of my life. I knew I still wanted to be
involved in a business where I was working directly with my
clients. Then, 21 years ago I was offered the opportunity to
move into Insurance Sales, it seemed like a good fit. Still selling,
working with the public and a chance to spend more time with
family. THE BEST EMPLOYMENT MOVE I EVER MADE.

 What skills or certifications do you think are needed
to be successful in this field?

Other than the licensing certifications that are required, the
most important skill sets all revolve around the ability to listen
and communicate with your clients. By really “hearing“ your clients, it enables you to develop the trusting relationship needed
to understand their insurance and financial service needs. From
that point on it is all about consistently placing the appropriate
products to satisfy their needs.

 What changes have you seen in the last few years in


your industry?

The biggest and most important change over the last 21 years
is the birth of the internet and electronic communications. It allows clients to search for, purchase and manage their own insurance needs. In some ways it makes our job easier but in others
more difficult. It is much harder to create a consultative relationship over WIFI than it is sitting at a client’s kitchen table or
across the desk from you in the office. As the old saying goes, a
little information can make you dangerous. We often find those
who take it upon themselves to “self-direct” their insurance
have quite a few gaps in their protection.

 What is the best part of your job?
 Working directly with and developing relationships with our

What Employers look for in individuals:
• Customer and Personal Service - principles and processes for providing
customer and personal services. This
includes customer needs assessment,
meeting quality standards for services,
and evaluation of customer satisfaction.
• Sales and Marketing - principles and
methods for showing, promoting, and
selling products or services. This includes marketing strategy and tactics,
product demonstration, sales techniques, and sales control systems.

I grew up in an Insurance household, my father was an agent
and my big sister worked for him. I was able to see the opportunity to serve the people in my community and the lifestyle that
father was able to provide for our family. He was always around
for us. In my previous vocation, I was on the road about 130
nights a year and my children were 5 and 10 years old. It was
time for dad to be around.

 How did you get to where you are today?
 I graduated from the University of Toledo with several Science



A high school diploma is the typical requirement for insurance sales agents, although a
bachelor’s degree can improve one’s job prospects. Public-speaking classes can be useful in
improving sales techniques, and often agents
will have taken courses in business, finance, or economics. Business knowledge is also helpful
for sales agents hoping to advance to a managerial position.
Licenses, Certifications, and Registrations: Insurance sales agents must have a license in the
states where they work. Separate licenses are required for agents to sell life and health insurance and property and casualty insurance. In most states, licenses are issued only to applicants
who complete specified courses and who pass state exams covering insurance fundamentals
and state insurance laws. Most state licensing authorities also require agents to take continuing education courses focusing on insurance laws, consumer protection, ethics, and the technical details of various insurance policies.

field?

• English Language - structure and content of the English language including
the meaning and spelling of words, rules
of composition, and grammar.
• Economics and Accounting - economic
and accounting principles and practices,
the financial markets, banking and the
analysis and reporting of financial data.
• Clerical - administrative and clerical
procedures and systems such as word
processing, managing files and records,
stenography and transcription, designing forms, and other office procedures
and terminology.

clients. It is very rewarding to know that if one of your clients
have an insurance crisis that we have them properly protected.
This affords me the ability to sleep well at night. I know that I
have not only developed clients over my tenure but have made
many lifelong friends.

 Do you have any words of advice for someone con

sidering a career in your field?

Be ready to work long and hard hours and be willing to adapt
to change. It is a constantly evolving industry. You will also
need to excel face to face, over the phone, over the internet
and through email. It is still about satisfying the client’s needs
but now you have to be proficient selling and servicing on the
platform of their choice.

Elyria City School District
Ensuring that
each child
reaches his
or her full
potential

Sources: Occupational Information
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The type of work

