
14 — Exclusivefocus	 Winter 2013/2014

Las Vegas is the home of the compa-
ny’s national convention because of 
its memorable events and excitement, 

not to mention the glitz and glamour that 
come with it. Picture being at a poker table 
with the same stack of chips you started 
with. It seems like you’ve been there for-
ever, and all the people who originally sat 
down with you have already gotten up, 
taken their chips and left, while others 
busted out of the game along the way. All 
of a sudden, the dealer looks at you and 
asks, “What’s your play?” You take a min-
ute and pause to look around. As you begin 
to reflect on your past decisions, you begin 
to contemplate your chances of winning, 
based on possible strategies, and suddenly, 
you find yourself facing a scenario similar 
to the one below: 

Your chips have been dwindling with 
every new hand the dealer gives you. He 
smiles and says, “This might be your 
lucky night...” Then he reassures you 
by telling you he wants you to win and 
that he is on your side. You opt to play 
the game, but as your luck would have 
it, the dealer takes away your chips again 
and encourages you to keep playing and 
working hard because someday, your luck 
is bound to change. 

You keep playing the game, but you have 

Time to Hold Them, 
Fold Them or Raise Your Bet

grown weary and have lost your focus. Your 
attention begins to wander elsewhere, caus-
ing you to put less effort into each hand 
and it seems as if you are wasting your time. 
Then every time you think you have finally 
gotten a handle on the game with a good 
hand, another surprise awaits you. The deal-
er says, “Wait,” and proceeds to pull out two 
queens, which trump your tens.

The dealer offers assistance and assures 
you he has your best interests at heart, 
which is for you to succeed. He then of-
fers you a manual and tells you that it will 
explain and help you learn how to play the 
game. Next, he shows you another gaming 
table on the other side of the room that is 
known as the “high-dollar table.” With 
great expectation in his voice, the dealer 
states how the guys over at the high-dollar 
table play for big stakes and that one of 
them had even won the jackpot recently. 
After mulling over the dealer’s story for a 
moment, you begin to question the truth-
fulness of his story. This leads you to ask, 
“Just how much did those guys actually 
lose before they finally won?” The dealer 
tells you not to worry, because if you fol-
low the manual and do exactly what it 
tells you to do, then you will win too. “So,” 
he said, “step up and become part of the 
high-dollar table where you can win big.” 

Still sensing you aren’t completely con-
vinced, he reveals the key to you winning, 
“You simply were not spending enough to 
win the game.” 

So, you read the manual. It has some 
great strategies and it explains techniques 
you can use to increase the odds of win-
ning. In fact, it basically echoes what the 
dealer revealed, which was to play more 
games and invest more money with each  
successive hand. The more you play, the 
more you stand to win. The casino even 
recognizes the top ten guys who have 
played the most hands. Ironically, these 
top ten did not really win anything, but 
they did, in fact, try more often than ev-
erybody else. 

Consequently, this thought drives you 
to get up from the table and do something 
you should have done before, which is to 
talk to the high-dollar guy. He proceeds 
to share that he plays big, but he doesn’t 
make much profit due to the amount he 
actually bets each time. Moreover, he 
shares his endgame with you, which is to 
have enough wins by year-end to “qualify” 
him for the jackpot game where he’ll win 
back all the monies he’s invested through-
out the year – all in the same game. He 
even explains how he gets recognition for 
“playing big,” even though when he does 
win, he only breaks even. But still, his year-
end goal is to make it to the jackpot game 
where the “jackpot” is the ultimate prize. 
In essence, he will reach the jackpot by in-
vesting enough in each game to qualify. He 
will get the jackpot money and will even 
get to go on an all-expense paid trip. If I 
recall correctly, he said that this year, the 
jackpot winners will be recognized in Chi-
na. You acknowledge that would be great, 
but you look down at the table and notice 
your chips are almost gone. Then you re-
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alize that your only chance of winning is 
to either go to your savings and get more 
money or take a loan so you can get into 
the game at the high-dollar table.

You decide to tell the dealer it doesn’t 
make sense to spend more money and 
hope you get to the jackpot game. He re-
sponds by giving to you three options:

1.	 Leave the table if you don’t want to 
play the game and forfeit the chips you 
have on the table. He adds that no one at 
the table can pay you for your chips. 

2.	 Find a new player to take your place 
and then they will let you sell your chips. 

3.	 The House may agree to pay you 50 
cents on the dollar for your chips, but not 
all at once. They will mail you a check for 
them each month for a year. 

After hearing the options, you see 
the pit boss hurriedly coming your way. 
“Wait, wait, wait!” he exclaims. “There’s 
a new rule; we will we pay you back 50 
cents on the dollar, monthly, over a pe-
riod of two years.” Finally, you have 
enough nerve to get up, and disgustedly 
say, “Whatever!” 

As you walk away, you look back and 
watch the pit boss’s lips as he smiles and 
says, “We got another one!” Then the deal-
er – as if nothing happened – barks “Next 
player, please,” and the game goes on. 

Agents, does this analogy sound fa-
miliar? Do you realize that the “chips” 
you continue to play are representative 
of your insurance agency? The dealer is 
your FSL, the pit boss is regional leader-
ship and the other players at your table 
are your fellow agents. The high-dollar 
table players are your market’s top pro-
ducers. Remember the “jackpot?” Well, 
that is our annual bonus, which is tied 
to Chairman’s Conference and Inner 
Circle. I mention all of this metaphori-
cally to relate how many agents feel... 
like players in a casino. 

However, I also would like to offer a 
different perspective. When you see your 
chips dwindling away, you can ask yourself 
two questions: Should I leave the game 
with the money I have left? Or, should I 
stay and be a player the high-dollar table?”

With all of that being said; you truly 
have just three options to consider: 

•	 HOLD ‘EM! Keep playing the 

game the way you always have even 
though the rules have changed. You must 
realize that all games evolve. Poker, foot-
ball, basketball, golf, and even the game of 
life have all changed – none of them are 
the same as they were 20 or 30 years ago. 
New poker players use new technology 
to keep up with the house. Some chess 
players play three games simultaneously 
with players in other locations. Basketball 
players hire professional trainers and/or 
coaches to work with them to better un-
derstand how they can keep up with new-
er and better players. Kobe Bryant hired 
Hakeem Olajuwon to teach him new post 
games so he could keep pace with the new 
system the team implemented. 

What will you do to evolve as the 
company has evolved? If you don’t 
change, your chips will dwindle and 
eventually, the dealer will inform you 
that you are not betting the minimum at 
his table. Have you noticed that as time 
goes by, dealers raise the minimum limit 
at the table to speed up the elimination 
of players the casino deems unworthy 
of playing? The same thing is happen-
ing at Allstate. If you don’t keep pace, 
the company will keep raising the table 
minimum, which is now 25 IPS items a 
year. If you don’t want to play the game 
the new way, don’t wait until the pit 
boss asks you to leave. 

•	 RAISE YOUR BET! Think posi-
tive and talk to the people who are going 
for the jackpot the right way. Without a 
doubt, this is a financially rewarding busi-
ness. I have seen agents who were at the 
brink of selling their agency because of the 
new rules, but then decided to stay and “go 
for it.” Some went from thinking of selling 
their agency to buying another and mak-
ing a bonus of $250,000. Others have gone 
from a negative cash flow to becoming 
$10 million agencies. In other words, they 
made up their mind to play the game. 

You might think you can’t turn your 
agency around and grow it or that you 
can’t buy another agency. But, as they say, 
“Where there’s a will there’s a way.” In 
order to make it, you must invest in good 
sales people. You will also need to grow 
by merger or acquisition. Successful peo-
ple surround themselves with other suc-
cessful, high-performing people. I have 
had the opportunity to be around some 

of the top agents in the country. What 
they share in common is that they are 
business people, not insurance agents. 
They all think positive. They believe they 
will succeed. They find out who is doing 
well and they seek them out. They find 
out what is working for others and they 
try it too. They are not afraid of change. 
They are also not afraid to admit that 
something isn’t working – they simply 
look for better ways to accomplish their 
goals, which inspires internal innovation. 
This is how well-managed Fortune 500 
companies survive. They know how to 
survive and thrive, do you?

•	 FOLD THEM! Cash out and sell. 
By now, you should know that conditions 
have improved and this is a seller’s market. 
In some regions, there are lines of buyers 
waiting for the right agency. Lenders have 
opened up their pocketbooks and are anx-
ious to lend good multiples when deals are 
structured properly. Agency values have 
moved 20% higher in 2013. 

Sellers also need to know there is an influx 
of corporate retirees looking for a safe place 
to put their money. They love our business 
model once they understand the cash flow 
concept. This is a cash flow business. If you 
understand that and how to present it, you 
can sell your agency for a great value. 

The three pieces that are important in 
selling your agency are: 

1.  Understanding how to show your 
agency’s cash flow.

2.  Negotiating with a lender for top 
loan value.

3.  Getting the company on board with 
the deal. 

Whether your agency is $1 million or 
$8 million, the process is the same. How 
you present the details, however, is the 
key to a successful sale. 

Agents, this is where we stand as 
agency owners. But you must determine 
which path will work best for you. Ef

SAMM STAFFING AND CONSULT-
ING is a leading expert in the mergers and 
acquisition of insurance agencies. They have 
a team of professional intermediaries that 
have brokered over $55 million in premium. 
They work daily with agency sellers, buyers, 
and lenders. They maintain a list of quali-
fied buyers in each state. For more informa-
tion, visit www.SammConsulting.com.
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