
  

 

 

 
 
 

 Our Weekly Sales Skills Workshop utilizes a proven business 
discipline to guarantee your new agents’ success. Each session is 

designed to improve new agents' sales skills through discussion, idea 
sharing, observation, practice, and implementation with their prospects 

and clients. The 40 facilitated 1-hour weekly sessions will cover all 
fundamental aspects of the sales process and product benefit 

statements, which help boost new agents' confidence in selling and 
get them off to a fast start within their markets. 

Participants who complete this course: 

 Make a smooth transition into a sales and marketing role and succeed as 
new agents.   

 Gain full confidence in facing and addressing the highs and lows of selling 
and increase early sales success. 

 Develop an appreciation for life insurance and needs-based selling. 

 Learn a tried and proven nine-step sales process in making a successful 
sales; turn a policyholder into a client, and establishing long-term 
relationships with clients. 

 Acquire skills needed to describe products and services in terms of the 
benefits to prospects or clients, such as Product Benefit Statements.   

Who Benefits from this Program: 

 Sales managers and companies who want to jump-start their new recruits 
and first-year agents’ career and help them to get off to a fast start in the 
financial services industry. 

Delivered via: 

 Facilitator-led small classroom training — 40 facilitated 1-hour weekly 
sessions led by a LIMRA Certified Company Facilitator/Sales Leader at 
the agency level. 

With current, field-tested strategic and tactical best 
practices, this workshop will increase your new agents' first-
year survival rate and productivity exponentially during their 

first contract year. 

For more information visit www.limra.com/wssw  
or contact talentsolutionsinternational@limra.com 

LIMRA Talent Solutions International 

Weekly Sales 
          Skills Workshop 

                   A Proven Business Discipline to Increase New    

                           Agent’s Activity, Productivity and Retention 

As part of LIMRA Digital Learning 

Academy programs, Weekly Sales 

Skills Workshop is designed to 

improve new agents’ sales 

success and production. This 

program delivers advisors who are 

more adept at the sales process, 

have higher production, are more 

satisfied with their career, and stay 

with your company. 

New agents and first year agents will: 

• Benefit from the field-tested 

insights and practices of industry 

sales agents. 

• Master fundamental knowledge 

and skills needed to succeed early 

in the business. 

• Develop sales skills and gain 

industry insights needed to stay 

ahead of others and succeed. 

The 40 facilitated 1-hour weekly 

workshop will enable your sales 

managers to plan and prepare 

meetings that drive strategic 

results. Specifically, it will enable 

your sales managers to: 

1. Help their agents master the 
learning contents and sales skills 

2. Manage agents’ activities closely 

3. Increase new agents productivity 

4. Motivate their sales team 

5. Generate new ideas 

 

http://www.limra.com/wssw
mailto:talentsolutionsinternational@limra.com?subject=Fast%20Track%20Supporting%20Your%20Agents
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WORKSHOP OVERVIEW 
 
Workshop Description  

The Weekly Sales Skills Workshop (WSSW) will run for approximately one year over 40 facilitated 1-
hour weekly sessions and cover all fundamental aspects of the sales process and more, including: 
 

1. Prospecting 

2. The Preapproach  

3. The Approach 

4. Fact-Finding 

5. The Discovery Agreement 

6. Solution Design 

7. Presenting the Solution (Including Closing 

and Handling Objections) 

8. Delivering the Policy 

9. Providing Service 

10. Plus Product Benefit Statement 

Workshop Size  

Each session is designed to follow an open discussion format, where each participant has an opportunity to 
share his or her opportunities and challenges, to receive input from other participants, and to provide 
suggestions and advice to others. Groups of four to ten participants will help promote active engagement.  

If more than ten new agents are expected to join the workshop, the group can be divided into two (or more) 
small cohorts, and two (or more) separate sessions can be conducted each week. 

Session Agenda  

A comprehensive Facilitator Guide, which includes an agenda for each session, along with suggested 
timeframes for each topic, will be provided to LIMRA Certified company trainers/agency leaders. All 
sessions include at least a video with a follow-up discussion regarding important points and observations. 
Each session also includes time for a role-play between two participants, as well as time for the group to 

provide feedback on the role-play. Here is a sample weekly agenda outlining what you can expect to 
cover in each session: 
 

A. Discussion of Prior Week’s Assignment 

B. Current Week’s Skill Review and Video Introduction 

C. Video Presentation 

D. Video Debrief and Discussion 

E. Role-Play 

F. Current Week’s Assignment 

 

Facilitator Guide 


