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Welcome to The Blake Group! 

A Message from Doug Blake 

We’re excited to have you on board and can’t wait to see you thrive with us! Here, you’ll find 

the support, training, and resources you need to succeed in final expense sales. Whether you’re 

just getting started or looking to take your business to the next level, you’re in the right place. 

Stay connected, stay motivated, and never hesitate to reach out for guidance. We’re here to 

help you win and make great things happen! 

 

Our Mission and Vision 

We are committed to fostering a dynamic and supportive environment where agents can reach 

their full potential, both professionally and financially. By equipping our team with the best 

resources, training, and leadership, we empower them to make a meaningful impact in the lives 

of the families they serve while achieving long-term success. As we strive to be the industry 

leader in final expense sales, we remain dedicated to providing our agents with the tools and 

opportunities needed to grow, thrive, and excel in their careers. 

 

What Sets Us Apart 

Our proven system for success is designed to help agents achieve their goals with clarity and 

direction. We provide exclusive lead programs that create valuable opportunities, backed by 

leadership support and mentorship to ensure continuous growth. With competitive 

compensation and incentives, agents are rewarded for their hard work, all within a culture of 

accountability and excellence that drives success. 
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Getting Started 

Starting strong is the first step toward lasting success. The tools and steps outlined here will help you 

build momentum, stay on track, and make the most of your opportunity. 

 

1. Licensing and Contracting 

Before you can start selling, you must first obtain your insurance license and complete the 

contracting process with Senior Life Insurance Company (SLIC). This step ensures that you are 

legally authorized to sell policies and have full access to the tools and resources needed to 

succeed. If you are accessing this guide, you should have already completed this process and be 

ready to take the next steps in building your business. 

2. Set Up Your Business 

To set yourself up for success, it is essential to have a dedicated workspace where you can focus 

without distractions. Even though you are working independently, treat this like a professional 

9-5 job rather than a casual work-from-home setup. A reliable phone and internet connection is 

critical to ensure smooth communication with clients, maintain professionalism, and prevent 

missed opportunities. Additionally, you should establish a tracking system for client follow-ups 

to stay organized, manage appointments efficiently, and build strong relationships that lead to 

long-term success. 

3. Learn the System 

Take the time to familiarize yourself with the Customer Relationship Management (CRM) 

system, Senior Life’s proprietary software, the application process, and company process. The 

CRM will help you keep track of leads, manage client information, and follow up effectively, 

preventing missed opportunities. Our proprietary software will allow you to quickly provide 

clients with accurate pricing and policy options, making it easier to close sales with confidence. 

Understanding the application process from start to finish will streamline your workflow, reduce 

errors, and help you submit policies correctly the first time. Mastering these systems early on 

will set you up for long-term success and allow you to work smarter, not harder. 

4. Persistency 

Agents are expected to Maintain good persistency as it is just as important as writing new 
business. Persistency refers to how long your clients keep their policies active—and it’s a direct 
reflection of the quality of your sales, your communication, and the trust you build. 
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Agents with high persistency are more likely to: 

• Avoid chargebacks and commission losses 

• Qualify for bonuses, promotions, and free lead programs 

• Build a stable, long-term book of business 

• Qualify for and increase your renewals  

• Earn the trust and respect of both clients and leadership 

How to Maintain Strong Persistency: 

• Make sure clients fully understand their policy and the value it provides 

• Set proper expectations about draft dates, coverage, and customer service 

• Confirm bank information is accurate and explain the importance of consistent payments 

• Stay in touch after the sale—especially in the first 30, 60, and 90 days 

• Encourage clients to call you first if they ever consider canceling 

Persistency isn’t just about keeping policies on the books—it’s about protecting families and 
doing the right thing. The best agents aren’t just great closers—they’re great retainers. Focus 
on building lasting relationships, and your business will reward you in the long run. 

Commission will make you rich, but renewals will make you wealthy. 
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Training Resources 

Make the most of daily morning sales trainings, the Virtual Call Center (VCC), and company webinars to 

enhance your skills and stay competitive. Leverage training tools and the CRM to optimize your workflow 

and boost efficiency. 

 

 

Please visit our agency resource/training page: TBG Resources (Click Here). 
Here you will find invaluable materials to help you hit the ground running. 
 

Daily Zoom Links (EST): 
Mon-Thurs, 8:30 AM to 9:00 AM – National Sales Training Call (Zoom): Join here 
Friday, 11:00 AM to 12:00 PM – SLIC Home Office Call,Fuel for Friday (Zoom): Join here 

 

Every Day, 9:00 AM to End of Day – Virtual Call Center (Zoom): Join here 

   THIS IS WHERE YOU WORK ⬏ 

Specialized Daily Training Webinars: 
9:00 AM – Agent Portal Walkthrough: Register here 
10:00 AM – SLICE Walkthrough (Telesales): Register here 
10:30 AM – SLICE Walkthrough (Field Sales): Register here 
11:00 AM – Leads The Way Explained: Register here 
12:00 PM – In-Home Presentation: Register here 
11:30 AM – Tele-Sales Script: Register here 
1:00 PM – Overcoming Objections: Register here 
2:00 PM – Policy Retention: Register here 
3:00 PM – How to Recruit Anyone: Register here 
4:00 PM – How to Get More Referrals: Register here 

 
Note: After registering for your first webinar, your information will auto-populate for subsequent 

webinars. You may also watch replay sessions of previous webinars immediately after registration. 

 

 

Notable events by day: 

Mon-Thurs – National Sales Training (led by a different member of the Leadership Team each day) 

Wednesday – Lead Order Day (weekly communication sent to remind agents to order leads) 

Thursday – Report Card Day (submission of your weekly production is due to your manager) 

Friday – Fuel for Friday (National SL call for everyone; commonly has big-name speakers) 

/Users/dana/Downloads/tbg-ins.com/resources
http://email.mg.srlifeteam.com/c/eJxsk02zojgUhn9N2GGFk4TAIgtR6fvR3na8Ld26sQgJGgWCELC5v37KO1NTXTW9TeU9b52nnlMcjRIpj0P89LoO4tNfybeeRM9x5ilRlCTPmadsnZtG1KdZ31Wm1E7n9aywtadFwEkYcM5Y4Ok6N9Wx1n2fn_Rj6PJbI80cMP3aZ3iaXtVy6v795aZWi7vtrmVl77-9PWKxopEmMvCjUJc-1bHyJWfKV4xAroBEVMrfI73T7SPHQUklo9hXnEc-VQC-VIH0AYBoKkvKIPJ0M5rONrVunGg7q4bCGdt4Z8F0WZSUSxUoHcZlKQMdFGGoc8WgKEriGQEYGA5wGDACJJgBpTIvcVwoJhnhHFH8f0KVODvX9ojMEaQI0qHHcNdy9mFtPRt6BOkFQRpyTOKIEhwikrZ3hchSXV2-fUqc_J5sVR2kP5qDfV-9JHqXrQ4fOPaq4vgPBNM43TV5JXaQ9upLdv0ZIEjwhCC5Ta8TsWzebiIEiQPy_QVut_HpdlucigVdhGoXRMOKXhbMLtfUrtqzJPtfW8j275fqZ1N9BW5G8wb8dKGHkSFIpl_vtsbP-sfmkH1JzNOIIMmiF7rsDiEsyMfzpq3bRb-Zajant0a94eliog1_0wiScrleT_rO9giS_TMPESRbXpFsh8jSq-ynigN_eR9W83Gig03S7UTXVebV2p2tEnlrvLazo1G6E4_lT0PjdULlTY4oVnY4ySq_6k_yvR26QotPRr7pR_-hm-48J7Q7_qeeE4_aP3Y6Udj6-MfLGAX8HQAA__-5tQud
https://us06web.zoom.us/jL%2086735278921?pwd=%20arliKWtqa5oMeWvaxYERwpQMLk5ZbV.1
http://email.mg.srlifeteam.com/c/eJxsk02zojgUhn9N2GGFk4TAIgtR6fvR3na8Ld26sQgJGgWCELC5v37KO1NTXTW9TeU9b52nnlMcjRIpj0P89LoO4tNfybeeRM9x5ilRlCTPmadsnZtG1KdZ31Wm1E7n9aywtadFwEkYcM5Y4Ok6N9Wx1n2fn_Rj6PJbI80cMP3aZ3iaXtVy6v795aZWi7vtrmVl77-9PWKxopEmMvCjUJc-1bHyJWfKV4xAroBEVMrfI73T7SPHQUklo9hXnEc-VQC-VIH0AYBoKkvKIPJ0M5rONrVunGg7q4bCGdt4Z8F0WZSUSxUoHcZlKQMdFGGoc8WgKEriGQEYGA5wGDACJJgBpTIvcVwoJhnhHFH8f0KVODvX9ojMEaQI0qHHcNdy9mFtPRt6BOkFQRpyTOKIEhwikrZ3hchSXV2-fUqc_J5sVR2kP5qDfV-9JHqXrQ4fOPaq4vgPBNM43TV5JXaQ9upLdv0ZIEjwhCC5Ta8TsWzebiIEiQPy_QVut_HpdlucigVdhGoXRMOKXhbMLtfUrtqzJPtfW8j275fqZ1N9BW5G8wb8dKGHkSFIpl_vtsbP-sfmkH1JzNOIIMmiF7rsDiEsyMfzpq3bRb-Zajant0a94eliog1_0wiScrleT_rO9giS_TMPESRbXpFsh8jSq-ynigN_eR9W83Gig03S7UTXVebV2p2tEnlrvLazo1G6E4_lT0PjdULlTY4oVnY4ySq_6k_yvR26QotPRr7pR_-hm-48J7Q7_qeeE4_aP3Y6Udj6-MfLGAX8HQAA__-5tQud
http://email.mg.srlifeteam.com/c/eJxskl9vozgUxT-NeaOCazuGBz-EpEz_TDrZdstO-xLZ-EKdAiZgyDCffpXOajXS9PXqnHt0jn7lwRqZi3QV3dzv4rT-K_s20uQ2LQIjy4oqxQPjWmU72dZX49DYCj2q9qp0bYAyFnQVC8F5HGCrbHNocRxVjZen22-dtmuI2NexiJbl3myX4T-VX3qUZze8V407_3a72FLDEqQ6DpMVViHD1IRacBMaTkEZoAnT-nfL6LG_-AQYbXSShkaIJGQGINQm1iEAUGS6YhySALvZDq5rsfOyH5yZSm9dF7zJSJcpo1Aig0pRGlUmTrASyJWOV6UqAyshAh7F0SrmFGh8BYxpVUVpabjmVAjCoj8XauSb9_1I6JpATiDHGTt_dUZtOzUcf4kI5APWdvQ4EMghJpAn7bn96dugKQ-_mtrO49CpRj5DPpovxfv3mEAWLQSy03K_UMfX_T4hkHmgf9_B6TTfnE6butywzco8x8l0zY4b7rY75q77N01ffjxC8fJ0bL53zVcQdrYPIOoje505gWz58eTa6Bb_2b8WXzJ7MxPIiuSObYfXFWzoz9t93_abcb-0fM1OnXmIlqNN9uIBCWTVdrdb8MxfCGQvt2JFIHsUDS2eCd0GjfvgbRJ3T9P1el7Y5LL8cWG7pgha9G_OSNXboB_cbA0O8lK-nrpgkEZ1irDIuKnWjXrHj3lHNw0lyo-NQjvO4YUpHAIv0R_-58vLS-ynmV6Wrj18iv8s4d8AAAD__xGMBMY
http://email.mg.srlifeteam.com/c/eJxskkFvqzgUhX-N2RHBtY1h4UVIymval75MO2VeuolsbIgTwAQMKfPrR2lHo0rT7dU59-gcfcXBKJ6xJAruH7dhUv2R_hpwvElyT_GixEJQT9lGmJY31WLoa1Nqp0WzKGzjaR4yHIWMURp6uhGmPjR6GESlb0_Xv1pplhCQn0MezPOjWs_9vyo3d5pfbX8ua3v9crvZEkVijWXox5EufaIT5UtGla8oBqEAx0TKr5bB6e7mY6CkknHiK8ZinygAX6pQ-gCANZEloRB7up1Mb9tGt453vVVj4YxtvSPXccQiTLCIQehIUhXELJHAwlKGMQTCMxwCoEEYRCHFgMMFECJFGSSFopJixhAJ_r9QzY_OdQPCSwQZgkxPunWLq5amFf3pU4Qg63VlBqd7BBkECDKLQ8zM2auLw2dT0zrdt6Lmr5AN6kd-_h0iSIMZQXqZH2ds6bLbxQhSB_jPB7hcpvvLZVUVK7KK1GsYj3fktKJ2vSX2rjtKvH9_hnz_cqp_t_VPYGYyT8CqE3mbKIJ0fn-xTbDRf-3e8h-puZ8QpHn8QNb9WwQr_Pdm1zXdatjNDV2SS6uegvlk4h170gjScr3dzvpK9wjS_YZFCNJnVuP8FeG1V9sP3kb28DLeLaeZjDbNnmeyrXOv0e5oFRed8breTkbpnt_KV2Pr9VyJViASKDtWshZn_THvYMe-0PxjI98Mk39jSvee49od_uPL8Vvst5mOF7Y5fIv_xOGfAAAA__-zkwLk
http://email.mg.srlifeteam.com/c/eJxsklFvozgUhX-NeSMy1zaGBz-EpEzTTjrZdstO-hLZ2CFOARMwZNhfv0pntaq0fb065x6do688WC1ynsb4_nEbpdUf2Y-BJJu0CLQoj0RKFmjXSNuKploMfW2PxhvZLErXBEZEnMQR54xFgWmkrQ-NGQZZmdvT9Y9W2SVg-n0o8Dw_6vXc_6vyc2fE1fXvx9pdP91utlTTxBAVhUlsjiE1qQ4VZzrUjIDUQBKq1GfL4E1383HQSqskDTXnSUg1QKh0pEIAIIaqI2WQBKadbO_axrRedL3TY-mta4OTSKFMMZVxmmASxyUt4xgbzCVWLOFAdGAFYGA4wnHECJBoAZQqecRpqZlihHNE8f8XqsXJ-25AZIkgR5CbybR-cTXKtrI__xYhyHtT2cGbHkEOgCC_4CtmYxrU5eF3U9t607eyFq-QD_pb8f4zQpDhGUF2mR9n4tiy2yUIMg_kzwe4XKb7y2VVlSu6ivVrlIx39Lxibr2l7q47KbL_9QzF_uVc_2zr78DtZJ-AV2f6NjEE2fzrxTV4Y_7avRXfMns_IciK5IGu-7cYVuTvza5rutWwmxu2pJdWP-H5bJMdfzIIsuN6u53Nle0RZPsNjxFkz7wmxSsi66B2H7yN_OFlvFtOMx1dlj_PdFsXQWP8yWkhOxt0vZusNr24la_GNuiFlq1EFGs3VqqW7-Zj3sGNfWnEx0ahHabwxpTpAy-MP_zHlxe32C8zvShdc_gS_0nAPwEAAP__G48CoA
http://email.mg.srlifeteam.com/c/eJxskl9vozgUxT-NeaMy1zaGBz-EpJn-mXSy7Zad9iWysaFOARNjyNBPv0pntRpp5vXqnHt0jn7VwWqx5XmKb-53Sd78VXwbSXabl5EWVU2kZJF2nbS96Jqr0be2NsHI7qpyXWREwkmacM5YEplO2vbQmXGUjbk83XzrlV0Bpl_HEi_Lvd4s_j9VWAYjzs6_1607_3K72HJNM0NUEmepqWNqch0rznSsGQGpgWRUqV8tYzDDxcdBK62yPNacZzHVALHSiYoBgBiqasogi0w_W-_6zvRBDN7pqQrW9dGboGmWZjxPK5lWEkuVY2wUEGBY1lCRNLICMDCc4DRhBEhyBZQqWeO80kwxwjmi-PeFWvEWwjAiskKwRbA1s-nD1dko20t__ClCsPWmsWMwHsEWMgTb7sN_dJbjqK0OP6vaPhjfy1Y8w3bUX8r37wmCAi8IitNyvxDHVsM-Q1AEIH_fwek035xO66Za03Wqn5NsuqbHNXObHXXXw5siLz8eoXx5Orbf-_YrcDvbB-DNkb7ODEGx_HhyHb41_-xfyy-FvZkRFGV2Rzf-NYU1-bjdD92wHvdLx1b01OsHvBxttucPBkFRb3a7xZzZC4Li5ZanCIpH3pLyGZFN1LpP4CZ-9zRdr-aFTq7YPi5015ZRZ8Kb00IONhq8m602XlzKN1MfeaFlLxHF2k2NauW7-dx3dJOvjPjcKLbjHF-gMj4KwoTD_4AFcYn9Y2YQlesOf-R_FvBvAAAA__8OKQQP
http://email.mg.srlifeteam.com/c/eJxskkFvuzgUxD-NuRHBs43h4ENIyr9p_2mz7ZZteokwNsQpYGIMKfvpV2lXq0rb69PMG83oVx605BlLouD2fhsm9R_p44DjTZJ7kpcVLgrqSdMWuuNtvRhsoyvlVNEuStN6iocMRyFjlIaeagvdHFo1DEWtrk_Xj53QSwjI7yEP5vlermf7r8rNveIXY9-rxly-3a62RJJYYRH6caQqn6hE-oJR6UuKoZCAYyLEd8vgVH_1MZBCijjxJWOxTySAL2QofADAioiKUIg91U3amq5VneO9NXIsnTadd-RJhSljIiZRFcVlQiVESRxWgcI0KCijnuYQAA3CIAopBhwugBBRVEFSSiooZgyR4P8LNfzoXD8gvESQIcjUpDq3uCihu8KevkQIMqtqPThlEWSQIMgi21oy0tprysNXVd05Zbui4S-QDfJX_v4aIkiDGUF6nu9nbOiy38UIUgf4zzs4n6fb83lVlyuyiuRLGI835LSiZr0l5qY_Crz_eIJ8_3xqXrvmNzA96Qdg9Ym8TRRBOn88mzbYqL92b_mvVN9OCNI8viNr-xbBCv-92fVtvxp2c0uX5NzJh2A-6XjHHhSCtFpvt7O60D2CdL9hEYL0iTU4f0F47TXmE7iR3T2PN8tpJqNJs6eZbJvca5U7GsmLXnu9NZOWyvJr-XrsPMtl0RWIBNKMtWiKd_W572BGWyr-uZGvh8m_QqWs57hyh_8Ac_wa-2Om46VpDz_yP3H4JwAA___aUANl
http://email.mg.srlifeteam.com/c/eJxskk9vpDgUxD-NuRGZZ4Ph4EPTHSZ_pjO9yYad5NLC-EHcAUwbQ4b99KvOrFYj7Vyfql6pSr_6aLQsRJbQm_t9lLV_5N8mlt5mZaBl3bCqigNt-8oMsm-vJteZBj1W_VVt-wBlJFgSCRHHUYB9Zbpjj9NUtXh5uvs2KLMByr9OJV3Xe71b3b8qv44oP6x7bzr78cvtYss0T5GpKEwTbEKOmQ6ViHWoYwaVBpZypX61TB7Hi0-AVlqlWaiFSEOuAUKlIxUCAEOuGh5DGuCwGGeHHgcvR2f1XHtjh-BNJjRJqMKMKS1QaUh5ApBhg4oKGtU0MBIoxDSiSRQzYNEVcK6qhma1jlXMhCCc_n-hTr55P06EbQgUBApccPBXH6jMULnTTxGBwmFrJo-OQAGMQBGlLI28C7r6-LOpGTy6oerkMxST_lK-f48I5HQlkJ_X-5XZeDMeUgK5B_bnHZzPy835vG3rLd8m-jlK52t-2sZ2t-f2enxT7OXHI5QvT6fu-9B9BWEW8wCiPfHXJSaQrz-ebE9v8a_Da_klNzcLgbxM7_jOvSawZX_fHsZ-3E6HtY83_DzoB7qeTHoQD0ggb3b7_Yof8QuB_OVWJATyR9Gx8pmwXdDZT95mcfc0X2-Wlc82Lx5Xvu_KoEf_ZrWsRhOMzi5Go5OX8u08BE7qaqgIp9rOreqqd_ycd7Kzq1F-bhSaaQkvTKELvER__I8vLy-xv830srb98bf4LxL-CQAA__8tvQMY
http://email.mg.srlifeteam.com/c/eJxskkFvuzgUxD-NuRHBs43h4ENIyr9p_2mz7ZZteokAP4hTwAQMKfvpV2lXq0rb69PMG83oVxy0komIAu_2futH1R_x40DDTZQ6ShYlzTLuKNNkupVNtRj6WpdoMWsWhWkclL6ggS8E576DTabrQ4PDkFV4fbp-bHO9BI_9HlJvnu_Veu7_Vdm5Q3kx_XtZm8u329UWKRYizX03DLB0GUbKzQVXruIUMgU0ZHn-3TJY7K4-ASpXeRi5SojQZQrAzZWfuwBAkeUl4xA62E66N22DrZVdb9RYWG1a5yjLUoW8LFGEXsQ4LSiIwEOGwErOETJHS_CAe74X-JwC9RfAWJ6VXlQonnMqBGHe_xeq5dHabiB0SSAhkOCErV1cMNdt1p--RASSHis9WOwJJMAJJBc4w2U0xqmLw1dV3Vrs26yWL5AM6lf6_uoTiL2ZQHye72dq-LLbhQRiC_TPOzifp9vzeVUVK7YK1IsfjjfstOJmvWXmpjvmdP_xBOn--VS_tvVvEHrSDyCqE3ubOIF4_ng2jbfBv3Zv6a9Y304E4jS8Y-v-LYAV_Xuz65puNezmhi_ZuVUP3nzS4U48IIG4XG-3M174nkC834iAQPwkapq-ELp2avMJ3Cjunseb5TSz0cTJ08y2deo0aI9GyazTTtebSSvs5bV8NbZOL1XWZoR5yoxVXmfv-LnvYMa-QPm5kauHyb1Chb1jJdrDf4BZeY39MdPKwjSHH_mfJPwTAAD__692BF0
http://email.mg.srlifeteam.com/c/eJxskkFvuzgUxD-NuRHBs43JwYeQNP-m_afNtlu26SXC-EGcAiZgSNlPv0q7WlXaHm3NvNGMfvnBaLkW8yi4vd-G8_KP5LGn8WaeelrmBc0y7mlbZ6aRdTnru8oU6DCrZ7mtPZShoFEoBOehh3VmqkONfZ-VeD26emyUWUDAfvdpME33ejV1_6rc1KK82O69qOzl29_VNtcsRqpCP46w8BnOta8E177mFDINNGZKfbf0DturT4BWWsVzXwsR-0wD-EqHygcAikwVjEPsYTOazjY1Nk62ndVD7oxtvKNUHLQSEOksz0NUIYU81BRCmgdYBAw8IyEAHoRBFHIKNJwBYyorgnmuueJUCMKC_y9UyaNzbU_ogsCawBpHbNzsgso0WXf6EhFYd1ia3mFHYA3R9W0DWw5j7FX54auqaRx2TVbJF1j3-lf6_hoSSIKJQHKe7idq-aLdxQQSB_TPOzifx9vzeVnmS7aM9EsYDzfstOR2tWX2pj0quv94gnT_fKpem-o3CDOaBxDlib2NnEAyfTzbOtjgX7u39FdibkcCSRrfsVX3FsGS_r3ZtXW77HdTzRfs3OiHYDqZeCcekEBSrLbbCS98TyDZb0REIHkSFU1fCF15lf0EbhB3z8PNYpzYYJP108S2VerV6I5Wy6w1XtvZ0Wjs5LV8OTReJ3XWZIQF2g6lqrJ3_Ny3t0OXo_zcyDf96F-hws5zEt3hP8CcvMb-mOlkbuvDj_yPEv4JAAD___OBBHs
http://email.mg.srlifeteam.com/c/eJxskkFvgzgUhH-NuRGZZzuGgw8hKW3aps22W7bpJcLYECeACRhS9tev0q5WlbbXp5k3mtGX740SCY_m-O5hE0TlH_FzT8J1lHpK5AXJMuYpW2emEXU567vKFNrprJ7ltva0CDiZB5wzFni6zky1r3XfZ6W-Pl09N9IsANPHPsXT9KBWU_evyk2tFhfbnYrKXn7crrZI0VATGfjhXBc-1ZHyJWfKV4xApoCEVMqflt7p9urjoKSSYeQrzkOfKgBfqkD6AEA0lQVlEHq6GU1nm1o3TrSdVUPujG28g9B5DixijGNcyEARzDlXXDJGiohiTT0jAAPDAZ4HjAAJZkCpzAoc5YpJRjhHFP9_oUocnGt7RBYIEgSJHnXjZhctTZN1x28RgqTTpemd7hAkwBEkbXSKRvNJvSrff1c1jdNdk1XiDZJe3aan9wBBjCcE8Xl6mIhli3YbIogdkD_v4Xwe787nZZkv6XKu3oJwuKHHJbOrDbU37UGS3ecLpLvXY_XeVI_AzWiegJdH-jEyBPH0-WprvNZ_bT_S29jcjQjiNLynq-5jDkvy93rb1u2y3041W9Bzo57wdDThlj9pBHGx2mwmfWE7BPFuzecI4hdekfQNkZVX2S_gBn7_OtwsxokONk5eJrqpUq_W7mCVyFrjtZ0djdKduJYvh8brhMqaDFGs7FDKKjvpr317O3S5Fl8b-aYf_StUuvOc0G7_H2BOXGN_zXQit_X-V_5HAf8EAAD__3ioA7U
http://email.mg.srlifeteam.com/c/eJxskk-PozgUxD-NudGCZxubgw8haab_THqy3dvspC8RxoY4AZuAIcN--lV6VquRdq5PVa9UpV91MErkLE2ih-dtnDZ_ZN9GzB_TIlCiqnFZ0kC5rjRWdM3dOLSm1l6X3V3lukCLmOEkZozSONBdadpDp8exbPTt6eablWYFEfk6FtGyPKvNMvyr8kuvxdUN57p1119uN1uqCNdYxiFPdB0SnapQMqpCRTGUCjAnUv5qGb3ubz4GSirJ01AxxkOiAEKpYhkCANZE1oQCD7SdzeBsp60X_eDUVHnjbHAUsoQ6STWP6jrlVcVVzVUdp5UCpirOcGAERECjOEpiigHHd0CILOsorRSVFDOGSPT_hVpx9L4fEV4hyBHketbW3121NLYcTj9FCPJBN2b0ekCQA0GQny215wmSoK0OP6sa6_Vgy1a8Qz6qL8X5e4wgixYE2WV5XrCjq37HEWQe8J9PcLnMD5fLuqnWZJ2o95hP9-S0pm6zJe6-P0q8__EKxf7t1H637VdgZjYvwJoT-Zgpgmz58ea66FH_tfsovmTmYUaQFfyJbIaPBNb478dd3_Xrcbd0dEUuVr1Ey8nwHXvRCLJ6s90u-kr3CLL9I0sQZK-sxcU7wpugdZ_ATezpbbpfzQuZXJa_LmTbFkGn_dEpUfYm6Ac3G6UHcSvfTDYYhCptiUik3NTItjzrz31HNw2VFp8bhWacwxtUegi80P7wH2Be3GJ_m-lF5brDb_mfBfwTAAD__9LYBNg


   
   

 

 
 

6 

Expectations and Standards 

Success in this business requires commitment, professionalism, coachability and a strong work ethic. By 

maintaining high standards, following ethical sales practices, and staying disciplined in your daily 

activities, you will set yourself up for long-term success. 

 

1. Ethics 

Operating with honesty and transparency is the foundation of ethical conduct in life insurance. 

Agents must ensure that all information provided to clients is accurate and that policies are sold 

in the client’s best interest. Adhering to industry regulations and company policies is crucial in 

maintaining credibility and protecting both the client and the agent. By consistently acting with 

integrity and prioritizing ethical decision-making, agents contribute to a culture of trust, 

professionalism, and long-term success. 

2. Accountability 

Success in this business requires consistent effort, accountability, and a commitment to meeting 

production expectations. Agents are responsible for maintaining steady activity, setting and 

achieving sales goals, and ensuring they meet minimum production requirements. Regular 

follow-ups, client engagement, and effective time management are key to sustained success. 

Taking ownership of daily activities, and staying accountable to both personal and team goals, 

ensure continued growth and long-term success. 

3. Professionalism 

Maintaining professionalism is essential in the life insurance industry. Agents should always 

conduct themselves with integrity, reliability, and respect when assisting clients. This includes 

honoring appointment times, responding to client inquiries promptly, and maintaining open 

communication with leadership. A professional approach not only builds trust with clients but 

also fosters a strong and supportive work environment. Seeking guidance when needed and 

staying engaged with leadership ensures that agents are providing the best possible service 

while continuously improving their skills. 

4. Carrier Exclusivity 

Agents working with The Blake Group are exclusively appointed with Senior Life Insurance 

Company (SLIC) as their ONLY final expense carrier. Violating this guideline by holding contracts 

with other final expense carriers may result in removal from our lead program, immediate 

chargebacks, or even termination. 
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Sales, Earnings, and Growth 

Success in this business comes from mastering the sales process, understanding your earnings potential, 

and building a strong team. By refining your skills, maximizing your commissions, and growing your 

network, you can create lasting financial success and career growth. 

 

1. Sales Process and Training 

Success in final expense sales starts with mastering the Senior Life presentation, which 

effectively guides clients through their options and builds trust. Agents should be prepared to 

handle common objections, such as pricing concerns or hesitation in decision-making, by 

addressing them confidently and professionally. Strong closing techniques are essential for 

securing policies, while a solid understanding of underwriting ensures that applications are 

submitted accurately, and clients are placed in the best possible coverage. 

2. Commission Structure and Payouts 

Understanding how commissions work is key to maximizing earnings and building long-term 

success. Agents should be aware of chargebacks and take steps to keep policies active to avoid 

lost commissions. Additionally, Senior Life offers various bonuses and incentives for top 

producers, rewarding consistent performance and dedication to excellence. 

Payout Example 

Monthly Premium $70.00  

Annual Premium $840.00 = Monthly Premium x 12 

1st Year Commission % 90%  

1st Year Commission $ $756.00 = Annual Premium x 90% 

Advance Commission % 75%  

Net Commission $ $567.00 = 1st Year Commission x 75% 
Note: Remaining first year commission is paid out on months 9-12. 

 

3. Building a Team 

Recruiting and developing a strong team is essential for long-term success. Identifying high-

potential candidates and guiding them through the system helps create a thriving network of 

agents. With mentorship and support from The Blake Group, agents can refine their leadership 

skills, strengthen their team structure, and drive consistent growth. Learning how to scale 

effectively will ensure a sustainable and profitable business.   
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Lead Program Guidelines 

Consistently working leads is essential for success in this business. Agents should follow proven 

strategies, stay proactive in their outreach, and maintain steady activity to maximize their opportunities 

and growth potential. 

 

1. Understanding Our Lead System 

Our agency provides high-quality, exclusive leads to give agents the best opportunity for 

success. These leads are generated specifically for our team, ensuring agents connect with 

interested prospects. To maximize results, agents must act with urgency, professionalism, and 

consistency. Proper lead management and follow-up are essential for maintaining a strong 

pipeline and converting leads into issued policies. 

2. Free and Earned Lead Programs 

Agents may qualify for free or earned leads based on their production and overall performance. 

These programs are designed to reward agents who demonstrate consistent effort and skill in 

converting leads into sales. Agents who meet the necessary criteria will receive leads at no cost, 

allowing them to continue growing their business while keeping expenses low. However, 

participation in these programs comes with expectations—agents must continue producing at a 

high level and following the required lead-handling processes to remain eligible.  Please get 

with your direct manager for more information.   

3. Lead Inventory Expectations 

Agents taking leads from Leads the Way (LTW) must take at least ten leads per week from 

inventory to maintain a steady pipeline and consistent production. Regular lead activity is 

crucial for staying on track with sales goals and ensuring long-term success. 

4. Handling and Working Leads Effectively 

Success in sales depends on how efficiently agents handle and follow up with leads. Calling new 

leads immediately, maintaining consistent follow-ups, and using proven scripts increase the 

likelihood of closing sales. A structured approach to lead management helps agents stay 

organized, professional, and productive.  
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Frequently Asked Questions (FAQ) 

What apps should I have when I start? 
You should download SLICE, Leads The Way, and Telegram, along with any additional apps your 
manager recommends to ensure smooth operations and communication. 
 
When can I get started? 
Your start date will depend on your training progress and coordination with your manager. 
Typically, completing training takes 1-2 days, but your manager can provide a more specific 
timeline. 
 
What should I do first? 
Your first priority should be training. Return to the Training Resources page to watch webinars 
and familiarize yourself with the Resources Site so you know where to find the tools and 
information you may need in the future. 
 
How long is the training? 
Training duration varies depending on the team or group you are joining. Please consult with 
your manager for more details on your specific training schedule. 
 
How do I order leads? 
Click Here to Order Leads 
 
Why am I not receiving live transfers? 
Live transfers are in high demand and extremely competitive. If you attempted to claim one but 
did not receive it, it means another agent was faster in securing it. 
 
How do I add more licensed states? 
To apply for additional state licenses, visit NIPR and purchase the desired state license. NIPR will 
automatically notify Senior Life (SLIC) of your updated licensing, and it may take 24-48 hours for 
processing. 
 
When can I finance leads? 
Lead financing availability is determined by your manager. Some teams may have specific 
requirements before allowing lead financing. 
 
Where do I find my account balance? 
To check your balance, navigate to Agent Balances—not Lead Summary. 
  

https://www.slicsupport.com/leadorders.html
https://nipr.com/
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Contact Information 

The Blake Group 
3301 N. University Dr. 
Ste. 420 
Coral Springs, FL 33065 
https://tbg-ins.com 
 
Senior Life Insurance Company 
1 Senior Life Lane 
Thomasville, GA 31792 
https://www.seniorlifeinsurancecompany.com 
 
 

Office Contacts 

Name Phone Email Organization 

Dana Bahamonde (Exec. Asst.) 954-908-3473 dana@dougblake.com The Blake Group 

Doug Blake (RVP) 954-908-3473 doug@dougblake.com The Blake Group 

Recruiting 954-260-5577  ---- The Blake Group 

SL Home Office 877-777-8808 info@srlife.net SLIC 

Customer Care 229-228-6936 info@srlife.net SLIC 

*** Please contact your hiring manager/upline BEFORE reaching out to any of the above. *** 

 

Hiring Manager’s Info 

(Fill if desired) 

 
Name:  _______________________________________________________________ 

Email:  _______________________________________________________________ 

Phone:  ______________________________________________________________ 

 

 

https://tbg-ins.com/
https://www.seniorlifeinsurancecompany.com/
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