LEAD GENERATION FOR THE COMPLEX SALE®

the company

A Midwest based provider
of group life insurance,
this client offers term,
group universal, and vari-
able group universal cov-
erage to companies with
1000 plus insurable em-
ployees.
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the goal

Insurance Provider

The VP of Group Insurance was seeking a partner to help them
prospect and qualify companies so their sales team could focus on
selling and closing business. This client needed a partner who
could effectively target companies with 1000 plus insurable em-

ployees.

the intouch solution

InTouch calls into companies requesting to speak with the VP of
HR or the VP of Compensation and Benefits so that we can obtain
qualifying information about the companies. We are able to un-
cover when companies are beginning to initiate price quotes from
outside providers, if the companies have long term rate guaran-
tees, if the companies have brokers/consultants (third party
agents), when RFP’s will be sent, what life products they offer, and
the number of insurable employees that would be eligible.

The VP of Group Insurance said, “By providing con-
sistent calling capability that our sales managers
didn’t have the time or inclination for, InTouch gives
us connections to employers directly and they have
created an incredible database of employer and bro-
ker names that we can use for nurturing. InTouch
also identifies when employers are taking their
group life benefits to bid and what brokers they are
working with.”

the results

In the two years this client has been with InTouch,
we have had 1300 employers identify and give ac-
cess to their brokers, while another 400 employers
wanted the client’s sales managers to contact them
directly. Not only has our client’'s database grown,
but their RFP activity has doubled!

According to the VP of Group Insurance, “The data
that has been mined has been invaluable. The refer-
rals given to us from employers to call their brokers
is incredible. The understanding of how best to use
the sales manager’s time through working with
InTouch is moving our sales operations forward.”

“Before working with
InTouch | was pessi-
mistic about the pos-
sibility of using
‘telemarketing’ to ac-
cess the people the
sales managers
should be accessing.
| now continue to
look for new ways to
use InTouch from a
prospecting, nurtur-
ing, database devel-
opment or sales ba-
sis. | no longer think
of them in terms of a
‘telemarketing organi-
zation.’ The contribu-
tion InTouch has
made has been sig-
nificant.”



