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As I work with financial advisors across the 
country, it’s surprising how many of them 
think of themselves as financial planners, 
when all they really do is just sell 
investments or insurance.  Unfortunately, 
these people are missing the boat big time.  
And, it’s why so many of them are struggling 
to make a decent living in this highly 
competitive industry.  As , CEO 
of the IARFC and the late ,
the ‘Father’ of Financial Planning, have said 
time and again; 

  You’ll notice that ‘invest’ or 
“insure” are only ‘one’ of the ‘five’ main 
parts of financial planning, as Ed Morrow, 
Loren Dunton and others have defined it. 

If you want to make the income you are 
truly capable of, then you’ll want to learn 
how to really help average ‘Middle Income 
Families’ with their  financial plan.  If 
you are thinking these people don’t have 
any money, and you can’t make any money 
servicing them.  You are dead wrong!  
Servicing ‘Middle Income Families’ is where 
you can make the most money, if you learn 
how to work with them and you learn how 
to help them to ‘find the money’ to fund 
their financial priorities. 

Consider, all of the largest financial 
institutions in the world made their vast 
fortunes by catering to ‘Middle Income 
Families’… banks, insurance companies, 
mortgage institutions and even the 
investment houses.  None of these financial 
institutions can survive, even today, without 
servicing Middle Income Families. 

All of our past insurance industry legends 
such as 

 and 
 each built their 

phenomenally successful careers around 
serving Middle Income Families.  Each of 
them grew into the more affluent markets as 

their clients grew to be financially 
independent.  Current industry leaders like 

, MDRT Court of the Table and 
Top of the Table for the last fourteen years, 
and , “The world’s most 
successful living insurance agent!” both built 
the business initially around serving Middle 
Income Families.  And, most of today’s 
newest, very successful and future industry 
leaders such as 

, and  are 
all serving Middle Income Families!

As one of the wealthiest people of his 
generation put it almost 200 years ago…

Serving Middle Income Families is where 
you’ll make the most money, if you 
specialize in helping these people solve 

 financial problems.  There is no 
question that the average sale for Middle 
Income Families will be somewhat smaller 
than if you are working in the affluent 
market.  However, you’ll have the 
opportunity to 

,
because there are many more people to 
work with, more products that they need, 
and much less competition in the Middle 
Income Family Market! 

Consider; if you get an affluent client to 
invest $500,000 dollars, you’ll make 
between $5,000 and $10,000, whether you 
charge a fee and/or earn a commission.
But, there are fewer people to work with 
(less than 1% of the population) and much 
more competition.  So, most planners will 
generally open only 10 to 20 cases per 
year!

Working with Middle Income Families you’ll 
initially only collect $10,000 to $20,000 in 
investments and premiums per family, for 
annuities, investments and the sale of life 
insurance, disability insurance, etc.  And, 
you’ll earn an average commission per 
family of $3,000 to $8,000.  However, 
because there are more people to work 
with, (60% of the population) and much 
less competition, you’ll have the opportunity 
to close 50 to 100 sales per year.  

  And, as your 
clients accumulate more wealth, you’ll find 
you’ll grow with them.

  You’ll notice that I’m not including the 
residual income you’ll earn annually from 
investment trailers, or planning fees in the 

affluent market.  In ten years, if you have 
100 clients and/or you are managing a 
$20,000,000 portfolio, you’ll generally earn 
an additional $200,000 of residual income.

And, I’m not counting the annual renewal 
commissions from life insurance, disability 
insurance, etc., in the Middle Income Family 
market.  In ten years they should generally 
average around the same $200,000. 

Furthermore, these numbers do not 
include any fees for the development of a 
comprehensive personal financial plan.

  The main problem is a 
difference in philosophy.  Many financial 
planners want their clients to put most, or all 
of their money into the stock market in 
order to potentially gain the highest 
investment returns.  However, most Middle 
Income Families feel they can’t afford to 
take chances with their limited resources.
They are not willing to jeopardize their 
primary ‘Psychological and Safety Needs’… 
a roof over their head, food on the table, 
etc.  Middle Income Families are more 
concerned about the return of their money, 
than they are about the returns they can get 
on their money.

If you want to succeed in the Middle 
Income Family market, then you’ll want to 
change  philosophy and your attitude 
toward money.  You’ll need to stop focusing 
on investment returns and transferring 
wealth.  And, instead you’ll want to focus on 
helping these Middle Income Families solve 

 primary financial needs and concerns. 

  Contrary to what you’ll 
hear and read, the answer to this is a 
definite —   Most Middle Income 
Families, whether they are earning $50,000 
or $150,000 per year, are struggling just to 
make ends meet each month.  They need 
‘Safe’ money…  They are not going to 
jeopardize their primary ‘Psychological and 
Safety Needs’… a roof over their head, food 
on the table, etc., just to make a little higher 
return on their money.  

These people don’t have enough money 
behind them so they can wait out the ups 
and downs of the stock market.  They are 
concerned about qualifying for college 
financial aid, so their children can afford to 



Index products through them?  Is it because
they make only a one-time over-ride
commission instead of collecting a fee each
and every year?

Fixed Index Annuities

  Why won’t most B/D compliance
departments approve good, ethical,
marketing that addresses the real concerns
of your clients?  Why won’t they let you use
some marketing materials that have been
approved by FINRA?  Why do so many of 
them force you to only use their in-house
marketing materials?  Is it because they truly
believe these materials are a problem, or is
it to stop you from selling anything but what
they offer?

If Broker/Dealers are so
, then why aren’t they

promoting industry training, professional
associations, and professional designations? 
It doesn’t cost them any money to promote
these organizations!

We have some serious financial problems in
the United States and they are not going to
be solved if we, as financial planners, do not
do our jobs.  We need to start… "Helping
average people learn how to spend, save,
invest, insure and plan wisely for the future,
to achieve financial independence."
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go to college.  They are concerned about
eliminating debt to improve their cash flow,
so they can afford health insurance or put
braces on Mary's teeth.  They don’t have
enough money saved so they are
concerned about whether there will enough
cash, if something happens to them.

  Is
there any question that consumer debt is out
of control?  Are most Middle Income Families
saving their money for emergencies, their 
children’s education, and their retirement? 
Why not!  Is it because we, as financial
planners, are ignoring them?  Who’s helping
these people to establish their financial
priorities?  Who’s selling them on the
importance of how to

 The problem is that many of 
the companies we write for; the professional
associations we belong to; and the
marketing and sales articles we read, are all
telling us that we can become Millionaire
Producers  by servicing the
wealthy.  They want us to believe serving the
wealthy is the easier sale!  It’s just not true!

  It all starts
with each of us refocusing our efforts
and learning how to truly service Middle
Income Families.  It’s taking an hour or 
more each day to learn (or relearn) basic
marketing and sales skills.  It’s reading
everything we can about marketing and
sales.  (Not just about insurance products
and investments.)  It’s taking industry
courses (Such as the FSS courses, offered
by the American College, and sponsored by
NAIFA) and attending all the industry-training
events we can.  It’s finding training and
support organizations that promote working
with Middle Income Families such as the
IARFC, LEAP, Circle of Wealth, Kinder 
Brothers and our Insurance ProShop.

  There may be a lot
of pressure from your Broker/Dealer not to
change!  Why!  Are they more concerned
about making their own profits?  Isn’t the
name of the game for them,

  What is the real reason they
are telling you that you can’t offer your 
prospects, or you can only offer those Fixed
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When You Learn How To Do That, Your Life And Business 
Will Become Enjoyable, Simple And Prosperous!

Jeremy Nason, 
FMM, RFC®

Lew Nason, 
FMM, LUTC, RFC®


