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highly logical prospects in the first place.  By 
taking the time and care to qualify your 
prospects in advance.  By being as precise 
as you can about this.  Then focus in on 
their expressed needs and most importantly, 
their desires!  

Usually, it was necessary to do fact-finding 
and cross-checking to be certain about what 
was really best for their circumstances.  
Often it was necessary to gently, but 
accurately, inform and educate by explaining 
on the spot.  

Many times, I found that what they thought 
they wanted was too expensive and could 
be accomplished with something else that 
was far less costly and better solved their 
problems or better served their objectives.  

I always managed to place my mind channel 
parallel to that of the prospect so that I would 
not approach them from the perspective of a 
salesman but from their own point-of-view.  
Once they became satisfied clients they then 
felt both secure and appreciative.  They were 
comfortable in providing me with leads from 
among their personal contacts.  My goal was 
always to help the client bring home their 
bacon — and of course I wanted to be 
worthy of forming long-term relationships.

How has the consumer changed in 
recent years?

Charles Dickens could write another Bleak 
House novel about our present times.  
Massive recent changes have impacted the 
USA consumers.  It is not necessary or realistic 
to target only the wealthy.  But the middle class 
is being pushed and squeezed from all 
directions, even to the point of threatening 
their continued existence.  Once prices go up, 
history shows us that they very rarely go back 
down.  Meanwhile the cost of living in the US 
keeps rapidly going up and up.  Your prospects 
have been further jaded by the unpunished 
corruption that Wall Street got away with due 
to their incestuous relationship with 
Washington.  No one representing the people 
has had the courage to pursue justice for the 
people.  Presently this unfairly punishes all 
planners and agents, a group that had nothing 
to do with the massive economic downturn.  
Agents and planners are also victims.  

Is this a national lack of confidence? 

Consumers trusted and played by the rules 
— only to be shafted.  They lost jobs, 
investments, retirements and more.  
Technological progress and economic 
downturns quickly changed consumer 
realities and habits.  Negative experiences or 
images of once trusted institutions have 
altered consumer trust and expectations.  
Our citizens have been forced into record 
numbers of bankruptcies.  Major mortgage 
companies have routinely told their clients 
that they were modifying their loans while 
they were in reality moving ahead with 
record numbers of foreclosures, many of 
which were illegal.  And these mortgage 
giants appear to be getting away with this.  

Lew Nason, RFC®, a successful insurance 
sales agent, was often referred to in the 
insurance industry as “The nine-out-of-ten 
guy!”  Nason was identified thusly because 
he routinely closed nine-out-of-ten sales 
presentations.  But as sales and marketing 
training were provided less-and-less by 
insurance companies or annuity packagers, 
the requests for Nason to speak and train 
nationwide grew so numerous that in 2000 
he founded the Insurance Pro Shop® and 
became a full-time ‘instigator’ on how to 
improve sales and client services

How is it possible to close nine-out-of-
ten sales?

By doing everything right long before  
you get to the close.  By targeting only 
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Outright crimes by mortgage companies 
have also gone largely unpunished.  

The regulatory agencies once created to 
protect consumers have only aided and 
abetted the financial giants in their 
exploitation and self-serving.  Our lack of 
political leadership at the White House, and 
by both political parties, has combined to 
bring a loss of confidence to our citizens 
regarding the federal government itself.  
Now, they fear the feds.  They don’t trust 
regulators and they don’t trust Congress!

Consumers know that corporations now own 
what was once our federal government.  
Special interests are allowed to exploit 
Americans at will.  American citizens, in great 
numbers, no longer believe that our political 
system actually works as originally intended.  
That system is broken!  Americans are now 
suspicious of all financial entities, such as 
banks, mortgage companies, insurance 
companies, mutual funds, hedge funds, and 
so on.  And rightly so!

Today, greed and exploitation run amuck 
from coast-to-coast.  These are the 
victimized people you must face, sell, 
and serve.  Actually they need your services 
now more than ever before, but many of 
them are so bitter, or even hostile.  It is now 
far more difficult just to get their attention.  
You just might be the last person left who 
truly has their best interest first and 
foremost.  But you will have to work harder 
to get them to believe this.   

Have the many recent changes in the 
world of financial products and services 
affected the Insurance Pro Shop®?

Yes!  Those major changes have impacted 
the IPS enormously!  They are the reasons 
that the IPS now exists.  Free, or very low 
cost, quality sales and marketing training 
simply dried-up.

Affordable sales and marketing training 
became unavailable.  Agents began to fail in 
large numbers.  There was a big trend, or 
movement, toward becoming a “financial 
planner”.  The numbers of agents began to 
rapidly decline.  The agent associations and 
the financial planning associations, including 
the largest of these, began the hemorrhaging 
of membership eleven years ago.  This loss 
of highly involved members continues.  The 
IARFC has grown in numbers of members, 
and continues to do so.  At IPS, we value our 
relationship with the IARFC because of the 
advantages offerered for members.  There is 
indeed greater individual strength when a 
financial professional qualifies for and joins a 
respected professional group like the IARFC.

What new development most stands out 
for you?

Planners and agents are more stressed and 
challenged than ever before.  They deserve 
affordable qualified sales training 
opportunities.  They deserve a place where 
they can get away from the cold and not 
have to guard against being exploited.  They 
do not wish to be pre-conditioned to push 
only certain products.  This training should 
take place where they can relax, interact, 
and share current proven ideas with the 
high-class peers of their profession.  

During the time period of the last eleven 
years, the appearance of self-styled and 
high-priced guru sale consultants began to 
grow rapidly.  Many claimed imaginary sales 
production records – and called themselves, 
“coach” not trainer.  Many struggling 
motivational speakers became sales 
“experts,” but are without any significant 
qualifications.  So, our agents and planners 
have tougher or more demanding clients 
plus various types of self-proclaimed 
“experts” who are actively attempting to take 
advantage of them.  

They are promised everything from “I can 
make you a millionaire in a few months!” to 
“We have discovered the quick-and-easy 
magic formula for your instant massive sales 
success!”  Or “We have trained countless 
thousands who became huge financial 
successes!”  But mostly, they only exploit 
those earnestly seeking to improve their 
production.  The time-proven basics remain 
applicable today because they are still 
effective, but many new planners and 

agents are not fully aware of these and how 
to apply them.  In our history, there have 
been many great names in financial sales. 

In recent years, during this present recession 
that closely resembles a total depression in 
many regions across our nation, it is far 
more difficult for agents and planners to 
“bring home the bacon”.  And, it is equally 
difficult for their clients to bring home their 
bacon.  So, we all have to work harder.  Yes, 
harder!  At the IPS we do not offer any 
magic formulas or instant solutions!  Plus, 
each of us must work more carefully and 
smarter, improve our time management, 
and practice only that which is well-proven 
to provide the best results for these 
changed times and markets.

Today only 5% of the agents or planners 
make the really big money.  That’s how 
tough these days are now and are likely to 
remain for a long time to come.  Those 5% 
previously had the courage to invest in 
themselves are highly rewarded now for 
doing so.  They now take the correct actions 
for today’s increased challenges.  Formerly 
20% made 80% of the sales.  But this is 
no longer accurate.  Today, the top 5% are 
making 80% of the financial sales.   

The IPS grew rapidly because of these 
market factors.  All RFCs have experienced 
and witnessed greater changes in every area 
during the last ten years than were 
encountered in the ninety years before.  At 
the IPS, we have served agents and 
planners from every state in our nation and 
from seventeen foreign countries.  
According to our research they all were 
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two-day IPS workshop held at the Ragsdale 
Inn located in the Atlanta suburb of Dallas, 
Georgia.  I was very proud of these young 
men because they were all winners in life 
and they were determined to become 
winners as financial planners.  They were 
continuing to invest in themselves.  

Their attitude had been highly influenced by 
their Navy Seal background; “Nothing is 
going to stop us from fulfilling our maximum 
potential and we will overcome any obstacles 
to get there.”  They each keep me informed 
of their individual progress.  I am pleased to 
report to Register readers that these 
outstanding young men are all progressing 
very rapidly up the success ladder despite 
these tough economic times.

We have experienced many case histories 
similar to the following:

•	 	In	his	first	year	of	practice	one	 
young financial planner grossed  
half a million dollars.

•	 	In	his	second	year	this	same	planner	
made a million dollars.

•	 	In	his	third	year	his	personal	earnings	
surpassed a million and a half dollars.

•	 	By	his	fourth	year,	he	exceeded	two	
million dollars and he became one of 
our “poster boys” that we brag about.

We had another young planner who 
followed Wally Cato’s advice and went back 
home to his market place in the Greater 
Chattanooga, Tennessee area.  This RFC 
obtained over a half million dollars worth of 
free regional publicity within one year, which 

launched him into his present position, as 
the regional market leader.

Our documented successful case histories 
are what we are the most happy about.  
Doing what works, what brings home  
the bacon!  We have discovered that  
most people have far greater talents  
and potential than they realize or attempt 
to use!  When we help them discover  
their abilities, and show them how to  
use their new skills, and watch as good 
things happen, then we bask in their 
achievements.  At the IPS, we seek 
individual relationships, not large audience 
numbers at our events.  We aim for 
one-on-one personal interaction.  We  
seek to get personally involved in their 
unique situations.

Could you elaborate about “coming in 
from the cold?”

We are located in the Greater Atlanta Area 
that is steeped in Southern (Civil War) 
history.  Obviously, there are many 
appropriate hotel meeting places near the 
busy Atlanta airport.  But we are a family-run 
operation.  My youngest son, Will Nason is 
our full-time sales researcher.  We feel 
fortunate to have a sales researcher since 
they have mostly disappeared from the 
scene today.  Will continually studies  
current sales developments and tracks  
sales trends.

My oldest son, Jeremy Nason, RFC®, is 
active in financial product sales and 
undergoes the same “in the field” trials  
and tribulations as do the planners  
and agents, who participate in our IPS 
programs.  Jeremy is a featured speaker  
at many of our events.  We are all life-long 
students of insurance and financial  
planning sales history.  

Our free Internet newsletter is one of  
the largest circulation newsletters  
available for financial professionals.  Go to 
www.insuranceproshop.com and we are 
highly ranked among the many writers rated 
on Producer Web. www.producersweb.com.  
We urge all members of the IARFC to check 
us out at these locations.  We enjoy a huge 
readership on both outlets.  I am still 
amazed by the famous names that send  
us original articles for our exclusive use.  
This is all designed to help the readers.   
We are not always trying to ‘pump’ our 
programs and systems.  But we are always 
trying to make these exclusive events and 
items more affordable.

We are an informal family-run operation.  
When we began, we assembled at hotel 

experiencing greater difficulties.  That is why 
they came to us.

What, if anything, do you always have  
to do?

I frequently have to remind those attending 
or participating that for many years the 
Marlboro Man gave deadly advice.  That 
King Arthur, Santa Claus, Hamlet,  
Dr. Frankenstein, Sherlock Holmes, Robin 
Hood, Ebenezer Scrooge, Don Quixote, 
Mickey Mouse, Robinson Crusoe, Shylock, 
Cinderella, and Faust, all never existed!  

In other words, I have to ask folks to forget 
myths and start dealing only with reality.  
The reality in their community and in their 
target market is somewhat unique.  I even 
urge some of them to stop falling for 
modern fairy tales. 

Who are you most proud to be 
associated with?

Of all the respected names we are involved 
with, we are most proud of our attendees 
and participants who went on to achieve 
their career goals and sales objectives.  They 
are now all helping more clients.  Their 
goals are usually realistic.  They implement 
the time-tested techniques of the IPS and 
IARFC — and stay focused.  This always 
leads to success.
 
Six Former Navy Seals Become Planners

We had six former Navy Seals that recently 
became civilians and they attended a 

Jeremy and  Will Nason with 
 Charlie “Tremendous” Jones at IPS function
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meeting rooms near the Atlanta airport.   
But the airplane noises, the interruptions, 
and the commercialism of glass and  
chrome did not contribute to the 
atmosphere I wanted.  I did not want to  
be just another hotel meeting room 
gathering near a busy airport.  That was 
convenient for attendees, but not best for 
them.  Then, fortunately I “discovered” 
nearby the Ragsdale Inn, a Southern 
mansion built in 1905 by Colonel Andrew 
Jackson Camp.  This historic home 
underwent a full restoration in 2002.   
Go to www.RagsdaleInn.com for  
more details.

Here, surrounded by one-hundred year old 
giant oak trees, I found an abundance of 
cozy and homey amenities.  The best of 
these are the large porches lined with 
comfortable rocking chairs, and the two 
huge fireplaces that are great to gather 
around during the winter season.  The 
Southern home cooking makes everyone 
look forward to our luncheons.  These  
are never mass produced and impersonal 

catered hotel meals with the usual  
“rubber chicken.”

Here planners and agents can come in  
from the cold, relax among their kind, 
de-stress, get away from the anxieties  
and problems that prevail today.  Here  
they can get comfortable, and be valued, 
and respected for the unique individuals 
they are.  Here they can recharge their 
batteries and re-strengthen their market 
competitiveness and empower their 
effectiveness.  Here they can learn to 
proclaim their rarity and apply proven 
techniques and strategies, many of which 
are on the cutting edge for the difficult 
conditions they face.  We attempt to be 
personable and informal.  Everyone is 
equally welcomed in from the cold.  We 
become their back-up team. 

At the Insurance Pro Shop, participants 
begin to realize their true potential and 
receive the practical and applicable help 
they need and deserve.  My comment to 
Register readers is, “You do not have to 

reinvent all of the wheels again or continue 
to trudge ahead the hard way.  You do not 
have to go it alone.  Out of the cold, you 
can begin the transformation from being 
just another agent or planner and become a 
unique, special, and precious agent or 
consultant who is the leader in your market 
area.  Here you can revitalize your inner 
ability to bring home the bacon.”   

Contact:  877 297 4608
lnason@insuranceproshop.com
www.insuranceproshop.com

Would you like to know their secrets and learn how to:

1. ‘Fill’ your seminars every month w/30 to 50 qualified senior leads!

2. Create immediate trust and confidence with your audience!

3. Set appointments with ‘9 out of 10’ of your attendees!

4. Collect $1,000,000 of annuity premiums each month!

Are you wondering how the Top 1% of Annuity Producers are still able to consistently earn $50,000 or more 
of annuity commissions every month using annuity seminars, when everyone else is saying that annuity 
seminars are being overdone? (Even with all the Bad Publicity and the Current Economy) What is it that they 
know that you don’t? 

Get My Secrets NOW!
FREE E-book…  

‘10 Deadly Mistakes’ That Keeps You From Collecting 
‘One Million Dollars’ Of Annuity Premiums Every Month!

Call Today… 877-297-4608

Annuity Sales Secrets Revealed

www.InsuranceProShop.com


