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ABOUT
WHO WE ARE
Trusted American Insurance Agency is a national
Field Marketing Organization headquartered in
Rocklin, CA. We provide a full range of insurance
and financial services products across all 50 states
for all major and niche carriers, with a specialty in
the Senior Marketplace. We offer the personal
touch you get from a small business, but with the
tools and technology of an experienced company.

OUR MIS S IO N
Our mission is simple: we aim to provide peace of
mind one person at a time. We do that by adhering
to our core values:
1) See the individual
2) Do the right thing
3) Go the extra mile

OUR VIS IO N
We want to be the leading example of how the
insurance industry sees the individual. We want to
make insurance human again.
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SECTION 1:
MEDICARE
COMPLIANCE

As you know, marketing is crucial to your success. It’s how you generate fresh leads and
retain your existing clients. But, be aware that any marketing material that is an
advertisement must follow the CMS Medicare Marketing Guidelines.

(1) COMMUNICATIONS VS MARKETING
CMS differentiates between materials that are considered “communications” and
“marketing.” The difference between the two is based on content and intent.

COMMUNICATIONS
means activities and use of materials to provide information to current and prospective
enrollees. This means that all activities and materials aimed at prospective and current
enrollees, including their caregivers and other decision-makers associated with a
prospective or current enrollee, are “communications.”
MARKETING
is a subset of communications and includes activities and use of materials by the
Plan/Part D sponsor with the intent to draw a beneficiary's attention to a plan or plans
and to influence a beneficiary's decision-making process when selecting a plan for
enrollment or deciding to stay enrolled in a plan (that is, retention-based marketing).
Additionally, marketing contains information about the plan’s benefit structure, costsharing, measuring, or ranking standards.
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(2) BRANDED VS GENERIC MARKETING
BRANDED MATERIAL
is marketing material that contains carrier and/or product information (e.g., plan name,
plan costs/benefits). These must be CMS approved.

GENERIC MATERIAL
is self-created marketing material that is free of any plan or product information, brands
,or carrier logos (e.g., agent’s flyer for his/her business). This material does not need to
be CMS approved, but must comply with CMS guidelines.

(3) REQUIRED DISCLAIMERS
“Not connected with or endorsed by the U.S.
government or the federal Medicare program.”
should be on all generic marketing materials.
“This is an advertisement” is required for all
mailers; it must be on the front of the envelope or
postcard.
If a phone number is listed on an advertisement, it
must be obvious to the consumer they will be
calling an insurance agent. If not obvious, you must
use a disclaimer like “Call 800-555-5555 to speak
with one of our insurance agents today.”
If you are trying to obtain Permission to Contact
through a business reply card, there must be a
statement informing the customer who will contact
them and by what method. Our recommended
statement is: “By providing the information above, I
give permission for a licensed sales agent to
contact me by phone or email to discuss Medicare
health insurance options.”
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SECTION 2:
BRANDING YOUR
BUSINESS
'Branding' is a new term in the marketing scene
and it can feel a little vague at first. It doesn't
have to be so elusive, though. It only takes a little
forethought and planning to achieve great
branding that boosts your image.
So what is it? Branding is the total sum of every
impression a customer has of your business.
Customers instantly form an opinion of you based
on their first interaction. That first impression
sets the tone for the rest of your relationship. If
you make a great first impression, they’re going to
be excited to learn more about you and your
services, and be open to working with you in the
future. Make a bad first impression? Let’s just say
it’s going to be pretty hard to recover that
customer.
Since you can’t predict where that first
interaction will be (a seminar, your website, a
business card, etc.), consistent branding should be
a high priority for your Medicare marketing
strategy.
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Branding is essentially a
customer's perception of a
business.

2/10th of second
is how long it takes
for an online
visitor to form a
first opinion of you
or your business
- Business2Community.com
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5 STEPS TO BRANDING YOUR BUSINESS

1

Determine the top 3 values you want to communicate to customers. Choose
values that resonate with your market.

2

Think of a tagline that helps communicate those values. Good taglines give the
consumer a better idea of what you do.

3

Pay for a great logo and website. Make sure the look and feel of your website
and logo are consistent.

4

Pay someone to design business cards that match your logo and website
design.

5

In every piece of future marketing, be sure to use the same colors, and general
look and feel as your website and business cards. And always consider how
you can demonstrate your values.

Consider the impression a customer might get from your marketing materials, your
business card, your website, and even their personal interactions with you. Do they all
tell the same story? That's branding.

CHOOSING YOUR LOGO
23% is the average
revenue increase
when there is
consistent brand
presentation
- Forbes

Your logo is probably the most critical tool you have
for promoting your business. It’s not just a random
mark. It provides your small business with an
identity that represents your core values and your
mission.
If executed properly, that identity can immediately
sell your brand to prospective customers. A poor
small business logo design will turn your customers
off. Having none at all is even a bigger marketing
mistake.

We offer branding, logo, and website services. Contact Trusted American Insurance
Agency to discuss how we can improve your marketing.
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IMAGE STYLE
Make sure your logo adequately represents you and
your business. For example, since your business
deals in protection and safety, you’d probably want
your logo to be conservative and contemporary, not
whimsical.

COLORS
Colors have emotions associated with them. For
example, blue tends to be trustworthy and loyal,
whereas red gives off confidence and leadership.
Don’t just pick your favorite color. Do your research
on color psychology and choose a color that
communicates your brand values.

FONT STYLE
There are many fonts you can choose from when
making your logo. But before you choose yours,
consider the vibe your font will give to customers
and make sure it aligns with your values. Every font
has a different personality.
S E R I F : traditional, sophisticated, reliable, practical, and formal
S A N S - S E R I F : modern, clean, humanist, universal, balanced

Cursive :

elegant, classic, formal, sophisticated, stylish

A BUSINESS LOGO SHOULD...

be easy to recognize in
small and large print
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look good in color and in
black and white

look good in a social
media profile photo
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CHOOSING YOUR BUSINESS CARDS
Business cards are one of the most underrated marketing tools today. An attractive,
eye-catching business card (with all the relevant contact information) can capture the
attention of your prospect and help you remain in their memory well after your initial
meeting. When executed properly, business cards can also enhance your credibility and
legitimacy as a business.

3 GOLDEN RULES OF BUSINESS CARDS

1

Make the design consistent with your website and other promotional
materials. This is part of your branding.

2

Ensure your contact details are easy to read and follow. Your details
should be in this order:
1. First and Last Name
2. Title (and license number in some states)
3. Contact Information

3

Minimize clutter by leaving plenty of blank space! Less blank space is
typically associated with “cheap” design. Don't make that mistake.

BUSINESS CARDS AND COMPLIANCE
As a broker specializing in Medicare, you
must make sure your business card is
compliant. You must identify that you are
an insurance agent, and if you are in CA,
you must include your insurance license.
1. Never use 'Medicare' in your title
2. Never abbreviate products
3. Never include carrier names or logos
4. Never use your FMO or agency logo without permission
5. Don't use colors or symbols that may imply you are connected with
Medicare or the United States government
We can design and ship your business cards. Contact Trusted American Insurance
Agency to discuss how we can improve your marketing.
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SECTION 3:
MARKETING
YOUR BUSINESS
As an insurance agent, you have a natural propensity towards being a good salesperson.
Marketing is where it starts to get a little murky. First and foremost, you have to
understand sales and marketing are not the same thing.
Sales is the act of turning a lead into a client. It involves customer service and education
about the product you are selling. Marketing, on the other hand, is what you do to get
that lead in the first place. It encompasses all activities that help spark interest in your
business. This includes things like print ads, letters, or emails to prospective clients,
social media ads, networking, and more.
It also includes the way you talk about yourself.
As an independent insurance agent, you are not
really selling policies. You are selling yourself as
an invaluable asset to advise clients in their
insurance decisions. So, consider having an
elevator pitch prepared about who you are and
what you do. This is perhaps one of the most
overlooked and valuable marketing tools you can
have in your pocket.
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48% of consumers
say their first purchase
or interaction is the
best time to earn
their loyalty
- Bop Design
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USING SOCIAL MEDIA MARKETING
Social Media is one of the most effective methods of staying in touch with your
prospective customers. Providing entertaining and educational content relevant to your
relationship on an ongoing basis will give you credibility and keep you in their minds.

CHOOSING YOUR PLATFORM
There are a plethora of social media channels to choose from; where do you
start? Like all common sense marketing, you go where the customers are.

66%

62%

8%

OF SENIORS
ARE USING
YOUTUBE

OF SENIORS
ARE USING
FACEBOOK

OF SENIORS
ARE USING
INSTAGRAM

3 x7 %
OF SENIORS
ARE USING
TWITTER

HOW TO USE SOCIAL MEDIA FOR BUSINESS

1

Have a goal in mind. Before you start posting content, consider your
goal. Is it to educate? To inspire? To entertain?

2

Post consistently. This doesn’t mean you have to post every day. It
could be posting only 2x a week, or only on Fridays. Just be consistent.

3

Don't overthink it. Consider the questions clients are asking and answer
them through blogs, resources, or just plain posts.

4

Post relevant content. If you come across a blog, article, press release,
resource, etc. that would be valuable to your clients, post that too!

We can help you set up your social media pages. Contact Trusted American Insurance
Agency to discuss how we can improve your marketing.
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TIPS ON COMPLIANCE AND SOCIAL MEDIA
Keep the content generic and don’t post about specific products. You can only
promote the services that you offer. While you can post things from a carrier, it
must be approved by CMS. You can put your phone number on the post if you
are saying that you might have something you can help with, but you must state
that it is a direct line to a licensed insurance agent.

10 IDEAS FOR YOUR SOCIAL MEDIA CONTENT
1. Use blog posts to share content and drive traffic back to your website.
2. Post a fact or story relevant to a particular insurance product and end the
post with a question.
3. Give away a free item for every person who requests an insurance quote
through your social media account. (Per CMS compliance, this must be
valued at less than $15).
4. Post information about community events and news.
5. Share testimonials from your current clients.
6. Promote your involvement in the community by sharing pictures.
7. Share ‘quick tips’ about Medicare, or other products.
8. Post statistics relevant to your industry that your clients might find
interesting.
9. Share photos of the weather and ask how their day is going.
10. Share curated content (relevant content from others that you share).
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POLISH YOUR WEBSITE
Think about it – any time you want to learn more about a brand or its products, what’s
the first thing you do? You pull up your search engine of choice and start typing. What
you find (or don’t) often immediately shapes your perception of the brand you’re
researching and weighs heavily on your decision-making.
Today, it is rare to meet a client face-to-face before they’ve looked at your website.
This is true of both referrals and new leads. It is important, therefore, that your website
makes an excellent first impression.
Does your website look trustworthy? Are all of the details they're seeking accessible? Is
the site easy to use and is this truly an indication of what doing business with you will
be like? In other words, your website speaks volumes about your brand, for better or
worse!

5 THINGS EVERY GOOD INSURANCE WEBSITE HAS

1

A clean modern design. This includes plenty of negative space, and
appealing, relevant professional photos.

2

A list of the products you sell. Make sure you display all the products you
sell if you sell more than just Medicare.

3

A quoting tool for fast, easy estimates. (Trusted American Insurance
provides this for free to all contracted agents.)

4

A list of testimonials from previous customers. This is validation to
potential customers that are interested in working with you.

5

An easy way to contact you. Make sure your contact information is visible
and accessible on all devices.

We offer affordable, compliant, turn-key websites. Contact Trusted American
Insurance Agency to discuss how we can improve your marketing.
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REASONS YOU NEED A WEBSITE

It gives you more
credibility

People are more likely to
give referrals

It makes advertising
easier

3 WAYS TO MARKET YOUR WEBSITE

1

List it everywhere. The #1 way to market your website is to make sure it's
listed on all your marketing materials. List it on your business cards, on your
flyers, and in your email signature.

2

Use email marketing. This is one of the most effective ways to keep
yourself in front of your customers. Give them a compelling reason to
subscribe (such as a free resource or awesome blog content), and then keep
providing value so they don't unsubscribe.

3

Be active on forums. Sites like Quora.com are a perfect opportunity to
position yourself as a subject authority and valuable resource. Sift through
the questions and answer the ones relevant to your business.

When it comes to an FMO, you need a trusted partner. For 6
years now, our team of various experts have partnered with
insurance agents around the nation to improve their sales.
Through personalized service, business coaching, and expert
Medicare advice, we've earned the trust of more than 6,000
agents. We'd like to earn your trust, too. Join our FMO today.

JOIN NOW
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