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your platforms, creating brand 
awareness, and maintaining 
efficiency going forward
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Start organizing, automating & growing 
your agency right now!

AgencyBloc helps life and health insurance 
agencies grow their business by organizing 

and automating their operations using a 
combination of an industry-specific CRM, 
commissions processing, and integrated 

marketing automation.

WHAT IS

https://www.agencybloc.com/schedule-demo/?utm_source=page-2&utm_medium=ebook&utm_campaign=2018-social-media-ebook
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It’s no secret how immense social media has become in 
recent years. Nor is it a secret how widely adopted it is. 
No longer is social media use regulated to pre-teens, high 
schoolers, and college-aged students. Every age, every 
demographic, and every generation extensively use social 
media on a daily (even hourly) basis—and you should, too.

Don’t believe us? “In one month, there were 3.7 million 
tweets about insurance and 23,401 social leads with 
purchase intent.” (V12DATA)

In this eBook, we’ll discuss finding your intent with social 
media, the platforms your agency should consider, how to 
set up your pages, and where to go from there. 
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SOCIAL MEDIA 101

If you’re choosing to leverage social media for the first time 
to help boost growth and brand awareness, then this eBook 
can be a significant help for you. Social media is becoming 
a widely accepted and utilized method to help agents and 
agencies achieve their goals. In fact, 78% of salespeople that 
incorporate and use social media in their practice outsell 
their peers. 

Goal setting can be extremely varied when it comes to social 
media; but, these are the main ones we’ve seen:

• Gain exposure
• Convert your audience
• Improve search ranking
• Develop loyal fans
• Create connections

However, before you can accomplish any of that, you have 
to create your presence. So, let’s start at the beginning and 
build your social business from the ground up. 

http://blog.thebrevetgroup.com/21-mind-blowing-sales-stats
http://blog.thebrevetgroup.com/21-mind-blowing-sales-stats
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STEP 1 |
Choose your platform(s)

Social media is an exciting pool to jump into, but also keep 
in mind what is feasible and worth your time. If you’re just 
starting out on social media, we suggest starting with 1 - 2 
social platforms whether that be Facebook, LinkedIn, or 
Twitter. 

We recommend 1 - 2 so that you can effectively be present 
on those platforms, interact with your followers, and build 
real relationships until you feel ready to tackle more social 
profiles. Trying to take on too many at once can stretch your 
efforts too thin and render you unable to fully devote time to 
the cultivation of those relationships and conversions. 

Some agencies are able to maintain multiple platforms, but if 
you’re just starting out, we suggest you start small and work 
your way up. Get a feel for the social media world, and when 
you feel comfortable and ready, you can expand to other 
platforms. 

We recommend Facebook, LinkedIn, and Twitter for 
insurance agents because we’ve found those to be most 
beneficial in helping you achieve those five goals mentioned 
earlier. If you’re struggling to choose which one to start on, 
then here’s a brief overview of what each is best at when it 
comes to insurance.
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FACEBOOK
Facebook is an excellent platform to be on since it is the 
most-used social media site in the world. Plus, it’s a personal, 
people platform and insurance is a personal, people 
industry. It’s a great way for you to connect with your clients 
and prospects and build strong agent-client relationships 
with them. 

LINKEDIN
LinkedIn is the site of the professionals. It allows others to 
take an in-depth look at who you are professionally and 
allow them to connect with you. You can build professional 
relationships with people from your own industry and 
potential prospects. 

One way you can use LinkedIn is to keep in contact with 
your clients, see what’s changing in their professional lives, 
and congratulate them on new jobs or published articles. 
Additionally, by utilizing the written referral section, you can 
build your rapport of being an outstanding, dedicated, and 
client-focused agent.

TWITTER
Twitter is a great place for listening and for education. Listen 
and learn to find what’s coming in the insurance world so 
you can be proactive. Take the information you learn back 
to your clients and prospects by contacting those who will 
be affected. This is easy when you use an industry-specific 
agency management system (AMS) like AgencyBloc where 
you can run a quick search or report to identify all those who 
are at risk to be affected by the changes.

http://www.agencybloc.com/tour/client-prospect-relationships/#saved_searches/?utm_source=page-6&utm_medium=ebook&utm_campaign=2018-social-media-ebook
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You can also use the hashtags (#) on Twitter to your 
advantage. Here are a couple options you could focus on:

1. Search for hashtags that are relevant to your business 
like #healthinsurance or #lifeinsurance. Then, help 
the people that have used that tag who are looking 
for answers. This can build their trust in you, and you 
could grow your client base by simply answering their 
questions. 

2. Create your own agency hashtag to help gain exposure 
for your business and build your agency’s brand. For 
example, here at AgencyBloc, when we post something 
about the office, our team, or just day-to-day activities, 
we always use the hashtag #LifeatAgencyBloc. The 
benefit of this is that any prospect or potential 
employee can search or click on that hashtag and see all 
the posts we’ve ever used that hashtag on, effectively 
giving them an insight into who we are.

Of course, you can branch out and incorporate other social 
media sites like Google+, Instagram, Pinterest, YouTube, etc. 
Just ensure that you have enough bandwidth to take it on 
and that it’s going to be integral in helping you reach your 
goals. 

https://twitter.com/search?q=%23healthinsurance&src=typd&lang=en
https://twitter.com/search?q=%23lifeinsurance&src=typd&lang=en
https://twitter.com/agencybloc
https://twitter.com/hashtag/LifeatAgencyBloc?src=hash
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STEP 2 |
Create your pages

To create a page for your business, you should already have 
a personal profile on the platform. If you choose to use 
Facebook or LinkedIn, you must have a secondary profile 
from which you monitor and manage the business page. For 
Twitter, and Twitter alone, you can create a page without 
having your own profile. 

There are benefits to having a personal profile along with 
a business profile. You can use your personal one to boost 
your business page to your friends, family, and associates 
via retweets, shares, and tags. It also helps you to look 
more credible as potential leads and clients can search you 
and find you. This helps them to create a more substantial 
relationship with you and begin to understand if you’d be a 
good fit for them or not.

If you’re new to setting up a business page, scroll through 
as we’ve detailed each step you need to take for Facebook, 
LinkedIn, and Twitter. 

For Facebook, you’ll want to follow these steps:
1. Visit www.facebook.com/pages/create/
2. Then choose which type of page is applicable to 

you. Depending on the size of your agency, you can 
select either Local Business or Place or Company, 
Organization, or Institution—whichever you feel 
describes your brand more.

http://www.facebook.com/pages/create/
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The second way to create a Facebook business page is as 
follows:

1. Log into your personal account
2. Go to the upper right-hand corner and click on the 

down arrow

3. Select Create Page

For more help setting up your Facebook page, visit 
Facebook’s Getting Set-Up page.

Facebook | Create a Page

https://www.facebook.com/business/learn/set-up-facebook-page
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For LinkedIn, follow these steps:
1. Visit www.linkedin.com/company/setup/new/. You’ll be 

presented with this page:

2. Tip: Use your full company name in URL so you have a 
better chance of showing up when someone searches 
for you in Google or Bing. 

For additional help, visit LinkedIn’s Getting Started page.

LinkedIn | Create a Page

http://www.linkedin.com/company/setup/new/
https://business.linkedin.com/marketing-solutions/company-pages/get-started#!


11SOCIAL MEDIA FOR INSURANCE AGENCIES

For Twitter, follow these steps:
1. Visit www.twitter.com 
2. Fill out the form and press ‘Get started’

For more assistance, Twitter gives you helpful tips on how to 
best build your company’s Twitter profile. 

If you have multiple agents that work for you, then 
encourage them to make their own page. It can be as simple 
as “Amy Rodriguez—Independent Health and Life Insurance 
Agent”. Having a separate page can help them build the 
human side of their business, give a face to a name to better 
appeal to prospects and clients, network, and build their 
individual client base.

Twitter

http://www.twitter.com
https://business.twitter.com/en/basics/create-a-twitter-business-profile.html
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STEP 3 |
Design your page

It’s important that you keep your branding consistent 
throughout all of your marketing representations. This 
means you have the same logo, title, about me, etc. on your 
website, social media platforms, handouts, business cards, 
etc.

Consistency is important because it helps your clients and 
prospects recognize you and helps to build loyalty. This also 
means consistency between your profile image and your 
cover photo. 

For those unaware, your profile image is the main image that 
represents your page throughout the whole social platform. 
When you show up in newsfeeds or interact with someone’s 
post, the image that’ll come up will be your profile image. 
Your profile image should be something directly related to 
your brand, i.e. your logo or your professional headshot if 
you are an independent agent.

A cover photo is the photo located at the top of your page. 
This is seen by your audience when they visit your distinct 
page. It doesn’t necessarily have to be your logo, but it 
should work in tandem with your profile to better explain 
who you are and your brand. On the next page are some 
examples of profile and cover photo combinations.
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KHI Solutions Facebook Page

Maria Overcash - Carolina Health Connections Facebook Page

AgencyBloc Facebook Page
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As you can see, you have a variety of ways to communicate 
your brand on social media. KHI uses their logo as their 
profile image, but uses images of who they serve and how 
they help as their cover photo. We at AgencyBloc follow the 
same approach. Maria Overcash, an independent agent, 
uses her professional headshot as her profile image to help 
make a connection with her audience and instead pushes 
her logo to her cover image. 

It’s important to note that these photos are interchangeable 
and you can update them anytime you want. We 
recommend an update every 3-6 months just to keep your 
page fresh. Plus, on Facebook, when you update photos, 
those updates are put in your audience’s newsfeed, so you’ll 
gain even more exposure just from that. 

Pro Tip: When creating your own image for your profile 
or cover photos, here is a cheat sheet for you for sizing 
requirements on a variety of social platforms. 

However, consistent imagery isn’t the only part of branding. 
You also need to make sure your descriptions and contact 
information are the same across all of your platforms. For 
a good example of this, see Sams/Hockaday & Associates’s 
business LinkedIn profile and Facebook page. 

You’ll see their company descriptions are the same across 
platforms. This helps to build loyalty and trust in your 
agency because your prospects can look across all of your 
digital spaces and find the exact same information. Having 
different information on each platform will leave your clients 
and prospects wondering which one is true.

https://www.spinutech.com/blog/digital-marketing/2018-social-media-sizing-cheat-sheet/
http://www.samshockaday.com/
https://www.linkedin.com/company/3723719?trk=tyah&trkInfo=clickedVertical%3Acompany%2CentityType%3AentityHistoryName%2CclickedEntityId%3Acompany_3723719%2Cidx%3A0
https://www.facebook.com/SamsHockadayInsurance/info/?entry_point=page_nav_about_item&tab=page_info
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STEP 4 |
Fill out the contact information

The only reason you’re on social media and digital sites is to 
be recognized, expand your reach, and convert your leads. 
In order to do so, you need to make it extremely easy to 
get in contact with you. Thus, like consistent branding, your 
contact information should always be the same.

Every social media site will give you the option to publish 
your contact information. Do this and fill it out completely. 
Having complete information available can allow mobile 
users to call or email you directly by simply pressing the 
button on your profile page. Providing multiple ways to 
reach you also demonstrates that you actively WANT to talk 
to people, both clients and prospects.

We can’t stress enough how important it is to thoroughly 
include your contact information on every single digital 
residence you own. This includes a link to your website, as 
well! Placing the link in your “About Us” section will give your 
visitors easy access to your website where they can learn 
more about you, your offerings, and help them decide if they 
want to reach out to you. 

On the flip side, make sure you’re also responsive. Making 
it easy to contact you is only the half of it, you also need to 
make sure you’re being communicative. 

Ensure that the phone number and/or email provided on 
your profile and the page itself are monitored on a regular 
basis during business hours. You can set these hours on
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your pages so your audience knows when you’ll be in. Make 
sure to post when your office will be closed (if different 
that normal business hours)—even for holidays—and 
when they will reopen. Especially if it’s an unexpected close 
due to weather, personal matters, etc. make sure you 
communicate that to your audience.

Pay attention to the chat and personal message features 
of your page, too. Some prospects will contact you through 
those channels and even comments and tags. Have 
someone set up to monitor those channels and pages on 
a regular basis so as to ensure no lead or prospect falls 
through the cracks. 

STEP 5 |
Find your intentions

Social media should be a communication of your brand. We 
often suggest that the purpose you set for your social media 
page is both fun and educational. This is a great platform to 
share useful and necessary knowledge with your audience 
while creating an atmosphere of humanity and genuine fun. 

For example, in 2018 they are re-issuing Medicare IDs with 
new numbers for security reasons. If your audience isn’t 
aware of that and they just receive the card out of the blue, 
they’ll probably be confused and concerned. Social media 
provides you with the opportunity to be proactive and 
forewarn your audience of upcoming changes that could 
affect them. Post what the changes are, when they can start 
expecting new cards, and your contact information in case 
they have any additional questions.
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But it doesn’t just have to be hard work and education—
you’ll want to add some fun in there.  Share highlights from 
the office or spotlight a specific worker. Your audience will 
see that you have a personal side and will be more apt to 
want to get to know that side. 

At AgencyBloc we love to have a good time, and we’re always 
up for celebrating the important holidays like National Donut 
Day. Here’s one our favorite posts, because it shows our 
personality to our followers (and our love of pie):

Not only is it fun to share, but it can really draw attention. 
Sharing photos can boost your engagement. People enjoy 
looking at photos more because they’re quick, easy and 
engaging, and, on top of that, they don’t have to exert any 
energy in reading. 

These two ideas are both examples of what’s called social 
branding—getting yourself out there in front of your

https://www.facebook.com/agencybloc
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audience sharing helpful tips, but not directly promoting 
your products and services. 

Every insurance agency should be very thoughtful about 
whether they’re using their social profiles to spread brand 
awareness or to sell their products and services. Let’s 
discuss… (but you’ll see the best insurance agencies strike a 
healthy balance!).

SOCIAL SELLING VS. SOCIAL BRANDING
It’s vital for you to know why you’re participating on social 
media before you really dive in. Otherwise, you’ll be 
confused not knowing what to post, and your audience will 
end up confused as well.

So, first, let’s quickly discuss the difference between social 
selling and social branding. Both can be powerful tools for 
insurance agencies. 

Nearly every business on social media uses it to market their 
products and services; in other words, they’re spreading 
their brand. But, some companies take it a step further and 
use social media to actually sell their products and services. 
So, what’s the difference between the two?

The image on the next page illustrates this idea. For 
our purposes, think of the orange section (social media 
marketing) as the social branding we’re talking about. The 
blue section talks about social selling.
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Relating this graphic to insurance agencies, one might think 
the orange section (social branding) is only for the agency’s 
profiles itself, and the social selling can be done through 
your own personal agent profiles. However, I think the best 
insurance agents strike a balance between the two. 

Most business and insurance agencies are doing some sort 
of social branding; however, a lot of businesses shy away 
from social selling for fear of being too “pushy”. 

Let’s discuss the pros and cons of social selling, as we laid 
out in our blog, Social Selling vs. Social Branding: What 
Agents Need To Know.

trap!t | “How Is Social Selling Different from Social Media Marketing?”

https://www.agencybloc.com/resources/grow-your-agency/online-marketing/social-selling-vs-social-branding-what-agents-need-to-know/?utm_source=page-19&utm_medium=ebook&utm_campaign=2018-social-media-ebook
https://www.agencybloc.com/resources/grow-your-agency/online-marketing/social-selling-vs-social-branding-what-agents-need-to-know/?utm_source=page-19&utm_medium=ebook&utm_campaign=2018-social-media-ebook
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Pros of Social Selling:
• You have the opportunity to put your value proposition 

as an agent out there on every avenue possible (in 
addition to your agency’s website and their social media 
profiles).

• Potential buyers already research products and services 
on social sites; you’re there when they’re ready. In 
fact, Hootsuite points out, “customers are, on average, 
57 percent of the way through the purchase process 
before they ever engage with a sales professional.” For 
those in group business: “75 percent of B2B buyers and 
84 percent of executives use contacts and information 
from social networks as part of their purchase process”

• You’ll get to know your potential leads on a more 
personal level—31% of salespeople said social tools 
helped them build a more personal relationship with 
leads.

• Potential buyers are willing to talk to you via social. In 
fact, “92% of B2B buyers are willing to engage with a 
sales professional who is a known industry thought 
leader.”

• 90% of the top salespeople use social media to sell; what 
works for them could work for you!

• There is a HUGE potential for local businesses & 
advertising on social media. For instance, Facebook 
has something called Local Awareness Ads. These 
are an easy way to reach people close in location to 
your agency; plus, Facebook is very good at helping 
you identify potential leads by identifying your target 
audience (see next bullet).

https://blog.hootsuite.com/what-is-social-selling/#care
https://blog.hootsuite.com/what-is-social-selling/#care
https://www.slideshare.net/linkedin-sales-solutions/establish-your-professional-brand
https://blog.hootsuite.com/what-is-social-selling/#care
https://www.facebook.com/business/learn/facebook-create-ad-reach-ads
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• Facebook can help you grow your lead base by helping 
you find a “lookalike audience” based on your current 
leads. You’re able to filter these geographically and 
demographically to be super specific, if you’d like.

Cons of Social Selling:
• First and foremost, you might feel like you’re being 

“pushy” if you haven’t been using social media in this 
way before. Many agents/agencies are nervous that 
they’ll anger their following by being promotional in any 
way, and that’s a valid concern. But we’ll talk about how 
to avoid that.

• There’s some serious competition out there. You might 
be nervous that your messages will just be lost in the 
noise.

• You may not know how to word your promotional posts 
so as to not come off as a sleazy salesperson, so you 
don’t want to attempt it at all.

• You might lose followers of people who aren’t 
interested in your product or service

• Your conversion rate might not be as high as you’d like. 
This is mostly due to the fact that social selling is more 
of a relationship nurturing tactic. More on that later! 
(Remember that conversion rate isn’t always calculated 
based on actual sales of policies; it’s based on whatever 
you want your prospect to do from that ad or social 
media post)

• It can be difficult to calculate ROI for social media, 
especially if you aren’t running actual ads that you’re 
spending money on.

https://www.facebook.com/business/help/164749007013531
http://atlascommunications.ca/whats-good-conversion-rate-on-social-media/
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As you can see, when utilizing social media, you want to 
strike a healthy balance between social branding (creating 
brand awareness around your insurance agency) and social 
selling (actually promoting your products and services). 
Sharing educational pieces can help solidify your agency as 
experts and trusted advisors; you’re who your audience will 
turn to with questions. 

We suggest sharing a combination of your own blogs 
and articles of your trusted sources that are relevant and 
important to your audience. There are two “tricks” you can 
follow if you’re unsure of how much to post: the 4-1-1 Rule 
and Gary Vaynerchuk’s Jab, Jab, Jab, Right Hook. We talk 
about both of these rules extensively in our blog, Social 
Selling vs. Social Branding: What Agents Need To Know, so 
check it out there!

STEP 6 |
Create a sharing schedule & automate

Now that you have a grasp on the kinds of things you want 
to share on your profiles, let’s talk about a social schedule. 
Many insurance agencies fall behind on social media 
because they simply don’t have the time to put towards it. 
That’s where using social scheduling and automated sharing 
tools like Buffer can help. 

Buffer is a desktop and mobile app that allows you to 
schedule social media posts across multiple platforms, 
analyze the results of the posts, and even queue up others’ 
content via RSS feeds that you may want to share.

https://www.agencybloc.com/resources/grow-your-agency/online-marketing/social-selling-vs-social-branding-what-agents-need-to-know/?utm_source=page-22&utm_medium=ebook&utm_campaign=2018-social-media-ebook
https://www.agencybloc.com/resources/grow-your-agency/online-marketing/social-selling-vs-social-branding-what-agents-need-to-know/?utm_source=page-22&utm_medium=ebook&utm_campaign=2018-social-media-ebook
https://buffer.com/
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You can queue up a bunch of posts ahead of time, allowing 
you to work on social media when it fits in your schedule. 
Scheduling a social post looks like this:

Buffer | AgencyBloc Scheduled Post

On the free plan, you can queue up 10 posts per platform. 
For a mere $10/month, you can schedule 100. The plans 
continue to rise from there, based on your needs. There are 
some alternatives to Buffer like Hootsuite and Sprout Social, 
to name a couple. 

When creating your schedule, take a look at the abundant 
amount of research out there for the “best times” to post 
on social media. We put together some of that research and 
related it to the insurance industry in this blog: When & How 
Often Insurance Agents Should Post on Social Media.

https://hootsuite.com/
https://sproutsocial.com/
https://www.agencybloc.com/resources/grow-your-agency/online-marketing/when--how-often-insurance-agents-should-post-on-social-media/?utm_source=page-23&utm_medium=ebook&utm_campaign=2018-social-media-ebook
https://www.agencybloc.com/resources/grow-your-agency/online-marketing/when--how-often-insurance-agents-should-post-on-social-media/?utm_source=page-23&utm_medium=ebook&utm_campaign=2018-social-media-ebook
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STEP 7 |
Consider social advertising

Almost all social media platforms provide some sort of way 
for businesses to advertise. And just like with anything else, 
it can be a hit and miss when it comes to identifying which 
platform will be best for advertising on. However, social 
advertising is usually worth the trial and error to find which 
platform and what kind of advertising will suit your needs.

Insurance agencies who are unsure should consider that 
“global social ad spending doubled from $16 billion in 2014 to 
$31 billion in 2016 and is projected to increase another 26% 
in 2017.” If nothing else, it’s a generally cheap effort to try 
out.

Knowing which platform to test out first is the question. In 
our experience at AgencyBloc, Facebook and LinkedIn have 
yielded the best results for us. That’s because we recognize 
that that is where our audience currently is and we’ve 
researched what types of ads or content to serve and who 
to target. Your insurance agency should do the same kind of 
audience research to yield the best results. 

BigCommerce.com also listed Facebook as the #1 best social 
platform to advertise on. But, they also described 3 things to 
consider when deciding on any social platform to advertise 
on: 

1. Where your target customers are most concentrated 
(usage, groups, etc.)

https://www.bigcommerce.com/blog/social-media-advertising/
https://www.bigcommerce.com/blog/social-media-advertising/
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1. Where your target customers are most accessible 
(preferred media, ad targeting, etc.)

2. Where your target customers most actively engage with 
ads (testing required)

Once you decide on the platforms you’re going to advertise 
on, you need to decide what kind of content you’ll advertise. 
Usually, businesses advertise in 1 of 2 ways: promoting 
educational content or directly promoting a product or 
service. Both of these can yield positive results for your 
agency.

In our blog, 5 Facebook Marketing Tips for Insurance 
Agencies, we briefly describe how Facebook ads work: 

“To put it simply, you can promote your business, your services 
and/or your content to a very specific audience or a larger, less 
specific audience. You can target people based on location, age, 
gender, language, interests, behaviors, and connections. You can 
even target people based on a list of email addresses or phone 
numbers you may have. And the best part is, Facebook ads are 
much cheaper than other options like Google AdWords. To see 
in more detail how you can specify a certain audience, check out 
this video.”

Though this was a brief overview of social media advertising, 
it’s something every insurance agency should look into 
more. 

And, that’s a wrap! We hope the steps in this eBook has been 
helpful for you to get started with social media on the right 
foot. 

https://www.agencybloc.com/resources/grow-your-agency/online-marketing/facebook-marketing-tips-for-insurance-agencies/?utm_source=page-25&utm_medium=ebook&utm_campaign=2018-social-media-ebook
https://www.agencybloc.com/resources/grow-your-agency/online-marketing/facebook-marketing-tips-for-insurance-agencies/?utm_source=page-25&utm_medium=ebook&utm_campaign=2018-social-media-ebook
https://adwords.google.com/home/#?modal_active=none
https://www.youtube.com/watch?v=yTCcKLkaaeA
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LEARN MORE ABOUT AGENCYBLOC

AgencyBloc is an agency management system that helps 
life and health insurance agencies grow their business with 
an industry-specific CRM, commissions processing, and 
integrated business and marketing automation.

Learn more in our overview video:

It’s been refreshing to have a system that is easy to 
use, makes sense for our industry, and has a team 
behind it that is willing to listen to our feedback and 
our requests. 
—Nicole, McLaughlin & Smoak Benefits

https://www.agencybloc.com/tour/?utm_source=page-26&utm_medium=ebook&utm_campaign=2018-social-media-ebook
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“I recommend AgencyBloc to anybody who’s 
running an agency and trying to keep track 
of agents, policyholders, and carriers. With 
AgencyBloc, you’ve got it all in one single place on 
the web, accessible 24 hours a day with backup. 
It’s always been on for us. We’ve never skipped 
a beat.”
—LYNN, KHI SOLUTIONS

[click above to watch video]

“Some of the best customer service I have ever 
experienced, on top of a top notch product that 
makes figuring commissions so much easier! 
Worth the time to get it set up!”
—BELINDA, SENIOR BENEFITS INSURANCE SERVICES

“AgencyBloc has been helpful, positive, and 
responsive in helping us address our needs from 
onboarding to ongoing.” 
—DAVID, BRYSTRA INSURANCE SERVICES

“AgencyBloc is exactly the tool I was looking for, 
and the support and guidance is absolutely what 
I would need. This is an amazing group of people 
that know their business and understand and GET 
my needs. GREAT JOB!” 
—SUSAN, HEALTH INSURANCE IN KANSAS CITY

https://www.youtube.com/watch?v=17XuS-6ybRA&index=3&list=PL2nr0SStLMtgBfqGddOwHi3MnDpI9tuvI
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Ready to see if AgencyBloc 
is a good fit for your 
insurance agency?

Sign up for a live, one-on-one demo 
of AgencyBloc.

You’ll be able to discuss your agency’s specific 
needs and see the software in action.

https://www.agencybloc.com/schedule-demo/?utm_source=page-28&utm_medium=ebook&utm_campaign=2018-social-media-ebook



