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Ok, here's how insurance agencies operate.

They can be either agents or brokers. Agents work for a particular insurance company, while brokers represent a number of companies. 

They help customers choose policies, sign policies on behalf of the companies they represent, and collect initial premiums. Claims are usually handled directly by insurance companies.

They mainly sell life insurance, property insurance, health insurance, and some types of investment products. Many agencies specialize in a particular area.

A typical agency has less than $3 million of annual revenue, and fewer than 10 employees, most of whom are sales people. Average revenue per employee is $150,000, but more at larger agencies.

Revenue comes from commissions on insurance premiums.

These are information-heavy businesses that use a lot of computer support. 

Here are some strategic things you should know.

Internet insurance sales  to consumers provide strong competition for traditional agencies. In response, many agencies focus on selling to corporate customers, who have more complicated needs.

New health care regulations may be good for agencies because more people and companies will need to buy insurance.

Insurance companies have reduced their own sales force and rely more heavily on agencies to find new business.

Agencies are licensed by each individual state.

Here are some good talking points.

How many offices do they have?

How many insurers do they represent?

What's their main product? Life, property or health insurance?

Do they mainly sell to individuals or companies?

Do they use an internet site to attract new business?

How much of their business is repeat business?

How much were they affected by the recession?

And finally, how do they see their business evolve in the future?

Now you're ready.

