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ENABLING AGENCY SUCCESS IN THE DIGITAL AGE

100,000+ Agents use 

Hearsay Social

22 Countries

100% Success

HEARSAY SOCIAL OVERVIEW

 End-to-end social media and digital solution

 Focused on insurance agents, advisors and managers

 Prospecting and retention on LinkedIn, Facebook, Twitter

“With Hearsay Social, I turn every 

client relationship into 5 – 10 new 

client relationships.”

—Producing Manager
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WHY SOCIAL MEDIA MATTERS1

INDUSTRY CHALLENGES2

THE SOCIAL AGENT3



SOCIAL AND MOBILE TECHNOLOGY ARE 

CHANGING THE WAY WE LIVE

2005

2013



THE WORLD HAS GONE DIGITAL

30
Billion messages sent via

Whatsapp each day

#1
Social is top Internet 

activity, surpassing 

email

969M
People in APAC 

on social 

networks



APAC: GLOBAL LEADER IN SOCIAL MEDIA 

ADOPTION

80%
internet users in 

Malaysia and

Singapore are on 

Facebook

85%
internet users in 

Hong Kong and

Indonesia are on 

Facebook

90%
internet users in 

The Philippines and

Thailand are on 

Facebook

Source: We Are Social: Social, Digital & Mobile in APAC in 2014 - http://wearesocial.sg/blog/2014/01/social-digital-mobile-apac-2014/



WHAT IS SOCIAL NETWORKING?

Modern-day Yellow Pages; an online directory of everyone

News Feed Profile



75%
of online adults use 

social networking sites

of online adults 50–64   
years old are on social 

networking sites

60%

NOT JUST YOUNG PEOPLE – EVERYONE IS ONLINE



THE INDUSTRY HAS MAJOR 

CHALLENGES…AND OPPORTUNITIES



CHALLENGE/OPPORTUNITY #1:

RECRUITING & DEVELOPING PRODUCTIVE AGENTS

Today’s recruits aren’t 

going to find you. You have 

to find them.



FIND RECRUITS WHERE THEY ARE



SALES MANAGER DASHBOARD

OVERVIEW

• Identify and recruit agents

• Lead by example on social

• Stay in better touch and top of mind with both 
existing agents and potential recruits



“Social media is the natural 

tool for me to reach out to my 

contacts to start building my 

book of business.”

– 1st-year career agent

SOCIAL HELPS NEW PRODUCERS 

BUILD THEIR BUSINESS FASTER



CHALLENGE/OPPORTUNITY #2:  

HOW TO GROW BUSINESS AND CAPTURE RISING 

MIDDLE CLASS OPPORTUNITY



INSURANCE IN ASIA

525 M

Middle Class 

in Asia

Source: The Economist, “Astounding Claims”, June 13, 2015; BCG Consulting 

3.2 Bn Household 

Wealth in Asia

2009 2030 2015 2025

81 Tr

174 Tr

6X

2X

7.3%
Increase in 

premiums in Asia



SOCIAL NETWORKING ENABLES YOU TO SCALE

Tools allow agents & advisors to 

stay in touch and top of mind with 

weak ties.



T HE OPPORT UNITY:

CUSTOMERS BROADCAST ING 

BUYING S IGNALS

*2011 HubSpot survey

+2013 Accenture Report "How Tech-Savvy Advisors Can Regain Investor Trust"

61% landed a new client directly 

from social media+

77%
social media helps 

with retention and 

upsell *

in the US 
surveyed said 
they:

of agents in the 
US surveyed 
said:



ONLINE S IGNALS CAN 

LEAD TO OFFL INE 

CONVERSAT IONS.



MCKINSEY LIMRA STUDY:

KNOWLEDGE OF LIFE EVENTS LEADS TO 

INCREASED SALES

Source: 2012 McKinsey LIMRA survey of financial advisors. 

3 10% lift
Knowledge of 3 or more life events Average production gain



Limited channels, linear progression

CHALLENGE/OPPORTUNITY #3:                          

SOCIAL MEDIA HAS CHANGED 

CUSTOMER EXPECTATIONS
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TODAY, THE CUSTOMER JOURNEY LOOKS LIKE THIS

Numerous, mostly digital channels, 

non-linear engagement



INTRODUCING THE SOCIAL AGENT



INTERNET “D IRECT”  SELL ING VS.  

AGENT-LED,  RELATIONSHIP -BASED SELLING

Sell Direct

Highly commoditized goods and services 

purchased on price

Sell Through Trusted Agent

Complex products and services that 

require advice and explanation 



Just like the Yellow Pages, 

being listed isn’t enough. 

We must teach producers 

how to grow business on 

social.

THE NEW PLAYBOOK FOR THE SOCIAL ERA



1. BE FINDABLE



2. GROW YOUR 

NETWORK



3.“HEAR” 

DO YOUR RESEARCH 



4.“SAY” 

ESTABLISH CREDIBILITY



6AM 7AM 9AM 10AM 3PM

Alert: An agent’s 

acquaintance, 

Henry, shared on 

Facebook that his 

first child was born.

Henry downloads 

a brochure on 

planning finances 

for your first child.

Agent logs into 

universal dashboard

– Henry is the top 

lead.

With predictive 

content engine, the 

Agent emails 

Henry relevant, 

helpful info. 

The email resonates

with Henry. He meets 

with the Agent and 

becomes a customer.

HOW IT COULD BE



HEARSAY SOCIAL FOR AGENTS

 Content library supplied by 

home office marketing team

 Brand governance rules 

engine

 Social Signals 

 Roll-up analytics

*Includes Basic 

User Training 

(delivered by 

Hearsay Customer 

Success Team)





Standard component of advisor toolkit

EXAMPLE: AXA

100%
of advisors 

standardized on social



Executive sponsorship + coordination across various departments

EXAMPLE: NEW YORK LIFE

≈

4,000+ 

Agents & managers 

being onboarded

3 Use Cases:

• Agents

• Wholesalers

• Brand

Best Practices:

• Educate and enable agents 

through training and technology

• Localized, relevant content



SELECT AGENT HIGHLIGHTS IN ASIA PACIFIC

“I’ve sold 4 life policies and received 2 leads since joining 

Hearsay Social!”

- 515+ FB page likes, Engagement Rate: 12 

“Since becoming active on Social Media, I’ve received 5 –

10 inquires about insurance, my business, and my 

lifestyle as an agent!”

- 125+ FB page likes, Engagement Rate: 6 

“Depending on my schedule, I love scheduling posts 

twice a day or once a day on Hearsay Social. Since 

joining the program 2 months ago, I’ve sold 6 policies (5 

car insurance & 1 motor insurance)!”

- 190+ FB page likes, Engagement Rate: 16
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STARTING THE DAY:  THE AGENT DASHBOARD
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HEAR: REVIEW YOUR SOCIAL SIGNALS
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SAY:  CHOOSE CONTENT FROM THE CONTENT LIBRARY
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SAY:  SHARE & SCHEDULE A POST FROM THE LIBRARY



HOW TO LEAD YOUR TEAM TO SUCCESS IN  THE DIGITAL 

AGE

Update your producer prospecting scorecard & 

training to track social metrics.1

Lead by example: sign yourself up for social.2

Tie social back to how business has always been done – now 

just much more efficiently & welcome by prospects.3
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