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How	much	money	can	insurance	agents	make

By:	Some	Guy	Jul	13,	2023	Share	So,	how	do	insurance	salespeople	get	paid?	This	guide	will	break	down	the	ways	they	earn	money.	It'll	cover	what	factors	affect	their	earnings	and	whether	being	an	insurance	agent	is	a	good	career	choice.	If	you're	curious	about	how	much	of	your	premiums	go	to	your	agent,	this	piece	should	answer	your	questions.
Insurance	pros	can	share	this	article	with	clients	to	teach	them	about	the	entire	process.	Insurance	agents	usually	make	money	through	commissions,	but	there	are	other	ways	too.	We'll	go	over	each	method	below.	Most	insurance	agents	get	paid	through	commissions,	which	depend	on	factors	like:	-	What	kind	of	agent	they	are	-	Type	of	policy	sold	-
Number	of	policies	sold	-	Whether	it's	a	new	or	renewal	policy	For	auto	and	home	policies,	captive	agents	earn	about	5%	to	10%	of	the	premiums	for	the	first	year.	Independent	agents	get	around	15%.	For	renewals,	commission	rates	range	between	2%	and	15%,	averaging	2%	to	5%.	Life	insurance	agents	get	front-loaded	commissions	of	up	to	120%
of	a	policy's	first-year	premiums	–	the	highest	in	the	industry.	But	renewal	rates	drop	significantly	to	1%	to	2%.	There	are	also	some	agents	that	no	longer	receive	commissions	after	the	third	year.	Commission	rates	for	health	insurance	vary	depending	on	their	partner	providers.	The	average	is	between	5%	and	10%	of	total	premiums	in	the	first	year.
Group	policies	earn	slightly	lower	commissions,	around	3%	to	6%.	Group	plans	are	often	purchased	by	businesses	for	their	staff,	so	agents	can	generate	earnings	up	to	four	or	five	figures	per	company.	The	table	below	sums	up	commission	rates	for	different	insurance	products.	Policy	Type	First-Year	Premiums	Policy	Renewals	Car	Insurance	5%	to
15%	2%	to	5%	Home	Insurance	5%	to	15%	2%	to	5%	Health	Insurance	5%	to	10%	1%	to	2%	Life	Insurance	40%	to	120%	1%	to	2%,	may	end	after	the	third	year	Insurance	Agents	Earning	Potential	Depends	on	Various	Factors	Insurance	companies	often	reward	partner	agencies	with	profit-sharing	programs	based	on	revenue	targets.	Commission
structures	significantly	impact	agent	earnings,	but	other	factors	such	as	specialization	and	location	also	play	crucial	roles.	Captive	insurance	agents	typically	earn	lower	commissions	compared	to	independent	agents	who	sell	products	for	multiple	carriers.	Independent	agents	must	cover	their	business	expenses	themselves,	including	rent,	supplies,
and	marketing	costs.	Agents	can	specialize	in	one	or	several	lines	of	insurance,	such	as	home	or	auto	policies.	Licensing	requirements	vary	by	jurisdiction,	while	location	affects	earnings	due	to	population	density,	public	services,	cost	of	living,	employment	rates,	and	accident	rates.	According	to	the	Bureau	of	Labor	Statistics,	insurance	agents	earn	an
average	annual	salary	of	$79,650	with	hourly	wages	ranging	from	$37.	Industry	veterans	can	reach	six-figure	salaries,	but	entry-level	professionals	often	earn	lower	wages.	The	BLS	data	includes	various	types	of	insurance	agents,	providing	a	comprehensive	estimate	of	employment.	Percentile	wage	estimates	vary	based	on	the	type	of	insurance
policies	sold.	Insurance	agents	typically	don't	incur	losses	if	clients	make	claims;	however,	they	may	face	financial	consequences	for	unethical	activities.	Ultimately,	insurance	agents	aim	to	help	customers	find	suitable	coverage	and	navigate	the	claims	process.	A	strong	work	ethic	and	earning	potential	are	attractive	aspects	of	this	career	path,
making	it	a	lucrative	choice	for	those	with	dedication	and	perseverance.	Being	an	insurance	agent	can	be	a	lucrative	career	with	the	potential	for	high	earnings	due	to	the	willingness	to	go	above	and	beyond	in	forging	strong	relationships	with	clients.	However,	the	benefits	of	choosing	this	career	path	extend	beyond	just	financial	rewards.	Insurance
agents	don't	require	a	college	degree,	but	having	one	can	be	advantageous.	Most	companies	provide	mentorship	and	training	programs	for	new	agents	to	help	them	navigate	the	job.	Additionally,	all	insurance	agents	must	comply	with	licensing	requirements	in	their	jurisdiction.	The	Bureau	of	Labor	Statistics	predicts	strong	demand	for	insurance
products,	with	an	estimated	52,700	new	jobs	annually	over	the	next	decade.	As	an	insurance	agent,	you'll	have	the	opportunity	to	make	a	positive	impact	on	people's	lives,	making	the	job	both	exciting	and	rewarding.	However,	this	career	also	comes	with	its	drawbacks,	including	income	instability,	high-pressure	work	environments,	difficulty	finding
leads,	limited	paid	time	off,	and	experiencing	rejection.	To	succeed	as	an	insurance	agent,	a	combination	of	certain	hard	and	soft	skills	is	crucial	for	connecting	with	clients	and	providing	them	with	the	best	coverage	possible.	Average	Insurance	Broker	Salary	in	UK	Ranges	From	£20,000	to	Over	£100,000	The	average	salary	for	an	insurance	broker	in
the	UK	varies	depending	on	factors	such	as	experience,	expertise,	location,	and	type	of	insurance.	A	starting	broker	can	earn	around	£20,000,	while	senior	brokers	can	earn	between	£40,000	and	£100,000	per	year.	According	to	Reed,	the	average	salary	for	a	broker	in	the	UK	is	£41,784.	However,	salaries	can	range	from	£20,000	to	over	£100,000
depending	on	the	role	or	position	held.	Insurance	graduates	with	training	programs	can	earn	around	£32,000,	while	managing	directors	of	brokerage	firms	can	earn	significantly	more.	Location	also	plays	a	significant	role	in	determining	an	insurance	broker's	salary.	Those	working	in	London	tend	to	earn	higher	salaries	due	to	the	city's	high	cost	of
living	and	concentration	of	insurance	firms	and	clients.	Other	locations	such	as	East	London,	Bristol,	City	of	London,	Reading,	Tadcaster,	York,	Northwest	London,	Chelmsford,	Warwick,	and	Cheltenham	also	have	varying	salary	ranges.	Insurance	brokers	can	earn	commissions	ranging	from	30%	to	49%,	although	experienced	brokers	may	receive	up
to	62%.	The	commission	rate	depends	on	the	volume,	quality,	and	cost	of	doing	business.	Commissions	play	a	significant	role	in	life	insurance	policies	in	the	UK,	involving	substantial	client	engagement	and	explanation.	Brokers	typically	receive	lower	commissions	ranging	from	2%	to	10%	for	renewed	policies.	However,	auto	insurance	commissions
can	be	higher	at	7.5%	to	12.5%,	while	property	coverage	commissions	fall	between	10%	to	15%.	To	maximize	earnings,	brokers	focus	on	large	properties	or	commercial	spaces	that	offer	up	to	20%	commission.	Different	compensation	structures	exist	in	the	UK,	such	as	fixed	salaries	plus	commissions	for	brokerage	firms	and	primarily	commission-
based	arrangements	with	some	clients'	fees	for	independent	brokers.	Insurance	brokers	must	perform	various	tasks,	including	gathering	client	information,	researching	suitable	policies,	negotiating	rates,	arranging	coverage,	interpreting	policy	terms,	managing	policy	renewals,	anticipating	client	needs,	advising	on	claims,	and	delivering	exceptional
customer	service.	Not	needing	formal	education	is	what	makes	insurance	careers	such	as	those	of	an	insurance	agent	or	broker	so	attractive.	To	become	an	insurance	broker	in	the	UK,	you	just	need	to	have	GCSEs	at	grades	9-4	(A*-C),	which	includes	English	and	Maths.	A-levels	or	equivalent	are	also	required	for	entry-level	positions,	but	a	university
degree	is	not	necessary.	Having	one	can	be	beneficial	though.	If	you	decide	to	get	a	degree	before	applying	for	your	FCA	licence,	choose	one	that	teaches	the	basics	of	insurance,	such	as	accounting,	business	management,	commercial	law,	economics,	maths,	psychology,	and	sociology.	While	a	degree	in	these	subjects	can	be	helpful,	employers	often
care	more	about	your	skills,	personal	qualities,	and	what	you	can	bring	to	their	company.	Insurance	brokers'	earnings	depend	not	just	on	the	number	of	clients	and	types	of	insurance	policies	they	offer	but	also	on	their	skills.	Here	are	some	key	skills	that	can	help	them	earn	good	commissions	and	attract	new	clients:	Active	listening	is	crucial	as	it
involves	understanding	client	concerns	and	addressing	them	promptly.	Providing	excellent	customer	service	sets	you	apart	from	others	and	helps	maintain	good	relationships	with	clients,	which	can	even	lead	to	new	clients	through	referrals.	Numeracy	is	also	essential	for	insurance	brokers	as	they	need	to	do	calculations	and	ensure	accuracy	to	avoid
mistakes	that	could	affect	clients'	premiums.	A	meticulous	broker	knows	the	fine	print	of	an	insurance	policy	and	can	assess	a	client's	needs	effectively.	Organising	meetings,	paperwork,	and	filing	documents	is	critical,	especially	if	you're	running	a	solo	operation	without	an	assistant.	Trustworthiness	means	being	transparent	with	clients	about	their
insurance	plans	and	handling	their	money	with	integrity.	Keeping	clients'	confidential	information	private	is	also	essential.	Factors	like	these	influence	how	much	an	insurance	broker	in	the	UK	can	make	in	a	year,	although	even	average	brokers	earn	slightly	more	than	Working	as	an	insurance	broker	in	London	can	lead	to	significantly	higher
earnings,	but	success	also	depends	on	individual	experience,	skills,	and	work	ethic.	While	location	plays	a	role,	it's	not	the	only	factor	determining	a	broker's	income.	The	most	successful	brokers	are	those	who	possess	exceptional	expertise	and	dedication.


