Why Partnering
with an Insurance

FMO Can Elevate
Your Business




Working with a Field Marketing Organization (FMO) can provide independent insurance agents
with the tools, resources, and support needed to grow their business. Whether you're looking
for better carrier access, marketing assistance, or advanced technology, the right FMO can
make all the difference.

This guide breaks down what FMOs do, why they matter, and how to choose the right one.

What is an FMO and How Can
It Help You?

An FMO partners with independent agents to provide:

Training & Education - Product knowledge, compliance guidance, and certifications.
Marketing Support - Lead generation, branding, and digital marketing tools.
Advanced Technology - Enroliment platforms, CRM systems, and quoting tools.

+ + + +

Carrier Access & Contracting - Streamlines the process of getting appointed with
top-rated insurance companies.

By leveraging an FMO's infrastructure, technology, and relationships, agents can focus on
selling instead of handling administrative tasks.

Do You Need an FMO to Get
Carrier Contracts?

Most top insurance carriers won’t contract agents directly—they prefer to work with FMOs
that bring in a steady flow of business.

Why Work Through an FMO?

+ Easier access to top carriers - Many contracts are only available through FMOs.

+ Stronger carrier relationships - FMOs negotiate better contracts and commission levels.

+ Less administrative hassle - FMOs handle contracting, making it easier to get appointed
and stay compliant.

If you want access to the best products and competitive commissions, an FMO is the way to go.



Maximize Commissions & Get
Additional Support

A strong FMO ensures that agents receive full, vested commissions—meaning you earn the
same as you would if you were contracted directly with the carrier.

Additional Benefits of an FMO:

Higher commission potential than captive agent models.

CRM tools to help track and manage clients.

Quoting & enrollment platforms to simplify the sales process.
Marketing assistance to generate leads and grow your brand.
Compliance support to help you stay within industry regulations.

+ + + + +

The right FMO doesn’t just provide contracts—it helps scale your business more efficiently.

Independent vs. Captive Agents:
Which Model is Best?

Independent Agents:

+ Own their own book of business.
+ Can work with multiple carriers and offer more product options.
+ Earn higher commissions without company-imposed deductions

Captive Agents:

+ Work for a single company and can only sell their products.
+ Receive lower commissions in exchange for corporate support.
+ Have less flexibility when it comes to expanding their portfolio.

If you're an independent agent, choosing the right FMO ensures you keep control of your
business while still getting support.



Why an Open Release Policy
is Essential

A good FMO should offer a transparent release policy, meaning:

+ You own your book of business and can take it with you if you leave.
+ There are no hidden contract restrictions that lock you in.
+ You can move to another FMO if it better fits your business needs.

“=’ Be cautious: Some FMOs have restrictive contracts, meaning the clients you bring in

may not belong to you if you decide to switch.

Always ask about an FMO’s release policy before signing any contract.

Quoting & Enroliment Tools: Do
They Offer Full Transparency?

Top FMOs provide Centers for Medicare & Medicaid Services (CMS)-approved tools that
allow agents to:

+ Quote multiple plans instantly.
+ Compare Medicare Advantage, Medigap, and Part D options.
+ Enroll clients digitally for a faster, paperless experience.

Some FMQOs restrict carrier visibility, only showing select plans. Before committing, ask if their
quoting tool provides full market transparency.



CRM Tools: Keep Track of
Clients & Leads More

A Customer Relationship Management (CRM) system is key to staying organized and closing
more sales.

Benefits of a CRM for Insurance Agents:

+ Stores client contact details and policy history.
+ Automates follow-up reminders for renewals and check-ins.
+ Helps streamline daily tasks, so you spend less time on admin work and more time selling.

An FMO that offers a built-in CRM will help you convert more leads and increase client
retention.

Cain Access to a Wide Range
of Insurance Products

A well-connected FMO should provide access to a broad selection of high-quality insurance
plans, including:

Medicare Advantage & Supplement Plans

Health & Life Insurance

Ancillary Products (Dental, Vision, Hospital Indemnity, Critical lliness, etc.)
Annvuities & Final Expense Insurance

+ + + +

Having more products to offer means better solutions for your clients—and higher earnings
for you.



Certification &
Compliance Support

Selling Medicare and health insurance requires licensing, training, and ongoing compliance.
How FMOs Help with Compliance:

+ Provide AHIP certification training for Medicare sales.
+ Offer carrier-specific training to ensure agents meet all requirements.
+ Keep agents updated on industry changes and compliance regulations.

Some FMOs offer discounts on AHIP certification, which can save agents hundreds of dollars
per year.

Dedicated Support: What to
Look for in an FMO

The best FMOs provide more than just contracts—they invest in their agents’ success.
Questions to Ask Before Choosing an FMO:

+ Willl have a dedicated point of contact? Having someone to call when you have
questions is essential.

+ How quickly does their support team respond? You need fast answers when
dealing with clients.

+ Do they provide compliance assistance? Staying within industry regulations is
critical.

+ Will they help me with marketing and lead generation? A good FMO will assist with
client acquisition, not just product access.

An FMO's success depends on the success of its agents—choose one that’s committed
to helping you grow.



Long-Term Growth: Can
Your FMO Help You Scale?

A great FMO should help agents expand their business over time.
For Medicare agents, this means:

+ Opportunities to diversify into Life & Annuities.
+ Guidance on growing renewals for long-term stability

For Life & Annuity agents, this means:

+ Support in breaking into the Medicare space.
+ Access to products that complement existing offerings.

If your FMO isn’t providing opportunities for growth, you may need a better partner.

Final Thoughts: Choosing the
Right FMO for Your Business

A great FMO isn't just a contracting partner—it's a business partner that helps you
grow, increase earnings, and simplify operations.

Key Takeaways When Choosing an FMO:

Experience matters - How long have they been in the industry?

Release policy is critical - Can you leave without penalties?

Technology & tools should be top-tier - Do they offer CRM, quoting, and
enrollment platforms?

Support should be responsive — How quickly do they answer questions?
Opportunities for commission growth - Can you increase your earnings over time?

Ready to Partner with an FMO That Puts Agents First?
A strong FMO should provide the right tools, contracts, and support to help you succeed.

Looking for an FMO that checks all the boxes?

Contact us today to see how we can help you take your insurance business to the next level.

800.235.2013




