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ABSTRACT

[his study profiles the productivity characteristics of a life insurance salesperson. The study
ontinues by highlighting the other factors of productivity which in turn lead to more
ffective sales, a greater number of sales, and the income developed for the insurance
salesperson from these productivity factors. The commission of these individuals depends

upon the number of lives sold and the total premium production. As such, first year

C ission was the of the salesperson's performance.

A randomised survey involved 153 life insurance salespeople from nine life insurance
companies in Malaysia. Responses were culled to eliminate those agents with less than six
months' experience. Additionally, only the responses of those agents who had at least one

sale completed were selected.

The study identified the various predictors of first year commission. These predictors

included the number of clients approached hods of prospecting used, the ability to fact

find, and the ability to fully determine a saleable solution which can be presented in
an effective manner. Additional criteria identified which affect the first year commission

were the agents' contract status and their level of education.

The study also highlighted several demographic variables that had significant influence on
selling effectiveness such as age, marital status, sex, and ethnic group. These demographic

variables interact with the sales process to affect the final outcome. However, the study will



also show that other factors affecting the sales outcome are the salesperson's knowledge
bases, the level of training provided, sales strategies learned, and the propensity to engage in

the client qualification process.



ACKNOWLEDGEMENT

This report would not have been possible without the contributions of the following

people, to whom I am extremely grateful:

- Mrs Lai Kwee Lyn for her advice, guidance, supervision, patience and

encouragement.

- My brother, Matthew Chong for his persistence and invaluable knowledge.

- My sister, Coleen Chong for her untiring efforts for editing and coding responses

for inputting and the actual data input.

- Mr Joseph Ivan Peters, whose support in allowing me to execute the study was

greatly encouraging.

- Ms Thilaga Rani for her immeasurable help and patience in typing and retyping

the survey questionnaire and research report.

- The insurance agents and all my friends which, due to space constraints, I am

unable to list individually.

Finally, [ humbly dedicate this report to my mother.



