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How Bill Levinson’s Tech-Forward
Products Sell Themselves
and Are Changing the Industry

Oine af the bigpest buzz words behind the scenes
in the insurance industey is “differentiator.” It's
'what carriers build their products amund, what
MO build their marketing aroond, how GAs
design their support and incetives, and what
agents ars oot just mquesking, bt ragmdeg from
all of the above.

It's what has Bill Levinson blurring the lines
between carrier, marketing coganization, and
agency - tut these "bhirred lines™ arent them-
salves the differentiator of Levinson & Associ-
ates. Bill Levinson is literally teventing products
that are unlike anything that's been dome before
inthe life space. In this Q&4 Tevinson discuss-
es the Sell Whils You Sleep peodict lioe, the
tech-forwan, exclusive patform that supports
it, and howr it s not caly prowing busioesses, but
also reaching a newr peneration of consimers
and agents.

: What is “Sell While You Sleep™?

A: Tt means exacty what it says. Basicalty, a cli
ent can go oo the agent's website, o a quote,
sipn ip onfine, pet an approval and have their
policy mailed to their doorstep or they can print
their policy in real time without ever speaking
to an agent. Tt was put together for agents to
tbe able to sell and market dnsumnce products
through their webeits or socdal media pages ar
email tlasting and literslly s=ll while they sleep.

§: How did you get started creating Seil
‘While Tou Sleep products?

A About five years age, [vas acticinp what was
happening in other parts of the insurance indus-
oy People were buging auto polisias or health
insurance policies online. The public started
getting comfortable and even preferdng to go
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just buy a policy right from the site without ever
speaking to an agent.
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prodiet & fowr years agn, and we saw d
Mdunmirmﬂumm The response
from agents was they loved the concept, they
lowed the product. they Loved evergthing about
it The caly dowmside was that all the
were saying, “This is great, but we need mors
‘prodiscts oo the platform.”

{): How are you answering ageats' demand?

A: We're now partnering with multiple carrers
and we've axpanded the poduct line to more
than ten products, Today, conswmers can buy &
erifical illness policy, cancer policy, an accident
plan, term instrance, tarm with retum of pre-
mitm, term with living benefits, final expense
and umiversal life, all through the Sefl While You
Sleep platform with no agent involvement.

): Hew do ageats get the word out and drive
ail Hhrema oal ducts?

A: That's the million-dollar question. The ex-
clusive Sall While You Sleep platform mchﬂes
a complete marksting platiorm,

social media integration— L!anagu:lthusno:d.ea
herwr to use Facebook, Linkedln, Twitter, we belp
‘them get sat tp. We dntegrats SEO, ka.inhmltu
make online vidsos, write blogs and nse them to
drive traffic. W also have customized templates
that agents can just add their name o for email
blasts, and we hawe email lists available for laad
caphare, Also, there's a CRM tool thaf is mobile
accessible and can be ussd to drip on the same
list. Theee are just a few of the things in our
complimentany turnkey marketing system.

}: Age there more products on the way, and

ling in yoursle

what Sell While You Sleep produc

if 50, how do you decide what products o
create next?

A: Yes, we are developing new products as
we apaalr, like Lavel Lightoing Term. which iz
coming out seon. We listen to what the con-
sumers are looking for and what the agents
want to feature.

@ Ase you mesting any resistance to the
Sell While Tou 5leep method?

A: Wiy would I? I an agent warnts to keep sell-
ing the way he or she always has, we still have
all of our products available to sl Face-to-Face
e over the phone, And I'm oot expecting anyone
to replace what's almady workiog, But haviog 2
sdlas platform liks this. running on auto-pilst,
will aventually be a necasaity

I had a ssazoned agent with & huge bock of
tusiness seek Levinson & Associates out just
tecause we have the Sall While You Sleep plat
form. He was facing a dilemma that many agents
are facing — his clients were referriog their chil-
dren and grandehildren and he didn't knowr how
to relate to them or hmw to sell to them. They
kept asking if he had a website and how to get
quotes caline. That's when he said, “T need to
change" and called Levinson & Asscciates,

How he's gut evergthing on auto-pilat. A web-
=dte, social media, and he constantly drips on
his email Hat. We made sure everything was
up and runming for him. Aod he still goes out
with his ats book and yellow legal pad and old
school metheds, sitting with clients at their
dinner table. Sell While You Sbesp isn"t replac-
ing the way he maintaing the relationships be al-
ready has. s helping him build more. s adding
tohis business, expanding his clientels and his in-
come, and it's all happening while he sleeps. =

re currently

available and choose which une.{ you'd like to offer, plus which marketing tools you'd

like to accompany them — all for FREE — at www.MySWYS.com.

Look for Levinson's upcoming feature in the November issue’s Tech Guide.




