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The Case for MentoringTable of Contents

There is no quicker way to climb the ladder 
of success than to have someone’s help up 
that ladder. Most successful agents attribute 
their success to the fact that, early in their 
careers, someone cared enough to lend them 
a helping hand. The Million Dollar Round 
Table (MDRT) Mentoring program provides 
that helping hand. Whether it’s an idea, a joint 
case, structured tutorials or plain wisdom and 
encouragement, mentoring has been a way of 
life in the financial services industry for many 
decades. What other industry goes out of its 
way to help aspiring, inexperienced sales-
people become successful? What industry 
is willing to create its own competition? 
The financial services industry has certainly 
demonstrated a willingness to do so, and for 
no personal gain.

Yet there are problems looming on the 
industry’s horizon. Many of the major insur-
ance companies have abandoned the tradi-
tional agency system. This expensive, archaic 
system of recruitment and training has been 
replaced by … well, nothing. as a result, there 
are fewer and fewer new producers entering 
the business.

*liMRa statistics show an average agent 
retention rate of 14 percent by the end of the 
producer’s fourth year in the business. The 
Do not call Registry list and caller iD make 
it more difficult for new producers to build 
clients.

on the other side of that coin is an ag-
ing field force. a recent analysis of MDRT 
membership reveals that members older than 
the median age of 56 collectively produce in 
excess of usD 1.5 billion in first-year com-
missions. currently there are approximately 
7,000 agents in this category. it doesn’t take 
a life expectancy table to surmise that in a 
few years, these agents will disappear — and 
their production along with them. another 
7,000 younger u.s. MDRT members produced 
around usD 500 million in first-year commis-
sions, and while this is certainly a significant 
amount of income, these statistics show that 
the production of these members is at risk.

*liMRa — agent compensation and Retention
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The Case for Mentoring 

“Mentoring is a four-way win. It is a win 
for the mentor, the aspirant, the agency 
and MDRT.”

— Krishnamurthy s. prasad
saddle Brook, new Jersey, usa

MDRT member since 2000

QUICK QUOTEQUICK QUOTE



The Mentor The Aspirant

Why become a mentor?
Many MDRT members have found mentoring 
to be a gratifying and rewarding experience, 
and they cite a long list of opportunities that 
come through mentoring. Being a mentor is:

•	 	A	great	way	to	reignite	passion	for	the	
business

•	 	An	opportunity	to	learn,	as	the	teacher	
always learns more than the student

•	 	A	means	to	increase	focus	and	production
•	 	A	way	to	discover	fresh	solutions	to	old	

challenges
•	 	An	opportunity	for	potential	market	 

expansion
•	 	An	excellent	method	to	vet	a	business	 

succession candidate
•	 A	means	of	joint	work
•	 	A	source	of	satisfaction	from	developing	

someone else’s talents
•	 	A	source	of	pride	and	pleasure	in	making	 

a difference in the lives of others
•	 A	chance	to	give	back	to	the	industry

Choosing the right aspirant
a mentor must select his/her aspirant care-
fully. look for an aspirant who shows the 
following characteristics:

•	 	Commitment	to	the	mentoring	relationship	
and process

•	 A	passion	for	the	business
•	 A	can-do	attitude
•	 	Ambitious	about	achieving	goals,	 

especially MDRT membership
•	 	Displays	a	sense	of	personal	responsibility
•	 A	willingness	to	work	hard
•	 A	willingness	to	listen	and	learn
•	 Open	to	new	ideas

a mentor shouldn’t confuse commonality with 
compatibility. cross-gender and multicultural 
teams can also create a successful dynamic. 
While joint work could present challenges, the 
most important factor is having the same goal 
and commitment. 

Get to know your aspirant before forming 
the team. Make it your priority as a mentor to 
know your aspirant’s strengths and weakness-
es. This knowledge will only strengthen the 
value each of you brings to the relationship.

Keys to success as a mentor
The following key factors will contribute to 
your success and enjoyment as a mentor:

•	 	Maintain	active	involvement	with	the	 
aspirant

•	 Meet	on	a	regular	basis
•	 Hold	each	other	accountable
•	 Be	approachable	and	available
•	 	Provide	encouragement,	guidance	and	 

support
•	 Lead	by	example
•	 	Consider	assisting	in	case	review	and	

preparation
•	 Provide	constructive	feedback
•	 	View	the	experience	as	an	opportunity	to	

refresh your skills
•	 	Maintain	awareness	of	your	aspirant’s	

activity
•	 Be	a	coach,	not	a	manager

What to look for in a mentor
look for a mentor with the following qualities 
when seeking someone to coach and guide 
you in your career development:

•	 Knowledge	and	expertise
•	 A	pattern	of	success
•	 Commitment
•	 Confidence
•	 Energy	and	enthusiasm
•	 Empathy	and	understanding
•	 A	willingness	to	share
•	 A	desire	to	help	others	
•	 Honesty

How to work with a mentor
The key to growing with a mentor is to do 
what they suggest you do. at times you may 
find a suggestion counterintuitive, but as 
long as your values and moral code are not 
violated, what do you have to lose?

some advisors fail to grow because of 
self-doubt and fear. The inability to take risks 
and put oneself in a position to fail has sent 
many scurrying for new careers. Remember, 
mentors have successfully run the gauntlet 
and conquered those fears; they have learned 
to survive. survival is, after all, a very real 
measure of success when it comes to selling 
life insurance.

Do yourself a favor and make a firm 
decision from the start to be a good student. 
commit to the process, and follow your men-
tor’s directions. Give it four weeks to see if the 
relationship works. if it doesn’t, talk about it 

frankly and openly with your mentor. however, 
if it works, success in this area may give you 
the courage to try something else you initially 
thought would be equally difficult.

There are several axioms of success in this 
business, including “activity breeds activity.” 
in other words, the more you do, the better 
your chances of finding other things to do. 
so how do you increase activity? You call on 
people who might say no — people who might 
reject you or suggest that you find something 
else to do. american inventor Thomas edison 
said, “opportunity is missed by most people 

because it is dressed in overalls and looks 
like work.” Your MDRT mentor has learned to 
thrive on this and other kinds of activity, and 
can help you do it, as well.

Finally, commit to achieving MDRT qualifi-
cation — and become a member when you 
do. it’s an investment in your personal and 
professional development that will pay big 
dividends many times over.

4 The Art of Mentoring MDRT’s Guide to Forming successful Mentoring Relationships 5

What Are the Benefits for the Aspirant? 

- A fast track to MDRT membership

- Enhanced efficiency and productivity

-  An opportunity to learn from one of the 
best in the insurance and financial  
services industry

QUICK FACTQUICK FACT



Aspirant FAQs Forming a Successful Team
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Where can I find a mentor? 
Finding a mentor may be one of the most 
significant challenges you face. Mentors do 
not usually advertise their services, so the best 
thing to do is ask around. Go to industry asso-
ciation meetings, get leads from your general 
agent or speak with the marketing director of 
your organization. Find out who is doing ex-
traordinarily well in the business, and look for 
a way to get acquainted with them. When you 
do, ask if they would be willing to meet with 
you. if you do your due diligence and look hard 
enough, you will find the right person.

How much time can I expect 
from a mentor?
Time commitments will vary based on the men-
tor’s schedule and the relationship you establish 
together. When the aspirant’s overriding need 
is purely encouragement and motivation, some 
teams have freewheeling sessions over coffee. 
other mentoring teams get together for regularly 
scheduled, structured learning sessions. Meeting 
every three to four weeks is generally sufficient, 
but this will depend on the kind of help you are 
seeking. Bear in mind that mentors are likely to 
create some boundaries to protect their time and 
ensure that mentoring does not unduly infringe 
on their relationships with others.

How do I pay a mentor?
This is a good question to ask right from the 
beginning. a mentor is not necessarily looking 
for compensation, and the offer to help is a gift. 
nevertheless, you will need to know the terms of 
the mentoring relationship up front. if the mentor 
is looking to gain new business through joint 
work, that issue must be discussed and resolved 
before the relationship gets off the ground, as 
this could potentially cause conflict later.

What happens if a mentor is 
unable to help me?
if you’re beginning to have a bad feeling about 
the mentoring relationship, or if you’re not getting 
what you want out of it, discuss the issues with 
your mentor. if the issues can’t be resolved, 
thank your mentor profusely, but explain that you 
are not ready to be mentored. Find a positive, 
non-offensive way to express your desire to 
end the relationship. Remember, though, that 
this predicament can be avoided by asking the 
right questions up front and taking the time to 
understand and manage expectations.

How long should a mentor-
ing relationship last?
This depends on the type of relationship 
you are building. if it involves joint work, the 
mentoring relationship could last for years. 
The same goes for business succession. if 
the helping hand is being offered to you as a 
gift, it is likely one or both of you will probably 
want to move on after a year or two. it would 
be wise to build a clause into your agreement 
to reevaluate the status of the relationship 
after 18 months.

What do I do after success-
fully completing a mentoring 
relationship?
use the tools and strategies your mentor 
shares with you. Then become an MDRT 
member and look for someone else to mentor! 
as MDRT past president Ron D. Barbaro of 
Toronto, ontario, canada, said, “if you have 
grown because of someone, help someone 
grow because of you.”

Getting acquainted
after identifying a potential aspirant or mentor, 
the prospective team needs to determine 
whether they are compatible. considering the 
following questions can help with this step:

•	 What	do	we	have	in	common?
•	 What	is	your	past	sales	experience?
•	 	What	is	your	vision	for	your	career	and	

involvement in this business?
•	 	What	are	your	goals,	and	how	do	you	plan	

to get there?
•	 Do	we	have	similar	work	habits?
•	 Does	the	opportunity	for	mutual	gain	exist?
•	 	Is	there	mutual	respect	for	what	the	other	

can contribute?
•	 	Are	both	confident	in	the	other’s	ability	to	

accomplish the mutual goal?
•	 	Do	both	believe	that	mentoring	is	a	growth	

opportunity?
•	 Does	a	win-win	mentality	exist?

Setting expectations
now that you both have agreed to invest in 
a mentoring relationship, what should each 
of you expect? What would be reasonable for 
the mentor and aspirant to bring to the table? 
Following are some thought-starters that 
can help you develop a common vision and 
purpose for your mentoring relationship:

•	 	What	do	each	of	you	want	to	accomplish	
through this relationship?

•	 	Where	and	how	often	are	you	going	to	meet?	
•	 	Who	is	responsible	for	setting	the	meetings?
•	 	What	will	be	discussed	(prospecting,	case	

design, presentation, service, business 
practices, etc.)?

•	 	Will	the	aspirant	have	access	to	the	mentor	
for questions outside of regularly scheduled 
meetings? on what terms?

•	 	Will	the	aspirant	be	required	to	complete	
homework?

•	 Will	there	be	any	form	of	accountability?
•	 Will	you	do	joint	work?
•	 	Will	you	split	commissions?	If	so,	on	what	

basis or percentage?
•	 How	will	referrals	be	divided	and	handled?
•	 	Who	will	track	the	results	of	the	relationship?
•	 	How	will	you	know	if	the	relationship	is	

working?
•	 	What	will	you	do	if	the	relationship	isn’t	

working?
•	 	What	are	the	agreements	and	obligations	of	

each party when the relationship is over?
•	 What	should	be	put	in	writing?

You can discuss these questions and others 
at your first meeting. The MDRT Mentoring 
program includes a checklist you can use to 
ensure all issues are covered. it also provides 
agreement forms you can complete as a team. 
Teams can access these forms under the 
“Mentoring” section of MDRT.org.

Joint work
if the mentoring relationship is to include joint 
work, there are two important things to keep 
in mind: (1) clearly spell out the expectations 
of both parties, and (2) Firmly agree on a com-
mission agreement that is equitable, fair and 
well-defined. Joint work is one aspect where 
mentoring teams can have issues, so every 
aspect should be well-defined.

a good place to begin is the “Five 20s”  
approach:

Finding the prospect .................. 20 percent
conducting a fact finder............. 20 percent
preparing the case..................... 20 percent
closing the sale ......................... 20 percent
servicing the client after 
  the sale ................................... 20 percent



Forming a Successful Team continued Successful Mentoring
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There are no standard rules on percentage 
sharing, but it is understood that you need 
to be fairly compensated for the value you 
contribute to each case. When the percentages 
are based on the value of each participant, it 
becomes much easier to identify an equitable 
split. after factoring overhead, a 50/50 split is 
satisfactory for most agents.

according to the most recent MDRT cost 
of Doing Business survey, an agent with a 
significant expense budget for case prepara-
tion can spend up to 44 percent of his or her 
revenue on overhead. That leaves 56 percent 
to split 50/50, which ultimately results in a 
70/30 split. in cases where the overhead is 
less involved in the preparation and delivery 
of the case, you can make the overhead factor 
20 percent. That would leave 80 percent to 
split 50/50 between mentor and aspirant, 
resulting in an actual 60/40 split.

These two formulas will help determine the 
value contributed to the sales process. as the 
mentoring relationship matures, the mentor-
ing team can always modify the formulas. 
aspirants and mentors can agree to certain 
splits for a specified period of time and plan to 
discuss a new arrangement thereafter.

Business succession
Business succession is a big issue facing 

aging advisors today. Many advisors are 
rapidly approaching a time when they may 
no longer have the energy required to sustain 
their former levels of activity. When that hap-
pens, who will serve their clients and fulfill 
their promises?

Finding the right individual to take over 
one’s business is not easy, but the mentor-

ing process can help identify a potential 
successor. however, once a good candidate 
is selected, it is critical that the mentor and 
aspirant-successor have a clear understanding 
of the economics and timeline involved.

Staying on track
after agreeing on the details of the mentoring 
relationship, some periodic attention is needed 
to ensure the relationship continues in a 
meaningful way for both aspirant and mentor:

•	 Establish	an	annual	plan	for	the	team
•	 	Schedule	dates	to	track	progress	toward	

goals
•	 	Track	activity	and	results	for	both	aspirant	

and mentor
•	 Monitor	progress	on	a	regular	basis
•	 Hold	each	other	accountable
•	 Revise	the	plan	as	needed

Common mistakes to avoid 
when forming a mentoring 
team
Be on the lookout for these errors, and you’ll be 
well on your way to a successful partnership:

•	 Confusing	commonality	with	compatibility
•	 	Selecting	an	aspirant	or	mentor	just	be-

cause he or she is a friend
•	 	Not	getting	acquainted	with	each	other	

prior to forming the mentoring relationship
•	 	Failing	to	discuss,	identify	and	clearly	

define expectations
•	 	Not	speaking	with	the	aspirant’s	manager	

(when in an agency setting)
•	 	Failing	to	provide	honest	feedback,	espe-

cially when it’s negative

What does an aspirant want?
how do i develop effective sales techniques? 

how should i approach prospective clients? 
how will my dedication to a sales career affect 
my family? We all remember the questions and 
anxieties of our first few years in the business. 
The ability of new producers to survive and 
succeed relies heavily on how quickly they can 
discover the answers to those questions.

contrary to what you may think, mentoring 
is not about an experienced advisor telling a 
younger agent how to do their job. it is the act 
of sharing information about how the mentor 
addressed the challenges and situations simi-
lar to those the new agent is facing. a men-
tor’s guidance is essential during the formative 
learning period, and new agents will succeed 
if they have the ambition and passion to apply 
the lessons learned through the relationship. 

Most aspirants want guidance. They want 
direction and ideas on how they can move for-
ward in their careers. aspirants generally have 
a high degree of commitment to the business 
and think they can do well in sales, so they are 
prepared to work hard. The key is discovering 
exactly what they need to get them to the next 
level.

Mentoring 101
it is not enough to just answer the aspi-

rant’s questions. a mentor needs to bring their 
wisdom and their wealth of experience to the 
mentoring relationship. They need to think 
back to the painful beginnings of their careers 
and relive their own failures and successes — 
the challenges, the key decisions made and 
the moments in time that made all the differ-

ence. What would they have done differently? 
What are the habits and practices that have 
led them to the success they enjoy today?

The how-tos of mentoring are pretty simple: 
Teach what you know. Teach it often and make 
sure you are understood. provide guidance 
and advice while showing empathy and un-
derstanding, making it clear that you too were 
once as inexperienced as your aspirant. allow 
adequate time for questions, and establish a 
procedure for the aspirant to communicate 
with you outside your regularly scheduled 
meetings when they need extra help.

There is no gain without accountability, 
so always give homework and review the 
aspirant’s work at your next meeting. holding 
the aspirant accountable sends the message 
that you are serious about the relationship 
and want to ensure success. it’s also a way to 
gauge whether the aspirant is taking the rela-
tionship seriously. examples of homework you 
could ask your aspirant to complete include:

•	 The	number	of	calls	made
•	 The	number	of	face-to-face	appointments
•	 The	number	of	cases	closed
•	 The	number	of	paid	cases
•	 The	number	of	unpaid	cases
•	 The	number	of	upcoming	cases
•	 Successes	achieved	since	the	last	meeting
•	 Current	challenges

Topics for discussion
it is important you prepare for your meetings 
with your aspirant. MDRT member mentors 
can access the Mentor Resource center in the 
Mentoring section of MDRT.org. These materi-
als help stimulate discussion between the 
mentor and aspirant.
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if you think about the “moving parts” in this 
business, there really aren’t that many. here 
are the main ones:

Prospecting. This is a problem most agents 
experience. Where does one find good 
prospects? Does the aspirant have a good 
prospecting process? how much time do they 
spend on cold calls? Do they know how to get 
referrals? Do they have a good referred-lead 
sales talk? are they able to leverage their 
existing client relationships into new introduc-
tions? if not, the mentor can help the aspirant 
find more qualified people to talk to. Mentors 
need to be familiar with the various methods 
of prospecting. in the process of reviewing and 
sharing what they know, one great outcome 
is that mentors become more proficient at the 
sales process themselves.

Fact-finding/opening interview. once the 
aspirant is able to find good prospects, what, 
then, do they say? Does the aspirant have a 
good opening interview? is the aspirant more 
focused on selling than counseling? in a good 
opening interview, the fact-finding questions 
are open-ended and focused on the prospect’s 
goals and objectives. prospects must feel that 
the aspirant cares more about their well-being 
than making the sale. an effective opening 
interview can catapult agents to the next level 
because, when properly done, it can eliminate 
the competition even before they begin their 
main presentation.

 Analysis and presentation. What is the 
aspirant selling? are systems in place so 
the aspirant avoids constantly reinventing 
the wheel? are they able to leverage staff in 
preparing the presentation so they can stay fo-
cused on prospecting? Whatever the aspirant’s 

focus — whether it’s the senior, retirement, 
business, estate planning or wealth manage-
ment market — they must have a process 
and deliverables that are easy to develop and 
adjust. The mentor’s job is to look at the tools 
the aspirant is using, determine whether they 

are sound tools and ensure those tools are 
packaged appropriately for the market they 
seek to serve.

Closing. if the aspirant has done the job 
correctly, the close should be automatic. 
having accomplished an incisive fact-find and 
in-depth analysis, the logical next step is for 
the prospect to move forward with the recom-
mendation. however, this does not happen by 
accident. it is an intentional part of the whole 
process, so the mentor needs to evaluate 
every step the aspirant takes in the complete 
sales cycle to determine whether those steps 
are efficient, organized and systematic.

Objections. one of the most difficult problems 
for new advisors is handling objections. how-
ever, objections are a sign of interest. When a 
prospect objects, it is usually an indication that 
the prospect isn’t fully convinced of their need 
or received a strong enough reason to buy the 
product.

Does the aspirant pre-empt objections by 
addressing them during the presentation? 
Does the aspirant create an atmosphere of 
high-pressure selling, making the prospect 
even more resistant? You can reveal the 
best approach to maintaining a consultative, 
non-threatening environment by giving the 
prospect your full attention, making them 
feel that you are sincerely interested in their 
opinions and that you fully want to understand 
their objection.

if the aspirant has a niche market, there are 
objections that will keep coming up with some 
predictable frequency. Does the aspirant have 
a good method for handling those recurring 
objections? practice makes perfect, so setting 
regular role-playing sessions with a friend or 
colleague can be a good way to become adept 
at handling objections.

Business practices. There is a huge differ-
ence between income and profit. another op-
portunity for mentors to impact their aspirants 
is in the area of their business model. are 
aspirants maximizing their time? Do they have 
staff? is the staff trained and equipped to help 
them with the sales process? are they able to 
delegate properly? are they actually running 
a business or simply a professional prac-
tice? note that a business can be sold for a 
multiple of income, while a practice is usually 
transferred at a severe discount. The mentor 
needs to challenge the thinking and attitude of 

the aspirant as a businessperson. helping to 
develop the entrepreneurial mindset is often 
the area of greatest opportunity for both men-
tors and aspirants.

When does the mentoring 
relationship end?
The mentoring experience comes to a close 
when both the aspirant and mentor have 
reached their established goals, or when they 
both agree it is time to move on.

it is best to set a specific duration for the 
relationship up front. You can then evaluate 
your results and determine if there is any 
reason to continue. in most cases, a mentoring 
period between one and two years is ideal. 
This is enough time to get to know each other 
well and look at various issues in depth. after 
two years, it might be best to let go and see 
if the aspirant can fly solo. in most cases, the 
mentor would be glad to do an occasional 
“tune-up” along the way, but regular meetings 
will probably no longer be necessary.

occasionally, a well-intentioned mentor-
ing relationship does not work out. if the 
chemistry isn’t there, or if one or more people 
fail to live up to their commitment, it’s best 
to part ways and search for other mentoring 
opportunities. This will provide the aspirant a 
chance to find another mentor who can take 
them to the next level.

QUICK TIP

Be Encouraging and Action-oriented 

Recognize that the problem isn’t figur-
ing out what to do — the problem is 
doing it!
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What are the benefits for the 
mentor?
•	 	MDRT	research	shows	that	members	who	

have participated in mentoring have expe-
rienced an increase in production during 
participation in the program

•	 	Renewed	enthusiasm	for	your	business
•	 	Exposure	to	new	prospects	and	new	markets
•	 	The	opportunity	to	find	a	junior	partner	or	

successor
•	 Recognition	at	the	MDRT	Annual	Meeting

What are the benefits for the 
aspirant?
•	 A	fast	track	to	MDRT	membership
•	 Enhanced	efficiency	and	productivity
•	 	An	opportunity	to	learn	from	one	of	the	

best in the insurance and financial services 
industry

What are the benefits for 
companies, agencies and 
other organizations?
•	 Increased	new	agent	retention
•	 	Improved	return	on	investment	in	new	

agents
•	 	Helps	managers	and	companies	raise	the	

bar on performance
•	 	Encourages	new	producers	to	reach	MDRT-

level production
•	 	Increases	commitment	and	enthusiasm	

within your organization

The MDRT Mentoring  
Program includes:
•	 	Tools	to	enhance	communication	between	

the aspirant and mentor
•	 	Access	to	the	MDRT	Mentoring	Resource	

center
•	 	The	bimonthly	MDRT	Mentoring	Program	

e-newsletter
•	 	Access	to	the	MDRT	Mentoring	Monthly	

Feature
•	 	Opportunity	to	attend	the	MDRT	Annual	

Meeting for aspirants who reach either 50 
percent or 80 percent of the production 
requirement

some have asked why MDRT expends so 
much effort to promote mentoring. The answer 
is simple: MDRT members love the financial 
services business and the Round Table, and 
they want to see their industry thrive. They are 
concerned that if younger, aspiring members 
fail to qualify for and join MDRT, one of the 

greatest resources for learning and motivation 
may ultimately fade away. no one associated 
with MDRT wants that to happen. in fact, most 
successful producers agree that they have 
become who they are today primarily through 
the efforts of other MDRT members — mem-
bers who went out of their way to lend a 
helping hand and generously shared insights 
that helped change their lives — and the lives 
of their clients. This helped them develop their 
true love for our great business. Their heroes 

always challenged them to grow their busi-
ness, and encouraged them to come back and 
be part of the world-renowned MDRT annual 
Meeting.

The MDRT annual Meeting is where top 
producers come for ideas, inspiration and 
solutions. Most of the learning occurs during 
structured sessions, but a great deal also 
happens during the down time, when informal 
mentoring and sharing take place.

Books,	podcasts,	DVDs	and	CDs	have	
captured that unique environment of sharing. 
Members have worked tirelessly to fine-tune 
the rudiments of success and pave the way 
for others to join them at the Round Table. one 
only needs to show up and be ready to learn, 
and the MDRT Mentoring program is the first 
step in the organized, progressive and steady 
climb to success.

When to enroll a mentoring 
team

once the mentor and the aspirant believe 
they can both benefit from a mentoring rela-
tionship, the team should enroll in the MDRT 
Mentoring program. For more information 
about the program and to enroll, visit  
www.mdrt.org.

QUICK FACTQUICK FACT

The MDRT Mentoring Program

Involvement in the MDRT Mentoring 
Program provides an opportunity for 
career exploration and leadership. As 
a mentor, you’ll not only help a profes-
sional new to the industry, but also build 
upon your existing skills as a producer 
and achieve new success.

MDRT Mentoring Program  
Highlights

- No enrollment fee

- Quick and easy online enrollment

-  Reduced production requirements 
for the aspirant to attend the MDRT 
Annual Meeting

- Mentoring Monthly Feature

- MDRT Mentoring Resource Center

QUICK FACTQUICK FACT
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if you are involved in agency management in 
some way, it is important that you, too, are 
involved in the mentoring process. MDRT has 
discovered the best results are achieved when 
mentoring is management-supported, but not 
management-driven. here are a few things 
agency managers can do to help ensure suc-
cessful mentoring relationships in their offices:

•	 	Adopt	a	mentoring	culture	in	your	firm.	
Guarantee that your new agents will be 
mentored on a regular basis by a success-
ful advisor who has already met most of 
the challenges they will face.

•	 	Let	your	experienced	advisors	who	have	
the characteristics of good teachers know 
you are counting on them to help newcom-
ers succeed. someone once inspired them 
to become first-rate agents, and this is 
their opportunity to inspire a new associate 

whose development will result in them 
belonging to a far better agency.

•	 	Designate	someone	in	your	agency	to	be	
officially in charge of coordinating and/or 
reviewing the participants when new teams 
are forming.

•	 	Periodically	hold	separate	meetings	for	
aspirants and mentors, where they can 
discuss ideas about best practices and 
share what they are learning through their 
mentoring relationships.

•	 	Watch	MDRT	educational	and	motivational	
videos as a group.

•	 	Invite	MDRT	members	to	speak	to	your	
mentoring teams about their ideas and 
what MDRT means to them. access a list 
of speakers through the MDRT speaker’s 
Bureau on www.mdrt.org.

Mentoring is designed to encourage and help 
anyone who wants to get ahead in their finan-
cial services career. it has been exciting to 
see mentoring gain momentum over time, and 
it will be even more exciting to witness the 
results this program will produce in the future. 

The concept of mentoring dates back to the 
ancient Greeks. it was a timeless way of pass-
ing on the wisdom of one generation to the 
next. now, it is time for agents and financial 
advisors to uphold this age-old tradition — for 
successful producers to reach out to those 
aspiring to climb the ladder of success, help-
ing them get a firm foothold and guiding them 
all the way to the top!

A Challenge:

You are the person who has to decide,

  Whether to do it, or toss it aside.

You are the person who must make up  
your mind,

  Whether to lead or linger behind.

Whether to try for that goal that’s afar,

  or just be contented to stay where you are.

Take it or leave it! There’s a lot to do,

  Just think it over, for it’s all up to you.

— edgar a. Guest


