Talking Points Transitioning from Captive to Independent
Discovery Questions
· How are things going with your current agency?
· Have you ever considered becoming an independent agent?
· What would make you consider making a change?
· Are there products your clients ask for that you can't currently offer?
· How important is having more control over your business?
· Have you thought about what your long-term exit strategy looks like?
· If market access wasn't a concern, would independence be something you'd explore?
Why consider becoming an independent agency? 
Many successful independent agents started where you are.
· The transition may seem overwhelming, but many of former captive agents have successfully made the move.
· Your sales experience, client relationships and insurance knowledge are valuable assets.
Own your future:
· As an independent agent, you have greater control over your business, your brand and your long-term value.
· Build an agency that's an asset you can grow and use to build generational wealth.
Offer more solutions 
· Instead of being limited to one carrier, independent agents can offer multiple coverage options to better meet clients' needs.
· More choices often lead to stronger client relationships and higher retention.
Stay independent—not alone.
· The Big "I" and your state association provide education, advocacy, networking and resources for independent agencies. 
· When you’re ready to join the Big “I,” you'll join a community of independent agents who have navigated the same journey.
Gain access to markets.
· Market access is often the biggest question for prospective independent agents.
· The Big "I" offers programs that can help eligible agencies gain access to carriers while they build their books of business. 
Protect what you're building.
· Independent agency ownership creates long-term equity that belongs to you.
· You're building a business with lasting value, not just producing for someone else's brand.
· The Big “I” Professional Liability Program offers not just a policy, but a comprehensive program for insurance agents.
Common Pain Points
If they mention any of these, it's a good opportunity to share Big "I" resources:
· Limited product offerings 
· Lack of ownership or equity
· Restricted marketing or branding
· Changes in compensation and benefits
· Corporate decisions beyond their control
· Difficulty meeting production requirements
· Limited succession options
· Desire to build something for themselves
How the Big "I" Can Help
· Connect them with former captive agents who successfully transitioned.
· Provide a captive-to-independent transition checklist. 
· Share startup and business planning resources.
· Explain market access options, including Alliance programs where appropriate.
· Introduce education, networking and advocacy available through the state association and the Big "I."
· Invite them to a webinar or informational meeting to learn more.

"We're not asking you to make a decision today. We simply want you to know there are resources and people who can help if you ever decide to explore independence."
