The path to independence

is filled with opportunities

As an American National™ agent, you stand on the brink of a significant professional
transition—the decision to go independent. This choice promises greater autonomy, the ability
to build your own brand, and the potential for increased earnings. However, the journey to
independence is complex, fraught with decisions that will shape the future of your agency. To
ensure your success, it is imperative to ask the right questions before aligning with any Group,
Aggregator, or Alliance.

The insurance industry has seen a proliferation of Groups, Aggregators, and Alliances offering various paths to independence.
These entities promise access to markets, infrastructure, and support, often presenting themselves as indispensable partners
for agents looking to break free from the constraints of a captive model. However, the reality is that not all Groups are created

equal. The decision to join a Group can be confusing, maddening, and overwhelming—especially when the stakes are so high.

From our own experience as former agents who have made this transition, we understand the challenges you face. The good
news is that by asking a few critical questions, you can eliminate much of the confusion and identify the Group that aligns with

your goals as an independent agency owner.

To make an informed decision, it’s crucial to get clear, affirmative answers to the
following eight questions. These questions will help you evaluate potential partners
and ensure that you choose a Group that supports your vision for independence.
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NAVIGATING THE PATH TO
INDEPENDENCE: CRITICAL
CONSIDERATIONS FOR
AMERICAN NATIONAL AGENTS

Can you provide access to “Preferred” insurance carrier
s Markets that are actually competitive in my area?

Many Groups boast of having relationships with hundreds of carriers. However, the quality of these carriers is
what truly matters. Some Groups may offer access to a large number of carriers, but these carriers might not be
competitive or interested in writing preferred auto and home insurance in your region. Ensuring that you have
access to preferred carriers that can win in your market is critical to your success.

Will | have the freedom to build my own agency brand and
create my own legacy?

A common pitfall for agents transitioning from a captive model is unknowingly moving into a similarly restrictive

relationship with a new Group. Some Groups require agents to adopt their brand and marketing collateral,
effectively building the Group’s legacy rather than your own. True independence means having the ability to
develop your own brand and build a business that reflects your vision and values.

0 3 Do your commission splits have the potential to exceed 80%?
|

Commission splits are often a key consideration when evaluating Groups. While an 80% commission split may
seem attractive when you're starting out, this can become less favorable as your agency grows. Understanding
whether a Group offers higher commission splits as your business scales is crucial to maximizing your long-term
earnings.

Do you share profit-sharing, contingency bonuses, and
s €nhanced compensation from carriers with your agents?

Behind the scenes, Groups often negotiate profit-sharing arrangements, contingency bonuses, and enhanced
compensation with carriers. This compensation is earned largely due to the hard work of agents, yet it's not always
passed on to them. Some Groups may offer perks like trips or conferences instead of sharing this compensation
directly. It's important to understand whether you'll have access to these earnings, which can significantly impact
your agency'’s profitability.

Do you provide complete back-office infrastructure, including
technology, accounting, appointments, training, and one-on-
one support?

A robust back-office infrastructure can be the difference between success and failure as an independent agency.
Some Groups provide little more than carrier appointments, leaving agents to manage the day-to-day operations
of their businesses on their own. The right Group should offer comprehensive support, including technology
solutions like an Agency Management System (AMS), comparative raters, accounting services, and ongoing training.
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grow and acquire other agencies?

The ability to scale your business is a key advantage of going independent. However, growth often requires capital,
whether for marketing, hiring, or acquiring other agencies. Not all Groups view their agents as partners in growth.
Some may lack the resources or willingness to invest in your expansion. Understanding whether a Group offers

0 6 Do you have capital available to loan or invest in helping me
|

capital support can be a decisive factor in your long-term success.

Is the Group privately held?
n The ownership structure of a Group can have a profound impact on its priorities and the level of support you

receive. Publicly traded Groups are accountable to shareholders and focused on delivering continuous positive
earnings. In contrast, privately held Groups often have a greater allegiance to their agents, prioritizing long-term
growth and profitability for the agencies they support. Understanding the ownership structure of a Group can
provide insight into where its true loyalties lie.

0 8 Will | own my book of business and have a guaranteed buyout?
|

Ownership of your book of business is a fundamental aspect of independence. However, some Groups retain
ownership of your book, offering limited or no exit compensation when you decide to move on. It's essential to
know whether you will fully own your book and if a guaranteed buyout is available. This ensures that the value you
build in your agency is protected, providing you with financial security when it's time to exit.

The path to independence is filled with opportunities, but it's also lined with potential pitfalls.
By carefully considering the answers to these eight questions, you can navigate the transition with
confidence, ensuring that you choose a Group that aligns with your goals and supports your vision
for building a successful, independent agency.

Pacific Crest Services is best in class at offering premier solutions to all these questions. With our
comprehensive support, you can be assured that you are making the right choice for your agency’s
future.
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Take the next step

Ready to learn more on the possibilities of becoming an independent agent within an alliance?
Setup a confidential discussion with one of our sales team today: Contact us at 888-938-4197
or visit www.pacificcrestservices.com
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