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He said….she said:  Overcoming sales objections 
 

 Know these important facts and you’ll be equipped to close the flood insurance sale. 
 
I don’t need flood insurance; I’m not in a flood zone. 

 A low-risk zone isn’t a no-risk zone.  Believe it or not, one in four flood claims 
come from areas classified as low or moderate risk.   

 
I don’t need flood insurance; this neighborhood has never flooded. 

New roads and housing developments reduce the land’s natural ability to 
absorb water.  Runoff can multiply as much as six times when land is paved over.  
Weather patterns are constantly changing, too.   

 
I don’t need flood insurance; my homeowner’s policy is enough. 

Homeowner’s policies normally don’t cover flood losses.  Customers insist on 
purchasing fire insurance, yet many of those same customers will let their property 
remain unprotected against flooding.   

 
…more  
 

Armed with these facts, set some strategies: 
 
Sales Strategy #1---Sell flood with every policy.   
 It properly serves the customer and covers your agency E&O exposure and liability. 
 
Sales Strategy #2—Low Risk policies are inexpensive vs. benefits.   
Explain that customers in other areas of town are paying much higher premiums.   
 
Sales Strategy #3—Focus on cost to rebuild compared to low cost premiums. 
The national average flood claim is $15,000, while a flood insurance policy averages just over 
$350 a year.   
 
Sales Strategy #4—Don’t overlook commercial property flood risks.  
Business owners are just as vulnerable as homeowners.  Their other policies generally will 
not protect them against flooding.   

 
Sales Strategy #5—Offer flood contents coverage to condo owners and renters. 
They may not be aware that they can purchase contents coverage to protect their 
possessions.   
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If he still says No:  Does that mean you’re never going to sell that customer flood 
coverage?   
Here are some ways to encourage your customers to re-consider purchasing flood insurance: 
 

1. Have the customer sign a waiver - Whenever clients reject flood coverage, ask them 
to sign a waiver form creating two benefits:  first, it gives clients another chance to 
rethink the risk they’re taking and second, it protects you if an E&O claim stating you 
didn’t offer proper insurance for the risk.   

2. Follow up after 30 days – Make a follow-up call about 30 days after a client has 
declined flood insurance.  Or send a marketing brochure and letter asking them to 
reconsider. 

3. Monitor potential and actual flooding – Ever watch the rain and worry about your 
insureds without flood?  Weather events, flooding in nearby communities and long-
range forecasts can create chances for you to call your customers, or follow up 
mailing, to remind them of the 30-day waiting period on new flood policies.   

 
The value of selling flood insurance 
Selling flood coverage in conjunction with a homeowner’s policy builds customer loyalty.  
When customers have more than one policy with an agency, they are less likely to shop other 
agencies for lower premiums.  And, writing a flood policy for a homeowner customer 
increases your overall book of business with a minimum of effort because you’ve already 
obtained most of the information you need.   
 
Flood policies have a very high retention rate and are very low maintenance.  They rarely 
have to be reworked at renewal time.  Over a period of a few years, a strong book of flood 
business can create a solid, cost-effective income stream for your agency.   
 
As the largest Write-Your-Own flood carrier serving independent agents, nationwide, Wright 
Flood is continually launching new efforts to help individuals, families and businesses protect 
their property and avoid potential loss.   
 

For more info, please contact your Regional Sales Manager at Flood Marketing at 1-866-373-5663 
 

 


