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Definition of ‘Sales Manager’ (Field Leader)

Sales Manager (n.): Full-time multitasking Ninja.

Sales Manager (n.): “a field leader who oversees a unit within an agency 

and is responsible for recruiting, training and developing new agents.” 

or



What type or field leader model most closely represent your 

organization?



Do your Sales Managers (field leaders) have personal 

production requirements?



How would you describe your current Sales Manager (field 

leader) development program?
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NLG’s Roadmap for Candidates to Grow into Leadership 

Requirements

Club qualifier

Attend Aspiring Leaders 
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3 F/T hires

Min. of $100,000 life 
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8 F/T hires

Min. of $400K life 

credits

Series 7, 66
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12 F/T hires

Min. of $750,000 life 

credits

Promoted 1 MA to MD;

At least 1 MA in their unit

Series 7, 66 and 24

Requirements

15 F/T hires

Min. of $1,500,000 life 

credits

At least 2 MDs in their 

unit

Series 7, 66, 24



Foundations for Success

Sales 
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Vision
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SkillsResource

Pathway If any one of these 

is not present???



Critical Program Elements

Building a pipeline of 

candidates

Year 1 & 2 of an 

aspiring leader’s 

journey

Development
• Home office

• Field Support

• 3rd Party Support

Assessment and 

Selection

Roadmap to 

Leadership



LOGO

Working Group Discussion Topics

Building a pipeline of 

candidates

1. How does your organization source candidates?

2. Tactics to build excitement in the Sales Manager role?

3. What incentives have proven most successful to attract talent?

Year 1 & 2 of an 

aspiring leader’s 

journey

1. How do candidates explore this role?

2. Requirements to be considered?

3. Best ways to asses characteristics for success?

Development
• Home office

• Field Support

• 3rd Party Support

1. What support is best provided by existing field leaders and staff?

2. What support is best provided by existing home office?

3. How do you leverage 3rd party resources/vendors into the process?

1. What is a Sales Managers development path?

2. How do you track performance and progress?

3. What requirements must be met to advance?

Assessment and 

Selection

1. What activities/behaviors are most important in first year?

2. How do you incentivize the right results in year 1?

3. What onboarding or training is offered in year 1 & 2?

Roadmap to 

Leadership



Learning From Each Other

• There will be 5 working groups (Vendors spread out)

• Each group will have 15 minutes to explore their topic

• We will debrief by asking the top 1-2 ideas from each 

group



Samples of Field Leadership Assessments



Skills/Competencies Developed

Source: MarketScan: Field Leader Training Programs, LIMRA, 2022
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• Coaching, mentorship

• Business acumen, 
business planning

• Leadership (general)

• Training/developing others
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• Coaching, joint work

• Recruiting

• Business acumen, 
management, financials

• Leadership (general)

• Resiliency, courage, 
adaptability

• Team building, teaming, 
teamwork, collaboration

• Training/developing others

Top 4 Top 7



Identifying Potential Leaders

Source: MarketScan: Field Leader Training Programs, LIMRA, 2022

80%

First-line

Formal Process

• We develop a formal LDP* with [2nd-
line leaders] if we anticipate they 
will be transitioning to [1st line role] 
in 1 to 5 years.

• Largely through a formal talent 
management  assessment and 
selection process that is supported 
by field leader and home office 
input.

• Advanced Leadership Development 
and Leadership Excellence 
Programs

Results-based

• Performance evaluations and 
leadership assessments

• Individual and team results

• Good sales background with the 
ability to coach and train same 
skills [that they possess]

• Performance and referrals from 
internal leadership

*Leadership Development Plan

75%

Second-
line

Percent Internally Sourced How does your company identify potential field leaders?



Assessing Leaders

Use Leadership Competency Model? Use Leadership Assessment Tools?

Source: MarketScan: Field Leader Training Programs, LIMRA, 2022

64%
55%

36%
45%

First-line Second-line

Yes No

36% 36%

64% 64%

First-line Second-line

Yes No



What is your biggest opportunity you see for your Sales 

Manager (field leader) development program?

ⓘ Start presenting to display the poll results on this slide.



Please Provide Your Feedback on the Conference App

OPTION 1 OPTION 2



Thank You
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