
 

Understanding the concept of suspecting in insurance sales 

What do you mean by a suspect in the sales process? 

A suspect is someone who appears similar in profile to your target customer. 

How to identify a Suspect? 

To identify a suspect, follow the M-A-N Technique 

 M: Money: which includes both affordability and liquidity.   

 A: Authority: means he is the decision maker.    

 N: Need: means he has the need for insurance and is insurable  

 

Suspecting is the first step in a sales process and if followed correctly it can not 

only improve your prospects but also your sales. 


