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The 3 Ps of Premium Finance
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Is the party over?
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The party has just begun!
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The 3 P’s of Premium Finance

Here’s What You’ll Learn

People Product Process
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P1 - People • Client

• Advisor

• LifePro

• Vendor

• Lender

• Carrier
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Types of advisors on this call
• Never done premium finance before and don’t have clients
• Never done premium finance before but have potential clients
• Has done premium finance but is struggling with the 3 Ps
• Has done premium finance and wants to hear our approach
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• Income $100k+ AND THAT’S IT!!
• Understands IUL
• Disciplined
• Attentive
• Motivated
• Understands leverage

Clients
What type of client qualifies?
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Choosing the Right Vendor
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P2 - Product
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Your Personal Wealth Report
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Ensight
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5 Branded Premium Finance Videos
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P3 - Process
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Advisor & Client

Advisor

Carrier

Lender
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P3 – Process 
•How to solve – tell us objectives?

• Specify out of pocket (OOP)
• How long do they want to pay?

• Specify death benefit
• Specify future income
• Specify leverage
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The party is 
NOT over!!

The party is NOT over!!

LifePro.com/Premium-Finance
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Branded Premium 
Finance Videos

Jump-start your success in this space with client-
friendly educational videos and a sample “Leverage 

Estate Preservation” Report branded to your business.

LifePro.com/Premium-Finance $500 Value
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SPECIAL  OFFER

Consultation with 
Ken Buckley

Gain expert advice on lead generation, prospecting, 
and creating premium finance cases from someone 

who’s been in your shoes.  

LifePro.com/Premium-Finance $1,000 Value
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LifePro.com/Premium-Finance
Ready to get started?
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