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Image:	How	much	does	an	insurance	agent	make	per	hour?The	hourly	wage	of	an	insurance	agent	varies	depending	on	factors	such	as	experience,	location	and	company.	On	average,	an	insurance	agent	earns	between	$18	to	$25	per	hour	in	the	United	States.	Depending	on	certain	factors,	the	hourly	wage	can	be	higher	or	lower	than	this	amount.	For
example,	a	highly	experienced	insurance	agent	may	earn	up	to	$30	per	hour	while	an	entry-level	position	is	likely	to	make	around	$15	per	hour.	Companies	based	in	more	expensive	areas	may	pay	their	agents	a	higher	salary	than	those	located	in	more	affordable	regions.Average	Hourly	Rate	of	an	Insurance	AgentImage:	Average	Hourly	Rate	of	an
Insurance	AgentThe	average	hourly	rate	of	an	insurance	agent	varies	depending	on	multiple	factors.	One	of	the	key	determiners	for	how	much	an	insurance	agent	is	paid	per	hour	is	their	experience	and	credentials	in	the	industry.	For	example,	a	long-term	veteran	agent	who	specializes	in	risk	management	would	likely	earn	significantly	more	than	a
newer	agent	with	fewer	qualifications.Another	factor	that	affects	an	insurance	agents	salary	is	the	type	and	level	of	coverage	they	specialize	in.	Agents	who	have	expertise	in	certain	areas	such	as	life,	health	or	automobile	may	be	better	compensated	compared	to	those	who	cover	just	basic	policies.	Other	variables	that	can	also	determine	pay	rate
include	geographic	location,	company	size	and	other	workplace	benefits	offered	by	the	employer.Some	states	dictate	hourly	wages	according	to	different	tiers	of	license	classifications,	meaning	that	even	within	one	organization	different	agents	may	have	varying	rates	based	on	their	respective	certifications.	In	certain	cases	where	advanced	training	is
required,	such	as	for	underwriters	and	actuaries	who	perform	sophisticated	calculations	about	potential	risks	covered	by	policies,	seniority	could	play	a	role	when	it	comes	to	salary	levels	too.Factors	Contributing	to	SalaryImage:	Factors	Contributing	to	SalaryInsurance	agents	make	a	good	wage,	depending	on	the	organization	they	work	for	and	the
size	of	their	clientele.	Salaries	can	also	vary	greatly	based	on	experience	level,	qualifications	and	certifications	held,	as	well	as	geographic	area.	In	general,	insurance	agents	are	compensated	through	commission-based	salary	structures	wherein	they	earn	money	on	each	policy	sold.	These	commissions	or	royalties	typically	range	from	8-14%.
However,	this	is	not	always	the	case;	employers	may	offer	additional	bonuses	or	compensation	based	on	performance.The	type	of	coverage	being	sold	by	an	agent	will	also	impact	how	much	an	individual	makes	per	hour.	For	example,	those	who	sell	life	policies	typically	make	more	than	those	who	specialize	in	auto	or	health	coverage	due	to	the
longevity	of	these	contracts	and	potential	lifetime	earnings	that	come	with	them.	Selling	group	policies	such	as	group	health	plans	to	businesses	can	be	incredibly	lucrative	since	employers	tend	to	purchase	larger	volumes	of	these	products	than	single	consumers	do.Personal	relationships	formed	between	agents	and	clients	can	play	a	role	in	wages
earned	over	time.	Customer	loyalty	allows	for	retention	rates	to	remain	high	which	leads	to	a	higher	success	rate	when	it	comes	to	renewals	and	repeat	customers;	both	beneficial	factors	that	contribute	directly	to	ones	salary	growth	over	time.Common	Benefits	Offered	by	Insurance	CompaniesImage:	Common	Benefits	Offered	by	Insurance
CompaniesThe	benefits	that	come	with	working	for	an	insurance	company	can	often	be	a	big	draw	for	potential	employees.	Most	insurance	companies	offer	comprehensive	medical	and	dental	packages,	vacation	days,	and	retirement	plans	to	their	agents.	Health-care	coverage	includes	preventive	care,	emergency	services,	vision	care,	hearing	services,
mental	health	counseling	and	treatments	for	drug	addiction	all	of	which	add	value	to	the	package	offered.In	addition	to	offering	health-care	benefits,	many	insurers	also	provide	their	agents	with	life	insurance	policies	or	additional	death	benefits	in	the	event	of	an	untimely	passing.	This	provides	peace	of	mind	not	only	to	the	agent	but	also	to	their
families	during	tough	times.When	considering	salary	packages	offered	by	insurance	companies,	other	important	factors	should	not	be	overlooked.	Insurance	agencies	typically	have	flexible	hours	which	allow	agents	more	time	for	family	commitments;	there	are	usually	financial	reimbursement	programs	available	for	those	pursuing	professional
development	opportunities;	plus	some	organizations	may	even	cover	the	costs	of	childcare	expenses	or	tuition	fees	if	an	agent	wishes	to	pursue	higher	education	on	a	part-time	basis.Effect	of	Location	on	Wage	RatesImage:	Effect	of	Location	on	Wage	RatesLocation	plays	a	key	role	when	determining	the	hourly	wage	an	insurance	agent	can	make.	In
rural	areas,	many	agents	earn	less	per	hour	than	those	working	in	metropolitan	or	urban	settings.	This	is	because	there	are	fewer	job	opportunities	for	insurance	agents	and	therefore	less	competition	for	their	services;	as	such,	agencies	offer	lower	wages.	On	the	other	hand,	in	more	populated	areas	with	greater	demand	for	insurance	services,	there
may	be	higher	compensation	rates	available	to	attract	quality	employees.The	economic	environment	of	an	area	can	also	play	a	role	in	the	amount	of	money	earned	by	an	insurance	agent	each	hour.	If	the	local	economy	is	doing	well	and	employment	levels	are	high,	people	are	more	likely	to	buy	property	and	vehicle	insurance	due	to	increased
disposable	income.	Likewise,	if	unemployment	levels	rise	and	consumer	spending	slows	down	then	there	would	be	a	decrease	in	demand	for	insurance	policies	meaning	agents	could	not	command	higher	pay	rates.In	addition	to	geographic	location,	years	of	experience	is	another	major	factor	that	affects	how	much	money	insurance	agents	take	home
each	hour	they	work.	An	experienced	agent	who	has	developed	loyal	customers	over	time	will	typically	have	leverage	when	it	comes	to	negotiating	better	payouts	with	insurers	compared	to	new	entry	level	agents	who	dont	bring	any	preexisting	clients	on	board	when	starting	out	in	their	career	path.Additional	Compensation	StrategiesImage:
Additional	Compensation	StrategiesInsurance	agents	may	find	additional	ways	to	supplement	their	income,	beyond	their	hourly	rate.	Some	agents	receive	commission	payouts	in	addition	to	a	standard	hourly	rate.	This	could	be	based	on	the	number	of	policies	sold	or	clients	signed	up,	which	is	a	common	structure	for	sales	jobs.	While	commissions
vary	from	company	to	company	and	can	sometimes	be	difficult	to	calculate	accurately,	they	offer	potential	for	great	earning	potential	as	there	is	no	cap	on	commissions.Another	way	an	insurance	agent	can	make	more	money	outside	of	an	hourly	wage	is	through	bonuses	and	performance-based	rewards.	A	bonus	could	be	paid	out	based	on	the	number
of	customers	referred	by	that	agent	during	a	certain	time	period,	or	even	if	all	of	those	referrals	completed	a	purchase	with	the	agency.	Some	companies	have	bonus	structures	in	place	where	insurance	agents	are	rewarded	for	meeting	certain	goals	such	as	customer	service	metrics	or	client	retention	rates	over	the	course	of	multiple	years.An
insurance	agent	might	consider	getting	specialized	certifications	that	will	help	them	improve	their	marketability	and	earning	ability	within	the	field.	Obtaining	these	licenses	may	require	investing	in	educational	courses	but	provide	further	opportunities	for	higher	wages	and	access	to	better	clients	who	need	more	comprehensive	advice	or	services
related	to	risk	management	issues	in	various	industries	especially	those	requiring	higher	levels	of	expertise.Job	Outlook	and	Advancement	OpportunitiesImage:	Job	Outlook	and	Advancement	OpportunitiesThe	job	outlook	for	insurance	agents	is	mostly	positive,	with	an	expected	4%	growth	through	2028.	This	growth	rate	outpaces	the	national	average
and	presents	promising	career	opportunities	in	this	field.	Insurance	agents	must	stay	current	on	their	industrys	policies	and	standards	to	remain	competitive	and	be	successful	in	their	profession.Having	strong	communication	skills	is	essential	for	becoming	a	successful	insurance	agent.	To	be	able	to	advise	clients	on	the	right	plans	to	meet	their
needs,	as	well	as	negotiate	with	other	companies	and	institutions	involved	in	providing	insurance	services,	you	must	have	good	interpersonal	skills.	Being	knowledgeable	about	tax	laws	and	regulations	related	to	insurance	will	also	go	a	long	way	in	helping	you	gain	trust	from	your	customers.There	are	several	options	available	for	those	seeking
advancement	opportunities	in	this	field;	these	include	becoming	licensed	property	and	casualty	adjusters	or	health	claims	administrators	or	having	prior	experience	working	as	underwriters	or	risk	assessors.	You	could	also	pursue	further	education	such	as	taking	courses	related	to	financial	planning,	accounting	or	taxation	that	can	help	you	advance
your	career	prospects.	With	strong	qualifications,	applicants	may	also	find	employment	within	larger	companies	that	specialize	in	handling	commercial	accounts.	Share	copy	and	redistribute	the	material	in	any	medium	or	format	for	any	purpose,	even	commercially.	Adapt	remix,	transform,	and	build	upon	the	material	for	any	purpose,	even
commercially.	The	licensor	cannot	revoke	these	freedoms	as	long	as	you	follow	the	license	terms.	Attribution	You	must	give	appropriate	credit	,	provide	a	link	to	the	license,	and	indicate	if	changes	were	made	.	You	may	do	so	in	any	reasonable	manner,	but	not	in	any	way	that	suggests	the	licensor	endorses	you	or	your	use.	ShareAlike	If	you	remix,
transform,	or	build	upon	the	material,	you	must	distribute	your	contributions	under	the	same	license	as	the	original.	No	additional	restrictions	You	may	not	apply	legal	terms	or	technological	measures	that	legally	restrict	others	from	doing	anything	the	license	permits.	You	do	not	have	to	comply	with	the	license	for	elements	of	the	material	in	the
public	domain	or	where	your	use	is	permitted	by	an	applicable	exception	or	limitation	.	No	warranties	are	given.	The	license	may	not	give	you	all	of	the	permissions	necessary	for	your	intended	use.	For	example,	other	rights	such	as	publicity,	privacy,	or	moral	rights	may	limit	how	you	use	the	material.	Our	dear	esteemed	readers,	youre	welcome	to
todays	session	on	insurance	agent	salary.	This	short	article	focuses	on	the	average	salary	of	insurance	agents,	factors	affecting	earnings,	and	how	insurance	professionals	can	increase	their	wages.	After	reading	this	piece,	youll	know	how	to	set	your	salary	expectations	and	hourly	rates	as	an	insurance	agent.	Here	are	the	major	points	well	discuss	in
this	piece:	Insurance	agents	salaries	Insurance	brokers	salaries	Insurance	agents	salaries	by	location	Lets	dive	into	the	ocean	of	this	intellectual	discourse	to	know	how	much	you	can	earn	in	the	insurance	job	market!	You	cant	serve	as	an	insurance	agent	without	the	necessary	qualifications.	Most	employers	are	always	on	the	lookout	for	candidates
with	a	minimum	of	a	bachelors	degree	in	Economics,	Accounting,	or	any	other	business-related	course.	It	will	help	if	you	also	have	a	state	license	and	professional	certifications.	Most	recruiters	also	prefer	a	candidate	with	at	least	three	years	of	experience.	However,	you	can	get	an	entry-level	position	with	a	high	school	diploma.	If	you	secure	a	job
with	a	high	school	diploma,	your	salary	range	will	fall	within	the	lowest	25th	percentile	in	the	industry.	With	the	present	economic	realities	and	high	cost	of	living,	you	may	find	it	challenging	to	survive	with	such	meager	pay.	Hence,	it	will	be	helpful	if	you	work	hard	to	acquire	the	necessary	certifications	to	earn	big.	Before	you	ask,	how	do	insurance
agents	make	money?	strive	to	understand	their	job	scope	first.	When	you	understand	their	job	demands,	you	can	decide	if	its	the	right	career	path	for	you.	An	agent	must	understand	the	insurance	policies	of	the	insurance	agency	theyre	working	for.	Youll	have	to	meet	potential	clients,	address	customers	needs,	and	follow	up	on	leads.	An	insurance
sales	agent	also	suggests	the	proper	health,	auto,	home,	and	life	insurance	for	their	clients.	Youll	write	insurance	policies,	monitor	claims,	provide	price	quotes,	do	renewals,	and	establish	insurance	eligibility.	Youll	work	on	referrals,	make	cold	calls	to	prospects,	and	build	a	strong	relationship	with	them.	If	you	dont	know	your	onions,	youll	fizzle	out;
experience	is	a	valuable	feature	in	the	insurance	industry.	Some	insurance	carriers	dont	like	employing	new	agents	when	they	have	job	openings	because	they	want	experienced	agents	that	can	hit	the	ground	running.	So,	its	not	just	about	making	an	I	want	to	sell	life	insurance	claim.	Do	you	have	the	requirements	to	succeed	in	the	field?	Some	agents
who	dont	know	anything	about	real	estate	want	to	sell	home	insurance	because	they	were	probably	told	its	a	high-paying	niche.	Such	individuals	should	spend	their	first	year	in	the	industry	learning	more	about	their	chosen	niche,	walking	closely	with	established	professionals,	and	learning	from	them.	It	doesnt	matter	whether	youre	offering	health	or
auto	insurance;	you	must	deeply	understand	the	insurance	products	youre	offering.	Most	times,	an	insurance	sales	agents	salary	is	based	on	their	expertise	and	performance.	Now	that	youve	understood	the	job	requirements	of	an	insurance	sales	agent,	we	guess	you	can	answer	the	question:	Is	selling	insurance	a	good	job?	Its	a	good	job,	but	it
requires	dedication	and	commitment,	so	youre	not	trapped	in	the	low-earning	percentile.	You	may	even	work	from	home,	but	you	must	be	focused	and	resolute	about	your	goals.	Selling	an	insurance	home	is	ideal	for	an	agent	with	a	clientele.	If	youre	still	growing,	you	have	to	travel	far	and	wide	to	meet	prospects	and	convince	them	to	buy	your
policies.	Depending	on	your	type	of	agent,	some	insurance	agents	receive	both	salary	and	commission,	while	others	receive	commission	only.	If	youre	a	captive	agent	(working	for	a	particular	insurance	company),	the	insurance	company	will	pay	you	both	salary	and	commission.	And	the	report	from	the	U.S.	Bureau	of	Labor	Statistics	shows	that	61%
of	insurance	sales	agents	are	captive	agents;	they	work	with	agencies.	Some	companies	pay	between	5	to	10	percent	on	the	policy	you	sell.	Since	new	agents	havent	built	a	market	base,	insurance	companies	prefer	to	pay	them	salaries.	Its	an	excellent	way	to	get	them	established	in	the	industry.	Captive	agents	dont	sell	the	policies	of	other	agencies;
they	work	full	time	with	their	employer.	Even	if	their	insurance	company	doesnt	have	the	exact	product	a	client	is	looking	for,	they	may	not	help	the	client.	In	contrast,	independent	agents	work	independently	and	can	relate	with	as	many	agencies	as	possible.	Independent	agents	live	on	commissions	from	sales	alone,	so	they	aggressively	seek	clients
and	go	the	extra	mile	to	meet	their	needs.	You	make	more	money	as	you	gain	experience	in	the	industry.	For	instance,	entry-level	agents	in	State	Farm	earn	$13.22	per	hour,	while	those	in	the	75th	percentile	make	$16.83	hourly.	You	earn	more	with	more	experience.	One	of	the	most	typical	questions	by	newbies	in	the	industry	is,	What	is	the	average
salary	of	an	insurance	agent?	You	want	to	know	how	much	they	can	make	before	committing	yourself	to	this	career.	The	average	salary	for	insurance	agents	in	the	U.S.	is	$52,380,	but	the	typical	range	hovers	from	$47,838	to	$59,087.	Apart	from	this	national	average,	other	agencies	have	their	average	pay	for	their	agents.	The	salary	range	of	agents
is	between	$17,000	and	$188,000	annually.	The	25th	percentile	State	Farm	earns	$27,500	annually	while	top	earners	go	home	with	$42,000	yearly	and	an	average	of	$32,291.	You	can	see	that	the	figures	are	different	from	the	national	average	insurance	agent	salary.	You	may	also	compare	State	Farm	insurance	agent	salaries	with	agencies	to	know
the	highest-paying	firms	in	the	country.	Apart	from	experience,	your	license	can	make	you	earn	better	than	your	counterparts.	For	instance,	insurance	agents	with	an	Insurance	Producer	License	earn	an	additional	37%	of	their	salary.	Top	sales	managers	with	respected	certifications	like	the	CFP	earn	36%	more	than	their	counterparts	without	this
certification.	Weve	always	loved	to	discuss	insurance	agents	hand-in-hand	with	insurance	brokers	so	that	you	can	make	the	best	decision	for	yourself.	Hence,	we	consider	it	appropriate	to	briefly	highlight	insurance	broker	salary	in	this	section.	Insurance	brokers	with	less	than	four	years	of	experience	earn	about	$50,857	annually,	while	those	with
eight	years	of	experience	make	$115,559	per	annum.	Brokers	earn	an	average	salary	of	$90,728,	while	their	commission	averages	$17,021.	With	this	salary	comparison,	you	can	decide	whether	you	want	to	be	a	sales	representative	or	an	insurance	broker.	An	insurance	job	is	location-sensitive,	where	you	determine	how	much	you	earn.	To	help	you
locate	yourself	in	a	high-paying	location,	heres	a	list	of	10	cities	that	pay	above	the	national	average:	In	Sunnyvale,	insurance	agents	earn	an	hourly	rate	of	$31.14	and	an	average	of	$64,761	annually.	Its	closely	followed	by	Santa	Rosa,	where	agents	earn	an	average	of	$30.10	hourly	and	$62,600	yearly.	At	Cambridge,	insurance	agents	earn	an	hourly
rate	of	$29.18	and	$60,703	per	annum.	Those	in	Vacaville	receive	$28.62	hourly	and	$59,536	in	a	year.	Agents	in	New	York	City	part	with	$28.30	and	an	average	of	$58,872	yearly.	New	York	is	also	part	of	the	high-earning	states	for	life	insurance	agents.	So,	its	a	good	location	for	you	to	impact	the	industry.	However,	California	remains	the	most
favorable	state	for	insurance	agents	to	heck	out	a	living.	Insurance	agents	in	Fairfield	earn	$28.28	hourly	and	an	average	of	$58,815	annually.	If	you	live	in	San	Mateo,	youll	also	earn	more	than	the	national	figure	as	agents	make	$28.11	hourly	and	$58,475	averagely	per	annum.	Lynn	is	also	an	excellent	city	for	agents	to	augment	their	earnings	as
insurance	professionals	receive	an	average	of	$27.85	hourly	and	$57,967	yearly.	Insurance	sales	agents	in	Anchorage	earn	an	average	of	$27.83	hourly	and	$57,876	per	annum.	Finally,	insurance	professionals	at	Baltimore	earn	$27.40	hourly	and	$56,989	in	a	year.	If	youre	hardworking	and	committed,	rest	assured	that	you	will	earn	more	than	the
national	average	insurance	agent	salary.	Niches	to	Earn	More	than	the	Average	Salary	of	Insurance	Sales	Agent	Apart	from	location,	another	factor	affecting	earning	is	niche.	For	instance,	a	health	insurance	agent	doesnt	earn	the	same	amount	as	a	life	insurance	agent.	Weve	researched	five	insurance-related	roles	that	pay	more	than	the	conventional
insurance	agent	job	per	year.	They	include	life	insurance	sales	manager,	car	insurance	agent,	independent	agent,	life	insurance	agent,	and	mortgage	protection	agent.	A	life	insurance	sales	manager	earns	an	average	of	$51.59	per	hour	and	$107,307	per	annum.	This	life	insurance	sales	salary	surpasses	the	highest-earning	insurance	sales	agent.	Life
insurance	agent	salary	is	$7,908,	an	average	of	$45.62	hourly.	Life	insurance	agents	earn	an	average	of	$94,890	per	annum.	Also,	experience,	certification,	and	location	affect	life	insurance	agent	salaries.	Life	insurance	broker	salary	is	similar	to	what	life	insurance	agents	earn;	brokers	earn	an	average	of	$7,152	monthly	and	$85,833	annually.
Mortgage	protection	insurance	agents	earn	an	average	of	$49.86	per	hour	and	$103,700.	If	you	have	a	flair	for	real	estate,	you	should	think	about	this	niche.	Car	insurance	agents	earn	an	average	of	$47.82	and	$99,456	per	annum.	Independent	insurance	agents	earn	$47.11	per	hour	and	$97,996	yearly.	The	opportunities	are	limitless,	and	you	should
open	up	your	mind	to	explore	as	far	as	you	can.	If	you	work	in	the	regular,	conventional	niches,	youll	have	many	competitors	and	find	it	challenging	to	make	a	mark.	For	instance,	the	average	health	insurance	agents	salary	is	$38,910	per	annum.	Its	below	the	five	high-paying	jobs	we	listed	above.	Of	course,	this	is	not	to	discourage	you	from	sticking
to	a	niche	you	have	a	flair	for.	Being	in	the	profession	shouldnt	be	primarily	for	money	but	impact.	And	apart	from	niche,	weve	discussed	other	factors	affecting	a	licensed	insurance	agent	salary.	If	you	desire	to	work	in	the	healthcare	niche,	Burnham	Benefits	Insurance	Services	is	the	best	insurance	company	to	work	for	in	the	U.S.	Insurance	planners
also	earn	relatively	well,	perhaps	due	to	the	technicalities	of	their	job.	An	average	planners	salary	is	$66,110	per	annum.	Close	to	this	are	insurance	producer	salaries;	insurance	producers	earn	an	average	of	$64,417	annually.	Youll	do	well	in	the	property	and	casualty	niche	if	you	empathize	with	people.	The	average	property	and	casualty	license
salary	is	$43,319.	Now	that	you	have	an	overview	of	the	insurance	agents	salary,	you	can	decide	the	best	insurance	job	niche	for	you.	Theres	nowhere	you	cant	function	well	if	you	train	and	put	in	the	required	effort.	Youre	just	one	certification	and	a	few	years	experience	away	from	the	top.	Dont	stop;	keep	building,	and	very	soon,	youll	emerge	a	top
earner!	Weve	learned	the	factors	determining	how	much	an	insurance	agent	earns	in	this	article.	If	you	want	to	be	a	high-earner,	you	must	be	ready	to	walk	the	process;	obtain	the	prerequisite	licenses,	collect	professional	certifications,	and	garner	experience.	Once	youre	well-established	in	your	niche,	you	wont	bother	about	the	best	paying	jobs	in
life	insurance.	Also,	with	our	explicit	explanation	in	this	piece,	were	confident	that	no	keen	reader	will	ask	if	insurance	agents	make	good	money.	Because	one	of	the	common	questions	aspiring	agents	ask	is:	Do	insurance	agents	make	good	money?	More	so,	there	are	always	job	openings	for	insurance	agents	in	good-paying	agencies	like	Allstate	and
Family	Life.	If	you	want	to	be	selling	insurance	from	home,	you	can	search	for	remote	insurance	jobs	online,	preferably	on	LinkedIn.	They	make	a	base	salary	and	bonuses,	but	it	applies	to	only	captive	agents.Independent	underwriters	receive	only	commissions	for	their	services.	Insurance	agents	make	an	average	of	$79,965	annually.They	also	enjoy
commissions	and	bonuses,	which	differ	by	agency.An	insurance	company	may	pay	its	agents	a	5%	commission	while	another	pays	10%	for	the	same	policy	sold.	Create	a	Cover	LetterBuild	a	Resume	Use	pre-written	bullet	points	Were	going	to	break	down	the	average	insurance	agent	salary	and	discuss	what	factors	affect	your	income	potential.So,	if
youre	interested	in	becoming	an	insurance	agent	and	earning	a	good	income,	keep	reading	to	learn	more	about	the	career	path	and	what	it	takes	to	succeed.What	Do	Insurance	Agents	Do?An	insurance	agent	is	responsible	for	selling	insurance	policies	to	customers	on	behalf	of	insurance	companies.	They	help	customers	choose	the	right	type	and
amount	of	insurance	coverage	based	on	the	customers	needs	and	budget.Some	insurance	agents	work	independently,	while	others	work	for	an	insurance	agency	or	broker.How	Insurance	Agents	Make	MoneyMost	insurance	agents	make	a	commission	on	each	policy	they	sell.	How	much	do	insurance	agents	make	per	policy?	The	amount	of	commission
varies	depending	on	the	type	of	policy	and	the	insurance	company,	so	it	ranges	from	5%	to	even	100%(!).Insurance	agents	use	a	few	different	methods	to	sell	policies.	The	most	common	method	is	through	personal	relationships.	They	develop	relationships	with	potential	customers	and	then	offer	them	insurance	products	that	meet	their	needs.Another
common	method	for	selling	insurance	is	through	the	use	of	lead	lists.	These	are	lists	of	potential	customers	that	insurance	agents	can	contact	and	try	to	sell	insurance	to.Finally,	insurance	agents	may	also	sell	insurance	through	telemarketing	or	cold	calling.	This	involves	contacting	potential	customers	and	trying	to	sell	them	insurance	over	the
phone.Lowest	&	Highest	Insurance	Agents	CommissionsThe	insurance	agent	average	salary	is	largely	based	on	commissions.For	example,	life	and	health	insurance	agents	receive	the	highest	commissions	in	the	first-year	premium	from	40%	to	100%,	while	independent	agents	get	only	15%.	Home	and	car	captive	agents	receive	an	even	smaller
amount	as	their	commission	ranges	between	5%	and	10%.In	addition	to	the	commission,	insurance	agents	may	also	earn	bonuses.	Bonuses	are	typically	based	on	production,	so	the	more	policies	you	sell,	the	higher	your	bonus	will	be.	They	can	range	from	a	few	hundred	dollars	to	several	thousand	dollars	per	month.That	said,	insurance	agents	make
an	average	of	$46,000	per	year,	whereas	the	insurance	agent	salary	per	hour	ranges	between	$13.00	and	$38.00.While	living	with	40k	per	year	doesnt	put	you	in	the	middle	class,	your	income	potential	as	an	insurance	agent	will	also	depend	on	several	factors,	including	your	experience,	the	type	of	insurance	you	sell,	and	the	state	you	work	in.The
Average	Salary	By	Years	Of	ExperienceThe	insurance	industry	is	a	great	place	to	start	your	career.	There	is	a	lot	of	opportunity	for	growth	and	advancement.	While	the	first-year	insurance	agent	salary	might	seem	low,	at	$30,000,	with	the	right	experience,	you	can	earn	an	excellent	salary.	012	months:	$30,0001224	months:	$35,0002436	months:
$40,0003648	months:	$45,00048+	months:	$50,000+The	Average	Salary	By	Field	of	ExpertiseThere	are	two	types	of	insurance	agents:	captive	agents	and	independent	insurance	agents.Captive	insurance	agents	are	insurance	agents	that	represent	only	one	insurance	company.	For	example,	if	you	were	to	go	to	State	Farm	and	ask	for	a	quote,	the
insurance	agent	that	helped	you	would	be	a	captive	agent.Independent	insurance	agents	are	insurance	agents	that	represent	multiple	insurance	companies.	These	types	of	agents	are	also	known	as	insurance	brokers.	For	example,	if	you	were	to	go	to	an	insurance	broker	and	ask	for	a	quote,	they	would	give	you	quotes	from	multiple	insurance
companies.Gnerally,	the	salaries	of	insurance	agents	look	like	this:.The	average	life	insurance	agents	salary:	$62,000The	average	Farmers	Insurance	agents	salary:	$60,446The	average	health	insurance	agents	salary:	$55,653The	average	car	insurance	agents	salary:	$53,844The	average	insurance	sales	agents	salary:	$52,000The	average	licensed
insurance	agents	salary:	$48,147The	average	property	and	casualty	insurance	agents	salary:	$37,473The	Average	Salary	By	LocationYou	should	look	for	employment	in	states	that	offer	the	highest	average	wages	for	insurance	agents:Hawaii	($92,031	per	year)New	York	($81,054),	andVermont	($78,594).By	the	way,	the	average	insurance	agents
salary	in	Massachusetts	and	New	Jersey	amounts	to	$70,657	and	$67,185,	respectively.The	highest	paying	cities	for	insurance	agents	are:New	York,	NY	($80,761),Boston,	MA	($70,798),	andNewark,	NJ	($67,678).On	the	other	hand,	definitely	avoid	New	Mexico	($37,350),	Idaho	($37,420),	and	Montana	($41,154)	offer	the	lowest	wages.Highest
Insurance	Agent	SalariesWhich	insurance	agent	gets	paid	the	most	and	what	field	should	you	focus	on?	Car	insurance	agents	can	earn	over	$125,000,	an	being	a	health	insurance	agent	isnt	bad	either	($120,000	maximum	annual	salary).Nevertheless,	perhaps	your	chances	of	reaching	six	figures	are	best	if	you	are	a	Farmers	Insurance	agent.	Their
paycheck	can	be	as	high	as	$107,500.	Thats	lower	than	the	others,	but	a	higher	percentage	of	the	employed	enjoy	it	in	comparison	to	health	or	car	insurance	agents.ConclusionSo,	what	kind	of	salary	can	you	expect	as	an	insurance	agent?	That	answer	depends	on	many	factors,	including	your	experience,	the	size	of	the	company	you	work	for,	and	your
location.In	general,	insurance	agents	make	an	average	of	$46,000	per	year,	while	they	can	also	earn	between	$30,000	and	$125,000	per	year.FAQsIs	it	hard	to	make	money	as	an	insurance	agent?Not	if	you	think	outside	the	box	and	seek	for	opportunities.	In	fact,	you	can	do	a	few	things	to	increase	your	wages,	such	as	getting	licensed	to	sell	multiple
types	of	insurance,	working	for	an	insurance	company	that	offers	higher	commissions	or	bonuses,	and	earning	additional	designations	or	certifications.Plus,	the	job	outlook	for	insurance	agents	is	positive,	with	the	Bureau	of	Labor	Statistics	predicting	that	employment	rates	for	insurance	sales	agents	will	grow	by	about	7%	from	2020	to	2030.How
much	do	insurance	agents	make	in	the	UK?In	the	United	Kingdom,	insurance	agents	earn	an	average	salary	of	25,000	per	year.	Thats	about	$32,552.As	expected,	the	highest	paying	city	is	London	(51,493	($64,703)).Again,	your	salary	will	depend	on	your	experience	and	the	type	of	insurance	you	sell.	For	example,	insurance	agents	who	sell	life
insurance	tend	to	earn	more	than	those	who	sell	property	and	casualty	insurance.How	much	does	a	life	insurance	agent	make?If	we	look	at	the	average	insurance	agent	salaries,	a	life	insurance	agent	makes	$62,000	per	year.	At	the	same	time,	this	is	the	highest	average	salary	among	insurance	agents.	However,	if	you	are	willing	to	earn	the	biggest
commissions	and	bonuses,	perhaps	you	should	switch	strictly	to	Farmers	Insurance	or	become	a	car	insurance	agent	and	make	over	$100,000.What	is	the	annual	salary	for	an	insurance	agent?The	average	salary	would	be	$46,000	per	year.	However,	the	average	yearly	salaries	vary	greatly	depending	on	the	type	of	policy,	from	$37,473	to
$62,000.$62,000	is	the	average	salary	of	a	life	insurance	agent$60,446	is	how	much	Farmers	Insurance	agents	make$55,653	is	paid	yearly	to	health	insurance	agents$53,844	is	the	average	salary	of	a	car	insurance	agent$52,000	is	how	much	insurance	sales	agents	earn	per	year$48,147	is	the	average	for	licensed	insurance	agentsThe	average
property	and	casualty	insurance	agents	salary	reaches	$37,473.So,	as	you	can	see,	the	insurance	agent	salary	will	also	depend	on	their	chosen	field.	Expert	Life	Insurance	Agent	and	health	insurance	agentDylan	is	your	go-to	guy	for	life	and	health	insurance	at	InsureGuardian.	Hes	helped	over	2,500	clients	just	like	you	figure	out	the	best	insurance
plans	for	their	needs.	Before	joining	us,	Dylan	was	sharing	his	expertise	on	TV	with	Global	News	and	making	a	difference	with	various	charities	focused	on	health.	Hes	not	just	about	selling	insurance;	hes	passionate	about	making	sure	youre	covered	for	whatever	life	throws	your	way.	Insurance	sales	agent	salary:	everything	you	need	to	know	25	Feb
2025	Many	people	are	drawn	to	the	world	of	insurance	sales	because	theyve	heard	stories	about	how	it	can	be	an	incredibly	lucrative	career	path.	But	the	big	question	on	everyone's	mind	is:	How	much	do	insurance	agents	make?	Whether	you're	considering	a	career	as	an	insurance	agent,	wondering	if	its	a	good	financial	move,	or	just	curious	about
how	much	your	own	insurance	agent	is	earning,	understanding	the	earning	potential	in	this	field	is	crucial.The	income	of	an	insurance	agent	can	vary	significantly	depending	on	several	factors,	including	the	type	of	insurance	they	sell,	their	level	of	experience,	their	location,	and	whether	they	work	as	independent	agents	or	for	a	large	insurance
company.	When	breaking	it	down	further,	it's	important	to	consider	the	different	types	of	insurance	sales	roles.	Also	read:	How	to	become	a	remote	insurance	agent	For	example,	how	much	do	life	insurance	agents	make	compared	to	health	insurance	agents?	Life	insurance	agents	often	work	on	a	commission-based	structure,	meaning	their	earnings
depend	on	how	many	policies	they	sell	and	the	size	of	those	policies.	Some	top-performing	life	insurance	agents	make	six-figure	incomes,	while	others	might	earn	a	more	modest	salary	when	starting	out.	On	the	other	hand,	how	much	do	health	insurance	agents	make	depends	on	whether	they	sell	individual	health	plans,	group	health	insurance,	or
government-backed	policies.	Health	insurance	agents	can	earn	a	combination	of	commission	and	residual	income	from	policy	renewals,	which	makes	it	an	attractive	long-term	career	choice.	If	you're	thinking	about	stepping	into	the	insurance	industry,	it's	essential	to	understand	not	just	how	much	insurance	agents	make,	but	also	the	skills	and	effort
required	to	succeed.	Many	agents	start	with	a	modest	income	but	build	wealth	over	time	through	strong	client	relationships	and	smart	selling	strategies.	In	this	guide,	well	break	down	how	much	do	different	types	of	insurance	agents	make,	factors	that	affect	their	salaries,	and	what	you	need	to	know	if	youre	considering	insurance	sales	as	a	career.
Whether	youre	looking	to	make	a	career	switch	or	just	want	insight	into	the	earning	potential	of	insurance	professionals,	keep	reading	to	get	the	full	picture.	Also	read:	In	the	increasingly	complex	world	of	hiring	platforms,	here's	why	customers	chose	Hirey	How	Much	Can	You	Make	as	an	Insurance	Agent?	On	average,	insurance	agents	earn	an
annual	salary	of	approximately	$79,650,	which	translates	to	about	$37	per	hour,	according	to	the	latest	data	from	the	Bureau	of	Labor	Statistics	(BLS).	However,	this	figure	represents	a	national	average,	meaning	actual	earnings	can	vary	significantly	based	on	several	factors,	including	location,	experience,	the	type	of	insurance	sold,	and	individual
sales	performance.	Entry-level	agents	may	start	with	a	modest	salary,	particularly	if	they	are	working	on	commission-based	structures,	while	seasoned	professionals	who	have	built	a	strong	client	base	can	see	their	earnings	soar	well	into	six	figures.	The	potential	for	high	earnings	in	this	field	often	depends	on	an	agents	ability	to	attract	and	retain
clients,	negotiate	policies	effectively,	and	leverage	industry	connections.	Additionally,	those	who	specialize	in	high-value	policies,	such	as	life	insurance	or	commercial	coverage,	may	have	greater	earning	potential	compared	to	those	focusing	solely	on	more	common	forms	of	coverage	like	auto	or	home	insurance.	Heres	a	quick	breakdown	of	how
salaries	stack	up	based	on	experience:	Experience	LevelAnnual	Salary	RangeEntry-Level$30,000	-	$50,000Mid-Level$60,000	-	$90,000Experienced$100,000+But	hold	onits	not	just	about	experience.	The	type	of	insurance	you	sell,	where	you	work,	and	how	you	earn	commissions	all	play	a	huge	role	in	how	much	you	can	take	home.	Lets	break	it	down
further.	How	Do	Insurance	Agents	Actually	Make	Money?	Unlike	a	typical	salaried	job,	most	insurance	agents	earn	money	primarily	through	commissionsa	percentage	of	the	premium	on	every	policy	they	sell.	Some	agents	also	receive	a	base	salary,	but	commission	is	usually	where	the	big	bucks	come	in.	Commission	Breakdown	by	Insurance	Type
Auto	&	Home	Insurance:	If	you	work	as	a	captive	agent	(meaning	you	sell	policies	for	just	one	insurance	company),	youll	typically	earn	a	commission	of	5%	-	10%	on	new	policies.	Independent	agents,	who	have	the	flexibility	to	sell	policies	from	multiple	insurers,	tend	to	earn	a	higher	commission,	usually	around	15%.	However,	renewal	commissions
(when	clients	continue	their	policies	beyond	the	first	year)	are	lower,	typically	ranging	between	2%	-	5%.	Because	auto	and	home	insurance	policies	are	commonly	required	and	frequently	renewed,	agents	in	this	space	rely	on	volume	to	sustain	their	earnings	over	time.Life	Insurance:	This	category	offers	some	of	the	highest	commission	rates	in	the
industry,	with	first-year	commissions	ranging	from	40%	to	115%	of	the	first-year	premium.	This	means	if	a	client	pays	$1,000	for	their	first	year	of	coverage,	the	agent	could	earn	anywhere	from	$400	to	$1,150	upfront.	However,	commissions	drop	significantly	for	policy	renewals,	typically	falling	to	1%	-	2%	of	the	ongoing	premiums.	Since	life
insurance	policies	are	often	long-term	and	dont	renew	as	frequently	as	auto	or	home	policies,	many	agents	focus	on	continuously	generating	new	business	to	maintain	high	earnings.Health	Insurance:	Commissions	in	this	field	vary	widely	depending	on	the	provider	and	policy	type.	Most	agents	earn	between	5%	-	20%	for	new	policies	and	2%	-	10%	on
renewals.	Unlike	life	insurance,	where	commissions	are	front-loaded,	health	insurance	provides	a	steadier,	recurring	income	since	policies	are	renewed	annually.	However,	regulatory	changes	and	commission	caps	introduced	by	the	Affordable	Care	Act	(ACA)	and	other	healthcare	reforms	have	affected	how	much	agents	can	earn.Commercial
Insurance	(Business	Insurance):	Selling	policies	to	businessescovering	areas	like	general	liability,	commercial	property,	workers'	compensation,	and	professional	liabilitycan	be	highly	lucrative.	New	policy	commissions	usually	fall	between	10%	-	20%,	depending	on	the	insurer	and	type	of	coverage.	Renewals	offer	steady	residual	income,	generally	at
2%	-	10%.	Since	businesses	often	require	customized	coverage	with	higher	premiums,	agents	in	this	field	can	build	long-term	relationships	and	earn	substantial	commissions	on	both	new	sales	and	renewals.Disability	&	Long-Term	Care	Insurance:	Disability	insurance,	which	provides	income	replacement	for	individuals	unable	to	work	due	to	illness	or
injury,	and	long-term	care	insurance,	which	helps	cover	extended	healthcare	services,	typically	pay	commissions	of	50%	-	70%	on	first-year	premiums.	Renewals,	however,	drop	down	to	1%	-	5%.	These	policies	are	harder	to	sell	due	to	their	cost	and	complexity,	but	agents	who	specialize	in	this	niche	can	earn	significant	commissions.Annuities:	While
not	technically	insurance,	annuities	are	often	sold	by	insurance	agents	and	can	provide	substantial	commissions.	Agents	usually	earn	1%	-	10%	of	the	total	annuity	premium,	but	because	annuities	often	involve	large	lump-sum	investments,	even	a	small	commission	percentage	can	result	in	a	sizable	payout.	Unlike	other	insurance	products,	annuities	do
not	provide	ongoing	renewal	commissions,	so	agents	typically	need	to	focus	on	new	sales.	What	Factors	Affect	an	Insurance	Agents	Salary?	1.	Are	You	a	Captive	or	Independent	Agent?Captive	Agents:	Work	for	a	single	insurance	company,	meaning	lower	commission	rates	but	more	job	security,	a	possible	salary,	and	company-provided
benefits.Independent	Agents:	Work	for	multiple	companies,	often	earning	higher	commissions	but	handling	all	their	own	business	expenses.2.	What	Kind	of	Insurance	Are	You	Selling?Life	insurance	generally	pays	the	highest	commissions,	but	it	takes	more	time	to	close	deals.Auto	&	home	insurance	has	lower	commissions,	but	people	buy	these
policies	more	frequently.3.	Where	Are	You	Selling?Agents	in	big	cities	or	areas	with	high	insurance	demand	typically	make	more	money.Some	states	have	higher	insurance	needs	or	costlier	policies,	which	means	bigger	commissions.	Also	read:	App	reviews	can	be	manufactured	and	misleading.	Here's	what	legit	users	have	to	say	about	Hirey.	How
Much	Do	Health	Insurance	Agents	Make?	What	Do	Health	Insurance	Agents	Do?	Health	insurance	agents	play	a	crucial	role	in	helping	individuals,	families,	and	businesses	navigate	the	often	complex	and	ever-changing	landscape	of	healthcare	coverage.	They	assess	a	clients	specific	needsconsidering	factors	such	as	medical	history,	budget,	preferred
healthcare	providers,	and	coverage	requirementsto	recommend	the	most	suitable	health	insurance	plans.	Beyond	simply	selling	policies,	these	agents	educate	clients	on	key	aspects	of	their	plans,	including	premiums,	deductibles,	copayments,	out-of-pocket	maximums,	and	the	difference	between	HMO,	PPO,	EPO,	and	other	plan	types.	They	also
clarify	the	extent	of	coverage	for	doctor	visits,	prescription	medications,	hospital	stays,	and	specialized	treatments,	ensuring	clients	understand	their	financial	responsibilities	and	benefits	before	making	a	decision.	For	businesses,	health	insurance	agents	assist	in	selecting	group	plans	that	meet	both	employer	budget	constraints	and	employee
healthcare	needs.	They	often	help	companies	comply	with	regulations,	such	as	the	Affordable	Care	Act	(ACA)	in	the	U.S.,	and	explain	options	like	Health	Savings	Accounts	(HSAs)	or	Flexible	Spending	Accounts	(FSAs)	to	enhance	employee	benefits	packages.	Additionally,	agents	serve	as	ongoing	advisors,	assisting	clients	with	policy	renewals,
addressing	claim	disputes,	and	helping	them	switch	plans	if	their	needs	change.	With	frequent	updates	to	healthcare	laws	and	insurance	policies,	a	knowledgeable	health	insurance	agent	acts	as	a	valuable	resource,	ensuring	clients	receive	optimal	coverage	at	competitive	rates	while	avoiding	common	pitfalls	in	the	insurance	selection	process.	Typical
Salary	for	a	Health	Insurance	Agent	Health	insurance	agents	usually	earn	between	$40,000	and	$75,000	per	year,	but	experienced	agents	can	easily	cross	$100,000.Experience	LevelAnnual	Salary	RangeEntry-Level$30,000	-	$40,000Mid-Level$50,000	-	$70,000Experienced$75,000+	How	Do	Health	Insurance	Agents	Get	Paid?	Commissions	on	new
policies:	5%	-	20%	of	the	premium.Renewal	commissions:	2%	-	10%	of	the	policy.Bonuses	&	incentives:	Many	companies	offer	performance-based	bonuses	for	hitting	sales	goals.	Also	read:	Is	Hirey	legit?	Here's	what	you	need	to	know	How	Much	Do	Life	Insurance	Agents	Make?	What	Do	Life	Insurance	Agents	Do?	Life	insurance	agents	play	a	vital	role
in	helping	individuals	and	families	secure	financial	stability	and	peace	of	mind	by	providing	protection	against	the	uncertainties	of	life.	Their	primary	responsibility	is	to	assess	a	clients	financial	situation,	future	obligations,	and	long-term	goals	to	recommend	the	most	suitable	life	insurance	policy.	Beyond	simply	selling	policies,	life	insurance	agents
educate	clients	on	how	different	policies	work,	explain	premium	structures,	and	highlight	key	features	such	as	riders	(e.g.,	accidental	death	benefits,	waiver	of	premium,	or	long-term	care	coverage).	They	tailor	recommendations	based	on	factors	like	age,	health,	income,	debts,	and	family	needs,	ensuring	clients	select	a	policy	that	aligns	with	their
financial	objectives.	In	addition	to	initial	policy	setup,	life	insurance	agents	provide	ongoing	support,	helping	clients	review	their	coverage	as	life	circumstances	changesuch	as	marriage,	having	children,	buying	a	home,	or	retiring.	Some	agents	also	integrate	life	insurance	into	broader	financial	planning	strategies,	helping	clients	use	policies	as	tax-
advantaged	savings	vehicles	or	investment	tools.	Ultimately,	life	insurance	agents	serve	as	trusted	advisors,	ensuring	that	policyholders	have	the	right	protection	in	place	to	safeguard	their	loved	ones'	financial	future.	Life	Insurance	Agent	Salary	Breakdown	Life	insurance	agents	have	unlimited	earning	potential.	Many	earn	six	figures,	but	theres	a
huge	range	depending	on	sales	skills,	experience,	and	location.	Experience	LevelAnnual	Salary	RangeEntry-Level$40,000	-	$60,000Mid-Level$70,000	-	$90,000Experienced$100,000+	How	Do	Life	Insurance	Agents	Earn	Money?	Life	insurance	agents	earn	their	income	through:	Massive	first-year	commissions:	40%	-	115%	of	the	policys	first-year
premium.Smaller	renewal	commissions:	1%	-	5%	in	later	years.Salaries	&	bonuses:	If	working	for	a	company,	some	agents	receive	a	salary	plus	commissions.	Life	Insurance	Commission	Rates:	Insurance	TypeFirst-Year	CommissionRenewal	Commission	Whole	Life100%+	of	first-year	premiums1-5%Universal	Life100%+	of	target	premiumVariesTerm
Life30%	-	80%	of	premiumsLower	rates	If	youre	good	at	sales,	networking,	and	building	client	relationships,	insurance	can	be	one	of	the	most	lucrative	careers	out	there.	It	takes	time	to	build	a	steady	income,	but	once	you	have	a	solid	client	base,	the	commissions	(especially	renewals)	can	lead	to	a	very	comfortable	lifestyle.	Many	successful
insurance	agents	make	well	over	six	figures.	If	you	choose	the	right	insurance	type,	work	in	a	high-demand	area,	and	focus	on	customer	relationships,	theres	no	limit	to	what	you	can	earn.	Bottom	line?	If	youre	looking	for	a	career	with	unlimited	earning	potential,	flexible	work	hours,	and	long-term	financial	stability,	insurance	sales	could	be	your
golden	ticket!	By	Mark	Rosanes	Jun	14,	2023	Share	Insurance	Business	answers	this	question	and	more	in	this	article.	Whether	youre	a	curious	consumer	itching	to	know	how	much	your	agent	earns	or	youre	an	insurance	professional	wanting	to	compare	your	earnings	with	those	of	others	in	the	industry,	this	piece	can	help	provide	you	with	useful
information.	Read	on	and	find	out	how	much	insurance	agents	really	make,	and	the	factors	that	influence	their	earning	potential	in	this	guide.	Insurance	agents	earn	a	mean	annual	salary	of	$79,650	or	an	hourly	rate	of	$37,	according	to	the	latest	data	from	the	Bureau	of	Labor	Statistics	(BLS).	While	starting	wages	can	be	significantly	lower	than	this
number,	industry	veterans	with	an	established	client	network	can	easily	earn	a	six-figure	salary.	In	coming	up	with	the	average,	the	bureau	considered	all	types	of	insurance	agents,	including	specialists	that	sell	property	and	casualty,	life	and	health,	and	other	kinds	of	insurance	policies	for	an	employment	estimate	of	455,540.	The	table	below	shows
the	percentile	wage	estimates	for	insurance	agents	based	on	BLS	most	recent	Occupational	Employment	and	Wage	Statistics	(OEWS).	How	much	insurance	agents	make	from	lowest	to	highest	average	PERCENTILE	WAGE	ESTIMATES	(INSURANCE	AGENTS)	Percentile	Annual	wage	Hourly	wage	10%	$31,530	$15.16	25%	$40,030	$19.25	50%
(Median)	$57,860	$27.82	75%	$81,970	$39.41	90%	$130,350	$62.67	Insurance	agents	usually	make	money	through	commissions,	with	the	commission	amount	often	depending	on	the	type	and	number	of	insurance	policies	they	have	sold	and	whether	these	policies	are	new	or	renewals.	For	new	home	and	auto	policies,	captive	insurance	agents
receive	between	5%	and	10%	of	the	total	premiums	for	the	first	year,	while	independent	agents	earn	about	15%.	For	renewals,	the	rate	is	around	2%	to	15%,	although	the	average	is	between	2%	and	5%.	We	will	discuss	the	different	types	of	insurance	agents	in	more	detail	later.	Life	insurance	agents,	meanwhile,	receive	front-loaded	commissions	of
40%	to	up	to	115%	of	the	policys	first-year	premiums,	although	those	for	renewals	nosedive	to	about	1%	or	2%.	Some	agents	even	stop	receiving	commissions	after	the	third	year.	If	you	want	to	know	how	much	exactly	life	insurance	agents	make,	you	can	check	this	article	that	we	prepared.	Many	insurance	agents	also	work	full-time	as	salaried
employees	for	insurance	companies	and	agencies.	Depending	on	their	contract,	they	may	earn	a	fixed	wage	or	this	plus	commissions.	Companies	may	also	provide	staff	bonuses	if	they	reach	a	certain	profit	target.	In	summary,	here	are	the	ways	insurance	agents	make	money:	Commissions	only	Salary	only	Salary	and	commissions	Salary	and	bonuses
Apart	from	the	commission	structure,	there	are	three	main	factors	that	impact	how	much	insurance	agents	make.	These	are:	Insurance	agents	are	contracted	by	partner	insurers	to	distribute	their	products.	They	come	in	two	types:	Captive	agents:	Who	work	exclusively	with	an	insurance	provider.	Independent	agents:	Who	represent	several	insurance
companies.	Generally,	independent	agents	earn	higher	commissions	than	their	captive	counterparts,	but	theres	a	catch	independent	agents	often	shoulder	their	own	business	expenses,	including	rent,	office	supplies,	and	advertising	and	marketing	costs.	Insurance	agents	typically	choose	a	line	or	two	to	specialize	in.	This	can	include	auto,	home,	life,
health,	and	business	insurance.	As	mentioned	earlier,	commission	rates	are	higher	for	new	life	and	health	policies,	although	the	amount	drops	after	renewal.	For	car	and	home	insurance	policies,	the	rates	do	not	differ	that	much	after	the	first	year.	Employment	rates,	cost	of	living,	public	safety	and	accident	rates,	and	accessibility	to	public	services	all
play	a	part	on	how	much	insurance	agents	make	in	a	particular	state	or	city.	A	big	city	with	a	dense	population,	for	instance,	offers	a	lot	of	opportunities	for	insurance	agents	to	sell	insurance	compared	to	a	small	town	with	fewer	residents.	BLS	website	has	a	tool	called	the	OEWS	Query	System,	where	you	can	compare	insurance	agents	salaries	by
state,	metropolitan	area,	and	non-metropolitan	areas.	In	the	sections	below,	we	will	reveal	how	much	insurance	agents	make	in	the	following	based	on	the	searches	Insurance	Business	made	using	the	online	tool:	10	highest-paying	states	for	insurance	agents	10	lowest-paying	states	for	insurance	agents	10	highest-paying	metro	areas	for	insurance
agents	10	lowest-paying	metro	areas	for	insurance	agents	10	highest-paying	non-metro	areas	for	insurance	agents	10	lowest-paying	non-metro	areas	for	insurance	agents	How	much	do	insurance	agents	make	in	the	highest-	and	lowest-paying	states	in	the	country?	Find	the	answers	in	the	tables	below.	These	metropolitan	areas	pay	insurance	agents
the	most	and	the	least.	Check	out	the	figures	below	to	find	out	how	much	insurance	agents	make	in	these	areas.	Meanwhile,	if	youre	wondering	how	much	insurance	agents	make	outside	the	big	cities,	the	tables	below	detail	the	average	salaries	of	insurance	in	the	highest	and	lowest-paying	non-metropolitan	areas.	Just	like	any	other	career,	being	an
insurance	agent	has	its	own	pros	and	cons.	Here	are	some	of	the	benefits	and	drawbacks	of	choosing	insurance	sales	as	a	career	path.	Insurance	agents	must	comply	with	licensing	requirements,	which	vary	in	each	state.	But	apart	from	this,	there	a	very	few	entry	barriers	for	those	wanting	to	pursue	this	career	path.	Although	most	companies	prefer
candidates	with	a	college	degree,	the	role	itself	does	not	require	one.	Mostly,	insurance	agents	learn	the	ropes	as	they	go	about	their	jobs	and	through	various	training	programs.	Being	an	insurance	agent	provides	a	good	living	salary	that	has	a	strong	potential	for	growth.	And	with	many	insurance	agents	earning	income	through	commissions,	if	you
have	a	great	work	ethic	and	are	willing	to	place	yourself	out	there	to	establish	relationships	with	clients,	more	opportunities	to	earn	a	higher	income	will	come	your	way.	Insurance	will	always	be	in	demand	as	long	as	people	are	driving	vehicles,	buying	homes,	operating	businesses,	seeking	medical	treatment,	and	in	need	of	financial	protection.	BLS
predicts	that	employment	of	insurance	agents	will	rise	around	6%	in	the	next	decade.	This	figure	is	equivalent	to	about	52,700	new	job	openings	annually,	mostly	to	replace	those	who	have	chosen	to	move	on	to	another	industry	or	retire.	Many	insurance	agents	enjoy	the	freedom	to	set	their	work	schedules.	If	you	choose	to	become	one,	you	will	have
plenty	of	opportunities	to	work	from	home,	although	you	may	often	need	to	meet	with	clients	in-person	outside	your	residence.	Opportunity	to	change	lives	Being	an	insurance	agent	can	be	both	a	rewarding	and	exciting	career	as	it	gives	you	the	opportunity	to	change	peoples	lives	for	the	better.	By	acting	as	an	expert	resource	person,	insurance
agents	help	clients	make	informed	decisions	about	what	types	of	coverage	offer	them	the	best	financial	protection.	Having	a	commission-based	job	like	being	an	insurance	agent	also	has	its	drawbacks.	Since	your	income	is	based	primarily	on	the	quantity	of	the	sales	you	make,	it	can	be	difficult	to	predict	how	much	your	next	paycheck	will	be.	Also,	if
you	dont	push	yourself	hard,	your	income	will	reflect	that.	If	youre	working	as	an	independent	agent,	then	it	means	you	dont	always	have	access	to	a	full	range	of	employee	benefits.	This	means	you	also	have	limited	paid	time	off,	especially	if	youre	running	your	own	business.	In	addition,	taking	time	off	means	you	will	have	to	spend	time	away	from
building	client	relationships	and	looking	for	leads,	which	can	cost	you	part	of	your	earnings.	There	are	some	people	who	treat	insurance	agents	with	disrespect	or	disdain,	and	in	your	daily	work,	you	may	encounter	people	like	them.	You	may	also	receive	a	lot	of	nos	before	getting	a	yes,	so	having	excellent	people	skills	and	an	impervious	nature	are
vital	to	be	successful	in	this	career.	If	you	think	the	pros	of	being	an	insurance	agent	outweigh	the	cons	and	are	ready	to	jumpstart	a	career	in	the	field,	the	best	way	to	search	for	a	job	is	through	online	channels.	Find	out	which	websites	you	can	go	to	find	the	best	insurance	jobs	in	this	article.	To	be	a	successful	insurance	agent,	you	must	possess	a
combination	of	hard	and	soft	skills	that	enable	you	to	connect	with	clients	and	offer	them	the	best	coverage	possible.	Here	are	some	of	the	most	important	skills	and	attributes	that	you	should	have	to	be	one	of	the	best	in	the	field.	People	skills:	The	ability	to	build	a	relationship	and	maintain	trust	with	clients	is	key	for	you	to	be	able	to	find	out	what
coverage	they	need	and	provide	them	with	a	suitable	policy.	Problem-solving	skills:	As	an	insurance	agent,	you	will	face	unique	challenges	each	day	that	will	require	you	to	come	up	with	creative	and	innovative	solutions.	Attention-to-detail:	You	must	be	able	to	pay	attention	to	the	finer	details	that	impact	the	way	you	offer	your	clients	coverage.	Self-
motivated:	You	must	have	the	intrinsic	desire	to	perform	to	the	best	of	your	ability,	even	if	this	means	going	a	step	further	to	close	a	sale.	Communication	skills:	You	must	have	strong	written	and	verbal	skills,	so	you	can	convey	vital	information	to	clients	in	a	simple	and	jargon-free	way.	Time	management:	Insurance	agents	must	have	the	ability	to
prioritize	tasks	and	complete	projects	efficiently.	Negotiation	skills:	The	ability	to	reach	a	middle	ground	with	clients	in	times	of	disagreement	must	be	natural	to	you	if	you	want	to	be	a	successful	insurance	agent.	Organization:	Since	you	will	be	working	with	different	clients,	you	must	possess	the	ability	to	keep	your	records	accurate	and	organized.
Eagerness	to	learn:	Insurance	agents	must	also	show	a	strong	willingness	to	learn	and	hone	new	skills.	Although	often	confused	with	each	other,	there	is	a	huge	distinction	between	an	insurance	agent	and	an	insurance	broker.	If	being	a	broker	is	more	enticing	for	you,	this	step-by-step	guide	on	how	to	become	an	insurance	broker	can	help	you.	When
it	comes	to	clients,	insurance	advisors	and	agents	offer	two	very	different	services.	Agents	work	for	the	insurance	company	they	represent,	while	insurance	advisors	work	for	their	clients.	Insurance	advisors	must	act	in	the	best	interests	of	their	clients	irrespective	of	the	insurer	providing	the	best	policy.	Insurance	agents,	on	the	other	hand,	are
confined	to	selling	policies	from	the	company	that	they	represent.	Insurance	advisors	can	also	help	you	with	other	insurance	needs	that	you	may	not	be	well-versed	in.	For	instance,	an	insurance	advisor	can	guide	you	on	life	insurance,	health	insurance,	home	insurance,	auto	insurance,	and	business	insurance.	An	insurance	agent	may	be	limited	to
selling	policies	from	the	company	they	represent.	They	may	not	be	able	to	offer	you	the	best	deal	or	the	most	comprehensive	coverage.	An	insurer	is	a	company	that	supplies	insurance	policies	while	an	insurance	agent	is	a	person	who	sells	insurance	policies	for	an	insurer.	Insurance	companies	are	also	popularly	referred	to	as	insurers.	They
underwrite	policies	that	insure	certain	people	or	businesses	based	on	the	risk	involved.	The	insurers	also	make	claims	payment	to	the	insureds	when	the	covered	losses	occur.	Insurance	agents	mediate	between	insurers	and	policyholders.	These	professionals	assist	policy	holders	to	understand	their	insurance	requirements	and	get	appropriate
policies.	Insurance	agents	assist	the	policyholders	to	file	claims	and	to	address	any	problems	the	policyholders	have	with	their	policies.	Your	decision	to	work	with	which	type	of	professional	should	be	guided	by	your	specific	needs	and	preferences.	An	insurance	agent	is	a	good	source	of	information	when	it	comes	to	insurance	policies	or	helping	to	file
a	claim.	We	mentioned	earlier	that	the	two	main	types	of	insurance	agents	are	captive	agents	and	independent	agents.	Well	go	into	a	bit	more	depth	on	the	difference	between	the	two.	Captive	agents	are	employed	by	one	insurance	company	and	sell	the	policies	of	only	one	insurance	company.	They	are	also	called	career	agents	and	are	usually
employed	to	work	for	a	specific	company.	Independent	agents	represent	a	number	of	insurance	companies.	This	means	that	they	are	free	to	shop	around	and	compare	policies	from	different	entities	to	get	the	best	coverage	for	their	clients	at	low	prices.	The	choice	of	which	agent	type	is	suitable	for	you	is	based	on	your	unique	needs	and	tastes.	A
captive	agent	is	an	ideal	option	if	you	need	an	agent	who	can	offer	personal	service	and	who	understands	your	insurance	needs.	If	you	need	someone	who	can	shop	around	to	get	you	the	best	policy	at	a	price	that	suits	your	budget,	choose	an	independent	agent.	Here	are	some	additional	points	to	consider	when	choosing	an	insurance	agent:
Experience:	ask	about	the	insurance	agents	experience	in	the	industry	and	their	expertise	in	the	types	of	insurance	that	you	are	seeking.	Reputation:	get	some	references	from	the	insurance	agent	and	check	online	reviews	from	other	clients.	Licensing:	ensure	that	the	insurance	agent	has	a	valid	license	for	selling	insurance	in	your	state.	Insurance
agents	are	also	called	by	a	variety	of	other	names:	Insurance	producers	Insurance	brokers	Insurance	underwriters	Insurance	salespeople	Financial	advisors	Insurance	professionals	The	specific	term	refers	to	an	insurance	agent	depending	on	their	role,	the	type	of	insurance	they	market,	or	the	particular	company.	Insurance	producers	can	be



described	as	duly	licensed	to	sell	insurance	in	a	generally	accepted	manner.	These	cover	insurance	agents,	insurance	brokers,	and	insurance	underwriters.	Insurance	brokers	are	different	from	insurance	agents	they	act	on	behalf	of	policyholders,	while	insurance	agents	act	for	insurance	companies.	Insurance	brokers	act	as	liaisons	by	providing
policyholders	with	the	best	insurance	coverage	and	at	a	competitive	rate.	Insurance	underwriters	evaluate	the	risk	of	covering	an	individual	or	company	and	establish	how	much	they	would	pay	for	insurance	service.	The	insurance	underwriters	also	help	formulate	other	insurance	products	and	services.	Insurance	salespeople	sell	insurance	policies	to
people	and	corporations.	They	can	be	employed	by	a	financial	institution	or	an	assurance	firm.	They	can	also	work	on	their	own	as	a	broker.	Financial	advisors	primarily	offer	their	clients	financial	planning	as	well	as	investment	advice.	The	term	insurance	professionals	covers	everybody	who	is	employed	within	the	insurance	market	agents	of
insurance	firms,	brokerage	companies,	underwriting	agencies,	direct	sellers,	and	financial	consultants.	Some	of	the	terms	may	carry	different	meanings.	For	example,	insurance	producers	and	insurance	professionals	are	general	terms	that	can	refer	to	anyone	who	is	licensed	to	sell	insurance.	Insurance	brokers,	on	the	other	hand,	specifically
represent	policyholders.	Insurance	underwriters	assess	the	risk	of	insuring	a	particular	individual	or	business	and	determine	the	appropriate	premium	to	charge.	Were	you	surprised	to	know	how	much	insurance	agents	make?	Do	you	think	the	amount	should	be	higher	or	lower?	Chat	us	up	in	the	comments	section	below.	Research	Summary.	After
extensive	research	by	the	Zippia	data	science	team,	we	identified	these	details	of	insurance	agent	salary	by	state	for	the	United	States:	You	can	read	more	on	the	specific	methodology.BackgroundWithout	fail,	in	surveys	across	basically	every	demographic,	the	number	one	most	important	aspect	of	a	job	for	most	people	is	the	salary	how	much	do
insurance	agents	get	paid	where	I	live?And	while	there	are	many	things	to	go	into	how	much	you,	specifically,	can	expect	to	make,	theres	really	good	data	for	average	salaries	for	insurance	agent	by	state	across	America	broken	down	by	seniority	level.	So	while	your	city	may	be	slightly	different	than	the	state	average,	these	averages	give	you	a	rough
sense	of	what	to	expect	for	your	salary.The	state	with	the	best	salary	for	insurance	agents	after	this	adjustment?	That	would	be	Hawaii.Heres	a	quick	snapshot	of	the	top	ten	states	for	insurance	agent	salaries:	Lets	take	a	look	at	how	we	got	here	and	a	full	ranking	of	all	the	states.	Highest-Paid	Insurance	Agents	By	StateRankStateAverage	Insurance
Agent	Salary10th	Percentile90th	Percentile1Hawaii$74,219$50,000$108,0002New	York$69,722$39,000$124,0003Arizona$64,714$38,000$110,0004Washington$64,337$37,000$110,0005Massachusetts$63,287$35,000$112,0006Colorado$62,615$37,000$104,0007New
Jersey$62,157$34,000$110,0008Texas$61,819$36,000$104,0009Oregon$60,106$34,000$104,00010Florida$58,941$34,000$99,00011Connecticut$57,617$32,000$102,00012Mississippi$57,600$34,000$97,00013Alabama$57,361$33,000$97,00014North
Carolina$56,243$32,000$96,00015California$55,531$31,000$96,00016Iowa$54,587$32,000$90,00017Maryland$54,357$31,000$95,00018New	Hampshire$54,141$30,000$96,00019Wisconsin$53,332$32,000$88,00020Indiana$53,237$31,000$89,00021Rhode
Island$53,048$29,000$94,00022Nevada$52,959$30,000$92,00023Illinois$52,533$31,000$87,00024Ohio$52,212$30,000$88,00025South
Dakota$52,057$31,000$85,00026Nebraska$51,737$31,000$85,00027Virginia$51,298$29,000$89,00028Pennsylvania$50,690$28,000$89,00029Louisiana$50,679$29,000$86,00030Georgia$50,603$29,000$85,00031Kentucky$50,433$29,000$85,00032Minnesota$50,284$30,000$82,00033New
Mexico$50,214$29,000$85,00034Oklahoma$49,518$29,000$82,00035Missouri$49,478$29,000$82,00036Arkansas$46,175$27,000$77,00037North	Dakota$45,646$28,000$73,00038South
Carolina$45,634$26,000$77,00039Alaska$45,202$30,000$66,00040Michigan$45,027$26,000$76,00041Kansas$43,871$26,000$73,00042Delaware$43,626$24,000$76,00043Utah$43,306$25,000$73,00044Wyoming$43,253$26,000$71,00045Idaho$43,250$25,000$73,00046West
Virginia$41,910$24,000$71,00047Montana$41,900$25,000$69,00048Tennessee$40,957$24,000$69,00049Maine$40,933$23,000$72,00050Vermont$39,804$22,000$70,000Methodology:	Insurance	Agent	Salary	By	StateTo	better	understand	insurance	agent	pay	by	state,	Zippia	has	aggregated	data	across	a	multitude	of	channels	including	the	BLS,
FLC,	and	OPM.	We	then	supplement	that	data	with	actual	listed	salaries	from	job	posts.	Finally,	the	data	science	team	calculates	a	weighted	average	of	these	inputs	to	create	an	average	pay	for	insurance	agents	by	state.We	took	the	average	annual	salary	data	for	insurance	agents	from	these	estimates	and	ranked	every	state	on	this	criteria	with	the
state	with	the	highest	salary	ranking	as	highest	average	salary	for	insurance	agents.Insurance	Agent	Salary	By	State	FAQsWhat	is	the	highest-paid	state	for	insurance	agents?The	highest-paid	state	for	insurance	agents	is	Hawaii	with	an	average	salary	of	$74,219	per	year.What	city	pays	insurance	agents	the	most?New	York,	NY	pays	insurance	agents
the	most	with	an	average	salary	of	$70,230	per	year.What	is	the	worst	state	for	insurance	agents?The	worst	state	for	insurance	agents	is	Vermont	with	an	average	salary	of	$39,804	per	year.	

How	much	does	an	insurance	agent	make	an	hour.	Do	insurance	agents	get	paid	hourly.	Average	agency	hourly	rate.	Hourly	rate	for	insurance	consultant.	Insurance	agent	hourly	wage.


