
The Insurance Agent’s 
Digital Toolkit: 
Close More Policies 
Without Zoom Fatigue
“Simple tools to help you sell more policies faster
—without the hassle of complicated video technology.”

https://crankwheel.com/
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Introduction – The Modern 
Insurance Sales Landscape
Insurance sales have evolved rapidly in recent years, with digital tools becoming 

essential for reaching and serving clients effectively. Yet many agents find themselves 

caught between outdated methods and overly complex technology that creates 

more barriers than it removes.

The reality is stark: video calls often introduce friction that can derail your sales 

process. Clients resist downloading apps, older prospects struggle with technology, 

and the awkwardness of video setups can destroy the trust you’ve worked hard to 

build. Meanwhile, you’re losing valuable selling time teaching prospects how to use 

complicated platforms.

The solution isn’t abandoning digital tools entirely—it’s choosing the right ones. This 

comprehensive toolkit will show you how to leverage phone-first selling combined 

with instant screen sharing to close more policies faster, without the headaches of 

traditional video conferencing.

https://crankwheel.com/
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Why Video Calls Create 
Friction in Insurance Sales
Video conferencing platforms promise seamless communication, but the reality 

for insurance agents is far different. Multiple barriers stand between you and                                                             

a successful sale when you rely heavily on video calls.

Client resistance runs deep. Many prospects don’t want to download yet another 

app, especially when they’re already skeptical about insurance purchases. The simple 

request to “install Zoom” can trigger immediate pushback, particularly from older 

clients who represent a significant portion of the insurance market.

Technical difficulties derail conversations. Poor lighting, audio issues, and 

connection problems shift focus away from your value proposition. Instead of 

discussing coverage options, you’re troubleshooting why their camera isn’t working 

or why the audio keeps cutting out.

The intimacy factor works against you. Video calls can feel invasive to prospects 

who aren’t ready for that level of personal interaction. They might be in their pajamas, 

have a messy background, or simply feel self-conscious about being on camera during 

what’s already a potentially stressful financial conversation.

Research shows that 67% of consumers abandon online processes when they 

encounter technical difficulties. For insurance agents, this translates directly to lost 

commissions and frustrated prospects who may never give you a second chance.

https://crankwheel.com/
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Side-by-Side Comparison

  Video Call Setup   Instant Phone + Screen Share

Download required (Zoom, Teams, etc.) No downloads — works on any phone

Complicated logins & meeting links One tap to connect

Distracting setup eats into selling time Immediate start — more time discussing 
coverage

Feels invasive to many prospects Feels natural, private, and comfortable

High drop-off rates & lost trust Higher completion rates & stronger client 
rapport

Camera pressure (lighting, background, 
appearance)

No video anxiety — pure focus on the 
conversation

Frequent tech issues: audio drops, frozen 
screens

Stable, familiar phone call experience

https://crankwheel.com/
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Why the Phone Remains 
Your Strongest Sales Tool
The telephone continues to be the backbone of successful insurance sales. Clients 

trust phone calls because they’re familiar, immediate, and non-threatening. There’s no 

learning curve, no technical setup, and no visual distractions.

Trust builds faster over voice. Your tone, pace, and expertise come through clearly 

without the visual barriers that video can create. Prospects focus entirely on your 

words and knowledge rather than worrying about how they look or whether their 

technology is working properly.

Speed matters in sales. You can reach prospects instantly without scheduling 

complications or setup delays. When someone expresses interest, you can call 

immediately rather than sending calendar links and waiting for availability to align.

Simplicity wins deals. Complexity is the enemy of trust. The more steps you ask                             

a prospect to take, the more opportunities there are for hesitation, confusion, or drop-

off. Phone calls cut through that noise. With a single ring, you’re connected, no apps, 

no passwords, no setup headaches. This simplicity reassures clients, keeps their focus 

on the conversation, and shortens the path from interest to agreement.

However, voice alone has limitations when explaining complex insurance products. 

Charts, comparisons, and visual aids are crucial for helping clients understand policy 

differences, premium structures, and coverage options. This is where the magic 

happens, combining the trust and immediacy of phone calls with the clarity of visual 

presentation.

https://crankwheel.com/
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Introducing Instant Screen 
Sharing: Your Sales Game-
Changer
Instant screen sharing bridges the gap between phone-first selling and visual 

presentation needs. Unlike traditional video conferencing, this approach requires 

zero downloads, account creation, or technical setup from your clients.

Here’s how it works: You send a simple link via text message or email during your 

phone conversation. Your prospect clicks the link and immediately sees your screen 

in their browser. No software installation required. 

The entire process takes less than 10 seconds.

Key benefits that transform your sales process:

•	 Universal compatibility: Works on smartphones, tablets, laptops, and 

desktop computers across all operating systems

•	 Bandwidth friendly: Functions effectively even with slower internet 

connections

•	 Zero friction: Clients need only click a link to see your presentation

•	 Maintain phone connection: Keep the trusted voice conversation while 

adding visual elements

•	 Professional presentation: Show your state license, company credentials, 

and polished materials

Phone Call Send Link Client views 
screen

https://crankwheel.com/
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Instant screen sharing isn’t just a clever workaround. It’s a cornerstone of the modern 

insurance agent’s digital toolkit. By combining the familiarity of a phone call with the 

clarity of a visual aid, you’re aligning your sales process with how today’s clients want 

to engage: simple, fast, and on their terms.

This tool works seamlessly alongside the other digital resources that make you more 

effective, more efficient, and more trustworthy. It helps you demonstrate value in 

real time, removes friction from the buying journey, and gives you a professional 

edge without overwhelming prospects with unnecessary technology.

Think of it as the bridge between traditional selling and a digital-first approach. 

When used together with the rest of your toolkit, instant screen sharing ensures 

every conversation feels comfortable, clear, and client-focused.

Speaking of, what other tools should you add to your digital toolkit? 

https://crankwheel.com/
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Essential Components 
of Your Digital Toolkit
Modern insurance agents need a streamlined set of tools that work together 

seamlessly. Your digital toolkit should include five core components that enhance 

rather than complicate your sales process.

Phone plus instant screen sharing forms your primary communication foundation. 

Tools like CrankWheel enable you to maintain phone-first conversations while 

sharing your screen instantly when visual elements become necessary.

Digital signature capabilities eliminate the delays associated with printing, signing, 

and scanning documents. Integration with e-signature platforms lets you complete 

applications during your initial conversation rather than scheduling follow-up 

meetings.

CRM integration ensures every interaction is tracked and follow-up opportunities 

are never missed. Your screen sharing sessions should automatically log to your 

customer relationship management system for seamless record-keeping.

Compliance tools protect both you and your clients. Recording capabilities, 

automatic session archiving, and audit trails help you meet regulatory requirements 

while building trust through transparency.

Follow-up automation keeps prospects engaged between initial contact and policy 

binding. Email and SMS sequences can deliver policy summaries, answer common 

questions, and maintain momentum toward closing.

https://crankwheel.com/
https://crankwheel.com/features/
https://crankwheel.com/features/
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CrankWheel in Action: 
Your Screen Sharing Solution
CrankWheel transforms how insurance agents present products and close sales 

by eliminating technical barriers while maintaining professional presentation 

standards. The platform’s insurance-specific features address the unique challenges 

agents face daily.

Real-world applications that drive results:

When explaining annuities, you can instantly display payout charts, growth 

projections, and comparison tables. Complex products become clear when prospects 

can see exactly how their money will grow over time.

Life insurance presentations benefit enormously from visual rider explanations and 

coverage comparisons. Instead of describing policy differences verbally, you can 

show side-by-side benefit charts that make decision-making straightforward.

Medicare supplement sales often involve detailed plan comparisons that are nearly 

impossible to communicate effectively through voice alone. CrankWheel lets you 

display clear comparison charts showing costs, copays, and coverage differences 

across multiple options.

Features that matter most for insurance agents:

The SMS link capability proves invaluable when working with older clients who might 

struggle with email but can easily tap a text message. The preview pane lets you see 

exactly what your client is viewing, ensuring nothing is missed or misunderstood.

Built-in recording functionality helps with compliance requirements while providing 

valuable training material for improving your presentations. Custom branding 

options maintain professionalism by displaying your company logo and colors 

throughout the shared screen experience.

https://crankwheel.com/
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Workflow Example: 
Life Insurance Sales 
Made Simple
This step-by-step workflow demonstrates how combining phone calls with instant 

screen sharing can transform your life insurance sales process from initial contact 

through application completion.

Step 1: Make the initial phone connection. Call your prospect using your normal 

process. Build rapport and conduct your needs analysis exactly as you always have. 

The phone remains your primary communication channel throughout.

Step 2: Send the screen share link when visual elements become necessary. Once 

you’ve identified their coverage needs and are ready to present options, send a text 

message containing your CrankWheel link. Say something like, “I’m sending you 

a quick link so you can see the coverage options we’ve discussed. Just tap it when 

you’re ready.”

Step 3: Walk through coverage options visually. Share your screen displaying clear 

comparison charts of policy options, premium structures, and benefit amounts. Your 

prospect can see exactly what they’re getting while continuing the conversation over 

the phone.

Step 4: Address objections with real-time comparisons. When concerns arise about 

cost or coverage, instantly display side-by-side comparisons showing how your 

recommended policy stacks up against alternatives. Visual proof often overcomes 

objections that verbal explanations cannot.

Step 5: Complete the application process together. Guide your prospect through the 

application process by sharing your screen as you input their information. They can 

verify accuracy in real-time, reducing errors and building confidence in the process.

This workflow reduces confusion by making complex insurance concepts visual while 

maintaining the trust and immediacy that phone conversations provide. Prospects 

appreciate the clarity without feeling overwhelmed by technology requirements.

https://crankwheel.com/
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Workflow Example: 
ACA Sales, Streamlining 
Consent and Enrollment
ACA enrollments bring their own compliance requirements, starting with the 

Consent for Assistance form. Instant e-signature and screen sharing streamline this 

process while keeping the client experience smooth.

Step 1: Obtain the ACA Consent for Assistance. Begin your first call by explaining 

why the consent form is needed. Send the e-signature request while on the phone, 

and walk the client through signing it electronically. This keeps you compliant and 

avoids delays.

Step 2: Transition seamlessly to enrollment. Once the consent is signed, you can 

proceed immediately or schedule a follow-up appointment, depending on the client’s 

availability and comfort.

Step 3: Use screen sharing to guide the application. Send a link by text or email 

so the client can see your screen instantly. Walk them step-by-step through plan 

comparisons, subsidy calculations, and application details — all while staying 

connected on the phone.

Step 4: Confirm and finalize. Review the completed application together, answer 

final questions, and show confirmation pages on your shared screen for transparency 

and peace of mind.

This ACA workflow eliminates back-and-forth paperwork, shortens the path to 

enrollment, and makes a highly regulated process feel simple and client-friendly.

https://crankwheel.com/
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Workflow Example: 
Property & Casualty 
Cross-Selling Opportunities
Existing client relationships provide excellent opportunities for expanding coverage 

through strategic cross-selling. This workflow shows how to turn routine policy 

reviews into revenue-generating conversations.

Step 1: Conduct your standard policy review call. Begin with your normal check-

in process, discussing any changes in the client’s situation and reviewing current 

coverage adequacy.

Step 2: Identify cross-selling opportunities during conversation. When clients 

mention home improvements, new vehicles, or life changes, immediately recognize 

potential coverage gaps or bundling opportunities.

Step 3: Send screen share link to demonstrate savings potential. Say, “Let me show 

you exactly how much you could save by bundling your policies. I’m sending you a link 

so you can see the numbers.”

Step 4: Display bundled savings with clear visual proof. Show side-by-side compar-

isons of current separate policies versus bundled options. Highlight total savings,                   

improved coverage, and simplified billing.

Step 5: Create urgency through immediate action capability. With visual proof of 

savings displayed, guide clients through updating their coverage on the same call 

rather than scheduling follow-up appointments.

This workflow transforms routine service calls into sales opportunities by making 

savings potential immediately visible and actionable.

https://crankwheel.com/
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Compliance and Trust: 
Building Client Confidence
Insurance sales operate under strict regulatory oversight, making compliance tools 

essential components of your digital toolkit. Screen sharing technology can actually 

enhance your compliance posture when properly implemented.

Recording capabilities serve multiple compliance purposes. With automatic session 

recording, you create verifiable proof that disclosures were delivered properly and 

that clients acknowledged key information. These recordings also double as valuable 

training assets, helping you refine your process and maintain consistency across your 

team.

Digital paper trails enhance audit readiness. Screen sharing sessions automatically 

generate logs and records that document what was shown and when. This creates                  

a transparent digital footprint that supports compliance audits and protects both the 

agent and the client.

Trust grows through transparency. Compliance isn’t just about checking regulatory 

boxes. It’s about showing prospects you have nothing to hide. When clients can see 

disclosures, review documents in real time, and know conversations are documented, 

confidence rises. That trust directly translates into stronger relationships and higher 

close rates.

By weaving compliance seamlessly into your sales process, you eliminate uncertainty 

for both regulators and clients. Screen sharing ensures that every disclosure is clear, 

every interaction is documented, and every client leaves the conversation with 

confidence in both your professionalism and your integrity. Compliance stops being 

a burden and becomes a powerful way to build trust, protect your business, and close 

sales with confidence.

https://crankwheel.com/
https://crankwheel.com/screen-recorder/
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Best Practices for Using 
Screen Sharing in Insurance 
Sales
Screen sharing is a powerful tool when combined with the natural strengths of phone-

first sales. But like any tool, success depends on how you use it. The following best 

practices ensure every client interaction feels smooth, professional, and trust-building.

Keep visuals simple and uncluttered.

Less is more when you’re guiding clients through complex products. Use clean charts, 

large fonts, and minimal text so prospects can focus on your explanation instead of 

struggling to interpret what’s on the screen.

Use branded templates for professionalism.

Every shared screen reflects on your credibility. Branded templates with consistent 

colors, fonts, and logos reinforce your professionalism and create a polished, 

trustworthy impression. 

Always confirm visibility before diving in.

Start every session by asking: “Can you see my screen clearly?” This simple check 

prevents miscommunication and makes clients feel included. Seniors or tech-wary 

clients especially appreciate the reassurance that they’re on the same page.

Pair visuals with conversational scripts.

Charts and documents do the heavy lifting, but your words give them meaning. Use 

a conversational script to walk through visuals step by step, explaining what matters 

most and why. Avoid jargon and keep your tone patient and approachable.

Follow up with recordings or summary PDFs.

Reinforcement builds trust. Sending clients a recording of the session (when 

appropriate) or a concise PDF recap ensures they have something tangible to review 

later or share with family members. This practice reduces second-guessing and 

positions you as a thorough, client-first professional.

Highlight compliance during the session.

Whenever you show disclosures, documents, or licenses, pause and emphasize their 

importance. This signals transparency and reinforces your commitment to doing things 

the right way. Clients notice when you take compliance seriously, and it reassures 

them you’re trustworthy.

https://crankwheel.com/
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Stay present. Don’t let the visuals take over.

It’s tempting to rely on the screen to do the work, but clients are buying you as much 

as the product. Maintain a conversational flow, listen actively, and use the visuals as 

support, not a crutch. The relationship always comes first.

Test your setup before every call.

Glitches cost sales. Check your internet connection, open the documents you’ll share, 

and rehearse the flow of your presentation. A smooth, confident delivery demonstrates 

respect for your client’s time and minimizes distractions.

Adapt to the client’s pace.

Some prospects will breeze through comparisons, while others will need more time. 

Use your screen share to slow down or simplify when needed. Flexibility shows 

empathy and builds rapport, especially in high-stakes financial conversations.

Use screen sharing sparingly.

Don’t share your screen for the sake of it. Use it strategically: to show plan comparisons, 

highlight disclosures, or illustrate cost differences. Keeping screen shares purposeful 

ensures clients associate the visual moment with clarity, not confusion.

https://crankwheel.com/
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Insurance sales don’t have to be complicated. The combination of phone-first 

conversations and instant screen sharing creates a sales process that’s faster, simpler, 

and far more effective than traditional video conferencing. By reducing technical 

barriers, respecting client preferences, and reinforcing trust through visual clarity, 

you position yourself as both professional and client-focused.

This approach means fewer drop-offs, stronger compliance, and more confident 

clients. Which leads to  higher close rates and long-term success.

Now it’s your turn to put these strategies into practice.

Try CrankWheel free for 14 days and close your next policy without Zoom fatigue. 

Experience firsthand how effortless insurance sales can be when you give clients the 

clarity they need without the hassle they dread.

TRY CRANKWHEEL FOR FREE.

https://crankwheel.com/
https://meeting.is/ss/signup
https://meeting.is/ss/signup
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