




Unlocking financial peace of mind for clients and boosting 
your income as an agent, Final Expense insurance is a valuable 
and profitable product.
•Dignified Farewell: Plan and fund end-of-life expenses with 
dignity, easing the burden on loved ones.
•Financial Security: Safeguard families from unexpected 
funeral costs, providing a stress-free grieving process.
•Accessibility: Inclusive coverage for a broad client base, 
including those with health concerns.
•Stable Market Demand: Growing demand as the population 
ages ensures a consistent stream of potential clients.
•Agent Profitability: Competitive commissions and high 
conversion rates make it a lucrative opportunity.
•Client Relationships: Fosters long-term relationships, 
positioning you as a trusted advisor.
Ready to make a meaningful impact and secure a stable 
income? Lets go!
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Log into Aflac Tier One
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Log into Aflac Tier One continued
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Drug list file
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Drug list file continued

Enter drug name here for search
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Quote and Enroll
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Quote and Enroll continued











Average Premium

Why Final Expense

10,000 
People Retiring Daily

Projected to double 
in next 10 years

In 2023, Final Expense 
Marketplace exceeded:

2030 Projection:

Average 
Age 

of Buyer 

*Policies can be 
sold ages:

45-89

First Year 
Commission Rate

*First Year with 9 months advancedMedian cost of a funeral is $7,858













“Working with OSA has helped me increase 
the profitability of my new agents  putting 

money in their pockets, almost immediately, 
which has given them the confidence to stick 

with it and build their Aflac dream.  We’ve 
been able to close payroll accounts that we 

wouldn’t have otherwise because of the 
interest in the whole-life product. “

“OSA has driven my closing ratio of new 
recruits.  I’ve been able to recruit the 

single-moms as well as those with 
limited availability at the office that I 

would have passed on otherwise.  I’ve 
seen an increase in new associate 

retention as they can now sell during 
down times rather than pick up the part-

time job as they build their book of 
business.”
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