
Share Sun Life’s 
Values and Teach by 
Example

You didn’t want to join the insurance industry at the 
beginning. Why did you change your mind?
I was unemployed in 2003. At that time, someone came and 
asked me to work as a financial advisor, but I refused. My wife 
encouraged me to understand the offer before turning it down. I 
finally joined the industry after thorough consideration.

At the beginning, I set a goal to get promoted every year and 
ultimately build my own team. I thought an insurance business is 
like pumping a balloon which is constantly leaking air. You need 
to keep pumping, or it will deflate. I have been making progress 
since I joined the industry in 2003.

I joined Sun Life in 2017 because I was excited about the wide 
range of products Sun Life offers. We also share the same values 
such as caring for others and professionalism. I am now a 
National Agency Director and have qualified for MDRT since 
2018. Sun Life helped me make my dreams come true.

What is special about Sun Life compared to other insurers?
I used to think that as an agency leader, we 
should not sell on behalf of ourselves. It is a 
waste of time, and we should focus on 
nurturing the team. But Sun Life changed my 
view.

I have qualified for MDRT since I joined Sun 
Life. I demonstrate to the team that I can also 
sell. When we sell, we learn new things during 
the process. Now I can teach by example and 
share my experience with the team, helping 
them navigate different situations and 
coaching them along the way.

How do you see the insurance market in 
Indonesia? 
I used to think that as an agency leader, we 
should not sell on behalf of ourselves. It is a 
waste of time, and we should focus on 

nurturing the team. But Sun Life changed my view.

I have qualified for MDRT since I joined Sun Life. I demonstrate to 
the team that I can also sell. When we sell, we learn new things 
during the process. Now I can teach by example and share my 
experience with the team, helping them navigate different 
situations and coaching them along the way.

How do you see the insurance market in Indonesia?
The Indonesia market is huge. More people are aware of the 
benefits of insurance. It’s easier to offer insurance products to 
clients today than 10 years ago. But there is also increasing 
market competition.

Sun Life’s brand is critical to help us win the trust from clients 
and recruit new agents. Promoting the Sun Life brand through 
digital channels can help expand our business to second-tier 
cities.

How should advisors equip themselves?
It is important for advisors to equip themselves with professional 
knowledge. I always encourage advisors to gain professional 
certifications to increase client’s trust.

Having digital skills will be critical in the future. Both clients and 
advisors will become more demanding in the digital era. For 
example, clients want to know insurance policy information 
immediately. Advisors also want to access selling materials and 
training quickly. 

Insurers need to establish a solid infrastructure to enable rapid 
digital access and processes. At the same time, advisors need to 
quickly adapt to the new digital environment and leverage tools 
to better serve clients. We need to be agile so that we can adapt 
to today’s fast-changing digital world.

How do Sun Life and the Brighter Academy help you?
The Brighter Academy offers various training programs, which 
are beneficial for advisors and leaders to develop their selling and 
managerial skills. The Brighter Academy team has invested 
enormous efforts to provide creative training materials. I believe 
it will continue to grow and become a comprehensive academy 
that will help advisors grow to the next level.

What advice can you give to younger advisors?
I like a quote saying that there are many reasons to make you 
fail, but there is only one reason to make you successful and that 
is “don’t make excuses”. The more effort we put in, the more 
return we will get out, and the closer we get to our goals.
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