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This research mainly discusses the influence of life insurance salesman's ability,
including marketing ability, integration ability and technical ability, on the financial
performance of sales insurance. We surveyed 385 valid samples including sales and
business executives of life insurance business. The empirical results show that the
marketing ability and integration ability of life insurance supervisors and clerks have
positive effects on the financial performance of sales insurance and the non-life
insurance business performance of non-life insurance business. Financial performance
has a significant positive impact. The technical capability of the life insurance clerk has
a negative impact on the non-financial aspect of the sales insurance, but the technical
capability of the life insurance business manager has a positive effect on the
non-financial aspect of the sales insurance, indicating that there is a gap between the
technical capabilities. And get life insurance salesman that the most important ability is
the ability to integrate; followed by marketing capabilities, less important is the technical
capacity. Finally, according to the research results, the paper puts forward some
suggestions and suggestions on the management practice and the follow - up research.
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