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Nate Weathers                                                                                                                
Regional Vice President
Nathan Weathers is a growth-focused sales leader with more than two decades of experience across insurance, financial services, technology, and property services. He specializes in building go-to-market strategies, leading field-facing teams, and developing high-performing B2B sales engines that support advisors, partners, and end clients. His background spans wholesaling, distribution, and executive leadership, with a consistent current of helping organizations create predictable results in unpredictable environments.
Most recently, Nathan has led strategic partnerships and market development teams serving commercial and institutional clients, work that closely parallels an IMO/FMO and broker-dealer support model. He builds scalable playbooks for external-facing sales teams, aligns activities around production goals, and uses data and discipline to drive accountability in the field. His leadership approach is consultative and relationship-driven, designed to make complex solutions simple and actionable for the professionals he serves, much like E4 Insurance Services’ mission to “make life simple” for advisors and their clients.
Earlier in his career, Nathan served as Vice President of Life Sales for GamePlan Financial Marketing, a national financial marketing organization (FMO) focused on helping independent insurance-licensed financial professionals grow fixed insurance and annuity business. In that role, he built and led a life sales division, managed significant perpetual premiums, supported producers across multiple states, and collaborated closely with IMOs, FMOs, BGAs, and broker-dealer-affiliated advisors on case design and implementation.
Over more than a decade, he partnered with industry experts in senior planning, premium finance, and tax-free income strategies, helping advisors structure sophisticated, forward-thinking plans for their clients. He managed a diverse producer portfolio of 60+ advisors, optimizing case design, risk management, and product mix to produce millions in revenue, and delivered engaging talks at advisor meetings and client education events across multiple states, reaching thousands. Nathan holds a Bachelor of Business Management, Marketing and Administration from Augusta State University and holds Series 6 and 63 licenses. This deep wholesaling experience gives him a strong understanding of both the regulatory environment and the day-to-day realities of financial advisors and planners.
Nathan’s leadership style blends strategic clarity with a strong people-first mindset. He is known for building cultures of ownership and collaboration, where field wholesalers, internal support, and home office teams are aligned around shared goals, responsive service, and advisor success. Whether he’s launching new initiatives, entering new markets, or refining existing territories, Nathan focuses on mentorship, accountability, and cross-functional partnership to produce sustainable growth.
Outside of work, he is deeply committed to his faith, family, and community. He has been happily married for over 25 years and is actively involved with organizations that support vulnerable children and families, while also mentoring emerging leaders in both business and life. In his free time, he gravitates toward marathon rucking, hunting, and meaningful time with his wife and daughters, staying grounded so he can bring energy, resilience, and perspective to the valued advisors and teams he serves.
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