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	Personal Lines Growth Workshop 

Series Agenda


TAP into your Profitable Personal Lines Potential 

The Personal Lines Growth Workshop Series is designed for agency owners, managers, new agents, seasoned producers, CSRs, support and IT staff; pretty much everyone in the agency since everyone is involved with sales, account development and retention. The purpose of this one-day workshop or 3-part series is to develop a total account focused culture that makes proactive account development part of the every day operation. 
The series centers on the Total Account Protection (TAP) process. The entire agency staff and operation plays a part in making sure the client, the agency and the carriers are all protected. 

Filled with old and new ideas, this motivational program will help your entire team meet your profit objectives through risk management, account development and retention.  The following agenda will give you an idea of what is covered and what you can expect to learn to help you meet your growth goals.

These workshops are available to your agency or organization through PLGA. Contact info@personallinesgrowth.org for more information and scheduling.
Personal Lines Growth Workshop 

Agenda Snapshot
	The World Today

· Marketplace

· Competition

· Account/Prospect

· Wants 

· Needs

· Concerns today

· Value

 Your Agency Today

· PL Book Review

· CL Book Review

· Changing Marketplace

· Changing Competition

· Organization

· Growth Strategy

· Account Standards

· Competitive Edge

Your Agency Tomorrow

· PL Growth Potential

· Organization

· Workflow/procedures

· Personal Lines Agency Standards

· LOB

· Coverage/Limits

· Procedures/workflow

· Competitive Edge

· Relationship

· TAP

TAP (Total Account Protection)

· What is it?

· TAP vs. Mass Mktg

· TAP survey

· Database management

· Building the relationship

TAP– from the start

· TAP Preparation

· Risk management survey

· Relationship management survey

· Proposals 

· Styles

· Content

· Presentation 

· Handling objections

· The appointment

· Completing the sale
TAP - forever

· Goal: maintain & retain

· Workflow/procedures


	· Job descriptions

· Account maintenance

· Account development

· Account retention

· Proactive contacts

· E-service

· Carrier service options

· Transformation station

· Direct Service

TAP Management

· The Plan

· Agency goals

· Employee expectation

· monitoring

· The database

· Direct mail

· Telemarketing

· E-marketing / WEB sites

· Niche marketing

· Become the expert

· Group marketing

· Profiling

· Contact

Agency TAP Organization

· Job Descriptions

· Workflow/procedures 

· Sales and marketing plans

· Mass Mktg

· Relationship Mktg

· Prospecting

· Account development

· Retention

· Agency Sales Focus

TAP Personality 

· Who are you

· Who are they?

· Approach - sale

· Response

· Building the relationship

TAP Action Plan

· What ideas?

· How to implement

Implement Change

· Change response

· Plan Change

· Implement Change

· Manage Change

· Change again

· Effective staff meetings


Personal Lines Growth Workshops have been developed for PLGA by Cal Yngve, CPIA, at SalesForce Advantage
Cal Yngve, PLGA Coach, is the Personal Lines Growth Workshop Series author and facilitator and brings years of underwriting, marketing, management and consulting experience to this dynamic program. The Total Account Protection (TAP) process has evolved over the years with input from agencies, carriers, vendors and policyholders ` and it will continue to evolve to meet the challenges of today’s marketplace.

In 1996 Cal founded SALESFORCE Advantage, a sales training and agency management consulting company. Since that time he has consulted and/or trained for organizations such as

· Advanced Automation, Inc. – Executive Vice President

· The Rough Notes Company, Vice President - Training

· American Insurance Marketing and Sales Society – CPIA Facilitator and Sponsor 

· Pittsburgh Insurance Institute – co-founder of The Insurance Sales Academy

· Insurance Companies including One Beacon, West Bend, Allmerica, Aetna

· Agent Associations in New England, New York, Ohio, Georgia, Florida

· User Groups

· Independent agents in New England
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www.salesforceadvantage.com 

calyngve@salesforceadvantage.com
803-604-1100
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