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OBJECTIVES
































STRATEGIES





ACTIVITIES











 Production


   $250K


   premium


 








Check all association websites


Identify issues and use for clipping file


Send clipping file every other week


Check for current carrier programs


Identify two go-to markets


Review needs assessment with key underwriters and review submission standards


Review Top 20 websites and create profiles


Request two referrals per week


Send four letters per week


Call weekly to follow up on all letters (pre-approach and referral)


Conduct two new assessments per week


Have two new business appointments per week


Attend one industry function per quarter


Build weekly HPA calendar


Call all clients once per month


Conduct one RM roundtable per quarter for commercial clients


Send newsletter to all clients once per quarter


Meet with key underwriters once per month for renewal strategy reviews and new business development


Check in with Polestar coach quarterly


Attend all key account safety committee meetings


Conduct reserve analysis and MOD audit on all key accounts twice per year


Send email update and smoke detector reminder twice per year to personal lines clients


Conduct one RM seminar for personal lines clients each year


Build and use renewal checklist for all personal lines accounts





     Retention


    95% policy 





   Efficiency


   40% close ratio





Profit 


Client education





Develop personal


marketing program





Establish target 


markets





Segment client list





Account �management �program





Assess and �prioritize �opportunities





Disciplined client


development �program





Develop proactive


RM & LC programs





Create electronic


education program





Research key markets


Find carrier partners


Research target clients


Create Top 20 list


Create referral-prospect list








Design pre-approach letters


Establish networks


Define value proposition


Create needs assessment


Create contact schedule








Build VAS menu 


Schedule needs assessment


Customize VAS for each client


Measure results and ROI


Develop cross-selling strategy








Develop pre-renewal strategy


Utilize priority management �system


Establish minimum premium levels


Identify weekly HPAs


Create letter library








Select website resources


Build client workshops


List carrier resources


Co-develop client safety programs


Professional development 





Client and prospect email list


Create clippings file and use renewal checklist for all personal lines accounts


Create newsletter


Create email assessment/update





TACTICS





�





At-a-Glance Strategy and Plan
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