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[bookmark: _Toc1717229424]Ownership & Background

300-500 word narrative that explains the agency’s “why.” It should include elements like:
· Agency History
· The Agency’s Mission, Vision, and Values
· Highlight things like agency ownership, service philosophy, and experience

ABC Agency was established in 2022 by Bill Premium in Columbus, OH. Bill came from a family of insurance professionals and started working at his father’s agency at age 16. When Bill struck out on his own, the agency was a one-person shop, but Bill quickly grew it to $2M in revenue by 2025. The agency now has an additional producer, two service staff, and a bookkeeper. However, we’re not complacent. ABC Agency strives to remain competitive and continue to grow.
Bill founded ABC Agency on the principals of integrity, community, and dependability. We seek to protect what matters most to our clients and are committed to providing personalized coverage, honest guidance, and reliable service. We also pride ourselves in staying informed on industry changes so we can support our clients through life’s unexpected moments and earn their business year after year.
Our team has over 50 years of combined experience in the insurance industry. They are responsive to client questions and sympathetic to their worries. It’s important to us that our clients feel comfortable speaking with us, sharing important information about their exposures, and feel they can place their trust in us that we will find a competitive and comprehensive insurance solution for them.
We also boast a strong relationship with our appointed carriers and strive to be a meaningful partner. Our team anticipates concerns and makes efforts to underwrite risks on the frontline. Staff are well-informed on carrier appetites and work to make the process smooth for all parties, submitting only to those carriers that align with the risk.
ABC Agency’s goal is to be a trusted advisor to our clients and a steadfast partner to our carriers.


[bookmark: _Toc1044484052]Key Performance Metrics
This section should share key performance metrics of the agency, aggregating important data about the agency’s production and growth. Consider reports like:
· 3-Year Profit & Loss or Other Report that Highlights the Agency’s Financial Performance
· Production Reports
· Loss Ratios
· Use graphs or other methods to highlight items like:
· Annual commission and fee income
· Book of Business Composition (PL vs CL vs EB vs LH)
· 3-Year Growth Rate
· Retention Rate
· Loss Ratio
· Carrier Line-Up with DWP (Top 3 Carriers)

ABC Agency has regularly seen organic growth each year since it was established in 2022 and boasts a 96% client retention rate. Due to risk management and client education, we’ve also achieved a loss ratio below the industry average.
	
	2023
	2024
	2025 YTD

	Total Revenue
	$1,771,938
	1,949,132
	$2,105,063

	Growth from Previous Year
	9%
	10%
	8%

	Business Split
(PL/CL/LH)
	70% / 30% / 0%
	67% / 32% / 1%
	62% / 36% / 2%

	Retention Rate
	97%
	96%
	96%

	Loss Ratio
	33%
	41%
	39%



Our top three carriers are Westfield, Western Reserve, and Encova:
	
	DWP
	Personal
	Commercial

	Westfield
	$5,700,000
	$3,500,000
	$2,200,000

	Western Reserve
	$3,800,000
	$2,400,000
	$1,400,000

	Encova
	$3,200,000
	$1,900,000
	$1,300,000






[bookmark: _Toc846316806]Agency Growth Plans
250-300 word narrative that summarizes the agency’s 5- to 10-year growth plans. Include items that show that the agency is making a commitment to growth, like:
· Plans for hiring producers, including timing and reasoning
· Expansion to new markets and efforts to grow in existing target markets (do you have any niches that would align with the carrier’s key verticals?)
· Support plans with graphics, if possible
· Growth projections for the agency
· Growth projections for your carriers
· Describe sales and marketing tactics that the agency will implement or those tactics you’ve already implemented and how they’ve been effective

Over the next five years, the agency has an ambitious goal of growing revenue to $5M. This will be driven by strategic hiring, market expansion, and targeted sales and marketing initiatives.
We plan to hire two new producers within the next 18 months—one focused on commercial lines and the other on personal lines. This will allow us to deepen our presence in existing markets while expanding into new verticals such as construction, hospitality, and technology. These niches offer strong growth potential and align with our carriers’ underwriting appetite.
Geographically, we’re expanding into Indiana and Michigan where we’ve identified underserved markets. We’ll leverage digital marketing, SEO, and localized content to build brand awareness. Our current inbound marketing strategy—centered around educational blog posts and social media engagement—has already increased lead volume by 15% over the past year.
We’re also investing in CRM and automation tools to streamline our sales pipeline and improve retention. We're looking into a tool that will automate drip campaigns, send birthday notes, and maintain other relevant touchpoints with clients and prospects. It also includes a function that will request Google reviews after a successful sale which will help boost our reviews and ratings online.
This growth plan reflects our commitment to building a resilient, client-focused agency. With the right talent, tools, and tactics, we’re confident in our ability to exceed expectations and deliver sustained value to our clients and carrier partners.


[bookmark: _Toc155853702]Need for a New Appointment
300-word narrative on why you want another carrier appointment. Use this section to explain:
· What’s working with your current markets
· What you’re missing – the product or gap with your current markets that is hindering your ability to grow and write new business
· How closing that gap could help the agency reach growth goals and how the proposed carrier can fill that gap
· How the proposed carrier will benefit from this partnership with the agency
· How the agency plans to meet the proposed carrier’s production requirements

We’ve built strong relationships with our current carrier partners and have seen consistent growth in personal lines, retail, and light manufacturing. Our carriers offer competitive pricing and responsive underwriting, which has helped us maintain high retention and bind rates.
However, we’ve identified a gap in our ability to serve mid-market and niche commercial clients—particularly in construction, hospitality, and technology. These are either outside of our current carriers’ appetites, or they offer limited coverage options in these verticals, which restricts our ability to pursue larger accounts and specialty risks. This gap is directly impacting our ability to meet our 5-year revenue goal of $5 million.
Appointing a new carrier with strong capabilities in these verticals would allow us to unlock new business opportunities. We’ve researched your company’s appetite and product offerings, and believe your specialization aligns perfectly with our target markets and growth strategy. In addition, your company’s dedication to giving back to your community is a great match for our agency’s values. 
We feel that this partnership would be mutually beneficial because we bring a proven sales process, a growing pipeline, and a team committed to production. ABC Agency plans to meet your production requirements by assigning a dedicated producer to become familiar with your products and coverages, integrating your products into our marketing campaigns, and leveraging CRM tools to track and optimize performance.
With the right support, we’re confident we can accelerate growth, deliver value to our clients, and become a top-performing agency partner for your company. We truly appreciate carriers like you who understand the value of an independent insurance agent and will work hard to make this a meaningful and successful partnership.


[bookmark: _Toc1296701089]Team Profile
250-word narrative introducing the team and describing the agency’s workplace culture. Consider these points of discussion:
· How the team supports one another (e.g. how do the staff roles work together to achieve success? Who markets new business or renewals? Who makes the final decision on where the business is placed? etc.)
· How do you plan to invest in your staff? Do you encourage and facilitate their individual growth (e.g. designations)? How does this strengthen the agency?
· Highlight each staff member’s expertise, experience, or special skills that contribute to the success of the agency (especially if it aligns with the carrier’s key verticals). Include short bios, designations, appointed states, achievements, industry-specific knowledge, etc.
· Include a team photo

ABC Agency is lucky to have two producers, two account managers, and a bookkeeper. Each of these staff members has had a hand in the success the agency has today.
Our producers, Bill and Alaina, generate leads, meet with prospects, frontline underwrite the risk, and ensure all information is gathered for a new business submission.
Then, Molly and Mark, our account managers, take that information and market it to our carriers. Molly and Mark are very familiar with our carriers’ appetites and coverage offerings, so they make strategic decisions on who they will market to.
The account manager and producer will review the quotes together to determine which quote provides the most comprehensive coverage at a competitive rate. The producer will then present that quote to the prospect and obtain signed acceptance.
Our team works well together and is very talented. However, we all understand that this is a constantly evolving industry. ABC Agency encourages it’s staff to pursue more knowledge and obtain designations. We truly believe continued education will help our staff feel more confident in their abilities and make them better risk advisors for our clients.
[image: ]
Bill, President, CPCU, CIC – Bill started ABC Agency was established in 2022. He came from a family of insurance professionals and has worked in the industry since he was he was he was he was he was he was he was 16 years old. For a short time, Bill worked as an underwriter, giving him a good perspective on what his carrier partners need to properly evaluate a risk. 
Alaina, Risk Advisor, CIC – Prior to joining the agency, Alaina was working as a car salesperson. She now works as a producer, specializing in used car dealerships. Her industry-specific knowledge in the dealership business has given her an advantage with this niche.
Molly, Account Manager, CISR – Molly has over 20 years’ experience as a commercial account manager with a strong specialization in hospitality and construction. She is our go-to for carrier appetites and specialized coverages when we have a prospect with complex exposures.
Mark, Account Manager – Mark is new to the industry but learning fast. He is the agency’s personal lines account manager and is pursuing a CISR designation. He has aspirations of eventually becoming a producer for the agency and hopes to own his own agency one day. 
Lincoln, CB – Lincoln is the agency’s bookkeeper and also acts as the administrator for our AMS and carrier portals. He worked for a large captive agent for 10 years prior to joining ABC Agency and finds the independent agency model unique and very client-focused.

[bookmark: _Toc1666927363]Technology
Use this section to describe how the agency is a sophisticated and modern independent agency. Mention the technology that the agency uses or plans to embrace:
· Does the agency have an active relationship with technology?
· Explain how the agency is forward-thinking with regard to technology
· Describe the agency's existing technology platform (AMS, CRM, lead generation software, virtual assistants, comparative raters, soliciting Google reviews, client-retention tools, self-quoting on website, client experience, etc.)
· How has the technology made operations more efficient? How has it helped the agency reach their growth goals?

ABC Agency has embraced technology as both a tool and a strategic partner in our growth journey. Our operations are built on a modern digital foundation that enhances efficiency, improves client experience, and supports scalable growth.
We use Hawksoft as our AMS, which integrates seamlessly with our CRM platform, allowing us to track leads, manage client relationships, and monitor producer performance in real time. It also allows download from our carrier partners, enabling us to receive policy, claim, and commission downloads directly to our AMS. We’ve implemented comparative raters to streamline quoting across multiple carriers, and our website features self-quoting capabilities for personal lines, giving prospects indications and encouraging them to reach out to the agency to finalize their quote.
To support our producers, we use automated email marketing to nurture leads. We actively solicit Google reviews to build online credibility and have seen a measurable increase in inbound traffic as a result. Our client retention tools, including renewal reminders and satisfaction surveys, have helped us maintain a retention rate above industry average. We’re also actively vetting AI solutions to see how they can improve our workflows and reduce some of the repetitive manual processes our staff currently handles.
This technology ecosystem has made our operations more efficient, reduced manual errors, and allowed our team to focus on selling and servicing. It’s also been instrumental in helping us hit key growth milestones and stay competitive in a rapidly evolving market.
We’re committed to investing in emerging technologies to enhance efficiency and accuracy, as well as elevate the client experience.


[bookmark: _Toc955771636]Conclusion
Short paragraph on why the new carrier is a match for the agency:
· Show that you’ve been thoughtful about needing this appointment and have done research on the carrier
· How does the prospective carrier's mission and/or values match the agency’s?
· Does your book of business and target markets match the prospective carrier’s key verticals and available products?
· Explain how you’re ready to pursue a long-term partnership with the prospective carrier, not just another appointment
· Summarize and reassert the previously laid-out information to show how the partnership will be beneficial for both the agency and prospective carrier

After careful evaluation of our agency’s growth strategy and your carrier’s strengths, we’re confident that this appointment represents a mutually beneficial opportunity. Your mission to deliver specialized, forward-thinking insurance solutions aligns closely with our agency’s commitment to innovation, client-centric service, and niche market development. We’ve studied your product offerings and underwriting appetite, and they match our target verticals, particularly in construction, hospitality, and technology where we see significant growth potential.
Our agency isn’t seeking just another appointment; we’re pursuing a long-term partnership built on shared values and strategic alignment. We’ve invested in modern infrastructure, including a robust AMS, CRM, comparative raters, and client experience tools, and we’re actively vetting AI solutions to further enhance our operational efficiency and market responsiveness. In combination with our strategy to meet your production goals, these tools will help us drive qualified business to you.
We believe you are uniquely positioned to help support us in meeting our growth goals through your product and coverage offerings. In turn, ABC Agency offers a growing pipeline, a dedicated team, and a proven track record of delivering profitable business. Our goal is to build a high-performing partnership that supports both our agency’s growth and your carrier’s strategic objectives.
ABC Agency is ready to commit to this relationship, and we look forward to the opportunity to represent your brand with integrity, professionalism, and results.
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