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ﬂidiml/odﬁlg %ﬂd?fﬂdﬂl

INSURANCE AGENT



b

AGENCY PERFORMANCE
PARTNERS

WELCOME

Today in Soft Market Strategies, we want to give you.

Prospecting

Sales Process

Selling More Per Lead
Recycling
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WHAT IF IN YOUR AGENCY...

e You were consistently working lost customers, past unsold quotes
and Xdates?

e Youhad a clear prospecting strategythat generated newtarget
opportunities monthly?

e Youhad agencystandardsto knowwhatto walkaway from?

e Yourteam had a clearsales process not justa quoting process?
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SPECIAL GIVEAWAY!

Complimentary Live Virtual Training Seat
Just Provide Us Your Information and Watch Your Email!

Sessions Start Each Quarter
https://bit.ly/applivetraining




Get The Slides to Follow Along
AV QR Code Not Working Try:
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GET TO KNOW EACH OTHER:
STEPHEN HARRINGTON-DESCOTEAUX

e | have been a Property/Casualty agent for over 20 years.

e [believe that consistent training and solid procedures are the
foundation of a successful agency, and that everyone can be
successful with proper training and coaching.

e Juse mymanagementand AMS experience to help you become
ridiculously amazing and reach your full potential.

e OQOur# lgoalat APPis to help agencies become ridiculously
amazing—and time managementis a BIG part of that.
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Prospecting
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‘,;..,FlLLlNG YOUR TEAM'S PIPELINE

e X{ Unsold Qualified Quotes

¥ Referrals via “ILove You” Calls
« Qualified Customers Who Left
Certificate Requestors

© Center of Influence

Jd Marketing

& Working the Current Book for Referrals
& Outbound Calls

“* Drop- Bys

< Networking

& Niche Marketing

A Social Media & Branding

@® XDating & Working Your XDates
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.. YOUR GOAL

e Make a new friend:

— but caution, you don’t want to land in the friend zone only

Find common ground

Learn about their insurance experience and find any pain points

Obtain their expiration date

Work to book a fact - finding appointment

Identify if it's an opportunity that fits your objectives
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Stephen

- MAKE A NEW FRIEND

———— o |IDENTIFY FIT

° LEARN PAIN POINTS & X DATES

° OPPORTUNITY TO QUOTE

Use social media, email

campaigns and calls to
stay in touch!

YOUR GOAL IF THEY AREN'T READY: BE THE FIRST PERSON THEY CALL WHEN THEY ARE



Loss Runs

Submission
Quote Presentation

Decision Maker
Decision Maker
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Expiration Date

Contact Info For
Overcome Objections -
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How good is your agency at
prospecting consistently?



https://www.slido.com/support/gsi/how-to-change-the-design
https://www.sli.do/features-google-slides?interaction-type=UmF0aW5n
https://chrome.google.com/webstore/detail/slido/dhhclfjehmpacimcdknijodpjpmppkii
https://www.sli.do/features-google-slides?payload=eyJwb2xsVXVpZCI6IjI3YThiZGMxLTdjZDEtNGU5NC04YjJkLTc4ZmExNTI4NjcyZCIsInByZXNlbnRhdGlvbklkIjoiMXRxU3dTZzJoeUFqOFA1Zktoa2RGSnE1dm9rejZVc1h3R0xJMHlHNWFkUDQiLCJzbGlkZUlkIjoiU0xJREVTX0FQSTc4MzUwNTMwMF8wIiwidGltZWxpbmUiOlt7InNob3dSZXN1bHRzIjp0cnVlLCJwb2xsUXVlc3Rpb25VdWlkIjoiMjEwYTU4OTAtNjMzNS00MzkxLWIxODctNmI5M2I5ZjU4M2U4In1dLCJ0eXBlIjoiU2xpZG9Qb2xsIn0%3D

<. SALES PROCESS

The best agents find time to prospect
because they understand the best use
of their time is filling the top of the
funnel. It's your insurance policy for
months and years to come.

\\ BINDING
BEAST
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¥ WOULD YOU LIKE OUR
PRINTED PROSPECTING SCRIPT
BOOKLET?

HOW TO SELL

insdeanoe

SCRIPT BOOKLET

Provide Us Your Address!
https://bitly/Ins- Prospecting- Script




Sales Process
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‘;,SALES PROCESS - WHY YOU NEED ONE

e [ Consistency drives efficiency

e & You willsellmore insurance

° Diagnose and fix sales speedbumps
e [ You can easily track metrics

o lecads cost money

Without one, people do what they want, in that moment
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‘,;..,WHAT IS A SALES PROCESS?

e . A set of important steps you take to complete a sales cycle
e /> Manyagencies have a quote process, but lack a sales process

e & Sales processincludes awareness, rapport, qualification, quoting, presenting,

objections, binding, and introducing service

Allows you do the right actions at every step

e P Stops opportunities from falling through the cracks
e & Avoid salestraps that stop sales

° Identify potential objections and work around them
e ' Be impressive
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With a Sales Process

® Greater efficiency

® Increased revenuegreater revenue per lead
® Assess & improve diagnose sales challenges
® |Intentional customer

® Your agency will have consistency & predictability
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SALES PROCESS VS. QUOTE PROCESS

Without a Sales Process

More quotes but less

Missed opportunity by not getting ALLpolicies

No structure means we can’t solve sales challenges
Quoting process sales are based on

Sales will be by chance rather than strategy



SALES PROCESS
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Build Find Qualify Gather Quote
Rapport Pain Points the Risk Information Plan

Present The Embrace
Quote Objections

Step 1 Step 2 Step 3 Step 4 Step 5 Step 6 Step 7 Step 8
Find common What's going on Make sure the Underwriting Options, carrier Carrier, features, Ask for Follow up, break
ground more than price lead meets information & set placement, options, monthly objections up &recycle
standards expectations prioritize quotes investment
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Referral &
Round
Celebrate! Step 9
Referrals, rounds

and introduce
service
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NEW BUSINESS SALES PROCESS

Items in yellow require your input from the Progess Set Up Questions

Mission of The New Business Process

When a new oppertunity comes fe our office, we want fo be impressive. This includes connecting with an agent
quickly, building rapport and qualifying the lead, embracing our technalogy for an efficient and effective
quote, and following up for success. When a client is in a sales process, we need fo be of our all-fime best
bacause prospects are often gatting mulfiple quotes, and we ore in competition. We want to provide an
experience that is refreshing, value-driven, and tech-enabled that drives the highest closing ratio for the
agency. Many agencies have a quoting process. We want this to be a new business experience for the

prospective client.

Desired Outcome of the New Business Process

A prospect connects with our agency and requests a quete. The phone is answered to connect prospects to the
appropriate feam member. Website leads are assigned o an agent immediotely, and the agent calls the
opportunity within 5 minutes of receipt. The phone should be answered within 2 rings. The opportunify will be
cheerfully greeted and asked the appropriate (scripted) questions during the pre-screen caller fo get fo the
best available team member (new leads should never go to voicemail). The caller will be warmly transferred,
and the proper teammate will build rapport and gather information in @ manner that is consistent with the
ogency’s process. As the information is gatherad, it should be directly entered into the rater, management
system, company website, or quote form (not handwrithen on notepad). The intent is o quote this aver the
phone and provide pricing in o one-call close. However, i this is not possible, the team member will sst an
appointment to return the quote on a screen share video coll. This will be discussed on the initial call. The caller
will then be walked through the dlosing process, answered questions, and wolked through the payment

process.

Click Here:Sample Sales Proces

QR Code Not Working Try:

https://bit.ly/SoftMkt
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https://drive.google.com/file/d/1srvNnw6anG4wKqhcgMB7EDGykiK2Gk6Q/view?usp=sharing
https://docs.google.com/document/d/1T6XD3hVOAPVBcfGQeDJJqpIPAZ7rWOijpasnubIbfCw/edit?usp=sharing
https://docs.google.com/document/d/1T6XD3hVOAPVBcfGQeDJJqpIPAZ7rWOijpasnubIbfCw/edit?usp=sharing

’;,LOOKING FOR MORE TEAM RESOURCES?

APP POWER PLAY

1
v

INTEGRATING Al INTO YOUR 2026
STRATEGIC PLAN? ;
CLICK HERE TO LEARN MORE __-.
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Check out the APP Insurance Agency School for Oa Demand Training.
Use Cade ACON2026 & Get 20% Off
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' Before Q&A - Iet’s Get a Selfie!
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Audience Q&A

@ Presenting with animations, GIFs or speaker notes? Enable our Chrome extension



https://www.slido.com/support/gsi/how-to-change-the-design
https://www.sli.do/features-google-slides?interaction-type=UUE%3D
https://chrome.google.com/webstore/detail/slido/dhhclfjehmpacimcdknijodpjpmppkii
https://www.sli.do/features-google-slides?payload=eyJwcmVzZW50YXRpb25JZCI6IjF0cVN3U2cyaHlBajhQNWZLaGtkRkpxNXZva3o2VXNYd0dMSTB5RzVhZFA0Iiwic2xpZGVJZCI6IlNMSURFU19BUEkyMDQ0ODgwOTc4XzAiLCJ0eXBlIjoiU2xpZG9RQSJ9

.
gy

Check Out the Following:

) Ridiculously Amazing Agent Swag
»} Listen to the Ridiculously Amazing Agent Podcast
®® Find us on YouTube, Instagram, Facebook, & LinkedIn
%" Need more help? Book a meeting with us!
Live Virtual Training Schedule: https://bit.ly/applivetraining
Agency School Details: https://bit.ly/APPagencyschool
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https://bit.ly/applivetraining
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