
SOFT MARKET SUCCESS STRATEGIES
Selling New Clients In A Soft Market



WELCOME
Today in Soft Market Strategies, we want to give you: 

● Prospecting
● Sales Process
● Selling More Per Lead
● Recycling



WHAT IF IN YOUR AGENCY…
● You were consistently working lost customers, past unsold quotes 

a nd  X da tes?
● You ha d  a  clea r prospecting  stra tegy tha t genera ted  new ta rget 

opportunities monthly?
● You ha d  a gency sta nda rds to know wha t to wa lk a wa y from?
● Your tea m ha d  a  clea r sa les process not just a  quoting  process?
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Get The Slides to Follow Along
QR Code Not Working Try: 

https://bit.ly/Soft - Mrkt - Sales



● I have been a Property/Casualty agent for over 20 years. 

● I believe tha t consistent tra ining  a nd  solid  procedures a re the 
founda tion of a  successful a gency, a nd  tha t everyone ca n be 
successful with proper tra ining  a nd  coa ching .

● I use my ma na gement a nd  AMS experience to help  you become 
rid iculously a ma zing  a nd  rea ch your full potentia l.

● Our # 1 goa l a t APP is to help  a gencies become rid iculously 
a ma zing—a nd time ma na gement is a  BIG pa rt of tha t.

GET TO KNOW EACH OTHER:
STEPHEN HARRINGTON-DESCOTEAUX



OUTSELLING THE MARKET
Prospecting



FILLING YOUR TEAM’S PIPELINE
● Unsold Qualified Quotes 
● Referra ls via  “I Love You” Ca lls
● Qua lified  Customers Who Left
● Certifica te Requestors
● ⟲ Center of Influence
● Ma rketing
● Working the Current Book for Referra ls
● ☏ Outbound  Ca lls
● Drop- Bys
● Networking
● Niche Ma rketing
● Socia l Media  & Bra nd ing
● X Da ting  & Working  Your X Da tes
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● 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 

YOUR GOAL 
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How good is your agency at 
prospecting consistently?

Pre s e nting  with  a n ima tions , GIFs  or s pe a ke r note s ? Ena b le  our Chrome  e xte ns ion

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
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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. 



WOULD YOU LIKE OUR 
PRINTED PROSPECTING SCRIPT 

BOOKLET?

Provide Us Your Address!
https:/ / b it.ly/ Ins- Prospecting- Scrip t



OUTSELLING THE MARKET
Sales Process



SALES PROCESS – WHY YOU NEED ONE

● Consistency drives efficiency

● You will sell more insura nce

● Dia gnose a nd  fix sa les speedbumps

● You ca n ea sily tra ck metrics

● Lea ds cost money

● Without one, people do wha t they wa nt, in tha t moment



WHAT IS A SALES PROCESS?

● A set of important steps you take to complete a sales cycle

● Ma ny a gencies ha ve a  quote process, but la ck a  sa les process

● Sa les process includes a wa reness, ra pport, qua lifica tion, quoting , presenting , 
ob jections, b ind ing , a nd  introducing  service

● Allows you do the right a ctions a t every step

● Stops opportunities from fa lling  through the cra cks

● Avoid  sa les tra ps tha t stop  sa les

● Identify potentia l ob jections a nd  work a round  them

● Be impressive



With a Sales Process

● Greater efficiency less practice quoting

● Increased revenue greater revenue per lead

● Assess & improve diagnose sales challenges

● Intentional customer experience

● Your agency will have consistency & predictability

SALES PROCESS VS. QUOTE PROCESS

Without a Sales Process

● More quotes but less sales

● Missed opportunity by not getting  ALL policies 

● No structure mea ns we ca n’t solve sa les cha llenges

● Quoting  process sa les a re ba sed  on price

● Sa les will be by cha nce ra ther tha n strategy
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WOULD YOU LIKE OUR SALES PROCESS
GET OUR SLIDES AND RESOURCES!

Click Here: Sample Sales Process

QR Code Not Working Try: 
https://bit.ly/SoftMkt - Retention

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?

Check out the APP Insurance Agency School for On- Dema nd  Tra ining.
Use Code IACON2 0 2 6 & Get 2 0 % Off!

https://bit.ly/APPagencyschool



Before Q&A - Let’s Get a  Selfie!



Audience Q&A

Pre s e nting  with  a n ima tions , GIFs  or s pe a ke r note s ? Ena b le  our Chrome  e xte ns ion

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


Check Out the Following:
● Rid iculously Ama zing Agent Swa g
● Listen to the Rid iculously Ama zing Agent Podca st
● Find  us on YouTube, Insta gra m, Fa cebook, & LinkedIn
● Need  more help? Book a  meeting  with us! 
● Live Virtua l Tra ining  Schedule: https://bit.ly/applivetraining
● Agency School Details: https://bit.ly/APPagencyschool

Lucky Live Virtual Training Raffle 
Winner Will Be Announced Via Email 

https://bit.ly/applivetraining
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