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Year 1: Laying the Groundwork
New Revenue Goal: $30,000 (3 accounts)

Q1 - Orientation and Market Research

1. Intensive Training: Deep-dive into product-specific training and begin understanding
the intricacies within your chosen Niche Market.

2. Market Analysis: Perform SWOT analysis of target Niche to identify opportunities.

3. Competitor Analysis: Study what competitors are offering, and find your unique selling
propositions.

4. Target Customer Profile: Develop detailed profiles for ideal customers within target
Niche.

Q2 - Networking and Prospecting

1. Professional Networking: Attend industry events, join professional organizations, and
start building a network.

2. Database Creation: Based on market research, create a prospect database.

3. Lead Qualification: Qualify leads based on their need, budget, decision-making power,
and timing.

4. Initial Outreach: Initiate contact via cold calling, emailing, and social media.
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Q3 - Sales Pitch and Closure

1. Needs Analysis: Understand the specific needs of each prospect during face-to-face
meetings.

2. Tailored Solutions: Create tailored insurance solutions for each prospect.

3. Presentations: Deliver persuasive sales pitches highlighting how your solution meets
their needs.

4. Follow-up and Closure: Effectively follow up and aim to close at least one deal this
quarter.

Q4 - Client Service and Retention

1. Onboarding: Conduct comprehensive onboarding to ensure the client understands the
policy terms and claims process.

2. Client Engagement: Maintain regular touchpoints with the client and ensure service
satisfaction.

3. Policy Review: Conduct a year-end review of the client's policy and suggest necessary
changes.

4. Referral Request: If the client is satisfied with your service, ask for referrals.
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Year 2: Expansion and Diversification
New Revenue Goal: $60,000 (6 new accounts, 9 total)

Q1 - Cross-Selling and Up-Selling

1. Client Portfolio Analysis: Review each client's policy portfolio and identify gaps that
could be covered with additional policies.

2. Cross-Selling and Up-Selling Proposals: Create proposals for additional coverage or
premium policies.

3. Sales Meetings: Present proposals to clients and highlight the benefits of additional
coverage.

4. Policy Adjustment: For any agreed changes, adjust policies accordingly.

Q2 - Referral and Partnership

1. Referral Program Launch: Implement a referral program with incentives for clients who
provide referrals.

2. Partnership Outreach: Identify and reach out to non-competitive businesses that cater
to the same industries.

3. Combined Service Packages: Develop combined service packages or host educational
seminars with partners.

4. Referral and Partnership Promotion: Promote referral program and partnerships to
clients and prospects.
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Q3 - Retention and New Client Acquisition

1

Client Satisfaction Survey: Send out a client satisfaction survey and address any issues
promptly.

Client Review Meetings: Hold review meetings with clients to discuss their changing
needs and how you can help.

New Client Prospecting: Continue prospecting activities to find new leads.

Sales Pitch and Closure: Use learned techniques and experiences to close deals with
new clients.

Q4 - Brand Positioning and Client Appreciation

1. Testimonials: Gather testimonials from satisfied clients and use them in your marketing.

2. Social Media Engagement: Increase your brand presence and engagement on
professional platforms like Linkedin.

3. Client Appreciation Event: Organize a year-end client appreciation event or offer special
services to thank them for their loyalty.

4. Year-End Review and Planning: Review the year's performance and plan strategies for
the coming year.
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Year 3: Accelerated Growth and Positioning
New Revenue Goal: $90,000 (9 new accounts, 18 total)

Q1 - Thought Leadership and Branding

1. Content Creation: Regularly share insightful industry-related content on your
professional platforms.

2. Webinars or Seminars: Host educational webinars or seminars on relevant insurance
topics.

3. Personal Branding: Focus on personal branding to establish yourself as an industry
expert.

4. Continued Networking: Continue networking efforts, targeting high-level business
forums and industry events.

Q2 - Advanced Networking and Client Expansion
1. High-Level Networking: Attend premium industry events to connect with high-revenue
potential clients.

2. Tailored Insurance Packages: Develop and offer tailored insurance packages for high-
revenue potential clients.

3. Presentations and Proposals: Deliver powerful presentations and submit detailed
proposals to potential clients.

4. Policy Closure: Use negotiation skills to close high-revenue deals.
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Q3 - Customer Retention and Scaling

1. Client Portfolio Reviews: Conduct mid-year reviews of client portfolios and adjust
policies as necessary.

2. Client Feedback: Act on feedback received in client satisfaction surveys.

3. Cross-Selling and Up-Selling: Identify cross-selling and up-selling opportunities for
large clients.

4. New Client Acquisition: Use the expanded network and referrals to acquire new clients.

Q4 - Consolidation and Growth Planning

1. Year-End Client Meetings: Hold meetings with clients to review their policies and
satisfaction levels.

2. Client Appreciation: Offer special discounts or services to long-standing clients.
3. Market Trends Analysis: Analyze new market trends.
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