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Supplement the Revenue Goal with a Plan

“Nothing is more terrible than activity without insight.” — Thomas Carlyle

Based on year-to-date statistics, the average agency will lose 12% of its renewal book in 2011. If this

attrition rate is consistent into 2012, the organization will need to generate 17% of the prior year book in new
business in order to grow organically by 5%. Rather than throwing in a 5% organic growth goal for revenue
budgeting purposes, consider using strategic producer plans to formulate the goal. New business production
expectations from each producer or department should be your starting point. Then, factor in market
considerations (risk compression, rate attrition/increases and lost business) to estimate the renewal book. The
next step is justifying the new business budget for each producer. Factor in realistic expectations for the sales

staff and include activity plans to support the numbers.

Included in the planning process should be weekly goals not only for new business production, but also for
the activities and behaviors that ultimately drive new business. Provided that these metrics are available,
producers can incorporate the weekly goals into their individual activity plans. The following illustrates a
scenario based model which uses past performance in order to set future goals:

Scenario 1 Scenario 2 Scenario 3
Producer Mark Smith Mark Smith Mark Smith
Annualized New Business Goal 100,000 75,000 50,000
Target New Account Size 15,000 7,500 2,500
# of New Accounts Needed to Hit Goal 7 10 20
Sales Process Ratios
Attempts to Appointment Rate 15 25 50
Initial Appointment to Close Rate 30.0% 25.0% 10.0%
Proposal to Close Rate 75.0% 50.0% 30.0%
_ Annual  Monthly Weekly | Annual Monthly Weekly | Annual Monthly Weekly
Mark Smith Target Target Target Target Target Target Target Target Target
Total # of Attempts Needed 350 29 7 1,000 83 19 | 10,000 833 192
Total # of Appointments Needed 23 2 N/A 40 8 1 200 17 4
Total # of Proposals Needed 9 1 N/A 20 2 N/A 67 6 1

Each individual producer plan should be tailored around the current book-of-business (average account size,
capacity, historical performance, etc.) as well as their performance on new business opportunities (proposal
to close, initial appointment to close, lead sources, etc.) High-growth agencies have taken the annual
producer goal setting process to the next level. Agencies that consistently achieve high growth rates have
implemented more sophisticated tracking tools such as online pipeline management systems or sophisticated
CRM (Customer Relationship Management) technology. Justifying the top line revenue budget by instituting
producer plans provides a more realistic vision for the agency and better focus for the individual producer’s

new business activity.
Authored by Tommy McDonald, Product Manager

440-392-6700 / TomM@MarshBerry.com

/r S

MarshBerry * 4420 Sherwin Road * Willoughby, Ohio 44094 - 800-426-2774 - www.MarshBerry.com * MarshBerry@MarshBerry.com
No portion of this publication may be reproduced without express written consent from Marsh, Berry & Company, Inc. All rights reserved © 2011.

For a complete library of reports and newsletter back issues,

I—earn - Improve . Realize . please visit www.MarshBerry.com/Articles.




MarshBerry Solutions

Information Services

Benchmarking Services
Perspectives for High Performance (PHP)
Sales Portal - Pipeline / Service Timeline
Confidential Employee Morale Indexing
Perpetuation Preparedness

Operational Assessment

Sales Management Benchmark Report

MarshBerry.com
Performance Calculators
Forms & Documents
Position Descriptions
Discussion Groups
Research Studies
Market Data

On-Line Value Estimator
Published Articles

Monthly Publications
The MarshBerry Letter
a. Market & Financial
b. Agency Compensation
c. Agency Operations
d. Surveys

For The Record (Statistical Analysis)
Dealmaker’s Dialogue (M&A Advisory)

Public Speaking Engagements
Keynote / State of the Industry
Topical education

Carrier Services

Distribution System Management

Field Personnel Training and Development
Agency Management Symposiums

Management Consulting

Sales Management

Cultural Mapping and Alignment
Producer Goal Setting

Sales Portal - Pipeline / Service Timeline
Accountability / Compensation Design
Producerand Sales Manager Training
Differentiation Design and Execution

Business Planning

Strategic Business Planning
Execution / Action Plan Management
Strategic Options Analysis

Agency Valuation
Agency Fair Market Valuation
Valuation Assessment

Perpetuation Plans

PerpetuationPlan Design

Plan Execution Management

Transfer Strategies (Stock/Leadership/
Books of Business)

Financial Consulting
Internal Financial Controls
Compensation Consulting

Value EnhancementPlanning
Contingent/Supplemental Plan Mgmt.

Operational Consulting
Staff Workload / Comp. Management
Workflow and Procedures

E&O Audit, Policies and Procedures
E&O Market Access

Recruiting

Position profile, search, screen, hire
Compensation development plan
Technicaland sales training yearone

Exchange Networks

Agency Peak Performance
EXchange (APPEX)

Over 115 Agencies

Over $1.1 Billion Revenue

Bank Agency NetworK (BANK)
Over25 Banks
Over$1.0 Billion Revenue

Total Agency Sales Culture
(TASC) Network

Over 35 Agencies

Over $1.1 Billion Revenue

Nation’s leading organic growth agencies

Enhanced new business production and
retention strategies

Royal Sun Alliance (RSA)
Summit Brokers
Improvement Network

Canadian agencies affiliated with Royal
& Sun Alliance Insurance Company

Standard Partner Services
State of the Industry Research

CEO PeerExchange / Networking
Semi-annual Conferences
Semi-annual Consultation
Regimented Benchmarking Services
MarshBerry.com

The MarshBerry Letterand other Monthly
Publications

Priority Consulting Opportunities
Exclusive Programs
Distance Leaming Groups (DLGs)

M&A Advisory

Strategy

Acquisition Planning

Deal Return Modeling
Strategic Options Analysis
Alternative Buyer Comparison
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Creative Deal Structure Alternatives
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arshBerry’s clients are committed to realizing their fullest potential with respect

to growth, profit, survival and shareholder value. Our agent, broker, bank and
carrier clientele engage us to achieve their goals within the retail and wholesale
channels of the insurance distribution system. Our unparalleled industry-specific
services include consulting, performance benchmarking, peer-to-peer exchange

networks, merger and acquisition intermediation and producer recruiting.
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