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GET ACCELERATED PLANNING METHOD 

 

 

This simple, but high-impact planning method is designed to help you get clarity on what 
you want to accomplish, determine how you will get there and accelerate your success! 

Many of us make our plans too complicated.  This simple method lays out your high level 
plans.  Later you can make more detailed action plans for achieving each of your KPIs.  
But first, you need a high-level plan to tell you brain where you are going and how to 
begin the journey.   

Answer the 8 questions in this workbook.  .  These questions are designed to help you 
decide what you really want.  We’ve included some clarifying sub-questions to make it 
easier for you to get clarity around your answers.  Clarity is key to success.  Next, enter 
your plan on the GAPS Plan worksheet.  Review your plan daily, or at least once a week.  
Just 2 minutes will make a huge difference in how well and how quickly you accomplish 
your goals. 

 

In preparing for battle I have always found that plans are useless,  
but planning is indispensable. 

Dwight D. Eisenhower 

“ 



GAPS Planner 
Question 1: Ho w Was This Year 

Look Back 
 How Was This Year? 

   
Scale 1-10                                       
   
Gut Reaction  I met my sales goal! (just barely) 

 
   
Achievements  Goals Set 

 
1)  Grow Commissions by 10% 
to 100,000 
 
2)  Find a market segment to 
specialize in 
 
3)  Get 1 additional client from 
referrals each week 
 

Goals Met 
 
1)  Commissions Earned: 
100,000 
 
2)  Started working ___ market 
segments and it's gaining 
traction 

  Benchmarks 
 
Commissions Earned: 100,000 
 
Retention: 90% ($81,000) 
Revenue per Client:  
-  Account round/cross sell 
+9,000 
-  $500 (90,000/180) 
Referrals:  4/mo. close 
New Business: 10,000 
 

Achievements Along the Way 
 
1)  Went up 2 referral clients 
per month 
 
2)  Built my lead list up by 10% 
 
3) Improved my proposal 
presentations which 
increased my close ratio and 
policies/sale 

  I’m Proud Of … 
 
1) I had an aggressive goal this 
year and I hit my sales targets!   
 
2) I got into a new market, 
and it is starting to pay off in 
more new business 
 
3) We started omni-channel 
marketing as an agency.  I 
was on the team.  After some 
struggles it is starting to pay 
off 
 
 

Achievements Not 
Acknowledged 
 
1)  Improved my sales pitch 
 
2)  Shaved 2 hours a week of 
'unproductive' time 
 
3)  Didn't miss any of the 
children's events 



 
  What did this make possible? 

 
1)  I was able to go on vacation 
and make valuable memories 
with my family 
 
2) I was able to meet all of my 
financial obligations 
 
3)  I was able to contribute to 
my community by having the 
time to serve on the board 
 
4) I felt valued, proud and 
respected at work, including 
boss, team and clients 
 
 
 

Who do I need to 
acknowledge? 
 
1)  Team:  marketer and CSR 
 
2)  Clients who refer me 
 
3)  My sales manager 

   
Goals Not Met  Goals Missed 

 
 
3)  Get 1 additional client from 
referrals 
 
4)  Lead generation 
 
5)  Account rounding 
 
 

What Got in the Way? 
 
1)  Focus & priority.  Too much 
time on service (not trusting 
staff), so not focusing enough 
on sales and follow-up 
 
2)  Don't ask for referrals 
enough 
 
3)  Not generating enough 
leads 
 
4) Need to further improve 
my close ratio 
 
5) Premium / Price 

  I regret 
 
1)  Getting too distracted by 
daily service and not selling as 
much as I had the 
opportunity to sell 
 
2)  Not closing some deals 
that I thought that I should 
 
3) Not getting involved in 
marketing sooner 

What did it cost me? 
 
1)  Financial: Missed sales 
opportunities 
 
2)  Emotional: More stress and 
struggle 
 
3)  Only being 'average' 
 
4)  Things: Missed trip, didn't 
get new car 



 
Question 2: What Did I Learn?  

Look Back 
 What Did I Learn? 

   
Gut Reaction  1)  To stay focused is critical.  I must trust the staff to handle more 

support calls and make clients super happy.   
 
2)  I need up my skills and performance game so that I can sell 
more in the time that I have. 
 
 

   
Recurring Themes   

Positive:  Omni-channel marketing can produce more and better 
leads, as well as nurture those that are qualified yet 
 
To Improve:  Getting distracted by daily service and other work so 
that I'm not focusing on sales enough 
 
 

   
Lessons Learned   

1)  How to better hand off clients to CSRs for service    
 
2)  Improving client focused (needs/wants/WIIFM) messaging, 
proposal & presentations improve close ratio 
 
3)  Using a better sales process standardizes my work and saves 
time 
 
4)  Improving my skills pays off  
 
5)  Marketing works, fill pipeline, improve client experience, and 
sell more 
 
 

   
SWOT  Strengths 

 
 
1)  My ability to connect with 
people and build rapport  
 
2)  My ability to listen to clients, 
understand their needs/wants 
and craft policy packages for 
them 
 

Weaknesses 
 
1) Getting distracted with 
service that others could and 
should be doing 
 
Time management 
 
2)  Scheduling my sales time 
as priority time 
 



3) My ability to shake off 
disappointment and move 
forward 
 
4)  My agency:  team, markets, 
environment 
 
5)  My customer base: stable, 
satisfied, under-tapped 
 
 
 

3)  Getting too comfortable.  
Not having an exciting and 
compelling goal 
 
4)  Tomorrow syndrome 
 
 

  Opportunities 
 
1)  The new market segment 
that I opened up 
 
2) Existing Customers: referrals, 
account round/cross sell (build 
revenue/client) and customer 
lifetime value 
 
3)  Omni-channel marketing to 
engage target client, multi-
generational and leverage the 
62% to be in the conversation 
 
 
 
 
 

Threats 
 
1)  Not staying focused 
 
2)  Not staying committed to 
continual improvement in my 
knowledge, skills and 
performance 
 
3)  Not seeing failure as just a 
practice / learning 
 
4)  Large agency moving into 
my market 
 
5)  Lost my marketer 

   
What will I   Stop Doing 

 
1)  Personally, 
doing too many 
service calls.   
 
2)  Proposal 
presentations 
without rehearsing 
and getting 
feedback 

Continue Doing 
 
1)  Always acting as a 
Trusted Advisor, 
putting client needs 
first and educating 
them on their risks 
and options  
 
2)  Working on my 
knowledge, skills, and 
behaviors/habits to 
continually improve 
my performance and 
get even better results 
 
3)  Omni-channel 
marketing 

Start Doing 
 
1)  Improve client 
experience, 
including 
nurturing  
     -  survey clients 
     -  improve 
follow-up and 
nurturing 
     -  leverage data 
 
2)  Celebrate small 
wins & 
accomplishments 
 
3)  Get a 
performance 



coach to help me 
improve my results 
more quickly 
 
4)  Enjoy the 
process! 

 

Look Forward 
 What Will I Want This Year? 

   
I want …  Finances & Things 

 
1)  Take care of my family.   
 
2)  Build my book to point 
where I can earn the more 
money and have more time 
with my family.   
 
5)  Own (or retire) my own 
agency 
 
6) New car, dream vacation, 
vacation cottage 
 

Accomplishments & Emotions 
 
3)  Pride, satisfaction, and 
enjoyment in my work.  Know 
I'm making a valuable 
contribution. 
 
4)  Be the premiere agent in 
my market segment 
 
 
 

   
SWOT  Biggest Opportunities 

 
 
1)  My existing client base 
 
2)  My new market segment  
 
3)  Growing my omni-channel 
marketing skills to help 
attract, nurture and sell high 
value clients 
 
 
 

What Lights My Fire? 
 
1)  Helping people 
 
2)  Building a business that I 
can be really proud of, pass it 
on to my children, enhance 
the lives of clients & staff, 
contribute to community 
 
3)  Getting a yes 
 
4)  My family 

  What Matters Most?  
 
1)  Helping people 
 
2)  Building a business that I 
can be really proud of, pass it 
on to my children, enhance 
the lives of clients & staff, 
contribute to community 

I’m Excited About 
 
1)  Protecting more 
people/businesses 
 
2) Having more money to 
provide for my family (buy my 
mom a retirement house) 
 



 
3)  Getting a yes 
 
4)  My family 
 
 
 

3)  Saving for and building my 
skills for buying an agency 
Beating John's sales numbers 
for the first time so I'm the top 
producer in the agency 
 
4)  Reignite my mojo 
 
5)  Contribute to my 
community 

   
I will (goal) by (date): 
 

 Professional 
1) 2023: Grow my 
commissions by 20% 
 
2) 2024: Become #1 producer 
in agency 
 
3) 2025: Become the 
'premiere' agent in my 
market segment 
 
 
Financial 
 
Grow income by 20%;  
Debt free 
 
 
Emotional 
 
 
Family  
 
Take care of my family, kids 
college 
 
 
 
Contribution, Legacy  
 
 
Things, Experiences 
 
 
 

What does it look/feel like? 
 
1)  Emotional:  I wake up 
excited to work with great 
clients and co-workers.  I 
spend my day talking with 
people that I really like and 
can help.  I'm having fun and 
am inspired.  I'm motivated to 
do the work and proud of my 
accomplishments. 
 
2) Physical & Financial:  I live 
and work in an inspiring 
environment, with people I 
love.  I'm I bring so much 
value that I have more than 
enough money for whatever I 
need and want.  I hit every 
milestone early and am 
crushing all my KPIs. 
 
3)  Work/KPIs: I have the 
highest lifetime value clients 
in the agency.  I am the top 
producer.  I am respected as 
the premiere agent in my 
segment.   

 

 

 

 



Question 4: Why Do I Want It? 
Look Forward 
 Why Do I Want It? 

   
What Will It Make 
Possible? 

 What Will I Get? 
 
20,000 more money.  10k for 
down payment on agency 
and 10,000 for family 
 
 
 
 
 
 
 
 
 
 
 

What Will I Be Able to Give?  
 
My spouse and kids a better 
life 
 
Go on charity board 
 
 
 

   
Why Is It Important 
5 Whys Deep 

 Why do I want it? 
 
1) it will give me the money I 
need to take care of my family 
 
 

Why is that important? 
 
2)  taking care of my family 
will help me to be a better 
partner and parent 
 
 

  Why do I want that? 
 
3) Being a better partner and 
parent will help me fulfill my 
duty and primary roles, 
reducing stress 
 
 
 
 
 
 

Why is that important? 
 
4) fulfilling my primary roles 
well will bring me a sense of 
joy and fulfillment, a feeling of 
pride 
 

  Why do I want that? 
 
5) a sense of joy and 
fulfillment will enable me to 
feel happy a 
 
 
 
 
 

What is most important 
about these? 
 
Feeling pride and joy for 
having done my duty and 
enjoyed the process 
 



   
What if … 
 
 

 What would happen if 
nothing changed? 
 
I'd feel stuck, discouraged, 
and ashamed.  I would be low 
energy.  I would not be on 
track to get my own agency.  I 
would let my family down. 
 
 
 
 
 
 

What would failing mean? 
 
Not being a good man, 
provider, or employee. 
 
Being a bad mom 
 
Not getting my own agency 
 
Struggling financially 
 
No vacation 
 
Telling my kids, no 
 
If I don't achieve my goals, I 
will constantly feel like I'm 
struggling at work and at 
home.   
1)  Money will be a struggle, I'll 
have to tell my children and 
spouse no, we'll miss out on 
precious experiences 
together. 
 
2) Work will be a struggle.  I'll 
won't hit my goals, have to 
make excuses or hide, I'll be 
ashamed.  I'll feel like I’m 
working hard but not getting 
anywhere 
 
 

Question 5: What is the Gap? 
Action Plan 
 What is the Gap? 

   
GAP 
Difference between 
current and desired 
state 

 KPIs 
 
I sell 100,000 commissions per 
year.  20% means I'll sell 
120,000 in commissions this 
year, 20,000 extra. 
 
Commissions Earned: +20,000 
 
Retention: 90% ($90,000) 
Revenue per Client:  

Performance Level 
 
I'm currently #3 in the office, 
but it's taking all I've got to 
just make my goals.  I have to 
become a "superstar" 
performer.  I need to be more 
efficient to have time to 
increase sales and more 
effective (higher closing ratio, 
# and/or dollars) 
 



-  Account round/cross sell 
+9,000 
-  +100 
Referrals:  +4/mo. close 
New Business: 20,000 
 
 
# Leads, # Proposals, Close 
Ratio 
 
 
 
 
 
 
 
 

I need to become someone 
willing to do the work.  I need 
to become someone able to 
hear feedback and leverage it 
into even high performance 
and results. 

   
What must change  What more must I do? 

 
1)  Continue to build my 
knowledge, skills, and 
performance to an even 
higher level.   
 
2)  Do the work 
     -  improve client 
experience  
     -  improve lead generation 
     -  sell # at $ per week 
     - master marketing or hire 
a pro 
     - prioritize sales activities in 
schedule 
     - improve close ratio and 
$/sale 
2) Leverage data and tech to 
save me time and be more 
effective.   
 
3)  Standardize high 
performing sales processes 
and tools to get better results 
and save time 
 
I must find __ new leads, 
qualify them better, follow-up 
consistently, nurture and 
improve the client experience 
and close at a __% rate.  

Who must I become? 
 
Right now, I'm performing at 
a 5 out of 10 level overall.  To 
achieve my goal, I will have to 
improve my performance to a 
6, then 7.  A stretch, but 
doable improvement.  
 
I'm "working hard" now, so I 
must find ways to work much 
smarter, more efficiently and 
effectively, without breaking 
things in the process.  This 
means I will need to up my 
knowledge and skills to the 
next level too. 



 
To do that, I must manage my 
time well, use tech to 
automate some of the 
nurturing and follow-up, get a 
more effective process and 
improve my skills to an even 
higher level. 
 
Build a high-impact 
marketing campaign to 
attract __ leads, segment, and 
nurture, qualify so I can focus 
on those who are ready, 
improve client experience to 
make raving fans 

   
Challenges to solve  What is in my way? 

 
Lead generation 
 
Not enough sales support  
 
Markets/price 
 
Competition 
 
 
1) Time (expand above) 
2)  I get overwhelmed - take 
one small step a day 
3)  Service - build rapport with 
team, enroll them and trust 
them to do the work 
4)  Lead generation - focus 
there first in your knowledge 
& skill building 
 
 
 

What is holding me back? 
 
Time management 
 
Quality of leads 
 
Not enough referrals 
 
Wasted time / proposals 
 
 
Get a coach to help me with 
strategies, upgrade my skills 
to the next level and hold me 
accountable.   
Read 1 sales book per month 
to learn what others do 

  Is that really true? 
  
 
Everyone has same market 
and price options, yet they are 
meeting their goals 
 
 
 
 

How do I solve/overcome 
this? 
 
I can go to brokers and get 
whatever I need for client 
 



Action Plan 
 How Will I Make It Happen? 

   
Strategy  Strategy 

 
 
Client Focus!  Attract, engage, 
convert (sell), and nurture 
raving fan clients who stay 
longer, buy more and refer 
me to others resulting in over 
$20,000 additional net 
commission income. 
 
Communicate in way they 
can say yes to what they need 
 
 
1) Leveraging omni-channel 
marketing to attract, nurture 
and qualify high quality 
prospects & clients.  
  
2)  Providing an outstanding 
client experience that makes 
the competition irrelevant. 
 
3) Adding value for the client 
beyond the competition   
 
4) Building my knowledge 
skills and performance to the 
next level so that I can deliver 
results.  4) Building the team 
and processes to deliver on 
our promises 
 

Core Principles 
 
 
I always work as a trusted 
advisor, educating my clients 
on their risks & options to 
cover those risks, with 
honesty and integrity, in a 
way that enables them to say 
yes to what they need, or 
understand clearly what they 
are self-insuring. 
 
I add way more value than 
what they pay, or any other 
agent provides. 

   
Key Performance 
Indicators 

 KPIs 
 
My retention is 90%. (90,000) 
To sell 20% more, 120,000, I 
must sell 30,000 extra.  
2500/month or 600/week (50 
weeks).  My average new 
business sale is 500, so I need 
1.2 more per week. 
 
To do that, I must generate 10 
more leads/week, up my 

Timeframes 
 
Q1 - 15% increase 
Q2 - 20% increase 
Q3 - 20% increase 
Q4 - 25% increase 
 
+2500/month 
+600/week 
+ 1 sale/week @ $600/sale 



average sale to 600 and 
improve my close ratio 5%. 
 
 

   
Action Plan 
and milestones 

 What do I need to do? 
 
Existing Customers: focus on 
customer experience and 
drive lifetime value (retention 
+ revenue/client)  
 
Referrals: Generating 2 more 
referrals a week who convert 
to clients  
 
New business:  For book 
balance, I will produce 60% in 
my new market segment and 
40% in general lines. 
 
 
 

Who do I need to be? 
 
I need to start thinking of 
myself as the kind of producer 
who has fun doing the things 
others won’t.  I need to be 
having fun doing the work 
and helping people. 
 
I’m the type of producer who 
always hits my goals. 
 
I’m the type who seeks to 
learn, gets feedback, and puts 
my ego aside so I can be 
better 
 
1) Knowledge, skills, and 
tactics to next level 
2) Better campaign software 
for tracking 
3) Help getting things done 

  How will I do it? 
 
Existing Customers 
Campaigns per Quarter:  Q1) 
Missing Major Lines Q2) EPLI 
Q3) Cyber Q4) Cross-sell 
employees 
 
Referrals: Q1) Create Standard 
Op Procedure to ask for 
referral every time someone 
thanks us or says something 
nice Q2 Referral campaign  
Q4 Referral campaign 
 
New business:  Q1) Campaign 
to raise awareness/trust & 
build list with videos, etc.; 
personally target specific high 
value prospects/gatekeepers 
Q2) Add campaign with 
targeted ads online & industry 
periodicals; continue to build 

How will I raise my 
performance level? 
 
1)  Schedule sales time into 
week as top priority.   
 
3) Commit to ask myself each 
day 1 thing (even small) that 
could improve results and do 
that.   
 
4) Read 1 book on sales, 
communication and/or 
marketing each month 
 
5)  Take a class on omni-
channel marketing strategies 
and tactics 



list & specifically 
target/nurture high value 
prospects/gatekeepers  Q3)  
Campaign to segment & 
qualify list, nurture those not 
ready to quote yet,  fill 
pipeline with those ready to 
quote  Q4)  Campaigns 
expanded to include Ads. 
 
 
 

  Is that enough? 
 
NO 
ADD 
1) Track time, resources, 
tactics, and results so I can 
better predict and adapt.  
Include A/B testing. 
2) Increase my benchmarks 
early in the year (higher - 
$1000/week) so that by Q4 if 
something goes wrong, I can 
still hit my goals. 
3)  Hire a performance coach 
to accelerate my results by 
sharing what works, giving 
me honest feedback, and 
holding me accountable. 
 

Alternative solutions? 
 
 
Get people to help me 
 
Get a coach to help me with 
strategies, upgrade my skills 
to the next level and hold me 
accountable.   
Read 1 sales book per month 
to learn what others do 

   
Resources  What resources do I need? 

 
Leads: steady source of high-
quality leads 
 
Policies to sell: Markets, help 
to market quickly 
 
Marketing: lead list, social 
media accounts & presence, 
campaign software, video 
camera, strategies/tactics that 
work, messaging, lead 
magnets, video scripts 
Sales: sales process, tracking & 
benchmarking, proposal 
templates, presentation 

What skills do I need? 
 
Up my sales skills more to get 
more done in less time 
 
Better closing 
 
someone to give feedback, 
improve qualifying and 
closing skills, time 
management 
 
1)  Children can help manage 
my social media and run the 
campaigns 
2)  PeopleInsure sales & 
marketing classes for new 
strategies & tactics that work 



templates & approaches, 
practice with  
 
Onboarding & Client 
Experience: ability to get 
clients onboarded and 
provide experiences that 
create raving fans that will 
refer others 
 
Team: team to help me get 
this all done 
 
 

3)  PeopleInsure coaches to 
accelerate my success 
4)  Neighbors’ college aged 
child is in marketing and can 
help create assets & videos 

  What do I already have? 
 
1)  Agency has good markets 
and a very good CSR to 
market new business to 
carriers 
 
2)  New sales process that 
works, I just need to work it:  
start on new proposals and 
presentations 
 
3)  My ability to build rapport, 
connect, communicate and 
close.  (Will up this to next 
level) 
4)  Campaign software and 
some knowledge and 
experience to get me started  
5)  iPhone can do my video 
 
 
 
 
 
 
 
 
 

How/where can I get the rest? 
 
 
Team 
Children 
Neighbors 
College intern 
Read books 
Take classes 
Get a coach 
PeopleInsure 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Question 7: Ho w Wil l I Measure Progres s & Succes s? 
Break it Down 
 How Will I Measure Progress & Success? 

   
Key Performance 
Indicators 

 KPIs  
 
 
Commissions Earned: 120,000 
-  10,000/month  
-  2,500/week 
 
 
 

How will I track 
(tools/method) 
 
I will measure my commission 
income in Retention, Revenue 
per Client, and New Business 
 
I will add measuring my effort 
and effectiveness with 
number of leads, size of email 
list, number of referrals, 
proposals presented and 
Close Ratio. 
 
I will ask for feedback so that I 
can adjust my approach more 
quickly. 
 
will get and use software so 
that I can track results Daily, 
Weekly, Monthly and 
Quarterly 

   
Benchmarks  Benchmarks 

 
 
Retention: 90% ($90,000) 
Revenue per Client:  
-  Account round/cross sell 
$10,000 
-  Raise to $600/client 
Referrals:  8/mo. | 2/wk. close 
New Business: $20,000 with 
$12,000 from new segment 
and $8000 general lines 
 
1 client / week @ $600  
100 cold leads  (Calls, add to 
list, etc.) 
5 appointments 
2 proposals 
1 close 
 
Nurture:  1 value add touch 
per week 
 

Year 
 
 



 
  Benchmarks 

 
 
 
 

Quarter 
 
 

  Benchmarks 
 
 
 
 

Month 
 
 

  Benchmarks 
 
 
 
 

Week 
 

  Benchmarks 
 
 
 
 

Day 
 

   
Accountability  Who will I be accountable to? 

 
Myself 
Sales manager/principal 
Coach/mentor 

Who else is accountable? 
 
1)  CSR marketer 
2)  Account Manager & Service 
CSR 
3)  Claims person 
4)  Person managing my 
campaigns 
 

  How / when will I report 
progress? 
 
 
1)  Send my sales manager 
daily, weekly, monthly 
progress reports 
2)  Include recognizing efforts 
of others (kudos) and asking 
for advice/help where needed 
3)  Put a board at my desk 
showing my progress (ex: 
thermometer) 
4)  Let everyone involved in a 
campaign or client know the 
outcome via email.  Include 
kudos for all who helped. 

How will I align, engage & 
support them? 
 
1) find out what matters most 
to them 
2)  determine how my goals 
help them achieve theirs 
3) negotiate where there is 
not direct alignment 
4) communicate, reward, 
thank 

 



Question 8: Ho w Wil l I Adapt? 
Agility 
 How Will I Adapt? 

   
Specific 
circumstances 

 Problems 
 
I will review my numbers 
weekly and adapt (typically) 
on a monthly basis, since 
some efforts take 1-3 months 
to pay off. 
 
Marketing not generating 
enough leads 
 
Close ratio doesn’t improve 
 
Example:  If my market 
segment goes into a hard 
market and I have no solution,  
 

Solutions 
 
Get a pro to review my 
marketing and give ideas 
 
Take a sales class to improve 
skills 
 
then I will go to my alternative 
market segment that I've 
been working in parallel, just 
less so 
 

   
Exceeding 
Expectations 

  
If one area is paying yielding higher than average results, I will 
take 50% of my time and resources from my lowest yielding 
efforts and use it in my highest yielding efforts to maximize 
the results from the opportunity that presents itself. 
 
I will review weekly or monthly to see where resources need to 
be added to keep our quality and client experience high while 
growing 
 
 
 
 
 

   
Meeting 
Expectations 

  
1)  I will continue to increase my performance efficiency and 
effectiveness to move to exceeding expectations 
 
2)  If something isn't working, I will evaluate why and either fix 
it or quit doing that. 
 
 

   
Falling Short of 
Expectations 

 1)  I will honestly evaluate the reasons for falling short, 
including root causes 
    -  Including seeking feedback, even when painful 



2)  I will gather knowledge, strategies, tactics to give me ideas 
of how to improve from reading, classes, coach, mentor, etc. 
3)  I will adjust my strategies include the best ideas for 
improvement.  I will A/B test when unsure. 
 
 
 
 
 

   
Team  How will I communicate with 

team & accountability 
partners? 
 
Weekly team check-ins.  Get 
input from each team 
member.  
 
 
 
 
 

How will be get back on 
track? 
 
 
Re-evaluate goal for feasibility.  
Revise scope or timing, and if 
necessary, re-assign tasks, re-
engage team. 

 

  



What I Am Acco mplishing This Ye ar 

Plan in a Page - Review Daily 
What I Am Accomplishing this Year 

   
Goals  What I’m Accomplishing 

Commissions Earned: +20,000 
= 120,000 
-  10,000/month  
-  2,500/week 
 
 
 
 
 

Why It’s Important 
Sets me up to buy my own 
agency & take good care of 
my family.   
 
Pride, Duty, Accomplishment 

  How it Looks, Feels, … 
Like I’m a hero producer and 
can overcome anything.  Feel 
pride, having fun.  So, close I 
can touch it 
 

What’s at stake if I miss 
Let my boss and family who 
believed in me and trusted 
me down.   
Financial struggles 

   
Strategy  Strategy / Approach 

Existing: focus CX & Lifetime 
value (Ret + RPC)  
 
Referrals: 2/wk. sale cycle 
 
NBS: 60% Mkt Seg, 40% Gen 

Core Principles 
Trusted Advisor, integrity, add 
value, 
 
 

   
Plan 
 
 

 Actions (What/How to do) 
 
Existing Camp:  Q1) Missing 
Major Lines Q2) EPLI Q3) 
Cyber Q4) Cross-sell 
employees 
 
Referrals: Q1) Create Standard 
Op Procedure to ask for 
referral every time someone 
thanks us or says something 
nice Q2 Referral campaign  
Q4 Referral campaign 
 
New business:  Q1) Campaign 
to raise awareness/trust & 
build list with videos, etc.; 
personally target specific high 
value prospects/gatekeepers 
Q2) Add campaign with 
targeted ads online & industry 

Performance Level 
 
From 5 to 6 to 7 
 
Become a top 25% performer 
 
Sales skills 
 
Sales process 
 
Coach 



periodicals; continue to build 
list & specifically 
target/nurture high value 
prospects/gatekeepers  Q3)  
Campaign to segment & 
qualify list, nurture those not 
ready to quote yet,  fill 
pipeline with those ready to 
quote  Q4)  Campaigns 
expanded to include Ads. 
 
 
 
 
 
 
 
 
 

   
Key Performance 
Indicators 

 KPIs & Benchmarks 
ADD:  
1 client / week @ $600  
100 cold leads (Calls, add to 
list, etc.) 
5 appointments 
2 proposals 
1 close 
 
Nurture:  1 value add touch 
per week 
 

Timeframes 
 
Weekly commitment 

 

 


