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You're spreadsheet ain’t gonna cut it anymore



Be careful
what you
wish for
(demand)
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~ Technology Company

Company Supported
by Technology
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Flaws of ©
Commoditized Model
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Second Flaw
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“THE EUMPETITIIR T0 BE FEARED IS ONE WHO. - &
NEVER BllTHERS ABOUT YOU AT ALL, BUT GUE% 2
4

o UINLMAKING HIS OWN BUSINESS BETTER ALL

vHE&IMEw

HENRY FORD

- So, what do feared competitors do?



Who they serve How

they
deliver
value

How to
communicate Power
of

Sales Challenges
Where Process of Clients

they are
going

Feared Competifors understand . . .



They understand

Who they

serve

Rebuild thelr
economic engine
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Account
Managers

Leadership

Producers

Compensation

Insurance




Service Team

Compensation Carriers / VAS

Service Team

Service Team

Leadership Processes

Compensation Carriers / VAS

Compensation Carriers / VAS

Producer

Leadership Processes

Leadership Processes

Carrier
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Feared Come’rirs

Are bullt to truly
SERVE . ..



Client-centric

Producer >
Sales process

Marketing >
Pre-sales

CLIENT

Leadership >
Operations

Improvement
Plan >
Execution
Accountability

Acct/Service >
Re-selling

Solutions,

Partners,

Carriers >
Needs-based




They understand

How they
deliver value



How have we always
brought insurance solutions?

Evaluate Find Implement
Insurance . Insurance Insurance
Need Solution Solution

What happens when we do thate¢



We get PAID!!!



Insurance Solutions

Evaluate Find Implement

»

Insurance . Insurance
Solution Solution

Insurance
Need

What are you really getting paid fore



Feared Competitors

Evaluate Find Implement
Insurance . Insurance Insurance
Need Solution Solution

Understand how they add value



The

S challenges
Ll being faced
> by thelr
c clients



WANT 1o BUY
VS
HAVE 1o BUY



Have to Buy

1 type of solution . ..



What Do Employers
really wante

Employer of Choice

Atiract | Retain
Employee Engagement
ROI



EVERYTHING ELSE

Countless solutions we can offer. ..



Employer of Choice”

(11

Insurance

Communication

Wellness

Employee Engagement

Attraction | Retention




So, how car

NON-INsu

we bring
rance

solutions effectively?

Evaluate Find Implement
Non-insurance . Non-insurance Non-insurance
Need Solution Solution



O The value

2 of a

Bl sales process
% and where

C It truly begins




. Marketing
2. Fill Pipeline
3. Documeniation
4. Face lime



f you can’'t describe
what you are doing as a

PROCESS, you don't

know what you're doing.
- W. Edwards Deming



Evolution of Agency Marketing

Insurance  \ stlglg‘n t \ soc:‘a;’tbm Blog (once) Educational
/  Quotes . g Inbound
website everyone




Vision of where
fthey are going

ANnd so does their team

They understand



Growth rate |
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Profitability
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Value proposition
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Skills / behaviors

Who you must become

Staffing
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You he\p in 2 ways
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Carriers pay Clients pay
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ulll AT&T 4G 2:21 PM

Messages  Zach Trokey

Jun 14, 2013, 10:31 AM

LDay 1=complete

Day 1 = complete

©

(What is complete?l

| ran to the magic house
and back

Awesome! Proud of you
buddy!! :)

Jun 14, 2013, 1:06 PM

((iMessage )
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Who they serve How they

- deliver &
Power of £ valve =
a Sales ¥ e |

Process
Where they are Challenges

e[ellgle of Clients

ARE D’ COM PETIT R




Ins!ﬁ Day 1 = complete>
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Kevin@Q4intel.com
Twitter - @kevintrokey

LinkedIn - KevinTrokey
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