A Plan for My First 90 Days as the New _______ ______ for _______
Summary 

The following plan has questions and projections.  Answers to the questions will help me improve the accuracy of my projections.  The projections herein are set forth to demonstrate my understanding of our industry and my ability to work wisely during my first 90 days to build credibility and succeed.  I will learn from everyone, negotiate alliances with key players, and build successful alliances and processes. 

1. Learning my supervisor’s and customers’ expectations will help me set relevant goals and jump-start my success at ______.  If something is not broke, I do not want to waste time fixing it.  

2. Serving as a product/underwriting expert for specific products, states and/or special projects, I will assist in the oversight and management of an assigned personal line product(s) staff function.  I will also serve other offices as subject matter expert concerning related products and processes.  
3. Managing the performance of assigned products, initiatives and other related product staff functions includes developing strategy, structure, systems, and skills to increase PIF counts and profitability.  I will use ______’s systems to monitor product performance, identify opportunities to improve performance, and work with line operations to implement improvement programs while serving as a field liaison and being in consultation with other operations/offices.

4. Leading key initiatives to address my product’s strategy, growth, and profitability objectives will be accomplished by developing a business plan to serve as a win/win agreement for all stakeholders.  I will be accountable for product results in my geographic area and our plan will serve as a team playbook.  
5. Reporting and documenting efforts will provide information to state/regional underwriting and services leadership.  My technical assistance and consultation will be very credible because it will be substantiated by facts. 
6. Managing assigned initiatives will be made easy because we will plan our work and implement our plans.  We will meet regularly to ensure each area within our function is following the formal project management process for those projects designated as high priority.  
7. Performing field visits to review issues with agents, state/region leadership, and service centers will keep me out of ivory towers and make sure our work is customer focused.  
Groundwork
Learning what is expected of me will be my first priority and consume my time during the first weeks I work at ______.  I need to have five types of conversations with my supervisor and members of upper management.  I want to communicate with others by having the following conversations: 

1. situational diagnosis conversation 

2. expectations conversation

3. social style conversation 

4. resources conversation 

5. personal development conversation 

These conversations should help me clarify what is expected of me at ______.  I want to make sure we know what we should do and when it should be done without assuming incorrectly.  
Diagnosis – Seeing the company and my responsibilities as my boss sees them will help me have the right perspective.  I need to learn what my new team has accomplished and what where it is at now.  Questions like: What resources within the organization can I draw upon? and What needs attention now? should be asked in several ways of several people.  

Expectations – Understanding what is expected of me will help me learn what actions should be prioritized and what skills I’ll need to use on the job.  Questions like: What should my short-term and long-term goals be? and What should I avoid changing or challenging? should be asked in several ways of several people. 

Style – Communicating with others effectively will enable me to learn, commit, and do what it takes to shift gears and gain credibility quickly in my new role.  Questions like: How and when can I best interact with my new boss and executive sponsors? and What will it take for me to encourage supportive exchanges of information? should be asked primarily of my supervisor.  

Resources – As a leader I will be working to get work done through others and by using technology.  Questions like: What materials, machines, and manpower will it take for me to succeed? and Who can I turn to when I need someone to champion a cause? should be asked in several ways of several people. 

Routine

Late in my first 30 days on the job, I will travel meeting with agency principals and staff Monday through Thursday for two weeks.  Fridays will be reserved for reporting what I’ve learned and accomplished to my supervisor.  We will develop and then follow a plan for evaluation and then gradation of our agents and prospects followed by working to encourage increased production (e.g., increasing the number of each agency’s submissions).  Here is an illustration of my “typical” weekly routine during the two travel weeks.  

	Sunday
	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday

	Prepare for the week’s work. 

Recreate with family and community. 
	Travel to meet with principals, producers, & support personnel as scheduled last week.
	Travel to keep appointments averaging at least 6 agency visits/day. 
	Travel to keep appointments... 
	Travel to keep appointments... 
	Report progress to my exec sponsor.  
	Recreate with family and community.

	
	Check my email and voice mail between meetings to support other agencies’ producers. 
	Attend and support our agents’ sales & civic events.
	Attend and support our agents’ sales & civic events. 
	Attend and support our agents’ sales & civic events. 
	Schedule next week’s travel events/actions and set appointments.
	

	
	Follow up on assignments given during last week’s travel.
	
	
	Review past performance compared to our goals.  Document what is going well and what problems need solutions. 
	  
	

	
	Make unscheduled time productive by visiting prospects’ offices unannounced and attending public meetings prospects are likely to attend.


I want to have atypical travel too.  By that I mean, I want to take our area’s ______ personnel to agencies’ evening and weekend events infrequently.  These events will be planned by our agents and/or prospects we want to capture as partners.  During those events we’d help our agents and/or prospects accomplish their goals and objectives, winning their trust and business.  

While traveling to meet with agency principals, producers, and CSRs, I will:  
· provide leadership to agency personnel by informing them, coaching to improve their performance, and giving them incentives to submit more applications for new business and to round out existing accounts 

· offer as much support/help to agency personnel as agency principals/managers want (e.g., we can help them develop brief or in-depth business/marketing plans)  

· help our agency principals/managers train their new producers and CSRs in ways that will encourage new employees to favor placing business with ______ 
1. I will partner with ______ employees to learn, commit, and follow up on plans to improve each agency's production and profitability. 
a) I will learn about each of our region’s agencies during face to face visits and from data analysis (see my agency analysis/profiling template for details about data analysis). 

b) I will find the few agencies in our region experiencing the poorest profitability and the few agencies who are the most profitable so I can begin encouraging the profitable agencies and rehabilitating the least profitable as soon as possible.  

c) I will commit each agency principal to develop and implement win/win agreements with ______.  Those who are more cooperative will get more support and consideration.  
d) I will follow up each month to work with each agency principal (e.g., owner or manager) to stay on course. 

2. I will monitor agencies’ sales and profitability performance (e.g., tracking distribution strength, sales results, UWg profitability, and market plan effectiveness).  I will partner with ______ employees to analyze agencies’ results and prepare action plans to increase production or profitability or both PIF and loss ratios.  What is my territory and product’s five year loss ratio trending at?  

3. What reports are available now?  Who needs which kind of reports?  How automated is ______’s reporting system?  Are these monitored by the agency principals?  

4. Here are more questions: 

a) Am I to supervise the daily activities of any other personnel? 

b) What budgets will I be responsible for?  What are the budgeting cycles?  

c) Who manages producer licensing and placements?  
d) When might an independent agent acquisition be conducted?  Or does ______ only work for book rolls or transfers of business “TOBs”?  
5. What special projects may be assigned by the Zone Manager or Product Manager?  What goals and resources are usually associated with those projects? 
6. Does ______ require regional sales promotions be separate and apart from agencies events?  Can I set up sales promotions in support of agency programs when regional marketing plans’ objectives will be achieved?  In other words, am I able to partner with agency principals when developing sales promotions?  
7. Will I help schedule regional sales training to be presented by ______’s employees or by outside vendors?  What corporate implementations are scheduled for my territory?  How thoroughly have ______’s sales processes, sales colleges, and sales management capabilities been taught to agencies’ personnel in my region?  Have any other training needs been identified by the Zone Manager or previous Region Manger?  
8. What other duties were assigned to my predecessor?  Which should I follow up on?  Which are the highest priority items?  
Here are guiding principles for me to reference often when investigating, analyzing, evaluating, and planning.  Traditionally a "marketing representative" is an individual employed by an insurer to promote business from agents in a specific territory.  They are also called field representatives and regional marketing managers.  My work to help agencies plan their work and then work their plans will help me be an untraditional marketing representative.  

We work to help our customers protect and manage the most important assets in their lives: their families, their property and their incomes after they retire. We are committed to providing the best investment, retirement and insurance solutions we can for our customers. It's what they have come to expect from us. Our corporate values, and the effort each associate puts forth in making them a reality, will enable us to be the great company we envision for tomorrow.  

Here is a template that, if made ______ friendly, can be used as a checklist to analyze my region’s agencies’ profitability, partnership, production, and progress. 

profitability

agency’s current trend: the rolling 12 month LR of _% viewed with 2004’s LR hints there may be increased profitability and I believe this is confirmed as being reliable when these measurements are compared with the 5 yr LR therefore we should encourage the agency to ?grow with us 

or 

encourage the agency to improve its front-line underwriting for us 

· agency’s fit in the territory: the trend noted above ?helps/hurts? our efforts in OH to operate profitably because the agency’s volume ?is/is not?? significant (2004’s WP is only _% of territory F’s HO/AU combined WP) and the trend compares ??well/poorly? with territory F’s five year LR of ____’s % for HO/AU combined policies


potential opportunities for improvement:
- there seems to be a problem with the __ LOB because there seems to be too many __ claims so more investigation is required if we are to continue partnering with this agency to become profitable 

or 

- I have not had time to discover any problem with a specific type of coverage therefore I’m not sure if there are too many or a particular kind of claim so more investigation is required if we are trust that we can continue partnering with this agency profitably 

- the agcy has been targeted as one of my eight most unprofitable agencies so I’m using “Marketing to Agencies” to communicate, negotiate, plan, and implement a win/win agreement to improve its performance 

or

- there too few losses to detect a credible indication of how profitability can be improved; therefore I suggest we continue partnering with this agency concentrating on growth

partnership
· applications & change requests 
- 

· other (e.g., billing, quoting, etc.)  

- 

· uw decisions: the agency does/doesn’t request reversals of my decisions to non-renew/cancel policies that I can remember; so the agency does not ask for too many exceptions considering the large number of apps they submit   

· level ??, OK/good/great, partner  

production

· volume: 

- the agency has averaged $_K in WP for the last five years ?and/however? ‘2004’s WP was ?up/down? at $_K ?and/but? the rolling 12 month WP is ?higher/lower? at $_K

- 2004’s WP & the rolling 12 month WP compare ?well/poorly? with territory F’s ‘98 average agency WP of $83K for HO/AU; this is supported by the fact that these two measures compare ?well/poorly? with territory F’s WP annual average of $194K per agency (if I'm right about having 22 signed/active and 15 agencies that are running off) 

- these measures appear to indicate the agency’s profitability ?is/is not? too vulnerable to being increased easily by singular large loss events 

- 2004’s NB count = _ and the YTD NB count = _ so it is safe to say the agency is trending ?up/downward? and it is or will soon be ?help/hurting? our efforts to show progress during 200_ because territory F's YTD growth measurements are now at ___ for HO/AU 

- applications issued & still active in the last four quarters are:   for 4th Q of 2004 

for 1st Q of 2005 

for 2nd Q of 2005  

for 3rd Q of 2005 

new business counts growth may have ?peaked in the ?1st quarter of 2005.  This is probably an indication of unhealthy growth.   

- 2004’s retention = _% ?and/however? YTD retention is at _% which are both very favorable compared to territory F's ‘98 average of 75% for M/C 
Therefore: 

(1) the agency’s performance ?is/is not? significant when compared to territory’s F average rolling 12 month WP of $74K for M/C and it is ?improving/deteriorating 

(2) I suggest we treat the agency as an incubator project (e.g., we hope to grow something profitable)/a market maker (e.g., a friendly 800 pound gorilla we let do what it wants to do)/a ?major/minor player in the Rocky Mountain region’s market by 

?helping to improve its performance or canceling our agreement a.s.a.p., especially since it’s book is so small and they’ve had several years of opportunities to grow with us.  

or 

_ 

progress recommended 
concerning profitability: 

· the fact that the agency is so profitable should encourage us to do all we can to help the agency grow in any way it wants to grow (consistent with its history of profitability) 

or 

· the territory’s desk underwriter should work with the agency to dissect the agency’s book of business to find causes of poor loss ratios to learn what specific actions should be taken and targeted at the problems we discover.    

· we should consider placing the agency on a formal LR performance improvement plan at the next agency analysis meeting with detailed action steps, each scheduled with periodic deadlines if significant improvements are note noted in the next 6 mos.  

· we all should agree during this AA meeting on how we will react if the plan’s deadlines are not reached by the agency if we have done our due diligence. 

concerning prospecting: 

· the marketing representative should encourage this agency to begin rolling its Shelby book a.s.a.p. as smartly as possible 

· the marketing representative should encourage this agency to do more and better prospecting (e.g., cold calling, rounding accounts, asking for referrals) and roll books to us, if available. 

· the marketing representative should dissect the agency’s book of business to find what niches they are selling now and what niches they are not prospecting successfully to define and target which niches they want to prospect more often.    

· the marketing representative should learn what new business risks we are missing out on and why the agency is not placing more business with us. 

· the marketing representative should place the agency on a formal production performance improvement plan with detailed action steps at the next AA meeting, if we set a goal for the agency’s production in this AA meeting and the goal is not achieved in six months.  

concerning retention:

· the marketing representative should research canceled policies to learn if there are any trends/patterns in cancellation causes to determine why the agency is loosing approximately 1 out of 4 policies in spite of growing so strongly.  

Here are more questions with proposed action items:  
1. Do ______’s personnel look at applications submitted by agencies as offers to be countered or simply rejected?  Will it be too difficult to persuade underwriting personnel to begin making attractive counteroffers instead of just blunt rejections to applications from preferred agencies with problems?  

2. How well do agency personnel think ______’s underwriting and marketing functions cooperate/partner with each other?  As an example, is it likely ______’s UWg and Mrktg departments for my region could negotiate a document such as my Unusual Questions for Unusual Risks to enable agents to know what supplemental questions should be asked ahead of time when unusual risk characteristics are encountered?  

3. When can someone email me the list of duties (e.g., ______’s job descriptions) marketing representatives, underwriters, and trainers are to perform?  

4. What training have other ______ personnel serving this region received?  Have they had a course like Insurance Learning Systems’ Marketing to Agencies three day course?  It is a video based skills workshop to help marketing representatives earn the best premium from the best agents.  More information is at www.prismslearning.com/agentsart1.html.   

5. Could the following agenda be set in motion soon after I begin working for _______?  (This is similar to #s 1 and 2 on page 3.)

a. Get to know our customers (the agencies) better.  

i. I will meet with all ______ personnel serving my geographic territory and product within two or three days of being hired to explain and challenge them to work to accomplish the following tasks.  

ii. All ______ personnel reach agreement on how to improve agency profile/analysis documentation (using the template on pages 4 and 5 herein) and improve their understanding and documentation of each agency’s PIF growth and profitability.  

iii. During the second week, I will meet with ______’s UWrs and CSRs serving my region and product’s customers to learn what they think about each agency as UWrs and CSRs perform their normal workload.  I want to see the quality of work performed by the agencies and learn how supportive the UWrs and CSRs are to agency personnel.  

iv. During the third or fourth week of my employment with ______ I’ll begin visiting the most successful agencies to introduce myself, learn what they are doing right, learn what ______ needs to do more or less of, and encourage them to use any of the items we’ve developed to help their people sell more ______ policies and round out more ______ clients’ coverages. 

v. We will meet again, approximately two weeks later, for three to four days to: 

· Determine which few agencies are experiencing the poorest growth and/or profitability and why it is happening.  

· Determine which few agencies are experiencing greatest growth and/or profitability so I can begin traveling encouraging the most successful to do more good work and begin rehabilitating the least successful as soon as possible.  

· Determine what I’ve developed and what we can get from other sources (e.g., Marketing to Agencies is a Core Skills Network Program by Granger Associates/ProEd Corp. formerly Insurance Learning Systems) to help agencies be more successful.  

b. We will plan how to partner with ______’s agents in better ways.  

i. We will create a written document (e.g., a team playbook or business plan) describing how to approach our territory’s agencies with what we develop for agency personnel. 

ii. We will re-approach our agents offering better customer service in the following ways: 

1. We have a large selection of suggestions to help their personnel see their work in different ways, understand their markets’ abilities and appetites, and thereby place more business more quickly. 

2. We have the ability to help their personnel do their work more correctly, quickly, and consistently thereby encouraging agencies’ customers to always cooperate when asked for referrals.  

3. I will work with other ______ personnel to enable agency personnel to think like ______ UWrs and get more submissions accepted on the first try (avoid being surprised by rejections or more questions when applications are submitted).  

4. I will make follow up calls to agencies to make sure we achieved our objectives and learn about any concerns or missed opportunities offered by agency principals.  

iii. We will commit each agency principal to develop and implement written win/win agreements with ______ to strengthen their weaknesses described in 5a above.  Those who are more cooperative will get more support, consideration, and exceptions from ______’s UWrs.  Those who are uncooperative will be encouraged to role their books when we’ve targeted other agencies to replace them.  

iv. The more cooperative agencies will be encouraged to develop written business plans (with optional extras such as succession plans) so their teams will have team playbooks and not require so much agency principal supervision.  Owners and managers will be able to work on business and workforce development issues instead of day-to-day operations.  If you approve, I can send them copies of Orientation for Business Planning to encourage them to learn about creating business plans for their agencies.  If they want to do it, I can send them my Agency Business Plan Template to kick start their efforts.  Should I be doing such clerical work or should a Trainer or an Administrative Assistant? 

c. We will measure what we manage.  I will follow up on each agency’s progress and report to the marketing representatives’ supervisor and me as the Product Manager.  The monthly report will include updates to the profiles created in 5aii and describe what efforts the partnership has made to accomplish the items in the win/win agreements mentioned in 5biii.  I’ll send you a bi-monthly summary of their efforts.  We want to successfully partner with the agencies to achieve what we’ve promised each other.  I want to make sure the marketing representatives are serving our agents well* giving them every chance to become self-reliant and successful.  

6. How difficult would it be for you and me to create a business plan for my region that answers the following questions?  I have a business plan template we could consider revamping it to fit our needs.  

· Will reading such a plan give ______’s marketing and underwriting personnel a clear understanding of what ______’s ______ region/product is trying to achieve and why they do what they do?  

· Will marketing and underwriting personnel be energized about their team’s goals after reading the plan?  

· Will marketing and underwriting personnel see how their tasks make a difference and contribute to achieving their plan’s goals?  

· Will marketing and underwriting personnel be able to do their work so well that they will feel satisfied with what they’ve accomplished each week?  

· Will the plan enable marketing and underwriting personnel to achieve their professional goals? 

· Will having copies of the plan help marketing and underwriting personnel trust each other?  

· Will distribution of the plan help senior personnel foster open communication that is respectful of differing opinions and thereby result in new and better ideas? 

· Will the plan help marketing and underwriting personnel hold each other accountable for results? 

· What seasonal adjustments to work schedules should be planned? 

· What options should be used for contingencies in the plan?  

If such a business plan can be written, then it could enable ______’s marketing and underwriting personnel to partner together helping ______’s people lead agency personnel by example to create their own business plans to accomplish the purposes listed above.  

* Serving our agents well means enabling agency personnel to understand more about their jobs and what ______ can do to help them sell more policies and coverages than they have in the past. 

7. I’ve been using James Kouzes and Barry Posner’s Leadership Challenge course materials to teach my direct reports about leadership and then evaluate my abilities as their supervisor.  If hired as the product manager for ______’s _____ region I’ll work to support my direct reports and their customers by being a good leader.  I will:  

Model the Way

· Set a personal example of what is expected. 

· Make certain that people adhere to agreed-on standards. 

· Follow through on promises and commitments. 

· Ask for feedback on how his/her actions affect people's performance.

· Build consensus around organization's values.  

· Be clear about my philosophy of leadership.  

Inspire a Shared Vision

· Talk about future trends influencing our work.  

· Describe a compelling image of the future.  

· Appeal to others to share dream of the future.  

· Show others how their interests can be realized. 

· Paint a "big picture" of group aspirations.  

· Speak with conviction about meaning of work. 

Challenge the Process

· Seek out challenging opportunities that test my own skills and abilities. 

· Challenge people to try out new and innovative ways to do their work. 

· Search outside the formal boundaries of my organization for innovative ways to improve what we do. 

· Ask “What can we learn?” when things don’t go as expected.

· Make certain that ewe set achievable goals, make concrete plans, and establish measurable milestones for the projects and programs that we work on.  

· Experiment and take risks, even when there is a chance of failure. 

Enable Others to Act

· Develop cooperative relationships among the people I work with. 

· Actively listen to diverse points of view. 

· Treat others with dignity and respect. 

· Support the decisions that people make on their own. 

· Give people a great deal of freedom and choice in deciding how to do their work.  

· Ensure that people grow in their jobs by learning new skills and developing themselves.  

Encourage the Heart

· Praise people for a job well done. 

· Make it a point to let people know about my confidence in their abilities. 

· Make sure that people know about my confidence in their abilities.  

· Make sure that people are creatively rewarded for their contributions to the success of our projects.  

· Publicly recognize people who exemplify commitment to shared values.  

· Find ways to celebrate accomplishments.  

· Give members of the team lots of appreciation and support for their contributions. 

The Leadership Challenge materials indicate four processes should be performed for effective evaluations to promote improved leadership.  The four processes are: 

1st. Observers should learn about leadership so they will understand the 30 behavior statements on Kouzes and Posner’s Leadership Practices Inventory “LPI” forms and know what to reflect on when evaluating their leaders’ performance.  

2nd. After the LPI process is completed by observers, leaders should learn how well they are performing according to observers’ scores. 

3rd. Leaders should take the 10 steps in the LPI Participant’s Workbook to understand and use observers’ feedback constructively.  

4th. Leaders should work with mentors/coaches to plan how they will improve their performance as leaders by communicating and demonstrating leadership behaviors better. 

Will I be permitted to require my direct reports to use the LPI to evaluate my leadership of our team after 90 and 180 days on the job?  

8. Many insurers believe agency gradation is essential to achieving productive results from sales and marketing efforts.  Does ______ grade and group agencies to prioritize its efforts and allocate its resources?   If so how?  

9. What are ______’s marketing representatives taught to do when encouraging agency personnel to submit more applications?  Here are the steps for what MetLife A&H calls a new business growth consultation meeting at an agency.  Here is how the steps might be modified to fit ______’s circumstances in the ______ region.  
a. A regional marketing plan should be devised for coordinating ______ personnel’s efforts to encourage agency personnel to submit more applications.  The plan should answer questions such as: 

· What gifts and/or commission arrangements can be offered to agency personnel as incentives?  

· What can be done to help agency personnel to understand they can place business with ______ more easily than they have in the past?  

· How can ______ help agency personnel generate referrals to contact as prospects?  

· How can our ______ team help agency teams be more successful?  

· Is a formal marketing campaign is needed?  How thoroughly should it be researched, negotiated, planned, and documented?  
b. Begin executing the regional marketing plan by contacting the agencies and explaining that the marketing representative and underwriter would like to meet with the agency as advisors to help them grow their PIF counts for all carriers profitably through increased new business acquisition.  The first few agency visits in each territory should be made by each territory’s marketing representative and underwriter in person.  Usually the marketing representative is present and the underwriter is on a speaker phone.  Invite the agency principals/managers to cooperate and explain the benefits (W.I.F.M.s) of participating in this process.  Some benefits might be increased compensation, non-monetary rewards, etc.  

c. Prepare data analysis and draft win/win agreements to present at consultation meetings for each agency.  Focus on recent results and be prepared with pertinent financial data. 

d. Identify profitable segments and prioritize their importance for the agency (magnitude of impact on profitability).  Identify household opportunities to round accounts, combine auto and home policies, and increase rate integrity.  

e. Demonstrate for the agency what they can do if they take advantage of opportunities the ______ team (e.g., marketing representative and underwriter) has identified.  

f. Work together to develop a plan to increase the number of submitted applications in desirable niches.  Action items could include: 

· Asking each happy customer for a referral. 

· Networking with a preferred real estate agent to help its customers buy real estate. 

· Networking with a preferred mortgage lender to help its customers borrow money.
g. Measure how each agency is doing.  Review the measurements with each agency’s principal monthly comparing their results to their plans without any *k.i.t.a.  

* k.i.t.a. is the acronym for “kick in the ass” used in Harvard Business Review as a label for a very negative motivation technique producing poor results in the long run. 
Plan how opportunities identified during previously described/illustrated actions can help us achieve our marketing strategies.  The team (marketing representative, agency principal(s)/ manager, and underwriter) could develop an agency marketing campaign to go after a few segments that could include things like:  

a. targeted advertising designed and financed jointly, 

b. jointly financed purchases of data that targets intended niches, and 

c. telemarketing call campaigns targeting the niches. 

Underwriters should follow up on measuring and reporting our progress after ______’s managers agree or after they alter the win/win agreement’s parameters. 

10. Does ______ require or recommend a process for learning about marketing representative’s agencies, analyzing what is learned, deciding what ______ needs agencies to improve, and how to negotiate win/win agreements with agencies so the improvements are made?
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Use the goal-setting and planning process outlined on this form to begin enabling one of your 

agencies to achieve one of your chief marketing goals.  Begin by restating one of your goals. 

Goal: _______________________________________________________________________

____________________________________________________________________________

Cost: 

Resources Needed (people and equipment): 

Target Date: 

Measurable Actions: 

Write out your complete goal statement here: _____________________________________ 

_________________________________________________ 

_________________________________________________

_________________________________________________

List and describe each tactical step required to reach your goal by successfully implementing 

your strategy.  Begin with the end in mind and explain each step you believe to be necessary. 

1. ________________________________________________________________________ 

________________________________________________________________________

2. ________________________________________________________________________ 

________________________________________________________________________

3. ________________________________________________________________________ 

________________________________________________________________________

4. ________________________________________________________________________ 

________________________________________________________________________
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Creating Agency Management Goals and Plans

Use the goal-setting and planning process outlined on this form to begin enabling one of your agencies to achieve one of your chief marketing goals.  Begin by restating one of your goals. 



Goal: _______________________________________________________________________



____________________________________________________________________________	

Write out your complete goal statement here: _____________________________________ 

_________________________________________________ 

_________________________________________________
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List and describe each tactical step required to reach your goal by successfully implementing your strategy.  Begin with the end in mind and explain each step you believe to be necessary. 
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