Do You Plan to Survive?

As it first appeared in PIA of SC Tools for Success. Reprinted with permission
Are you ready for tomorrow and the changes that will potentially affect you and your agency?

· Another hard market 

· Rumors of carriers reducing their agency force

· More carriers developing a direct access program

· Increased workload

· Decreased revenue as clients cut back, get smaller or simply go under

· Retirement

Last month we talked about different ways to look at, and handle, change. We also took a look at how different people respond to change. Finally, we considered approaching change proactively or reactively.

Being reactive to change is easy. Sit back and handle whatever comes your way as best you can at the time.

Proactive change is a bit more difficult since it requires planning and extra effort by everyone in the organization. It will undoubtedly meet resistance by some who don’t see any value in changing the status quo. They may resist outwardly thereby upsetting the whole process, or covertly by subverting your efforts. The challenge then, is not just developing the plan, but implementing and managing the plan.

Let’s make the assumption that proactive change is the better alternative to reactive change. Proactive change requires a plan. In simple terms, a plan is simply a process to take your from a specific starting point to reach future desired results or goals. A plan identifies the who, what, where, when, how, and why of things that must be accomplished to reach the established goals. 
If this is going to require some work and possibly upset our world as we know it, why bother? What are the benefits? Is it really worth the hassle?  


A Plan will allow you to

· Find out who you are today

· Focus on things that you can control with the resources you have available

· Identify, and prepare for, potential future events

· Take advantage of opportunities

· Control your time and efforts

A plan will affect all aspects of your agency

· Management

· Human Resources

· Sales & Marketing

· Operations

· Budget

And that will, in turn, impact

· Customer Relations and Retention

· Carrier relationships

· Employee Development and Retention

· Staff Morale & Stress Level

· Meeting clearly defined objectives of growth and profits

Question: Where do I start?
Answer: Anywhere – just start! 
Remember, from the Tao of Pooh

And if you don’t know Which To Do

Of all the things in front of you,

Then what you’ll have when you are through

Is just a mess without a clue.

Of all the best that can come true

If you know What and Which and Who
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