Is Your Agency In Crisis?

Everything around us seems to be in crisis these days: the economy and the related crises in real estate, banking, and unemployment; global warming, agree or not; world hunger, seemingly forever; political, no comment, healthcare, still, and more. Most of us are affected to some degree or another by and or all of these.

Then there are crises that may affect us individually, but impact those around us; identity crisis, who am I and what am I doing in the insurance business, or the infamous midlife crisis, the age-old excuse for messing up lives.

Let’s more clearly define crisis and see what it means for us today.

Main Entry: cri·sis 

Inflected Form(s): plural cri·ses \ˈkrī-ˌsēz\
1. an unstable or crucial time or state of affairs in which a decisive change is impending; especially : one with the distinct possibility of a highly undesirable outcome 
2. An unstable condition, as in political, social, or economic affairs, involving an impending abrupt or decisive change.

3. a situation that has reached a critical phase <the environmental crisis 
4. An emotionally stressful event or traumatic change in a person's life.
Did you notice that each definition included or inferred a resultant change? ‘AHA!’, you say – ‘so that is where this is going!’ ~ a follow up to the articles Time for a Change and the sequel Do You Plan to Survive?.
Ok, then, let’s assume that crisis leads to change. Change will happen – with or without you. You can either let it happen (reactive) or make it happen (proactive).

With reactive change, the results have a better chance of costing you more and getting you less. Since you are not in control, you spend your time putting out fires, responding to everything and doing it ‘their’ way. You do what has to be done – not what should be done. You have no control of time or energy.
With proactive change, you see a chance to find new opportunities, to take advantage of new ventures, to adjust the status quo, to become more effective and efficient, and to get better control of your agency.

Yes, crisis will lead to change – take advantage of it.

Change (crisis) is all around us. The New Year is here. Is it time, or is it even possible, to make a New Year’s Resolution for your agency – to make a Plan for 2010? – to make things happen rather than let things happen?
Take a look at this list, and feel free to add to it. Check off some things that you would love to change if you could. Then choose one and make a list of what you need to do make things happen to reach your objectives.

· Revenue

· Expense

· Staffing

· Carriers

· Markets

· Competition


Review the last couple of articles to get ideas. Start to write down good ideas, talk about them with others in your agency, brainstorm, try something, then try it again, learn from the mistakes and celebrate the success.
Change requires you to

· Plan

· Manage

· Monitor

· Evaluate

· Celebrate

· Change again

‘A fool is one who continues to do the same thing
and expects different results’ (unknown)
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