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[bookmark: _pkdn5aut5kr0]Sales Workshop Outline
 Insurance Sales Training Workshop Outline: Igniting Agency Growth

This 2-day workshop is designed to energize insurance producers by distilling the core elements of the Agency Growth program into an interactive, high-energy experience. We'll focus on building a structured sales process , while incorporating fun elements like role-playing games, small group challenges, and team competitions to keep everyone engaged and excited. Expect lots of movement, laughter, and practical takeaways to "light up" your team—think buzzers for quick quizzes, prize draws for top performers, and collaborative brainstorming sessions.

[bookmark: _y0n8lov6bbpa]Day 1: Building the Foundation 
(9:00 AM - 5:00 PM, with 2-hour lunch break)
Focus: Kick off with onboarding and dive into the core sales process to shift mindsets and build skills.

· 9:00 AM - 9:30 AM: Welcome and Icebreaker (30 minutes)  
· Objectives: Set the tone, review program overview, and align on growth goals (e.g., 20% closing ratio increase, no monoline sales).  
· Activities: icebreaker—Quick intro to the 3P Sales Strategy (People, Process, Performance—emphasizing value over price).  
· Materials: Welcome kits, incentives list.
· 9:30 AM - 10:30 AM: Busting Growth Myths and Building Your Pitch (1 hour)  
·  Objectives: Cover "Growth False Beliefs," "Building Your Agency Value Proposition," and "Identifying Your Personal Pitch."  
· Activities: Interactive myth-busting game—small groups debate common sales myths (e.g., "Speed isn't everything") using program scripts, then present your personal pitch. End with a "Pitch Perfect" round-robin where groups refine personal pitches and give high-energy feedback. 
· Materials: Workbooks, video clips for inspiration.
· 10:30 AM - 10:45 AM: Short Energizer Break (15 minutes) 
· Quick stretch or fun poll on sales pet peeves.
· 10:45 AM - 12:00 PM: Prioritizing and Filling Your Pipeline (1 hour 15 minutes)  
· Objectives: Explore "Filling Your Pipeline," "How Important is Speed In Sales?," "How to Prioritize Sales," and "Efficiency In Sales."  
· Training Segment Materials: Quote sheets

Lunch Break: 12:00 PM - 2:00 PM (Recharge with team-building chit-chat encouraged.)

· 2:00 PM - 3:00 PM: Mastering the Sales Process Basics (1 hour)  
· Objectives: Dive into "Sales Process: Building Rapport, Finding Pain Points, Qualifying The Opportunity, Gathering Quote Information.
· Materials: Scripts, role-play cards.
· 3:00 PM - 3:15 PM: Short Energizer Break (15 minutes)  
· Fun group share: "One win from today so far."
· 3:15 PM - 5:00 PM: Quoting and Qualifying Deep Dive (1 hour 45 minutes)  
· Objectives: Cover "Quoting Plan," "Why People Don’t Buy From You," and "Importance of Agency Standards."   
· Materials: Quizzes, checklists templates.

Day 1 Wrap-Up: Quick reflection circle—share one "aha" moment to build excitement for Day 2.



[bookmark: _on56byd5yqzd]Day 2: Closing Strong and Sustaining Momentum (1:00 PM - 4:00 PM)
Focus: Shift to advanced opportunity-earning skills, with wrap-up on implementation for long-term fire.

· 1:00 PM - 1:45 PM: Presenting Quotes and Asking for the Business (45 minutes)  
· Objectives: Tackle "Presenting the Quote," "Asking For the Business," and "Embracing Concerns." 
· Materials: Video quote examples, objection cards.
· 1:45 PM - 2:00 PM: Short Energizer Break (15 minutes)  
· Quick "win prediction" poll for post-workshop goals.
· 2:00 PM - 3:00 PM: Overcoming Objections and Follow-Up Strategies (1 hour)  
· Objectives: Cover "Overcoming Objections," "Following Up," "Breaking Up," and "Recycling Good Unsold Opportunities."  
· Materials: Scripts, follow-up templates.
· 3:00 PM - 3:45 PM: Referrals, Rounding, and Bonus Tactics (45 minutes)  
· Objectives: Explore "Referrals," "Account Rounding Post Sale," "Introducing The Service Team," and bonus content like "Selling In A Hard Market" and "Onboarding Process."  
· Materials: Workbooks, bonus video snippets.
·  3:45 PM - 4:00 PM: Workshop Close and Action Planning (15 minutes)  
· Objectives: Reinforce goals like tracking closing ratios and nurturing leads; set personal action plans.  
· Materials: Goal-setting sheets, certificates.
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