B AGENCY MANAGEMENT

Find Your Herd, Amplify Your Belief,

I attended an event in 2016 that changed
everything. It had been a challenging run

between 2008’ financial collapse and that
event. For eight years, agency ownership
had been frustrating. Maybe you can relate:
There was never enough time in the day to
complete everything that needed to be done.
I was stuck in the weeds, peddling policies,
translating policy language for clients, help-
ing with claims and all the other “working in
the business” stuff.

I knew that if I didn’t figure out a way to
break through and get results, I'd be in a lot
of trouble. Most years were a marathon grind
just to break even. There were some great
years, where we hit some huge bonuses, but
consistency was definitely lacking. I remem-
ber thinking that if my margins got squeezed
any lower; I'd be forced to either borrow more
to stay afloat or cut expenses. The thought of
going down either of those paths made my
stomach hurt. Either choice would mean I
was bringing in less, but likely laboring even
more — and this was not sustainable.

I had become friends with a few of the
local agents with my carrier and would ask
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them what they were doing. They told me
that they were doing what our carrier told
them works: cross selling their book, attend-
ing networking groups, doing trade shows,
meeting loan officers and a few other things
that the corporate leaders recommended.
I remember one of those agents telling me
that he’d been doing all these things for the
past 20 years and it had helped him be a
great agent. I asked how much premium he
had on the books and he said $1.5 million.

I didn’t want $1.5 million after 20 years of
killing myself while being tied to my agency.
I wanted to do $1.5 million in new business
premium in less than a year! I knew it could
be done; I had seen agents doing it. My out-
come was to grow the business to become
self-sufficient. I needed to build it into a
vehicle that kicked out a great net income
whereby I could re-invest my profits back
into marketing so that I'd have a money
multiplier machine. I knew that if I had a
system to drive predictable sales, I would be
able to reinvest the revenue right back into
my agency. In essence, the book was funding
its own growth.

One agent friend talked about his stock
portfolio a lot, the ups and downs of the
market and the typical returns he was get-
ting. I thought that if we had the right pro-
cess in our agency that would yield results
and we could get a much better return than
the market. Here’s why: A CPA friend of
mine told me that I would be increasing my
money’s “investment power” by using profits
to fund marketing. He showed me how by
taking a distribution from my business, I'd
take a 25% haircut on those funds. Based
on what this tax advisor was telling me, if
I took a $100k distribution, after taxes, I
would only have $75k to invest after taxes.
That would mean, using the typical market
rate of return, it would take me 4 years just
to grow my $75k back to my original $100k.
If I putitin a CD or money market, it would
take 15 years just to get back to my original
$100k! Why would I throw away 25% of my
money that I didn’t need to live on?

Fast forward to 2016 where I paid $10k to
attend Tony Robbin’s “Business Mastery” in
Las Vegas. I invested in this ticket with mon-
ey I didn’t have because some entrepreneur
friends had told me I needed this. Leaving
my office for a week gave me a lot of anxiety,
and worse, [ was embarrassed that I'd had to
borrow money to pay for my ticket. At the
time, the financial commitment was way be-
yond my means. I believe now that the fear
around the $10k spend is what forced me
to push harder than I ever had, and I am
grateful that I did it! At Business Mastery,
there were three key concepts that were in-
strumental in my ascension from a 5-figure
income to a 7-figure income. Not too shabby
from a $10k investment!

First, I learned that knowing my math was
the single most important thing to create,
predict and fund scalable growth. As agen-
cy owners, the reports our carrier provides
contains every variable we need to run the
math. It’s just a matter of knowing what to
look for and where. Back then, I knew some
of the variables, but I didn’t know them all.
Tony went over some very important vari-
ables like acquisition cost, customer lifetime
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value and average cart value. These metrics
were all new to me and I was certain I hadn’t
ever heard an agent talk about them either.

As Tony walked us all through these, he
made it seem like you’d have to be crazy to
operate any business without them. We all
used the math to figure out what we could
actually spend to get a new client. Tony
showed us that once we could find a scal-
able lead source (a method to buy a steady
and consistent stream of quoting opportuni-
ties such as leads, direct mail or some other
trackable tactic), we could figure out our ac-
quisition cost by dividing our lead spend by
quantity of sales. He went on to drop the
biggest knowledge nugget: “If your acquisi-
tion cost is less than average customer life-
time value and you have enough sales capac-
ity, you're in a position to infinitely scale.” A
lightbulb went off: If T used these variables
to test all the different marketing options
available to me for filling my sales pipeline, I
could mathematically determine which ones
were the best. I now had a framework to re-
move the guesswork.

The second big “aha” I took from Busi-
ness Mastery can be summed up in this Na-
poleon Hill quote: “Deliberately seek the
company of people who influence you to
think and act on building the life you desire.”
I felt like a small fish in a pond full of whales,
which filled me with a mix of emotions: It
was intimidating, humbling and inspiring all
at the same time. I looked for and connected
with people who seemed to be living the
type of life I wanted for myself and my fam-
ily. As I became more comfortable with be-
ing uncomfortable, I found other events and
coaching groups that I never even would
have considered joining due to their large
time commitments and their very high in-
vestment to join. Being connected to whales
who made me uncomfortable because of
their success level has ended up being the
linchpin to moving from a 5-figure income
to a 7-figure income. Seeing the 1% win will
shift the mind out of looking for excuses to
finding solutions. If you can find a room full
of people who make you uncomfortable due
to their success, figure out what you need to
do to gain access.

My final takeaway was the importance
of coaching in creating a powerful mindset
shift. For years, I had been struggling with
only seeing “okay” results, partly because
I didn’t have a real coach to help me push
through difficult times. To push though
some of the most uncomfortable moments
in business, I have found that the right
mentors and coaching is critical to making
a quantum leap. The bigger the leap, the
more the discomfort. If the notion of acting

on these three takeaways seems daunting,
you may consider taking some time to in-
vestigate why you’re feeling this way. I share
these insights with you so that you can have
a head start on what took me many years
to uncover, understand, and implement. Go
out and find your “herd,” amplify your be-
lief and unlock your results!

Craig Pretzinger is an agent with multiple locations
and over §10 mullion in premium on the books. He

is Co-Creator of The Insurance Dudes Podcast, one
of the top 100 Marketing Podcasts In America with
over 500 episodes published. The Insurance Dudes
mission s to help insurance agency owners create a
predictable, consistent, and profitable agency sales ma-
chine. Learn more by heading to live.teledudes.com, or
check out the podcast or YouTube channel. As we gear
up for our May 18-20 event, our goal is to deliver an
experience that will help agents build their own results
machine and enable them to execute immediately. For
more detals head to http://www. theidudes.com.

Are you taking advantage of
NAPAA Membership Reimbursements

We support our agent members by providing the
following reimbursements:

Continuing Education Subsidy -

up to $50 every two years

E&O Deductible Subsidy -
reimbursement of 20% of the
deductible for any paid E&O
claim up to $500 per year

Towing Service Reimburse

maximum of two towing/service

calls per year, up to $50 each
for family memb
same household.
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