Example of a Master Development Plan

This is a typical plan for a recent graduate with no experience in either business insurance or sales.
All plans are customized to meet the unique needs of the learners and of their member firms.

Weeks  Ju Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May

Phase 1: Foundations

Operations Track
Office Automation System

Account Servicing
Marketing/Risk Placement
Personal Lines

Claims, P&C

Claims, Workers Comp.

Accounting

Technical Track
TT101: Insurance Essentials

License

TT201: AAI 81
TT201: AAI 82
TT201: AAI 83
BISYS Courses

Consultative Sales Track
CST101: Fundamentals

CST102: Cold Calling
CST103: The Wedge
CST104: The Trusted Advisor
AE102: Producer Shadowing
Workshop

Phase 2: Prospecting
AE101: Telemarketing
AE102: Prospecting Plan
AE104: Validation Plan
Coached Prospecting




