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Essential Elements of Execution (E3)

The Essential Elements of Execution (E3) work 

together to create sustainable growth. When 

your agency is weak in one, your performance in 

the others is diminished and achieving 

sustainable growth becomes increasingly 

difficult and uncertain. 

When all elements converge, sustainable growth 

is inevitable. 

Blueprint Consulting Group supports  

exclusively insurance agents and brokers.

We are an “execution” company. We have 

created a unique method to help agencies 

grow that goes beyond training to impact 

an individual or organization’s results.
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The Five Producer Bottlenecks



Producer-Centric

Blueprint leverages a producer-centric sales leadership philosophy and producer 

development model. It is highly structured and centers around coaching. This model is 

designed to remove the frustration and ineffectiveness of accountability-centric (stick) 

models.

We believe there are 5 Bottlenecks to producer book growth:

1. Expectations 

2. Time 

3. Who do I call 

4. What do I say to get them to see me 

5. What needs to happen for them to hire me 

As a member of our program you have access to a complete set of tools and 

capabilities to help every individual or group become highly effective at each of 

these areas that prohibit sustainable growth.



The Breakthrough for each 

Bottleneck



Expectations
Blueprint Producer

Guide™•We believe at some point most producers  

surpass the expectations they set for 

themselves or that someone else set for them. 

•For individual producers, we work to help 

re-cast a vision for their future and get them 

excited about growing again. Often times, 

helping them understand what lead indicators 

they can focus on to efficiently grow revenue 

may be all it takes.

•For agency leadership, we have developed a 

unique set of tools to help set and give 

feedback on expectations. This is crucial for 

new and/or un-validated producers to help 

them understand what is necessary to grow at 

high levels and garner a greater Return on 

Investment for agency shareholders. 

Robust Pipeline™



Time

The Quarterly Sprint™
• One of the most common bottlenecks 

we encounter in coaching is the reality 

(and perception) that as a producer, “I 

don’t have time to go after new 

business”.

• It is a real concern that has forced us 

to become innovative about how we 

approach the “time” bottleneck. 

• The Blueprint “Quarterly Sprint” and 

“Ideal Client Profile” coaching sessions 

are commonly requested to help solve 

this problem.

“My life, and my book size are a reflection of my 

habits”. 

5 Million Dollar Producer



Who do I call?

• Identifying the right companies to 

target, and the appropriate decision 

maker(s) within them, can be a real 

challenge. Done properly, it requires 

more than a database of lists.

• Most producers have little confidence 

in this discipline and it has cost 

agency shareholders untold amounts 

of money.

• A seasoned producer’s time and 

energy can be much better leveraged 

by having access to business 

intelligence that allows them to open 

and close new business more 

efficiently and effectively.



What do I say to get in front of them?
• Since we began recruiting and 

developing new producers for our 

clients, our focus on innovative methods 

to help producers open new 

opportunities has become one of our 

highest priorities. 

• As we became better students of 

prospecting methods, we became better 

prospectors ourselves. This insight has 

been invaluable to be effective coaches 

and help our clients achieve sustainable 

growth.

• We have developed several Key 

Performance Indicators (KPI’s) for 

effective prospecting that allow us to 

train, coach and measure prospecting 

effectiveness.

Creative Prospecting

Tools

Unique Language 

(don’t show up as a commodity )

Concentric Circles of 

Prospecting™

“I have been a professional sales person for 

nearly 15 years and I was surprised that 

someone could provide me tools that would get 

me TWICE the results, per attempt than what I 

have done previously…thank you Rubiks’ Cube”

Dwayne R.

TX



What needs to happen for them to hire 

me?
• We understand there is a formula for 

change to occur and that includes a 

potential buyer’s willingness to 

change brokers.  

• We take the guess work out of why 

someone will change brokers so our 

clients can grow as efficiently and 

effectively as possible. 

• Understanding and implementing 

the “Change Formula” within the 

selling dynamic has proven to help 

increase effectiveness and decrease 

the amount of time a new producer 

takes to learn to write business.

D x V x F > R

D = Dissatisfaction

V = Vision for the future

F = First Concrete steps

R = Resistance to change
“I began using the Blueprint Selling approach 5 years ago 

and  it has more than tripled my income and has created 

deep client loyalty.  Time and time again I hear, "We've 

never thought of it that way before. 

80% closing ratio from proposal to BOR and 28 BOR's 

using the process.

It's the differentiator.”

D. Bell

Dallas, TX.



What needs to happen for them to hire me?

Continued…

• Learn how top Benefits Advisors leverage 

the full breadth the market’s tools and 

capabilities

• We have developed a proprietary set of tools 

that help a producer avoid being sucked into 

a bidding war. 

• We can avoid time wasters that never intend 

on hiring us but are simply trying to “keep 

their broker honest”.

• By interrupting the traditional insurance 

buying process, our closing ratios go up and 

growth is more predictable and profitable.

Tools for Brokers:

The Pricing Formula™ 

The Key Performance Indicators 

(KPI’s)

The Health Trend Bender™

The Annual Train Wreck™

The Money Zone™
“The Pricing Formula conversation has gotten me 

excited about the business again. I was so sick of 

the renewal stampede I had stopped trying to get 

in front of prospects. I just brought in a 75K 

revenue account and my client said I was the only 

broker who had this type of discussion with him.” 

J Howse

Houston, TX



What needs to happen for them to hire me?

Continued…

We believe… 

•True “advisors” follow an advisory 

process

•Clearly defined steps that focus on 

better outcomes for clients

•Diagnostic tools are necessary to 

efficiently understand a client’s needs



What needs to happen for them to hire me?

Continued…
• Many agents and brokers aren’t getting near the 

credit for the value they create for their clients. It’s 

even more difficult with prospects. 

• Blueprint leverages innovative packaging 

techniques to help showcase your value.

• We believe it’s about getting your clients and 

prospects better outcomes instead of it being about 

all your agency’s “stuff”.

• “Value Creation” is about your value being relevant. 

• The Blueprint Proposal is not only designed to help 

you “win the deal” but to help producers be 

confident in a fully transparent or fee based 

arrangement.

“Value Creation” Tools

The Benefits Blueprint

Red Flags Method
“I have invested heavily in different types of sales 

training, agency tools and resources so I can be 

competitive. The value creation techniques my team 

learned through Blueprint have allowed us to finally be 

able to tell our story and present our strategies and 

tools in a way that is spot on to client needs. My 

account managers now know what our sales people 

are promising too” 

C. Fisher

Kalamazoo, MI


