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future (beyond 120 days)
•  Sales—all accounts that have been 

sold, premium and commission is 
now being measured 

•  Internal referrals—cross-selling 
accounts to other producers within 
the agency

•  External referrals—referrals into 
new prospects received from 
clients and other key relationships

Results are then automatically 
calculated, including monthly, 
quarterly, year-to-date and annual 
sales results by producer.  Also, 
snapshot reports of all of the 
producers within a division, each 
division within the agency, and the 
agency as whole can be reviewed.

Managers can utilize the program 
within sales meetings by working 
one-on-one with a producer, or 
working with their entire sales team.  
When management utilizes the 
program at a high level, producers 
are apt to use the program and 
accountability will follow.

As we are nearing the end of 
2008, consider your sales team, the 
results you want to measure, and 
how you will position yourself for 
a successful year.  Whether you 
create spreadsheets to help manage 
the information yourself, utilize 
your agency management system, 
or decide to move forward with 
a program designed to efficiently 
measure and manage your sales, 
having a form of accountability and 
measurement of results throughout 

the year will help you to gain a 
better understanding of your sales 
team.

It will also assist producers in 
becoming more self-managed and 
focused on what they were hired to 
do—sell!

Jessica Stevenson is a partner in 
MySalesResults, a Web-based sales 
management program designed 
exclusively for the independent insurance 
industry.  For more information visit 
www.mysalesresults.com; e-mail Jessica 
at Jessica@mysalesresults.com; or call 
(906) 315-7223.
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