TPA and 401(k) Advisor Business Development Plan

Date:
We realize that the opportunity to partner holds great promise for the future sales growth of our respective organizations.  Answers to the following questions will build our business development plan.  This plan will provide the framework for professional cooperation, marketing, sales and service of group retirement plans, assisting each to exceed sales goals.

FIRM’S HISTORY
· Tell me about what you did before starting (joining) your firm.

· How many years have you been serving 401(k) plans?
· Tell me the history of your firm.

VALUE STATEMENT
· What is it that you want your plan sponsor clients to know about you and your business?
· What is your “unfair advantage” in your marketplace?
· How is your service different/better than your competitors?

· When it’s all over, what do you want your firm to be known for?

· What would your current clients say about you and your firm?

· What is the response when you are asked, “What do you do for a living?”

· What do your plan sponsor clients expect from you?

TARGET PROSPECT
· Describe your target prospect plan; type of industry, number of employees, asset size, proximity, etc.
· What are other characteristics of your target 401(k) plan?

REFERRAL NETWORK
· Who are the local professionals you work with, CPAs, Attorneys, P&C agents and Plan Audit firms that can refer business to you?
· What methods do you currently use to market your firm to local professionals?

GOALS
· What is your goal for number of plans, new assets, dollar amount of revenue, other for 2018?

· What will have happened in a given year that will cause you to agree that this partnership has been successful? 

· How many proposals per year (based on your closing ratio) will we jointly publish? 

· How many proposals per month will we need to produce to realize our annual goal?

ACQUISITION ACTIVITIES
· What can my firm do to assist you with doing more business with us? 

· How are you introducing yourself to prospects?   Cold calling/walking, current client networking, COI networking
· What are your favorite prospecting activities?
· What percentage of your time is dedicated to growing your business?

· What will be our activities to accomplish our proposal goal?

RETENTION ACTIVITIES
· What services do you provide to the plan sponsor?

· What services do you provide to the plan participants?

· How is your service different/better than that of your competitors?
· Each show their plan service model
To Do
· Develop and publish a sample joint Service Model to share with prospects and referral network
· Produce an annual client appreciation event including fiduciary training
· Produce an annual prospecting event offering CE for CPAs and HR professionals
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