
فـراخـوان 

ترجمه کتاب 

بــه   بیمــه،  پژوهشــکده 
گســترش  بــه  کمــک  منظــور 

کتــاب ترجمــه  بیمــه ای،  دانــش 
 INSURANCE SALES SECRETS

در حــوزه فــروش بیمــه را در دســتور کار خــود 
قــرار داده اســت. از کلیــه اســاتید، پژوهشــگران، 

بعمــل  دعــوت  محتــرم،  کارشناســان  و  صاحبنظــران 
مــی  آورد تــا در زمینــه ترجمــه کتــاب بــا مشــخصات فــوق بــا 

ــدان،  ــه عالقمن ــذا، از کلی ــد. ل ــکاری نماین ــکده، هم ــن پژوهش ای
تقاضــا می شــود در صــورت تمایــل، فــرم درخواســت ترجمــه پیوســت 

بــه همــراه رزومــه و ترجمــه صفحــات اعــالم شــده بــا ذکــر عنــوان کتــاب، 
 nashr@irc.ac.ir را حداکثــر تــا تاریــخ 1400/04/29 بــه آدرس ایمیــل

ارســال نماینــد.



فرم درخواست ترجمه کتاب 

INSURANCE SALES SECRETS :عنوان کتاب

الف- اطالعات عمومی

نام و نام خانوادگي

شغل و سمت فعلي

مرتبه علمي )ویژه اعضای هیات علمی(

آخرین مدرک تحصیلی و رشته

آدرس 

شماره تماس ثابت

شماره تماس همراه

پست الکترونیک

ب- سابقه تالیف/ترجمه )حداقل 3 عنوان از آثار خود را اعالم بفرمائید(

ناشرسال انتشارعنوان کتاب/ترجمهردیف
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hen you write new business, what do you do at the end of the 
deal? Do you thank your new customer and move on, already 

dreaming about the next big customer? 
If so, you are overlooking a critical step that will bring untold 

amounts of revenue into your agency. Here is the missing step: 
Every time we write new business, we verbally set up the expecta-

tion that we’ll be meeting with our clients each year to perform an annual 
review in order to reassess their unique situation. With annual reviews, 
everyone wins:

•	 Your agency fosters loyalty and retention and has the 
opportunity to cross sell and upsell.

•	 Your clients feel confident that they have the right amount 
of coverage, and they have the opportunity to save money on 
their policies by reviewing them each year. 

Harness the Power
of Annual Reviews
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For our agencies, the annual review process has helped as much 
as 70 percent of our clients save money each year—something we let 
our new customers know at the beginning of the relationship. 

We call the yearly meetings Client Protection Reviews (CPRs) 
because that’s exactly what you are doing for the client by conducting 
them. You are also looking out for their best interests and making sure 
they have the protection they need.

Your customers are relationships, not transactions. So, make sure 
they receive every possible discount and understand their coverage.

Just as important as performing annual reviews with all customers 
is how you perform them. The process is critical. Here are the seven 
steps we take to ensure a successful Client Protection Review process: 

1. Set Expectations

When new customers agree to buy a policy, let them know what they 
can expect from your agency. In our agencies, this includes telling 
them about our rapid response time for customer issues, our hands-on 
approach to handling claims, and our concierge programs that are full 
of local businesses outside the realm of insurance that have agreed to 
give our clients discounts or exclusive services (more on our concierge 
programs in Chapter 27). 

Establishing expectations in the beginning sets you up for long and 
fruitful relationships with your customers, and it sets the stage for a 
successful review process, which we explain and lay out for them right 
from the start. 

As their insurance agent, you are the second most important pro-
fessional in their life. That’s not ego; that’s just fact. We protect the 
assets they’ve worked hard to grow, and we also help them build assets 
so they can retire with enough money to enjoy the rest of their lives 
without worry. 


