
How to teach an old dog new tricks: 
infusing a traditional agency with new insurance marketing and sales methods

Increase lead quality with an 
automated insurance marketing 

and sales system

Shift team mentality to increase 
passion and improve culture

Accelerate agency growth  
and revenue

Embracing Technology, Marketing and Coaching
By changing the marketing and client management process, this agency knew that they could combine 

old-school knowledge with Intygral to increase sales and save time. They were excited to match up a 
second-generation agency with these new methods. The objectives were straightforward:

Meet Our Partner
 
A family-run agency in Georgia 
was left to the owner’s 
daughters. A shift in consumer 
behavior led these second-
generation owners to seek out 
a new way to increase leads and 
grow revenue. The new owners 
were drawn to the wide range 
of insurance marketing and 
sales functionality of the Intygral 
platform, and within the first year 
of using the system, the agency’s 
profit grew by more than 100%.

Agency Quick Facts

Number of Employees:            9
Current Policy Count:  4,138
Pre-Intygral Policy Count:  3,978
Current Premium Volume:  $6,270,100
Pre-Intygral Premium Level:  $4,995,000
Current Revenue:  $876,000
Pre-Intygral Revenue:  $764,000
Policy Split: 41% P&C, 58% Commercial,1% Life
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The Problem

Results

The Solution

This agency’s current system didn’t allow for any marketing or sales process improvement, making it 
hard to attract and engage quality leads.  

Their struggles were fostered by two systemic problems:

Absence of CRM-driven Processes 
Wrong People on the Bus

In order to increase new opportunities and referrals, retain current clients, and improve team  
performance, the agency turned to Intygral.

Centralized Client  
Manager 
Intygral’s CRM manages 
and reports on both incoming 
leads and current clients 
throughout the entire sales 
cycle. This enabled the agency to 
increase sales and save time with 
higher quality leads.

Agency Training

Increased competition 
in the insurance 
industry has led to many local 
agencies feeling the strain of a 
shrinking book of business. This 
quickly breeds negativity in the 
workplace. With custom training, 
employees learned how to adjust 
their sales culture and bring in the 
kind of leads they want.

Automated  
Marketing Efforts

Intygral allowed for a sales process 
that focuses on attracting and 
engaging the right customers at 
the right time in order to drive new 
leads through the agency’s pipeline 
effectively and efficiently. Once 
they are clients, the same process 
enabled them to stay top of mind. 

100%13% Increase In 
Revenue 20% Increase In 

Premium Level Profit Growth

  Intygral has definitely changed the culture. We are a more 
up beat agency. There is no more fighting over leads. There 
are plenty of leads. People are more engaged in their 

career—this is a career now for our team, not a job. If our people 
went somewhere else, their jobs would be much harder. They 
would have to work a lot harder for the quality of the leads they are 
getting. This is making our people settle in, and I hope this tool can 
keep our quality team here and help them continue to learn and 
grow.” -Agency Owner

We had our best year in 25 
years in business after one 
year of fully using Intygral. 

We had a full year of accelerated 
growth, and our growth is what 
motivates the people.”  
-Agency Owner
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