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 Editor’s Note: This is the second 
of a bi-monthly series of articles about 
“shifting paradigms,” written specifically 
for agency executives and PIA magazine. 
They will identify the changes in mindset 
needed today for successful agencies.

As we work with individuals, 
organizations and colleagues, 
we always are searching for 

new ways to communicate effectively 
concepts that help our associates, 
employees and/or business partners 
discover their own “blind spots.”  
In many cases, the often-used phase,  
“It is not what we know that hurts us; but, 
rather, it is what we think we know that 
we do not, that gets in our way,” still is 
appropriate. As a result of a conversation 
with one of our colleagues, Paradigm 
Associates began to develop a means to 
communicate the power of operating as if 
the future is now. 
 If one imagines the “present” is 
simply a blend of our “past” and our 
“future,” one need only ask simply:
 • How much negative past experience 
and baggage is this agency dragging into 
the present? 
 • How much positive past 
experiences is this agency dragging into 
its present?
 If one is to believe the present is 
finite in its capacity (for the sake of 
argument, use a 24-hour duration); then, 
the more of the past (either positive or 
negative) an agency pulls into the present, 

Are you maximizing  
your “present?”
A powerful concept for your agency

By Paradigm Associates LLC

the less room said agency has to backfill 
the space with the future. This could have 
far-reaching implications and unintended 
consequences for an independent agency 
competing in a dynamic marketplace. 
 For example, the more decision 
makers are comfortable with what has 
happened to their agency and business 
model in the past, the more the past 
could act as a self-imposed “governor” 
on future success as the agency attempts 
to grow, retain and compete. This idea 
can keep an agency in a rut. This would 
be true even if it appears the agency is in 
a fairly successful rut—this is the very 
idea behind a “comfort zone.” And, as 
every producer knows, comfort zones are 
a thing of beauty when there is access to 
multiple markets and premiums are high; 
but that same comfort zone becomes a 
ball-and-chain when the market softens 
aggressive changes need to be made. 

 If one looks at the notion of past, 
present and future through the lens of 
how we use our available time, it also has 
enormous and significant implications.
 Think about this: Every agent, 
producer, owner and customer service 
representative has had circumstances 
arise that made it impossible to 
accomplish all of the targeted goals in 
one 24-hour day. Obviously, that creates 
spillover into the next day (welcome to 
real life, right?); and then, the question 
becomes how do we deal with spillover 
and the targeted goals for the next  
24-hour day? 
 In addition to handling this spillover, 
one may experience the circumstance that 
one is doing something in the present that 
we really could have taken care of in the 
past. When this happens we are really 
engaging in damage control, aren’t we? 
And, when the two combine, forward 
progress can come to a complete halt.  
 The price of these inactions is 
the cost of not being able to pull more 
of the future into the present. This 
effectively minimizes the potential return 
on investment on the present. When 
one finally gets our workload from the 
past (yesterday) caught back up in the 
present, one will be faced with one of two 
choices: Does one invest available time 
doing those things that one did in the 
past and with which one was somewhat 
comfortable; or, does one look at this 
as an opportunity to pull things forward 
from the future, into the present?
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 As the various models of the 
insurance industry change, it becomes 
an imperative that agents accomplish the 
physical steps to pulling the methods and 
practices of the future into the workloads, 
goals and practices of the present. 
 Until one starts to act in the present 
(today) based on the future to which one 
aspires, the future always will remain 
locked away and beyond reach. It is 
an unfortunate truism that the famous 
location “Someday Isle” usually is never 
arrived at by most people.

 Paradigm Associates LLC is  
headquartered in Cranford, N.J. and  
has locations throughout the United States. 
Paradigm provides both agencies and 
carriers with strategic, executive and 
sales development processes. Visit 
www.ParadigmAssociates.US, or call  
(908) 276-4547 for more information.

An entrepreneurship  
to a professionally  
managed firm 
 Industry consultant Doug  
Brown, offers his thoughts on  
what it takes to move from a 
relatively small, micro-business  
to a more robust, larger organization. 
Through PIA QuickSource document 
No. QS90548, you will gain an 
understanding of how to review 
the current agency framework, the 
necessary organizational development 
tasks that need to be completed, learn 
the four major stages that an agency/
organization must pass through on its 
way to greatness as well as the typical 
characteristics of those stages and 
finally, areas that need to be reviewed 
to ensure your success. To learn 
more, logon to www.pia.org and type 
QS90548 in the Quick-Link box, or 
fax PIA’s Industry Resource Center 
at (888) 225-6935. When it comes to 
agency development and access to 
industry experts, Think PIA first! 
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