Acoat® selected

CONTINUING EDUCATION FOR THE INSURANCE INDUSTRY

Marketing Support Service

CONTINUING EDUCATION (CE)
FOR THE INSURANCE INDUSTRY
(8 hours in Various Modules)

The goal of this service is to
provide Acoat® selected
collision centers with a
powerful Insurance Agent
Marketing program that will
increase Agent referrals
dramatically.

“Acoat® selected gave us the most
powerful marketing tool we've ever
had: Continuing Education classes
and credit for insurance agents,
adjusters and their staff.”
Valerie White
Owner
White Autobody
Florissant & O’Fallon, MO

“I truly appreciate the opportunity
to have a fun but informative way
to earn those CE credits.”
Charla Hess
State Farm Agency
Concord, CA

www.acoatna.com
064101

Target Audience
Marketing Representative, General Manager and Owner

Are You Experiencing:
Sales below budget
Lack of ability to differentiate your company from competitors
Low referral rates from insurance agents
High cost of alternate marketing ideas
Agents remain an important referral source for collision repair work volume. The
Acoat® selected CE program is an excellent agent marketing program. We have
state insurance commission approvals in many states for our CE curriculum. This
can enable you to offer insurance agents in your area the opportunity to come
to your facility and receive valuable credits towards their annual requirement.

This Service Will Provide:
A creative way for you to bring insurance agents into your facility in
order to establish relationships with them
A way for you to add true value to important customer/referral
relationships
A cost-effective method to promote the investment that you have
made in your business
Upon signing up for the program you will learn how to comply with state insurance commission rules related to running the program.
Additionally, you will receive assistance in the development of professionally
prepared, customized brochures that you can use to promote the availability of
the CE classes to your prospective agents.

How We Are Different
Greater number of CE courses from which to choose
The quality and professionalism of the program support materials
Greater number of state insurance commission approvals
Implementation support provided

Acoat® selected

CONTINUING EDUCATION FOR THE INSURANCE INDUSTRY

Improving Insured’s Satisfaction provides insurance agents with information on customer satisfaction issues as they relate to the collision repair business, the insurance industry, and their relationship with each other. The course provides insight on how to relate to the insured's needs at the point of a claim and how the agent can empathize with their concerns
and offer improved service. This class also provides Insurance Agents with tips to help them increase their customer satisfaction level relative to value-added services, which may result in improved retention rates and increased market share. In
addition, they will learn ways to identify customer product and service needs and better manage insured expectations.
Providing Accident Prevention Advice provides insurance agents with tips to share with their customers about how to
avoid accidents. They will learn ways to reduce costs per claim, minimize their risk pool, prevent comprehensive claims,
and minimize accident-related pain and suffering for their customers.
Understanding Advanced Vehicle Safety Systems provides insurance agents with information to help them better understand the most advanced vehicle safety systems available today. They will be better equipped to inform their policyholders of the value of using these systems properly, resulting in increased customer satisfaction and additional business.
Understanding Body and Frame Repair helps insurance agents develop a thorough understanding of the repair
process as it relates to body and frame repairs. The information presented prepares them to help their customers as they
go through the repair process with their vehicle. They will learn about actions they can take to ensure the process goes
smoothly and that their customer’s vehicle is returned to “the same shape and form” as before their accident. This knowledge helps them provide better service for their customers resulting in improved customer satisfaction and policy retention.
Understanding Collision Claims and Estimates helps insurance agents develop a thorough understanding of the claims
and repair process to better prepare them to help their insureds when they file a claim. The material includes information
about specific ways they can help their insureds report their claim and better understand their estimate. They will learn
about things they can do to ensure the claims and repair process proceeds smoothly, resulting in improved customer satisfaction and policy retention rates.
Understanding Collision Refinish provides insurance agents with information to improve their understanding of the collision repair refinish and quality assurance process to enable them to better set their insured’s expectations relative to
claims processing. They will learn how to make an informed decision on which repair center will ensure the safest, highest
quality, and most cost effective repair for their insured.
Understanding Paintless Dent Removal provides insurance agents with information to help them understand how
Paintless Dent Repair (PDR) techniques work, how they differ from conventional repair techniques, and how they can help
them reduce their severity on smaller claims.
Understanding Pre-insurance Inspection provides insurance agents with information to help them understand how and
why they should inspect vehicles prior to insuring them. They will learn how to detect theft or fraud and assess the safety
of a vehicle. After attending this course, they will also be able to ensure that their policyholders are driving a safe vehicle.
Understanding Theft Issues helps insurance agents understand the impact of vehicle theft, how vehicles are recovered
and repaired, and the benefits that result from reducing theft. They will learn about the people that steal vehicles and why
they do it. They will become aware of local and national preventative initiatives and actions. They will also discuss the increasing problem of heavy equipment and recreational vehicle theft and the enormous impact identify theft has on all of
us.
Ethical Considerations of Collision Claims helps Insurance Agents develop a better understanding of their ethical responsibilities when dealing with their existing customers’ collision claims. The class is designed to provide agents with insight on how to handle ethics-related situations that may arise when processing a collision claim. The information
presented helps them:
•Assure fair claims practices are adhered to
•Improve their understanding of the general auto / collision repair aspect of property & casualty claims
•Understand the legal issues involved in collision claims
•Improve their understanding of how to inspect a vehicle for fraud prevention
•Help their policyholders determine the correct coverage
The knowledge gained by attending this course helps them provide better service for their customers resulting in improved
customer satisfaction and policy retention.

Ethical Considerations of Claims Practices helps Insurance Agents develop a better understanding of their ethical responsibilities when dealing with the claims practices of both insurers and insureds. The class is designed to provide agents
with insight on how to identify and handle ethic-related situations that may arise when processing a collision claim. The information presented helps them:
•Understand the legal issues involved in claims practices
•Understand the insurer’s responsibilities and duties to an insured when the insured suffers a loss
•Understand the duties of an insurer from a legal perspective
•Assure fair claims practices are adhered to
The knowledge gained by attending this course also helps them provide better service for their customers resulting in improved customer satisfaction and policy retention.
Ethical Considerations of Fair Sales Practices helps Insurance Agents develop a better understanding of their ethical
responsibilities when dealing with existing customers and prospects. The information presented helps them:
•Improve their understanding of illegal sales practices in the insurance industry
•Evaluate their sales practices
•Identify and eliminate any potential unethical situations with their customers
The knowledge gained by attending this course helps them provide better service for their customers resulting in improved
customer satisfaction and policy retention.

Note: Not all classes are available in each state.
Please check www.acoatna.com for course approval by state.

Investment Analysis*
Continuing Education for the Insurance Industry
Assumptions
Current Sales (Monthly)
Current Efficiency
Current Gross Profit Margin
Current Overhead Expense to Sales
Profit Drivers
Sales
Efficiency**
Direct Cost (as a % of sales)
Overhead Expense (as a % of sales)
Total
Investment
Service Cost
Salary & Benefits (training)
Travel
Salary & Benefits (implementation)
Other Implementation Costs
Total
Your Potential Return on Investment
Annual Operating Income Improvement
Investment
Return on Investment ($)
Return on Investment (%)
Investment Breakeven in Business Days

$100,000
150%
39%
28%
Service Impact
3.0%
N/A
N/A
0.2%

Monthly Profit Change
$1,170.00
$0.00
$0.00
$-200.00
$970.00

$1,000.00
$600.00
$100.00
$1,500.00
$0.00
$3,100.00
$11,640.00
$3,100.00
$8,540.00
275%
67.1

*This analysis is not a financial guarantee. It assumes proper and complete implementation of concepts and recommendations offered.
**Profit improvement from an increase in efficiency is expressed through an increase in sales.
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