
  

  

 

 
CURRICULUM OVERVIEW 

 
This 4 ½-day program is designed for the regional officers housed in the home office or field. 

Attendees will learn to effectively recruit, select, train, and supervise agency or district managers to 
conduct a thorough performance review and on-site visit, to more effectively utilize and/or 

demonstrate a structured interview process, and to utilize a management selection process. 
 

Course Opening 
Students get an overview of the school reviewing 
objectives, daily schedule, and expectations. The 
students will learn more about their LIMRA instructor 
and have the opportunity to get to know their fellow 
students. 
 
State of the Industry 
Drawing upon LIMRA's research, students explore 
the latest statistics of the industry (country specific) 
and analyze the trends that will affect the way they 
do business in the future. Students will see that there 
are opportunities even in events over which they 
have no control, like government regulation and 
pressures from competitors. 
 
Marketing Operations Planning 
Students discuss different forms of planning, from a 
basic everyday planning process to the more 
advanced strategic planning, determining differences 
and when to use the various forms. The importance 
of the region's mission, vision, and philosophy are 
discussed and how they have a bearing on the entire 
regional operation. Students learn the use of the 
SWOT analysis by analyzing an example of the 
process. 

Manpower and Production Planning  
Participants will be given information needed to plan 
and project production and manpower objectives. 
Manpower projections will be done by analyzing past 
agency performance. The importance of utilizing an 
orderly process will be stressed. The session will 
conclude the introduction of a recruiting action plan 
that ties the process together. 
 
Analysis of the Regional Officer's 
Marketing Operation 
Using the information brought to the school, students 
will work in teams to analyze their own regions. They 
will be able to determine their region's internal 
strengths and weaknesses. Further analysis will 
reveal opportunities and threats external to the region 
that will figure prominently into the region's future 
plans. 
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Problem Solving and Individual 
Problem Analysis 
What happens when something goes wrong? And 
something will usually go wrong that could prevent 
the regional officer from achieving his or her plans. 
Students learn a problem-solving process that works! 
They will also learn some common pitfalls that 
prevent accurate problem-solving and what to do 
about them. Working in teams, the students will 
develop skills by using the problem-solving process. 
Using information on real-life problems brought to the 
school, students will analyze the situation to 
determine what is causing the problem. 
 
Leadership 
Students learn about how important good leadership 
is in running a successful regional marketing 
operation and the basic building blocks fundamental 
to effective leadership. They identify their strengths 
as leaders and in which areas they may need to 
improve by focusing on 10 competencies. 
Leadership Styles Having determined their 
leadership styles, students will get practice in using 
the various styles. Students will gain more 
understanding of when and how to use the styles and 
the importance of being able to determine the 
appropriate style for the situation. 
  
Change Management 
Change affects us all and students will learn what 
impact change has on their regions and the people 
within their regions. Students will learn the five major 
challenges of change, why people resist change, and 
what control they have over the events of change. 
 
Team Survival 
Using a simulation exercise, students are stranded in 
a life or death situation. Only through good decision-
making and teamwork will they survive. This exercise 
is extremely important in helping students understand 
the value of teamwork in their regions. 
 
Building a Marketing Operation Team 
Students learn how to create teamwork in their 
regions and how to encourage teamwork in all of the 
agencies in their region. A review of the distinct four 
stages of development that all teams go through help 
students understand where in the cycle many of their 
agencies are and how they can help get them to the 
highest performance stage. 

Concepts of Marketing 
Almost all the great corporations of our time are 
described as such because they are great 
"marketing" companies. Students will learn how to 
make their regions great marketing operations by 
emulating what great marketing companies do. 
Students learn how important marketing is and how 
to institute the idea 3f target marketing in the 
agencies of their region. 
 
Recruiting in Your Operation 
No region will survive long without bringing new 
blood into the operation. But no longer can we simply 
bring in bodies; we must bring in quality people who 
will stay with the company and perform to our 
standards. Students get a new perspective on 
recruiting in this session and will learn how to be 
more involved in the process their agency managers 
use to bring people into the company. 
 
Selection in Your Operation 
Hand-in-hand with recruiting quality people comes 
selecting only those worthy of joining your regional 
operation. Students continue the discussion of the 
"hiring" process with this session, concentrating on 
the principles of selecting only the best candidates. A 
proven successful selection process will be learned 
and hands-on tools will be introduced. 
 
Training in Your Operation 
Continuing the ROS's look into what happens in the 
field of every region; students now turn their attention 
to how the good- quality recruits are being 
developed. Even if the quality of the recruit is 
improved and the hired candidate is better because 
of selection, the region can still fail because of 
inadequate training. Students learn the difference 
between training agents and just educating them, 
which most agency managers do. 
 
Performance Management in Your 
Operation 
Once the agent is trained, ongoing supervision and 
the management of performance is needed to uphold 
high standards. Students learn the importance of 
setting standards and expectations and managing to 
them. They learn the difference between managing 
results and managing activities. Students learn a 
technique of coaching in the field, which can be used 
effectively on field visits. 



  

  

 
Field Management Skills 
Students will now focus on the all-important role that 
the agency manager plays in the success of the 
region. The student will learn the specific skills that 
every agency manager needs for peak performance. 
Using extensive examples and creative tools, the 
students will learn how to diagnose the skill 
development needs of the agency managers and 
create a plan to provide those skills. 
 
The Centralia Challenge I 
Centralia is a hypothetical country created for the 
ROS students. A financial services company began 
operations there a few years ago and results were 
very positive. Lately, though, the company is having 
many problems. The head office management of the 
company has been terminated and the students of 
the ROS are being sent to Centralia to determine 
what is wrong and develop a plan to bring the 
company back to profitability. Working in teams, the 
students will begin that process in this open- ended 
session by analyzing the company. 
 
Getting It All Done – Personal 
Effectiveness 
Understanding the importance of personal 
effectiveness is only part of the equation. Students 
will learn about important techniques which will help 
them become more successful in their roles, from 
identifying time-wasters and dealing with them 
appropriately, to the power of effective delegation 
and empowerment. 
 
Mentoring and Succession Planning 
How can leaders continue to grow within their roles 
without the bench strength to promote individual in 
behind them that can appropriate manage the 
position? Learning mentoring techniques and the 
value that mentoring relationships can provide to 
your organizations is invaluable. Taking the next step 
with mentors towards pro-active succession planning 
offers your organization a unique value proposition to 
your customer. 
 
Field Visits and Coaching 
Students will be introduced to a variety of new tools 
that will help them make more effective field visits. 
The philosophy of field visits will be discussed and 
students will learn how to establish objectives for the 

visit, what to do while visiting an agency, and how to 
effectively follow up the visit. The coaching technique 
learned on Day 3 will be revisited and students will 
learn how to apply the coaching techniques in real 
regional situations. 
 
Field Visit Role-Play 
Through role-play, students build skill in the art of 
making field visits and dealing with agency 
managers. Three different scenarios will be dealt with 
which are quite realistic. Students will play the role of 
the regional officer and the agency manager while 
the class is called upon to give valuable feedback. 
This feedback, while especially helpful to the 
students doing the role play, helps everyone develop 
the skills to be more effective on a field visit. 
 
Creating Action Plans for Improvement 
Students are introduced to the concept of action 
planning. They learn how to formulate specific 
objective; and develop a plan to accomplish the 
objective. Determining specific activities with start 
and end dates are part of the plan. Assigning 
responsibilities and holding people accountable are 
part of the plan. Students will be able to build a plan 
to solve their region's problems. They will be able to 
incorporate in the plan all the things learned thus far 
in the ROS. 
 
The Centralia Challenge II 
Continuing with the teamwork the students began on 
Day 3, they now construct their plan to revitalize the 
ailing company in the country of Centralia. Students 
must also put together a presentation of their plans to 
the Board of Directors, which will be presented on 
Day 5. 
 
The Centralia Challenge Reports 
Each team stands at the front of the classroom to 
give their analysis of the problems of the company in 
Centralia and their plans to bring the company back 
to profitability. The rest of the class and the LIMRA 
instructor act as the Board and will ask tough 
questions of each team as they report. This vital 
learning experience in the ROS helps students to 
think like their superiors in their own head office, to 
design plans to overcome disastrous situations 
should they present themselves in their own region, 
and to discern how to use the various skills 
developed in the ROS.



Business Management 
The regional officer is first and foremost the manager 
of an enterprise and must have special business 
management skills to succeed. This session gives 
the student knowledge and skills in two important 
areas of business management: time management 
and financial management. Students will analyze the 
way they spend their own time and develop 
techniques to use their time more wisely. Then, 
students will study four key ways to affect the bottom 
line in their region. Finally, students will learn how to 
do cost-benefit analyses to be more effective in the 
way money is spent in the region. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Your Personal Development Plan 
Students will review an example of a plan for the 
professional development of a regional officer. They 
will be provided with the outline of the plan to be able 
to develop one for themselves. It provides for an 
analysis of their personal skill needs and the 
determination of how to attain those skills. 
 
School Close 
Students will revisit the ROS objectives to make sure 
all were accomplished during this four-and-a-half-day 
experience. They will be assigned post-school 
projects that will enable them to transfer newfound 
skills from the classroom to their regions. 
 
 


