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Whether it's tech-related or not, what do you feel is the main pain point that needs to be

*CARRIER
FOCUS
AREAS

It would be great if
carriers would commit
tousing standard
coverage codes. Ex:
carrier A sends code
'AlZY to mean
“fences®, but carrier B
sands it to mean
“outbuildings”.

It would be great if
carriers would commit
to using standard
coverage codes. Ex:
carrier A sends code
‘A12%' to mean
*fences", but carrier B
sends it to mean
"outbuildings".

A major effort with
moving to a new
system is converting
data and how is the
data supported in
the new system but
not in the old
system handled.

addressed in streamlining & automating Commercial Lines processing?

Our challenge is
with managing
surplus lines
business. Typically
that's not
downloadable and is
Just work intensive.

The product
provided by each
carrier on the comp
rater is the most
important driver of
whom they place
their business.

perspectve, we need
the comp raters to
have a clear way for
aach carrler to Include
their value
proposition or
coverage com parison
In the comp rater
platform. the price
returnad by aach
carrler lsn't
nacaszarilv annle s to

We started
discussing new
policywriting
systems at carriers
that sup port much
more data.

BUSIRSSS. Ao R
price Is the primary
rasponse you sea ina
comp rater, that isn't
the only factor used In
placing thelr business.
From a carrler
parspective, we need
the comp raters to
have a clear way for
each carrler to Include
thalr value

*RATING,
SUBMISSIONS

Although price is

response you see in
a comp rater, that

isn't the factor
used in their

submission
process far too
long.

- The application and

between carrier &
agency with an

of that through the
AMS.

our agents in the
room wanted to
know if commercial
lines rating will
work similar to how
the personal lines
raters work today




