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Check Out The #1 Agency Recommended 
Management System 

AgencyBloc helps life and health insurance 
agencies grow their business by organizing 

and automating their operations using a 
combination of an industry-specific CRM, 
commissions processing, and integrated 

business & marketing automation.

WHAT IS 

YOUR COMPASS TO AGENCY SUCCESS

https://www.agencybloc.com/schedule-demo/?utm_source=page-2&utm_medium=ebook&utm_campaign=analytics-reporting-ebook-oct-2018


When tasked with making decisions that affect the direction 
of your business, how do you ensure your decisions are well-
informed? With real-time analytics and custom reporting, life 
and health agencies are able to assess where they’ve been 
and where they’re headed with confidence. 

In this eBook, you’ll learn why making informed decisions is 
so important, as opposed to “guessing in the dark”. To make 
informed decisions, you need to be tracking the right data 
and using the right tools to gain insight from that data.

You’ll see why life and health agencies are turning to real-
time analytics and custom reporting to better understand 
past performance in order to create goals and provide 
direction for their teams.

Finally, you’ll learn which metrics your agency should be 
tracking when it comes to agency growth, client satisfaction, 
product/carrier performance, and agent/staff performance.

IN THIS EBOOK...
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LEADING YOUR TEAM
As an agency owner, the big decisions fall on you. You’re tasked 
with making decisions for your entire team and the health of 
your business.

How do you make those decisions? More importantly, how do 
you ensure you’re making the right decision?

Most business owners would tell you that decision making is an 
art and a combination of gut-feelings and serious data analysis. 

It’s also about being confident in your decisions so that you gain 
buy-in from the rest of your team. It’s about being a fearless 
leader, knowing you’re making the best decisions with the data 
available.

Some business owners might also tell you that a good predictor 
of future behavior or performance is past performance. Do 
you look back on past performance regularly? Do you create 
goals based on historical data so you’re constantly pushing your 
business to be better than last year?

These are all things that fall on you, the agency owner. 
Remember, you’re not a carrier rep. You’re a business owner. You 
have to act like one, and that starts with knowing where to guide 
your team. 

Making Informed Decisions
To be confident in your decisions and effectively lead your team, 
you have to make informed decisions. You simply cannot “guess 
in the dark” on decisions that affect the health of your business 
and the direction of your team.

https://www.agencybloc.com/resources/client-prospect-relationships/customer-experience/changing-your-mindset-transitioning-from-a-carrier-rep-to-a-true-insurance-advisor/
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“Informed decision making is the foundation upon which 
successful businesses are built. As a decision maker for your 
business, you need access to highly visual business intelligence 
tools that can help you make the right decisions quickly.” 
—REBECKAH BLEWETT, PRODUCT MANAGER, DUNDAS DATA VISUALIZATION

To get there, you need access to smart data. The best 
atmosphere for effective decision making is when you have 
access to only the data you need; too much data (information 
overload) can actually have a negative affect. Hence, smart data.

WHAT IS SMART DATA?
“‘Smart Data’ means information that actually makes sense. It is 
the difference between seeing a long list of numbers referring 
to weekly sales vs. identifying the peaks and troughs in sales 
volume over time. Algorithms turn meaningless numbers into 
actionable insights. Smart data is data from which signals 
and patterns have been extracted by intelligent algorithms. 
Collecting large amounts of statistics and numbers bring little 
benefit if there is no layer of added intelligence.” (Wired)

To sum up, it’s all about having the right tools to visualize your 
data in a way in which you can draw insight. 

First, you must have big data. Basically, an aggregate of data 
from your agency/business, including but not limited to client 
and prospect information, policy makeup of your agency, sales 
performance, lead source information, and more.

With this data, you can begin to decide what your agency wants 
to track and analyze. The more data you maintain, the more 
you’ll be able to look at. So, it’s important for us to mention here 
that the way you track/maintain your data is crucial.

https://www.wired.com/insights/2013/04/big-data-fast-data-smart-data/
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DATA MANAGEMENT MATTERS
In order to truly use your data, you have 
to consider the way you’re currently 
managing it. Paper files or spreadsheets 
won’t cut it in the long run. There’s just 
not an easy way to efficiently (and 
accurately, for that matter!) track data 
in this way; therefore, there’s not an easy 
way to analyze it either. Not to mention, 88% of spreadsheets 
contain errors, and trying to draw conclusions from inaccurate 
data is simply a waste of time. 

Seventy-four percent of life and health insurance agencies 
are using software for this reason and more. Most are using 
an industry-specific agency management system (AMS), 
though some are still using a generic Customer Relationship 
Management system.

Having your book of business organized in an industry-specific 
AMS not only makes recognizing patterns in your data easier, but 
it also makes your book more valuable overall. 

It also starts with understanding the importance of clean data. 

Have you ever heard the acronym “GIGO” which stands for 
“garbage in, garbage out?” This describes the idea that when 
insurance agencies deal with “garbage” data, they return 
“garbage” results. This can apply to numerous functions within 
your agency, especially data analysis.

To learn more about clean data, check out our eBook: A Valuable 
Book of Business: Preparing for sale, transfer, or growth in your 
agency.

LEARN MORE ABOUT 
SMART DATA:

[eBook] What is Smart 
Data? Using Your Data 
to Grow Your Insurance 
Agency

https://www.agencybloc.com/resources/manage-your-agency/database-management/7-reasons-you-shouldnt-use-excel-to-manage-your-bookofbusiness/
https://www.agencybloc.com/resources/manage-your-agency/technology/ebook-what-is-smart-data-using-your-data-to-grow-your-insurance-agency/
https://www.agencybloc.com/resources/manage-your-agency/technology/ebook-insurance-agency-technology-in-2018-database-management-commissions-processing-and-digital-marketing/
http://searchsoftwarequality.techtarget.com/definition/garbage-in-garbage-out
https://www.agencybloc.com/resources/manage-your-agency/database-management/valuable-bookofbusiness-preparing-for-sale-transfer-or-growth-in-your-agency/
https://www.agencybloc.com/resources/manage-your-agency/database-management/valuable-bookofbusiness-preparing-for-sale-transfer-or-growth-in-your-agency/
https://www.agencybloc.com/resources/manage-your-agency/database-management/valuable-bookofbusiness-preparing-for-sale-transfer-or-growth-in-your-agency/
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DATA VISUALIZATION & REPORTING
Why does the way you view/consume data matter? SAS Analytics 
describes it this way:

“Data visualization is the presentation of data in a pictorial or 
graphical format. It enables decision makers to see analytics 
presented visually, so they can grasp difficult concepts or identify 
new patterns.”

As humans, we’re programmed to recognize patterns. However, 
looking at thousands of lines of data doesn’t make that easy, or 
even possible in most situations. That’s why data visualization is 
so important.

What also matters is that the data you’re looking at is in real-
time. Your business moves quickly: deals are made, clients drop 
their plans, new agents are added, policies are added...the list 
goes on.

Real-Time Graphs & Charts
Real-time data means what you’re looking at is the most up-to-
date possible. As long as everyone in your organization is using 
your AMS in a consistent manner, your data should reflect up-to-
date activity. 

This is important because it goes back to the informed decision 
making idea. If you’re making decisions based on outdated data, 
you could be making the wrong one. 

What does real-time data look like? It’s often visualized in graphs 
or charts; with reports, you pick the date range you’re looking 
for—more on that later.

https://www.sas.com/en_us/insights/big-data/data-visualization.html
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Here’s an example of a real-time graph showing an agency’s 
policies by status:

All Policies by Status | AgencyBloc Graph

Looking at this, you get a quick snapshot of your funnel 
of policies. As new information comes in, you’ll be able to 
immediately identify if there’s an issue, like an odd number of 
policies stuck in “pending” status. When you notice that, you’re 
able to dive deeper right away.

With real-time analytics in the form of graphs and charts, you’re 
able to keep a pulse on the activity at your agency. 

Monitor things like: 

All open activities & their statuses

Group & individual types (prospects, clients, etc.)
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Group & individual policy lead sources

Policy statuses (active, pending, cancelled, renewed, etc.)

In-force policies by coverage type

New policies by coverage type

Policies by carrier

Top carrier products

Commissions received by carrier & by agent

Net vs. received commissions

Actual vs. projected commissions

All of these real-time graphs help you get a glimpse into the 
health of your business. Each person at your agency might have 
a slightly different role, too, so the ability to “star” the graphs 
that are important to you is beneficial, as well. That way, you 
only see what you need to see—no information overload here.

Graphs and charts are definitely the most visual way to consume 
data, but reporting plays an equally important role in analyzing 
your performance. 

Custom Reporting
When it’s time to dive deeper, look to reporting tools. 

With all your data in one central location, the sky’s the limit for 
what kind of reports you can run. Where real-time graphs are 
helpful in getting a high-level, daily glimpse at performance, 
reporting allows you to choose a specific time frame and really 
dig deep into your data.
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AgencyBloc Custom Report Setup

This graphic shows the steps to building a custom report in 
AgencyBloc. 

Field Options appear when you select a report type, like 
Individuals, Groups, Policies, Agents, Carriers, Commissions, and 
more. From there, you can choose what you want to filter by, 
and, then, what columns of data you’d like to see.

Let’s look at an example to illustrate this idea. 

On the next page is an Agent Production report, so the report 
type in this example is Agents. It is filtering to find policies 
created within this week, and the columns that are going to 
show is the agent’s full name, the agency name, the carrier 
name, and, finally, the count of policies.

That date filter, “within this week”, could be changed to within 
this month, previous month, this year, or another custom date 
range.
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Agent Production Report | AgencyBloc Custom Reporting

This report helps you dive deep into how your agents are doing 
in the field by telling you how many policies they’re bringing in in 
a certain timeframe. 

While a real-time graph can show you a quick overview of the 
makeup of policies at your agency, new leads coming in, and the 
top producing agents, reporting tools like this allow you to see 
further into the situation.

In the next section, we’re going to discuss further what kinds of 
metrics you could be looking at and how to get at those best, 
whether it’s with a real-time graph or through reporting tools.
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METRICS TO TRACK
Now that you understand why performance monitoring is so 
important and a couple of the different ways to do it, you’ll 
want to understand which metrics are important for insurance 
agencies like yours. 

There’s really no right answer here. Everyone has their opinions 
on which metrics you should monitor closely, and every agency 
will be different because every agency has their own unique 
goals. 

We can, however, look at a few examples that will likely resonate 
with most life and health agencies. 

Areas of Data in Your AMS
Before we get into which specific performance metrics you may 
want to monitor, we should cover which areas of data you’ll want 
to be tracking in an AMS, like AgencyBloc.

The more thorough your data, the better your analyzing can be!

Activities: tasks and/or follow-ups for you and your team. 
Keeping thorough notes on everything you do and the contacts 
you have with clients and prospects will not only make 
analyzation easier, but it’ll also improve your day-to-day in 
general. 

Groups: group leads, prospects, and clients. These are typically 
employers who you’re working with. You should also track their 
employees, enrollments, and elections.

https://www.agencybloc.com/tour/
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Individuals: individual leads, prospects, and clients. These are 
individuals outside of employers with whom you do business. 
You should track as much detail as possible, including relations 
to these individuals.

Policies: these are tied to groups and 
individuals when you sell them. Again, 
the more thorough your details are on 
these, the better analyzation you can do 
on your business as a whole.

Carriers: your policies and products you 
sell are tied to carriers. Also track carrier 
details like websites, forms, and logins.

Commissions: your groups, individuals, policies, and agents are 
all tied to commissions you bring in. When you track and process 
commissions in the same system as everything else, analyzation 
becomes seamless. 

Now that you know what to track, let’s see what you can do with 
that information.

Performance Metrics/Data Points to Look At
Like we said, the metrics you’ll want to monitor will depend on 
your agency’s goals. However, there are four main areas of your 
business that encompass the things you should be analyzing. 
Based on your findings, you’ll be able to make informed 
decisions for the future and adjustments where necessary. 

The four areas are: agency growth, client satisfaction, product  
performance, and agent/staff performance.

LEARN MORE ABOUT 
POLICY TRACKING:

Take a 5-minute video 
tour of AgencyBloc, 
an AMS built for life & 
health agencies.

https://www.agencybloc.com/tour/?utm_source=page-17&utm_medium=ebook&utm_campaign=analytics-reporting-ebook-oct-2018
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AGENCY GROWTH
Every profitable business keeps a pulse on their growth, whether 
it’s year-over-year or on a more regular basis. In your agency, this
can mean a few things. Growth to your agency might mean 
selling a larger amount of policies, actual commission dollars 
growth, or simply a larger number of clients. 

Like we said, it depends on how you want to track it. But for the 
sake of illustration, let’s look at a few examples. 

Here are a couple of actual metrics that could help you track 
agency growth:

Policies sold this year vs. last year

Commissions received this year vs. last year

Clients brought on this year vs. last year

Actual vs. projected commissions

New policies by coverage type

New group & individual policies (graph by month)

So some of these you’d analyze by running a report, and some 
you could have as a real-time graph on your dashboard to look 
at daily. Again, it’s all about your goals and preferences.

These growth metrics help you visualize where you’ve been 
and where you’re headed so you can make informed decisions 
regarding the direction of your agency; they are also helpful for 
creating goals on an annual basis.

CLIENT SATISFACTION
The future of your business relies heavily on the satisfaction of 
your clients. It’s so important to be constantly gauging how your
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clients are feeling. This area would be 
one where you will be pulling reports to 
get at the data, but you’ll definitely want 
to do it more often than annually. 

Some metrics you’ll want to look at include 
(but definitely aren’t limited to):

Churn rate

Retention rate

In our blog, 10 Vital Metrics You Need To Analyze Right Now, we 
cover both of these in detail. 

Churn rate
Churn rate tells you how many clients leave you compared to 
how many new clients you’re bringing in. Hubspot explains how 
to calculate churn rate:

“To calculate customer churn rate, designate a time period, and 
tally up the total number of customers you acquired and the 
number of customers who churned during that time period. 
Then, divide the number of customers who churned by the total 
number of customers acquired, and multiply that decimal by 
100%, to calculate your churn rate.

So, for instance, if you have five customers cancel and you 
originally signed 200 customers during that time period, your 
churn rate would be 2.5%.

5 ÷ 200 = .025 x 100% = 2.5%”

So the calculation is: (# churned/# acquired) x 100%

LEARN MORE ABOUT 
CHURN & RETENTION 
RATE:

[Blog] 10 Vital Metrics 
You Need to Analyze 
Right Now

https://www.agencybloc.com/resources/manage-your-agency/productivity/10-vital-metrics-you-need-to-analyze-right-now/
https://www.agencybloc.com/resources/manage-your-agency/productivity/10-vital-metrics-you-need-to-analyze-right-now/
https://blog.hubspot.com/service/what-is-churn-rate
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Industry Churn Rates | Recurly Research

Retention rate
Just as you want to know the number of clients leaving you, you 
want to know the percent you retain each year. 

To calculate retention rate (from Inc.com): 

Retention Rate = ((CE-CN)/CS)) X 100
CE = number of customers at end of period
CN = number of new customers acquired during period
CS = number of customers at start of period

What churn rate should you aim for? Unfortunately, finding 
benchmarks for your exact size of business and for the insurance 
industry can be difficult. However, you can use this graph from 
Recurly Research as a guideline.

https://info.recurly.com/research/churn-rate-benchmarks
https://www.inc.com/jeff-haden/best-way-to-calculate-customer-retention-rate.html
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The insurance industry average retention rate, according to 
Guiding Metrics, is 84%. Although, you’ll likely find a bit of a range 
on that if you do your own research. Your goal is to always be 
increasing your retention rate, or at the very least, maintaining a 
high standard like 85-90%.

Depending on your agency type and what you sell (plus a lot of 
other factors), there are several other client satisfaction-related 
metrics you’ll be looking at. However, churn rate and retention 
rate give you a good start to looking at client satisfaction and 
should be tracked on an ongoing basis.

PRODUCT PERFORMANCE
We’ve looked at overall agency growth and client satisfaction. 
Now let’s consider how the products you’re actually selling are 
performing. You want to monitor this because you never want to 
find yourself stuck in one market. You want to see where you do 
well, where you could potentially enter, and areas you may want 
to drop off. 

Some metrics to consider would be:

In-force policies by coverage type

New policies by coverage type

All policies (group and individual) by carrier

Top carrier products

Commissions by coverage type

Commissions by carrier

https://guidingmetrics.com/content/insurance-industrys-18-most-critical-metrics/
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Use these insights to make strategic 
decisions about what you continue to 
sell and what you might phase out. 
What are you really good at selling and 
servicing for your clients? On the other 
hand, what do you sell little of that really 
only takes up resources on your end? 

With analytics, you can answer questions like this with 
confidence and take action.

AGENT/STAFF PERFORMANCE
You’re running a business, not just selling policies. Knowing how 
your agents and staff are doing is just as (if not more) important 
as the rest of the metrics we discussed. Your agents and staff 
are the future of your business. 

All Group Policies by Carrier | AgencyBloc Graph

SEE MORE REAL-TIME 
GRAPHS & CHARTS:

Start a Free Trial of 
AgencyBloc to see more 
real-time graphs & 
charts

https://www.agencybloc.com/free-trial/?utm_source=page-22&utm_medium=ebook&utm_campaign=analytics-reporting-ebook-oct-2018
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So, you need to know what they’re struggling with so you can 
lend a hand, but you also want to know where they’re doing 
well so you can give them a shout-out and keep morale and 
motivation high! Celebrating the little things around your office 
keeps the team mentality going.

Some metrics to look at would be:

Top commissions received by agent

Activities completed in given time frames

Agent follow-ups due or overdue

Top Commissions Received by Agent | AgencyBloc Graph
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IMPORTANT! This is NOT about micro-
managing. In fact, this is about MACRO-
managing. Let’s visit a few key points 
we made in our blog, Why Every Agency 
Owner Should Macromanage Their Agency.

Leaders who macromanage understand 
the importance of maintaining focus on the big picture while 
also consistently working with their team on the “right here, right 
now” stuff. After all, the small stuff becomes the big stuff.

Your agency needs a strong leader to set the tone for the rest of 
the agents and staff members. Along with consistently looking 
at all of the metrics we’ve discussed in this eBook, Harvard 
Business Review points out that it’s also important to regularly 
think about: 

why the organization exists and what its purpose is

what it offers (and does not offer) its customers, and how 

and why this offer delivers value to these customers

what this produces for the business and for shareholders — 

the critical outcome metrics by which the organization will be 

judged

how the people within the organization will behave — 

toward customers, other stakeholders, and each other

Thinking about these things allows you to see the big picture, 
create goals, set an example for your agents and staff, 
and identify the analytics you should be tracking to better 
understand your overall performance.

LEARN MORE MACRO-
MANAGING:

[Blog] Why Every 
Agency Owner Should 
Macromanage Their 
Agency

https://www.agencybloc.com/resources/manage-your-agency/productivity/why-every-agency-owner-should-macromanage-their-agency/
https://www.agencybloc.com/resources/manage-your-agency/productivity/why-every-agency-owner-should-macromanage-their-agency/
https://hbr.org/2016/11/how-leaders-can-focus-on-the-big-picture
https://hbr.org/2016/11/how-leaders-can-focus-on-the-big-picture
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So now you know why data analysis is so important for informed 
decision making, how you can analyze data through real-time 
graphs/charts and custom reporting, and which areas of metrics 
you should be looking at.

Are you ready to take the plunge into analyzing your agency’s 
performance and begin making better decisions for your team?
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TAKE A LOOK AT AGENCYBLOC
AgencyBloc’s real-time analytics and custom reporting allow you 
to make more informed decisions for your agency. Equipped 
with the right data, you’ll be able to see where you’ve been and 
in which direction to lead your team.

Ready to see if real-time analytics and custom reporting are 
right for your agency? Check out AgencyBloc. AgencyBloc is an 
agency management system that helps life and health insurance 
agencies grow their business with an industry-specific CRM, 
commissions processing, and integrated business and marketing 
automation.

LEARN MORE IN OUR OVERVIEW VIDEO

“AgencyBloc has changed the way we do business. 
We use it for everything from production reports to 
commission reports. I highly recommend any agency 
that is seeking to streamline their business to give 
AgencyBloc a serious look.”
—TYE W., INTEGRITY SENIOR BENEFIT ADVISORS, LLC

https://www.agencybloc.com/tour/?utm_source=page-26&utm_medium=ebook&utm_campaign=analytics-reporting-ebook-oct-2018
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READY TO SEE IF AGENCYBLOC 
IS A GOOD FIT FOR YOUR 

AGENCY?

SCHEDULE A LIVE, ONE-ON-ONE DEMO 
OF AGENCYBLOC.

You’ll be able to discuss your agency’s specific 
needs and see AgencyBloc in action.

https://www.agencybloc.com/schedule-demo/?utm_source=page-27&utm_medium=ebook&utm_campaign=analytics-reporting-ebook-oct-2018



