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In This eBook...
Humans are programmed to recognize patterns. We’ve been
doing it since we first played with building blocks or puzzles.
That’s why having data you can analyze in this way and learn
from are so vital for business growth. So, how can you get your
data in a form that’s ready to draw insight from?
In this eBook, learn how to turn your “big data” into “smart
data”, how to use real-time analytics, what data your agency
should be paying attention to identify growth opportunities,
and how AgencyBloc can help.
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Section 1:

What is “Smart Data”?

WHAT IS SMART DATA? USING YOUR DATA TO GROW YOUR INSURANCE AGENCY

4

What is “Smart Data”?

Humans are programmed to recognize patterns. We’ve been
doing it since we first played with building blocks or puzzles.
That’s why having data you can analyze and learn from are so
vital for business growth.
You’ve likely heard the term “big data”. “Smart data” is a part
of “big data”. Big data is extensive information that is gathered
about anything. It could be about coffee consumption, holiday
shopping behavior, or, for you, it’s about your insurance
agency.
You likely already have a hub of big data whether it’s stored in
paper, Excel files or some sort of agency management system
(AMS). Here is where smart data becomes important, as Wired
explains:
“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.
Without smart data, big data isn’t truly helpful.
What Are Real-Time Analytics?

Smart data lends itself to infinite uses; one of these is real-time
analytics. Often shown as graphs and charts, real-time
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analytics allow you to visualize your data in a way in which you
can identify patterns. These graphs and charts are updated
as your data changes, so you’re always looking at the latest
information. Here’s a more technical definition from Wired:
“With real-time data analysis, you get updated results
every time you query something. You get answers in near
real-time with the most updated data up to the moment
the query was sent out. Similar to batch processing, realtime analytics require that you send a “query” command
to the computer, but the task is executed much more
quickly, and the data store is automatically updated as
new data comes in.”
These are just a couple examples of the limitations of Excel
spreadsheets when it comes to managing your book-ofbusiness, but you can begin to see the productivity drains.
Not to mention, a buyer looking at a cumbersome Excel
spreadsheet might not be able to see the potential of the data.
Like we discussed above, this is important for identifying those
“actionable insights” where you can improve your business. For
example, a real-time graph showing the lead sources of your
policies would be helpful to know where your marketing efforts
are working and identifying areas that could use improvement.
Converting Big Data to Smart Data

There are so many conversations out there right now about
big data and smart data. Convince and Convert explains in
their blog, 5 Steps for Turning Big Data into Smart Data, how you
can convert the big data your insurance agency already has
into smart data you can use to make better decisions for your
business.
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We’ve summarized the steps in the blog post and related it to
the insurance industry below.
1. Define & Search

First, define what exactly you’re looking for. We know your
database is full of insights ready to be found, but start with one
question you’d like to answer to get started. Examples of these
questions could be:
• What is my most profitable lead source?
• Who is my top producing agent?
• What carrier do I do the most business with?
• What products sell the best at my agency?
You might look at these and think, I know the answer to that.
However, could you quickly pull up this exact data and know
the answer to these questions right now? For the last several
months? Smart data is ever growing and is ready to give you
the answer at any given point in time.
2. Filter the Data

Second, filter the data. Once you’ve identified the question
you want to answer, you need to cut out the extra and
refine to only the information you need. If you’re using Excel
spreadsheets, this can be done through the use of filtering
provided that your data is clean. When we say clean data,
we mean data where no abbreviations are used (unless they
are consistent), information is filled out thoroughly, and
information is always up-to-date. Otherwise, these filters aren’t
going to do you any good.
Using the most profitable lead source example, in this step,
you’d filter your data down to items like individual or group
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name, policy status, coverage type, and lead source.
An agency management system (AMS) can make this filtering
a lot easier. An AMS can run reports based on filters you select
and provide you the data you’re looking for immediately. Or
better yet, a good AMS will provide real-time graphs for you to
see this data at any given time. But, more on that later.
3. Analyze the Data

Third, you analyze. This is where you find the actionable
insights you’re looking for by identifying patterns and
attempting to draw conclusions. This is also where teamwork is
important because the way one person concludes something
about data might be different from the way another person
does. It’s best to include someone from each area of your
business to get the whole picture. Consider including your
agency owner, agents, and other staff in this process.
Convince and Convert points out that:
“Of course, being able to use and incorporate such insights
into business strategy will (for now, at least!) fall to the
people in the company with expertise in each area, but
smart data lets professionals quickly jump from point A to
point B.”
4. Use the Data

Now that you’ve used your data to gain insight into the health
of your business, use it to grow!
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“The final crucial stage of the process is distributing this
data to the right people, in the rights formats and at the
right time.” —Convince and Convert
If you’ve found that one of your lead sources isn’t bringing in
much business, it might be time to explore other sources that
might be more profitable. Improvement always requires at
least a little bit of change, and now you have the data to back
up your decision.
Most importantly, never stop monitoring. You can’t solely
rely on numbers to tell you how your marketing or selling
efforts are going, but they’re a very large part of determining
profitability. When you do decide to change something,
continually monitor it and have regular meetings with the
parties involved to discuss how the efforts are panning out.
5. Combine the Data

We’ve talked so far about looking at answering one question
with your smart data. Now, repeat this process to answer
the rest of the questions you have about the health of your
insurance agency. Then, combine all of that insight.
“Combining these powerful data sets creates an even more
accurate and nuanced view of your company’s activities.”
—Convince and Convert
What we know is that, most times, there is not one cause for a
certain effect. That’s why combining your smart data is crucial
so that you can see the entire picture. While you’re making
changes based on the insight, you should monitor for any
rippling effects. Bottom line: a complete view of the health of
your insurance agency is imperative for business growth.
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Section 2:

Growing Your Business
Using Smart Data
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Growing Your Business Using Smart Data

Now that we’ve covered what you’ll need to access smart data,
let’s take a look at what metrics and data points insurance
agencies are using to measure growth, how they’re getting at
that data, and what that information might mean for growing
your business.
As we’ve discussed, being able to gain insight from data
depends heavily on how the data is housed and presented.
If your data is currently stored on paper files or Excel
spreadsheets, you should begin considering the pros of making
the switch to an agency management system (AMS), like
AgencyBloc. After all, according to ACT, about 90% of agencies
are currently using a system like this to operate their day-today business, analyze their data, and grow their agency.
To help you understand what your agency might be looking for
in an AMS, check out our eBook, 5 Steps to Choosing an Agency
Management System.
The data we’re going to look at in this section is all data you can
view as graphs and reports within AgencyBloc.
We’ll take a look at why you should be analyzing the following
data and how you can begin:
• Profitable Lead Sources
• In-Force Policy Saturation
• Policies by Coverage Type
• Top Carrier Products
• Top Producing Agents
• Missed Commission Payments
• Projecting Commissions
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Profitable Lead Sources

We’ve used this as an example throughout this eBook, and for
good reason. It’s extremely important to know where your best
leads come from. If not, you could be placing resources into
unprofitable lead sources, or you might be underestimating
historically successful lead sources. The only way to know the
answer to that question is to track your lead sources for every
lead that comes in.
Some agencies write the lead source on the lead’s paper file
or notes, and some add a “Lead Source” column to their Excel
spreadsheet containing their leads. However, as we discussed,
these tactics don’t lend themselves to much analyzation due to
time-consuming filtering in your Excel sheet or attempting to
sort your papers out.
Below is an individual record in AgencyBloc with a field to place
lead source:

AgencyBloc Individual Record
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An agency management system like AgencyBloc is able to look
at this data and show you where your best leads come from.
You can run a report, or you can view this via a real-time graph,
like this one:

AgencyBloc Groups & Policies by Lead Source Bar Graph

Use it To Grow

With this insight, consider discontinuing resources (monetary
or labor) into unprofitable lead sources. Take those resources
and reroute them towards lead sources that are doing well or
ones that are middle-of-the-way. For example, this graph
shows that this agency’s client referrals do well in bringing in
leads, but those leads aren’t converting into sold policies at a
high rate.
With this in mind, your agency might look strategically at how
you’re receiving referrals. Do you have an actual referral plan
in place? Are you asking the right people? Do your clients
know what type of referrals you’re looking for?
13
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Most important: what does your follow-up process look like for
these referrals? Data and insight help you begin conversations
like this to better your business.
For advice on following up with leads, check out these
resources:
• [Blog] 7 Surprising Sales Statistics & What To Do About Them
• [Blog] If You’re Not Courting Your Prospects, Someone Else Is
• [eBook] How to Increase Client Loyalty & Sell More Policies
Using Email

In-Force Policy Saturation

Looking at In-Force Policy Saturation tells you how many of
your clients own more than one policy with you. Agents and
agency owners are interested in this because it helps them
understand how large the opportunity is to sell more to their
individuals and groups.
This graph in AgencyBloc illustrates this:

AgencyBloc In-Force Policy Saturation Bar Graph
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Use it To Grow

From this graph, you can see there’s a large potential for selling
more to individuals because the vast majority of this agency’s
individuals only have one policy with them. An agency owner
could take this insight and ask their agents how much they’re
exploring cross-selling with their current clients. Do they ask
about other coverage individuals might be interested in or
about coverage they might have with another agency that
they might be interested in moving? From here, a standard for
cross-selling could be created.
Identifying cross-selling opportunities with an AMS like
AgencyBloc is easy. You can run a report or begin an email
campaign to start the process immediately.
With AgencyBloc’s Policy Cross-Sell Report, you can search on all
of the coverage types in your database and single out crossselling opportunities instantly:

AgencyBloc Policy Cross Sell Report Filters
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AgencyBloc also has built in email marketing capabilities, so you
could build a cross-selling campaign to find the opportunities
and immediately start the conversation with your clients, all in
one step.

AgencyBloc Cross-Sell Email Campaign Setup

For more advice on cross-selling, check out these resources:
• [Blog] How to Find Insurance Cross-Selling Opportunities and
Act on Them Immediately
• [Webinar] How Any Insurance Agency Can Cross-Sell, Gain
Referrals and Maintain Happy Clients With Ease
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Policies by Coverage Type

Understanding the coverage makeup of your agency at all
times is important for any agency owner. It helps you see
where you’ve been and where you’re going, especially when
you look at new policies within the last few months. You can
monitor how your agency is changing and proactively take
action if needed.
This is one graph in AgencyBloc that shows your policy
makeup:

AgencyBloc All In-Force Policies by Coverage Type Chart
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Use it To Grow

When any business looks to grow, it must look at where it’s
been and where it aspires to go. Being able to monitor the
types of policies you sell most and how much of each you sell
is incredibly important for this. From there, compare how many
policies you sold last year versus this year and assess your
growth. Create attainable growth goals using this information.

AgencyBloc Policy Cross Sell Report Filters

The above graph, New Individual Policies by Month, in
AgencyBloc shows you this data. You can also view policies sold
this year versus last year for group policies. Whenever further
digging is necessary, you can always run reports or do an
advanced search in AgencyBloc to find what you need.

WHAT IS SMART DATA? USING YOUR DATA TO GROW YOUR INSURANCE AGENCY

18

Top Carrier Products

Agency owners want to know which carriers your business is
most invested in so that you can accurately make decisions to
grow. Identifying which carriers and products are sold most is
important as agencies navigate dropping products or bringing
in new products to sell.

AgencyBloc’s All Individual and Group Policies by Carrier Graphs

Use it To Grow

Use this data in tandem with tracking your revenue growth
(which we’ll talk about in a bit). Knowing which carriers bring in
the most business for you is like understanding your best lead
sources—it helps you know where profits can be increased and
where you can trim anything unnecessary.

WHAT IS SMART DATA? USING YOUR DATA TO GROW YOUR INSURANCE AGENCY

19

AgencyBloc’s Top Carrier Products Graph

Knowing your most profitable carrier products is equally as
important. This helps you dive deeper into the current makeup
of your business and allows you to compare how your business
changes year-to-year. From here, you’re able to make informed
decisions about what you’ll continue to sell, what you’ll drop,
and what you might add.
Finally, with the graph on the next page, get a complete picture
of revenue brought in per carrier by looking at commissions
received to better understand which carriers bring in the most
business for your agency.
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AgencyBloc’s Net Commissions by Carrier Graph

Use this graph to monitor the ongoing business you do with
each carrier. You might consider holding a meeting at the end
of each year (or quarter for some) to review your carriers from
a profitability basis.
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Top Producing Agents

Being an agency owner requires you to lead others. And
the only way you can productively guide others is to know
how they’re performing in the first place. Though incoming
commissions aren’t the only way to assess an agent’s
performance, it is an important piece of the puzzle.
Using AgencyBloc’s Top Commissions Received by Agent graph,
you can get a quick look at how your agents are doing:

AgencyBloc’s All Individual and Group Policies by Carrier Graphs

Use it To Grow

Use this insight to monitor agents’ performance and act
accordingly when necessary. If it appears an agent is falling
behind, some sales tips and encouragement could help.
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Many agencies include sales best practices, training, and
ongoing mentoring during their onboarding process; if you
don’t do this, consider it.
Some managers or agency owners also hold quarterly, semiyearly, or yearly one-on-one meetings with their agents to
discuss how things are going. This is a great time for your
agents to come to you with concerns they have or things
they’re struggling with.
For some insurance sales best practices and tips, check out
our Selling category in our Resources section. Here, you’ll
find general sales tips, social media sales tips, how to reach
Millennials, and more.

Missed Commissions

Though it’s unintentional, carriers can and do miss commission
payments for several reasons. A couple examples are:
• They’re 2-3 months behind on their payments, so it’ll
appear in your books that you haven’t gotten paid yet.
Most agencies don’t worry for the first few months, but if
you’re tracking it closely, you’ll know when you might have
a deeper problem.
• One of your clients canceled his/her policy and didn’t
notify your agency. That will appear to you as a “missed”
payment from the carrier and will cause you to investigate
the situation.
If you aren’t effectively tracking your commissions, you won’t
be able to easily identify these misses and will be missing out
on revenue, constraining your growth.
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Use it To Grow

If you’re looking to grow your business, you have to be tracking
your commissions. From our blog, “What Are Life & Health
Insurance Agencies Using to Process and Track Commissions?”,
we describe what agencies are currently using to track
commissions:
• They aren’t. Unfortunately, some agencies still aren’t
tracking their commissions. They’re receiving carrier
payments and paying the necessary agents, but they
can’t be sure any of it is accurate without tracking. This is
usually only the case for smaller agencies or one to twoman operations that don’t have complicated commission
splits.
• Using Excel spreadsheets. Using Excel to process
and track commissions requires you to have a person
dedicated to maintaining the organization of the sheet
and ensuring accuracy in the calculations. Using Excel is
a line-by-line tactic that takes time—though Excel is very
powerful, it isn’t always straightforward. Not to mention,
the way carriers are paying commissions is constantly
changing. It’s easy to understand why some agencies are
willing to pay freelancers to create these types of sheets
for them.
• Using a third-party commissions tool. If an agency
is already using a generic CRM without commissions
processing capabilities, they’ll have to find an external
resource that (hopefully) integrates with their CRM. Some
agencies are using third-party commissions processing
tools to fill the gap where their generic CRM can’t perform.
However, these third-party solutions can be expensive
and time-consuming.
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• Using an industry-specific agency management system
(AMS). This is the best case scenario for an agency. You
have all of your information—individuals, groups, agents,
policies, carriers AND commissions data—all in one
system. When it’s in one central location, it can all work
together requiring you to do less manually. For example,
within AgencyBloc, you’d have rate tables set up that show
it how to calculate your agency’s splits. You’d tie those
rate tables to the associated policies, which are tied to
agents. Once you have it set up, the work is done for you,
saving you serious time and resources. Not to mention,
any changes to rates are much easier to update in the
system vs. flipping through papers or a complicated Excel
spreadsheet.
Using AgencyBloc, you can process, track, and project
commissions (more on that next). You can also identify missing
commissions easily and quickly.
You can view it on a policy-by-policy basis (image on the next
page), or you can run a “Commission Not Received” report.
Once you have this information in hand, you can effectively
reach out to the carriers you’re missing payments from to
identify the problem.
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AgencyBloc’s Policy Commissions Tab

Projected Commissions

In any industry, monitoring where your business currently
is and where it’s headed is imperative. If you want to be a
genuinely proactive business, you need to regularly look at the
revenue you have coming in now and your expectations for
revenue in the future. For insurance agencies, this is done by
projecting commissions.
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Projecting revenue and examining commissions received
against expected is beneficial for agencies in order to:
• Hire support staff—when will the agency need to and
financially be able to hire more staff?
• Expand or maintain current client base—how much does
an agent need to sell to reach their financial goal?
• Decide which products to sell—what products bring the
agency substantial revenue? Does the agency need to
expand into other areas of business?
• Identify new sales opportunities—how will expanding
into a new market or simply selling more of the current
products affect revenue?
• Find missed or inaccurate commissions—are there
discrepancies between what the agency expected to
receive and what was actually received? How does that
affect future plans?
Use it To Grow

Overall, the ability to project commissions helps agencies
confirm they are receiving accurate payments on what they
have sold, plan better for future events, and be more proactive
in their operations.
Information like this can help agencies answer questions like:
• Did we receive the amount we were expecting?
• How accurate are the commissions we are receiving from
carriers?
• How will expected commissions affect the performance of
our agency this year and years to come?
• How do our projected commissions affect future growth
plans?
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AgencyBloc’s Actual vs. Projected by Month and by Coverage Type Graphs

Creating and monitoring revenue goals is imperative for any
business, and projecting commissions is one of the best ways
for insurance agencies to better understand where their
revenue is and where it’s headed. With this data, informed
decisions can be made overall for the agency.
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Section 3:

Check out AgencyBloc’s
Insurance Agency
Analytics
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See AgencyBloc Analytics for Yourself

AgencyBloc is an agency management system that helps life
and health insurance agencies grow their business with an
industry-specific CRM, commissions processing, integrated
business and marketing automation, and real-time analytics.
Learn more in our overview video:

AgencyBloc is exactly the tool I was looking for,
and the support and guidance is absolutely
what I need. This is an amazing group of people
that know their business and understand and
get my needs.
—Susan, Health Insurance In Kansas City
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Ready to see if AgencyBloc’s
analytics could work for
your insurance agency?
Sign up for a live, one-on-one demo
of AgencyBloc.
You’ll be able to discuss your agency’s specific
needs and see the software in action.
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