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How Segmentation Reduced Processing Costs
ABOUT THE CUSTOMER
A retail broker representing the nation's leading insurance companies,
located in the Northeast US, with nearly $4 million in revenue.

CUSTOMER PROFILE

THE CHALLENGE

LOCATION

When analyzing the renewal processing costs for the retail broker,
ReSource Pro found that more than 50 percent of all accounts had
revenues that were below the average renewal processing cost. After
subtracting the cost from the agency’s revenues, the impact was a loss
of over $300,000 annually for the business.
This highlighted the need for the broker to better understand their
clients, including what level of effort and resource expenditure can
be allocated while still resulting in a profit. To accomplish this with
maximum efficiency, an organized and systematic approach was
necessary.

THE SOLUTION
In partnership with the retail broker, ReSource Pro's Operations
Advisory team recommended a multi-prong solution:
•

Analyzing the profitability of each account allowed us to identify
and segment accounts by categories based on the level of time and
resources that should be devoted to them.

•

Segments where accounts are less profitable underwent
optimization by reducing or eliminating processes. This could be via
producer involvement, in-person meetings or marketing to several
carriers, among other things.

•

ReSource Pro’s analysis identified the processing costs in the
business’ commercial lines and small business units. The results
found over half of the accounts remaining with the commercial
lines unit were unprofitable. This discovery allowed the company to
transition these accounts to the small business unit and increase
their profitability.
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BUSINESS NEED

Understand the profitability of accounts
to improve business and increase the
profitability of the retail broker.

SOLUTION

ReSource Pro Operations Advisory

THE IMPACT
•

Processing costs were reduced by
an average of $2,950 per account.

•

Reduction in annual processing
costs of 33 percent.

•

Increased profitability via
reallocation of accounts to small
business unit.

