How Al Helps Insurance Agencies
(Practical Use Cases)




EARLY ADOPTER ECONOMICS

Real metrics from agencies deploying Al in the last 12 months.
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Productivity gains Cost reductions in Inbound call volume
per producer. customer service. handled with same
headcount.
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Based on Slide C

The 2028 Threat vs. The Two Fears

The Threat The Two Fears (Solved)

- Competitors operating
with half the staff.

- Fear: Replacing
human relationships.
-> Reality: Augmenting

- Writing twice the
your team.

premium.

- A permanent
structural cost
advantage.

- Fear: Wasting S20k on
broken tools.
-> Reality: Solving
named bottlenecks.

& NotebookLM



4. Follow-Up
Automation
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- Automatically transcribe
recorded client
conversations.

- Summarize key points

\_ (health, budget, drug list).
|| - Auto-populate correct
CRM fields instantly.
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Instant Search and Recall

- Pull up searchable history
of every multi-year client
conversation in seconds.

- No more relying on
fragmented sticky notes
or memory.
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- Picks up after hours and
captures the lead.

- Schedules callbacks and
routes urgent items to
on-call producers.

- Humans only handle calls
requiring true expertise.




The CMS Compliance Shield

| Generic Phone Bots Insurance-Native Al

1 -No industry guardrails. _

'\ -Violates Medicare - Built for CMS compliance.
|l recording rules. - Calibrated to insurance-
JIl - Dangerous during an specific workflows.

audit. - Audit-ready and secure.
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Filtering the Garbage Leads

- Engage inbound leads within seconds.
- Ask producer-level qualifying questions.

- Score intent and route qualified leads instantly.
- Send unqualified Ieads to long-term nurture.
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The Speed-to-Lead Multiplier 3 {‘%
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Automated Follow-Up Cadence

"®D > Path: Reactivation
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Outcome: Strong Yes | \
-> Path: Onboarding. |

" |
The Cadence Tree 1

Outcome: Soft Maybe

. -> Path: 90-Day

Content Nurture.

Outcome: No

at Next Life Event.
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- The average lead requires
7-12 touches.

- The average producer
gives up after 3 touches.

- Al automation fills this

lost-revenue gap effortlessly.
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Working What You Already Paid For

Lift on conversion from
existing lead flow.
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- Provides specific,
actionable feedback.
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- Flags CMS compliance
errors in real time.

- Generates summary
reports for agency owners
to spot patterns.




Two Non-Negotiable Guardrails

| o Name the Problem First

Don't buy a flashy tool looking for a use case.
Identify a specific bottleneck (e.g., note entry,
call leakage) and buy for the problem.

2. Avoid Generic Tools

Insurance requires deep CRM integrations
and strict carrier/CMS compliance.
Demand insurance-native platforms.




The 30-Day Surgical Deployment '8

Step 3: The Surgical Trial

Run a 30-day trial with a
single producer before rolling |
out fo the team. { '

Step 1: Name the Drain A \ y

Identify your agency’s /4'
) three biggest time-wastes. : K
Step 2: Demo Two, Pick One \\

Match the biggest drain to "
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if”“ﬁ one of the five core use cases.




