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AHow security is important for Insurance
ASecure Web Site with Web Application Firewall
AData Loss Protection with CSA and Ironport

ANetwork Security Infrastucture
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Operational Units within Insurance

Operational Care Abouts
Unit
Marketing Attract new customers and agents through product development,

high-quality service, advantageous pricing, outreach, etc

Field Agent retentioni through high-quality, highly responsive servicing
Operations/Sales Control costs T through efficiency and self-service

Underwriting Capture complete information necessary to evaluate risk as
accurately as possible.

Service Center Provide fast and accurate service, shift service to lower cost
channels (e.g. web based self-service), user experience

Claims Evaluate losses as carefully as possible. Minimize losses and
Loss Adjustment Expenses. Customer retention through good
service

Operations/ Operations: Reduce costs, increase efficiency, improve reporting.

Support Support: Agile, low cost IT, good investment performance, accurate

and timely reporting for internal/external use, maintaining positive
relations with regulators




Insurance systems and services designed for
Baby Boomer s, but MiI I I enn

Source: US Census Bureau, March 2005
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A Real-time filtering/assimilating
information managers

Source: MIT



Insurance Business Imperatives
Address Generational Change: Millennials vs. Baby Boomers

A Sales and Service

A Millennials have different ways 100% -
V Of collaborating (IM, email, social
networking) 80%
V Of buying:
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A Talent acquisition
A Workforce nearing retirement:

2000 2010 2020 2030 2040 2030

V InIT, how do you attract the new

workforce?
. L. Source: 115, Census Bureau, Population Division, TowsrGroup B RETIRED (}64}
V In Sales and service, training new WORKING (20-64)
employees becomes a core B YOUNG (<20)
competence

A Transfer of Wealth

A How can carriers capture and retain
next round of wealth management
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