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WHY Plan? Network, Carrier, Agency & Insured.

Good for Carriers Good for Networks & Agencies Good for Insureds

* A'single version of the truth’ for * Ensure the best business is placed with « Core carrier relationships lead to
goal planning enabling insights to preferred carriers and optimize their underwriting expertise and
drive production at individual potential revenue improved speed to delivery
agency locations * Insights into progress towards goal « Matching the right policies with

« Ensure that network partners are thresholds that lead to enhanced the right carriers; best value for
not only placing more business compensation insured coverage needs

with Nationwide, but the preferred
classes of business through SIC-
targeted views

» Deliberate planning conversations fostering
product specialization



Collaborative Planning Process: Network, Carrier & Agency.

3 Party Planning Objectives:

1. Define High Level Mutually Beneficial Targets.
2. Enable an Iterative Planning Process Across ALL 3 Parties.
3. Establishes Accountabilities Across ALL 3 Parties.

4. Milestone Tracking & Ability to “Drive Results”
Throughout the Year to Achieve Targets.

Network &

Agency Plan ELCIiY
Collaborative

@

Plan Agreement
Achieved!

Carrier &
Agency Plan

Carrier



Establish Process & Outputs: Enterprise Data Brick Strategy.

Nationwide

1.

Defines required information to meet AKPI data
standards.

Consistent data delivered to both National &
Regional Network Partners.

Timely and repeatable.

Increases collaboration between Nationwide &
Network Partners.
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Dashboards: What Gets Measured Gets Managed.

Move from Qualitative to Quantitative Performance Reviews.
Transparency Drives Common Understanding.

Identify the Super Stars & Others Requiring Coaching.

Relational Data Increase Flexibility of AD HOC Report Development.
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Dashboards: What Gets Measured Gets Managed.

1. Move from Qualitative to Quantitative Performance Reviews.
Transparency Drives Common Understanding.

Identify the Super Stars & Others Requiring Coaching.

Relational Data Increase Flexibility of AD HOC Report Development.
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Dashboards: What Gets Measured Gets Managed.

1. Move from Qualitative to Quantitative Performance Reviews.

2. Transparency Drives Common Understanding.

3. Identify the Super Stars & Others Requiring Coaching.

4. Relational Data Increase Flexibility of AD HOC Report Development.

Home

::: AgencyKPI App

| Total N P , Total Core Carrier Premium
AGENCY K21 otal Network Premium % of Total

2018 JIAN Network Summary
EQE Network Summary Latest Data: 12-2018 Change Year | 68 of 71 agencies reporting.

TOTAL WRITTEN PREMIUM COMMERCIAL PERSONAL CORE NON-CORE

Agency Compensation $1,079,146,102 $742,744,821 $335,071,190 63.25% 36.75%

Carrier Performance
Search v Standard v Wholesaler v Flood

Monthly Production Report Total CL & PL AcrOSS Network

Show Rank
Industry Classification Agency Written Premium Commercial Personal Core Non-Core
Cooley Agency $50,600,000 $36,900,000 $13,700,000 65.02 % 34.98 %
Brooks and Partners $44,000,000 $32,300,000 $11,600,000 63.18 % 36.82 %

Orrick and Sons, Inc $37,900,000 $35,800,000 $2,082,133 38.26 % 61.74 %




Dashboards: What Gets Measured Gets Managed.
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Move from Qualitative to Quantitative Performance Reviews.
Transparency Drives Common Understanding.

Identify the Super Stars & Others Requiring Coaching.

Relational Data Increase Flexibility of AD HOC Report Development.

2019 Monthly Production Report

Last update: 10-2019 Change Year

You have not configured your goals for the network. Click here to do that now.

Written Premium YTD :
Current Prior Change ¥YTD Goal
Commercial $102,368,353 $68,163,153 $34,205,200 (50.18%) $68,163,153
Personal $35,956,736 $18,166,198 $17,790,538 (97.93%) $18,166,198
Bond $1,196,200 §791,191 $405,010 (51.19%) §791,191
Total $139,521,290 $87,120,542 $52,400,748 (60.15%) $87,120,542

Written Premium 12MM

Goal Tracking

Commercial $113,498,044

Personal  $38,778,738 AC rOSS AI | Age n C i eS

Bond 51,303,678

Total $153,580,459 560,639,268 (65.24%)

New Business

Across AIII_IAgencies

View: Cards
New Business YTD :
Current Prior Change % of Book
Commercial $25758,967 518,560,713 $7,198,254 (38.78%) 25.16%
Personal $7,133,792 $3,388,107 $3,745,685 (110.55%) 19.84%
Bond $1,062,273 $682,998 $379,276 (55.53%) 88.80%
Total $33,955,033 $22,631,818 $11,323,215 (50.03%) 24.34%
L ]
Lssraovo {7 0SS Ratio
EP iL Loss Ratio
Commercial $89,233,737 $547,049,454 52.73%
Personal $33,550,581 $21,898,992 65.27%
Bond 8772623 -52,801 -0.36%
Total $123,556,941 $68,945,645 55.80%




Dashboards: What Gets Measured Gets Managed.

Move from Qualitative to Quantitative Performance Reviews.
Transparency Drives Common Understanding.
Identify the Super Stars & Others Requiring Coaching.
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Relational Data Increase Flexibility of AD HOC Report Development.

o Core vs Non-Core
2019 Scorecard Eli & Gray Insurand TOtaI Commlss|ons

Latest Data: 11-2019 Change Year

Network Summary WRITTEN PREMIUM BASE COMMISSION TOTAL COMMISSION
$22,802,993 $3,087,096 (13.54%) $3,987,096 (14.54%
. Ely & Gray Insurance Ely & Gray Insurance Ely & Gray Insurance
Agency Compensation Network Avg Network Avg Network Avg
$6,631,097 $874,409 $874,409
CORE NON-CORE CORE NON-CORE CORE NON-CORE
Carrier Performance $18,121,280 $4,682,134 $2,485,243 $601,894 $3,385,202 $601,894
(79.47%) (20.53%) (13.71%) (12.86%) (15.71%) (12.86%)

Monthly Production Report i i i i

<- Back to all agencies

L
Industry Classification Select Agency: CO re VS N O n —CO re v Standard v Wholesaler v Flood

Eli & Gray Insurance v Mono Surety v Mono WC v Crop
Base Commissions
Base Commission Additional Compensation Total
Company Written Premium Amount % Amount % Amount %
Nationwide Insurance 51 $2,991,290 $431,298  14.42% <:: CO m p by Ca r ri e r 8 15.70%
< EMCInsurance &1 $2,621,596 $342183  13.05% 15.70%
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