INTELLAGENTS®

Insights for Independent Agents
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Data Driven Organizations
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THE FOUNDATION OF OIA

WHO WE WILL ALWAYS BE

Fierce Advocate / Training & Designations
Understand, inform, and advocate / Offer opportunities to further agency
on behalf of members regarding professional development within the
legislative issues in the state. JR.

insurance industry

Insurance Products Membership Forum

Provide best-in-class E&O and Networking and events that allow
worker’s compensation people to share ideas and

coverage to our agency participate in programs
members




WHY DATA”

The industry is changing, fast!

Carrier Expectations
Consumer Behavior Aggregators

Finding Talent Disru ptOI‘S

Amazon  custers

Perpetuation i1

Retaining Talent
Consumer Expectations



Why IntellAgents?
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Current States

Ohio, Massachusetts, Pennsylvania, Delaware, Maryland, North
Carolina, Florida, Michigan, lllinois, Texas, Georgia, Tennessee, California
14 more states interested
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@ DATA FROM OUR AGENTS

LLLLLL AGENTS®
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AGENCY DATA \/\/AREHOUSE
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INTELLAGENTS
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http://lod-cloud.net/
https://creativecommons.org/licenses/by-sa/3.0/
http://technofaq.org/posts/2015/03/the-revolutionary-potential-of-big-data/
https://creativecommons.org/licenses/by-nc-sa/3.0/

UNDERSTANDING OUR MARKET
USING DATA INSIGHTS

Ohio Agency Generational Health Update

Median Agency Agency Total % of Tot Agency

Median Age % of Total Agents % of Tot Agencies > z 2
J 9 g Annual Premium Annual Premium Annual Premium

B Uptoage35

36-45

46-55
B Over 55 53 ' A50% $6.1M $6.49B8
B Total Agent Database 100% $6.0M $14.758B

Ohio Median Age by County Ohio Insurance Agents Association Members

Cleveland

Pittsbt

Cincinnati
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INTELLAGENTS®

y 4
of —
M&A BY SALES CHANNEL

o Internal or Retail Private Equity

or Broker

CREATED BY

Ohio Insurance Agents Association, Inc.
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Who is Buying? @ Reagan

18% 16% 2%

o8 %
3

2010 2011 2012 2014
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AGENCY BUSINESS SOLUTIONS



Our Goal

Provide actionable insights so our agents
can:

- Make informed business decisions

- Grow their agencies

- Compete in the changing insurance

marketplace




@ TARGET MARKET

INTELLAGENTS®
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AGENCY VALUATION REPORT

PERSONALIZED REPORT




VALUATION STUDY

Valuation Pro Forma Risk

Approach Adjustments Factors
™ @

Valuation Agency Factors Affecting

Summary Insights Internal Perpetuation



REVENUE vs. EBIDIA



Revenue vs. EBIDITA

Two Agency Owners Are Talking . . ..




Revenue vs. EBIDITA

Compare the Two Agencies. . ..




Revenue vs. EBIDTA

Compare the Two Agencies. . ..

Multiple Accounts for Risk in The Agency



Profitiability &
Growth Rate

Client
Concentration &
Relationships

Carrier
Concentration

Succession
Planning &
Ownership

VALUATION STUDY

RISK FACTORS

Management
Experience

Depth of Staff

Future
Investments

Culture &
Brand Value

OIA

Ohio Insurance
AGENTS



(1A R.S.E. REPOI

INTELLAGENTS®

»Relevant
> nsights
> Strategic

» Execution
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@ R.I.S.E. REPORT

e r  BENCHMARKING COMPARISONS

-.

Size

Your
agency

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIII



(1A

NTELLAGENTS R.I.S.E. REPORT

RELEVANT INSIGHTS FOR STRATEGIC EXECUTION
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(A

INTELLAGENTS®

D

Operational Product Mix
Overview

» ldentifies the placement
percentage of commercial,
personal, and life & health
business

» Compares your overall commission
rate to your peers

» ldentifies opportunities for
improvement
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R.I.S.E. REPOR

Il CL Commission % [l Lh Commission % [l PL Commission % Commission Dollars (% Total)

$5M-$10M Steady Organic Growth

¥ oy

Average Commission Ratio* (excludes L&H)

14.7%
NW 13.9%

$5M-$10M 15.4%

sty rganc crowen I 15.0%

‘Commission Ratio is calculated as: Total earned commissions / Total written premium




(\A R.I.S.E. REPOR

000
CO)D

Employee Age Distribution
Analysis

» People are the most valuable asset
in an agency

» Generational health takes into
consideration the age and
experience of the staff

» Balance distribution across
generations will foster mentorship
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W Over55 4655 36-45 W Upto35 NW REGION
YOUR AGENCY

100%
% of Total Employees by Position ! ' H
19% 25%
22%

21%
24% 24% 18%

15% e
8%
n%
_—EE e __ 3 EX
Ol
—
$5M-%$10M PREMIUM GROUP Steady Organic Growth

28%
19%

25%
20% =
£ 100%

100%
.

60%

14% 70% 21%
40%
% 29% 24% 22% 1%

36% 34%

22%

14% 18% 18% 16% 17%
n%

17%
Principal Producer Admin & Total Principal Producer Admin & Total Principal Producer Admin & Total
Support Support Support

HEALTHY AGENCY *according to the Reagan Consulting ‘Best Practices'
g 9 9

total agency 27.8% 22.2% 27.8%




(\A R.I.S.E. REPOR

O,

204,395 $199,888
$100,000

Employee Compensation A oo
Comparison R B e s S o e venshopw iy RN~y o B

; _‘ I -
» Compensation is important for recruiting B B T e e—

& retaining talent

$10.73

» Gain a competitive advantage by knowing
percentage of agencies your size offer
benefits

Employeo Capecny
« pit Ermash unt)

$135K

» Employee productivity is key

$285K

S

» Knowing the average revenue per
employee with allow you to staff pr
appropriately >$25M 88%

$10M-825M
$5M-310M
$2.5M-$5.0M
$1.25M-52.50M
<$1.25M

% of Health % § o $234K

$203K
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WHAT'S NEXT?

o Agency Dashboards
o Agency Insights
o Data Management as a Service

o Client Profiling (Lead Generation)

o Predictive Analytics




2079 AGENCY DASHBOA

We are working towards accessing
agency data directly through their
agency management system on a
regular frequency in order to develop
dashboards that monitor standard
KPI's within an agency.

The key benetfits for agents using
OIAs dashboards:

= Flexible

= Affordable
= Standardized

= Benchmarked
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@ AGENCY RE

INTELLAGENTS®

September

2019
o

20,000

Ohio only

2,300
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(A INSIGHTS FOR'|

INTELLAGENTS®

/ I A INTELLAGENTS' R.I.S.E. E&O INSURANCE QuickCLicks BusiNEss CONSULTING Asout Us Q

GET BUSY

Insights for Independent

~DRDOWINC

YOUR AGENCY
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www.intellagents.io
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O Message us.



Contact Us

IntellAgents Leadership Team

Craig Neiss — Valuations Carey Wallace, CEO Adam Crumrine — Data Insights
Craig@intellagents.io carey@intellagents.io adam@intellagents.io

@IntellAgentslA
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