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| receive new leads

I understand my | request quotes | personalize the delivery
client's needs and and compare of policy information to
connect with them carrier options my client Nationwide
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I identify additional I'm proactively guide my

client coverage needs

1 bind the policy and
finalize contract

I help my client set up
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existing client
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I am managing my
financial performance

1 am promoting my agency
and producers

I am growing
my skillsets

This experience map provides a high-level view of

. | request quotes and
an agency’s optimal effortless, personal and compare carrier options
reassuring sales and renewal experience. It brings ‘
to life how the agent feels, thinks, and acts, creating
a baseline understanding of how they do their work

| personalize the delivery of I bind the policy and
policy information to my client  finalize contract

I educate my clients on
coverage, cost and value

I celebrate my client’s
milestones in life

I'm aware of my client’s needs and
upcoming carrier adjustments

| and renewal

client on policy changes
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2 business. | want to see the path to reach my agency brand. | don’t have the tools or ability grow. | wish a carrier gave me access to do | have little information on my clients.” | don’t have knowledge of my client in order to clients. The only time they seek me out is when risk of losing clients or moving their business. I'm
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Hello Tania!
Marco’s Policy Report Hello! | see your renewal
is coming up soon. Let’s
review the changes.
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“Nationwide proactively provides me with
insights that help me grow my business the

“Nationwide equips me with the tools, coaching
and venues to grow and promote my agency. |

“| feel valued by Nationwide because they
mentor me, recognize my growth and provide

“| have a steady stream of solid leads and, even
better, insights into the coverage needs of the

“Quoting and underwriting is a breeze. | have
the power to underwrite in certain cases. And |

“Nationwide’s customer data helps me know
my clients and better forge relationships with

“| effortlessly receive real time insights for client
renewals. They are invaluable when | reach out

way | want. | can see progress toward my feel empowered.” unique learning events.” potential clients.” can leverage personalized talking points that them based on trust.” to clients about their evolving needs.”
goals and feel good about my future.” enable me to easily guide my clients.”
Unified Insights Portal
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OPERATIONAL KPIs ‘OPERATIONAL KPIs
IA Engagement Rate, IA Goal Achievement Rate, IA Support Call Volume (Licensing, marketing, Onboarding support, etc.) Time to Quote / Bind, Upsell / Cross-Sell Rate, IA Support Call, Volume (Underwriting, sales support, etc)
”
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Brand Affinity, IA Customer Enthusiasm Monitor, IA Satisfaction & Loyalty Ease of doing business, Confidence, IA Customer Enthusiasm Monitor, IA Satisfaction & Loyalty




