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As independent agents seek to 
generate more profitable and 
sustainable growth, many are 

taking a more holistic approach to the 
way they can add extra value to the 
underwriting process. 

With economic and market pressures 
continuing to build, the best agents are 
thinking about their roles in assessing 
risk and subsequently enhancing their 
operations to improve their top and 
bottom line results. Independent agents 
always have thought about underwriting 
at the customer level. But agents who 
are focused on their economics strive to 
be more than just the middlemen in the 
process and are carefully analyzing client 
risk profiles to help identify profitable 
business. As they do, they are beginning 
to use data and analytics much more 
effectively, to help understand which of 
their customers and portfolios are most 
profitable for their agencies and also 
their carriers.   

Increasingly, agents are leveraging data 
in more robust ways to obtain better 
insight, helping them understand the 
composition, key loss and profit drivers 
and the potential of their books of 
business. That “smart” underwriting mindset enables 
agents to think and act differently about customer 
segments—such as monoline customers with lower 
retention rates or highly price-sensitive customers 
who are more likely to shop their business—and to 
change the way they use time and resources with 
these market segments.  

As agencies manage their portfolios with more 
discipline, many also are beginning to evaluate 
their carrier partnerships more deliberately. 
For example, as agents specialize in specific 
industries, they are re-assessing their carriers’ 
appetites, products, underwriting expertise and 

claims capabilities. Armed with better 
intelligence, they are more purposefully 
choosing which carriers to align with, 
by industry. At the same time, they are 
cutting back on the number of carriers 
with which they work, establishing 
fewer, but stronger partnerships with 
carriers that bring broad capabilities 
and value. This enables agents to 
actively work together with their 
carriers in the underwriting process on 
business that is mutually beneficial.   

The better agencies do not just 
execute solid source underwriting and 
portfolio management. They also leverage 
risk management solutions to help 
their customers better understand and 
manage exposures. As agents embrace 
more specialization, they are also finding 
innovative and relevant ways to address 
the risk management needs unique 
to each industry. Unfortunately, many 
businesses historically have received 
little or no loss control assistance, 
although they would benefit from it. 
This is especially true in the small and 
lower-end middle market of $50k - $300k 
which is often underserved. The best 
agents are approaching that market 

opportunity differently, proactively leveraging data 
and technology to offer valuable risk management 
services, in collaboration with carriers committed to 
serving this market.

Regardless of the prevailing market conditions, the 
best agents always are focused on improving their 
economics. To that end, a more robust underwriting 
mindset is a critical lever at their disposal. That 
mindset is leading to enhancements in agency 
operating models, enabling agents to drive stronger 
financial performance and to position their businesses 
for ongoing success. In fact, the more challenging the 
market and business conditions, the more important 
underwriting is to agents and carriers. With market 
pressures building and creating headwinds, proactive, 
educated agents advising in the underwriting process 
have a tremendous advantage. BR
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Smarter Underwriting
Better agencies leverage risk management solutions to help customers 
understand and manage exposures. 
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