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PLM Technology: Streamlining the Flow of Information 
Among Stakeholders

Insurance carriers want to attract the top producers Ð most 

commonly agents Ð to sell for their organizations. Finding and 

obtaining these agents involves a series of steps that entail 

recruiting, licensing, appointing, and conducting background 

checks. All of this work must be done in full compliance with the 

latest state insurance regulations.

Throughout this set of actions, information about agents must be 

collected and exchanged Ð not only within the carrier's four walls, 

but also among other insurance stakeholders including agencies 

and state regulators, as well as the agents themselves. Once agents 

are ªonboarded,º their data must be maintained, and their 

credentials kept current, to meet regulatory compliance needs 

on an ongoing basis. 

This continually repeated process of agent onboarding, regulatory 

compliance, and data coordination is called producer lifecycle 

management (PLM). When performed manually, the main tasks of 

PLM Ð including data entry, data transmission, and data 

reconciliation Ð are labor-intensive and error-prone. As a result, all 

stakeholders have mission-critical interest in simplifying and 

accelerating the PLM process. They share in the aims of expediting 

their agent onboarding and regulatory compliance activities, while 

ensuring data accuracy every step of the way.

Web-based PLM services have been developed with these goals in 

mind. This executive white paper tells how leading insurance 

agencies are joining major carriers in adopting and applying the 

latest PLM software tools. The paper especially focuses on how 

proven PLM helps carriers and agencies streamline the work" ow 

procedures involved in agent onboarding and managing the 

complexities of compliance.

 ªNext to pharma, there 

is no industry as 

regulated as insurance. 

In the United States, 50 

states will decide, each one 

a little bit di# erently¼º

Forrester Research

ª¼study predicts the cost 

of compliance over the 

next $ ve years will reach 

the %80 billion mark.º

AMR Research

ªThe insurance IT industry 

is projected to spend 

over %60 billion in 2007.º

Gartner Group

ªNot surprisingly, in both 

the property/casualty 

and life/health segments, 

the largest share of the 

IT budget will be devoted 

to agent/distributor 

initiatives, such as PLM.º

Celent
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The PLM loop will not 

be closed until the 

technology can link the 

entire network, including 

stakeholders on the 

sales and distribution side.

How Technology Helps Close the PLM Loop

Sircon has long been recognized as a leader in the insurance regulatory 
compliance area for carriers and state regulators. More recently, Sircon 
originated the concept of producer lifecycle management, and today leads 
the way in developing the next generation of PLM technology.

! e far-reaching goal of PLM is to provide a comprehensive productivity-
enhancing platform for all insurance industry stakeholders involved in the 
producer lifecycle. Sircon realized that the PLM loop will not be closed until 
the platform can link the entire network, including all stakeholders on the 
sales and distribution side. ! e diagram below illustrates this concept.

While Sircon entered the insurance industry in the compliance area, additions 
to the Sircon product line have appealed to another PLM strategic driver, 
one that is often even more strategic than compliance. ! at driver is business 
growth. 

It is through the connection of all insurance industry stakeholders involved 
with both regulatory compliance and business growth where real break-
throughs in PLM automation are possible.

                                                                                                                                     
 
                                                                                                       Candidate Sourcing                                                                        

                                                                           Recruiting Data Capture

                                                                         Producer Portal                                                                                                                                     

                                                           Distributor PLM

                                      Contracting or Hiring

                          Candidate Assessment

            Background Investigations
                                                                                                                                                                                                                                              
             Pre-licensing Education                                                                                                                                                                                   
                                                                                                                                                                                                                                        
                        License Testing                                                                                                                                                                                 Producer Termination
                                                                                                                                                                                                                                
               Resident Licensing                                                                                                                                                                           License and Appointment Renewals       
                                                                                                                                                                                                                      
               NASD Certi$ cation                                                                                                                                                                 Business Intelligence / Analytics
                                                                                                                                 
       Non-Resident Licensing                                                                                                                                                   Anti-money Laundering (AML) Education Tracking

                             Appointments                                                                                                                              Continuing Education
    
                              Policy Applications                                                                                                  National CE Bank                                                                                                      

                                              Demographic Changes                                           Contract Changes, Transfers                                        
                                                                                           
                                                                                    Compensation Management

                                                   

                                                                           

Onboarding

Compliance Coordination

Producer Lifecycle 
Management 

Current Capabilities  ·  Future Capabilities
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Over 60& of producers 

said they would be much 

more likely or somewhat 

more likely to write 

with ªstraight-through  

processingº carriers.

Technology as a Key Driver in a Producer's 
Choice of Carriers 

What leads a producer to prefer a particular carrier? Does PLM play a 
signi® cant role? Celent, the international strategy consultant to leading 
® nancial institutions, sought the answers. In their 2008 Independent 
Producer Survey, Celent asked approximately 12,000 independent property/
casualty producers, agency principals, and customer service representatives for 
the key factors driving their choice of insurance carriers. Here are selected 
® ndings:

· Producers recognize di! erentiation among carriers, even in a crowded, 
highly competitive market. A carrier's growth strategy must successfully 
address the areas of di" erentiation that producers value most: providing 
outstanding service, nurturing underwriter relationships, and issuing 
decisions about new producers quickly. Technology and process can improve 
a carrier's standing in all of these dimensions.

· Being ªeasier to do business withº is one of the main ways a carrier can 
win a producer's preference. A signi® cant number of respondents cited 
technology and process as important ways their favorite carriers can gain this 
ªuser-friendlyº advantage. In a typical response, here is how a producer 
described a preferred carrier: ª! ey are very easy to do business with. ! eir 
Web site allows me to pull up all of my clients with them at one time. I can 
perform many functions online.º 

· Producers are enthusiastic about technology's ability to streamline 
their transactions with carriers. Insurance industry insiders refer to this 
as ªstraight-through processingº (STP). Over 60% of producers said they 
would be much ªmuch more likelyº or ªsomewhat more likelyº to write with 
STP carriers. 

The Bottleneck of Agent Onboarding 

Insurance agencies, as well as carriers, are urgently motivated to increase 
automation of the agent onboarding process. ! e potential bene® ts of this 
are many and signi® cant, yet the challenges to automation are equally real. 
(See Table 1 on Page Six.) So, for many or even most agencies today, the 
process of onboarding agents remains a tedious, paper-laden, largely manual 
task. It can be highly time-consuming, and too often just plain frustrating.

Consider what is involved in agent onboarding via manual processes:

· ! e agency must deal with stacks of paperwork and hour upon hour of 
redundant data entry. 

· ! ere may be multiple pages of forms required. 

· Many forms, when completed, must be distributed among a broad array of 
stakeholders, including the agency, carriers, and regulators, for approval. 

· ! e forms may need to be re-circulated several times for corrections. 

· ! e agency must have agents' signatures on every form requiring them.
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 Table 1: Why Aim to Streamline the Agent Onboarding Process? 
 Two Perspectives

" e Carrier's Perspective " e Agency's Perspective

Speed ª ! e old manual ways of bringing 
an agent onboard can take weeks. 
! is is simply too long. Speeding up 
the onboarding process can make 
all the di" erence in whether or not 
we meet our monthly and quarterly 
revenue targets.º

ª We need to get our agents on-
boarded ASAP with the carriers 
they want to work with, in the 
states where they want to sell. 
When we're slow to do this, 
we can delay revenue, or even lose 
the opportunities altogether.º

E!  ciency ª Many agencies remain leery of just-
in-time appointments. ! ey'd prefer 
for us to simply pre-appoint all 
of their agents. ! is can waste time 
and money. Ideally we'll appoint 
an agent only if and when needed.º

ª Most of our agents sell multiple 
products from multiple carriers, 
and every carrier has their own 
forms and requirements. We want 
to make it as easy as possible for 
an agent to work with them all.º

Accuracy ª Agents often fail to inform us 
about changes to their status. We 
need the most up-to-date data 
so we can anticipate possible issues 
and keep the agents compliant.º

ª We need to know exactly where 
our agents are authorized to sell, 
and for exactly which carriers. We 
also need to send exactly the right 
agent information to each carrier.º

Completeness ª Too often, agents send incomplete 
data. ! is may be understandable 
Ð who likes to deal with a lot of 
administrative details? But agents 
can miss requirements as a result.º

ª Sometimes agents fail to provide 
the full information we need. For 
example, we need to track our 
agents' continuing education. ! is 
information can be tough to get.º 

Convenience ª It's a big burden on us when we 
have to track down missing data 
and required signatures from 
agents. Automating the forms is the 
® rst step. But just as important is 
making the forms simple to use.º

ª It's important to know the status 
of our carrier requests at any time. 
But carriers can be hard to contact 
if there are unresolved issues. ! ey 
may also ask us to reconcile their 
data Ð no insigni® cant task.º

Preference ª When we make it easy for agents 
to do business with us, we gain their 
loyalty. All else being equal, an 
agent will choose the carrier they 
can get set up with quickly. º

ª Our agents prefer carriers who are 
easy to do business with. We'll 
point them to a particular carrier if 
we're con® dent the transactions 
with that carrier will be smooth.º

Pro$ tability ª Giving agents a good onboarding 
experience translates directly to 
more business, higher revenue, and 
a better bottom line for us.º

ª Delays in onboarding agents mean 
delays in realizing revenue. ! en 
we feel it where it counts most: in 
the pocketbook.º
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As a result, the successful onboarding of an agent may take weeks. ! is is 
a bottleneck that can prevent agents and carriers from realizing new revenue 
opportunities. 

Another factor complicates the agent onboarding process: Many agents sell 
products from multiple carriers, with each carrier having its own distinct 
forms and information requirements. ! is can make repeated data entry even 
more of a burden Ð not just for the agent, but also for the agency, which 
normally takes on much of the responsibility for assuring that all required 
agent data and signatures are included in the forms.

Critical Success Factors When Using PLM Technology 
for Agent Onboarding

Some insurance agencies today remain stalled in adopting PLM technology 
for the agent onboarding process. For all of the increased e#  ciency, assured 
compliance, and accelerated revenue  ̄ow that PLM technology has delivered 
on the carrier side, there has been a relatively low rate of technology adoption 
among agencies to date. 

Yet the tools exist now to greatly streamline the agent onboarding process 
for productivity-minded agencies. ! ree factors, in particular, are leading more 
and more agencies to PLM technology adoption:

 1) PLM greatly simpli® es the tasks of gathering agent 
information, resulting in a good user experience.

An agency's goal is to keep data gathering as simple as it can be, even in 
cases where some data entry must be repeated for multiple carriers. State-of-
the-art PLM applications such as Sircon's Producer Express$ use a guided 
interview process rather than having agents ® ll out forms. (See Figure 1 on 
Page Eight.) With a simple interview, the agent has a good experience with 
the PLM software, and this encourages the agency's enthusiastic adoption of 
the technology. 

Users of Sircon's PLM tools ® nd they can complete their agent onboarding 
forms quickly and easily. Sircon obtains much of the data required for 
each form through its special ties to insurance regulators, minimizing the 
information that needs to be provided by the agent. ! ese regulatory 
connections, nurtured by Sircon in over a decade of serving the insurance 
industry, provide a unique advantage for Sircon users. No other PLM 
software provider has such direct access to these states' producer records. 

Sircon obtains other needed information on agents from the National 
Insurance Producer Registry (NIPR), whose Producer Database (PDB) is the 
insurance industry's central repository of producer licensing information. 

Case Study: Success 
with Straight-Through 
Agent Onboarding 
A Top 50 property and casualty 
insurance company Ð the nation's 
second-largest writer of non-
standard automobile insurance 
through independent agents Ð 
set out to:

· Increase e!  ciency, improve 
accuracy, and reduce turnaround 
time in the agent onboarding 
process; 

· Consolidate its multiple licensing 
and compliance operations into a 
single, centrally located team; and 

· Better integrate its internal 
and external systems for producer 
lifecycle management (PLM).

Using the Sircon for Carriers* 
suite of Web-based PLM software, 
the carrier has achieved these 
key productivity-enhancing goals. 
In fact, the results they have seen 
in many ways typify how PLM 
technology can help streamline 
the agent onboarding process: 

Before and After Sircon's 
PLM Technology

Before: Excessive licensing sta#  
After: Licensing sta#  reduced by 
over 50&

Before: Over 20 manual hand-
o# s of forms to complete agent 
onboarding 
After: Less than $ ve hand-o# s of 
forms in automated mode

Before: Mostly paper applications 
After: Over 90& of applications 
are electronic

Before: 40 hours per week to 
reconcile agent information 
After: Only 40 minutes per week 
reconciling agent information

Before: Average of 15 days turn-
around to onboard a new producer 
After: As little as 15 minutes 
to complete each licensing and 
appointment
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With a simple interview, 

the agent has a good 

experience with PLM 

software, and this 

encourages the agency's 

enthusiastic adoption . 

Sircon's ability to draw upon trusted information sources results in what the 
company calls One-Click Compliance$ Ð an o" ering that helps minimize 
the agency's data-gathering burden. In some cases, an agency may need to 
provide only the agent's last name and Social Security Number; Sircon, 
meanwhile, will automatically populate the interview's remaining ® elds with 
the agent information it can obtain from trusted sources. 

 2) PLM technology helps minimize redundant data entry and 
reduce errors. 

For an agent, the typical onboarding process begins with ® lling out a packet 
of forms that has been provided to the agency by the carrier's home o#  ce. 
! is process is labor-intensive and prone to errors. It is further complicated 
when dealing with multiple carriers in di" erent states.

Sircon's Web-based PLM tools work to automate and simplify the assembly 
and processing of onboarding documents. ! e software can e" ectively 
end the manual paper chase. ! e need to re-key the same data in multiple 
forms is eliminated, resulting in fewer data errors. Information is processed 
just once, thus avoiding costly delays. 

 

Figure 1: Sircon's Producer Express uses a simple guided interview to gather the information 
about agents required by state regulators. This eliminates the need for agents to manually $ ll 
out forms. In this example, the agent provides the same background information as requested 
on the ACORD 818 form. If the agent answers ªyesº to any question, a box appears enabling the 
agent to key in the appropriate answer.
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Another factor bodes 

well for higher rates of 

PLM adoption among 

agencies: the growing 

acceptance of the ACORD 

standards within the 

insurance industry.

 3) " e growing selection of proven PLM tools gives agencies added 
con® dence that the technology will work successfully for them. 

Sircon's current software o" erings for agencies and brokers have their own 
inherent bene® ts beyond the scope of agent onboarding. ! ey can help an 
agency streamline its compliance-driven licensing and appointing processes, 
manage vital compliance and contract information on all of its producers, and 
stay apprised of signi® cant changes in state insurance regulations. Taking 
on any or all of Sircon's Web-based tools gives the agency a proven way to get 
started Ð and get comfortable Ð with PLM. 

Another factor bodes well for higher rates of PLM adoption among agencies. 
It is the growing acceptance of the ACORD standards within the insurance 
industry. In Sircon's view, the ACORD form, in particular, can help make 
feasible the vision of a streamlined agent onboarding process for a single 
agency working with multiple carriers. Adopting the ACORD standards, 
which were introduced only two years ago, has already simpli® ed the sharing 
of information among the carriers and agencies that have begun to use them. 

Both Sircon and Vertafore, Sircon's parent company, are leaders in supporting 
ACORD standards through active involvement in ACORD working groups 
and by building ACORD forms directly into the Sircon software platform.

The Complexities of Compliance

As producers routinely add and renew licenses, process appointments, 
add quali® cations, and change their personal information directly with state 
regulators, third parties such as education providers also submit updates 
about producers to each state. Couple this with individual states changing 
license types or lines of authority, then add general agent turnover, and 
it soon becomes apparent that managing compliance can be very complex.

Consider what is involved in maintaining compliance via manual processes:

· Managing producer relationships and credentials across business units found 
within carrier legacy systems; 

· Processing transactions including license applications, renewals, 
appointments and terminations, background investigations, and demographic 
changes with each individual state;

· ! e manual business process of verifying credentials against the 
National Producer Database (PDB) and reconciling them into a carrier's 
system of record;

· Keeping this information up-to-date over time; and

· Avoiding potential compliance issues and market conduct exams as data 
accuracy can often be compromised with error-prone manual methods due 
to maintaining multiple legacy carrier systems. 
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 Table 2: Main Challenges in Keeping Compliant

What the Process Entails PLM Compliance Solutions

Managing Producer 
Relationships

As agents move from agency to 
agency, it is important to have one 
central repository of agent data for 
keeping up with the changes in 
relationships and credentials. ! is 
is especially complicated when 
having to manage across several 
business units found within 
multiple carrier legacy systems.

Sircon's Producer Manager$ 
provides a 360-degree view of a 
carrier's producer relationships. It 
handles direct and indirect relation-
ships including contractual, 
individual agency, broker/agency, 
and business units, plus ® rm 
agreements 
and associations. It also supports 
credentialing management.

Keeping Producer 
Data Current

Adding agents is often a manual 
process involving multiple legacy 
systems that are not fully integrated. 
Once agents are added, carriers 
must keep abreast of license 
renewals and expirations, CE 
credentialing, and even regulatory 
changes a" ecting code conversions.

One-Click Compliance$ Ð a 
service of Sircon's Producer Man-
ager Ð enables licensing depart-
ments to quickly create producer 
records directly from the National 
Producer Database (PDB). Existing 
agent data can be automatically 
synchronized with PDB data, 
eliminating the need to re-key.

Processing Routine 
Producer Transactions

Carriers, agencies/brokers, and 
agents continually initiate 
routine transactions including 
license applications, renewals, 
appointments, terminations, and 
more. Every state has its own 
regulations to comply with, 
presenting unique challenges 
in conducting these seemingly 
simple tasks.

Sircon's Compliance Expres$ lets 
licensing departments streamline 
routine regulatory compliance 
transactions. It o" ers speedy online 
connection to state agencies 
where real-time processing takes 
place. ! is eliminates paperwork 
while providing a single source for 
distributing information.

Proving Compliance in 
Market Conduct Exams

Failing to prove regulatory 
compliance in market conduct 
exams or other audits can result 
in costly penalties and damaged 
reputations. It is incumbent 
upon licensing and compliance 
departments to provide state 
regulators with a complete, accurate 
history of producer transactions.

Sircon's Producer Manager and 
Compliance Express fully 
document compliance activities 
and maintain this information in 
historical archives. Producer 
transactions are automatically 
captured and recorded in real 
time, and are easily accessed when 
needed to prepare for market 
conduct exams.
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Producer relationship 

management provides a 

360-degree view of a 

carrier's producers. 

Because producers often 

move, it is important to 

keep up with these 

changes in a central place.

Critical Success Factors When Using PLM Technology 
to Manage Compliance 

For several years, PLM tools including Sircon's Producer 
Manager and Compliance Express have provided carriers with the 
opportunity to manage and track producer credentials and relationships 
(contractual, individual agency, broker/agency, and business units). Users of 
these tools can reconcile producer data against the PDB, and automate 
routine licensing and appointment transactions with state regulators. 
(See Table 2 on Page Ten.) ! ese streamlined processes have increased 
e#  ciencies, enhancing the ability to more e" ectively manage compliance in 
a number of areas:

 1) Producer relationships and credentials can be managed more e! ectively.

Producer relationship and credentialing management tools provide a 
360-degree view of a carrier's producers. ! ey support direct and indirect 
producer relationships and agreements, as well as ® rm associations, in 
addition to tracking appointments. Because producers often move around 
from agency to agency, it is important to keep up with these changes in a 
central place. 

Sircon's Producer Manager supports tracking of all important relationships. 
In each, the carrier needs to have up-to-date information about the 
producer synchronized with the record of source from the state in which 
the producer is licensed. ! is reduces the amount of time spent on repetitive, 
non-revenue-generating tasks. In addition, the carrier can quickly identify 
in which state an agent is licensed, in which line of business, and if the agent 
meets the requirements to sell a speci® c line of products. 

As the need arises to provide this information to an agency/broker, or provide 
a history of transactions to the state for accuracy, the information has already 
been captured and recorded, and is auditable within the Producer Manager 
system. ! is helps carriers become more e#  cient and accurate in relationships 
among agencies and states. 

 2) Data reconciliation and compliance can be achieved without manual 
intervention.

In the last several years, many carriers have adopted a process wherein their 
licensing specialists regularly request PDB reports during the onboarding of a 
producer to verify regulatory credentials. One-Click Compliance Ð a service 
within Sircon's Producer Manager Ð takes this process beyond simply 
retrieving a PDB report. 

With One-Click Compliance, the licensing specialist can quickly create 
single or multiple producer records directly from the PDB source data, 
keeping producer information in sync with state regulators. If the producer 
record already exists, it is automatically synchronized with any data that 
has changed. ! us, the licensing specialist avoids having to re-key the data 
into the carrier's system of record, saving countless hours in unnecessary 
administrative time. (See Figure 2 on Page Twelve.)
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Up-to-date producer 

information must 

be synchronized with 

the record of source 

from the state

 in which the producer 

is licensed.

One-Click Compliance also provides the ability to schedule a given set 
of producers for synchronization based on identifying characteristics Ð 
for example, producers in a given business unit. In addition, a licensing 
specialist can decide when and how often data for a set of producers should 
be synchronized. 

One-Click Compliance automatically corrects known data inconsistencies 
found during the creation of the producer record or during synchronization. 
! e service also provides audit tracking reports for each automated change 
as documentation for potential market conduct exams.

In these ways and more, One-Click Compliance automates the reconciliation 
process nationwide, enabling tasks to be completed in less time, with less 
e" ort, and more accurately than ever before.

 3) Routine transactions can be greatly simpli® ed.

Sircon's Compliance Express streamlines routine transactions for license 
applications, appointments, renewals, continuing education reporting, and 
updated demographic information. As an online service, it o" ers a 
speedy connection to all 50 states, with unique and direct interaction with 
18 Sircon-equipped states where real-time processing and automation 
takes place. ! ese transaction services eliminate the need for paperwork 
and act as a single source to distribute to multiple locations.

Figure 2: With One-Click Compliance Ð a service within Sircon's Producer Manager Ð licensing 
departments can automatically synchronize their agent records with source data from the National 
Producer Database (PDB). This keeps agent data current without re-keying. The software clearly 
reports any data that has changed. 
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! ere are three primary users of Compliance Express: carriers, agencies/
brokers, and producers.

More than 1,500 insurance carriers rely on Compliance Express to help 
manage compliance and keep track of agents. ! e system o" ers  ̄exible 
work  ̄ow and reporting options that allow carriers to tailor a solution to meet 
their needs. Carriers often have very large and complex internal systems 
that need to be integrated into an online system. ! e Compliance Express 
integration approach o" ers both bulk and real-time options in di" erent 
formats, including eXtensible Marking Language (XML). ! is means carriers 
can ® nally get a handle on the deluge of information associated with producers 
while they leverage internal legacy systems.

Firms such as agencies, brokers/dealers, and other distributors, as well as 
individual producers, can use Compliance Express to process state insurance 
compliance transactions for resident and non-resident licensing, license 
renewals, letters of certi® cation, licensing inquiries, and name or address 
changes. Instead of visiting 50 or more di" erent regulatory websites, producers 
can process all transactions in a single place using Web-based tools. 

Leading the Way in Producer Lifecycle Management 
Technology Innovation

If history is a guide, the insurance industry can trust that Sircon will continue 
to help lead the way toward providing cutting-edge PLM technology for 
managing the relationships between the states and their insurance companies 
and producers. Consider that:

· Sircon is a proven resource Ð the recognized leader in PLM. 

Sircon's products have demonstrated their value in streamlining 
communications and coordinating processes among states, carriers, agencies, 
and agents. Sircon pioneered the automation of PLM processes, and 
continues to lead the ® eld. ! e company's innovative and always evolving 
Web-based technology is seen as best in class. 

· Sircon has more to contribute to PLM than ever. 

Sircon recently became part of Vertafore, Inc., the industry-leading provider 
of a family of connected technology and information solutions for the 
insurance distribution channel. Vertafore's products and services enhance 
operational e#  ciency and competitive advantage for customers in three 
key segments of the insurance industry: agencies, carriers, and managing 
general agents (MGAs). Vertafore's o" erings include not only PLM tools, but 
also agency management, content management and work ̄ow, connectivity 
and rating, policy administration and billing, business analysis and reporting, 
and premium ® nance solutions.

What Users and 
Analysts Say about 
PLM Technology 
Adoption

ª Using the Sircon tools, turn-
around time for onboarding 
our producers has been slashed 
by 80& Ð to just three days 
from 15 days. From the point 
we hit the `go' button with an 
application to the point we send 
back the appointment can be 
as little as 24 hours.º

David Jones
Assistant Vice President, Producer 
Compensation and Licensing 
Services, OneAmerica

ª With Sircon's technology, we 
save a lot of time and money just 
by reducing the manpower 
necessary to keep our producer 
information up to date. A cost-
bene$ t analysis found the 
technology generated a 24& 
rate of return, with payback in 
just over a year.º

Daniel Simpson
Chief Information O!  cer, 
Physicians Mutual

ª Being easy to do business 
with cascades throughout the 
value chain Ð from carrier to 
agency to agent. It is one of the 
top strategic initiatives for 
insurance industry leaders.º

Barry Rabkin
Market Insight Group, Ltd.
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Carriers can rely on 

Sircon's highly proactive 

support in getting 

their agencies and brokers 

tied into the latest 

PLM technology.

Over three decades, Vertafore has helped more than 15,000 insurance 
agencies, over 1,000 carriers, and nearly a quarter-million end-users 
realize the potential of their businesses. Now, as part of the Vertafore 
family, Sircon can bring an even greater range of resources to bear 
on delivering the productivity-enhancing promise of PLM technology in 
the insurance industry.

· Sircon understands the industry's concerns and has moved to 
address them. 

For added insight as to how PLM is implemented, Sircon is turning to the 
main stakeholders Ð the technology's users themselves. Sircon has assembled 
a wide-ranging team of industry leaders, representing both the carrier and 
agency sides of the business, to help clarify the PLM technology adoption 
issues and point the way to solutions. ! e result of this highly focused 
outreach e" ort will be new and enhanced Web-based tools for improved 
PLM productivity. 

· Sircon will help carriers bring their agencies along to technology adoption. 

Insurance carriers can rely on Sircon's highly proactive support in getting 
their agencies and brokers tied into the latest PLM technology. ! e company 
will provide the consulting, tutorials, documentation, and ªtrain the trainerº 
instruction needed to help carriers bring their agencies up and running 
quickly on the technology. Sircon will also provide targeted support materials 
Ð including brochures, training materials, mailers, online marketing, and 
more Ð to help promote agencies' adoption of the software.

· Sircon can help not just carriers, but also agencies, be easier to do 
business with. 

Insurance agencies can feel con® dent that Sircon will do what it takes to 
make the latest PLM technology work for them. At the same time, by moving 
assertively to adopt the technology, agencies will show their dedication to 
streamlining the agent onboarding process, and they can gain greater loyalty 
from their agents as a result. ! is can be a compelling message of competitive 
advantage for agencies to send to their agents.
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Executive White Paper:  Producer Lifecycle ManagementXX

Managing the Producer Lifecycle

! e insurance industry's leaders rely on Sircon to help automate the 
demanding tasks of producer lifecycle management (PLM). ! is begins 
with bringing new producers onboard and continues with ongoing 
producer maintenance.

Sircon's years of experience in working with all key players in the insurance 
industry Ð carriers, state regulators, standards organizations, agencies, 
brokers, and producers alike Ð makes us uniquely able to serve every aspect 
of PLM. We o" er the most complete suite of integrated, end-to-end insurance 
licensing and compliance products available today.

Sircon's solutions enable you to meet fundamental business needs by 
eliminating paperwork, improving sta"  e#  ciency, and streamlining licensing 
and compliance. ! e ultimate goal: to get your producers to the business 
of doing business Ð faster.

* 2009. Sircon is a registered trademark, and Sircon for Carriers, Compliance Express, Producer 
Express, Producer Manager, and One-Click Compliance are trademarks, of Vertafore, Inc. 
All other company, brand, or product names are or may be trademarks of their respective holders. 
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