RECOMMENDATION ENGINE
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The ask

After building and launching a new
digital term insurance product, our
carrier partner wanted to further
leverage our data technology to enhance
cost efficiency.

In short, could we employ our marketing
data technology stack to lower both
underwriting and per-submitted-
application costs?

: Using what's called “narrow Al,” we built a sophisticated
The solution ’ | | o
data model designed to determine one key variable

about incoming traffic: How likely is a given customer
to be approved for a product? This data model became
part of a product we call Recommendation Engine,
which took just about one month to implement for our
partner.
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€ True "real-time” data

Previously, carriers would have to process data in daily or
weekly batches. That meant not knowing who was on their
website or interacting with their channels and products
until days or weeks later. Bestow’s Recommendation Engine
can process data and serve results in milliseconds — both
for automated outcomes like recommending a product or
for operational outcomes like helping marketers target the
right customers.

Your Term Life Quote

EEEEEE
DATE OF BIRTH

ngngngng

ddddd

Continue

©

Guiding customers to
the right products

For this carrier, Recommendation Engine means instant
pipelining to help guide the right customers to the right
products. With only five customer-provided data
points, we can predict with up to 83% accuracy how
likely a visitor is to be approved and ultimately to make
a purchase — and because the data model is self
teaching, it will become even more accurate over time.
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In real-time, Recommendation Engine will serve an
applicant a data-backed, tailored experience. For example,
based on information gathered at the quote stage, a
customer may be ushered through an instant underwriting
flow, an in-house agent flow, or off-boarded to a third party
partner to explore product options.
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Turning cost
INto revenue

These robust data models, along with strategic third-
party partnerships, allow this carrier to instantly and
automatically direct customers toward products that
better suit their needs. Translation, potential costly
declines can become revenue in the form of lead
generation fees — all while providing better outcomes
and experiences for customers.
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The results
22% &

Lower UW costs per policy

The layering of Recommendation Engine over the
carrier's new digital D2C product has had a tremendous
Impact on the bottom line. By analyzing traffic in real
time to determine product fit and propensity to be 5% il
approved, they've seen a 22% reduction in per policy Approval rate lift
underwriting costs and a 22% decrease in costs per

submitted application. Perhaps just as impressive as
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these cost efficiencies, Recommendation Engine is also Q.
Project timeline

generating a 5% lift in approval rate while only being
served to 20% of total traffic.

“This partnership exemplifies
how carriers and technology

Innovators with a shared vision
can drive meaningful industry

transformation."

VP Life Business Development
Top 20 Life Carrier

Whether you're piloting new products, building a digital

Wa ﬂt I'GSU H:S channel, or transforming your entire acquisition
» ,I) ecosystem, Bestow's platform is built to meet you
‘ | ke these . where you are—and take you where you want to go.

Want to learn more?

& Enterprise@Bestow.com
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