
Bringing distribution management 
into the 21st century
How modernizing your system can keep you 
connected and compliant
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The task of managing distribution isn’t getting any simpler: with new 
producers to onboard, commissions to track, licenses and credentials to 
keep up to date, and dozens of other functions, doing things the way you’ve 
always done them is quickly becoming a liability. And, as technology 
changes and consumers become more savvy, a business that stays stuck in 
the past is going to get left behind.

So, what’s the alternative to business as usual? A modern distribution 
management system can streamline your processes, reduce time and 
monetary costs, and reduce risks associated with non-compliance, just to 
name a few. 

But not all systems are created equal. Just because a technology sounds 
shiny and new doesn’t mean it includes the functions you need to make real 
changes to your business. We’ll explore the past, present, and future of 
distribution management and show you what a system “must do” to meet 
your needs in the 21st century.
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Survival of the fastest 

If it feels like technology is evolving at breakneck 
speed and what was cutting-edge yesterday is 
commonplace today, that’s because it is.

The pace of technology has never been faster 
and it continues to accelerate. For businesses, 
this means you’ve got to keep up with the latest 
advances to stay relevant and competitive. 
Whether at work or at home, consumers expect 
a high-tech experience with products that are 
dependable and easy to use.

Even in our industry, which is notorious for being 
behind the curve on technology, the traditional 
barriers to adoption such as risk, expense, and 
time are beginning to fall by the wayside in 
favor of a preference for connectivity and speed. 

With any innovation, there will always be those 
who jump at the first chance to try something 
new, those who wait until the innovation is at 
least partially proven, and those who resist 
change at all costs. These three categories are 
known as “innovators, “reactors,” and “laggards.” 
While it’s risky to be an innovator because not all 
innovations succeed in the long run, it’s equally 
risky to lag behind and ignore the writing on the 
wall when it comes to technological advances.

INNOVATORS REACTORS LAGGARDS
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A whole new world

The business world of today barely even 
resembles that of ten years ago: traditional 
marketing practices have been replaced almost 
entirely by social media, the internet, and peer 
and celebrity influencers.

The millennial generation has more buying power 
and influence than any other group today when it 
comes to driving consumer expectations. They, 
along with the rest of the consumer population, 
expect great value for their money and an 
exceptional customer experience each and every 
time. Unlike generations past, when a product or 
service could stand on its own merits, McKinsey 
finds that 70% of today’s purchases are 
completed based on how a customer feels they 
are being treated while making that transaction. 

of today’s purchases are 
completed based on how a 

customer feels they are being 
treated while making that 

transaction

“Traditional marketing 
practices have been 
replaced almost entirely 
by social media, the 
internet, and peer and 
celebrity influencers.“

70%

1. mckinsey.com

https://www.mckinsey.com/business-functions/organization/our-insights/the-moment-of-truth-in-customer-service
https://www.mckinsey.com/business-functions/organization/our-insights/the-moment-of-truth-in-customer-service
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• The Affordable Care Act (ACA) transformed the 
way health insurers do business. To manage the 
influx of competition brought on by state and 
federal exchanges, the entry of small health 
plans into the marketplace, and vast amounts 
of personal health information that had to be 
protected, health insurers were forced to go 
high-tech and automate major areas in order to 
remain competitive. 

• Hurricane Sandy, which struck New York and 
New Jersey in 2012, likely did more to modernize 
the claims-handling process than a million 
fender-benders over the course of many years. 
The devastation of Sandy forced the industry to 
accept the flaws of its old systems. Regulators 
required the insurance industry to provide timely 
responses and settlements, easy access to 
claims information, and clearly defined 
requirements for adjustors and claims handlers. 
This forced carriers to address their 
inadequacies in these areas, which came 
painfully to light because of the storm’s impact. 

• Disruptive new technologies can drive change 
too, whether an industry is ready or not.    
For example, in Australia, a mobile app called 
Trov allows end-insureds to quickly and easily 
obtain coverage just by uploading a photo of 
the item they want to insure and selecting 
the terms of coverage from any of the 
participating carriers. With technologies like 
this cropping up daily, the pressure is on to 
keep up or else lose out on business. 

Change – whether you like it or not 

While some insurers have made the move to update their technology by choice, many find themselves 
pushed into change by factors outside their control. 

Transformative legislation, natural disasters, and sweeping societal changes are just a few things that 
have influenced the evolution of insurance technology—and its adoption among insurance companies. 

To give just a few examples: 
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Where distribution management
fits in  

As a carrier, you know the challenges of 
distribution management firsthand. 

With mountains of data generated daily and the 
ever-changing state rules you’re responsible for 
keeping up with (and compliant with!), it’s a 
constant challenge to stay on top of your 
processes. 

Here are just a few key areas you likely struggle 
with in your daily work: 

• Onboarding new agents and/or agencies 
quickly

• Accessing distributor performance and 
compensation information 

• Managing compliance credentials and ever-
evolving state rules

• Managing multiple hierarchies and ensuring 
accurate payments to each entity

• Old technologies and the security risks that 
come along with them
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These problems aren’t just yours

If any of the issues above sound familiar, you’ve  
got bigger problems than just how they impact 
your daily work. 

Any of these factors – and more – can impact how 
agents, employees, and any other stakeholders feel 
they are being treated about working with you. 
Because, like we said above, an estimated 70% of 
working transactions are based not on how good 
the actual product or service is, but on how the 
people involved feel while interacting with you. 

Having a cumbersome or time-consuming process, 
outdated technology, or confusing commission 
statements can cause any or all of these problems: 

• An unmotivated workforce 

• Inability to attract and retain top agents 

• Constant customer service calls from agents

• Shadow accounting and compensation disputes

• Penalties for non-compliance, including fines 
and reputational damage

Regardless of your distribution strategy, you’ve 
got plenty of motives to update and improve   
your customer-facing and back-end capabilities 
through a comprehensive Distribution 
Management Suite. 

Whatever your motivation, moving your 
technology into the 21st century will create a 
positive impact on your employees, your 
customers, other partners and stakeholders, 
and ultimately your business’s bottom line.
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How a distribution management
system can help 

Everyone talks about being agile or nimble. 
These buzzwords simply mean that it’s 
important to be flexible and able to adapt 
quickly to the ever-changing world and its 
constant demands. Sounds like a good way to 
be, right? 

So, what does that really mean for your 
business? Insurance is no different than any 
other modern industry: it requires technologies 
that can bring together mobile computing, 
cloud-based systems, big data, and analytics. 

A modern, highly automated, and agile 
distribution management system does exactly 
that. By bringing together the four principal 
functions of your distribution process into one 
complete, connected, and compliant system, you 
can cut time and costs, reduce risks, and 
ultimately create a better experience for 
employees and distribution partners alike.  
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Producer Onboarding & Compliance

A distribution management system should make it 
quick and easy to get your producers onboarded 
and authorized to sell. 

Through automation, you can eliminate paper and 
email attachment-based processes, thus saving 
time, increasing data security, and enabling 
integration with trusted third parties like the 
NIPR and background vendors. When 
choosing a system, don’t overlook a 
rules engine that keeps track of 
state authorization rules on 
your behalf, saving you from 
manually tracking licensing 
and accreditation statuses. 

Compensation 

You want your distribution 
management system to give 
you the flexibility to incentivize 
agents in compelling ways, 
promoting your most profitable 
products. Complex compensation programs 
become automated and communicated in one 
consolidated commission statement, across 
multiple products, hierarchies, and lines of 
business. This ensures accuracy and reduces 
disputes from agents. Accurately-paid agents are 
happy agents who are more likely to stay with you 
and enjoy selling your products.

Performance & Relationship Management 
(PRM)

A distribution management system can and 
should make your relationships stronger. By 
providing you a 360° view of your sales channel, 
with analytics and reporting, you can see your 
top agents and identify those who are 
struggling so you can help them get back on 

track. Better yet, your system can give 
you a view of how your relationships 

change over time and simplify 
complex hierarchies. 

Producer Portals 

In today’s world, there’s a 
“one-stop shop” for nearly 
everything. Your distribution 

management system should 
be no exception. Agents (just 

like all consumers) are looking for 
a user-friendly and intuitive way to 

find what they need and even service 
themselves when possible. 

Your distribution management system should 
include a modern portal that provides a 
seamless customer experience including access 
to compensation dashboards, commission 
statements, performance reports, authorized 
products, and more. 

Producer Portal
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Learn More
See how DMS helped five carriers transform 
their distribution in our workflow comparison.

How will you keep up? 

We don’t have to tell you that the world is changing. And, slow as it may have been to catch on, our 
industry is gaining momentum with new InsurTech solutions popping up every day. While some new 
technologies are just the latest shiny new toy, a modern distribution management system is an essential 
piece of your business technology stack that can dramatically change your business for the better. 

Whether you struggle with manual processes eating into your staff’s productivity, questionable 
accuracy in your commission payments and structures, winning the race to find and keep top talent,     
or concerns over data security and privacy, choosing a modern distribution management system can 
make a world of difference. 

If these challenges sound familiar and you’re ready to think about bringing your own distribution 
management into the 21st century, the new Vertafore Distribution Management Suite may be just the 
answer you’re looking for.

http://online.vertafore.com/rs/920-PGU-682/images/from-pandemonium-to-perfection-workflow-comparison.pdf?utm_source=vertafore&utm_medium=content&utm_campaign=cc
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