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Cincinnati Specialty Underwriters

AUTHORITY SUITE® CONFIGURED, INTEGRATED AND IN PRODUCTION IN 129 DAYS

Success Story Profile:

Company: The Cincinnati Specialty Underwriters
Insurance Company

(subsidiary of The Cincinnati Insurance Company)

Line of Business: Excess & Surplus (E&S)

Vendor Technology: Camilion™ Authority Suite®

Challenge: Launch new product in 129 days

Results: Commercial General Liability delivered in five states

by launch date

“We wanted a real-time system,” explains Steve Spray, secretary of
underwriting and marketing at Cincinnati Specialty Underwriters
(CSU). Gary Givler, executive sponsor of the policy admin project
at CSU and vice president of claims at Cincinnati Insurance, added,
“Our underwriters for CSU can be anywhere - here, on the road, in an
agent's office. We wanted to give them the ability to produce a policy

wherever they are.”

“We chose Camilion for three reasons: Authority Suite® is
a next-generation policy administration solution, Camilion
has successfully delivered solutions for other larger
insurers; and most importantly, Camilion has deep insurance
and implementation expertise.”

Don Doyle, Senior Vice President,

Cincinnati Specialty Underwriters

Although the project at CSU benefited from the fact the company had
no existing book of business to convert, the insurer set an aggressive

timetable for the project to align with its marketing objectives.

It signed a contract with Camilion Solutions in July 2007, and it
needed to be ready to write policies by December 2007. “Camilion's
rules-based system, the tools, the framework, it gave us the best

chance to be up and running on Jan. 1,” Spray says.

Beyond business-unit configurability and rules-based workflow
delivered by the system, a critical functionality was real-time policy
delivery. “"We can deliver a specimen copy of the policy electronically
with the quote, including coverage terms and conditions,” Spray says.
“If the brokerage says to go ahead and issue the policy, we can then

issue that in real time and deliver it back to the agent via PDF.”

As part of the total implementation, Authority Suite® was integrated
with several third-party solutions including document generation,
document management, address standardization, a data warehouse,

claims, single sign-on security, and online information services.

The project met its time goals, taking just 129 days from start to finish,
and the company issued its first policy on Dec. 31, 2007. Achieving the
rapid deployment required tight control over project priorities and
avoiding any scope creep. “Co-location of inside and outside teams and
resources was critical as well as strong partnerships with the vendor
and business units for testing and defect discovery,” Spray says, “Any

slippage we experienced was limited to days rather than months.”

Spray credits the system with helping position the company to achieve
its marketing goals to date. “We wrote $9 million in business in our
first nine months, despite missing the bulk of the Jan. 1, 2008, new
business cycle. The response from retail agents to the real-time

delivery of quotes and policies has been tremendous.”

Although industry consultants recommended doing a proof of concept before selecting a vendor, we chose to commit to
Camilion and drive to aggressive production dates. Camilion responded quickly and with the same spirit of commitment.

We couldn’t have asked for a better partner.




When the world’s largest
P&C insurers need a modern
policy administration system,

they call the Authority. \ \

Only Camilion offers deep functionality with the flexibility
and scalability industry-leading insurers demand.

The Authority Suite® Advantage:

¢ A Single Solution. Authority Suite supports all P&C lines of business - commercial,

specialty and personal - for cost savings, greater efficiencies and cross selling.

e Product Agility. Powered by ProductAuthority®. The market's only ‘pure’ insurance
product configurator externalizes all product data in a central repository, not a hard
coded proprietary system. Changing existing products and launching new ones

has never been faster.

¢ Highly Configurable. Authority Suite is a rules and tools-based solution that can

be configured, customized and extended to meet your specific needs - quickly.

¢ Online Sales. Straight through processing and an intuitive Ul accelerate

application to submission times and make doing business with you easy.

¢ Automated Underwriting. Eliminates slow, error-prone manual

processes and facilitates collaboration.

www.authoritysuite.com

Check out our Podcast!

= Authority

CAMILION" SOLUTIONS INC.

www.authoritysuite.com/innpodcast
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SOLUTIONS

Ross Orrett

President & CEO,
Camilion Solutions

How can an insurance carrier be sure it is selecting the best solution
and the best vendor to fill their business needs?

Insurers must scrutinize a vendor’s track record to minimize risk and
Total Cost of Ownership (TCO) — examine how many satisfied
customers they have in production and how long it took to get them
there. To dramatically increase the likelihood of success, insurers should
choose a modern solution that provides:

¢ A rules and tools-based approach that allows for
insurer- specific customization

e Simplified re-use of insurance product data and rules for true
speed to market and product agility

e Automated underwriting that facilitates both straight through and
exceptionbased processing

e Capabilities for managing the complex tasks inherent in
product development

Karen Yamamoto

Vice President,
DRC

What are the primary characteristics that a carrier should look for in
a vendor during the selection process?

The primary characteristic is to determine whether a vendor is
confident enough to demonstrate its offerings in a real-world setting.
While every vendor will claim to be able to meet all of your needs,
many have a difficult time even beginning to demonstrate this until
you've signed a contract.

At DRC, for example, we offer qualified prospective clients the opportunity
to give us a “two week challenge” for certain specific lines of business.
All the prospective client has to provide is a quote form, a rating calculator,
and a sample of an accurate quotation. DRC will have a prototype
framework of a policy administration system for that product up and running
in two weeks or less. This is done at no cost, with no obligation.

What are the primary characteristics that a carrier should look for in
a vendor during the selection process?

Insurers should look for vendors who have proven themselves with
multiple Tier 1 P&C customers. If the vendor has met the complex
demands of these insurers, you can be confident they can handle
your project. Acquiring the right technology is important, but the
ability to implement quickly and cost-effectively is crucial to meeting
your strategic objectives. Vendors should have an implementation
methodology that includes:

1. A best practice iterative approach

2. Strong, objective project governance

3. Re-usable insurance product architectures

4. A team of technology, insurance and project management experts
5. A road to self-sufficiency

6. Flexibility

7. Courageous execution

Describe what concerns are top-of-mind among your customers and
prospects when searching for a vendor and a solution — and how
does your company address those concerns?

We found that customers and prospects are concerned with the
flexibility of the system as well as control over rates and rules
management. DRC addresses the flexibility/functionality issues
through the way we design our products. DecisionMaker is based on
a service oriented architecture and our Extended Lines Technology
(ELT). This design allows for system upgrades one module at a time.
ELT adds functionality by empowering business users to make
changes to rates and rules without having to rely so heavily on the IT
departments. In turn, it increases the speed to which a company can
respond to market conditions.
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about

DRC

Products & Services: DRC is a highly experienced and trusted software development company that consistently delivers and successfully implements

software solutions to support a wide range of P&C insurance industry lines of business. From the small startup insurers and MGAs to insurers with written

premium in excess of $1Billion, DRC clients have chosen DecisionMaker for their rating, quoting, billing, policy administration and claims needs

and an impressive return on investment. For more information about DRC, call us or visit www.decisionresearch.com

Rapid Roll-out
of Rates and Rules

Since the advent of business computing, people have sought ways to
make timely changes to software applications. Executives, administrators,
and technologists alike know the difficulties associated with modifying
programs. DRC has helped to solve this problem with the implementation
of rules-based toolsets in its DecisionMaker™ Suite of software products.

In a nutshell, the typical software development cycle involves a highly
collaborative effort between business resources and IT staff. The business
folks define the manner in which the end product should operate, while the
techies do the actual construction of the system. Communication between
the two groups is never perfect, so multiple iterations are required to
develop the finished product.

This methodology works well enough when business changes are
minimal after the initial construction of the software. But if new business
rules need to be adopted, or the old rules change, software changes are
needed. This necessitates going back to the old cycle, business resources
defining the rules and IT translating these changes into lines of code.

The time it takes to make seemingly straightforward changes is oftentimes
maddening. After all, people make mistakes, so every time a human being
touches something, a new opportunity for error would be introduced.

But what if the software could be modified without programming?
IT would not need to get involved and the process would be a lot
simpler. This is the goal DRC set out to achieve.

The ideal solution is a product that allows business resources to define
and implement software rules. Furthermore, if the rules are developed using
tools with which these business resources already employ heavily in their
normal course of work, efficiency can be greatly improved. Admittedly, this is
a concept that has been in existence for quite some time.

Concepts, however, are easy to develop; it’s the implementation
that counts. DRC has developed a tangible, viable solution that
satisfies stakeholders.

Throughout the DecisionMaker Suite of software products, business users
are empowered to immediately implement and/or modify business rules.
For example, the DecisionMaker Rating solution starts with standard
Microsoft Excel spreadsheets as the rate modeling tool. Because Excel
skills are pervasive throughout the insurance industry, this approach is
welcomed by just about everyone.

Rates and rating algorithm changes are made by business
resources via spreadsheets. The same goes for the often updated

DRC

1600 Kapiolani Blvd, Suite 900
Honolulu, HI 96814
808.949.8316

www.decisionresearch.com
sales@decisionresearch.com

John Agsalud

Director of Professional Services, DRC
(808) 949-8316 or
johnagsalud@decisionresearch.com

underwriting rules. Both of these functions are performed by the
actuarial or underwriting departments.

While product managers still need time to develop rate plans and the QA
staff needs time to test them, the IT department’s involvement, once thought
of as a bottleneck to new product development, is significantly reduced.
After the changes have been thoroughly tested, they can be moved into
production with relatively little assistance from the IT department.

This approach can be taken even further. User interfaces can also be
generated from spreadsheet-based templates. Combined with rating
engines or other similar logic, entire applications can be configured using
this same proven model. With just a little involvement from IT, a robust
application can be brought on line.

DRC has introduced the Extended Lines Technology (ELT) tool set for its
DecisionMaker end-to-end policy administration system. This expanded
tool set enables quick and automated development for new lines in both
the personal as well as commercial space. ELT is ideal for special lines
of business, such as Yacht, Special Events, Hole-in-one, and Pet.

ELT offers the ability to define the user interface for data collection
and display purposes, define lookup and rating calculation, and
build the entire product package with simply a solid understanding of
spreadsheet processing. These new systems require little time or effort
to create, allowing for the software for new products to developed in days
rather than months.

Traditionally, low volume lines of business do not get the needed
attention to become profitable ventures. The resources required to develop
the product and ensure the infrastructure was in place to administer the
business was simply too daunting. But, with DRC’s tools-based approach,
targeting niche markets has become a viable and affordable option for
insurers. It allows carriers to quickly bring new products to market, while
focusing efforts on the larger components of the business.

This shift from IT programming to business control has been well
received by both ends. Business users no longer have to wait for IT to
define rate changes and rules. They have welcomed the responsibility
and control over their rating and rule changes. IT users are appreciative
of the management and security tools that provide the control over the
production system, without the responsibly to make all of the detailed
changes. This new division of work is much more aligned with the core
competencies of most insurance companies. |
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aturday, 9 a.m.
San Diego, California
Editing underwriting
rules for a new
specialty line.

Underwriters LOVG Adding a new insurance product doesn’t get any easier. DecisionMaker allows
HOW DecisionMakerTM team members with business knowledge to configure new products, which

means your new line will be up and running faster than ever. Discover what
PUtS Everyone On DecisionMaker can mean for your P&C lines. Visit decisionresearch.com
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