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personal and corporate markets.  As an insurance broker, they offer a series of products that in-
clude both their own family of products as well as products from other insurers.  Within the Risk 
Management Services group alone there are thirteen types of products, ranging from actuarial to 
terrorism to business continuity. 

Within Risk Placement Services, a division of Specialty Marketing & International, agency manage-
ment systems track the revenue generated by all of these products, as well as policy, billing, and 
insured activity.  A major complication to our clients business is the fact that there is no centralized 
reporting system across the numerous offices.  As a result, executives and Finance personnel can-
not track country-wide revenue from a central data source �² reporting is gathered from each office 
and manually consolidated using spreadsheets. 

With these multiple systems and the manual consolidation process, our client spends too much 
time and money on revenue reporting.  The executive cross divisional reporting has to be executed 
monthly and requires 2-3 people from corporate finance to gather, consolidate and validate the 
data before doing any analysis.  At the operational level and at individual branches there are staff 
members that spend a 50-60% of their time in manual processes around reporting.  For example, 
the aging of receivables is a manual process that requires the divisional controllers to spend at 
least 3-4 dedicated days to complete. 

More important is the resulting effect on managing revenue.  The inconsistent, manual process 
leads to numerous missed opportunities for new sales, cross-sales, and up-sales, especially within 
the internal family of products. In addition, the lack of consolidated reporting makes it difficult for 
our client to do deep analysis on rates given by the carriers (such as AIG) so that it can negotiate 
rates to benefit from economies of scale.  

  

Global insurance brokerages and risk management services firms provide a range of retail and 
wholesale property/casualty services. Their finance and performance management needs are as 
diverse as the products and services they provide. 

//WE  SOLVE 

Recognizing that a central reporting system was needed for flexibility, consolidation and scal-
ability of reporting, JCB Partners helped implement a performance management and business 
intelligence solution, utilizing our award-winning skills in data warehousing and ETL. 


