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CD-R Digtribution in the Insurance Industry

The insurance indudtry is a vast world-wide market whose products are documents. These
documents or contracts dong with reports, manuas and other pieces of information are ill
primarily being digtributed on paper. There is industry wide recognition that the distribution of
these documents must be faster and more efficient. CD-R publishing is one solution this industry
islooking to for better ways to manage their documents. This white paper will discuss where the
opportunities are within this industry for CD-R publishing and distribution usng The Perfect
Image® Producer.

Why insurance as an opportunity?

The U.S. insurance industry has over 4,700 companies. The international community adds
another 1,400 insurers. The organizationa structure, methods of communication and products
sold are rldively the same within each of its segments. The gpplications below should be the
aress of focus when discussing CD-R didtribution dong with archiving opportunities.

Agent’s Manuds

Clams History Reports (P&C)

Agent Billing & Commisson Statements (P& C)

Large Commercid Policy Contracts

Document Archiving & Microfilm Replacement

Product, Policy & Prospect Information to Agents (Life)

The firgt two gpplications may represent the best opportunity especidly within the property and
casuaty segment of the industry. An andysis of these two applications were done based on
costs provided by one of the industry’s largest companies. The results showed a 64% cost
reduction for the agent’s manuals, and an additional 60% savings for their claims history reports.
The savings from these two gpplications done would pay for a 4-drive system for this company
in three months.

All of the above gpplications are Hill predominately paper based. The industry acknowledges
that this must change and is looking at the following technologies to provide a trangtion and
ultimately a replacement to paper distribution.

CD-R
CD-ROM
INTERNET
INTRANETS
DISKETTES
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Theinternet and intranets will become the Producer’ s primary competition.

There are three principle groups that we will talk about in respect to this vertical market, and
how each of them play a part in the sales process.

1) The customer. Contact the individuds that supervise the publishing and distribution
of this information. Examples of these positions are listed on page 8. What criteria
makes for a good prospect:

a) Propety & casudty companies have the most potentid, then life
companies.
b) Start with companies that have revenues of one-billion or more, and then
proceed to organizations with at least $300 million in saes.
2) There are three groups that sell document management, publishing and distribu-
tion products to the insurance industry, and therefore, will become channd
partners to Rimage. They are:
a) Hardware companies
b) Software companiesor ISVs
c) Document printing companies

3) Software partners will supply a document management “front end” solution aong
with a search and retrieval mechanism, giving the cusomer a complete turnkey
solution.

Rimage and its channd partnerswill utilize different vehiclesto promote and sdl the
Producer.

P Magazines- Insurance & Technology, Insurance Networking & Data Management
Trade shows - IASA Conference, Financid Tech Expo
Seminars
Oneto one sdling through our VAR channel partners.

TUTTUT

Overview of the industry

The insurance industry is comprised of three categories of insurers. They are life and hedth,
property and casudty, and reinsurance. Below are some datigtics that give a representation of
where the busnessis.

3,054 U.S. property & casudty companies and 1,700 life & heath companies.
Another 1,400 internationa companies.

U.S. writes 42% of the world's property & casudty business. Japan, Germany, the
U.K. and France combined write another one-third.

Japan writes 80% of the Adan life & hedth market and 12% of the world's P& C
market.
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In the U.S. there are 500 life & health companies with at least $50 million in annud
revenues. The P& C market has over 1,000 in that category.

The U.S. has 135 insurance companies with annua earnings of a least $1 hillion.
“All of these companies are excdllent prospects for the Producer”.

Even though each state has many domiciled companies, the main areas of concentration include:
*  Connecticut, Massachusetts, New Y ork and Pennsylvaniain the northeast.
* |llinois, lowa, Minnesota, Ohio and Wiscongn in the midwest.
*  Cdiforniaand Texas to the west and south.

Elaborating on the different segments of the industry:

Property and casudty focuses on lines of coverage including: home, auto and
ligbility from the persond sde. The primary commercid lines include: property,
commercial auto, liability, crime, inland marine and workers compensation.

The life and hedth market is much more identifiable snce most of us are familiar
with the nature of these coverages. This market is aso grouped by persond and
commercia accounts.

Reinsurance is a very smdl part of the insurance industry in terms of revenues and
the number of companies involved. Their role is to act as a financiad support or
“bank” when it comes to insuring a large customer or risk. They will accept
compensation from the primary insurer in exchange for taking on a percentage of the
coverage or risk. These companies may aso write specidty lines. One of the most
recognizable reinsurers is Lloyds of London. German companies have the largest
market share in reinsurance with the United States second and Switzerland third.

Let’'s take a moment to describe the organizationa structure of the company and industry. In
both P& C and L&H markets the product is sold by an agent base. These agents may be an
employee of the company which is mogdlly the case in the life & hedth market. In many circles
they are cdled “captive agents’. The P&C market is different, in that, most business is sold
through independent agents. These groups usudly represent more than one insurance company
and will do business much like a VAR. They will seek out the needs of a client and present the
best company and pricing to the insured. Later on, under “applications’ well discuss how this
group relates to the flow of information and the applications we ve discovered. Underwriting
and claims departments are unique to this industry. Underwriting is responsible for the crestion
of policy forms dong with evauating the insurability of the progpect. Clams daff evauate and
adminigrate al aspects of a policy clam and will work between underwriting and the customer
to decide the payout of a loss. In addition to these unique groups we see many familiar
departments such as marketing, human resources, accounting, information sysems and
manufacturing, or in their case - policy processing.
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Depatments such as underwriting and clams need to didribute customized, complex
documents to a large number of end-users. In a smaler company this may be done directly
through their department. Larger companies may have a department or group that manages and
digtributes these documents on behdf of the company. We Il identify some of the key postions
to contact when we address the “principle groups’. The end-user could be a branch office
depending on the information, it could be the independent agent’ s office, or the customer.

The applications

Agent's Manud. In order to sdl a company’s products, the independent agent must have a
detalled source of information to refer to. This reference is cdled an agent's manud,
underwriting manud, or rate manud. It contains informeation relating to policy forms, rates via
product line and state, underwriting rules and so on. Based on the volume of information, these
manuas are usudly digributed in 3 inch thick, three ring binders. They may be used by
severd hundred agents and be updated periodicaly through the year. Moreover, these agents dl
differ in the states they are licensed in and what product lines they sdl, therefore, creating a
customized, complex and lengthy documen.

Clams Higtory Report. Another complex document would be a listing of insured clams. This
report would include al necessary information regarding the loss, explanation and decision of
each claim for a specified period. This could be distributed to a P& C company’s branch office,
an agent’s office or directly to the customer. The opportunity we are looking for would be a
report of sgnificant Szeto alarger commercia account, or a summary of activity within aregion
or an agent’s territory. These are usudly sent out monthly and/or quarterly. A Monthly Loss
Expense Report would be a separate report smilar to the Claims History Report and another
candidate for CD-R digtribution. This report would give details to that branch office or agent as
to the comparison between clams expenses and premium revenues within an account or a
territory.

Agent Billing and Commisson Statements could be another P&C opportunity for CD-R
digtribution. Like the documents above, these reports can be very lengthy depending on the Sze
and activity of an agent. They are dl customized to that agent, and are primarily distributed on
paper. The larger the report, the bigger the agent, and therefore, the better the chance that the
agent will have the equipment to read CD’s.

Large Commercia Policy Contracts would be an opportunity for P&C aong with the hedth
market. It would be cost effective while portraying a progressve image for the insurance
company. These contracts may be dozens of pages in length and contain information such as
company background, policy forms, data analyss, etc. Having the contract coverages and
details on CD would aso dlow the customer to have easy access and ingtant archiving of that
document.

Document Archiving and Microfilm Replacement within insurance is farther dong than the other
goplicationsin terms of CD or optica imaging use. Documents including correspondence, policy
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information, hedth and dentd clams forms, employee benefit and penson statements, 401K
satements are being scanned, or the data comes directly from the computer (COLD) and is
published to CD-R discs. This dlows clams, underwriting, customer service, and management
personnel to access this repository of information on the network for faster more efficient
workflow and customer service. We also see CD-R as a desirable means to distribute the same
data or a reorganized version of the same information to 2 and 3¢ parties. Although digita
document archiving or imaging is widely known and accepted, it's surprisng how much of the
market is il paper based or depending on microfilm for archiving. We found this true when we
talked with severa large companies from both the property and the life Sde of the business.

New Product, Policy and Prospect Information sent to captive agents within the life market.
This data includes new information about forms, coverages, mutua funds, the insured's policy
cash values, annuity statements, and lists of new prospects that the agent can contact. Currently,
the agent’s have been receiving this data via paper or a dia-up modem process. However, this
repogtory of information is Smply too massive and dynamic for the agent to download, and
therefore, becomes an opportunity for one-to-one CD-R digtribution.

All of the above gpplications may be opportunities for CD-R digtribution, and therefore, the
Perfect Image® Producer. Why CD-R mediafor document distribution?

1) Itismore cogt efficient overal than traditiona paper based output.

2) CD-R publishing diminates most of the processing required when producing a paper
based document (ie., manud assembly, sorting, packaging, equipment handling, etc.)
This automated handling will o creste “ zero defect production”.

3) Thisvehice may offer the end user an eeser means of information retrieva dong with a
more efficient method of archiving.

4) Publishing to CD-R gives the digributor of information a means to archive, rather than
keeping a copy of the paper document or storing the document on the PC or mainframe
which usesalot of memory .

5) CD technology now gives the sender the ability to package documents aong with
multimedia presentations creeting an enhanced digtribution of information while saving
costs.

While no exact information is available regarding methods of distribution or the percentages of
what is being used and for what gpplications. Insurance companies, aong with software and
hardware vendors all agreed that advanced distribution methods such as, CD-R, internet,
intranets, CD-ROM, and even diskettes have just scratched the surface and have a tremendous
future in micro-publishing and information didribution. Furthermore, dl of the insurance
companies knew of at least one of these methods, and had a conceptua strategy to use them,
but were still predominantly paper based.

Let's take acloser ook at two of the mgor insurance applications, the agent’s manuas and the
clams history report. This analys's was based on figures supplied by a very large property and
casudty insurance company in the midwest dong with supporting information from a leader in
the document printing industry. Even though this company has ingtituted many new document
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related technologies, and is one of the largest in its' industry, today they are didtributing most of
their information on paper. They are currently developing an enterprise wide strategy named the
Automated Document Factory. Here they will look at dl facets of document management,
including hardware and software, with the plan of reducing costs and increasing efficiency.
Rimage has teamed with an industry leader in document printing to present the Producer as a
publishing and digtribution solution aong with their document management system.

With both of these gpplications, the information was created in MS-Word or another
documentation software package. It is then managed and assembled in a software system that
the customer has created. That system compiles the data and sends it to the high end laser
printer for production. Once the documents have been printed they must be manualy sorted by
agent or account, inserted into a binder if applicable, shrink wrapped and/or packaged and
mailed to its destination. In the case of the claims history reports, they may be sorted again by
the regiona office based on the agent’s or customer’s need and re-malled. This process has
been identified as too coglly, too dow and too labor intensive. Many insurance companies like
this are looking to streamline.

An anayss of the agent’'s manuas showed that there were 266 manuds distributed in one of
their primary states. Each manua averaged 115 pages. We assigned a laser printing cost of
$.04 per duplex page. Multiplying this over 50 states equated to $61,200. Their assembly and
postage costs per state averaged $500 and $300 respectively. This created another $40,000in
costs per year. Comparing these expenses to an automated solution such as the Producer
resulted in tremendous savings. Given a potential of 13,300 CD’s to be distributed each year
we agpplied a current rate of $1.75 per CD based on volume usage. This would amount to
$23,300 in media costs. An additional $7,300 for postage ($.55 X 13,300). We then add
another $5,350 for this gpplication’s portion of the 3-year amortized cost of the Producer. The
total job cost would be approximately $35,950 or a substartial $65,250 in savings per year.

We a0 looked at the figures for the clams history reports sent out monthly. There are 1,200
packages sent out with an average of 167 pages per package. With a cost of $.04 per duplex
page we have $8,000 per month in printing or $56,000 per year. Their monthly assembly costs
averaged $1,440 or $17,300 per year. Postage was $1,900 per month or $22,800 @ year.
The total annua cost of this project was approximately $96,100. On the other hand, publishing
CD’s with the Producer cost $25,200 in media (14,400 CD-R's @ $1.75 ea) and $7,900 in
postage. Add in $5,350 for the amortized cost of the Producer, and the total cost is $38,450.
Thisresultsin another $57,650 in savings per year. These two applications aone would pay for
a four-drive Producer system in a matter of months. Moreover, They would redize a savingsin
materids and packaging, [abor time spent on the job, and faster ddlivery to their end-user. In the
process, they would aso be creating a source for archiving for themselves and the end-user.

This same company is printing amost 70,000 pages of policy output per day to be sent to the
branch offices or the agent. Although they would like to eventudly send this ectronicaly, they
redlize the shortcomings of the end-user having to access, download and archive this volume of
information. Hence, the immediate benefit of CD-R digtribution. Our discussons with this
customer aso reveded a number of benefits associated with CD-R archiving of policy and
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dams files versus microfilm. They would have vastly improved retrieva capabilities aong with
reduced storage space, “shared” network access and distribution capabilities. To reinforce this
application, a smal, progressive company in Minnegpolis has developed their own document
imaging software and is currently publishing clams and policy correspondence to CD-R.
Employees then have access to these records through a jukebox linked to the network.

Other technologies

While companies dowly invest in superior technologies, paper will continue to be widely used.
However, there are other technologies now being consdered or used for information
digtribution:
Diskettes. Policy rates, manua revisons and other information may be distributed
on older media such as diskettes. In fact, diskettes could be an immediate
dternative for those agent offices who don't have CD drives but wish to receive
information other than on paper. The limitation with diskettes lies in capacity,
versdtility and durability.

CD-ROM. There are insurance companies now who have just sarted distributing
agent manuas and marketing programs on CD-ROM. While this media is less
expensve than CD-R, one sze mug fit dl. Applications like the ones listed earlier
demand customization and smply won't benefit from CD-ROM.

Intranet. This technology has this indudtry’s attention. Life & hedth companies
aong with some property & casudty companies who have their own “captive’
agents, are opting for an intranet. An intrangt functions like the internet, but is
indalled specificdly for thet organization and its end-users. Although the use of
intranets will become more prevaent in this industry, and serve many uses, the cost
will make this a dow process. Even then certain information may not be well suited
because of dow access, inefficient downloading and would il require the end-user
to do their own archiving.

Internet. The use of the internet for information digtribution is quite Smilar to an
intranet. However, there is the question of security, and migrating 500- 1000 agents
dl over the country to have internet access. In addition, you ill have the same
concerns of dow access, down-loading, and archiving.

There is no quegtion that the internet and intranet will be the primary competitors to the
Producer and CD-R publishing. However, we must aso keep in mind that one technology
probably won't be the best solution for dl applications. Furthermore, the case study above
proves how much opportunity there is in this market. What we must focus on are the
customized gpplications listed above that are till paper or microfilm based. Internet technology
is il in development and has obvious short-comings. CD-R digtribution through the Producer
is an active and robugt technology providing benefits today.
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Principle groupsto thisindustry

WeIl identify the appropriste contacts within the insurance company and give a
recommendation or profile of the desired prospect. Although the key contacts will usualy reside
within the information systems ares, the titleswill vary. Here are some examplesto try:

Manager of Distributed Services
Corporate Systems Devel opment

Director of Agency Automation
Document Management Director
Director of Printing and Publishing

Since there are so many possbilities, the obvious question would be “who is responsible for the
publishing and digtribution of information going to the agents and branch offices’.

What criteria makes an insurance company a good prospect for the Producer? Thefirgt
recommendation would be to cal on the property & casudty companies. Since they ded
primarily with independent agents, this creates more opportunities for one-to-one customized
documents. There is aso the attitude that the company needs to take care of them or make it
esse for them. This is not to say that life & hedth companies are not good prospects.
However, we received more responses from this group that talked about an intranet solution as
the desired didtribution channdl. There were aso a couple of instances where CD-ROM was
being used because it was easier to send dl their employees/captive agents the entire volume of
information and let them gSift through it. The willingness was't there as much as to accommodate
their end-user. The key here will not be the affordability of the solution. It will be in identifying
the potentid of the gpplications that offer that company a reasonable return on their investmen.
The company we andyzed earlier is a multi-billion dollar organization thet is a srong candidate
for multiple Producers. However, smdler companiesin the range of $2-300 million, should have
enough expenditure in these smilar gpplications to offer a sgnificant savings. Therefore, we
recommend garting with those 135 companies with a billion or more in revenues. But,
remember that there are hundreds more of significant sze looking to streamline their current
system that would make excellent candidates.

Channd partners. Who are the people that the insurance companies are buying from? IBM and
Xerox supply the hardware such as the high-end laser printers. They are of an elite group of
solution providers. The mgor document printing companies provide the lions share of the
printed products. We aso see them as becoming document solution providers, in thet, they are
partnering with hardware and software providers to create an integrated solution. Consequently,
they may be a re-sdler of the Producer. There are quite a number of software developers
specific to the insurance industry. They are caled independent software vendors or ISVs. Most
of these ISVs have adirect sdes force dong with VAR channel partners and perhaps a mgor
re-sdler like adocument printing company or a solution provider like Unisys or Xerox.
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Rimage Corporation is pleased to have partnerships with companiesin each of these categories.
Moreover, the Producer has been recognized by severd high profile companies to be a leading
solution in information distribution. We have saverd dliances now with 1SVs that sl to the
insurance verticad market. We are having discussions with severd other 1ISVs and potentia re-
slers that are interested in the Producer as an added solution to their product offering. One
magor document printing company has been looking a CD-R publishing as a vaue added
service to their customers, and is interested in the Producer as a hardware solution they can
offer. A couple of companies that sdl a document management or policy issuance software
system have interest in our product to add vaue to ther efforts in sreamlining those
goplications.

The third principle group Rimage works with are software partners. Now that we have
identified a number of applications in insurance, we can create more value to the customer by
offering an integrated solution. We know the insurance company has a variety of customized
manuas, reports, policies, etc. The Producer gives the customer the ability to publish this “fresh”
data to the CD, customize a label for each CD, and creste duplicates. What is missing is the
ability to manage or assemble this data ® that each CD-R can be customized. Therefore,
Rimage needs to work with one or more of its channd partners to integrate their software to
the Producer so this process can be complete.

Rimage has partnered with severad companies that offer this solution, and a few of these
organizetions are targeting this market. There software dlows the customer to collect,
categorize, and index documents through a filtering process so the end-user can retrieve
information via a word or text search string. After atable of contents has been built, documents
can be assembled by any group or category the end-user wishes, and then is sent to an output
device such as the Producer. All software needed to access the documents on the CD, including
the database, retrieval, and viewing software is published and stored on the CD-R.

As an example, the insurance company wants to send out a product manual to a new agent. The
publisher can sdect any product lines corresponding with the gpplicable states the agent is
licensed in. The oftware will manage this process and then link the publisher to the Producer
software to publish the document. The CD-R is created with the agent’s name and address on
the disc. The agent can view the manua by section through the search mechanism supplied by
the document management software. Because of this seamless integration, no software or
hardware modifications are necessary with respect to the Producer. Rimage has had many
discussions on this subject and our partners are eager to offer thisintegrated solution.

How do we sell to the insurance industry?

An excdlent progpect list and source of information on individua companiesin the U.S. is the
AM Best Report. This reference can be found in mogt libraries and is broken down into
separate books by property & casudty, versus life & hedth. It gives many particulars such as;
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senior officer names, lines of coverage, annua revenues, asummary of their operations and even
atop 300 listing by revenues.

There are a few excdlent publications available in terms of advertisng potentia and pertinent
technology to the indudtry:
P Imaging magazine is well accepted for archiving gpplications.

P The Nationa Underwriter has the largest subscription base of 45,000 and does
resch mosilly executives and underwriters, who are the decison makers and
document creetors. However, it has too little an emphasis on technology.

P We recommend Insurance & Technology magazine because it has a base of
18,000 subscribers and is well entrenched in most insurance |S departments.

P Insurance Networking & Data Management is a new magazine as of 1997, but
relates pecificaly to our niche.

The insurance industry does not have an abundance of trade shows to attend especiadly as it
relates to technology. Here are the premier events:

The NAII I/S conference. It issmall in terms of attendees (600 or 0).

The Financid Tech Expo in New York draws well (10,000), however, it dso
focuses on banking and financid services. While this may be a digtraction if your
concentrating soldy on insurance. For Rimage this may be a good venue as we
target dl of these markets.

The IASA conference. This show draws significant numbers and has a technology
themeto it.

The IASA conference is consdered the indudtries finest. There will be many executive officers
attending from the small to medium companies, and many VP s of underwriting, operations and
IS for the larger companies. The Xplor digita printing show aitracts a good number of larger
companies aswell, and is one that Rimage will continue to attend.

Another method of selling to the insurance industry may be to organize a number of product
seminars across the country. Whereby, we send a mailing to target positions within a Sate
inviting them to a free technology seminar and demongiration. As an example we are dready in
discussons with a mgor solutions provider and partner of ours to organize this joint effort. This
will enable both companies to talk about their product as an integrated part of a new document
management, CD-R publishing and digtribution solution.

Along with publications, trade shows and seminars, Rimage will rely on the traditiond one-to-
one sling gpproach. Through our channel partnerships we will have many VARs sdling our
solution to an indudtry they are experienced with. In addition, a couple of our mgor resdlers
actudly have divisons or account executives dl over the country who specidize in verticd
markets like insurance. This will dlow Rimage to reduce the cycle time normdly required to
bring new products to market.
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Summary

The worldwide insurance indudiry is a tremendous opportunity for CD-R publishing, archiving,
and digribution. Moreover, the indudtry is eagerly searching for ways to rid itsdf of paper.
While most companies are becoming aware of new technologies, the vast mgority have yet to
act on them. We are just now seeing CD-ROM digtribution for manuas and marketing releases
ggnding the interest and vaue of this gpproach. Lengthy applications such as agent’s manuds
and claims reports require one-to-one customization and offer quick pay-backs due to the cost
of printing and assembly. Policy and dams information is dreaedy being archived on CD-R for
network access; however, mog are ill relying on inefficient means like microfilm or storerooms
filled with boxes. Rimage has partnered with severd key organizations aready that sdl to the
insurance industry and more will join this effort. They dl recognize that the Producer offers
unigue micro-publishing and digtribution capabiilities to this and other vertica markets. We aso
have severd software companies willing to integrate their data management products to our
system to create a turnkey solution. The addition of these valuable partners will prove integrd as
we successtully bring autometion to a paper intensive industry.

Randy Barabas
Application Specialist - Rimage Corporation

For additional Information please contact Rimage US at +612-944-8144
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