Success Story

A major US P&C and Life
Insurance Carrier
achieves highly efficient
sales operations with a
digital-first approach

Introduction
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STRATEGY ®* TECHNOLOGY * INNOVATION

In an increasingly competitive insurance
landscape, efficient sales operations are critical
to success. However, a leading US P&C and Life
Insurance carrier found itself constrained by
outdated processes, scattered data, and a lack of
automation. Their sales teams faced significant
inefficiencies, making it difficult to manage
territories, track productivity, and communicate
effectively.

Recognizing the need for a modern, digital-first
approach, the client partnered with Exavalu to
streamline agency onboarding, enhance
productivity tracking, and introduce integrated
communication and reporting capabilities.



The Challenge o Results and Benefits —

The client’s sales team struggled with fragmented With Exavalu’s digital transformation solution, the
accounts, agency, and contact data spread across client achieved a streamlined and highly efficient sales
multiple platforms, leading to inconsistencies and operation. The consolidation of data management
inefficiencies. Managing territories and scheduling provided a single source of truth, enhancing accuracy,
relied heavily on manual processes, which were consistency, and strategic decision-making.

time-consuming and prone to errors.
Automation of key processes significantly reduced

Without comprehensive reporting tools, assessing manual workload, allowing staff to focus on

sales performance and operational metrics was a higher-value activities, thereby increasing productivity.
challenge. Additionally, a lack of integrated The implementation of advanced collaboration tools
collaboration tools hindered communication within led to better team communication, strengthening
the team and with external agencies. The absence of cohesion and efficiency. Robust security measures
automation in routine tasks resulted in an increased safeguarded sensitive data, ensuring compliance and
workload, a higher risk of human error, and no protection against unauthorized access. Lastly, by
efficient way for Regional Sales Managers (RSMs) to minimizing human errors through automation,

track or report their activities. operational reliability was greatly improved.

These operational bottlenecks prevented the sales By embracing Exavalu’s transformative approach, the
team from achieving optimal efficiency and client discovered new efficiencies, enhanced
responsiveness. performance monitoring, and empowered their sales

team to drive greater business success.

The Solution o

To address these challenges, Exavalu deployed a team
of experienced business analysts and technical
architects with deep expertise in Salesforce Financial
Service Cloud. The solution focuses on centralizing all
accounts, agency, and contact information to
improve visibility and accessibility across the
organization.

A sophisticated territory management system was
implemented to support RSMs, Channel Leads, and
the Head of Sales, enabling seamless coordination and
planning. Integrated email and calendar functionalities
streamlined scheduling, while strict security protocols,
including Single Sign-On (SSO), ensured secure access
across both desktop and mobile platforms.
Additionally, mobile-optimized Salesforce solutions
empowered sales teams with real-time data access
and operational capabilities, ensuring they could act
swiftly and efficiently.
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