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Why Compensation Management

Is a Critical Lever in Your
Distribution Strategy.

Carriers invest heavily in their distribution strategy, but execution matters just as much. Incentive compensation
is a critical, and often overlooked, part of that equation.

How producers are paid, rewarded, and recognized can shape where they place business. Carriers that get
compensation right have a better shot at winning their trust, their mindshare, and their business.
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Compensation can influence Legacy infrastructure wasn’t built for Compensation complexity
where business goes. today’s distribution model. can slow growth.
Agents and brokers make decisions every Carriers now manage agents, MGAs, Plan changes can take months. Calculations
day about where to place new business. aggregators, digital channels, multiple often require manual work across systems.
Commission, bonuses, and preferred-agency product lines, and increasingly complex Producers can be left waiting for answers
programs can shape those decisions. Carriers compensation structures. Many legacy about commissions they’ve already earned.
that get the fundamentals right are better compensation systems were built decades When compensation operations can’t
positioned to win producer mindshare and ago for much simpler distribution models. keep pace with the distribution strategy,
more of their business. That can make it harder to adapt programs carriers have a harder time turning that

as the business changes and understand strategy into growth.

which producers and relationships have
the greatest potential to grow.

BY THE NUMBERS

17 Days 60% 86% 35%

Average time large insurers of producers say of producers say their of carriers are only
spend each month processing commission affects where most-preferred carrier maintaining, or not investing
they place business gets compensation and in, their incentive systems
preferred-agency
programs right

incentive compensation

Source: Celent Insurance Dimensions Surveys, 2025-2026




Three Pillars of Modern Compensation Management

Modern compensation management gives carriers a way to turn distribution strategy into action. Here’s a Varicent framework
for building compensation operations that can keep pace with the complexity of today’s insurance distribution models,
with Blue Horizons Group bringing that approach to life in the field.

Al-Native Data /Y Streamlined
% Foundation K&t Administration
Bring producer, policy, and eligibility Use natural-language plan design,
data together to support accurate automated documentation, and

compensation and reduce the need Al-driven testing to make it easier
to correct issues after the fact. to build, test, and launch new

compensation programs without

requiring deep technical expertise.

Varicent + Blue Horizons Group in the Field

Alarge carrier engaged advisory firm Blue Horizons Group (BHG) to modernize incentive compensation management for
its largest line of business, spanning 40+ plans and 3,000+ participants. BHG’s Discover-Design-Deliver methodology,
paired with Varicent’s platform, replaced disparate legacy systems with one shared foundation.

$2M 80%+ 10x 3+ mo.

annual IT & labor savings IT operating spend reduction faster sales credit visibility faster planperformance
reporting

“Blue Horizons Group is a true partner, which is critical when selecting an
organization to assist you in transforming your incentive compensation solutions.”

Associate Vice President, Compensation

See the full playbook in our live webinar

This isn’t a bolt-on fix. It’s compensation reimagined as an engine of producer loyalty

and sustainable growth. The carriers that master it will be better positioned to out-execute,

not just out-strategize, competitors fighting for the same producer mindshare.

REGISTER NOW




