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Why broker
content matters

Brokers advocate for clients, not
carriers. Give them tools that
simplify coverage and you’ll earn
preference, loyalty and lasting
retention.

Too many carriers rely on flashy
promo assets that fail in real
broker conversations. Broker-
ready content makes complex
coverage simple, builds trust and
clears compliance. The result?
Stronger retention and natural
upsell paths with brokers who see
you as a partner, not a hurdle.
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The broker-ready litmus test

Five practical questions to ensure

compliance and adoption

Test question Quick check

Can a broker use thisin a live
conversation today?

»

e Practical
e Timely
e Easy to use on the spot

Does it answer a common client
question without jargon?

»

* Plain language
e Clear expectations
e Client-freindly

Is it educational rather than
promotional?

»

¢ Provides value
e Neutral tone
e Decision support, not sales pitch

Is it compliance-safe?

»

* Meets regulations
* Avoids inducements
* No biased language

Can it be customized by the broker
without rewriting?

»

e Editable contact info/logo
e Pre-approved template
* Savestime

If you can answer “yes,” to all of these questions
you’ve built a tool brokers will adopt.

From risk explainers to social posts, assets must
be practical, plain-spoken and compliant. That’s
what makes them trusted and impactful with
both brokers and clients.

“If a broker can’t use

it in five minutes, it
won’t get used.”
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Navigating compliance with
confidence

Why education always clears regulatory
review

Insurance marketing is constrained by rebating and inducement laws. The $15 gift cap
means giveaways won’t move the needle. Educational assets are the way forward: risk
reports, safety programs and training modules provide real value while passing compliance
review. Partnering with compliance early, instead of waiting until final review, reduces
revisions and accelerates campaign approvals.
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Broker-ready content wins mindshare with brokers and
strengthens loyalty with clients. Invest in your content.
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Compliance corner best practices

Leading with education is the fastest path through compliance. A claims explainer video, risk
checklist or a seasonal prep guide positions brokers as trusted advisors while avoiding
inducement concerns. Clients prefer actionable education over promotions, and regulators
approve it more quickly.

Carriers that treat compliance as a partner gain speed and predictability. Involve legal, compliance
and risk experts early in content design — not just at the approval stage. A collaborative approach
will prevent rework and build trust to ensure smoother rollouts.

DO/DON’T EXAMPLES

Do: provide safety checklists, risk education flyers or claims explainers
Don’t: offer rebates, financial incentives or unreviewed assets

Do: use consistent disclosures, version control and review logs

Don’t: create ad hoc materials outside the compliance process
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Broker-first approach

Create content that supports a clients’ best
interest

Brokers prioritize client needs. If your content doesn’t make their job easier, it won’t be used.
The most effective assets are practical — slide decks, one-page explainers, calculators and social
posts — that clarify coverage and reduce back-and-forth to spark meaningful conversations.

TOOLKIT ESSENTIALS

Decks: simple visuals to explain coverage

One-pagers: plain-language risk explainers

Checklists: streamline quote intake
Calculators: frame true cost of risk

Social kits: pre-approved posts for client outreach
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Designing useful toolkits

Make it easy for a broker to recommend your
products

A broker toolkit must balance clarity, speed and compliance. Slide decks make complex topics
digestible in meetings. One-page PDFs serve as leave-behinds or quick references. Pre-
approved social posts extend broker reach with minimal effort. Quote intake checklists reduce
errors and accelerate submissions, while calculators illustrate trade-offs between premiums
and deductibles.

Ease of access matters. Centralize assets by
product, geography or industry. Provide
editable fields for broker branding while
locking regulated content. The goal should be
to save brokers time and protect compliance
integrity.

Adoption is measurable: track downloads,
shares and live-link clicks. Go further by
asking brokers what they trust most and why;
their feedback often reveals unexpected
preferences.

The “five-minute rule” is critical: if an asset
can’t be found, personalized and presented
within five minutes, it won’t be adopted. A
practical toolkit outperforms a pretty library
every time.

“Make it simple for
my client, and | will
use it every day.”
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From risk to ROI

Content doesn’t just inform — it impacts underwriting quality, client service and long-term

profitability when tied to measurable outcomes.

Better content leads to more accurate submissions, not to mention fewer errors and stronger
underwriting results. Assets like renewal roadmaps, claims explainers and submission checklists
can create better KPIs such as quote completion, satisfaction and retention. Marketing shifts from

“support” to measurable driver of profitability.

Linking content to performance

How broker tools connect to measurable

business outcomes

“Map every asset to a
business outcome you
already measure.”

Carriers that map assets to metrics see real
results. Submission checklists reduce
incomplete applications. Claims explainers
improve post-claim satisfaction. Renewal
guides boost retention. Each tool drives
measurable progress on KPIs leadership
already tracks. When marketing reports
usage and outcomes side by side, it
demonstrates direct contribution to
revenue, retention and efficiency.

Connect enablement to outcomes like quote
completion, renewal acceptance or loss
ratios. This clarity elevates marketing from
“nice to have” to growth driver.
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Personalization at scale

Al speed paired with human compliance
oversight

Clients expect content tailored to their risks, region or industry. Brokers need segmented
messaging to stay relevant. Al tools accelerate research, idea generation, and trend spotting, but
unchecked automation risks compliance breaches. Pairing Al with human expertise ensures
accuracy, fluency and trust. Modular content plus human review makes personalization scalable
without sacrificing compliance.

Al + HUMAN STANDARD

Human experts

Al supports “

research and ' ensure fluency,
1
1

accuracy, and
compliance

speed

Always keep in mind: speed without oversight is risky. At
Content Matterz, we use Al as a support tool and pair it
with human insurance to ensure compliance and accuracy.
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Building a scalable content engine

To avoid reactive campaigns, build a 90-day enablement plan that balances broker tools with
thought leadership and client education. Create a cross-functional team — marketing,
distribution, underwriting, claims and compliance — that meets regularly to review assets and
unblock approvals.

The hybrid model

A hybrid model works best: internal leadership ensures alignment,

while outsourced partners provide pre-approved, market-ready
content. This saves time while maintaining compliance integrity.

WORKFLOW TIMELINE

Follow a workflow: brief » draft > compliance review > revision - broker pilot » publish > measure.
Working in sprints aligns stakeholders and delivers focused toolkits that scale quarter after quarter.

BRIEF COMPLIANCE REVIEW BROKER PILOT MEASURE
DRAFT REVISION PUBLISH
Success requires measurement. Track adoption and usage. Collect broker and client

feedback. Report outcomes — like improved quote flow or renewal rates — back to leadership.
These metrics prove that marketing drives real business impact.
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Measuring success

Track adoption rates and usage patterns. Which assets get downloaded, shared or
referenced most? Pair metrics with survey feedback to capture insights analytics may miss.
Share results with leadership to highlight marketing’s ROI.

GOVERNANCE TIPS

0 Create cross-functional working groups

Q Standardize templates and approvals

Q Keep compliance involved from day one

Q Maintain review logs and expiration dates

Q Debrief quarterly to refine

Proving real impact

Broker-ready content only matters if it delivers

results. Adoption data shows which tools brokers

value most. Usage tied to outcomes — like fewer
incomplete applications or higher renewal rates
— demonstrates direct business impact.

Qualitative feedback is equally important. Ask
brokers which tools build trust and why. Clients’
responses also reveal which educational assets
improve satisfaction or decision-making.
Combining quantitative metrics with qualitative

Dashboards should track top assets, quote
flow improvements,and renewal acceptance
by segment. A claims explainer might improve
satisfaction scores, while a safety kit could
raise renewal rates in specific industries.

When results are reported clearly, marketing
earns recognition as a driver of growth,
retention and efficiency — not just a support
function in the company.
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Turning strategy into impact

How broker-ready content drives adoption,
retention and measurable growth

Broker-ready content blends clarity and compliance with practicality. By focusing on education
over inducements, simplifying complexity and involving compliance early, you create tools
brokers use daily. Togther, these assets build trust and improve submissions to strengthen
retention.

At Content Matterz, we pair Al’s speed with human expertise to ensure compliance and
accuracy. From audits and 90-day enablement plans to reusable toolkits and training, our
engines deliver adoption and ROI.

Start with a toolkit and measure results. Then, expand each ‘
quarter. The outcome: content that brokers rely on, ( } '
increased client trust and clearly demonstrated _
leadership values. )
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