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 No measurable correlation
‒ Spend less
‒ Follow, don’t lead
‒ Focus on vulnerabilities

 Strategic & tactical drivers

 Single variable vs. enterprise

Digitization & Value Creation
IT Spend vs. TSR

For additional information contact ACORD at memberservices@acord.org. 



 Methodology & Assessment

 Classification & Outcomes

 Implications & Imperatives

 100 carriers – $1.7T GWP, 40% of global

 7+ years – TSR, Revenue, EBITDA

 Digital Maturity vs. Performance

Digitization & Value Creation
Study: Overview

For additional information contact ACORD at memberservices@acord.org. 



 Consumerization 
 Data & Analytics
 Ecosystem Integration
 Operational Optimization
 Capabilities
 Value Management
 Models & Option Value
 Culture
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Automation:
Isolated, Purpose-focused2

Frozen:
Limited Awareness & Execution1

Digitization & Value Creation
Study: Methodology & Assessment

For additional information contact ACORD at memberservices@acord.org. 



Digitization & Value Creation
Study: Classification & Outcomes
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Digitization & Value Creation
Study: Classification & Outcomes, 2010-Q3 2018
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Nikkei 136

S&P 131

DAX 77

CAC 43

FTSE 27

Shanghai -

Implications & Imperatives
 Strategy
 Business Mix
 Scale & Scope
 Structure & Spend
 Leadership
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Digitization & Value Creation
Study: Implications & Imperatives

 Emerging Solutions Leverage
 Value-creating Experience
 Platform Influence Point

For additional information contact ACORD at memberservices@acord.org. 
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Digitization & Value Creation
Emerging Solutions Leverage: Years vs. Penetration (%)
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Digitization & Value Creation
Emerging Solutions Leverage: Innovation Diffusion

Trigger Peak Decline Leverage Plateau
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Digitization & Value Creation
Emerging Solutions Leverage: Innovation Diffusion

Trigger Peak Decline Leverage Plateau
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Digitization & Value Creation
Emerging Solutions Leverage: Viability Framework
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Expense to investment

Price shopper to inelasticity

Digitization & Value Creation
Value-creating Experience: Selected Imperatives
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>60%
Price-driven

~10%
CTB



QuoteShopAwareness

Digitization & Value Creation
Value-creating Experience: Digital Journey
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Digitization & Value Creation
Platform Influence Point: Traditional Value Chain 

Employers

Product Market Experience

 Value creation is relatively fixed and linear

Brokers & Agents InsuredsCarriers

For additional information contact ACORD at memberservices@acord.org. 



Digitization & Value Creation
Platform Influence Point: Platform Value Chain

Product Market Experience
Leveraged Growth: Open value-creating new growth paths beyond 
traditional organic or M&A options

Distributed Innovation: Empower participants to learn, co-evolve, 
and work cooperatively and competitively

Capacity & Competency: Enable focus on differentiated advantage while 
delivering value beyond capabilities of any single participant

Value is captured by occupying influence 
points in networked ecosystemsWinning Platforms

 Value creation increases and is dynamic

For additional information contact ACORD at memberservices@acord.org. 
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