
Market condit ions aggravat ing the situat ion

The average cost of acquisit ion 
in the insurance industry is 

$900.

$900
It costs 7-9 t imes more to 

attract a new customer than 
to retain an exist ing one.

7-9 t imes

The ROI woes for P&C insurance marketers
P&C insurance companies face increasing margin pressure due to high acquisit ion and retent ion costs.

“How can P&C insurance marketers leverage analyt ics to reduce acquisit ion 
and retent ion costs?”

SegMate: Get 360-degree visibility of 
your customer value chain

Discover customer groups, uncover their needs, and deliver 
personalized experiences with SegMate

LatentView’s SegMate helps insurance marketers with a targeted and data-driven 
approach. By leveraging ML models, GenAI insights, and social forum analysis, 
SegMate opt imizes both acquisit ion and retent ion efforts through hyper-segmentat ion.

Increase customer acquisit ion with a limited budget

SegMate: The insurance 
IQ to improve ROI

Improve customer retent ion with reduced costs

Customer Sentiment Story
CUSTOMER PULSE
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All All
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Claim Status

89K
#Customer At Risk

Churn Risk Persona

Major

Moderate

Minor

Low

High
Key Characteristics

Loyal customers who have highest property to churn that

would impact our revenue and brand health

� Claim status - Denied/Pending

� Incident resolution pending for more than 30 days

� Brand loyal customer fo more than 3 years

� Premium category size equal or above $150,000

Persona

Summary

53K
Total #Critical Customer

$489K
Avg. Premium

94
Avg. Resolution time (days)

13K
#claim settled

23K
#claim pending

18K
#claim denied

Customer Pain Point Analysis for Critical Churn level

Insurance Type

in 5 years

Claim status

Pending

Premium

500000

Incident type

Repeat

Reason for delay

Critical customer
52,830

> 5years
19,828

0 - 1 year
9,992

> 1 year
9,930

> 3 years
9,858

Pending
8,330

$500,000
6,147

Repeat
5,793

Balance billing
728

Delays
669

Unsatisfactory
604

Delays
257

New
368

$720,000
1,022

$300,000
925

$185,000
151

Denial of claim
6,653

Claim settled
4,951

Persona Breakdown

#Claims Vs Avg Resolution time

is 90 and


23.57%

is 150 days


44.57%

30-45 days


           6.4%

Is 60 and 90 days


17.13%

Avg. Resolution Time

Is 60 and 90 days

Is 60 and 130 days

150 days

30-45 days

40-60 days

Customer Breakdown By Claim Status

Denial of Claim 53.83%

Pending 11.15%

Claim Settled 25.01%

Claim Status

Claim Settled

Denial of Claim

Pending

Top reason for denial of claims
Cancel/renewal/upheld

Company position upheld

Failure to timely respond

Information furnished

Insufficient information

Mediation not eligible

No jurisdiction

Other

Policy not in force

VOICE OF CUSTOMER
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Brand

All

Top Insurance Themes

All
Negative Neutral Positive

Competitive Brand Sentiment Comparison

Overall Customer Sentiment Summary

Root cause analysis for Negative Brand Sentiment

Avg Sentiment score

0.52
-1 1

Reviews by sentiment

Positive 69%

Negative 26%

Neutral 5%

Fa FaFaFaacwww.latentview.com

Reduce your CAC payback period

Opt imize their market ing efforts, acquire the right customers, and retain valuable policyholders.

If you would like to understand more about how SegMate works, we encourage you to 
get in touch with us using the form on our website for a free consultat ion.

8696
Leads

3078
Qualified Leads

862
Deals

$0.424
Cost/Lead

$799.33K
Pipeline

$288.54K
Revenue

State Campaign
1/1/2020 12/31/2022 Executive Lead Summary

ML Based Lead Scoring

Demographic Persona Filtering

Microsoft Fabric GenAI Insights

Show me qualified leads count for last year 3940
QualifiedLeadsCount

Showing results for show me qualified leads count for last year (session date)

The Lead Aquisition Story

P2780

P3981

P5062

44

36

58

North Dakota

Oklahoma

Facebook Campaign_D

Campaign_F

Campaign_H

0

0

0

Facebook

FacebookMinnesota

Safe $431.
$462.

$401.

Warm Lead
High Potential

Warm Lead

Safe

Hazardous

Leads Age State Source Campaigns
Active


Insurance
Occupational Risk

Premium

value

Lead Score Lead Nature

0.989
0.948

0.948

Location Risk Leads Occupational Risk

1.24K
(46.72%)

1.41K (53.28%)

Occupational Risk

Safe

Hazardous

Lead Breakdown

Insurance Type Lead Nature
Homeowners Insurance

Auto Insurance Warm Lead

High PotentialHomeowners Insurance

Powersports Insurance Good to approach

Condo Insurance Sales Qualified Leads

Leads
8696

3560

2214

1438

757

710

678

672

154

Customer Acquisit ion with SegMate

Customer Retent ion with SegMate

Slow P&C industry growth

Limited new customer entry

Tightened market ing budgets Rising premiums

Diff iculty retaining customers

Unopt imized market ing spend

Enhanced customer experience: Focus on metrics like unique visitor rate, 
session durat ion, and query resolut ion t ime to improve customer engagement and 
conversion rates.

Improved customer conversion: Ut ilize analyt ics to ident ify the right customers 
for acquisit ion through techniques like lead scoring, priorit izat ion, and market ing 
mix modeling.

Opt imized market ing budgets: Employ analyt ics tools such as campaign uplift 
analysis and market ing spend opt imizat ion to maximize ROI and reduce customer 
acquisit ion costs.

Ident ify high-value customers: 
Leverage customer behavior analysis 
to retain prof itable customers with 
targeted strategies.

Ident ify at-risk customers: Ut ilize 
customer experience scores, sent iment 
analysis, and churn segmentat ion to 
predict and prevent customer churn.

Improved customer service: Focus on metrics 
like average handle t ime, f irst response t ime, claim 
closure rate, and customer sat isfact ion (C-Sat) to 
enhance service quality and customer loyalty.

Sign-up here now

https://www.linkedin.com/company/latentview-analytics/
https://www.facebook.com/LatentView/
https://twitter.com/latentview
https://www.youtube.com/c/LatentViewAnalytics/
https://www.instagram.com/lifeatlatentview/
https://www.latentview.com/
https://www.latentview.com/contact-us/

