
Criteria SettingsMonthly Business Report Year: 2006 Agcy: All Agencies
by Producer Month: September Brch: 1

Pr1: All Producers Dept: All Departments
Include Other Month Policies: Yes

Producer: Removed for Sample - BC

Previous Term Current Term Commission Variance

Client Name Pol_idx Type Status 1st Written Eff Date Exp Date Years CSR Premium Comm BCO Premium Comm Dollars % Class
Client Names Removed VISTA-2-7001 PEAO REN 11/09/2004 11/09/2005 11/09/2006 2 NF 104,582 12,664 AC2 0 0
Client Names Removed VISTA-2-8001 FIDU REN 12/16/2004 02/01/2006 02/01/2007 2 NF 5,288 793 CHU 6,030 905

VISTA-2-8003 CR-S REN 12/16/2004 02/01/2006 02/01/2007 0 0 CHU 0 0
VISTA-2-8004 KIDN REN 12/16/2004 02/01/2006 02/01/2007 0 0 CHU 0 0

Client Names Removed VISTA-2-9001 SPEC CN1 07/14/2006 07/14/2006 08/05/2006 0 NF 0 0 ABI 309 309
VISTA-2-9002 GL-S CN1 07/14/2006 07/14/2006 08/05/2006 0 0 ABI 1 1

Client Names Removed WALLKE1-1001 PPKG REN 07/10/1995 09/15/2006 09/15/2007 12 KD 7,098 923 CNP 7,440 923 0 0.00% REN
WALLKE1-1002 HOME REN 07/10/1995 09/15/2006 09/15/2007 0 0 CNP 4,878 594 594 100.00% REN
WALLKE1-1003 AUTO REN 07/10/1995 09/15/2006 09/15/2007 0 0 CNP 2,169 277 277 100.00% REN
WALLKE1-1005 PUMB REN 07/10/1995 09/15/2006 09/15/2007 0 0 CNP 393 51 51 100.00% REN

Client Names Removed ZERO2-1-1001 PCKG NEW 09/14/2006 09/14/2006 09/14/2007 1 SI 0 0 HAT 500 75 75 100.00% NEW
ZERO2-1-1002 PROP NEW 09/14/2006 09/14/2006 09/14/2007 0 0 HAT 0 0 0 0.00% NEW
ZERO2-1-1003 GL-S NEW 09/14/2006 09/14/2006 09/14/2007 0 0 HAT 0 0 0 0.00% NEW
ZERO2-1-1004 CA-S NEW 09/14/2006 09/14/2006 09/14/2007 0 0 HAT 0 0 0 0.00% NEW
ZERO2-1-1005 PHT1 NEW 09/14/2006 09/14/2006 09/14/2007 0 0 HAT 0 0 0 0.00% NEW

Client Names Removed ZERO2-1-2001 INET NEW 08/31/2006 08/31/2006 08/31/2007 1 SI 0 0 ITR 5,000 500

Summary for: Removed for Sample - BC

By Client Count By Policy Count By Policy Premium By Policy Commission

Eligible Accounts: 41 Eligible Policies: 53.00 Eligible Policies: $240,079.79 Eligible Policies: $31,522.16

Retained Accounts: 39 Renewed Policies: 39.00 Renewed Policies: $207,449.79 Renewed Policies: $28,425.76

Lost Accounts: 2 Lost Policies: 14.00 Lost Policies: $32,630.00 Lost Policies: $3,096.40

Retention %: 95.12% Retention %: 73.58% Retention %: 86.41% Retention %: 90.18%

New Accounts: 5 New Policies: 11.00 Market Force: $76,713.34 Market Force: $10,497.91

Revised Active Account Total: 44 Revised Active Policy Count: 50.00 New Policies: $144,420.00 New Policies: $15,372.26

True Book Growth: 7.32% True Book Growth: -5.66% Revised Active Prem: $428,583.13 Revised Active Comm: $54,295.93

True Book Growth: 78.52% True Book Growth: 72.25%

Average Revenue %: 12.67%

Average Policy Revenue: 1,085.92
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AB Solutions, Inc.
Black vs. Grey records
The report is run for a date range.  In this sample, the default of one month is used.  However, the report must consider all policies a client has, if they are in the selected period or not in order to make decisions about client counts (a lost policy does not equal a lost client if that client still has other active policies).

An option to show all policies or hide them is included, and if the user decides to show them, policies that are considered but that are outside the selected time frame show up in grey instead of black.

The information displayed in these first columns is pulled directly from the Policy/Billing Screen.
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AB Solutions, Inc.
Class
The Class Column IS NOT the Status entered in TAM.  (Unfortunately, the Status field in TAM is too often poorly updated to be relied upon for reports of this type).  Class is determined by the report based on available date information.  Possible classes are:

NEW: 1st Written and Effective dates are close to each other

REN: Expiration date indicates current, but 1st Written and Effective are not close to each other

LOST: Expiration date is in the past

FLAT: Expiration date is in the past, but the 1st Written date and the expiration date are close to each other 
(FLAT's are not included in any of the summary calculations).
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AB Solutions, Inc.
Previous Term
Previous Term numbers are based on Transaction data.

The report looks at the dates that are currently on the billing screen.  It figures out the current term and then goes back one of those terms.  It then gathers the transactions that fall within that projected previous policy term.

Transaction belong to a specific term based on the TRANSACTION EFFECTIVE DATE.  Not the transaction entry date, and not the transaction accounting month.  

This is important to note, because transaction entry errors where an improper transaction effective date is used will wreck havok on a lot of an ageny's ability to produce adavanced summarized data - like this report.
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AB Solutions, Inc.
Current Term
Current Term data is just what is currently showing on the Policy/Billing screen in TAM.
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Client Count Summary Info
Explanation of the more importatant information in the "By Client Count" summary data box:

Eligible Accounts: At least 1 policy fell within the desired date range for inclusion on the report

Retained: The client has at least 1 policy still active, regardless of if that policy fell within the selected date range or not

Lost: The client has no remaining active policies.

New Accounts: A new policy was written on an account that had no other policies that preceded the selected date range of the report.

True Book Growth: A term the author of the report made up - it's simply the total percentage change after factoring in retention, market force, and new business.
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Policy Commission Summary Info
Explanation of the more importatant information in the "By Policy Commission" summary data box:

Eligible Policies: From the Previous Term Column.  Includes the total commission for all policies in the selected date range that were not determined to have a class of "FLAT" or "NEW" by the report.

Renewed Policies: From the PREVIOUS TERM Column.  Includes the total commission for all policies in the selected date range that were determined to have a class of "REN" by the report.  Note:  This number comes from the previous term column so that the change in commission due to "Market Force" can be isolated.

Lost Policies: From the PREVIOUS TERM COLUMN.  Includes the total commission for all policies in the selected date range that were determined to have a class of "LOST" by the report.  

Market Force:  The difference between the Previous Term commission and the Current Term commission for all policies in the selected date range that were determined to have a class of "REN" by the report.

New Policies:  From the Current Term column.  Includes the total commission for all policies in the selected date range that were determined to have a class of "NEW" by the report.

True Book Growth: A term the author of the report made up - it's simply the total percentage change after factoring in retention, market force, and new business.
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General Report Notes
This report is designed to summarize 3 thngs;
   1) Retention
   2) New Business
   3) Market Forces

It was designed with the intent of being a monthly report, but it could be expanded to include a broader range of dates if someone really needed it to.

This is a very complex report.  There are a lot of specific decisions that must be made and then factored into the proper updating of the report before it can be run for any agency.  For example: 
Should a policy that has been cancelled mid term show up on this report as lost in:
   A) The month the policy was lost.
   B) The month the policy would have renewed had it not been lost.
               (Note: The downloadable version does option B)



