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Renewals are the foundation of every independent P&C agency. They
drive recurring revenue, create stability in the book of business, and
open the door for cross-sell, upsell, and referral opportunities. A strong
renewal process not only protects today’s income but fuels tomorrow’s
growth.

The problem is that renewal risk rarely announces itself until it is too late. A customer
starts shopping, a competitor presents alternatives, or a rate increase arrives without
warning. Suddenly the agency is on the defensive. In hard markets, where price sensitivity
is high and carrier appetites shift quickly, the margin for error shrinks even further.

This ebook explores why losing renewal business is so damaging and what agencies
can do to change the equation. Rather than treating renewals as unpredictable events, it
shows how to turn them into a managed process that works consistently in your favor. The
focus is on what agencies can control: identifying risk early, responding with speed,
presenting credible alternatives, and guiding customers through a simple, transparent
experience.

Along the way, we highlight the bolt capabilities that make this possible. Proactive
Renewals notify agents before customers feel the impact of rate movement. One-click re-
quote and real-time quoting minimize manual work and bring options to the table faster.
Configurable filtering directs attention to the accounts that matter most. Asynchronous
quoting flows remove scheduling friction so momentum is never lost. Together, these tools
give agencies the power to transform renewals from a vulnerable point of churn into a
dependable engine of retention and growth.

This is not just theory. The chapters ahead break renewal retention into clear, actionable
steps and provide a practical playbook your team can put into use immediately. By aligning
your processes with the way customers make decisions and equipping producers with the
right tools, you can build the kind of renewal experience that keeps customers loyal year
after year.
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Why Renewal Losses Are So Devastating for P&C
Insurance Agencies

Today's property and casualty agencies are under more pressure than ever to deliver greater value with
fewer resources. Rising rates, shifting carrier appetites, and increasingly demanding customers make it
harder to sustain predictable growth. Agents need tools that help them stay ahead by responding to change
proactively, reducing manual work, and engaging with clients at the right moment. Without that support,
valuable time is lost, retention declines, and growth becomes harder to sustain.

Renewals are the lifeblood of independent agencies. They generate recurring revenue that funds operations,
stabilize the book of business, and create opportunities for cross-sell, upsell, and referrals. A retained
customer not only delivers ongoing commissions but also strengthens loyalty, deepens the relationship,
and contributes to a healthier long-term growth trajectory.

When an agency loses a renewal, the damage compounds. It is not just one policy walking out the door. It is
the loss of a multi-year relationship, the referrals that might have followed, and the data that could have
improved future pricing and advisory recommendations. Over time, repeated losses erode scale, limit carrier
leverage, and leave producers scrambling to replace lost accounts with new business just to break even.

The challenge is even sharper in today’s market. Customers are shopping more actively, making every
renewal a potential churn event. Competitors are quick to seize on any moment of friction, often reaching
your clients with alternatives before you have a chance to respond. Agencies that cannot present timely,
competitive options risk falling behind in the conversation.

This is why renewals must be treated as a strategic priority. Protecting them helps you maintain current
revenue but also builds the foundation for future growth. Agencies that master renewals defend their
margins, strengthen customer loyalty, and create the breathing room to grow on their own terms. That is
the lens through which this ebook is written: helping you see retention as both the shield that protects your
agency and the engine that propels it forward.

The Real Reasons Renewals Slip

When agencies lose renewal business, it is rarely because of one catastrophic mistake. More often, it is the
slow accumulation of small process gaps that compound into lost accounts. Each missed signal or
delayed response may seem minor in isolation, but together they create the kind of customer experience
that pushes policyholders to shop elsewhere.

The good news is that these gaps are preventable. By addressing them directly, agencies can replace
leakage with loyalty and build a more predictable book of business. Here are the four most commmon
causes of renewal loss, and how bolt enables you to close the gaps.
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Reason 1: Late awareness of rate movement

If you discover exposure at the same moment your customer does, you start the conversation from
behind. The better path is early awareness. Proactive Renewals highlights likely increases before
they hit the customer, giving agents time to re-quote in a click and present alternatives before the
client begins shopping.

Reason 2: L ack of prioritization

A renewal calendar that treats every policy the same creates wasted effort. Configurable filtering
surfaces the renewals that matter most, such as those showing price changes, coverage gaps, or
engagement red flags. Organizing by geography, product, or account priority ensures producer time
goes first to the highest-impact accounts.

Reason 3: Slow or fragmented remarketing

A renewal calendar that treats every policy the same creates wasted effort. Configurable filtering
surfaces the renewals that matter most, such as those showing price changes, coverage gaps, or
engagement red flags. Organizing by geography, product, or account priority ensures producer time
goes first to the highest-impact accounts.

Reason 4: Limited choice

A price conversation without credible alternatives is a dead end. With instant access to a broad network of
carriers, bolt equips agents to shift the conversation from cost alone to one about fit and value. Customers
see options that are competitive and aligned with their needs, making them less likely to walk away.

Why this matters

A price conversation without credible alternatives is a dead end. With instant
access to a broad network of carriers, bolt equips agents to shift the conversation
from cost alone to one about fit and value. Customers see options that are
competitive and aligned with their needs, making them less likely to walk away.

How to
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The Three Signals You Should Never Ignore

Renewal retention rarely fails without warning. The real danger is when agencies overlook or dismiss the
early signals that a customer may be preparing to leave. Ignoring these cues turns renewals into reactive
fire drills, where producers are always one step behind the customer. Recognizing and acting on these
signs early, however, transforms renewals from a point of risk into a moment of confidence and loyalty.

bolt makes it possible to monitor these signals and respond in a way that keeps customers engaged. The
three signs below should always trigger immediate attention. Each is paired with a fix that bolt enables
inside your workflows, so your team can move from reactive scrambling to proactive control.

Signal 1: You are reacting to renewals instead of leading them

If outreach begins at the renewal date or only after a pricing complaint, the conversation is already
defensive. The fix is to identify likely increases in advance and start on the front foot. With Proactive
Renewals, agents are notified before customers start shopping. One click re-quote lets you return
quickly with options, so you are prepared before the client even raises a concern.

Signal 2: You cannot see which customers are at risk

Without a clear way to rank urgency, high-risk policies slip through the cracks while teams spend
time on low-impact touches. The solution is configurable filtering that surfaces policies showing
price movement, coverage gaps, or engagement flags. Organizing work by geography, product, or
account priority ensures that effort goes first to the accounts where it matters most.

Signal 3: Customers are asking for alternatives and you cannot deliver fast enough

The moment a client requests options, speed becomes the differentiator. Real-time quoting with
minimal manual entry, paired with asynchronous quoting flows, shortens cycle time and removes
scheduling friction. By bringing credible choices to the table faster, you control the momentum and
reinforce your role as the trusted advisor.

ﬁ Why this matters

The warning signs of churn are not subtle. \What separates agencies that win
renewals from those that lose them is how quickly and effectively they respond. bolt
gives you the visibility, prioritization, and speed needed to turn these signals into
action. When you address risk before the customer raises it, you do more than save
the account. You build the kind of confidence that keeps customers loyal long after
renewal season ends.
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A Retention Playbook You Can Put Into Practice
This Quarter

Renewals are too important to leave to chance. The following playbook is designed to give your producers
and CSRs a repeatable, confidence-building process for saving at-risk accounts and reinforcing loyalty. It is
intentionally simple: grounded in how customers make decisions and directly mapped to the capabilities
you already have with bolt today.

This playbook has three parts:

1. Tips for structuring your renewal process — practical steps that align with the way customers evaluate
options.

2. Talk tracks for tough conversations — tactical language producers can adapt to common scenarios.

3. Email and call templates — ready-to-use communications that set expectations and move renewals

forward.

Use them together as a toolkit. Each piece reinforces the others, giving your team the clarity, consistency,
and speed needed to win renewals more often.
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Tips for Structuring Your Renewal Process

Retention improves when your renewal process mirrors the way customers think: they want awareness
early, simple choices, timely responses, and a clear recommendation. These five steps give your team a
predictable rhythm that makes renewal saves repeatable.

Step 1: Seerisk earlier

Turn Proactive Renewals on for your priority books and confirm notification settings for producers
and CSRs. The goal is earlier awareness, not just earlier calendar reminders. When a likely rate
movement is flagged, create a standard internal task: review fit, trigger re-quote, prepare a short
summary of options with a recommendation.

One of the first steps to make with a customer during renewal or shopping is to do a coverage
review that ensures all discounts are maximized and premiums are aligned with risk. In most cases,
the best starting point is to keep the customer with their current carrier before spending time
shopping them with other carriers.

Step 2: Focus on the right policies first

Adopt the filtering model from your draft. Build views that surface policies with price changes,
coverage gaps, or engagement flags, segmented by geography, product, or account tier. Work these
lists daily. Your operational rhythm becomes more predictable, and your highest-risk customers
hear from you earlier.

Step 3: Respond with speed and choice

Agents should be able to move from “signal” to “options presented” with very little re-keying or back
and forth. Use one-click re-quote to generate new alternatives and rely on real-time quoting to
reduce manual work. When a live call is impractical, shift to asynchronous quoting flows so the
customer can review and respond on their schedule without losing momentum.

Step 4: Communicate with clarity and empathy

Frame the conversation around goals and fit, not just price. Acknowledge the change, explain what
you did on the customer’s behalf, present two or three options, and recommend the one that best
balances coverage and cost. Keep the summary tight and action-oriented.

Step 5: Close cleanly, then capture the learning

When the customer decides, finalize the change and document what saved the renewal. Capture
tags like “timely outreach,” “better coverage at same price,” or “switched carrier within appetite” so
you can refine filters and messaging over time.

How to Win Renewals and Keep Customers for Life




bolt

Talk Tracks for Tough Renewal Conversations

Scripts are not meant to be recited word-for-word. Instead, they give producers a confident starting point
for handling high-friction situations. These talk tracks are short, direct, and grounded in the workflows bolt
enables, so your team can adapt them naturally to their own style.

Always begin renewal or remarketing conversations with questions. Asking about changes in the insured’s
life helps you surface important details and signals attentiveness. Examples include: Have there been any
new cars, homes, or drivers added? Any accidents or violations in the past year? This not only ensures
accuracy but also builds trust by showing you are invested in the customer’s full picture.

‘s Ifthereis a likely price increase

“Thanks for your time. We have been monitoring your renewal and saw a change coming, so we went
to work early. Before we review options, can you share if there have been any changes in your vehicles,
drivers, or home that | should account for? Based on what you tell me, | have two options that keep
your coverage aligned with your needs. Here is a short summary of what changes and what you would
pay. My recommendation is Option A because it protects what you value while lowering your out of
pocket. Would you like to talk it through or should | send the one-page summary to review today”

“. If the customer asks for alternatives

"Absolutely. | have already generated fresh quotes for you to compare. Before we walk through them, let
me quickly confirm: have there been any new cars, drivers, or other changes this year? Once we know
that, I'll show you where the options differ and what | would choose in your position. We can wrap this up
today, so you do not need to keep shopping.”

‘2 If scheduling is difficult

“No problem. | can send a secure link with a simple comparison so you can review it tonight and click
to confirm the one you prefer. If questions come up, | am here.”

How to Win Renewals and Keep Customers for Life 9
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. If the customer is silent

“We have reviewed your renewal and prepared options. | can send a concise summary for you to
approve on your schedule, or we can talk for five minutes today. What works best for you”

Communication Assets for Producers

Even when producers know what to say, it helps to have customer-ready templates that can be sent with
minimal effort. These emails and call outlines make sure communication is timely, consistent, and framed
around customer needs.

Email: Early expectation setting X

Subject: We are reviewing your renewal early

Hi [Name],
We are reviewing your renewal and noticed a change that could affect your premium.
We are preparing alternatives so you can compare options that keep your coverage

aligned with your needs. I will follow up with a short summary and a
recommendation. If you would like to talk sooner, I am available today.

Thanks,
[Producer name]
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Email: Options summary with recommendation

Subject: Your renewal options to review

Hi [Name],

I prepared two options so you can compare. Option A keeps your current coverage
with a lower premium. Option B adds [coverage detail] and changes [deductible
detail]. My recommendation is Option A based on your priorities from our last
conversation. Reply with your preference or click the link below to approve on
your schedule.

Thanks,
[Producer name]

Call outline: The five-minute renewal save
1. Begin with questions to uncover changes: Ask about new cars, drivers, homes, or any accidents
or violations since the last renewal. Confirm whether their goals or circumstances have shifted.
2. Acknowledge the change and set context for the conversation.

3. Present two or three viable options based on both the renewal details and what the customer
shared.

4. Explain differences in plain language, highlighting tradeoffs and value.
5. Recommend the best fit.

6. Offer to finalize now or send a summary link for later review, depending on the customer’s
preference.

These templates reduce friction for producers and customers alike. By standardizing the tone and
structure of outreach, you make sure every renewal interaction reinforces trust, communicates value, and
moves smoothly toward completion.

W

Retention is not won with one tool or one tactic. It takes a coordinated system of process
discipline, producer confidence, and consistent communication. This playbook is designed
to bring all three together, giving your team a practical framework they can put into

practice this quarter—and see measurable impact in the renewals that stay on your books.

How to Win Renewals and Keep Customers for Life



bolt

Process Controls That Prevent Renewal Leakage

Even well-intentioned renewal teams can lose business when details slip through the cracks. Leakage
often comes not from lack of effort, but from inconsistent processes and tools that make it hard to scale.
By putting a few simple but powerful controls in place, agencies create a foundation to reduce leakage and
transform renewals into a reliable growth channel.

Early warning triage

Start with a shared queue of notifications from Proactive Renewals and assign clear ownership. Work the
list daily. A straightforward color code: red for likely price movement, amber for engagement flags, green
for standard check-ins, keeps the focus on speed and clarity rather than complexity.

Standardized remarketing packet

When rate pressure or coverage gaps call for alternatives, consistency is key. Use one-click re-quote to
assemble options quickly, then add a concise comparison that highlights tradeoffs. Building a library of
common coverage explanations means producers no longer rewrite the same content, and customers
benefit from clear, repeatable guidance.

Scheduling defaults that respect customer time

Every customer values convenience differently. By making asynchronous quoting flows the default, you let
most clients review and respond on their schedule. For those who prefer a live call, make it easy to
connect, but never let calendar coordination delay progress.

Scheduling defaults that respect customer time

Every customer values convenience differently. By making asynchronous quoting flows the default, you let
most clients review and respond on their schedule. For those who prefer a live call, make it easy to
connect, but never let calendar coordination delay progress.

Continuous improvement loop

Renewal excellence is built over time. At the end of each week, capture two quick lessons: one renewal you
saved and one you missed. Tag what drove the outcome and refine your filters or talk tracks accordingly.
With each cycle, the system takes on more of the heavy lifting, freeing your team to spend less time
chasing and more time advising.

When these controls become part of the agency’s rhythm, renewals stop being a scramble. They turn into
a structured process where exposures are caught early, customers receive timely options, and lessons
compound into long-term performance gains. That consistency is what keeps more customers in the book
year after year.
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The Renewal Experience Customers Deserve

Customers do not expect miracles at renewal. They expect clarity, options, and responsiveness from an
agency that knows their needs. A renewal process built for today’s environment should consistently deliver
five essentials:

No surprises

Uncertainty erodes trust. Early outreach that explains what has changed and how you are addressing it
reassures customers that you are in front of the situation and acting in their interest.

Clarity in one page
Complex comparisons overwhelm. A concise summary in plain language, paired with a clear
recommendation, gives customers the confidence to make a decision without second-guessing.

Convenience

Modern clients value time as much as price. Providing a link they can review on their schedule eliminates
long hold times and the endless back-and-forth of scheduling.

Choice with context

Customers want options, but not a flood of them. Presenting a small set of credible alternatives, backed by
advisory context that explains tradeoffs, balances choice with professional guidance.

Action without friction

Once a decision is made, every extra step feels like wasted effort. A clear, seamless path to approve, sign,
and move on ensures customers ascribe the value to your advice, not the burden of process.

Delivering on these five essentials requires more than good intentions. It takes tools designed to surface
exposures early, streamline communication, generate competitive alternatives, and provide a modern
digital-first experience. That is exactly what bolt equips agencies to do—turn renewals into a moment of
confidence and loyalty rather than a point of risk.
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How bolt Supports Renewal Wins,
Mapped to the Work That Matters

Winning renewals requires more than good intentions. It depends on consistent execution across a set of
critical steps: identifying risk, prioritizing effort, generating competitive alternatives, keeping momentum, and
giving customers real choice. bolt's platform is purpose built to help agencies succeed at each of these.

Detect exposure early and route

work

Proactive Renewals monitors policy data and
flags accounts likely to experience significant
rate movement. By surfacing those exposures
early, your team has the chance to re-engage
customers before they start shopping,
positioning you to get ahead of churn.

Focus attention on the right

accounts

Not every renewal demands the same effort.
bolt's configurable filtering helps agents
concentrate where it matters most—policies
with price changes, coverage gaps, or
engagement red flags. Organized by
geography, product, or account priority, the
view ensures producers invest their time
where retention is at risk.

Generate competitive
alternatives quickly

When customers want to see options, speed
matters. One-click re-quote and real-time
market calls reduce manual work so agents
can present competitive alternatives without
delay. Instead of days of back-and-forth, you
can respond in hours or even minutes.

bolt
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Keep momentum without

scheduling delays

Every lapse in communication creates space
for competitors. With asynchronous quoting
flows, customers can review and respond on
their schedule. That flexibility keeps deals
moving forward even when live conversations
are not possible.

Give customers credible choice
Renewal conversations carry weight because
customers know they can shop around. With
bolt's access to a broad network of admitted,
surplus, and wholesale markets, agents can
offer credible alternatives that solve price
pressure without cutting coverage quality. It
transforms renewals from a defensive posture
into an opportunity to demonstrate value.
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Make Renewals Your Growth Engine

Renewals are not just the back half of the customer journey. They are the foundation of agency growth.
Agencies that win renewals consistently protect their book, expand revenue, and deepen trust with
customers. Yet too many still rely on manual processes and fragmented tools, leaving valuable accounts
vulnerable to churn.

With bolt, renewal season becomes a proactive growth cycle. Proactive Renewals automatically track
every expiration, requote across carriers in a click, and surface competitive options before your clients
start shopping around. A single, audit-ready CRM record keeps every customer interaction visible, while
appetite intelligence and wholesale access ensure you can place coverage even in hard markets.

The most successful agencies are proving the impact: bolt partners have achieved increases of more
than 40 percent in quoted premium within 18 months, expanded from one product line to five, and scaled
their reach across all 50 states. These are not isolated wins. They show what happens when renewals
stop being a reactive task and become the engine of growth.

Your producers are ready to sell more. Your customers are ready for a modern, digital-first experience.
With bolt, you have the platform to protect more renewals, strengthen client relationships, and build
growth into every cycle.

The most successful agencies do not wait for renewal day. They see
risk earlier, move faster to present credible options, and reduce
customer effort at every step. -

Take your next step. Let's turn your renewals into
a growth engine. Contact bolt today to see how.
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About bolt

) DTl } L 505 PO Box 105608
bolt is the leading distribution platform for P&C insurance, uniting distributors and Atlanta, GA 30348-5608
insurers to transform the way insurance is bought and sold. The result is the world's lttech.io

largest tech-enabled exchange of insurance products, including two-thirds of America's
leading insurers, helping businesses of all kinds distribute insurance, expand market For more information
reach, and meet more of the insurance and protection needs of customers. o@boltinc.com
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