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Real-Time Competitive ,
Pricing Intelligence

In transparent markets, the strategic
advantage belongs to organizations that can
detect meaningful change early, interpret it

The market moves continu ously. quickly, and respond with discipline.
Competitive awareness should, too.

Term life insurance has become a highly transparent and dynamic market, yet many carrier organizations still rely on
periodic competitive reporting to guide pricing and product decisions.

Pricing changes, underwriting adjustments, product updates, and shifts in distributor behavior can alter competitive
positioning quickly. By the time traditional reports are reviewed, opportunities may already have been missed.

1-2 Days 2-4 Weeks

Real Time Response Window VS. Traditional Monitoring Workflow
Carriers using real-time pricing intelligence Organizations relying on traditional
typically respond to competitive pricing monitoring approaches may take 2—4
changes within 1-2 business days. weeks to respond.

Awareness Velocity is the New Advantage

The challenge is no longer access to data.

It is awareness velocity: the time ( )
between a market event, Real-time competitive
organizational awareness, and pricing intelligence
informed decision-making. closes the gap

, . . between market
As competitive pressures increase, carriers d
need timely insight into meaningful market moyement E.m
changes, the business context behind those business action.
changes, and the ability to evaluate response

- J

options before results are impacted.

Continued on the following page »
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From Competitive Intelligence to Competitive Awareness

The Strategic Shift

Traditional competitive intelligence explains where the market has been.

Competitive awareness reveals where the market is moving, which segments are affected, and what actions

should be considered.

Visibility @

Context

f all
Decision Velocity

Timely visibility into meaningful
competitive changes

Clear context regarding the
potential business impact

Insights delivered quickly
enough to support action

Why Term Life is Uniquely
Competitive

Term life remains one of the most transparent
products in financial services, making pricing
differences highly visible to advisors and consumers.

At the same time, competitiveness is shaped by
more than price alone. Underwriting philosophy,
service, product design, digital experiences, and

distribution relationships all influence carrier selection.

The Challenge

A carrier may remain competitive overall while
losing position within a high-value market segment.

The Awareness Gap

Aggregate reporting can mask segment-level
changes until quoting activity, applications, or
placements have already been affected.

Delayed Awareness Creates Four Interconnected Risks

01 Revenue Risk

Competitive movements often appear first through
changes in quote activity, advisor behavior, or
distributor engagement. By the time production
results confirm a trend, growth opportunities may
already have been lost.

03 Distribution Risk

Distributors expect carriers to understand their
competitive position. Current data-driven insights
support more productive conversations and
strengthen distribution relationships.

02 Profitability Risk

General perceptions that a product is uncompetitive
can trigger broader pricing actions than necessary.
Without precise market insight, carriers may
sacrifice margins in segments where they already
maintain strong competitive positioning.

04 Decision Risk

When market signals arrive slowly or inconsistently,
leaders face greater uncertainty when evaluating
pricing, product, and distribution strategies.

Continued on-the following page
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The Cost of Waiting is Cumulative

A slow signal does more than delay a pricing decision. It can affect how the field perceivesacarrier, how
resources are allocated, and how confidently leaders choose a course of action.

BROADER

Awareness Velocity Creates Measurable Advantage
The Business Value

Organizations that reduce the time between market change and business understanding are better positioned to protect
growth, preserve margin, and focus resources where they matter most.
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Protect market share in target l Improve quote competitiveness

v
segments
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Allocate pricing resources more / Strengthen distributor
effectively confidence

/ Preserve profitability through more l Increase confidence in strategic
targeted actions decision making

Beyond Detection: Understand Business Impact

The value of real-time competitive intelligence is not simply knowing that something changed. The real value
lies in understanding whether the change matters and what options are available.

WHAT CHANGED? WHAT IS THE IMPACT? WHAT SHOULD WE DO?
|dentify the market event Evaluate likely implications Choose to act, monitor, or
and the segments for growth, profitability, maintain course with
affected. and distribution. confidence.

Continued on the following page »
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Build a Competitive Awareness Strategy
Operating Model

Leading carriers generally share three common practices. Together, they turn a stream of market events into a
disciplined decision system.

Focus on What Matters

Prioritize competitors, products, customer segments, and distribution channels with the
greatest impact on business performance.

Define Materiality

Establish thresholds that align competitive events with business value, growth
objectives, and profitability goals.

Measure Outcomes
Track business results rather than monitoring activity alone.

The advantage is not reacting faster.
It is making better decisions sooner.

A slow signal does more than delay a pricing decision. It can affect how the field perceives a carrier, how
resources are allocated, and how confidently leaders choose a course of action.

DETECT DECIDE
Surface meaningful Select the best
changes response

INTERPRET | [E] [E MEASURE
Access context and Track business
mMateriality outcomes

Continued on the following page
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A Response Does Not Always Mean Repricing

Depending on the signal, organizations may choose to reinforce existing strengths, adjust field messaging,
focus on priority segments, or continue monitoring market developments.

ACT MONITOR MAINTAIN
Take a targeted pricing, Watch the movement against Stay the course when the evidence
product, or distribution action. defined thresholds and indicators. supports current positioning.

Competitive agility is a repeatable capability, not a

one-time pricing exercise.

Move From Periodic Intelligence to Continuous
Awareness

Move Forward

Organizations that consistently outperform in transparent markets share a common advantage: they reduce the
time between market change and business understanding.

Explore how leading life insurance carriers are using real-time competitive
pricing intelligence to:
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to reduce friction, improve operational efficiency, and accelerate digital
transformation across the term insurance lifecycle. E
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