Checklist: Carrier Guide to Optimizing
Producer Compensation Strategy

A carrier's compensation strategy does more than determine how producers are paid. It plays a direct role in
how they prioritize carriers, position products, and ultimately decide where to place business.

In practice, compensation becomes one of the clearest signals you can send to your distribution partners.
It communicates what you value, where you want to grow, and how you expect producers to engage with
your products. When that signal is sirong and aligned, it drives performance. When it's unclear or difficult to
navigate, it creates friction, slows growth, and opens the door for competitors.

At the same fime, distribution is becoming more complex. Multi-tier hierarchies, evolving incentive structures,
and rising expectations for fransparency are pushing legacy compensation processes beyond their limits. Many
carriers are still relying on fragmented systems or manual workarounds, making it difficult to adapt quickly or
confidently answer a simple question: are we rewarding the right behaviors?

Use this checklist to evaluate whether your compensation strategy is enabling growth or holding it back.

Strategy & Alignment: Rewarding the Behaviors That Drive Growth

Compensation is one of the most direct levers carriers have to influence producer behavior. When incentives are
aligned to strategic goals, they guide growth. When they aren’t, they can quietly work against it.

—

Compensation plans are clearly aligned to business priorities (target products, segments,
geographies).

Incentives are intentionally designed to influence producer behavior, not just reward outcomes.

Compensation performance is regularly evaluated to ensure it's driving the right mix of business.

Underperforming or outdated incentive structures are identified and adjusted.
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Leadership and distribution teams are aligned on what success looks like.

—



Visibility & Transparency: Gaining a Clear View of Compensation Performance

Limited visibility info compensation creates friction across the business. Without a clear, centralized view, teams
struggle to answer basic questions, producers lose trust, and decision-making slows.

—

Compensation data is centralized across products, channels, and producer hierarchies.
Producers have access to clear, accurate, and easy-to-understand earnings statements.
Finance, operations, and distribution teams are working from consistent and reliable data.

Compensation activity can be easily tracked to understand what is being paid, fo whom,
and why.
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Compensation-related inquiries are minimized through greater fransparency and accessibility.

—

Operational Efficiency: Reducing Manual Effort and Increasing Accuracy

Manual compensation processes slow teams down and infroduce unnecessary risk. As complexity increases,
reliance on spreadsheets, reconciliations, and technical workarounds makes it harder to scale efficiently or
maintain confidence in the numbers.

—
Commission calculations are automated across products, channels, and hierarchies.
Payment cycles, including adjustments and exceptions, are streamlined and system-driven.
Reliance on spreadsheets and manual reconciliation processes is minimized.

Compensation changes can be implemented without heavy IT involvement.
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Errors that lead to delays, rework, or disputes are minimal or nonexistent.
—

Flexibility & Speed: Adapting Incentives as the Market Evolves

In a dynamic market, compensation strategies need to move as quickly as the opportunities they're designed
to capture. Rigid systems and slow change cycles make it difficult to respond to competitive pressure, test new
approaches, or scale what works.

—

New incentive programs can be launched without long development or approval cycles.

Compensation structures can be adjusted by product, channel, or producer segment.

O
O
C] Changes can be made quickly in response to market shifts or competitive pressures.
() Incentive strategies can be tested and refined based on performance data.

O

Successful programs can be scaled efficiently across the organization.

—



Complexity Management: Supporting Modern Distribution at Scale

As distribution models evolve, compensation structures become more layered and difficult to manage.
Without the right systems in place, complexity leads to inconsistencies, delays, and increased risk across
the organization.

—
D Multi-level hierarchies, including agencies, MGAs, FMOs, and individual producers, are fully
supported.

Compensation rules can be managed across products, regions, and roles without added
complexity.

Overrides, splits, and special incentive structures are calculated accurately.

Organizational changes, such as promotions, fransfers, or hierarchy updates, are automatically
reflected systemwide.
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Accuracy is maintained as distribution grows in size and complexity.
—

Agent Experience: Strengthening Trust Through Clarity and Consistency

Compensation is one of the most visible touchpoints in the producer experience. When it's clear, accurate,
and timely, it builds trust and reinforces partnerships. When it’'s noft, it creates friction that can influence where
producers choose to place business.

—

Producers have self-service access to compensation details and earnings information.
Compensation statements are clear, accurate, and easy to understand.
Payments are fimely, predictable, and consistent.

Compensation disputes are minimal and resolved quickly.
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Transparency in compensation contributes to stronger producer relationships.
—

Integration & Ecosystem: Connecting Compensation to the Distribution Strategy

Compensation does not operate in isolation. When it's disconnected from onboarding, compliance, and
optimization solutions, it creates inefficiencies and limits visibility. Connected systems enable carriers to operate
more efficiently and make more informed decisions across the distribution lifecycle.

—

Compensation systems are infegrated with onboarding, licensing, and producer management
platforms.

Data flows seamlessly across systems without duplicate entry or manual reconciliation.
Compensation insights can be used to inform broader distribution and growth strategies.

System integrations support real-fime or near real-time visibility info compensation activity.
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Compensation is managed as part of a unified distribution management approach.

—




Moving forward with confidence

Competitive carriers are rethinking compensation as a strategic capability, not just an administrative
function. They are investing in centralized, automated, and configurable approaches that improve
accuracy, increase fransparency, and make it easier to adapt as the market evolves.

>4 Sircon Compensation

Sircon Compensation is purpose-built to support this shift, helping carriers simplify
complexity, reduce risk, and align compensation more closely to business outcomes.

Discover what's possible with a .
. Connect with an expert
modern compensation platform.

or call 800.444.4813
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