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THE TREND
TOWARD DATA MONETIZATION

THE TREND

Insurers have always possessed an enviable wealth of data. Their 
business is based on data necessary for risk assessment. Recent 
technological advances provide novel ways to not only increase 
data collection but also to make that data actionable for quantifiable 
economic benefit. This is why the term data monetization has 
become popular.

The methods of data monetization can be divided into 
two categories: direct and indirect. Examples of direct data 
monetization include bartering and trading with information, 
offering products which have been enhanced with products or 
services, selling raw data through brokers and offering data/report 
subscriptions. Indirect data monetization includes using data to 
improve efficiencies, develop new products and markets, and 
build and solidify partner relationships. These indirect methods, 
which we are going to focus on, are the most common ways in 
which new value creation is made and where most insurers are 
recommended to start on their data monetization journey.
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THE BENEFITS 
ARE EASY TO SEE AND 
ARE INTERRELATED

	• Improvements to the customer and agent experience: 
Agents can provide a more valuable consultation experience 
with new and existing clients when equipped with more 
information-rich tools. Customers benefit from (and have come 	
to expect) quick, automated and accurate processes. 

	• Reductions in the cost of claims: 
Automated processes can lead to a more accurate assessment 
of claims with more efficient fraud identification, decreased 
losses and greater prevention. 

	• Greater efficiencies: 
Data can be used to eliminate manual steps and automate 
decisions in various departments, such as underwriting and 
claims processing.

THE BENEFITS
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	• More targeted product development: 
Insurers can create new products based on the data gathered 
about their customers in order to bring them more pointed and 
personal products as upsells and cross-sells. 

	• Risk prevention: 
Potentially costly problems can be prevented by merely keeping 
insured items in good condition. Predictive maintenance allows 
insurers to inform clients of when routine checkups are due.

	 All of these benefits can translate to better customer 
relationships, increased sales and client retention.

THE BENEFITS
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FROM THEORY 
TO PRACTICE

While most insurers recognize the benefits and potential value, the 
majority are not yet taking full advantage of how to leverage their 
data and translate it into increased efficiencies, innovative products 
and new revenue streams. According to a survey of customers and 
attendees at the 2019 Gartner Data and Analytics Summit, only 
11% of insurance companies have a data monetization process 
in place. Indeed, many CIOs remain unfamiliar with how best to 
leverage their data to generate value, and data mastery remains 
quite low in the insurance industry. According to Gartner’s survey, 
the department using the most advanced analytics was finance 
at 67%, followed by customer service at 49%. Underwriting and 
claims clocked in at 24% and 22% respectively. This shows a 
general failure to understand the potential economic benefit and 
implement data transformation in the claims, underwriting and 
marketing departments.

FROM THEORY TO PRACTICE
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The path forward can be overwhelming. However, there are 
comprehensive tools available to make data transformation 
and integration into existing products simple. To help us better 
understand exactly how easily data can be leveraged,  
we will look at the specific case of telematics.

FROM THEORY TO PRACTICE
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TELEMATICS: 
DATA COLLECTION AND ANALYSIS 

When telematics was young, the focus was on external data 
collection, which was laboriously obtained from on-board devices 
mounted inside a vehicle. This is no longer the case as we are all 
carrying potential data collection devices in our pockets. The prices 
for the service have gone down while availability has gone up. This 
has naturally shifted the focus onto analytics and how best to put the 
collected information to use in new and innovative ways. 

Through car-data platforms installed by manufacturers and 
downloadable mobile applications, data collection is logistically 
simple. Car-data platforms collect vehicle-specific data such as 
odometer readings, maintenance status and fuel consumption 
information. These, along with many other included data sets, help 
give the driver and the insurer useful insights on vehicle health and 
frequency of use. 

TELEMATICS
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Modern apps can use activity recognition to detect and 
differentiate in-vehicular data from other modes of mobility, 
including public transportation, biking and walking. This allows 
insurers to recognize an overall pattern of the user’s movements. 
After collection, the raw data goes through augmentation in 
which the mobility data is matched with contextual data, such 
as weather and road conditions, traffic and other roadside 
statistics, such as the number of accidents reported in a specific 
area. Through the help of predictive algorithms, the mobility 
data and contextual data can help create user profiles 
that encapsulate customers’ exposure risk, car wear and eco-
efficiency. This information is processed and stored on the cloud 
platform which is available over the API. 

TELEMATICS



With data, insurers can revolutionize 
the customer experience and 
product portfolios
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INTEGRATION
INTO EXISTING PRODUCTS

There are many analytics platforms designed specifically for 
telematics. They transform raw location data from smartphones, 
simple trackers, IoT platforms and car data into actionable insights – 
providing a deep understanding of individual mobility patterns. Some 
have the special feature of providing the user a score on how safe 
they drive. This kind of gamification can provide immediate benefit 
to the insurer if the driver then improves their driving as a response 
to their scoring. The insurer can support this and simultaneously 
increase customer loyalty by giving discounts or other rewards for 
good driving. 

But the question remains: How do we integrate this analyzed 
data into our standard casco insurance products and processes? 
This used to be a time-consuming process in which there were 
parallel sets of IT to assess. Fortunately, this practice now belongs 
to the past. Via newly available tools, such as AdInsure’s Plugin, 
implementation has become quick and easy. 

INTEGRATION



12www.adacta-fintech.com

AdInsure is an insurance platform built on the no-code paradigm 
that houses all core insurance processes, including sales, policy 
management, claims, reinsurance, billing and collection and 
accounting processes. It has been designed to readily take on 
additional data. 

The platform comes equipped with the Content Pack, an integrated 
plugin, which takes the analyzed data from modern mobility 
platforms, such as Motion-S, and transforms a standard Casco 
product into an UBI based product. The data model is a data 
structure configured to store the collected information, such as driver 
ID, total distance driven, number of trips, recorded days, road type, 
etc., and, also coverage-specific data, including standard casco but 
also other policy components, such as snow and ice damage and 
animal collision. 

INTEGRATION
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This model can be embedded and re-embedded throughout the 
AdInsure platform to inform existing products and processes. With 
the simplicity of the drag-and-drop interface component, this allows 
the product manager the flexibility to use the data model anywhere. 
The premium calculation of standard casco products can be 
extended without having to write one line of code.

INTEGRATION
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PRODUCT
IMPROVEMENT AND INNOVATION

Based on the telematics example, data transformation supports the 
potential for improvement and innovation. Existing products can be 
made to be more accurate with more precise exposure risk scores 
that take all aspects of customer mobility and contextual information 
into account. This can lead to more precise deductible calculations 
and create an underwriting process that is also enabled with UBI.

Beyond rewards for good driving habits, telematics also makes it 
possible to generate entirely new user-based insurance products 
which could be meaningful for the customer, such as general mobility 
policies rather than for a specific vehicle. New, more user-based 
products could create opportunities for upsells, cross-sells or a 
realization of benefits related to mobility depending on the region 
and the insurer.

PRODUCT
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Having a more in-depth insight into what lies behind the scoring 
factors, such as the contextual information not only can be useful  
in providing new insurance coverage, but can also inform the  
context of claims, such as the glare from the sun at a specific  
angle of a roadway.  

There is also an aspect of telematics that can effectively be 
employed to acquire new customers. The method of engagement  
in the past few years has been the customer acquisition track in 
which users go to the website to look up tariffs. This track can be 
very one-sided and may or may not lead to conversion. But if we  
can entice users to try before they buy, encouraging them to allow 
data collection through reward systems, it puts them on a customer 
loyalty track that helps them calculate their own personal premium 
based on a quantified profile and exposure risk. With the data  
and the proper product in place, we are then able to sell more 
effectively, via the agent portal or any other portal using usage-
based insurance products. 

PRODUCT



Data holds the potential for new business 
models, revenue streams and opportunities 
to increase value for customers
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CONCLUSION The example of telematics is a model case for how new forms 
of data collection and analysis can be used to benefit insurers 
and policyholders alike. Opportunities cover the entire customer 
insurance journey from pre-sales through to claims. But this is just 
one of many prospects available today.

Combining data collection and analysis, insurance platforms, 
such as AdInsure, equipped with no-code or low-code tools, 
like AdInsure Studio, create an environment for quick product 
innovation and value chain optimisation.

CONCLUSION
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ABOUT 
ADACTA

Adacta is a leading software provider for the insurance industry. 
We provide Life and P&C insurers with a future-proof way to 
streamline their operations and processes. Our mission is simple: 
Empower tomorrow’s industry leaders to realize their potential 
through technology.

We would love to hear from you! Let’s see how we can help you 
enhance your business with data monetization.

Contact Adacta today!

ABOUT ADACTA


