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The Cross-Sell
Superpower

Why Cross—Selling and Referral Networks
Will Define the Next Decade of Insurance
Brokerage in Canada
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The Advantage No Algorithm Can Take From You.

The Canadian insurance brokerage industry is at an inflection point. Digital-first competitors are
eroding customer relationships, yet brokers have one advantage that no algorithm can replicate:
the trusted, multi-product relationship with policyholders and their professional networks.

This white paper makes a simple case: the insurance brokers who win the next decade will not
be the ones who sell the hardest. They will be the ones who cross-sell at every homeowner
milestone, engage at every equity event, and plug into the referral ecosystem that connects
mortgage brokers, real estate agents, appraisers, and financial planners.

But there is an obstacle most insurance professionals face first: when they hear "property
value," they think reconstruction cost, not market value. Coverage A on a home insurance policy
is the cost to demolish, dispose of, and rebuild the home to spec. Market value is what the
property would sell for on the open market. These are two fundamentally different numbers, and
understanding both is what separates a transactional insurance broker from a trusted advisor.

BrokerBot was purpose-built to bridge that gap. Powered by 18M+ Canadian property records,
BrokerBot delivers monthly home value updates, equity milestone alerts, and automated
engagement sequences that give insurance brokers a reason to call their clients 12+ times a
year. Not with a sales pitch. With data the homeowner actually wants.

BrokerBot surfaces them so you can cross-sell
without the cross-eyes.

@ Every equity milestone is an insurance touchpoint.

Reconstruction Cost vs. Market Value:
Why Insurance Brokers Need Both
Numbers

When an insurance broker thinks about "value," they think reconstruction cost. This is Coverage
A: the cost to demolish, dispose of materials, and rebuild to spec in a total loss. Market value

is different: what the property would sell for today, including the land, location premium, and
market conditions.



In most Canadian markets, market value exceeds reconstruction cost because the land is
valuable. A Toronto home might cost $815,000 to rebuild but sell for $1.38 million because the
land under it is worth over $500,000.

But in some markets, reconstruction cost exceeds market value. A century home in
Saskatchewan, built in 1912 with original stone foundation, custom millwork, and heritage
brick might sell for $245,000. But the cost to rebuild it to spec? $880,000. Specialized masonry,
heritage-grade materials, and skilled labour drive the rebuild cost to 3.6x the market value.

This is the moral hazard scenario underwriters worry about. And it is the exact scenario where
an insurance broker earns their fee: explaining to a client why Coverage A needs to be $880,000
on a home they could sell for $245,000.

Why Market Value Data Matters for Insurance
Brokers

e Market value tracks equity, and equity drives coverage conversations. When a client's home
value increases 15%, their coverage needs may have changed. BrokerBot tracks both.

e Market value is the engagement hook. 82% of homeowners want monthly home value
updates. Insurance is not top of mind. Their home value is. BrokerBot rides that attention to
create engagement that leads to coverage conversations.

e Market value signals life events that trigger insurance needs. A significant increase may
indicate a renovation (which changes insurable value), a refinance (which may require updated
coverage), or a neighbourhood shift (which changes risk profile). BrokerBot captures these
signals through property data spanning 18M+ Canadian addresses.

Eé)é Insurance brokers who understand both numbers,
@ reconstruction cost AND market value, become
& trusted advisors, not policy processors.




The Retention Wake-Up Call

Acquiring a new client costs five to seven times more than retaining an existing one. A
brokerage with $17.5M in annual premium revenue and a 90% retention rate loses $1.75M per
year to churn. Improving by just 2 percentage points recovers nearly $350,000 annually.

The Canadian Underwriter 2025 National Broker Survey found that 50% of brokers see direct
sales models as a growing threat, and 43% cite misperception of broker value. But most clients
do not leave because a direct carrier offered a better rate. They leave because of silence.

70% of past clients do not return. Not because they hated your service. Because they forgot you
existed. BrokerBot eliminates the silence with automated monthly home value updates, equity

milestone notifications, and personalized content. All under your brand: your name, your logo,
your face.

1— The broker who gets the first call writes the policy.
@-gQ  BrokerBot ensures you are always that broker.

Cross—-Sell Without the Cross-
Eyes: Permits, Renovations, and
Coverage Gaps

The average Canadian brokerage has a bundled penetration rate below 50%. At an average
home commission of $380, converting just 10% of 16,500 auto-only clients creates $627,000 in
new annual revenue.

Permits as Cross-Sell Triggers

BrokerBot monitors building permit activity across Canadian municipalities, roughly 30,000
permits per month nationally. Each permit includes the issue date, type (finished basement, pool,
garage, major renovation), estimated cost, and close status.



When a client in your book pulls a permit to finish their basement, that is a coverage
conversation. The insurable value has changed. The reconstruction cost has increased. When a
pool permit is issued, liability coverage requirements change immediately.

Renovation ROl and Insurance Implications

¢ Painting: 150-200% market ROI. Low insurance impact, but signals a seller preparing to list
(referral opportunity).

e Finished basement: 50-60% ROI. Major insurance impact: increases square footage, changes
reconstruction cost, may add a separate entrance or income suite.

e Kitchen/countertops: High ROI. Changes insurable value depending on materials.

e Pool installation: Negative market ROI. But massive insurance impact: liability coverage
changes immediately. Pool costs went from $60-70K pre-pandemic to $225K+.

e Garage conversion: Negative 250% market ROI. Changes risk profile, reconstruction cost, and
potentially property classification.
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Every equity milestone is an insurance touchpoint. g
Home value up 15%? Permit pulled? Pool added? Each —

one is a coverage conversation waiting to happen.
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The Referral Network Flywheel

Every bundled client becomes a referral node: their mortgage broker, real estate agent,
appraiser, neighbours. Referral trust sits at 82%. Cold call conversion: 1-2%. Referred leads
convert at 30-50%.

BrokerBot's insurance solution includes built-in referral tracking: find new insurance leads,
cross-sell with ease using equity milestone triggers, and track referrals sent and received across
professional networks. All white-labeled under your brand.

The Canadian housing transaction involves a constellation of professionals who all need each
other's clients. BrokerBot connects them through shared homeowner intelligence. When you

deliver monthly home value updates and catch coverage gaps, you become indispensable to the
entire network.

(n\ The broker who builds the referral flywheel wins

Qgs the decade.

The Full ROI

A mid-size brokerage: 30,000 policies, 50,000 leads, 45/55 bundled-to-auto split.
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Total
Retention Cross-Sell Lead Conversion Gross: $2,798,800.
BrokerBot cost
90% to 92%. 16,500 auto-only 50,000 leads r(o$7e)r( é)oé)?s
Recovered: clients. 10% cross- activated. 5% $560 000'
$349,800/year. sell. 1,650 new auto-only, 2% Net: $2 538.800.
home policies at bundled. Revenue: Profit ’at 36%-
$380. Revenue: $1,822,000. $671,640 ROI:
$627,000. 40x.



Revenue Source Annual Impact

Retention Revenue Saved $349,800
Lead Conversion Revenue $1,822,000
Cross-Sell Revenue (Home) $627,000
Gross New Revenue $2,798,800
BrokerBot Annual Cost ($560,000)
Net ROI Revenue $2,238,800
Net ROI Profit (30%) $671,640

Gamifying the Education:
Guess the House

One of the biggest obstacles to reaching insurance brokers is the disconnect between
reconstruction cost and market value. To bridge this gap, BrokerBot built "Guess the House," an
interactive game in which insurance brokers are shown real Canadian properties and asked to
guess both the market value and the reconstruction cost.

The game features 8 properties spanning the full spectrum: Toronto homes where land drives
market value to 1.7x rebuild cost, prairie century homes where rebuild exceeds market by
3.6x%, and everything in between. Each round reveals an insurance broker insight explaining
why both numbers matter. A national leaderboard with email capture creates competition and
lead generation.

Guess the House



https://guessthevalue.thebrokerbot.ca/
https://guessthevalue.thebrokerbot.ca/
https://guessthevalue.thebrokerbot.ca/

The Canadian P&C insurance market is worth $57.9 billion with over 23,000 brokerages. The
industry is consolidating. Direct sales models are growing. Climate risk is increasing ($8.5 billion

in insured losses in 2024). The brokers who own the client relationship at every homeowner
milestone will own the next decade.

BrokerBot is the only Canadian-built platform that delivers retention, cross-sell, and referral
automation at scale. 18M+ property records. White-labeled under your brand. PIPEDA
compliant. Bilingual. Built for 5-year renewal cycles.
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~'A’~ Your book of business is a goldmine. BrokerBot
ﬁﬁﬁ gives you the tools to mine it. Your brand, your logo,
your face. Not ours.
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