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Executive Summary

Overview

The insurance industry is leaving billions on the table because of one solvable problem:
complexity. Advanced products like Variable Universal Life (VUL) and Indexed Universal
Life (IUL) are powerful wealth-building tools. Still, their dense illustrations and jargon-
heavy presentations stall sales, erode client trust, and weaken persistency.

The numbers are clear. LIMRA reports that 80% of wealth managers see product
complexity as their top barrier. McKinsey finds that over 60% of clients walk away after a
first consultation. Even after policies are sold, unrealistic assumptions (often illustrated at
8% vs. historical averages of 4.5%) lead to lapses that cost carriers millions. A 5%
improvement in persistency on a $100M book of business translates into $5M in additional
revenue.

Al (Artificial Intelligence) now makes this fix possible. Industry leaders who embed Al in
distribution generate more than six times the total shareholder return of laggards. For
insurance, the opportunity is straightforward: turn product complexity into client clarity in
the first 10 minutes of the conversation.
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-, The Clarista Approach

Clarista delivers exactly that. Built as an Al-native enablement platform, it
transforms carrier documents into intuitive, client-ready assets: mindmaps for
orientation, podcasts for pre-meeting confidence, simulation briefs for trade-off
clarity, and live Q&A for compliance-safe precision. The foundation is The Clarista
Approach — Represent > Trust > Enrich 2 Deliver (refer to page 11), which ensures
every output is clear, compliant, and actionable.

Organizations that master clarity win more business, protect persistency, and build
durable client trust will get their desired outcomes, whether it's growth or operational
excellence.

® O Reduction in manual hours for tasks like due
1 60%

diligence, claims review, or financial audits.

Z clarista



Market Landscape
A Data-Driven View of the Problem

Despite widespread digital transformation, the sales process for advanced insurance
products is still largely analog. Complex illustrations, 80-page PDFs, and
compliance-heavy documents burden both agents and wealth managers. This
creates a drag on a multi-billion-dollar industry.

The High Cost of Confusion

A 2024 LIMRA study found that 80% of wealth managers identify complex product
explanations as the top barrier to adopting advanced insurance products. This
confusion translates directly into client hesitation. McKinsey & Company (2023)
reports that over 60% of clients drop or decline policies after a first consultation.
Unclear trade-offs or concerns over unrealistic assumptions drive these decisions.

The Persistency Challenge

Even after a successful sale, complexity erodes long-term value. VUL sales grew 10%
in Q2 2024, reaching $530 million in premium (LIMRA, 2024). Yet persistency
remains weak. Many policies lapse when clients discover that returns fall short of the
8% often illustrated. This disconnect costs carriers millions. A 5% increase in
persistency on a $100 million book of business can yield $5 million in additional long-
term revenue.

Al as a Catalyst for Change

The path forward is intelligent enablement. A 2025 McKinsey report notes that Al
leaders in insurance generate 6.1x the total shareholder return of laggards. Al-
powered sales tools have been proven to boost new-agent success and improve
conversion rates. The barrier to growth isn't product potential; it's the clarity of

communication.




A Race to Clarity
In the First 10 Minutes

Every agent knows the scenario: meeting with a wealth manager, initiating a
VUL case discussion, and facing hesitation within minutes. The outcome of
the first ten minutes determines whether the case will progress or stall.

Wealth Manager
Requires clarity, not persuasion, asking questions

and seeking answers that can be trusted and
validated.

Questions such as

e Can | explain this product to a client without
confusion?

e Willl be blindsided later by policy mechanics or
compliance gaps?

Clarity
Gaining clarity begins with simplifying the
conversation, framing complex products

like VUL in terms that align with a wealth
manager's mental model, rather than just
the product specifications.

Sales Success

If clients walk away with a clear mental model, conviction
builds. If they leave confused, momentum dies.

Clearing the typical barriers in the first 10 minutes!




Z clarista

A Data-Driven View of the Problem

For too long, agents have ' '
been expected to be

walking encyclopedias. The
new standard must be
clarity. If a product isn't

clear in ten minutes, the

sale is already lost. Our
mission is to make every
agent a teacher, not just a
salesperson.

Suvrat Bansal
Founder and CEO




Clarista Unblocks Knowledge,
Turning Insightful Data into
Confidence

Clarista reimagines sales enablement by

creating
conversational assets. These assets shift the meeting dynamic
from explanation to a conviction-building experience.

Pre-Meeting Orientation with Mindmap +
Podcast

Clarista distills product complexity info two simple, pre-meeting assets. These
change the starting point of the conversation.

Mindmap Podcast

A one-page visual model that lays out a A three-minute audio primer in plain
product’s purpose, mechanics, levers English highlights benefits, risks, and
(factors  affecting value), pitfalls common mistakes. Wealth managers
(potential drawbacks), and riders can absorb it on the drive in and
(optional policy features). The wealth arrive already oriented.

manager sees the "terrain" of the The result is clear: meetings begin

product in under 90 seconds. with conviction, not confusion.
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Building Conviction with Simulation Briefs

Complex policies stall at 'what if' scenarios.
Clarista’s Simulation Briefs distill 80-page illustrations into client-ready stories.
e Funding paths: The impact of steady (regular payment), skipped (missed payment), vs.
overfunding (contributing more than the required premium) on policy health.
* Loan strategies: Safe (within policy limits) vs. risky borrowing thresholds (exceeding
recommended limits) and their consequences.
e Comparisons: A clear, side-by-side view of VUL, IUL, and a term-plus-invest strategy.
e Compliance notes: Clear flags, with citations to carrier documents.

Case in Point

A $IM VUL policy illustrated at a hypothetical 8% projects stability until
age 85. At a more redlistic 4.5% historical return, coverage risks
collapse by age 74 unless funding adjusts. Clarista instantly surfaces
this trade-off. The conversation shifts from 'Do | believe this?' to "Which

path best fits my client?'




Handling Edge Cases with
Live Q&A

Momentum often breaks on a single technical detail. Clarista’s Q&A ingests carrier

product guides. It responds instantly with plainspoken, source-backed answers.

Question:

“How does Overloan
Protection trigger?”

Answer:

“It activates when the
outstanding loan balance
exceeds 95% of the policy’s cash
surrender value.”

Citation:
Carrier guide, p. 37.

‘ £

ﬂ

Get insights
4X quicker

..

Rather than cause delays, edge cases turn into opportunities to build trust and demonstrate

expertise.




The Clarista Approach

At the heart of Clarista’s solution is a four-step Al-native data fabric underpins its
enablement tools. This ensures every insight is clear, defensible, and actionable.

From Fragmented to Actionable—in Four Clear Steps

a

Clarista connects directly to carrier guides, illustrations, and
compliance documents. It builds a live semantic fabric without

copying or duplicating data.

Ensure Trust and Security.

Governance is embedded upfront, with quality checks, data
masking, and lineage aligned to NAIC and FINRA standards.

Enrich with Insights That Matter.

The Al transforms raw product data into contextual
outputs, including mind maps, podcasts, briefs, and QSA
sessions. It highlights risks and trade-offs in plain English.

Deliver: Putting Intelligence at Work. b4
R

Insights are activated in the right format at the right moment.
Agents always have client-ready, compliance-safe assets.

Z clarista
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Conclusion

The insurance conversation succeeds or fails in the first ten minutes. Leveraging an

Al-native platform like Clarista, offering mind maps, podcasts, simulation briefs,
and live Q&8 A sessions, agents can finally turn complexity into confidence.

The shift is profound. Agents move from a fragmented, jargon-heavy process to a
clear, transparent, and client-centric conversation. This leads to placed business,
improved persistency, and durable client relationships built on trust.

The future of insurance distribution is defined by clarity and confidence. Is your sales
process ready to meet this demand?

You can request your personalized demo now at clarista.ai and see instantly how
Clarista can transform your sales enablement and drive conversion.
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Clarista is the platform for contextual intelligence that unblocks the
knowledge trapped inside your enterprise. We don’t just connector catalog
datq; we literally create new, decision-ready intelligence from the documents,
messages, and systems that define your business. This involves discovering
entirely new data assets from both structured and unstructured sources,
identifying previously unknown opportunities and risks, and ensuring that the
most up-to-date and appropriate Al governance is in place. With built-in real-
time governance and explainable outputs, Clarista ensures that what Al
produces can be trusted, reused, and scaled across every workflow, product,
or decision. From private equity to insurance to vertical Al builders, Clarista
empowers teams to move with confidence on newly created data they can
govern from the start.

Unblock Knowledge.

For more information, visit us at www.Clarista.io
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