
Swimlanes

Start Quote

Every quote starts as a Quick 
Quote by default. 
A quote only becomes “Full” when 
the user chooses to keep it.

Location is one of the highest-impact 
pricing drivers across LOBs.

Manual Entry / Agent / 
Portal

Submission Received

(Email / Upload / 

Agent Gallery)
Copilot Explanations

Assists

ZIP

Copilot should not ask every question



“Pricing is based on location only. This is a rough 
directional range.”

Steve

Default assumption: quote 
creators know the LOB

Territory Resolution

Checkpoint 1

Confidence: Low (≈25%)



What’s known: 
 • Territory 
 • Eligibility 
 • Regulatory context



What’s missing: 
 • LOB 
 • Exposure shape

Eligibility Gating
Quoting Agent Intake 

& Extraction

Assists

Select LOB

(e.g., Commercial 

Auto)

Not Variants (Post-
Commitment)



Coverage limits 
 • BI/PD limits 
 • CSL values



Endorsements / Add-ons 
 • Additional Coverages 
 • Garage Keepers 
 • Hired / Non-Owned (if 
endorsement-based) 
 • Pollution, etc.



Entities 
 • Additional Interest 
 • Additional Named 
Insured 
 • Producers



Exposure Detail 
 • VINs 
 • Driver assignments 
 • Garage address 
 • Radius in miles (exact)

Steve

Coverage variants determine the product and rating model. 
Everything else is policy construction.

Also Variants

Fleet vs Non-Fleet

Owned / Non-Owned emphasis (if modeled as 
a product split)

For-Hire vs Private Carrier (within Motor 
Carrier)
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Primary Commercial Auto 
Variants


Business Auto

Dealer / Garage

Motor Carrier / 
Trucking

Steve

No Discovery 
Questions by Default

Assumption 
Disclosure

Assists

Coverage Variant

Fleet vs Non-Fleet

Copilot should not ask 
every question



“Commercial Auto 
selected. Most quotes fall 
under Business Auto. You 
can switch if this is a 
Dealer or Motor Carrier 
risk.”
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Coarse Exposure Inputs

These are the minimum viable levers that influence price before drivers, 
VINs, garaging addresses, symbols, etc.

NOT a Coarse Exposure 
Input



These must stay out of 
your Quick Quote diagram:



Drivers (names, DOBs, 
licenses)

VINs

Garaging addresses

Covered auto symbols

State-specific limit 
tables

Additional interests

Forms / endorsements

Deductibles

OCP / specialty flags

Rating plans


Steve

 Coverage Scope Flags (True Variants)

These are the real coverage variants at a coarse 
level:



Liability only vs Liability + Physical Damage

Physical Damage included? (yes/no)

Special exposures present? (yes/no)


Hired / Non-owned

Trailers

Garage keepers (if applicable)



Each of these toggles unlocks entire coverage 
trees later.
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Vehicle Profile (Abstracted)

You do not need VINs, years, makes, models.



Use bucketed exposure:

Vehicle count (single / few / many)

Vehicle class (light / medium / heavy)

Vehicle type (e.g., passenger, truck, trailer)

Owned vs hired/non-owned (yes/no)
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Checkpoint 2

Confidence: Medium (≈45–55%)



What’s known:

Product (Commercial Auto)

Rating model

Structural variant (Business Auto / Dealer / 
Motor Carrier)



What’s missing:

Exposure volume 
Usage pattern

Coarse Exposure Inputs (Pricing Confidence 
Layer)


Primary ZIP / State

LOB: Commercial Auto

Vehicle Count & Class (bucketed)

Usage Pattern (local / regional / long-haul)

Fleet Indicator (yes/no)

Coverage Scope (liability only vs liability + PD)

Limit Posture (low / typical / high)
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Coarse Exposure 
Inputs Only

Checkpoint 3

Confidence: High (≈70–80%)



What’s known:

Vehicle count (banded)

Vehicle class/type

Usage pattern

Radius (banded)

Fleet vs Non-Fleet

Coverage scope intent



What’s missing:

VINs

Drivers

Exact limits

Addresses

Estimated Premium 
Displayed

Confidence Narrative

Confidence Framing

Informs Flags

How This Ties Back to the Quoting Agent 



Human enters coarse inputs OR submits 
documents

Quoting Agent fills or infers missing coarse 
inputs - LOOK AT THIS MORE

Agent produces:


Preliminary price range

Confidence indicator

“What would tighten this quote next”

Steve

Copilot framing



“This estimate reflects your fleet size, usage 
pattern, and coverage scope. Final pricing may 
adjust with additional details.”

Steve

Data Quality Flags

This is the FIRST point a real 
Quick Quote should appear.



Present the quote

What's Assumed vs 
Missing

Checkpoint 4

Confidence: Decision-Ready



What’s known:

The price is reliable enough to justify further 
investment.


Keep 
Quote?

Keeping the quote commits to persistence, not identity. 



Identity is resolved progressively by the system.

Yes - Continue No - Exit

Checkpoint 5

Confidence: Binding-Ready



Requires underwriting-complete 
data. Outside pricing intent.



Driven by:

Full exposure detail

Drivers

VINs

Limits

Compliance


New or Existing 
Customer



Business name

and/or Email

Exit Journey

Copilot framing



“I’ll try to find this business in the system using 
what we already know. If I can’t, we’ll create a new 
account.”
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Existing Customer

Account 
Matching / 

Creation

New Customer

Legal business name

You do not ask:

Are you new or existing?



You do:

Let me see if I already know you.


How the System Helps Complete the Journey

1. Passive System Knowledge (Best Case)



If the quote came from:

An authenticated agent portal

A submission email

A producer context

A previous session



Then the system may already have:

Producer

Agency

Partial insured info

Submission metadata



Result

Quote is already associated or pre-linked

User sees confirmation, not a question



No interruption.

2. Assisted Lookup (Primary UX Path)

If identity is not yet resolved, the system asks for 
minimal identifying signals, not full customer data.



Ask only for

Business name

Email or phone



Then:

System searches existing insureds

System suggests possible matches



UX framing:

“Let me see if we already have this customer.”



Outcomes

Match found → attach

Multiple matches → user selects

No match → continue as new



This avoids forcing the user to “decide” something they 
may not know.


Copilot framing



“I’ll try to match this quote to an existing account. 
If I can’t, we’ll create a new one.”
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Copilot framing



“I’ve associated this quote with an existing 
account based on available information. You can 
confirm or adjust.”

Steve

3. Submission-Driven Resolution (Quoting Agent Path)



If the quote originated from:

ACORD

Uploaded documents

Email intake



Then:

The Quoting Agent has already extracted insured details

Policy APIs attempt matching automatically 


Important 
This still follows the same resolution logic. 
The agent accelerates data entry but does not change the journey.

Primary contact email 
or phone

Individual or Business

Default on business

Why This Works Operationally



Engineering gets a valid foreign key for 
exposures

UX stays uninterrupted

Users are not dragged into admin work too 
early

Underwriting completeness is preserved later

Steve

Vehicles

(VIN, Usage, Garage)

Vehicle step after VIN

VIN-derived values are effectively high 
confidence because they’re factual. 


Examples 
 Year, make, model, body type, vehicle class, 
weight class

Steve

Drivers

Low confidence 
DOB, license number, violations, accidents 


Never guess. Leave blank.

Steve

Copilot framing



“I suggested a few values based on account 
history and product defaults. Anything marked 
Suggested can be edited.”



“Suggested because last policy for this account 
used it on 2025-11-03.”
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What You Can Prefill or Default

1. Primary Location Creation

Confidence: High



If this is a new insured or no prior locations exist:



Auto-create

Location 1 as Primary

State from ZIP

Territory derived automatically

Interest default = Owner



UI behavior

Fields prefilled

Editable

2. Address Fields

Confidence: Medium → High



If this is a new insured or no prior locations exist:



Prefill sources

Account address if newly created

Producer submission address

Garaging address from vehicle if only one vehicle 
exists



Confidence behavior

Prefill street, city, state, ZIP if known

Mark as Suggested if inferred

Require confirmation if used for rating



Small inline affordance: 
 “Confirm address for rating”

3. Garaging Relationship

Confidence: Medium



This is where you reduce user effort.



Default

Vehicles garaged at Primary Location = Yes



When to suggest instead of prefill

Multiple locations exist

Mixed vehicle usage types



UI pattern:

Default toggle ON

Inline note: “Most vehicles are garaged at the 
primary location”



Editable without friction.

4. Territory and Rating Zone

Confidence: High



These should never be user-entered if derivable.



Auto-calculate

Territory

Territory description

Rating zone



UI

Read-only fields

No confidence indicator

Treated as computed facts



This removes cognitive load entirely.

This is a real decision because:

It changes required inputs

It changes validation rules

It changes downstream screens



Coverage 
scope 

determined

Locations

Limits

Location Entry Strategy

Most commercial auto quotes have one 
primary location.

Additional locations are exceptions.
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By the time you hit Limits, you know that’s enough signal to generate high-confidence recommendations.

1. Liability Limits

Confidence: Medium–High



These are the strongest candidates.



Prefill based on

State minimums

Producer book norms

Similar quotes historically

Vehicle type and usage (e.g. taxi vs service vehicle)



UI behavior

Prefill a “Most Common” option

Keep dropdown open and editable

No blocking validation

2. UM/UIM and Medical Payments

Confidence: Medium



Often selected as defaults but not universal.



Approach

Preselect when commonly bundled

Greyed helper text explaining why

Easy opt-out



Do not auto-hide these. Visibility builds trust.

3. Physical Damage (Comp / Collision)

Confidence: Medium



Depends heavily on vehicle age and value.



Prefill

On for newer vehicles

Off or suggested for older vehicles

Deductibles set to common values



Make the deductible the editable focus, not the 
coverage toggle.

4. Deductibles

Confidence: Medium–High



Very predictable by segment.



Prefill

Most common deductible for that vehicle class

Editable inline



This is one of the biggest friction reducers.

Copilot framing



“I’m assuming all vehicles are garaged at the 
primary location. You can change this if needed.”
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5. State-Required Coverages

Confidence: High



These should feel automatic.



Behavior

Auto-applied

Read-only or locked with explanation

No confidence indicator needed



These are facts, not suggestions.

Copilot framing



“Based on similar Commercial Auto quotes, we 
selected the most common liability limit.”



“These limits are based on common selections for 
similar businesses. You can adjust them before 
pricing.”
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All owned vehicles

Minimal additional 

input

All hired vehicles

Rental exposure 

details

All non-owned 
vehicles


Employee usage 
confirmation

Only scheduled 
vehicles


Vehicle scheduling 
required

Scope is auto-derived when confidence is high.

User confirmation required only when 
ambiguity exists.
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Compliance / risk-based prompts



Examples

State-specific optional coverages

Common underinsurance risks



These should feel protective, not salesy.

Pattern-based recommendations



Based on

Similar businesses

Similar vehicle types

Historical bind data



Low pressure, high trust.

Coverage gap protection (best signal)



Examples

Hired vehicles selected → Hired Auto Physical 
Damage

Non-owned vehicles → Non-Owned Auto Liability

Scheduled vehicles → Towing & Labor, Rental 
Reimbursement

Leased vehicles → Gap Coverage



These are explainable and logical.

Contacts becomes a data enrichment step.



When a user adds:

Lessor

Lender

Property manager

Contracting party

Named vendor



You now have signals.



Based on roles + exposures, is Additional Interest required?

This decision does not impact rating. 

Impacts documentation, 
compliance, and certificates.



Contacts

Additional 
Interest 

Triggered?

Additional Coverages

Hired Auto Physical Damage

Recommended because you indicated hired 
vehicles 
 [Add coverage]



Prime territory for AI-assisted recommendations

Steve

Confidence-Driven Prompting



Instead of:

“Do you want to add an Additional Interest?”



Use:

“You indicated leased vehicles. Most leases 
require the lessor to be listed. Add now?”
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Copilot framing



“Most landscaping businesses with owned trucks 
add Towing & Labor.”

Steve

Copilot framing



“Contacts help configure certificates and 
endorsements automatically.”
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Copilot framing



“You indicated leased vehicles. “Skipping this may 
delay certificate issuance.”



“Required for compliance in 6 of last 8 similar 
policies”
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Lease / Lender Signal
Contractual Role 

Signal

Interest 
Mapping 

Logic

Industry Pattern 
Suggestion

Manual Entry

Downstream Policy & Document Impacts
Copilot framing



“Lender added but no Loss Payee selected. This 
may cause certificate rejection.”



“One leased vehicle triggers 3 downstream 
configurations:


Loss Payee

Certificate Holder

Waiver of Subrogation.”



“This additional interest will modify:

Endorsement schedule

Certificate template

Coverage priority wording”
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Additional Interest data drives:

Certificate of Insurance configuration

Evidence of Coverage wording

Additional Insured endorsements

Lender / Loss Payee declarations

Waiver flags

Primary & Non-Contributory indicators

Schedule formatting

May result in multiple classifications



A leased vehicle could require:

Loss Payee

Certificate Holder

Waiver of Subrogation



That’s three outputs from one signal.
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Loss Payee

Financial interest

Additional Insured

Liability extension

Certificate Holder

Documentation only

Waiver of 
Subrogation


Rights modification

Primary & Non-
Contributory


Coverage priority rule

Evaluated in parallel based 
on signal confidence

Interest Package 
Assembled


Endorsements + 
Certificate Config + 

Policy Flags

Copilot framing



3 endorsements added based on contact 
signals.

Certificate template updated.

Primary & Non-Contributory applied. 
No rating impact.



This reassures the user that automation 
occurred.
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Copilot framing



Producer authority recalculated.

Commission structure applied.

Discount permissions verified.

Agency defaults re-applied after endorsement 
changes.



This prevents confusion later when authority 

re-runs.
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Producer Context 
Resolved 


System

Producers 

Editable Confirmation

Defaults applied based on login 
identity and agency hierarchy.

Authority Evaluation

Within 
Current User 

Authority?

Yes No

Copilot framing



Authority Evaluation

Referral probability

Authority margin remaining

Risk flags triggering escalation

“If deductible increased to $2,500 → referral 
probability drops to 22%”
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Escalate to UW Confidence

UW Referral Confidence: 82% (High)

Copilot framing



Authorized User Review

Risk summary

Portfolio comparison

Premium percentile in segment

Discount risk impact

Suggested limit adjustments

Predicted bind probability



The user can literally ask:

“Why is this likely to escalate?” 
 “How can I reduce referral risk?” 
 “Show me similar risks approved in the past.”

Steve

Authorized User Review

Decline

UW 
Decision

Approve

Request Changes

Escalate to Underwriter

Underwriter Review

Copilot framing



Underwriter Review

Profitability score

Loss ratio comparison

Suggested surcharge band

Confidence of approval

Similar historical cases
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Decline Quote Approval & Release

Bind Ready

Adjustments & 
Exceptions

“Auto-Reevaluation 
Trigger”



System should 
automatically:


Re-run rating engine

Re-run authority 
evaluation

Update referral 
probability

Update compliance 
check



Then return to:

Approval & Release



This becomes audit-
ready.
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Structured Exception 
Handling



When exception occurs, 
require:


Justification reason 
(dropdown + free text)

Supporting document 
upload

Override type selected

Authority confirmation



And log:

Who triggered it

Timestamp

Original vs adjusted 
values



This becomes audit-
ready.
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Advanced Additions



Exception Resolved?

Yes → Approval & 
Release

No  → Escalate to UW 
(if not already)
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Copilot framing



Let them see impact in real time.

“Reducing BI to 100/300 reduces referral 
probability to 22% and keeps within authority.”

“Loss ratio impact: +3.2%”

“Margin impact: -$412”

“Adjustment resolves coastal exposure flag”

“Changing BI from 250/500 to 100/300 
reduces premium by $34/month but increases 
referral probability to 61%.”

“Adding wind deductible endorsement 
eliminates coastal exception.”
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🟢  Adjustments

Coverage limit changes

Deductible changes

Endorsement add/remove

Discount recalculation

Risk reclassification



These trigger re-rate.

🔴  Exceptions

Out-of-appetite override

Premium override beyond authority

Required documentation missing

Compliance validation failure

Regulatory threshold breach



These require justification.


