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built around Adobe LiveCycle®, brokers can instantly generate quality, branded product sheets. 
This strengthens our broker relationships and improves how clients perceive broker services.”

The dynamic features of the RIA can also generate cross-market selling opportunities, which  
the broker can personalize into marketing materials for inclusion in this packet. This makes 
Adobe solutions ideally suited to support customer follow-up because brokers can tailor their 
portals to generate reminders for future selling opportunities. The result is a broker-client 
relationship built on service and advice rather than on transactions.

Why it works
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through a single, easy-to-use interface.
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can engage in successful transactions.
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The result: Happy clients, less harried brokers, and accurate documentation
There are many ways to measure success, but perhaps the two most important gains are saving 
time and cutting costs. Satisfied users of Adobe’s solutions can cite both. Farmers Home Mutual 
reduced the company’s administration costs by more than half a million dollars annually by 
implementing Adobe’s online system to generate and process all client enrollment paperwork. 
The web-based system also eliminated the delays associated with mailing materials, which cut up 
to ten days from the processing time of each transaction and resulted in a total time savings of 
70%, according to the company.

Open Access Limited (OAL), a Canadian provider of group retirement and pension plans,  
used Adobe solutions to cope with its client base increasing from 8,000 to 27,000 following  
an acquisition and merger. With the help of Adobe’s enterprise solution, the company  
succeeded in producing 27,000 account statements in just 12 hours, down from an estimated  

“With our system built around 
Adobe LiveCycle, brokers can 
instantly generate quality, 
branded product sheets.  
This strengthens our  
broker relationships and 
improves how clients  
perceive broker services.” 
Allen Levine, 
Webmaster, 
Business Loan Express (BLX)
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two weeks. “We can handle more work, without big jumps in administrative costs,” says Sean 
Dalley, OAL’s vice president of information technology. “With Adobe server software, we’re 
more responsive to customers, and our ability to generate richly formatted custom documents 
has improved tenfold.”

The bottom line
It’s no secret that personal attention is the key to customer satisfaction. With Adobe solutions, 
firms can increase broker productivity while delivering the highest quality service to customers. 
Automated tools make it easy for brokers to stay up-to-date on the latest products and services, 
while streamlining processes and increasing efficiency company-wide. Adobe solutions help 
brokers focus on building and nurturing customer relationships without sacrificing speed or 
quality. The result: happier customers, increased selling opportunities, and more productive, 
loyal brokers. 


