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Personal Lines Updates
Claudia Flores
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CA Auto New Business Eligibility Updates

Effective April 11, 2026 | Farmers Smart Plan Auto

We have expanded our eligibility for submissions that include a Non-Good Driver.

More flexibility = More Auto opportunities!

Must include at least 1 Good Rated Driver and NO Major Violations

Non-Good Drivers with 3+ Years Experience

Eligible if: 

 0 minor incidents and 1 bodily injury at-fault accident

OR

      2 minor incidents, NO bodily injury at-fault accidents 

Non-Good Drivers with < 3 Years Experience

Eligible if: 

0 minor incidents and 1 bodily injury at-fault accident

OR

1 minor incident NO bodily injury at-fault accidents 

• Max 1 non-chargeable loss with a payout more than $1,000 (for the entire submission) 

• Max 2 non-chargeable claims with a payout up to $1,000 
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Good Driver = 3 yrs driving experience and no more than 1 minor traffic violation or at fault accident (accident must 

not involve bodily injury)

Major Violation =(ex: DUI, reckless driving, etc.) 

Minor Incidents = speeding tickets and signal and turn violations

Non-Chargeable Loss = Not At-Fault Claims (ex: hit and run, comprehensive) and Roadside Assistance

CA Auto New Business Eligibility Updates

Effective April 11, 2026 | Farmers Smart Plan Auto

Example 1: Example 2:

Driver 1 is a California Good 

Driver. Driver 2 is a Non-Good 

Driver with 3+ years of driving 

experience and 2 speeding tickets in 

the last 36 months. Driver 1 

(California Good Driver) had 1 Not-

At-Fault claim with a payout of 

$1,200 and 2 roadside assistance 

claims with Payouts of $150 each. 

Driver 1 is a California Good 

Driver. Driver 2 is a Non-Good 

Driver with 3+ years of driving 

experience and 2 speeding 

tickets in the last 36 months. 

Driver 1 (California Good 

Driver) had 1 Not-At-Fault claim 

with a payout of $1,200.

Driver 2 also had a separate 

Not-At-Fault claim with a payout 

of $1,500.

ELIGIBLE!
NOT 

ELIGIBLE!
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BNB 26-0521: Process for Requesting Reversal of Non-Renewal of Certain Policies Subject to 
Water Detection Device Rules:
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California Specialty Update:

Effective 5/1/2026

BNB 26-0280: Reopened Dwelling Fire Landlord, Vacation rental 

and Vacant Programs for Homes 70 Years or Older in California 

($2,500 minimum deductible or higher)

Effective 6/1/2026

BNB 26-0155: Reopened Foremost Choice® Condo 

program for new business in California, now available for 

vacation rental and vacant use-type condos ($2,500 

minimum deductible or higher).

 

Effective 6/1/2026
BNB 26-0463: Dwelling Fire Landlord and Vacant Programs 

Increased Coverage A Limit to $1.5M
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Farmers Auto Flex

LIVE July 1st , 2026
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Farmers Flex- notable changes
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Good Driver Discount
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Safe Driving Discount



17 PROPRIETARY AND CONFIDENTIAL



PROPRIETARY AND CONFIDENTIAL

Farmers Flex Auto- Biggest 

Opportunities 
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Auto Insurance A Key growth Opportunity:

Easy Conversation Starter!

Auto insurance is often the first insurance product 

consumers shop for and purchase.

Own the auto insurance relationship 

within EVERY household we serve!!!

Align with Farmers Appetite- We are competitive! 

Multi-policy households typically have higher 

retention rates.

Less opportunity for competitors to interact with 

clients.

Capturing the auto insurance product helps drive 

growth across all lines of business
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Farmers Auto Strategy

Most Price 
Competitive Low Auto RiskMost Price 
Competitive

Less Price 
Competitive Moderate Auto RiskLess Price 
Competitive

Declined High Auto RiskDeclined

N/AN/A

Plan 
B
Plan 
B

Plan 
B
Plan 
B

Mercury

Progressive

Bristol West

National General

Farmers Auto Flex Plan B Alternatives



Zip3 
(First 3 digits
 of the Zip 
code)
• 918
• 941
• 911
• 908
• 947
• 902
• 944
• 931
• 927
• 940
• 948
• 951
• 917
• 951
• 921
• 954

County
(as a Zip 
alternative)

• Imperial
• San 

Francisco
• Yolo
• San Mateo
• Napa
• San Luis 

Obispo
• Santa Cruz
• Alameda
• Mendocino
• Stanislaus
• Santa 

Clara
• Sonoma

Vehicle 
Make

• Porsche
• Cadillac
• Land Rover
• Mini
• Subaru
• Ford Truck
• Volvo
• Chrysler 

Truck
• Mercedes 

Benz
• Lincoln
• Jaguar 
• Lexus
• GMC Truck
• Dodge 

Truck  

Segments Expected To Yield Higher Conversion 
Rates:

Prior Carrier

• Infinity
• Nationwide
• Allstate
• CSAA
• State Farm

Driving
 Record:

• 7 or more 
Years of 
driving 
experience

• No at-fault 
accidents

• No violations

Other Characteristics:

• Homeowner 
(SPH/SPC prospect)

• Married PNI
• Has Toys
• Affinity Occupations
• Multicar is 

discounted, but 
single car still has a 
very high success 
rate

• Seniors/ retired 
customers and low 
vehicle usage (new 
pricing for ultra low 
mileage)
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CA FLEX AUTO CALL TO ACTION | STANDARDS OF 

SUCCESS

Review 

Renewals

Cross-Sell 

Bundling
Target 

Customers

Quote 

More!

• Refreshed Auto 

Product 

designed to 

attract Preferred 

Risk, Multi-line 

customers..

• Update Filters 

and campaigns 

to target Multi-

line prospects.

• Focus on 

customers who 

benefit most 

from bundled 

pricing.

• Utilize APEX to 

proactively 

manage 

customers.

• Reach out 

during the 7-

day preview 

window before 

offer goes to 

customers. 

• Identify Cross-

sell 

Opportunities 

for customers 

experiencing 

increases. 

• Quote Auto 

with 

Confidence 

with 

competitive 

new rates 

effective July 

1st! 

• Deeper 

discounts make 

bundled 

quotes more 

compelling 

than ever!  

• Cross-selling 

existing 

mono-line 

homes.

• Target Auto 

prospects with 

insurance 

needs in 

multiple LOBs. 

• Multi-line 

customers 

stay 3x-5x 

Longer!
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Proof in the numbers: Farmers Auto Quote example 

Farmers Smart 

Plan Auto: 
Farmers Flex Auto: VS

$991 premium difference!!!
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Anai Gonzalez
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Alta Is Coming LIVE July 1
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Auto Choices:

Auto

Approved

Farmers 
Auto

Farmers 
Choice

Progressive Mercury

Declined

Kraft Lake

Bristol West
National 
General

Farmers Choice:

- Available for selected agents

-Serve as a retention tool

-Must be less than 50% of ALL NB bound 

Kraft Lake Choices:

- Must be declined by Farmers prior to offering

- This includes Bristol West
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6 Day 

countdown!!!
LIVE July 1st
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Get your ALTA training ON!
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ALTA

On Demand Training:

▪ Alta & Farmers® Choice Program Launch (1hr, 25 min)

LIVE Webinar:

▪ Alta Quote Demos

– June 30 @ 1pm

– July 8 @ 10am

District In Person Training:

▪ Tuesday, June 30 @ 10am-12pm

Play in the Sandbox:

▪ Follow the Testing Guide workbook Instructions

▪ Open in Chrome

▪ Open tab incognito mode

▪ LINK: : https://farmers.okta.com/

▪ Use appropriate sandbox logins

▪ Use pre-created customer scenarios

Available Training

https://farmers.okta.com/
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ALTA

Practice Customer Scenarios:

Available Training
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ALTA

Available Training
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Media Alpha
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The Facts:

▪ Roughly 7 out of 10 insurance shoppers begin their buying journey 

online, but many still want guidance from an agent before making a 

final decision.

▪ Speed heavily influences conversion. People want “amazon-like” 

experiences

▪ Price gets attention, but trust closes the sale. 

▪ Shoppers commonly compare only a few options (3 options)

▪ Reviews and social proof matter

▪ Bundling influences decisions. Perceived simplicity and convenience. 

▪ Internet leads are one of the most scalable ways to build a prospect 

database, allowing agents to nurture and follow up with potential 

customers for years to come.
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Ensure your Quote Follow up Journey is Activated in APEX!

•Turn on/off journeys:

• Go to the Preference Center.

• You can turn on/off quote follow-up, x-date, 
or recommendation engine Journey

• This will immediately activate those journeys 
globally for consumers.
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AgencyZoom Sale

Located in Agency Growth Store

SALE- 30% off Annual Subscription: 

Essential

• Avg. $104/mo

• Prospecting

• Lead 
Management

Growth

• Avg. $139/mo

• Prospecting

• Lead 
Management

• Renewal 
automation

• Google Review 
automation

• 2 way email

• 2 way texting

Pro

• Avg. $244/mo

• Prospecting

• Lead 
Management\

• Renewal 
Automation

• Google Review 
automation

• 2 way email

• 2 way texting

• Service Center

• AgencyHR

• Activity Tracker
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▪ FREE opportunities

▪ Cross-sell potential

▪ Timed for success

▪ High Propensity to Buy

▪ High-quality leads

▪ Integrated in APEX

Recommendation Engine

Target= 75% of Leads Worked

Q: How does Farmers define “worked” lead?

A: Out of “New” Stage OR Activity Logged



42 PROPRIETARY AND CONFIDENTIAL

Recommendation Engine Algorithm
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Activate Marketing in Bulk
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Update Status Efficiently

CLICK AND DRAG
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Make it a Daily Habit:

Step 1: Review Lead

▪ Preview New Leads

▪ Conduct Initial Research

▪ Activate Marketing Journey

Step 2: Take Action

▪ Contact Lead

▪ Quote Leads

▪ Document Activity In LogBook

Step 3: Keep Up

▪ Follow Up Tasks

▪ Adjust Opportunity Status Bar

Recommendation Engine
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Identify WHY they are on the list

Look at Description Box:
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Recommendation Engine:
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Recommendation Tracker:
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Where to locate your Recommendation Engine Insight Report
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Subscribe to get weekly updates emailed to you and your staff
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Recommendation Engine- TOP Agents

Agent Name % Opportunities Worked

9601AN - Zarina Makisheva 100%

960184 - Billy Huang 99%

96017A - Stephen Murphy 98%

96017C - Jay Schmidt 98%

96011L - Ricardo Molina 95%

96011H - Toby Lee 95%

960133 - Steven Tong 94%

96014A - Peter Chen 89%

960179 - Jong Lee 88%

9601A7 - Sang Rowand 88%

96014T - William Beyer 86%

9601N1 - Ana Alvarez 85%

96013T - Juanita Lopez 84%

960183 - Carol Yee 76%

THANK YOU!!!
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Recommendation Engine-

Agencies with TOP opportunities

Agent Name
Percent Opp. 
Worked

960166 - Clarence Castillo 25%
96015W - Lena Wong 25%
9601AW - Stephanie Elizondo 23%
960162 - Justin Choy 22%
96015R - Nicole Tan 17%
960189 - Angela Lee 16%
9601AR - Jennifer Raya-Gonzalez 15%
96011R - Kenneth Correa 15%
96015L - Sharon Li 13%
96015N - Ej Paje 11%
96018K - Igor Braginsky 10%
96011T - Edder Barcenas-Cortez 6%
960120 - Julie Hoang 4%
9601AC - Maria Paz Salomonis 3%
96016H - Allen Lin 2%
960110 - David Sok 2%
96018N - David Olson 2%
9601H2 - Johanna Arroliga 2%
960109 - Craig Dellinges 2%
96016A - Kathryn Larsen 2%
960154 - Jerry Wu 2%
960186 - Dennis Dellinges 1%
96018G - Nancy Hu 0%
960127 - Allan Chan 0%
960142 - Corinna Lee 0%
96015P - Constance Joseph 0%
96015X - Michael Mcfarlin 0%
96016E - Salvador Castillo 0%
96016G - Siamak Bagheri 0%
96016P - Maria Jaimedesaran 0%
96017N - Sandra Valdivia 0%
96017P - David Velez 0%
960195 - Alice Hung 0%
9601AH - Alexander Castillo 0%
9601CA - Victoria Casey 0%
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Moving Kraft Lake Book to Farmers

▪ Pull copy of Kraft Lake Book of Business in Folio

– Kraft Lake policies under eFolio > MISC > and downloading them on the right.

– If they write through Compare, they can see policy details on the platform.

▪ Move over eligible Auto, Home and Commercial Business's
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Keep Your Agency in Good Standing

LOW Auto Cross-Sell activity on Home Quotes:

Beginning June 1, 2026, agencies with low Auto cross-sell activity on Home quotes may 

face a 15-day restriction on binding new monoline Home policies. Eligibility is based on 

Home/Auto discount utilization, and restrictions are removed immediately once an Auto 

policy is bound.

▪ Agency status emailed every Thursday

Review Period Home/Auto 

Discount Utilization

Agent Notification Binding Restriction 

Begins

04/18- 05/19 37% 5/25 6/1

5/20-6/18 42% 6/25 7/1

6/19-7/17 47% 7/27 8/1
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Keep Your Agency in Good Standing

LOW Auto Cross-Sell activity on Home Quotes:

To get credit on the discount utilization report, a quote will only be counted if the agent 

selects the Quote button and the quote is completed without an error.

Any version of a Home quote with the Auto discount attached will be counted 

toward the agent’s Home/Auto discount utilization score.

▪ Based off quote creation date
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Keep Your Agency in Good Standing
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Keep Your Agency in Good Standing

Customer Outreach Program:

For agencies with fewer than six new business policies per month during March to 

April 2026, Farmers will target customer via an outreach program. 

WHY? Every customer deserves the full Farmers value proposition—and right now, there 

are significant unrealized opportunities where education about additional coverage options 

is not occurring regularly.

Identify Opportunities:

• Cross-Sell

• Win-backs

• Quotes Not Closed

• Farmers Auto & Home, Foremost 

Specialty

Engagement Strategy:

Email and Text Outreach designed to 

re-engage interest and educate
Agent 

Compensation

Existing 
Relationship

2.5% NB and RN

No Existing 
Policy 

Relationship

0% NB and RN
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Keep Your Agency in Good Standing

Accelerated Contingency Reviews & Digital Signature Updates

Effective March 31, 2025 | Farmers Personal Lines (Auto, Home, Umbrella – GWPC)

 Accelerated Contingency Reviews

What's Changed?

Most contingency documents reviewed in real time 

Faster policy issuance process 

Elimination of manual review wait times 

Reduced need for approval calls/chats 

Agent Action Required

Continue submitting required contingency documentation as normal 

Compliance Alert

Documents must fully support contingency requirements. If documentation is insufficient, 

the policy may be re-rated following review.
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Keep Your Agency in Good Standing

Accelerated Contingency Reviews & Digital Signature Updates

Effective March 31, 2025 | Farmers Personal Lines (Auto, Home, Umbrella – GWPC)

 Agency DocuSign Usage

What’s was New?

Agents may use Agency DocuSign accounts for most signatures 

Greater flexibility in signature collection process 

Requirements

Follow approved guidelines and formats 

Upload the Certificate of Completion 

Compliance Alert

Only DocuSign is currently approved for electronic signatures. Other e-signature methods 

are not acceptable (examples: Adobe Sign, Jotform, etc.).
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Conditional System Access Request process

Effective June 5, 2026, eligible agency staff may be granted conditional system access 

prior to completion of background check. Staff must complete background check 

within 7 days of conditional access approval to keep access. 

Licensed agents will be able to sign appointment agreement and bind business, while 

background check is being completed. 

▪ Shorten turnaround times.

▪ Simplify the applicant experience.

▪ Reduce incomplete or inconsistent disclosures. 

Review Outcomes:

Approved

• An agent candidate 
or agency staff 
member receives a 
background check 
link via email and 
proceeds under 
conditional access.

Under Review

• A Farmers® 
representative will 
contact the submitter 
to request addition al 
information or 
documentation

Declined

• The agent candidate 
or agency staff 
member does not 
meet eligibility 
guidelines and 
cannot proceed.
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Chat with the Hub!
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Quote Promo
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Closing Comments

Frankie Flores
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