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Technology is rapidly catching up on the insurance industry, making the
amount of data to deal with immeasurable. When it comes to analyzing that-
data, the process often leads to endless Bl and Data Warehouse projects that
make the management lose interest before they see the light. So how do
Data Analytics deal with these issues? What Data Analytics offer is a change
of mindset on how data should be analyzed using self-service tools.

It provides faster results with easy customization and flexibility in development,
which most insurers lack the skills, budget, and know-how for. This is where
Crow by BSynchro comes in handy, supported by a team of 70 professionals
with an extensive experience with Insurers, Reinsurers, and TPAs.
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Example of dashboards N°3
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Example of dashboards N°4
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Example of dashboards N°5
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