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Expansion of Supply Chain Management (SCM) systems and online platforms in wholesale

and their impact on staffing:

* SCM systems and online platforms: the implementation of these systems and platforms
can automate and streamline many supply chain processes, reducing the need for
manual labor and increasing efficiency.

* Impact on staffing: the adoption of SCM systems and online platforms may lead to a
reduction in staffing levels for routine tasks, but may also create new job opportunities

for employees with expertise in these technologies and digital transformation.

The impact on staffing levels will depend on various factors, such as the specific systems and
platforms adopted, how they are integrated with existing processes, and the company's
overall strategy for digital transformation. In some cases, SCM systems and online platforms
may lead to a net decrease in staffing levels over time, but in others, it may create new job

opportunities for employees with relevant skills and experience.

Overall, the goal of implementing SCM systems and online platforms is to improve supply
chain operations and competitiveness, and the impact on staffing levels will depend on the

specific context and the way in which these technologies are deployed.
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Einsatz von online Angeboten und chat bots und deren Auswirkungen auf den AuBendienst

im Versicherungsgewerbe

Use of online offerings and chatbots and their impact on outside sales in the insurance

industry:

* Online offerings: the growing availability of insurance products online has made it easier
for customers to access and compare options, potentially reducing the need for face-to-
face sales.

* Chatbots: the use of chatbots for customer service and sales support can reduce the need

for outside sales representatives and potentially automate many routine sales tasks.

Overall, the rise of online offerings and chatbots may lead to a shift away from traditional
outside sales roles in the insurance industry. However, outside sales representatives who are
able to effectively leverage these tools to better understand and meet customer needs may

still play an important role in the industry.
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Expansion of back-end processing and other Al systems in insurance company's inside sales

and their impact on staffing:

* Back-end processing and Al systems: the implementation of these technologies can
automate many routine tasks, making the work of inside sales employees more efficient
and freeing up time for more complex tasks.

* Impact on staffing: the adoption of back-end processing and Al systems may lead to a
reduction in staffing levels for routine tasks, but may also create new job opportunities

for employees with expertise in these technologies.

It is important to note that the impact on staffing levels will depend on a number of factors,
including the specific technologies adopted and the way in which they are implemented.
Ultimately, the goal of implementing back-end processing and Al systems is to improve the
efficiency and effectiveness of insurance company operations, and this may result in a net

increase or decrease in staffing levels over time.
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Impact on the insurance industry if policyholders are allowed to sell their claims to lawyers

or online platforms:

* Increased competition: allowing policyholders to sell their claims to third-party entities

may increase competition for insurance companies, potentially reducing their bargaining

power and increasing claims costs.

* Increased claims frequency: policyholders may be more likely to file claims if they know

they can sell them to third parties, leading to an increase in the number of claims filed

and potentially driving up insurance costs.

* Reduced trust in insurance companies: policyholders may view insurance companies as

less trustworthy if they know their claims can be sold to third parties, potentially

damaging the insurance industry's reputation and making it more difficult for insurance

companies to retain customers.

Overall, the impact of allowing policyholders to sell their claims to third parties would

depend on the specific details of the policy and the regulations governing the practice, as

well as broader economic and market conditions. However, it is likely that the insurance

industry would be affected in a number of ways, and insurance companies would need to

adapt to these changes in order to remain competitive and maintain customer trust.
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