nsurance

etwork We will begin shortly

Eicro Welcome!

BECOME A MEMBER

* Gain access to peers and influence best
practices

e Share your expertise and get insights from
experts

* Receive invitations to exclusive events

e Stay informed on the latest microinsurance

news
HOW TO JOIN * Shape our agenda and participate in
Contact: decision-making

info@microinsurancenetwork.org

Or apply online at:
www.microinsurancenetwork.org/member

Connect. Participate. Influence


mailto:info@microinsurancenetwork.org
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MICROINSURANCE NETWORK

The global platform for insurance in emerging markets
>80 ... 300 >30
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| -' . ‘I-.lli'ghlight the role o’f msurancefordevelopment 3 A
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* 'APromote the mic'roihsuréncebusiness casé

= Engage the insurance industry

_ ICro
: : o« o nsurance
Connect. Participate. Influence Eetwork
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ki Expert Forum Series

 Expert Forums provide you the opportunity to interact with others who
are working in microinsurance

* Organised by the Network, forums are planned to occur on a monthly
basis

* Participation is strongly encouraged. There are many experienced people
online and all questions from anyone are welcomed

* Thisis the last in a series on Africa. Prior topics covered:

 The Landscape of Microinsurance and product innovation — Michael J.
McCord (Microlnsurance Centre), David Ashiagbor (MFW4A), Saagar
Khimasia (APA Insurance), Daniel Lemu (Oromia Ethiopia), Luc Noubissi
(CIMA), Afua Donkor (Star Microinsurance Ghana), Munya Javangwe
(Zimnat Zimbabwe)

 The business case of microinsurance in Africa — Michael J. McCord,

' Bert Opdebeeck (BRS), Alex Kuhnast (KGA Life), Agnes Chakonta

(Mlife), Israel Muchena (Africa Re). |
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k-  Today’s Session

Distribution is vital to the business and impact case of microinsurance
* Four types: Embedded, Compulsory, Opt-in/freemium, and Voluntary

Today’s session covers three topics

* Features of different distribution channels — Martin Kgoale Hollard.

* Roles in the microinsurance value chain — Tughral Ali romene
e Cracking the distribution challenge — Isaac Magina © swisske

Each topic will follow the same structure:
* Poll -> Research Findings -> Speaker -> Discussion

* Research will be shared by Michael McCord e
e Concluding remarks on from Henk van Oosterhout s

Work for Africa

and David Ashiagbor Q) ne Fnance
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k= Housekeeping Items

Today’s forum is planned as a discussion. You are encouraged to
participate and ask questions.

* Submit via the “Q & A” feature
* Use “Raise Hand” to speak / lower and mute after

e Participants are muted by default to make it easier to hear presenters

* During polls, you have 20-30 seconds to select your answer. Make sure to
click “submit” at the bottom right

* This session is being recorded and content will be available afterward.

* For technical issues, pls message the MFWA4A Secretariat in the chat box

»

) . : ' <_ " MunichRe r Micro
. Making Flnar!ce . Foundation INSURANCE
Work for Africa From Knowledge L CENTRE

to Action
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Expert Forum: Microinsurance in Africa
Module 3: Distribution

Michael J. McCord
President
Microlnsurance Centre

Chairman of the Board
Microinsurance Network

,
4
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Q: What is the most promising channel
for microinsurance over the next 3 yrs?

Select your answer:
A. Corporate supply chain
B. Mobile / MNO
C. Financial institutions
. D.
E.

Retailers
Agents/brokers

www.microinsurancenetwork.org



RANGE AND FEATURES OF
MICROINSURANCE CHANNELS
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Variety of channels in use

LJSC "\,"\()"C T:\uo'
Get More Insurance!

f

Tigo Family Care
Insurance

-CODENSA-

Mucho mas que energia

e S

KPSSM
KARTU PERUNDUNGAN SIAGA SATU MANGGARAI
_ Rp 50.000,-
:
,
i

www.microinsurancenetwork.org
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Which are successful at generating volumes of clients
and profits for the insurer?

Other / Mass W TTTTNTTi 187
‘A‘A‘a
$$$$$$$$$$$$$$$3$$33 201.4
®
fH\I ASENS/ e AT T AR 12.1
P M MRS MRS MNP MRS MG MRS MR Mnare Mpere Ml L)
SO0 0055505005555555555555588888889 3629
® .
ﬁ Member orgs <« 1.5
o o o o e e e e 5 >
$: 12.5 w =1 million lives covered
B
Other FIs “Wr "W imww 5.9
m . o o« 3) ‘ = total number of
| | $35555885881 1157 )~ products distributed via
channel
m MFIs 'I’I"I’I"l’l"l’l“l.l"l.l“w 6.3 -
S S o~ S S5 55 = USD 10 million gross
s385: 422 written premium

Data subset consists of 219 products for which premiums, lives covered, and distribution channel information were provided;
together they account for 97% of identified premiums and 72% of identified lives covered.
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Revenue and expense by channel

3.3 2.7 5.1 25.3 6.4 11.8
AP/P AP/P AP/P AP/P AP/P APP
100% Average
90% AP/P = premium per
person
80%
70%
o 60% % Net
+ 50% ' Commissions
< 40% M Admin expense
30% m Claims
20%
10%
0%

MFIs Other FIs Member Agents/ Other/ Total
orgs Brokers Mass

® oW A § O

Data subset consists of 132 products for which premium, claims, expenses and distribution channel information were provided;
together they account for just under 1/3 of the total premiums and lives identified by the study.
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Martin Kgoale
Director of Sales and Distribution

Hollard, South Africa
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LIFE ARE

23:

OUR DISTRIBUTION CAPABILITY SPANS ACROSS MULITPLE
CHANNELS & PARTNERS

B Hollard control
_________________ ] Bisterpacks | Shared with partner

Call centres and point of sale I

Bank/ I
Generic lending Performance I Pep

Chiefs databases partner Marketing [
bases |

Virtual/Call centres

| Agents within stores Field agent= and CC Field agent=

Lending Hollard 25 Hollard
partmers branches branches

Physical presence

www.microinsurancenetwork.org



ICro

nsurance
etwork

SOME OF THE INSIGHTS FROM PARTNER INFRASTRUCTURE... Tﬁl?llﬁs
+0o|NSURAMNCE (S BOTH BOUGHT AND SOLD et

LIFE ARE

- 3 5
- —_—
o =

FN

— Fairly significant sales numbers achieved through passive insurance packs in retail

stores (in the store payment queues)

— However, sales grew significantly when agents were placed in store to promote the

insurance packs

Ins. Sales through a Retailer

140

20 Products bought [Blister packs) Product sold {Agency]

Ay Sales
=

T e o T e el e

5 — o T e T e i T e e T e
[ )

@ = & = &

Jun-12
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WE HAVE SIGNIFICANT EXPERIENCE IN OPERATING LOW COST, the Lot~
HIGH TOUCH, HIGH TECH SALES AGENCY FORCE WITH OUR THINGS
PARTNERS (reaching areas that are difficult to reach through traditional means) LIFE ARE

Low-cost High Touch, High Tech i .< 5
Sales Agency Model - -~

temote N rui i [ Crear [ Funeral ' ' Sport

~| ™ Edgors| |- I— LA |~ Bayport I_

e ISI%NQI D yp

12

g S TeleDirect co
|

A A range of insurance products Scale: |
) —I L LW I = Simple life, ®* National Footprint

sreet o * (Credit/account linked life, * Over 2 500 agents

ot = Legal = Qver 30,000 sales per month

g VA *  Health (e.g. hospital),
®* Handset

“5 S5 | Low to middle income customer segment (Mass Middle Segment)
=  Approx. ZAR 1 600 — ZAR 20 000 pm {USS 160 — 2000)
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...IN ADDITION SALES AGENCY CAPABILITY, WE HAVE A SIZEABLE “"I'&"‘
TELE-MARKETING OPERATION THINGS

LIFE ARE

L= |
Inm \ A range of insurance products Scale:
_53.3,1,0"' *  Simple life & Legal * JHB & DNB
‘ * Credit/account linked life, = Qver 250 agents

Low to middle income customer segment
= Approx. ZAR 1 600 — ZAR 20 000 pm (USS 160 — 2000)




ROLES & REMUNERATION IN
THE VALUE CHAIN
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Q: All can be necessary but which institution
is uniquely required for distribution success?

Select your answer:
. Regulator
. (Re)Insurer
Broker
. : Technical service provider

Distribution channel

mooO®m>

www.microinsurancenetwork.org
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Commissions vs. Admin
....do higher commissions lead to lower admin expenses for insurers?

0,
60% Bubble size reflects number of insureds:

> . = 500,000 livesinsured

50% o

40%
CQ -
s
L
[ =
(=]
g 30%
.§ .
€
Q
U 0,

@

10% .

9 ° . o
o
0% (SN N -. a . a. M a - O ‘ a -— -
0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Administrative cost ratio
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Tughral Ali

Head of MicroEnsure Africa



CRACKING THE DISTRIBUTION
CHALLENGE
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Q: You lead an Ml Co or Dept. How much

time do you allocate for distribution?
Select your answer:
A. Equal time with product,
claims, finance, HR, etc
B. Around 30-40%
. C. Whatever it takes

www.microinsurancenetwork.org



MR If changed would have the greatest impact on the

Eicm Africa 2014 and LAC 2013: What are the top five things that

development of microinsurance in your country?

Africarank LAC rank

INSURANCE 101: THE BASICS

Market education and financial literacy
efforts for consumers

i ¥ W
B N VA

Are you covered?

(- J)-—{w Market demand studies to help insurers better

‘ f—z‘l L HReerstardtiic z

More and better distribution channels m

4

Information technology systems specific for
microinsurance

\Vlore favorable requiatior

"NTPARN
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Isaac Magina
Senior Client Manager Africa

Swiss Re
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Henk van Oosterhout, Executive Director,
Microinsurance Network

David Ashiagbor, Coordinator, MFW4A

www.microinsurancenetwork.org
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Module 3: Distribution

Thank You!

Microinsurance Network

39 Rue Glesener

1631 Luxembourg

Tel: +352 262978
info@microinsurancenetwork.org

www.microinsurancenetwork.org

Making Finance Work for Africa
Immeuble CCIA, Rue Jean Paul Il
Abidjan, Cote d’Ivoire

Tel: +255 20263567
secretariat@mfw4a.org

www.mfw4a.org




