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1. Background

Publieprivate dialogue (PPD) is a major platform to attain the rationale of the Mutual Exchange Forum on

Inclusive Insurance (MEFIN), a network of insurance regulatory authorities in Asia working foo-peer

exchange of knowledge and experience with the insurance industry. Regulators and insurance industry leaders
in the MEFIN member countries (Indones#gngolia, Nepal, Pakistan, the Philippines and Vietnam) gathered
to share, and take part in, dialogue about good practices and the way forward as regards regulation, supervision,

distribution as well as technology and financial literacy and awareness.

In 2017, MEFIN PPD2 was conducted in partnership with Munich Re Foundation and Ml Network, deepening the
knowledge and insights on inclusive insurance through the Microinsurance Learning Sessions (MILS) where
international experts discussed Disaster Rigutance for SMEs as well as agriculture and MicroHealth. PPD1,

which discussed proportionality in regulations, was held in Manila in July 2016.
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Over and above an enriching discussion on Microinsurance (M), the participants had an opportunity to
contribute to the APFF Workshop on Developing the Ml Roadmap for Emerging Economies in Asia and the
Pacific. ABAC awrganised the event with GIZ RPFI Asia Il, the secretariat to MEFIN.

2. Objectives of PPD2 and MILS

V Tosharelessons, challenges and good pradiasm MI market development in the MEFIN member
countries, following the action plans discussed in PPD1

V Toestablishlevels of motivation and commitment towards addressing the issues and challenges in
inclusive insurance market development

V Toagreeon falow-up measures through the MEFIN work plan which will form the basis for the next
PPD

V To acquire knowledge on good practices and trends in DRF for SMEs and agriculture and health
insurance from international experts

3. Participants

High level offices from insurance regulatory authorities and CEOs of leading private insurance companies from
the six MEFIN member countries, financial inclusion experts and toegamisers participated in the PPD2 and
MILS (please see Annex 2 for the complete list teratees).

4. Programme

The PubliePrivate Dialogue was held on 15 March 2017 in Hanoi, Vietnam. In the morning session, speakers
from the organisers held presentations on the Overview of Inclusive Insurance in Asia. Three panel discussions
followed. The fist panel session was on Regulation & Supervision, the second was about Distribution &
Technology, and the third dealt with Financial Literacy & Education. At the start of each panel session, keynote
speakers talked about their experiences related to tbpits. This was followed by panel discussions involving
representatives from the private and public sectors of each MEFIN country.

The Microinsurance learning session was held on 16 March 2017, also in Hanoi, Vietnam. Parallel sessions on
Health and Disdsr Risk Insurance for SMEs and Agriculture were held. Each session started with presentations
on specific experiences and business models pertaining to the topics, and were followed by panel discussions
with the speakers.

5. Proceedings

5.1 Welcome emarks and presentations othe overview of inclusive insurance in Asia

5.1.1. Welcome speech by Phung Ngoc Khanh, General Director, Insurance Supervisory Authority, Vietham



Mr.Phung Ngoc Khanh welcomed all attendees to the event in Hanoi, Vietnanxpiresged appreciation to

the German government and the GIZ for establishing the MEFIN netwatkch is an effective platform
providing learning opportunities to promote inclusive insurance solutions, particularly femloome people
amongst policy maks and insurance industries in Asia. He also expressed great thanks to the Regional Steering
Committee (RSC) of MEFIN for providing assistance in preparing well the speakers and panelists.

In addition, he shared some information about the Vietnameseurisce market- which was officially
established in 1993. The Director General described the market over the last dewdtte significant and
noticeable accomplishments in terms of insurance regulatory framework, investments and high income growth.
Although the insurance industry has contributed a lot to the social benefits of people through these
achievements, Director Phung sees plenty of potential for growth. At present, insurance products in Vietham
are not diversified enough to fully meet the insucandemand of lowncome people in particular, and to protect

them from unexpected losses and financial shocks. In response, Vietnam is now implementing a pilot
programme which has been approved by the Office of the Prime Minister. The programme attentptkite
committee financial resource centres, unions and MFIs as providers of MI. Vietham currently has no regulation
on MI, and this is one of the constraints on inclusive insurance in the country. Under the direction of the Prime
Minister, the Ministryof Finance will submit a new decree which encourages Ml fofilmame people by the

end of 2017. The existing insurance law will be amended to include MI and will be submitted by the end of 2020.
The Director General believes that Vietham will overcorhe turrent problems once these important
documents are finalised.

He wished all attendees a successful meeting and memorable stay in Hanoi.

5.1.2. Welcome speech and presentation on Lessons from Proportionate Regulatory Framework Publication
(10 yearsof Ml regulation) by Dr. Antonis Malagardis, Programe Director of GIZRPI Asia Il.

Dr. Antonis Malagardis thanked all the attendees, and invited countries and private sectors to join MEFIN. He
urged MEFIN to closely follow up every regulator, suprid | y R O2 YLI y& LI NIGAOALI} GAy3
and to create a positive impact. He shared lessons from 10 years of experience in Ml from a study conducted by
the AZ2ii together with the MiN, with key inputs from GIZ programmes in Asia, Africa arld Soerica. Over

10 years, five countries have contributed mostly to regulatory lessons leaimdia, Ghana, the Philippines,

South Africa and Pertrormulating regulation is an ongoing proceasd the need for regulation can emerge

from both the privatesector and the regulators. 35 countries currently have regulations on MI. India was the
first to have a regulatory basis for Ml and uses a qualitative approach. The Philippines followed and is the first
country to use a quantitative approach. There arerently over 600 inclusive insurance products worldwide.

The credit life insurance product makes up 60% of the market, followed by personal accident insurance. Life
and health insurance products are experiencing difficulties since dominating risk pooliatated to social

health insurance schemes. Dr. Malagardis believes tatan complement specific benefits tha social
insurance scheme cannot provide.

Agriculture insurance has been picking up whilst addressing the needs of the huge ruratipoplila the type

of insurance that is highly subsidised the world over, but there is room for the private sector to offer insurance
products to farmers who can save. Bgriculture insurance to play a significant role in the inclusive insurance
sector,Dr. Malagardis emphasised the importance of bundling
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Figure 1: Thetatus of MI regulations
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The use of Regulatory Impact Assessment (RIA) as a dewiaking tool was also discussed by Dr. Malagardis.
He dared the results of the first RKAwhich was conducted by GIZ RFPI Asia in the Philippines in 2014. Using 12
parameters, five of which are qualitative, the Philippines RIA examined selected potential impacts arising from
government actions. GIZ RFPIngléo undertake RIA in all MEFIN countries, as well as other countries such as
Peru. RIA can constitute part of industry reporting and can be carried out every two years depending on the
needs identified.

Fnancial education isan important element in thedevelopment and promotion of inclusive insurance.
Alongside this, Dr. Malagardis advised the regulators to clearly define their messages and seek support from
international organisations and the industtMNOs are very importanand regulators need to cqerate with

them. He also cautioned againgiformal insuranceschemes because there is a lack of responsibility when
problems such as insolvency and claims disputes arise.

Sustaining MI needs close consideration of t#adue chain Dr. Malagardis enumated natural catastrophe

risks, sovereign risks and climate risks that need to be looked into when thinking of a sovereign insurance scheme
that trickles down benefits to beneficiaries. He believes thtitcan help in allocating the pool of sovereign
insurance schemeand MEFIN Network can cooperate in this issue.

5.1.3. Welcome speech and presentation on Highlights of Landscape of Asia Study bRr&ivkard, Munich
Re foundation.

Mr. Dirk Reinhard welcomed all the attendees and introduced Murire Foundation as a ngmofit

organisation founded in 2005 by Munich Re, the world's largest reinsurance company. The foundation tries to

improve the risk situation of the lomcome market, and strongly believes that disaster prevention is crucial

andinsurance is complementing disaster prevention | S SYLIKIF aAaSR DL%Q&a NRtS Ay

to the attendees to use the MEFIN network efficiently. He encouraged the attendees to take advantage of PPD
8
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in order to share their experiences, builcataing and agree on concrete follemp measures to the issues and
challenges when returning to their respective country environments.

He asked the attendees to do the following:

U First, please be patient. The German insurance market took 150 years tb @\td | y R NB I OK
level. Ml is not a lovhanging fruit.

U Secondly, regulators need to be open to new developments. Technology is developing rapidly and you
need to consider how you can integrate this development into your regulation and market.

G  Thirdly, we need to understand the market through data.

He also talked about the highlights of the first study on Ml in Asia using data from 2012, carried out by Munich
Re, GIZ and MI network.

Life insurance is dominating worldwidefollowed by accident insance, because they are simple products.
Credit life insurance distributed mainly through MFIs is poputigalth and agriculturansurance is perceived
as the most important risks.

Figure 2: Level of Ml market development in Asia by country

There is a mismatch
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Thailand Vietnam Lebanon

e due to their large

Papua New Guinea populations. In terms of

Uzbekistan coverage ratio, the
Philippines is leading the market. Based on development level& bnd the Philippines are categorised as
stabilised markets, and Indonesia, Nepal and Pakistan as growth leaders. Mongolia and Vietham have the
potential to catch up.

"How profitable is MI?" is a popular question. Although Ml is not an easy markdbchigh transaction costs
there is still hope it is arofitable market.

In terms of providers regulated insurance companies are dominating the market and mutual benefit
organisations are playing a significant role. Mobile Network Organisations (MNEDs not yet on the market
when this study was conducted. Now they are playing an important role. The regulators need to understand
mobile insurance and integrate it into their regulations.

SME represent the core of the economy and a potential targaairket of Ml. It is important to stabilise SMEs
when a disaster occurs because an economy will slow as a conseqiataas importantn understanding the
market, and MEFIN can create data on its member countries. The sustainabiifigrofal insurances doubtful

even though it is still present in the market. Ml has great potential as it can play a complementary role in

9
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governmental health insurance schemes and rmgidtvernmental disaster prevention schemedlarket
outreachis relatively low in Asia lhius growing rapidly. Mr. Reinhard encouraged the attendees to find about
about schemes in other countries, and further develop and implement them in their countries.

5.1.4. Welcome speech and presentation on thesults of MNOs by Christian Loots, CENFR

Mr. Christian Loots welcomed the participants and thanked them for attending the event. He introduced Ml
Network, a global multstakeholder network for inclusive insurance in emerging markets. The network has more
than 300 member practitioners and eaqts across 40 countries, and encourages international networks and
learning events.

Mr. Loots presented the results of the MNO study which includes available data from countries including
Pakistan, Bangladesh, India, Sri Lanka, Cambodia, Fiji, thEpiPk#i, Indonesia and Papua New Guinea. The
study covered eight MNOs and two Technical Service Providers (TSPs). Overall mobile Ml penetration is around
5 percent- which is still very low but has been growing fast.

Previously, insurers have been apprbang MNOs to distribute insurance products in order to increase their
reach. Now, MNOs approach insurers to offer insurance as it provides them with certain complementary benefits
(such as retaining loyal customerg){ t & Q tHéIéulancéd farket ismportant and growing. MNOs and
TSPs are playing important roles in all aspects of the product life-dpdierms of planning, marketing, product
design and customer relations. Insurers have a good understanding eiffiftigime segments, whilst MNOs have

a better understanding of loancome segments. TSPs sit in the middle since they have a good understanding of
the insurance market and the Ieimcome market.

There are still challenges remaining. Innovation is not on a broad basis and so most of thetphahe similar
features. Most products are life, credit life or personal accident. Some health products have started to be
developed however.

Table 1: Barriers in the market of mobile Ml

Demand side barriers: Overcoming actions:
U Cost, trust, access tq Cost:Product free at first; transfer to paifbr
understanding insurance after demonstration
Trust:Leverage known and trusted MNO brand
AccessMNO provides accessibility

Understanding Simple policies, eliminate confusing& €s

Supply side baiiers:

Lack of knowledge about insurance
Inadequate information management

Long maturation and high initial investment
Lack of quality servicing: Difficulties with policy issuance, claims tracking, commissioning pay

o

10



Lastly, regulatory issues are dissad in the study. The study found that most regulators are willing to consider
allowances to providers to implement innovative Ml products.

5.1.5. Synthesis of the MEFIN Inclusive Insurance-&&skessment (SA) by Dante Portula, Senior Advisor, GIZ
RFPAsia.

Mr. Dante Portula presented the highlights of the Sefessment and Peer Review (SAPR) on inclusive
insurance, conducted independently by GIZ RFPI Asia on behalf of the MEFIN Network. SAPR is an instrument
developed by the International Associati of Insurance Supervisors (IAIS) to assess the level of compliance by
insurance jurisdictions to the Insurance Core Principles (ICPs). It is meant to assess whether regulation and
supervision of an insurance jurisdiction is or is not supportive of imdumsurance. Within the MEFIN
framework, GIZ has conducted this sgisessment across member countries including Indonesia, Mongolia,
Nepal, Pakistan and the Philippines. Vietnam did not participate because it does not yet have Ml regulation. An
assessient was conducted as indicated in the MEFIN work plan.

SAPR is a systematic approach and has been used by IAIS for many years. The SA questionnaire is made up of 52
guestions across seven sections. Each jurisdiction who participated in the SAPR&@nmadtteam to complete
the questionnaire.

The responses were tabulated and analysed using the scoring methodology of the IAIS, with a scale from 1 to 4.

A rating of 1 means the jurisdiction has a SUPPORTIVE regulation to inclusive insurance, 2ARE&1SYL
SUPPORTIVE, 3 PARTLY SUPPORTIVE and a score of 4 means NOT SUPPORTIVE. A confidential individual
jurisdiction report was prepared where the SA team has commented and validated. An aggregate report was

then prepared which summarised the commonality fondings and interpretation across the five MEFIN

members participating in the SAPR.

The aggregate result of the assessment was presented by Mr. Portula. Except in Products and Processes, the
a9CLb YSYOSNBR NBOSAGSR |y AABIXNIAYS (NKSi AZyS30 SyF L9 NI NBESSIf SN,

The inclusive insurance market is rated

Table 2: Aggregate result e}
[ largely supportive. There is a general

Cr

Supportive |  Largely Partly Not issue about informal insurance schemes
Self-Assessment (SA) (1.0-1.21) | supportive | Supportive | Supportive .
Environments (122-2.31) | (2.32-3.99) |  (4.0) across the MEFIN members. This could
Inclusive insurance market 1.94 mean that fOI’ma| InSUI‘eI’S al‘e I’lOt a.ble '[O
) foBeaton e provide their needs, so M§& and
pervision 1.76
Products and processes 273 cooperatives choose to sort out informal
Intermediaries 1.90 . .
[Proportionality _ [ 219 _ || insurance themselves. This could also be
Supporting inclusive insurance 167 an |nd|cat|on Of the unavallablllty Of
_Ouerall | | 2.07

o ————— : < products that meet the needs of the
target population. Informal insurance should be a concern of the regulators becausepivisrdaial consumer
protection issue and a threat to the financial stability of MFIs. The jurisdictions do not have transition plans that
provide incentives to formalise the informal insurance activities.
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Legislation is largely supportivéeSsome jurisdictins have no special regulatory treatment available for insurers
that serve the inclusive insurance market. They are using conventional insurance regulations wherein entities
serving the inclusive insurance market have difficulty in complying with thigitadl standard. The supervisor

does not make use of any cooperation with other authorities as a means of including one or more types of entity
as insurers, including expanding the distribution channels (such as MFIs, MNOs and other institutions).

Supevision is largely supportiveThe supervisor does not take a proactive approach to monitoring products
offered to customers in the inclusive insurance market. It does not carry out regular reviews of the inclusive
insurance market. Although most jurisdams have regulations on the definition of inclusive insurance, there is

no system in place to regularly gather market data such as outreach, volume of business and claims experience.
The supervisory authority does not have the power to carry out a linfileh of licensing such as registering

or issuing conditional or restricted licenses.

Inclusive Insurance Products and Processes is partly supportitest jurisdictions have no regulation that
allows insurers only offering products aimed at the inidlesinsurance market, and insurers dealing both
exclusively on the inclusive insurance marketplace and serving its members only like the mutuals and
cooperatives, to have a lower minimum capital requirement. Many jurisdictions do not allow product bundling
Embedding can be a solution however, meaning life and general insurance companies may cooperate together
to align their operating procedures on client enrolment and claims processing to the same client group, whilst
maintaining a separate liability ofaims payment.

Regulation orintermediaries is largely supportivefhere is limited flexibility that applies for intermediaries and
their functions. Procedures for the licensing of conventional agents are not appropriate and difficult when also
applied toMI agents. In many cases, intermediaries in MI perform almost all the functions of an insurer, i.e.
client enrolment, training, claims processing and policy renewal. The role of the insurer is only to carry the risk
(underwriting). Putting a cap on commisns, as practised by some jurisdictions, therefore becomes a
disincentive.

Proportionality and its Application to Inclusive Insurance Market is largely supportiVeere is no regulation

that considers the nature, scale and complexity of insurers atetmediaries outside of the insurance line.
There is a lack of proportionate regulations for valuing insurance liabilities and risk management standards.
Another issue is the lack of systems to collect and monitor market data. We need to acquire datelatad
ministries, and this is a challenge of inlgency coordination.

The presence of the national agendeSuapporting inclusive insurancd 5 OSA @SR | NI GAy3 2F Wt I
However, there is no availability of adequate relevant data to assis&s and realistically price products. In

some jurisdictions, there are no sufficiently skilled and competent insurance professionals (such as actuaries,
accountants and auditors).

The following infographic, prepared by GIZ RFPI, provides a snapstiwtre the MEFIN countries stand today
in their respective Ml market development.

Figure 3:infographic on MI market development in MEFIN countries
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Infographic: Microinsurance Landscape in the MEFIN countries
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In terms of regulations Indonesia and the Philippinesve formulated broad MI regulatory frameworks and
national strategies, and consequently issued more detailed guidelines. Pakistan, Nepal and Mongolia have issued
MI regulations and directives which generally define Ml and distribution mechanisms. Viesntma only
jurisdiction implementing pilot MI regulations, and in parallel has been preparing a draft Ml decree. 2013 saw
the Philippines institutionalise a section on Ml in the amended Insurance Code. Pakistan is currently in the
process of revising itegurance Act with a proposal to include a dedicated Ml section in the act. Appropriate Ml
regulations can provide a clear signal to the industry to participate in the market. It can be seen from the size of
the bubble in the infographic that there is sificant and increasingrarket participationin the Philippines and
Indonesia. Pakistan is catching up. Nepal is unique because all insurers are required to participate in the Ml
market with a 5% minimum volume quota.

The darker yellow and green colourstire infographic undebusiness modelsndicate that the products and

type of distribution channels are already mature. Créifit is very common in all jurisdictions. Broader
participation of banks/MFIs as distribution channels is however more evidgheifhilippines, Indonesia and
Pakistan. Voluntary Ml products, normally distributed through the MFIs as well, already exist in the Philippines,
Indonesia and Pakistan. Advanced products such as health and NatCat are available in the Philippines. Use of
technology by the MNOs can already be seen in Indonesia, Pakistan and the Philippines.
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The fourth category in the infographic shows the levdlidutreach Big and growing outreach can be seen in
the Philippines (28Mn), Indonesia (22Mn) and Pakistédfn(© Other MEFIN countries still have fewer than one
million.

The infographic indicates that proportionate Ml regulation is the key driver behind market development. The
result of the SAPR indicates there are certain issues that need to besasgdreAs a way forward, MEFIN will
conduct the RIA in Mongolia, Nepal, Indonesia and Vietnam. RIA has already been conducted in the Philippines
and Pakistan, but MEFIN will conduct a pR$A assessment in order to support further regulatory measures in

the two countries. The conduct of RIAs is in the work plan of the MEFIN TWG on Regulation and Supervision.
Like SAPR, RIA is a regulatory instrument being used by MEFIN to gain a deeper understanding of the effects of
regulatory measures and to agree on sefygent steps to further improve the MI market.

5.2 Panel session 1: Regulation and Supervision

Keynote Speakers:

5.2.1. Regulations on MI Distribution Channels and Consumer Protection by Mr. Ferdinand George Florendo,
Deputy Commissioner, Insura:e Commission (IGhe Philippines

Mr. Ferdinand George Florendo talked about
Distribution Channels and Consumer Protection (DC
regulation in the Philippines. Distribution channels a
crucial and essentially include everything except prodt
despn. Regulators therefore need to open up guidelin
regarding various distribution channels for the market 1
use.

Rationalebehind adapting the Ml distribution channels regulatory framework:

Absence of clear policies on conduct of Ml agents, brokedsdéstribution channels
Terms such as Ml agents and brokers are undefined

Lack of efficient and innovative distribution channels

MicroAgri products and Micro Pmeeed products framework issued in 2015

Need for clarity on the types of distribution chaela that may be used and harnessed

cC o

Table 3: Terms defined in the distribution channel framework

Distribution Sequence gbeople and entities through which the products, transactions and services"
chain

Distribution A person (natural or judical) such as retail outlet, service outlet, electronic platfaym
channel other similar channel that may be allowed by the Insurance Commission.

14



Channel A duly licensed Mbeneral agent or broker, a cooperative insurance society or Mu
contractor Benefit Association, a general agent or broker offering MicroHealth or Micréfred
products.

Designated A licensed person designated by a channel contractor to be in charge of selling
seller registered distribution channel.

Ml is unique because claims amall and need Alternative Dispute Resolution (ADR)obfextive of the ADR
framework is to provide avenues to settle disputes through the swiftest and most accessible means. The ADR
method reduces the cost, time and complexity of any subsequent litigat

Rationalebehind adopting the Alternative Dispute Resolution framework:

U Ml claims are in small amounts

Holders of Ml reside in far flung areas

U Access to the Insurance Commission, by phone, fax, computer or physical visits, may be too costly
and/or difficult

T C

5.2.2. Pilot Approach in Ml Regulations by Ms. Nguyen Thi Hoai Thu, Insurance Supervisory Authority (ISA)
Vietnam

Ms. Nguyen Thi Hoai Thu talked about the Vietnamese pilot programme in Ml regulation.

Rationale and scope of the regulationis the pilot programme:

The MI providers in Vietnam are currently insurers such as Daiichi, Prudential and Manulife, and other providers
ddzOK +a GKS £ASGylY 22YSyQa !'yAz2y o6x2!0 FyR (G(KS +ASiy
regulation, theres a law on traditional insurance business, the application guidelines and the pilot Ml regulation
approved by the prime minister. Other than the pilot, there is no specific Ml regulation in Vietnam. The contents

of regulations in pilot programmes are refted in Table 4 below:

Table 4: Contents of regulatianin pilot programme

General regulations Detail regulations

Principle of providing MI:For | Ml products: Types of products are term life, health, credit life, a
the poor and the social securiff micropension insurance. The products should be registered with
target; not for the profit,| Ministry of Finance, and in the event they are changed or new prod
balancing income and expense| are introduced, the provider should employ the servicesaofcertified
actuary.

Insured: Members of social ReservingThere are unearned premium resesjanathematical reserve
fund, members of MFls. or claim reserves. 50% of the reserves should be deposited in comm

15



banks. The rest should be invested séfel Yy R y 20 | FF
liability.

Provider: CFRC belongs tie | Risk managementThe provider should ensurié manages and control
Vietham Association fo| policy holder information, assesses and forecasts the risk that may ¢
t NEY2(GAy3a 9 RdzQ its operation, as well as manage and control tightly the premium colleq
Union. These entities partng and claim payment process.
with some insurance

) Financing and accounting managemeniteep separatdedgers amongs
companies.

MI actvities and MI products. Some criteria for expense splitting
allocation amongst MI products.

Publishing:Provide regular report to Ministry of Finance.

Disadvantages andhallenges:

U  The pilot programme regulation is temporary. No specific legahéwork for Ml

No national budget for developing Ml

0 The strategy for developing Ml is not clear or detailed, and depends on the strategy of developing
insurance

0 Lack of expertise in insurance (especially actuary activities), establishing of IT systems

0 Awareness of insurance is still limited.

:

Figure 4: Way forward

REGULATION REFORM

Assess, analysisand change

Amend Law on Decree, Circular

A decree insurance on
business microrinsurance

2017 2020 20212022

Educate the providers
and related parties

5.2.3. Panel discussion:
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Moderator: Dr. Antonis Malagardis, Programe Director, RFPI Asia Il

Regulator panelists: Industry panelists:

A Mr. Ferdinand George Florendo, IC A Mr. Geric Laude, President & CEO, Pior@&RD

A Ms. Nguyen Thi Hodhu, ISA M

A Mr. Tariq Bakhtawar, Director, A Mr Nguyen Chien Thang, , Deputy Direao
Securities and Exchange Commissic Personal Insurance Div, Bao Viet Insurance,
of Pakistan (SECP) Vietham

A Mr. Chiranjibi Chapagain, Chairman, A Mr. Muhammad Ali Ahmed, Executive Director,
Beema Samiti, BS (Insurance Board EFULIfe Insurance

A Mr. Dip Prakash Panday, CEO, Shikhar Insurat
Company

The moderator asked about regulations on Ml, lessons learned and a way foreareéfch country.

Table 5: Responsdsom the regulators

Country Main points from the responses
Pakistan aL NB3Idzt F GA2Yy g+ ad AYLESYSYGSR AY Hamn®
and nonlife products, andsolvency regime for Ml dve been incorporated in the dral
Insurance Bill.
Nepal The MI Directive was formulated under the Insurance Act in 2014. Ml is tagged wit
Agricultural Insurance networkwhich enabled MI to be implemented across the count
Challenges:
U Lack of #raction from insurers due to low premium and high operation cost
U0 Targeted clients' indifference towards insurance and their inability to afford
premiums
U0 Topographical difficulties f@peedy implementation
U0 Informal insurance activities
U0 Legal hindrances on agency/survey/online selling matters
The The national strategy for Ml was defined in 1997. The country currently has-I¢D@R is an
Philippines advanced instrument to further increase insurance access and penetrafiduice for
regulators:
U0 Encouage private practitioners to engage with regulators
0 Be consistent
0 Integrate new developments into regulations
Vietnam The pilot programme is being implemented. A new decree on MI will be submitted by th

of 2017 and insurance law will be amendedBR0. The regulator is launching an IT syst
upgrade that facilitates all administrative procedures with insurers by means of inte
technology. The draft Ml regulation stipulates conditions to supply Ml and procedure
informal providers transferrig their operations to insurers or other registered providers.

The moderator asked private sector representatives about their MI portfolio, challenges faced and lessons
learned regarding MI. Their responses:

Table 6: Private sector responses

Country

Main points from the responses
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BaoViet Recent years have seen some BVGI projects to cover farmers and those on low incon
Insurance, results are limitedChallenges:

Vietnam

U0 Lack of awareness and demand for insurance
0 Low level of affordability
0 No nework between farmers, MFIs and insurers to develop Ml
0 No legal framework for Ml
U Lack of effective methods to approach and provide Mitfmse on low income.
Necessary support from the regulator:
U The legal framework and regulations must be establishedutiorities
0 Encourage participation of social orgsaions, MFIs, insurance companies and !
private sector
0 Close cooperation between government, insurance companies and c
stakeholders in developing appropriate regulations
EFULife, The canpany has been offering three MI producBxriving factors for its success:
Pakistan . o .
U Keep the proposition simple
U Focus first on the number of lives enrolled; premiums and sum assured are
secondary elements
U Partner with adistributor/intermediary
U Understand the teget market
U View technology as an enabler
U Ly@Sad Ay |6 NBySaa ONBIFiGAZ2Y F2N ay
U Ly@Sada Ay gl NSySaa ONBFiGAz2y FT2N aO
U a[ AGAYy3 0SYySTAGaéE LINBLRIAR (AR ya feRMNY &
Necessary support from the regulator:
U Regulations thatgpport a paperless, technology driven mechanism for custometr
acquisition as well as servicing
U Develpment of a nationwide intermediary platform which can be accessible to ¢
insurers and give them penetration into the target markets though a structured
platform.
Nepal The company has been offering two Ml products. It has issued 200 pdéisie$ Q3 of FY
Shikhar 201617). Most of the policies are Micro Personal Accident Insurance policies. The comy
will collaborate with cooperatives and organise miéagent training for MFIs and
cooperatives.Constraintsfaced:
U Micro Healthinsurance is being offered by the government and it must be expan
U Lack of awareness in target area and difficultireaccessing target market
U Lack of distribution channel
U Lack of aftersale service and claims management
0 Low purchasing capacity of target group
0 High operation cost
U Subsidy in premiumyaiver of stamp duty and VAT
Way forward:
U Increasen country reach by insurance companies and government offices
U0 Awareness pgram andraining of agents
0 Government supporin infrastructure development
0  Strengtheningf distribution channels
0 Regulation fobancassurance
Pioneer The company has merged with MutugFI andbeen offering MI products-actorsdriving

CARD, the the dynamic development othe MI market:

Philippines
i

Good demand from the market
V The market believes there is a need for Ml
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V  The market is willing to buy

V ¢KS YIFIN]SG dzyRSNRUGlIYRa ¢KIG aolf
U Insurance providerthat are ready and know what to do:

V Deliverthe value expected by the market

V  Have the right mindset for Ml

V  Be willing to change the rules of traditional insurance
U A supportive regulation

V  Regulations that encouragenovation, not restriction

V Is able to adapt to the fast changing landscape of MI

V Isable to collaborate and align with regulatdrsother industries
U Customer centricity, it must be noted that when the MI market matures, clients st

demanding better value. There is therefore a need for constant clientric
innovation.

The moderato asked some question for all paneliséghat will your actions be after leaving this conference?

Table 7: Responsdsom the panelists

Mr.Tariq Bakhtawar, Pakistan | will start working on work plans of MEFIN.

Mr.Chiranjibi Chapagain, Nepal We will adertise MI and cooperate with MFIs.

Mr.Ferdinand George Florendo, tr We will continueto expand virtual exchange forums. Poverty a
Philippines natural catastrophes are important issues that MEFIN need:
address. We will continue to support MEFIN.

Ms. Nguyen Thi Hoai Thu, Vietham We will studythe MEFIN documents and learn from them.

Mr. Geric Laudehe Philippines Demand is important so we will focus more on customers.

Mr. Dip Prakash Panday, Nepal We will concentrateour work on consumer protectio and
distribution channels.

Mr. Muhammad Ali Ahmed, Pakistan | will validatethe strategy for my company and try to incorpora
longterm development.

Mr. Nguyen Chien Thang, Vietnam We will work on providing MI fathose on low incomes. We als
need a regulation for MNOs.

Conclusion ofpanel session for Regulation & Supervisiohhree countries in the panel have MI regulation
Vietnam is implementing a pilot programme. Regulation is important for Ml development, especially in regard
to distribution channels. The main challenges mentioned by the panelists are a lack of distribution channels, low
level of affordability by the target market and a lack of awareness amongst the target group. Private sector
representatives emphasised the need for supdioosm regulators. Countries that have advanced markets would
like to see regulators encourage the involvement of the private sector in formulating regulations.

5.3 Panel session 2: Distribution and Technology

Keynote speakers:
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5.3.1. Partnersip with Indosat MNO by Mr. Yoga Prasetyo, Head of Credit Life and Emerging Consumers,
Allianz Life Indonesia

aN¥ ,23F tNraSagez Grt{1SR I 062dz

MNO. In 2008, the company focused on developing MI with MFIs. It
evaliated historic products such as credit life using a Product, Access,
and Experience (PACE) analysis, a client value assessment tool develoj
ILO. The following figure shows the stages of the analysis.

- NIy S

Figure 5: PACE analysis

2006- Micro Credit Life ¢ 2014- Sipeci ) ¢ 2016- Sekoci
Only for borrowers, 1760 A standard MI product An enhanced version of
years, compulsory developed under the OJK Sipeci in form of SIM card,
participation, piggyback on pilot project, term life with partnered with Indosat as-e
loan process, single premiu additional PA, scratch card money provider,using IVR
payment, low insurance activation, single premium technology to increase
awareness. L payment, non renewable. L knowledge and awareness

Figure 6:SIM card functionality with enoney

’ The Functionality of “

Lessons learned:
SIM Card with e-Money

Process:
- Registration
e-Payment:

U Insurance, particularlyoluntary products, do not sell
themselves. They still need humans to explain and

- First premium

- Renewal

- Claim payout Allianz
Education:

- Productinfo

- Insurance awareness

sell them, and to help customers reach a decision.

U Insurance awareness and product avail#pihave to

(0]
through IVR g

- Reminder ndosat handin-hand.
\ Qoredoo. U Affordability and persistency of Ml could be increased
by

providing many payment mode alternatives.

U Reaching the scale is still a challenge.

Way forward:

i Develop more products
20



U  Achieve business scale
U  Acquire more distribtion partners
i Develop Micommerce mobile app

5.3.2. Partnership with Telenor MNO by Mr. Muhammad Ali Ahmed, Executive Director, EFULife Insurance

aN¥ !fA LINBaASYGSR GKS O2YLIl yeQa LI NIYSNAKALI gAGK ¢St
because the latter owns a bank able to develop opportunities. This partnership also creates a social impact, and
technology is a significant enabler for insurance companies. Technology creates a difference by lowering the

cost and enables an insurance compada reach a large untapped low income market.

Figure 7: The objectives of three parties

Table 8: Product details

Term 1 year
Annual contribution USD 5 for USD 1,000 insurance cover; can go up to USD 50
A Minimum death benefit amount (1 unit): USD 1,000; can go up to
10,000
Benefit amount A On death of the covered member, the beneficiary has the option of ta

the lump sum amount, OR 12 equal monthly instalments, in which
EFU Life will pay one eatmonthly instalment to the beneficiary.

Only one exclusion:
Key exclusion i
A Suicide and selfflicted injury

A For policies sold througtelesales: None
Waiting period i
A For policies sold througtetailers: 30 days

Free look period 30 days from date ofreolment

After the product launch, 36,174 units were sold in 4 months and 22,000 lives insured.

Figure 8: The insurance process
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Figure 9: Claiming process

s

Beneficiary/Custo | | Beneficiary/
mer intimates the Customer send
claim to EFUL the required , .
through documents to %'Z'QL ggg‘f:tto's
aHelpline--021- EFUL via ST customer/benef
111-EFU111 «Email _examined X OAF NB Q&
(111-338111) «Postal Mail within 48 Hours , or iis paid via
aEmail WNhatsapp cheque.
oPostal Mail uCourier
wGoogle Docs,
~ ‘ etc. -~ Y,
Lessons learned:
U There is a great sense of urgency in Telcos
U Buying insurance should fzes easy as buying a mobile package
U Higher management believes in the product on both sides
U Insurance does not sell itself
U  Start with a radically simple product
U Use of technology & process simplicity
5.3.3. Panel discussion:
Moderator: Mr. Christiaan Lo, CENFRI (on behalf of MiN)
Regulator panelists: Industry panelists:
A Mr. Bhoj Raj Sharma, Insurance Expert, A Mr. Yoga Prasetyo, Head of Credit Life and
Beema Samiti Emerging Consumers, Allianz Life Indonesii

A Mr. Mochamad Muchlasin, Director, Financi A Mr. Muhammad Ali Ahmed, Executive Directo

Services Authority (OJK) EFULife Insurance
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A Mr. Tariq Bakhtawar, Director, Securities an A Mr. Purevjav Erdenebaatar, CEO, Monre

Exchange Commission of Pakistan (SECF Insurance Company
A Mr. Ulziibat Molomjamtspirector of A Ms. Tran TANgc Ha, Head of International
Insurance Market Department, Financial Relations Department, TYM Vietnam

Regulatory Commission (FRC)

A Mr. Vivek Jha, CEO, NepalLife Insurance

The moderator asked the panelists about the roleeafttnology, regulations regarding technology, constraints
to integrating technology, and ways forwards in regard to implementing technology in the insurance sector.

Table 9: Private sector responses

Panelists Main points from the responses

Indonesia  The company cooperates with MFIs. partnership with an MNO, it designed and launch

AlianzLife 2y 2 GKS YIFNJ] SG I LINRBRdzOG ylien"\&iRe has{indphoved d:
follows:

U Product: Voluntary participation increaseswvareness abat insurance needs whils
the usage of anoney is a valuadd to customers having small business opportunit
(such as selling electricity tokens, selling airtime and other daily transactions).

U AccessWith MFlemployees receiving commission for everyeeml made, they are
incentivised to serve clients better, not only at the time of purchase but
continually thereafter.

U ExperienceSo far, the usage of IVR technology has been a good surprise to clie
gives a unigue experience to them.

U In terms of cost The additionalworkload invested in the product has slight
increased the cost, but once the scale is reached, cost will reduce significantly.

Tips for cooperating with MNOs:

0  The main reasobehind involving MNOs in the business model is thaaney they
have at their disposal. The ultimate aspiration is for regulation to allow paymel
premium through airtime deduction.

U MNOs are also providing their own markets. Thi®vides an opportunity to
reciprocally explore each market.

U Partnering wih an MNO will work best if your products do not need ma
developments from their end. Otherwisgou have to queue for a long time ¢
normally the insurance business is not their top priority.

Pakistan EFULife has an MI product called Telenor Y&mMustagbil life plan which targets th
EFULife branchless banking customers of "Easypaisa”. The whole proposition is paperles:

company keeps technology as an enabler to help in customer acquisition as well as cu:
service, rather than technology domitiag the proposition. The combination afll centre
outbound calls with mobile phones is used to complete the acquisition proSesse tips:

[enti e et S S e et B et et

Proper customer segmentation (mobile usage, account balance, age, etc.)

Use outbound calls only (not inbound)

Integration of insurance proposition in mobile apps

Usage of USSD code for consent, payments

Leverageof call Centre depth

Deliver T&C (abridged version) through apps

Do not sell on inbound calls

Keep technology usage simpjesuch as using one single US®de, or not offering
too many options to select frorim the mobile app

Avoid using mobile minutes/data as incentive for insuraqe least to start with
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NepalLife

Nepal Life is selling miciike products though not specifically approved as MI. Tdenpany
has tried to start its sales with the channels available and has been successful selling
policies. The regulator can support with the following:

a) Informal insurance that is being promoted in rural areas by MFIs and cooper
should be dscouraged it must be brought into the formal channel of insurance.

b) The overlappingf insured amounts for Ml and other products should
differentiated so that the premium rate margin is different. This will help compa
to differentiate the target groups for MI and other products.

Mongolia
Monre
insurance

a2yNB LyadzN} yOS KI & Iy a lLpropdNpirRutzide coydring §di
(traditional nomadic houses), fences and houses in ger areas. This product is simple and
at an affordable price. The Mongolian insurance market is still poorly developed, and so
is an important factor affecting sales. The main challenge is that people do not u
understand insurance. The regulator needs to reduce uncertainty of markefantulate
regulations which support innovation in the insurance sector.

Vietnam
22YSy¢(
Union

¢KS *ASGYylFY 22YSyQa !yAz2y KF& |y acClL
customers. 129,000 members haseurced insurance directly from TYM. 75,668 itiddal
TYM members have sourced MI loan protection products from the uravice for the
regulator:

U There should be a legal framework for these orgatibns, taking into consideratio
the specific features of Ml (at present there is only a legal fraorkvior insurance,
not for Ml in particular)

U There should be more technical assistance from the MoF for these players

Advice for the additional players:

U  Should partner with MFIs/orgasétions

U Should have more MI products for clients, such as disasteingskanceand credit
life

U Should have good MIS

U Focus on risk management literacy

U Products designed in response tonditions and demands of clients (for examp
they are very vulnerable, payment should be paid as soon as possible in their
area; redice the expense on paperwork; low premium)

Table 10: Responsdom the regulators

Panelists

Main points from the responses

FRC,
Mongolia

azy3a2f Al KIFa wSaz2fdziAzy Innt GKFG RST)
Ay &dzNI y OS ¢ volurdary Ri&ifaicy Haning fewi exclusions, simple wording and cl
process, and affordable premiums that can reach every citizen in the country. There ar
two insurance products which were registered as inclusive insurance products in Mon
Insuers are reluctant to register their products as inclusive insurance products for
following reasons:

U Sellinginclusive insurance products entails more requirements compared to o
insurance products.

U Itis less profitable than other products

U Insuficient leverage for inclusive insurance products

In line withResolution N0.48, 2016 of FRC, a necessary regulation related to the online
of insurance products was introduced. Provisions including prevention of fraud
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transparency of informatiorhave been included in regard to this new policy. As soor
insurers register their products with the FRC, they can sell them online.

Beema
Samiti (BS),
Nepal

bSLI € KFa I NBEIdzZ | GA 2 yelates to6 NI &ridl thé Agticultiré NS O
Insurance Directives & Agriculture Insurance Subsidy Direetaiened mainly at serving the
rural population. Apart from the products mentioned in the directives, insurers are being
given freedom to devise suitable and marketable products designed for tatggtips
within the framework of the directive, and obtain sanctions from BSues when it comes ta
encouraging technology in the insurance sector:

U When technology is applied in the insurance sector, there are some legal obsta

U Although esignatures have recently been recognised, the requirement to affix
stamps on policy documents is a problem when it comes to delivering policies o

U BS has recently autheed the mobile selling of hospital cash benefit schemes wt
the insurer can issue one gile policy to a service provider with some deposit mor
to be adjusted on a periodic basis.

A way forward:

U The partneragent model between insurers and MFIs has been approved. MFls
practising informal insurance themselves but now they will ceasigathe risk and
work as a distribution channel.

U Likewise, BS intends to persuade other informal insurgreetising groups to work
on a partneragent model, thereby bringing all informal activities to the mi
insurance stream.

U BS has askethe Nepal lsurance Association (NIA) to create a pool with ei
company concentrating on its assigned area and sharing in premium and ¢
payment through the pool. It was started in the Nhbifie sector. This strategy aims
help insurers go deep inside their respive areas.

SECP,
Pakistan

Pakistan is currently drafting its Corporate Agents Regulafionss KA OK 02 @SN
SECP follows pilegislative scrutiny, whereby draft legislation is offered to be considered
committee, group or any individuakfore a draft law is formally submitted to the lawaking
authority. Prelegislative scrutiny provides an opportunity for more debates and analysis ¢
draft legislation.

OJK,
Indonesia

In 2013, OJK issued and adopted the Grand Design for MI. Thd Beaign is a combinatio
of regulatory framework and national strategy to promote Ml market developmémt.14 n
February 2017, OJK released the new regulation on Fintech. The Grand Design Devel
provides some guidance on possibilities that insuress tap into in the MI realm. Earl
adopters of MI, such as Allianz, are embracing the techndbeggd distribution of products
through SEKOCI. ACA also has been embracing new technology through the weather in
other sophisticated parametric Ml. Theew FinTech regulation launched early this y¢
LINE JARSAa 42YS 3JdzARFYyOS |yR flé&a GKS T2
innovation in the market. FinTech is perceived as the virtual bridge rendering possib
distribution of productsand servicesThree challengedo be faced by the regulator in
implementing the FinTech regulatory framework:

U The nature of vast and rapid changes in technology that FinTech stands on
platform. This constant change is diametrically different frora #table and highly
regulated nature of the regime of existing financial institutions. It also poses
questionofil KS NX 3 dzf I 12 NR&A KdzYlky NB&2dzNOS
in months, not years.

U Establishing adequate supervisory tools that suiable fora FinTech environment
A new paradigm needs to be embraced when the supervisor enters the Fir
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industry. Again, a question of good concept and adequate human resourct
maintain financial stability needs to be answered.

U The technology peetration rate and its path through societgre important
considerations if FinTech is to be made a platform for inclusive insurance. This i
that FinTech should direct its focus more on the segments of society curr
excluded from financial serviceshe low income population. FinTech that is servi
mainly the middleincome Gen Z will not be seen as truly inclusive FinTech.

Conclusion ofpanel session 2 on Distribution & Technologythere are different development levels in the
MEFIN countriesiiterms of embedding technology in the insurance sector. Effective distribution channels is the
main challenge for the industry, and technology can reduce costs and risks. The role of MNOs in the insurance
industry is becoming important and it is worth cdering formulating regulations that foster technological
involvement in the sector mentioned.

5.4 Panel session 3: Financial literacy and Education

Keynote speakers:

5.4.1. Success Factors of National Ml Literacy measures by Mr. Mochamachlslsin, Director, Financial
Services Authority (OJK), Indonesia

Mr. Mochamad Muchlasin presented the sharing of experiences of Indonesia in its Ml and National Ml Literacy
Programme as follows:

MI development milestones:

0 2011: Introduction of the Mmarketplace in Indonesia
(MIMPI)

U 2013: Regulatory framework (Grand Desig
Development of MI Indonesia)

U 2014: Product Design and Launchingasar Asuransi
Mikro Indonesia (Pasmina)

U 2015, Awareness CampaigRoadshow in 18 cities in 1(m
Provinces .

U 2016, Digibution Channe} Pilot Project on 4 Business Models

Indonesia MI Literacy Program:

U ¢KS aL [AGSNFrOe tNRINIYYS A& LINIL 2F GKS dunmo DN
comprises capacity building and public awareness sections

0 The Liter®& t NRBINI YYS A &f SHSfaA RISWBRRBEKA I K20 LINE OA RS
technicalities

0 OJK and MI Task Force will amend the public awareness section of the Grand Design to incorporate

results from roadshows, pilot projects and other initiatives

2015 MI Roadshow:
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U OJK and insurers conducted a series of MI public awareness campaigns in 18 cities in 16 provinces
0 Three models of public awareness programme are tested:
V Direct: OJK and insurer conduct fateface, Xday seminar type, with all material gsented
and discussed in detail
V Indirect; Disseminate the MI booklet and comics to communities or groups; read and discuss
the content
V  Drop-off: Provide MI booklet and comics to distribution channel outlets and provide contact
information for followup

Taget audiences for public awareness campaigns were rural banks, religious groups, farmers, cooperatives,
artisans (social groups), housewives, post offices (@fbnly), street vendors, banks and pawn shops (drop
off only).

Findings and way forward:

U Direct, faceto-face interaction model, boosted the Ml literacy from just 18% @) to 76% (post
test) compared to indirect and drepff methods

U /tFAY LINRPOS&ad Aa (KS KIFINRSad (G2LAO (2 O020SNJ I yR dz
Y 2 y Saienever there is no claim)

U Comics are the best media (agreed by 82% of audiences)

U Television is the best media platform (34.2%)

U C2NJ a2YS LIS2LX Sz tAGSNYOe o0GKS lFoAftAGe G2 NBFRO |
programme

U Coordiration with local leaders and authorities, and availability of insurer branches in the area, are
some important factors in designing and implementing an Ml Literacy Programme

5.4.2. Panel discussion:

Moderator: Mr. Jimmy Loro, Senior Advisor, GIZ RFRl As

Regulator panelists Private sector panelists
A Mr.Ulziibat Molomjamts, Director of A Mr. Jakub Nugraha, Head MI Department, PT
Insurance Department, Financial Regulatc Asuransi Central Asia (ACA)

Commission (FRC)
A Ms. Wilma Conde, Senior Insurargecialist, A Ms. Myagmarkhand B&Erdene, Manager,
MI Division, Insurance Commission (IC) Ulaanbaatar City Insurance (UBCI)

A Mr. Tran Duc Trung, Deputy Head of Marke A Mr. Roy Miclat, President, Cperative

Development Division, Insurance Insurance System of the Philippines (CISP)
Supervisory Authority (ISA)
A Mr. Mochamad Muchlasin, OJK Aaad ¢NI'y ¢KA ¢Kdz I | X
(VWU)

¢KS Y2RSNIG2NJ a1 SR (KS LI yStArada lFo2dzi GKSANI O2dzy i NJ
literacy. Pivate sector representatives were also asked about their products and activities related to financial
literacy.
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Table 11: Responsédsom the regulators

Panelists

Main points from the responses

FRC,
Mongolia

Customer protection is the main functioof the FRC, and improvement of public financ
literacy is the most essential part of the framework for consumer right protection activitie
this regard, FRC is planning to organise forums and open discussions about the financial
with the purposeof enhancing public financial literacy. The FRC, Bank of Mongolia, Minis
CAYylLyOS yYyR (KS aAyArAaidNB 2F 9RdOIFIlGA2y >
CAYlFYyOALFf [AGSNI O& tNRANIYYSeE Ay { SLitkey
key priority areas for the financial literacy programme:

U0 Financial literacy programe for school children

U Financial education forounger people

U Financial education for rural residents

U Financial education through mass communication/media

The gapsni knowledge and expertise amongst professionals working in the insurance s
means information delivered to the public has been varied and inadequate. This has
public misunderstanding on the nature of insurance services and products, and uliirate
weakening of confidence in the marketplace. To address this gap, the FRC is dew
consolidated training regulations in order to prepare qualified professionals as well as r
current employees at insurance companies, as well as other gsufiral participants. It is tc
include continuous training modules.

ISA,
Vietnam

ISA and ADB orga®id two training courses on micinsurance last year. The training providt
Key Performance Indicators in Ml and supervision of Ml for participaois MOF (ISA, lege
departments), NFSC, SBV, insurance companies and CFRC, TYM and Vietham Wom
Challenges for FinLit:

The government does not havkee budget for increasing awareness of stakeholde
There is nestrategy in place for Ml developmen

There is no legal framework for Ml operations

Lack of experts on Ml and IT systems for Ml providers

MOF idn the process of developing a legal framework for Ml operations

o

IC, the
Philippines

In 2011, the Philippines adopted and implemented a roadrmaards financial literacy fol
aL® LG O2yRdzOGSR 'y | R@20I0& OFYLI ATy -(C
day training course and each class would be made up eéB04ihdividuals, who woulc
S@SylGdzrtte o6S OFftf SR @hate cduiRed 2h® PHiliSpmes cahdl
literacy and advocacy campaigns, but has a deeper preference for Ml advocacy bec
creates awareness and, to a greater extent, leads to engagement. It is not just about tei
people to buy insurance, it issa about helping them believe in the value of the prodt
enough for them to convey its value to their families, friends and communities. Insurar
not an easy subject. The module used in the Philippine advocacy campaigns the
discusses the techrafities in insurance so that when clients ask questions to the advoci
accurate and reliable answers are provided. The key stakeholders in the campaic
legislators, regulators, national agencies, local government units (LGUS), insurance prc
intermediaries, support institutions, donors and clients.

Advice:Makefinancial literacy a passion. Consider it not only a marketing strategy but ¢
social responsibility within the community. Establish frameworks and roadmaps for fine
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literacy and consider the audience as potential advocates who will work kHafand with
you in your journey towards financial inclusivity.

OJK,
Indonesia

On 14 February 2017, OJK released new regulations on Fintech and Pawnshop. The 1
literacy programme dr those on low incomes is perhaps the most challenging par
promoting MI.

Three major factorsve need to focus on for successful FinLit:

0 Understanding the neeslof those on low incomes and their way of thinking. Fii
should not only be suitable fdheir level of understanding, but should also be in li
with their everyday life and thinking.

U Coordination amonsf various stakeholders. Nobody can handle large scale F
without involving various segments of society that are important to thosdomn
incomes.

U Consistent message with flexible approach. Perils and hazards might be differen
place to place, time to time, and person to person. Flexibility is needed in carryin
FinLit. But the message itself should be consistent arsbugriols spokespeople
industry, agencies or government, and other reference groups like local, religiou
community leaders.

Table 12: Private sector responses

Panelists

Main points from the responses

ACA,
Indonesia

ACAhasi KS W{ At L b-& combihatibd\PpRrsiafsiiaccident insurance and saving
gold, with the network of pawn shops (Pegadaian) as the distribution channel. It is a
product between micro insurance (Personal Accident, called Asuransiku) and micro inves
(1 gram up to 25rams of solid gold Emasku). The pawn shop is responsible for finan
literacy to the public via marketing campaigns and education events, as well as fin
AyOf dzaA2y o0& LINRPGARAY3I 9Ylajldz b ! adzNJT tiod
regarding money lending services based on information technology is to manage thtope
peer lending businesswhereby the startup company will act as a marketplace between t
investor and customer who needs support from the former in managingespanding his/her
business. Since the pawning business has not been regulated, OJK initiated the settin
the new regulation to provide an opportunity to the private sector to run pawning busine
under certain rules. This will also prevent distrishould there be any dispute between tt
customer and the companyror sustainable FinLifThe regulator and the industry can mal
financial literacy a yearly activity and part of the CSR programme. The regulator can wol
a G2G international orgar@tion and provide funds for this activity. The regulator publisl
this Finlit activity for public knowledge and specifies the names of the insurance comg
they would like,or are willing, to join.

UBCI,
Mongolia

UBCI is amagst he few early responderin Mongolia that have inclusive insurance produ
(such as Child Accident Insurance). In order to cover all kinds of accidents with children
income families, UBCI has developed the Child Accidental Insurance product which insi
amount of US250 with an annual premium of USD 6. The product is usually sold thr
agents visiting households detw-door. The company uses various kinds of media for rai
awareness- such as the website, TV, and brochures. The company is to focus ma
embracing technology. In recent years, FRC has concentrated more on inclusive ins
development. UBCI believes that FRC will improve the regulatory environment and fin
literacy in Mongolia.

VWU,
Vietnam

+ASUYylLY 22YSyQa ! yA&aibns auihorided Sy tie MoFiukd®r it pilc
regulations programme to engage in M. It offers loan insurance to borrowers of TYM, a
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owned by the UnionMeasures to ensure that the partner distribution channel and the clien
are sufficiently awareof their benefits and responsibilities:

U Training and instructing TYWorkers about policies and procedures for deploying
products

0 Organsing information dissemination of MI products to 100% of TYM's clieni
various forms

U  Offering training on the financi@ducation for clients

U Monitoring, supervising and providing technical support to TYM during
implementation process

U Designing timely and reasonable reward policies for Tvkers

Regulatory support necessary to facilitate sustainable development ol Warket in
Vietham:

U An official regulatory framework and guidelines for Ml activities

U Governmental programes and policies to enhance the capacity of micro insurer

U Sincemicro insurance is nefor-profit, tax exemptions or tax deductions fror
governmentto support Ml companies are necessary

U Mlis quite new in the industry and still underdevelopadd so coordination betweer
government departments and organisations in propagating to target custome
required

CISP, the
Philippines

Information, trainingand education are essential components of the risk protection .
mitigation progranmes and services of CISP. Regular capacity and capability trainin
conducted by CISP and partner organisations for member cooperatives that enl
operational efficency and management. 2 Yy RdzOG Ay 3 2F a26y SN
shareholders in major cities of the country where CISP operates to generate feedbac
provide updates.Attendance at prenembership seminars (PMES) is required prior
acceptance. One dhe topics being discussed is the benefit of membership that inclt
AyadzaNF yOS O02@SNI3IS TF2N) YSYOSNR® ! GiGSy
O22LISNI GADPGS Aa || NBIAdANBYSyiG (2 otkabigchdes
updates of anddedback on the programmes and services of the cooperative. Publicatis
newsletters that include new and/or revised policies, guidelines, procedures and i
important issuances regarding the insurance coverage of memkesssuccess factors in th
Phiippines (regulator and industry) of Ml advocacy:

U The key success factor in the Philipgirdl advocacy is close coordination amon:
stakeholders in the insurance industry in disseminating policy documents as oL
of various Technical Working GroupS\JGs).

U Insurance industry players look at opportunities rather than threats/risks in provi
MI amongt the low income sectorswhich enable them to expand their reach.

U Regulators allow industry players to optsuithe playing field and provide polic
support in the provision of MI.

Advice:

U Inclusion of FinLit in the school curriculum from primary to tertiary education

0 Financial institutionsuch as banks and insurance organisations to allocate func
promote financial literacy and/or support advocagipups

U Cooperatives, people orgasdtions, NGOs, civic organisations to include in tt
programmes and services the promotion of financial literacy

U0 Government and private agencies to have their own FinLit programmongst their
employees
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Last questiorfor all the panelists by the moderatofVhat is the homework for you after this event and how is
this linked to lessons learned?

Mr.Tran Duc Trung, ISA, Vietham We have learned a lot. We will try our best to impleme
effective regulation as soon as pdss.

Mr.Mochamad Muchlasin, OJK, Indonesii We will embrace technology. We will also consider inc
insurance and cooperate with other financial institutions.

Mr.Ulziibat Molomjamts, FRC, Mongolia We will implement actions linked to the national stratec
Some countries allow bancassurance and others do not.
will consider developing a policy about it.

Ms.Wilma Conde , IC, the Philippines We will continue Finlit, involve technology and produce m

regulations.
aadPe NI Yy¢KA ¢Kdz | I £ Miliscrucial. We have 70,000 members. We will sell Ml to
Vietham members.

Mr.Jakub Nugraha, PT Asuransi Central Informal insurance is a challenge and we will deal with it.
Asia, Indonesia

Mr. Roy Miclat, CISP There are 2 MNOs in the Philippines and iaishallenge to

cooperate with them. We need guidelines about MNOs.
Ms. Myagmarkhand BéeErdene, UBCI, We will use technology, such as develop our website .
Mongolia launch online insurance.

Conclusion orpanel discussion 3The following can be conaed from the discussion:

We need to ensure the level of education for the public.

FinLit should be suitable for the market and understood by clients.

Personto-person FinLit and selling Ml are still key

There is a conflicting view that Ml is profitmon-profit in relation to product sustainability
Technology is important

[ et et A et et e

Dr. Antonis Malagardis thanked all the panelists and participants in the three sessions. He invited everyone to
join in the following day in the Ml Learning sessions on HealthDasalster Risk Financing.

5.5 MI Learningsession: Health

Moderator: Aparna Dalal, Senior Research officer, ILO impact insurance

Panelists & Presenters:

U Mr. Roy Miclat, CEO, Cooperative Health Management Federation, the Philippines
U Ms. Susanne Zieglekdvisor, GIZ India
U Mr. Manoj Pandey, Manager, Insurance and Social Security, Microsave Vietnam

5.5.1 Introduction of the topic by the moderator:
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Health is the most important risk that households face. In the findings of all market research, health has been
predominant risk over time that is not covered. Many insurers want to provide health insurance but it is very
difficult to have a sustainable solutionespecially if the goal is to provide individuals on a voluntary basis.
Universal health coverageaspolicy objective of most governments. The question is whether the private sector
can play a role when national health insurance schemes are in place. There are two roles that the private sector
can play, and specific schemes presented by the panelidsyttry to achieve these.

People in the informal sector could not be covered by social health schemes, and this is a challenge the private
sector might address. There are two ways to solve this. The first way is to use the private sector on the
operatioral side; the second is the private sector providing supplementary cover. The health ecosystem
landscape of countries keeps changing. Health schemes need to include these changes. The panelists will discuss
these issues.

5.5.2 Presentation by Ms. Susanneegler, Advisor, GIZ India

Ms. Susanne Ziegler talked about the RSBY programme of Indi, a health insurance scheme for Below the Poverty
Line families. Investment in India's health sector is very low. Public and private health care providers are poorly
regulated. To reduce oubf-pocket expenditure, the government introduced the RSBY social health insurance
scheme in 2008. RSBY is a national health scheme that structuresmiNdie partnership. The private sector

is largely involved in the implementati of RSBY in cooperation with public and private insurance companies,
hospitals and civil society organisations. RSBY is implemented all over India and uses technologies such as smart
cards to verify identities. To date, a total of 41 million policieseHzeen sold. One benefit of RSBY is that people

can also seek services in private hospitals. This has led to greater competition. The challenge is that it only covers
hospitalisation and awareness on the scheme. This year, 2017, India is implementingseheme which
addresses some challenges faced by RSBY. The Ministry of Health assumes main responsibility for drawing up
the guidelines. The state agencies are responsible for implementation. The insurers enrol beneficiaries, process
claims and raise awaness amongst potential beneficiaries. Hospitals treat patients and submit claims to
insurance companies. Social health care schemes use-bgsed finance, whilst RSBY uses outpaged

finance. This means financing takes place after the services avelptband people have been treated. More

data has become available through RSBY.

Figure 10: Stakeholders involved in RSBY

* Policy * Tendering * Risk * Hardware and * Registration

« Guidelines » Contracting management software fee

«ITand « District and « Bidding installation » Get enrolled in
software field support » Empanelment + Treatment of RSBY

« Training « Information & « Enrolment patients * Receive
Materials education « Claim *Claim freatment in

- Support to - Review management submission hospitals
states » Awareness

» Data » Training
Management « District kiosk
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5.5.3 Presentation by Mr. Roy Miclat, CEO, Cooperative Health Management FederatierRhilippines

Mr. Roy Miclat talked about hisorgansation, the
Cooperative Health Management Federation (CHMF). It

is the first and only cooperative health management
organsation (HMO) in the Philippines focussing on the
low-income and informal sectors. It is regulated by the
Department of Health, Insurance Commission and
Cooperative Development Authority. Its product,
1CoopHealth, is a by-pr oduct of t he orga
research with cooperatives in the Philippines. It is a health package plus death
benefits. The Cooperative Insurance System of the Philippines (CISP) underwrites the
accident and death benefits portion of 1CoopHealth and provides both life and non-
life insurance to members as well as cooperatives.

\arch 2017/ Sheraton w

[Hanoi, Vietnam

One of the unique features of CHMF is the acceptance of members of cooperative tsoggital
members of the federation. An NGO and a private H\M®e also been accepted as members

of CHMF. As a requirement, all members should be enrolled in the social health
insurance. Enrolment is facilitated by the member cooperatives. A cooperative can
advance the payment for enrolment of its members as an interest free loan, and can
carry out initial underwriting for them. CHMF has a cooperative insurance network
which serves as a distribution channel and at the same time performs underwriting for

its members for income. Moral hazard in the network was reduced with the presence

of doctors who are members of cooperative hospitals.

The 1CoopHealth model has these four benefits:

U Valueadd for members in terms of access to a network of health facilitiehowit the hassle of
reimbursement

U Contributes towards the stability of the cooperative through assumption dfdase and non
actuarially sound schemes of health benefits to members

U Strengthens the viability of cooperative hospitals as they are the prifmeajth care providers where
they operate

U Cooperatives assist individual members of cooperatives in their enrolment in social insurance scheme
through remittance and collection of premiums

Although cooperative members are now able to be enrolled in théatdealth insurance scheme, this is not
yet formalised at the national level. CHMF is considering cooperation with GIZ to facilitate the formalisation
process.

5.5.4Presentation by Mr. Manoj Pandey, Manager, Insurance and Social Security, Microsave Vietnam

Mr. Manoj Pandey works for Microsave, a financial consulting company. It conducted the evaluation of the
communitybased health insurance project implemented in India. The project aims to create a comprehensive
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risk building approach for rural populatioby offering a bundle of health, agriculture and livestock insurance,

and to fill the gaps of the RSBY programme of the government. He talked about the health aspect of this national
health scheme, which is the anchor product of the project. The projecbbas implemented for a couple of

years already and has reached 10,000 clients. Once members of households are enrolled in the health insurance
product, they are also automatically enrolled in the agriculture or livestock insurance product. The package was
designed in discussions with the community and identifying their risks. At a premium of USD 327, it

provides a hospitalisation benefit of up to USD 450 and reimbursement for testing and imaging fees up to USD
30. It also offers a maximum of USDB for transportation costs. Health advise from health care professionals

can be sought periodically by the insured.

The project links community members with public hospitals and medical experts. Project implementers
cooperate with NGOs and MFlIs in thegion. People, especially women, form a group and establish savings.

These community selielp groups (SHGs) are the bottom of the pyramid. Distribution and support agent

partners are NGOs that cooperate with SHGs. An Ml officer coordinates the system.

The challenge is the high administrative cost. 70% of the administrative cost is imposed by managing the support
team. The only solution to reducing this cost is for the community to take more ownership by taking care of
collections of premiums and claime@lments. The company has introduced the idea of a community insurance
champion who would be a strong local member of the community. Such a champion takes care of 2 to 5 SHGs
in the region. They work on a commission basis. This idea reduces the costd@ztent. Another idea is for

the community to take care of all administrative, communication and claim processing. But bringing these all
together is still a couple of years away.

Figure 11: How the Healt\griculture/Livestock Insurance Packageovks
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Each community has its own claims committee made from the members of the community > Each community

has its own claims committemade up ofmembers of the community

5.5.5Panel discussion andudience questions:

Questions to the panelist

Responses

Question 1 for Ms. Susann
Ziegler: How does this biddin
process workn RSBY?

I am not familiar with the bidding process in RSB¥me states havg
extended the existing bidding process however. There was open big
last year. The bidding process isdhgh public tender every year. The
are parameters developed for selecting the bidder but more often
price is a big factor.

Question 2 for Mr. Roy Miclaf
The claim ratio is 17.9%, which
very low. How do you
benchmark this? Why is th
number so lv? What would youl
do if the claim ratio exceeds yot
ideal number?

We are also surprisetly the low claim ratio. We conducted sensitiv
testing before launching the product. The most optimistic number is 2
industry level is 460% and 65% is the worsase scenario. When

cooperative enrols its members, it takes three months before they
able to take up a service. They are scared to go to doctors. We wou
glad to reach the industry level claims ratio. We are ready for when|
claim ratio incrases.

Question 3for Mr. Roy Miclat:
Please tell us briefly abouy
product development.

We conducted a study two years before the implementation. We f
solicited partnership with an HMO that services cooperatives. H
helped us to look into the profilef cooperatives such as who they serv
and what their needs are. At the same time, we conducted focus g
discussions amongst cooperatives on the spending for health benef
YSYOSNBRZ YR (4KS F¥NBIljdzSyde 27
that there is no need for a large amount of coverage, but initial supj
for hospitalisation. In terms of pricing, health is big business in
country. When you have the volume, you can reduce the cost. That is
we are looking at.

Question 4 for Mr. By Miclat:
What is the mechanism @
providing insurance on top @
the national health scheme?

The social health scheme is mandatory. This scheme provides
accommodation and you can upgrade it if you are insured under
1coophealth scheme. We onlyfef a basic plan on top of PhilHealth sod
insurance.

Question 5 for Ms. Susanng
Ziegler: What is the differenc
between RSBY and anothi
national programme called thi
National Health  Protectior
Scheme?

RSBY is a central government prognaenimplementel in states acrosy
India. Insurance companies or trust funds manage the financial flow
RSBY. Each state decides which of the two programs they choose. H
a central scheme but many states have their own schemes. Some sch
are on top of RSBY. ik a challenge in India because there are m
duplicate schemes. It can be confusing for beneficiaries.

The moderator thanked the panelists for sharing different models, from community to national level, trying to

solve problems in providing healthcaespecially for the lowincome and most remote of the population.

5.6 MI Learning sessiarDisaster Risk insurance Learning Sessions (MILS)

Moderator: Dirk Reinhard, Vice Chairman, Munich Re Foundation

Panelists & Presenters:
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1 Mr. Geric Laude, President and CEO, CARD-Pioneer Microinsurance, the Philippines
1 Mr. Vijayasekar Kalavakonda, Senior Financial Sector Specialist , World Bank Indonesia

1 Mr. Masaaki Nagamura, General Manager, Tokio Marine Japan

5.6.1 Introduction of the topic by the moderator:

The sessio will mainly cover agriculture insurance and the discussion on SMEs is subsumed in the main topic.
Agriculture insurance in Asia is still very limited, but there is still so much room for it in Asia. According to the
Microinsurance Landscape Study conthad by Munich Re Foundation, and presented by the moderator in the
overview session of the PPD, private sector agriculture Ml in Asia is prevalent in India, and property Ml is very
limited (including some coverage in the Philippines, Thailand and Malay&axial Ml (government scheme) is
more widespread.

Figure 12: Mkoverage

MI also faces plenty of challengesuch as lack of data, complexity, insurance literacy and issues on volume and
regulation. The session will discuss these issndgdry to answer the following questions:

A What are the main barriers to developing insurance against natural disasters/agriculture for the low
income market/SMEs?

A What are the benefits and barriers of different approaches, such as index based vs. indeaseity
micro/meso/macrelevel approaches, role of subsidies, etc.?

A On which topics/approaches should regulators, governments and donors focus?
A What is the specific role of the industry? What can MEFIN Network do?

A What can we expect from recent developnisysuch as the G7 decisions on insuring 400 million people
F3rAyad OftAYIFIGS NR&ala yR a2 (GKS &aSGdzd 2F alLyadmws$s

5.6.2 Presentation by Mr. Vijayasekar Kalavakonda, Senior Financial Sector Specialist, World Bank
Indonesia
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Asiat I OA FA O Amiost digés$er ppoReNEgiRrD nsured losses are significantly low compared

to expected losses due to natural resources. ‘8ttalgricultural insurance can bring large

benefits to vulnerable rural households, the market is still under-developed,

particularly in low-income countries. The main barriers and challenges in developing

agricultural insurance and insurance markets against natural disasters include a high

|l evel of Ainformal 6/ 0unorganisedod sectors wh
increasedorhi gh di stri bution/transaction cost. I n
incomes are also challenges. Additionally, there is a demand i supply mismatch in

product features and needs of clients, such as Weather Index-Based Insurance vs.

Indemnity Based Product. There are also the usual problems of lack of awareness or
financi al Ailliteracyo, documentation and pr
rejection rates. Below is an S curve demonstrating the empirical relationship

between disposable income and insurance penetration.

Figure 13: Surve depicting relationship between disposable income and insurance penetration
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3. Punkt in der Grafik: to take out insurance, is one solution > to take out insurance is
one solution

4. Punkt in der Grafik: programs > programmes

To address these barriers, there is a need to focus on ppbi@te partnership solutions, offer
flexible products to address specific needs, come up with risk management solutions
(such as a risk sharing facility) and apply technology-based solutions. Mr
Kalavakonda also suggested ways for governments, donors and regulators to help in
developing the market for agriculture MI. He believes the way forward is to continue
the existing global initiatives, like insurance development Forum/G7 Initiative on
Climate insurance, recognition by many developing governments of the need for and
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role of insurance, particularly in dealing with risks in agriculture, and the use of
technology to customise e and commoditise insurance products.

5.6.3 Presentation by Mr. Geric Laude, President and CEO, GRIRIDeer Microinsurancethe Philippines

Mr. Geric Laude is in charge of microinsurance operations at GRRbDeer. Being a fan of a famous Filipino
boxer, he refers to the disaster risk insurance experievicheir company as some kind of boxing match, his
company in the blue corner and disaster in the red corner. The matrix below is a summary of how the match

has played out in the eight years the company has been operating:

Table13: Highlights per year

Raund

Year

Winner

Highlights

Start

2008

Provided disaster insurance for residential properties; covers
typhoon and earthquake; 1.6 m premiums

R1

2009

CARD

Market is responding well; selected women members of
community were trained as MI coorditas; they push the
products; premiums reached 3.1 m

R2

2010

Disaster

Very high payout; clients were satisfied but inquired into why g
them and why not include their family; the Family Package
introduced as a response.

R3

2011

CARD

Family Packagreceived well by clients

R4

2012

CARD

More clients coming; payout manageable

R5

2013

Disaster

Typhoon Yolanda (Haiyan) and earthquake in Bohol (mi
province in the Philippineg)two uppercuts that hit the company

R6

2014

Disaster

Growing numberof MI coordinators and professionalisation
them; re-priced the insurance products by retiring the 250 premi
and came up with more variants; after Yolanda, those who co
the company got out of the industry but CARD decided to fight
continued onjmproved processes though automation

R7

2015

CARD

Designed a different version of the product, removing disaster
the other covers are still there (e.g. fire) as some clients say the
not in typhoonprone regions. Premium reduced by ¥ as ¥ of
products go to disaster.

R8

2016

CARD

Still continuing tweaking of the products to cater to the needsg
clients.

See figure below showing premiums and claims per year.

Figure 14: CARBPioneer premiums and claims per year
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Mr. Laude finished hisrpsentation by sharing the lessons learned in the eight years his company has operated:

U Disaster insurance offers an opportunity to pay a lot of claims, and so to make people believe in the
value of MI.

U There is no need to pay for everything that will lost. Clients just need a small amount to recover
FNRY (GKS AYLIOG 2F | RAAFAGSN® !y alaaraidlyoSég 02

U The cost of insuring disasters is high. Bundle with other benefits to improve value proposition of the
product.

U Forirsurance operations, a good strategy is to launch-nalamity products to spread the financial risk
G2 GKS O2YLI yeQa ts[ o

U Unlike Life, Accident, Health and other risks, disaster/calamity risks can be very costly to an insurance
operation given any one evénGood reinsurance is needed, and partial premium subsidy from
government may also help provide adequate coverage.

5.6.4Presentation by Mr Masaaki Nagamura, General Manager, Tokio Marine Japan

Mr Nagamura works as head of CSR of Toki Marine and is alseeithwiola number of international initiatives,

d4dzOK Fa tSIFIR 2F GKS RAAFAGSNI FAYFYOAYy3 YR AyadzaNIyosS
Marine in dealing with crop insurance in India. India is huge in terms of crop insurance. tdgricub key

industry sector in the country with 50% of the population dependent on it. It has a huge and extensive value

chain, and 20% of households involved are-loeome earners. As an industry, it is also extremely challenged

as it mostly dependen rainfall, and so is very vulnerable to droughts and excessive rain. As a response, India

has in place several nationwide insurance schemes.

Tokio Marine has partnered with the largest fertiliser producer in India. IFFCO, with over 39,000 memiser coop
nationwide, is very much instrumental in knowledge sharing on insurance and its benefits to members. In
partnership with IFFCO, Tokio Marine launched indi@sed weather insurance products to cover summer and
winter crops against the risks they are egpd to (deficient and excessive rainfall, humidity, unseasonal rainfall).

39



