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Product Trends
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Product Innovation as Competitive Edge

30%

of carriers said product
Innovation Is their
main source of
competitive advantage

Source: From Modernization to GenAl: Life Insurers Advance Their Tech Journeys, 2024 Tech Study, LIMRA and EY, 2024
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Product Strategy

Given the current consumer/economic environment, how Is your product
strategy evolving?

|ldentify up to three of the following and rank, with “1” getting the most leadership attention

Focus on higher profit margin products

0

More bundling products with riders and enhancements for the policyholder 14% 37%
Pricing stability while offering more protection for policyholder 10% 35%
Adding a new product line 34%

10%

Simplification of features & benefits 31%

Design & launch capital -light products

Exit lower margin and capital intensive products
Launching embedded product opportunities

Other, please specify:
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Global Financial Product Trends

- Digital Transformation & Fintech Adoption
- Customization & Flexible Products

- Simplified Products and Processes

- Health & Wellness Integration

- Financial Inclusion & Microinsurance

- Retirement & Longevity Products
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Fintech In Life Insurance Product Development

Advantages iy B
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Customer-centric Approach
Cost Reduction
Speed to Market

Innovation

Challenges
Regulatory Compliance

Data Security

Legacy Systems
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The APl Economy Is Driving Change

- Policygenius and CBIZ announce partnership to
expand live insurance offerings and empower
agents to place more term life coverage

©

Monetization

.y - Quility 1s partnering with APl Financial Advisors to
> @"— offer advanced retirement and investment
A= services.

Innovation

Modernization A P I

- USAA Life Insurance has teamed with Human
API to expand use of digital health data in the life
Insurance underwriting process

- Covr Financil partnered with Smart Choice to
Connectivity Productivity bring its insurance platform for independent
agents, Covr Pro, to 9,5000 Smart Choice agents

APIs can be utilized to drive major functional
benefits in an organization.
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Digital Transformation & Fintech Adoption
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Technology: Easy Integration Enables Innovation

Technology is not fully optimized

Address legacy systems; don’t create “bolt-ons”
Create a simple way to connect to insurtechs

Ensure digital transformation across the value
chain

Clean up data
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Customization & Flexible Products

Allianz Life Pro+ Advantage: offers customizable
options for death benefits and living benefits, allowing
policyholders to adjust their coverage as their needs
change over time.

MassMutual’s Custom Whole Life: allows
policyholders to adjust their premium payments and
coverage amounts throughout the life of the policy.

Prudential’'s LINK: Personalized Financial
Planning: platform combines life insurance with
personalized financial planning. Customers can
Interact with financial professionals through the digital
platform to receive tailored advice

and products.
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Simplified Products and Processes
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Health & Wellness Integration

Health & Wellnhess
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Health & Wellness Integration

Interest In MultiCancer Early Detection Tests

o — _

31%

All consumers 31%

m Very Interested Somewhat Interested
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Financial Inclusion & Microinsurance
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GH¢ 10/month call check-up Navigafe With Confidence

Affordable plans starting from Simple registration via SMS or Paperless and no medical




Financial Inclusion & Microinsurance

Axa Mansard

In Nigeria, AXA Mansard
offers microinsurance
products tailored to the

needs of low-income

individuals, providing
affordable coverage for life,

health, and property.

TUNEINTO

SAFE==
CRUISE

ON SMOOTH 98.1FM

Benefits of
Life Insurance Most
People Don’t Know

EE) Titilope Okanlawon

‘ axamansard_ « Follow

axamansard_ Don't miss today's Safe
Cruise episode with Titi, where she'll
be speaking extensively about how
Life Insurance benefits you.

Tune

in at 6:10pm!

#AXAMansard #KnowYouCan

QY W

34 likes

July 26
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Retirement & Longevity Products

Having enough money for a comfortable
retirement

Being able to save money for an
emergency fund

Being able to support myself if | am
unable to work due to a disabling...

Paying for long-term care services if |
become unable to take care of myself

Paying for medical expenses in case of
illness or injury

Leaving dependents in a difficult financial
situation should | die...

Burdening others with my burial/funeral
expenses

Leaving an inheritance for my heirs

Consumer Financial Concerns
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Products Offering Income and Flexibility

59% said, “I
am/would be
Interested In a life
Insurance policy that
will provide me
guaranteed income
In retirement.”

Source: 2023 Barometer Study
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Take Aways

- Technology matters, but advisors sell
the product

- Technology must enable customer experience

- Customer experience (advisor and consumer)
can be a differentiator

- Technology Is expanding and
enabling distribution

Value-added services can be differentiator
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Liderando el Camino: Expectativas del Consumidor Actual
en Productos y Distribucion — Parte 2

LIVRA 3 Milliman
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Evolucion del proceso de consultoria actuarial y
estratégica en seguros

Caso de éxito 1: Bancassurance tradicional
Como mejorar los ratios de “conversiones”

Caso de éxito 2: Integracion al canal
Productos — rentabilidad

Caso especial: “Car Dealer”
Importancia de la corredora.

Casos de exito 3 y 4: Exclusividad y Retroalimentacion
Definiciones de metas. Areas involucradas. Resultados

LIVRA MOV Ll milliman
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Evolucion del proceso de consultoria actuarial
y estratégica en seguros

iimm L) Milliman
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Como evoluciond nuestro soporte actuarial y estrategicos

4. Retroalimentacion entre
aseguradores y ecosistema de
distribucion
1. Desarrollo de
productos

3. Integracion al canal - .~
distribucion '

D [ l . I e i —
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Caso de Exito 1: Bancassurance tradicional

LIVRA 3 Milliman
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Como mejorar los ratios de conversiones?

Compania de seguros — Tarjeta de credito

“Focus

Group” Conocimiento
Informacion del cliente
asimétrica

E A L AN
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Integracion para el éxito

Seguros — Banco internacional
e Crecer

Creacion de
canales:
presencial, Rentabilidad

aseguradora R—
outbound y 1 NAF m
digital I.IM?A L) Milliman
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Caso especial: “Car dealer”

iimm L) Milliman
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Otras metas: Importancia de la corredora

GRUPO Aseguradora Global —
PURDY Automoviles

LIMRA IOV L milliman
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Casos de Exito 3 y 4: Exclusividad y retroalimentacion

LIVRA 3 Milliman
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Retroalimentacidon seguros y ecosistema multicanales

Metas Cualitativas Metas Cuantitativas

Mejorar y aumentar la oferta de “Upfront” - Pago por adelantado por
productos de seguros. la exclusividad.

/- Incrementar la fidelizacion de los
clientes.

“Earnouts” — pagos variables
vinculados a objetivos de

crecimiento, siniestralidad, etc.

Retroalimientacion que incremente  Inversion tecnologica, marketing,
las ventas de productos del etc.

ecosistema.

&S LIMRA IOV L milliman
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Retroalimentacidon seguros y ecosistema multicanales

0s > Sanca & Finfech

- DIARIO FINANCIERO

BancoEstado y HDI Seguros concretan alianza comercial que . N N

= 3 Inicio > Empresas > Banca / Instituciones Financieras
involucra US$ 46,5 millones
Ls idea ooter of { 0roductos o 80D exrius

- DIARIO FINANCIERO

Banca / Instituciones Financieras

Chubb suscribe acuerdo para ventas de seguros con Banco
de Chile por US$ 220 millones

I nVO I u Cra EL pago de la operacion se concretara una vez que La Fiscalia Nacional Economica apruebe la alianza.

n \ 1 ‘ M &A Por: Vicente Vera V. | Publicado: Lunes 28 de enero de 2019 a las 11:24 . E m _

MJ‘ _ =
planeamiento,

BRoa

o w !‘
legal, fiscal,

%, etc.
Inicio > Mercados > Banca & FinTech - DIARIO F'NANC'ERO
{ﬁ} Banca & FinTech
- BancoEstado adquiere participacion de Metlife en corredora sy -
de seguros por US$ 28 millones Metricas de la
i\‘:sein;é;ss: l:écfnr;'ll[f;l:;estatal cerrd una alianza por la cual la aseguradora estadounidense va a desembolsar transaccién :
s I?c-':‘f'i_cente Vera | Publicado: Miércoles 6 de diciembre de 2023 a las Em “app raisal
value”
n . Oros
elementos:
—— — Negocio en
Falabella anuncia alianza & ° e L - e ST marcha,
con Metlife y BNP B Beneficios
i 1 Pacifico firma acuerdo por 15 anos para comercializar . ’
Parl!)as Cardif pdia i seguros a los clientes de Falabella Riesgos
ampliar propuestade Y. a2
b ] 3
seguros en Chile TN
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Retroalimentacidon seguros y ecosistema multicanales

Banco privado Chile CHUBBE

A cinco anos de firmado el acuerdo:
“A pesar que temas ajenos a ambos como fue la pandemia y
otros cambios regulatorios que impidieron el normal desarrollo, B g l’qQA

supero las expectativas de ambos socios estratégicos sin lugar a duda..”

LT O RINOET,
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Retroalimentacidon seguros y ecosistema multicanales

Diversas aseguradoras de vida
Y no vida que operan en las
distintas geografias del
acuerdo.

Importante grupo de retail y
filnanciero de Latam con
operaciones en Chile, Peruy
Colombia

L) Milliman
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Cuales son las etapas de un proceso exitoso?

- Definicion de metas claras

- Seleccian de asesones legales, fiscales, ~investment
- Foriponte ¢y Penimetno” del acaendo: Ramoo,
canales g coberturad

- Proyecciones de ventas, sppraioal Yalue”

- Seleccion de potenciales socios edtrategicos.

- Oferntas uo vincalantes, Management fresentations
y Ofentas vincalantes,

- Déiscasion de contratos, Tmplantacion,

~

LIVRA MOV Kl Milliman
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Please Provide Your Feedback on the Conference App

OPTION 1 OPTION 2

Q 2024 LIMRA Annual Confere.. 8:51 a T @m
4 Detail

1. Unlocking the Promise of Al:
Navigating Data Readiness Needs

Join us for an insightful session delving

into the latest collaborative research
efforts hetween | IMRA and Fauisoft Our

(no ratings yet)

Session Chat

Add To Calendar




Thank You
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