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Agenda

The Asian Opportunity

Swiss Re Examples:
 Automated Underwriting
 Behavioural Economics
 Health Solutions 



Asia
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Swiss Re’s Client Leadership Team Structure

US
Key Account 

Manager

Canada 
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Manager

Local Client Managers / Key Account Managers supported by 
cross functional teams:  

Pricing, Underwriting, Claims, Business Development, Finance,  Admin and Structuring

The Client Leadership Team: 
– Owns the relationship - Globally and Locally
– Develops Swiss Re’s Strategy for engagement with the Client

Client Executive: Veronica Scotti, President & CEO, Canada & English Caribbean

Global Key Account Manager: David Moss, Head L&H Client Markets, Canada & English Caribbean

Singapore

The Client
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The Global Protection Gap



Global Growth in Insurance Premiums

Source: sigma No. 3/2017, Figure 5

Global real direct premium growth 1980 - 2016



Life & Health Premium Growth by Market

Source: sigma No. 3/2017, Figure 8

Life real premium growth, 2016



Extract from Sun Life Financial’s 2017 Investor Day:



Extract from Sun Life Financial’s 2017 Investor Day:



Extract from Sun Life Financial’s 2017 Investor Day:



Extract from Manulife Financial’s 2015 Investor Day:



Extract from Manulife Financial’s 2017 Investor Day:



Extract from Manulife Financial’s 2017 Investor Day:



Life Individual Protection Distribution is Shifting



Technology, Sensors & Automation
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DIRECT WRITTEN PREMIUM

805% 
growth

0.9% China’s P&C market share0.04% US P&C market share

Allstate 6.1% US P&C market share

Source: SNL.com, Cbinsights.com & Chinadaily.com
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PICC 33.5% Chinese P&C market share

Direct Insurers Growth



Comparison of Regulatory Capital Regimes in Asia (current)
Solvency Margin Based Risk Based Internal Model Based

Increasing Sophistication in Regulatory Capital Calculations

Improvements being considered, with field 
tests launched

RBC 2 under consultation, target 
implementation 2020 at the earliest

RBC 2 QIS underway

Continuous refinement of risk factors 

Continuous refinement of risk factors 

C-ROSS also considers overall risk 
management capabilities of the company



Comparison of Regulatory Capital Regimes in Asia (target)
Solvency Margin Based Risk Based Internal Model Based

No specified roadmap towards 
more sophisticated regimes



How is Swiss Re playing its 
part?



How Might We?

CUSTOMER JOURNEY AND 

EXPERIENCE
TECHNOLOGY

BUSINESS OPERATIONS AND 

PROCESS
TEAM PLAN

Distribution Underwriting Product Design



What do consumers think?
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Buying Preferences
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Gen Z

Gen Y

Gen X

Baby boomer

Silver generation

Agent Bank Broker Insurance store Insurers' website Employer Others*

Purchase channels across generations

*Others include phone, post office, retail website and mail



Would consumers share data?
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Customers willingness to share information for Price Reductions
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>10 million cases processed annually

60 clients in 25 countries & 17 languages

Up to 80% of cases accepted instantly

All Products covered

Swiss Re Life Guide compliant 

Advanced Reporting and Analytics 

Automated Underwriting:  Real time, Real Data, Real Results



Magnum/Plasma Presentation

 Magnum Mobile is an App available for iPads and Android devices

 Launched with a client in Asia in 2015

– 100,000 agents, 800,000+ applications per month

 Supports on-line and off-line data capture
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Magnum Mobile
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Traditional economics makes many assumptions:

Defining Behavioural Economics

That we are 
always 
rational

We know 
everything 
about the 

choices we 
make

Our 
environment 

doesn’t 
affect us

Intro



Magnum/Plasma Presentation

But by including insights from psychology, we can test and adjust 
these assumptions to more closely resemble reality:

Defining Behavioural Economics

We are 
irrational

We never 
have perfect 
information

Our context 
and 

environment 
heavily 

influence us
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Global Behavioural Economics Underwriting Trials
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14

10+

12

Trials

Countries

Clients

275’000+ Policy holders

What we do
We help to optimise specific, 
measurable customer behaviours by 
running live trials tapping into 
insights from behavioural science

What works in one 
context, does not 
necessarily work in 
another context. 

Reasons for this could be:

• other contextual factors

• cultural differences 
(preferences, social 
norms)

• sample sizes

This is why we need to 
continue with rigorous 
trials and test, test, test.

Careful
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Honest and accurate 
disclosure of health 
questions

Drop off rates for online 
and tele-underwriting

Speed of doctor requests

Level of useful responses 
and data (improve STP)

Take-up of substandard 
cases

Behavioural Economics application in Underwriting 
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Pain points

Improvement in disclosure: 27% in smoker 

status, 31% in drug use, 3% in alcohol 
consumption, through changing the UW 
form for an Australian insurer

18% increase in smoker disclosure for a 
South African insurer

3% increase in uptake of interactive UW 
route through changing the online form for 
a UK insurer

107% increase in turnaround time of 
medical evidence for an Irish insurer

Selected experience

Note: all improvement figures are expressed in relative percentages.



The ‘Health Protection Gap’ is being recognised



Cancer – The Growing Threat



In Summary…………..

 Know your customer

 R&D is Key

 Enhance existing tools / solutions

 Develop new solutions & differentiate 

 Dedicate resources to the right opportunities

 Test & learn quickly 



It’s Not Easy, But It’s An Opportunity
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Legal notice

©2017 Swiss Re. All rights reserved. You are not permitted to create any modifications 
or derivative works of this presentation or to use it for commercial or other public purposes 
without the prior written permission of Swiss Re.

The information and opinions contained in the presentation are provided as at the date of 
the presentation and are subject to change without notice. Although the information used 
was taken from reliable sources, Swiss Re does not accept any responsibility for the accuracy 
or comprehensiveness of the details given. All liability for the accuracy and completeness 
thereof or for any damage or loss resulting from the use of the information contained in this 
presentation is expressly excluded. Under no circumstances shall Swiss Re or its Group 
companies be liable for any financial or consequential loss relating to this presentation.


