Malaysia General Insurance Agents Convention (GIAC),
4 Aug 2016

Theme: Distribution in a Liberalised Market (4 Aug
2016) — “Thriving in a Competitive Insurance Market —
An Agent’s Perspective”



Agenda

Regulators

Regulations

* ASIA

* Business Model
* AMQS

* Food for thought



Regulators: Singapore vs Malaysia

*3 vs 2 Principals



Regulators: Structure

* Agents regulated under MAS-GIA-ARB (GIARR)

*License to operate as agent
* GIA/ARB executes instructions from MAS



Regulators: MAS Vision

* Focus on consumer interest (Eg. Trade Specific Agent [TSA]
implementation)

* Rising intermediary/distribution costs
- Transparency of distribution costs (May have to disclose
to consumer)

* Impact on intermediary force



Association of Singapore Insurance Agents (ASIA)

* Formed in 2004
* Membership, "Market Share", Biz Portfolios

* Implementation of Agency Framework (2004)
- Why form ASIA?
- Agents involvement in formulation;
- Insurers' perspective;
- Beneficiaries of implementation;
- Issues eg Premium Payment Framework



Association of Singapore Insurance Agents (ASIA)

*Vision _ .
- Collective voice over Industry issues

* Enhanced professionalism

. ReCOﬁnition by the industry
- Authority (MAS/GIA)
- Singapore Insurance Institute (SlI)
- SIEU (Singapore Insurance Employee Union)
- Insurers
- Singapore Chinese Chamber of Commerce



Association of Singapore Insurance Agents (ASIA)

* Aims as an association:
- Recognition & Engagement with Stakeholders
- Work with respective Authority
- Understand each others roles and duties**
**Bank Negara (regulator);
**P|AM (trade association)
**Insurers and Intermediaries are business partners;
**Proactive move by PIAM for conducting this convention



Business Model

* Adopted by SG intermediaries:
- Trade Centric
- Customer Specific
- Smaller agents (does Gl as a side line)

* Open Market
- Technology and Cost play vital roles
- Business Model:
-Bto C
-BtoB



Business Model: Bto C

eB-to-C (Direct Marketing)
- Due to cost and competition this may be the future
business model
- But this may not mean intermediaries have no
more role



Business Model: B to B

* B-to-B (Intermediary)
- Existing business may slowly reduce (Especially Personal
Lines), but will not die off
- Need to increase productivity



Business Model: B to B (Insurers)

e Pick the right business partners (Insurers)
- To enjoy their Insurance products
- To enjoy various forms of benefits that they are able to
provide or incentivized you



Business Model: B to B (Intermediaries)

e Pick the right business partners (Intermediaries)
- Enjoy economies of scales
- Tap on each expertise

- Healthy competition among competitors (Prevent rate
erosion)

- Market/Industry is big enough for all (Identify your own
niche market and customers)



Fintech in SG

* Leveraging on technology to make financial services more
efficient

* Game changer in a traditional & tightly regulated industry
* MAS pushing for Fintech
* FSTI $225m over 5 years



Fintech: Successful Case Study (AMQS)

* Automatic Multiple Quotation System (AMQS)

* The Singapore Business Times, published an article on 18
May 2016 entitled “Quicker, easier motor insurance quotes
with local fintech firm's program”
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Current Motor Insurance Quotation System

Intermediaries

AN




Automatic Multiple Quotation System

Intermediaries > AMQS
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AMQS: Overview

* 10 year-old Fintech firm
* Building “bridging software”

* Insurers and intermediaries do NOT need to build their
own highways or bridges!

e 2006 - AMQS started to become a “passive” portal to
aggregate quotations

* 12 insurers on the system



AMQS: Not An Intermediary

e Cannot Transact nor Advise, Passive Portal

* Tech / Fintech Platform

* Automates on behalf of Intermediary - Productivity
 Subscription based, like telco revenue model

* Real-time, Binding Quotes

e Started with Motor, but will not end there



AMQS: Features

Key only once to obtain multiple quotes Saves time
More choices to consumers

Low reliance on grunt data entry work Labour and cost effective

Leverage on other forms of automation (Eg. Non-Invasive Bridging of stand-alone IT
Automated checking of vehicle details and systems
NCD/claims)

Do not require formal APls Saves cost and time of developing and
maintaining APIs




Food for Thought

e Stay and be competitive
* Technology savvy

* Productivity for profit

* Prudence

* Underwriter 2 Underrater 2 Undertaker



THANK YOU



