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Definition of Microinsurance

* The Study defines a microinsurance product by any of the

following definition:
— Insurance product developed intentionally to serve low-income
people;
— Insurance product that is classified as a microinsurance product within
the organisation;

— Insurance product, which is not designed as a microinsurance product
but currently serving your low-income consumers

It does not include social insurance initiatives




Microinsurance Products
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Insurance product

developed
intentionally to serve
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Total GWP
RWF 320

Million Credit Life
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Microinsurance Outreach

Insurance product
developed intentionally
to serve low-income
people

Insurance product that is
classified as a
microinsurance product
within the organisation

Insurance product, which is
not designed as a
microinsurance product but
currently serving your low-
Income consumers
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100,000 rural
households
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51,000 low-
income
borrowers
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Reasons for non-engagement

Thisis not our target
market
There is alack of 4%
distribution channels to
reach this market
17%

We just have not gotten toit

yet /have not had time
12%

There is insufficient
market information to
helpin the design of

We don't believe we can serve
this customer segment

insurance products for Market information profitably
this market . L%
218 Business Case
Distribution
Technical know-how
We don't see demand for

We do not have the insurancein the low-income

technical expertise / population
capacity in microinsurance 17%

12%



Not engaged
469%

Of the 6 companies not engaged, 2 have plans to launch products within a year
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4% Banks
H Brokers, Direct Sales,
Agents
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= Institutions

Distribution Channel SACCOS
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Gross Written Premiums (GWP)
RWF ‘Million’

Combined total GWP for MI
less than 1% of the industry’s
total GWP

42

Credit Life Crop Insurance Livestock Insurance




Not intrested at all
4%

97%

R 4

Somehow
15% Very much
intrested
I 37%
Intrested
Livestock Insurance Credit Life
Source: AFR 2017 , .
Farmers’ interest in
agricultural insurance
Source: KMD 2017
“On radio, they tell us “People love [insurance]
about global warming, so because they see the “Insurance payouts can
we are deciding to insure progress you are take obout a week, but to
our crops” moking.” us that's very quick”
~Nyabihu District -Nyamagabe District -Kamonyi District
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Source: Cenfri, 2015



Industry Perspectives

On demand...

Insurance culture

Ability of the potential low-income clients to
afford insurance products

Knowledge about insurance among the
potential low-income client base

Demand for insurance products from potential
low-income clients

®"High ®Medium “Low




Capacity building requirements

Training ...

Developing high-value microinsurance products

Designing Life products (e.g. simple life, funeral expenses
cover)

Linking or bundling insurance to other financial services

Market research for microinsurance

Designing non-life products (e.g. weather index insurance,
livestock)

Claims management
Searching and managing distribution channels
Microinsurance business case and viability

Promotion or marketing of microinsurance products

Pricing of microinsurance products

X

o 10% 20% 30% 40% 50% 60%  70%
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Capacity building requirements

Technical Assistance...

Business reengineering to improve performance of
microinsurance business line

Organisational change management to integrate
microinsurance effectively in the company

Company strategy formulation

Business modelling 36%

Product evaluation 43%

Developing appropriate marketing strategies and tools

Crafting microinsurance distribution proposals

Pricing

0% 10% 20% 30% 40% 50% 60% 70% 80% 9o% 100%
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Perceived growth drivers

Technical assistance for research and development or feasibility
studies

Development of microinsurance regulations

Financial support to insurers interested in piloting microinsurance
products

Technical assistance to insurers in product development and
distribution

Market demand studies to help insurers better understand clients'
needs

Capacity building in microinsurance for ASSAR and other
supporting institutions

More or better distribution channels

Training programmes for insurance professionals on
microinsurance product development and distribution

Consumer education, public awareness and other financial literacy
efforts for consumers

Information technology systems specific for microinsurance

— 2%

36%

36%

36%

36%
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Looking Ahead

[ Microinsurance ~  AFRlaunching a new

regulations underway - innovation support
p . facility forinclusive

insurance

Distribution channels in

;@ the pipeline include
%
HIGH-TOUCH and

LOW-TOUCH models

National Agricultural
Insurance Scheme in
design phase

Capacity building and
enhanced role of ASSAR

Robust industry skills
development

1=
T programme underway
and linked to the

Innovation support
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