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What triggers the demand for microinsurance
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Making Microinsurance Work

Characteristics*of*
the*low/income*
market
•Lower,'more'irregular'
incomes

•Less'access'to'
infrastructure'and'
services

•Greater'vulnerability'
to'risk

•Little'experience'with'
insurance

•Socioeconomic'
networks'that'differ'
from'insurers

Drive'
changes'in
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Viable'
business'
model

Revenues
Premiums
Fees
Investment'income
Subsidies=
Intangible'benefits
Indirect'benefits

+

• Building'a'client'base'
for'the'future

• Stronger'brand'/'
reputation

• Increased'staff'
retention'/'motivation

• Microinsurance
innovations'applied'to'
mainstream'operations'
can'lower'costs'or'
increase'revenue'in'
other'markets
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Viable'
business'
model

Revenues
Premiums
Fees
Investment'income
Subsidies

Expenses
Benefits
Commissions
Sales'expense
Administrative'expenses
Cost'of'capital
Taxes

= >
Intangible'benefits
Indirect'benefits

+
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Stage'1:'Compelled'
groups

Stage'2:'Voluntary'
groups
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C
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Agents

Product-&-process-
design

Brand

Partnerships

Access-to-voluntary-
groups

Compulsory-

Target*new*
markets*=*
voluntary*
groups

Target*new*
markets*=*
individuals*

sales

Stage'3:'Individual'
Sales
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Drivers of scale by market development stage



SUNU Assurances Vie (Côte d’Ivoire)
Client Centric Approach 

• Market'research'on'clients'of'different'
distribution'channels

• Clear'questions'to'answer'through'the'
research

• Creating'market'segmentation'and'
profiling'clients'in'each'segment

Client'profiling

Definition'of'the'client'journey

• Identify'the'pain'points'of'our'clients'when'
dealing'with'our'services

• Drive'improvements'from'knowledge



Valuable solutions develop through gradual 
improvements
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Simple,'mandatory/'
embedded'products

Positive'client'
experience'

&)quick)scale)and)
break6even

Distribution'
partnerships'(brand)'
for'group,'voluntary'

products

Market)development)level,)capacity)of)clients/providers/governments,)enabling)environment

Better'client'
understanding,'
segmentation'&)
cross6selling

Technology/agentV
enabled'individual'

sales

Choice'for'clients'&)
experienced)‘niche’)

insurers

PPPs'for'health,'
agriculture'and'
catastrophic'
insurance

UHC,'more'food'
security,'resilience'&)
persistent)insurance)

business
Hollard,'S'Africa

5'm

CLIS,'Philippines
5'm

RSBY,'India
100+'m

MicroEnsure,'various
20'm

Source:))adapted)from)Thom)et)al)(2014))and)Kimball)et)al)(2013)



Thank you!

With%generous%support%from:

/ImpactinsuranceFacility

@IIFacility

/in/impactinsurance

Follow%us%on%social%media!

Visit our website!
www.impactinsurance.org

Miguel'Solana
solana@ilo.org
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