
5/27/2013

1

Success in Personal Lines

30th May 2013

Roberto Malattia – Director, General  Insurance SE Asia

towerswatson.com © 2013 Towers Watson. All rights reserved. Proprietary and Confidential. For Towers Watson and Towers Watson client use only.

Landscape – Economy
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Landscape – Regulation
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Landscape – Channel distribution
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l Source: CEA Statistics (n. 39, 2010)
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How can I raise the game?
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Improve 
analytics

towerswatson.com © 2013 Towers Watson. All rights reserved. Proprietary and Confidential. For Towers Watson and Towers Watson client use only.

Analytics adds value in the US rate filing environment

l Source: Towers Predictive Modelling Survey 2011
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…adds value in the China tariffed market
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Data Resource: Annual Statement for local companies, Insurance Year Book

* Loss ratios are all classes but is 75-80% Motor and 
includes only domestic insurers

towerswatson.com © 2013 Towers Watson. All rights reserved. Proprietary and Confidential. For Towers Watson and Towers Watson client use only.

POS 
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shopping 
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Claims models

The number of technical models used in pricing is increasing

Other add-on 
purchase 
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Customer LTV 
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Large claims 
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Claims Fraud
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switching to NB
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1.5x
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How can I raise the game?
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Improve 
analytics

Enhance
Data warehouse
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What is this data describing?
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Much of the newer data describes customer behaviours, not attributes 
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How can I raise the game?
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Improve 
analytics

Enhance
Data warehouse

Processes
Re-engineering
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What does good look like?

Price-setting
Process

Pricing 
Capability

Organisational 
Engagement

Best
Embedded excellence in technical 
pricing and  commercial deployment 
with company-wide engagement

Good
Strong technical pricing and  
deployment working towards  
engagement with key functions

Basic
Technical pricing and deployment 
undertaken but not embedded and 
little wider engagement 

13

towerswatson.com © 2013 Towers Watson. All rights reserved. Proprietary and Confidential. For Towers Watson and Towers Watson client use only.

Pricing capability

Price Delivery
Implementation

Price, Offer & 
Underwriting 
Assessment

Decision ForumDecision making

Risk Cost 
Modelling

Performance 
Monitoring

Customer & 
Distributor 
Modelling

Analysis

Data Skills Underwriting 
Capability

Compliance & 
GovernanceFoundation Tools

Competitor & 
Market 
Monitoring

Marketing & 
Distributor Impact 
Assessment

Sales Execution
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Price-setting process

Customers/ 
Distributors

Price 
Delivery

Pricing 
Committee

Monitoring
l Performance, competition, 

customer value
l Actual vs. Expected
l Marketing effectiveness

Predictive Modelling
l Technical pricing 
l Customer behaviour 

modelling
l Market analysis

Demand-based 
pricing Underwriting

Marketing and 
distributor management

Decision Analysis Executive
Strategy

Return on capital

Growth

Risk appetite

Objectives
Proposals

Trends
Models 
Customer Profiles

Key Performance 
Indicators (KPIs)
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Engagement
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How can I raise the game?
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Improve 
analytics

Enhance
Data warehouse

Processes
Re-engineering

UBI
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What do we mean by usage-based insurance (UBI)?

Insurance 
Premium

$1,200

$1,080

$1,000

$ 900

Insurance 
Premium

$1,200

$1,080

$1,000

$ 900

Company Feedback
Vehicle Score

VIN: 12345…
Miles driven: 6,234
Event 1 per mile: .05
Event 2 per mile: .01
Heading 321
Speed 36
etc.

Customer Feedback

Insurance 
Premium

£1,200

£1,080

£1,000

£ 900

Risk data from an in-
vehicle device offers 
new rating data and a 
platform for new services

This 
image  
cannot 
current…

Real time 
feedback
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Widespread development underway on a global basis
Pace of development varies by region

19

US and Canada
Significant UBI 
penetration and 

established 
programmes

EMEA
UBI behind US, 
but significant 

activity

Asia
It is picking up. 
Very active at 
the moment
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‘Price’ proposition

Source: Progressive website20

Liberty Mutual

Industrial Alliance 
“Mobiliz” Programme

Allstate Drive WiseSM
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‘Value-added services’ propositions

21

State Farm-Drive Safe & Save
l Programmes provide a variety of package choices 

for value-added services
l Moved to InDrive

self-installable 
solution

l 10% enrollment
discount that 
can increase up
to 50% based on
mileage, turns, 
acceleration, 
braking, speed, 
and time of day

l Initial fee of $10.
Services 
available for 
$5-$14.99 
per month

This image cannot  
currently be displayed.
This image cannot  
currently be displayed.

This image cannot  
currently be displayed.
This image cannot  
currently be displayed.

This 
im…

Allianz - SestoSenso

l Value added services  linked to personal 
protection,  theft and breakdown

l 24 hour emergency assistance – accident, 
breakdown and theft

l Based on annual fee
Allianz – Allie

l No insurance included
l Value added services – accident, breakdown and 

theft
l Based on annual fee

This image cannot currently be  
displayed.
This image cannot currently be  
displayed.

This 
image  
cannot 
currentl
y be di…

This 
image  
cannot 
currentl
y be di…

This 
image  
cannot 

This 
image  
cannot 
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Proliferation of devices can be confusing

This image cannot  
currently be displayed.

This image cannot  
currently be displayed.

NavSeeker

Octo Telematics 

Evogi

Applus

DriveCam

Focusing on devices will not add value to your businessFocusing on devices will not add value to your business
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Many moving parts need to come together

Target 
segments

Dev ice 
selection

Data
transmission 

costs

Customer 
migration and 

cannibalisation

Data
storage

Consumer 
proposition Enhanced 

customer 
serv ices

Consumer web 
portal

Communicating
good behav iour

to customers

New claim 
processes

Integration with 
existing systems

Charging or 
billing (ov er 

conv entional)?

Dev ice 
distribution &

tracking

Data
management

Translating
journey data into
risk assessment

Data
requirementsConsumer

Data

Systems

…It is far more critical focusing on strategies and on appropriate foundations…It is far more critical focusing on strategies and on appropriate foundations
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What does it mean to you?
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Improve 
analytics

Enhance
Data warehouse

Processes
Re-engineering

UBI
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“Nothing happens until 
something moves” 
Albert Einstein 
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Roberto Malattia
Towers Watson 
roberto.malattia@towerswatson.com 
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