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There are worse
things in life
than death.
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2.
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We buy insurance, because we have to, not because we love to!

We don’t understand what we buy!

We don’t trust what we purchase!
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1. No Value perception
2. No Utility

3. No Interest
NO WILLINGNESS TO PAY



A E. HE V/ ‘
) - '

T0 INHQ#






re - N 201433305Z - All rights reserved

Limited — Singapo

Stark Group Private

~



https://www.youtube.com/watch?v=BGGOn-H7s3Q
https://www.youtube.com/watch?v=BGGOn-H7s3Q

WE SAY MAKE IT SEAMLESS!



. Embedded
Transparent
Penny Price

More than Service oriented

Cross sold




If you can't
convince

them, confuse
them. ...




Let s start with a first assumption!




What if
CUSTOMER ENGAGEMENT
CUSTOMER EXPERIENCE
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WHAT IF THE VALUE PERCEPTION WAS IN

YOUR
INSURANCE AGEN

N

“We've done everything we can do, Mr. Johnson.
Unfortunately, there is no cure for bad insurance.”

It would explain why direct online business does not work at all!

(someone will have to mention about england and Australia and states that travel and motor online business works)
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We are all aware of the Problem

We talk about it for years, and it does not work

Don’t try to solve it!

The future remains in Intermediaries — Nurture them

&/or seamless products — Develop them



