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Learning objectives:

Understanding embedded, subscription-based and
risk management as a service insurance products
and market size

Understanding the underwriting, pricing, and claims
requirements

Appreciating the industry and regulatory challenges



Embedding Insurance

Forecast Growth Forecast Value
- wgy .
Importance and meaning — its not a new idea
+ It could be defined as a business model that allows expanded revenue potential From 2% of market
combining non-insurance products and (usually associated) insurance so it is in Advanced .
sold as a single product European Markets Up to $140 billion
+ Embedded insurance is a well established business model to 24% by 2030"
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« e.g. motability scheme: people with disabilities can obtain insurance bundled with

the lease of vehicles N
* Deployment is increasing, in part due to the growth of new commercial business Grow from $57
models, especially within sharing economy Estimated CAGR of million in 2022 to
+ It can provide a compelling service proposition with reduced friction for users 20.7% 2022-29** $161 million by
2029

= Digital natives and technology backed business models fuel demand to embed
insurance for an increasing numbers of use cases

Broker Perspective

+ To be efficient and effective products rely on technology and digital distribution to
enable seamless deployment, optimal pricing and customer experience
» Key challenge: transparency of the insurance product and its price
. . . » Care not to fall foul of regulators: consumers know they are buying insurance, or

how much they are paying for their insurance
'-‘ » Services need to be offered in a way that do not restrict choice, impacting on
competition rules in some territories

It represents an opportunity to help clients grow, provide customer value and reduce the protection gap

* Simon Torrance: “Embedded Insurance: a $3 Trilion market opportunity” December 10, 2020 hitps ('www simon-torrance com/
** Extract from Global Embedded Insurance Business and Investment Opporfunities Q1 2022 (researchandmarketing.com)




Supporting digital and sharing economy clients
Why sharing economy clients look for innovative insurance products

Benefits to clients Challenges for clients
Partner Ecosystem to Execute for Clients

- Builds trust and safety/customer confidence *+ Leveraging their brand beyond transaction y _ _

in platform — not known for insurance *  Interpreting regulation and

) . . ensuring compliance

* Supports customer retention and value add — « Insurance regulation and complexity — +  Trusted partners to execute

retain through loyalty and grow revenue outside of appetite and business model
C InSL!rance distribution (compliance) can be a = Consumer brands is a big opportunity but «  Aon’s role bringing new capital

barrier premium levels are small but have to be pools to clients

. - deployed at huge scale «  Providi edible products with

*  Must be the right product to fit into customer POy g Lr;‘;‘p;ﬁg;{rpri‘d: gpr e

journey seamlessly *  Suits microinsurance model not core to . Sustainability in market and

their platform rates

« Leverage customer captured data — not
. . . . . Rated markets for customer
asking for new questions/information ) S :
brand protection and security

*  Products with definable losses/ identifiable
triggers - fast and frictionless resolution

*  Valuing the role of clients’
. technology and flex to client

. . _Key_Qu_estl_on o +  Frictionless digital experience
What is the client's objective in buying insurance? +  Value add insight based focus
using data and analytics

Platforms are bundling insurance in product
offerings so that coverage is part of the service

Working with new and incumbent OEM'’s,

affinity schemes linked to car sale, leasing . . - -
" and finance that seek to embed robust and mcorporateq in the service price. Non- . Optimised framework necessary
D . . revenue generating model but creates value and a5 e SRl 2] s s
= insurance and other value add services .
o customer confidence large volumes
E g
@ . + Utilise global knowledge and
L:ij Platforms are exploring value add and revenue ‘ i expertise to help deploy in new
generation with bolt on product offerings, [?elwery platfor_m buys EL and PL cover for its markets
enhancing cover or providing tailored solutions riders. This policy responds first mitigating +  Technical knowledge
based on customer profile contingent liability of platform for the rider not

having adeguate insurance

Legal Capy Hebmiica Regular B35 Black
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TRADITIONAL MICRO INSURANCE POLICY MANAGEMENT ROBOTIC PROCESS AUTOMATION FULL STACK INTEGRATED
-2010 2010 - 2018 2018 - 2022 2022 -
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What we have covered:

* Proposed a definition and debated what ‘counts’ as
embedded insurance

« Examples of embedded insurance products

» The size and drivers of growth of the embedded
iInsurance market

« QOutlined product development, underwriting, pricing,
and claims in the embedded insurance market

» Identified the regulatory and insurance market
challenges around embedded insurance
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Feedback
Many thanks for attending this webinar.

Please take a moment to complete this Feedback Form. Your
comments will enable us to ensure that future CPD activities
satisfy the needs of our members.

You will be able to download a CPD Certificate for this event
upon completion of the survey.




