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An uncertain future

Governme
nt

Fractional 
Ownership

Customer 
Expectations Shareholder Expectations

Regulatory Pressures

Changes in the nature of traditional risks

Digital markets

Value Chain Compression

Super abundant capital

Virtual world
AI

Ageing population

Finite resources Growing population

Individualism

Peer to peer and other distribution channels

Migrati
on

Rise of generation X and Y
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Three key global trends affecting the insurance 
industry in the next 5 years

1
Transformation of 

risk
Acceleration in 
#insurtech and 

technology

Demographic risk

2 3
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#1 Demographic risk

2020

2 
2030

2.5:1
2061

1 in 3 
2030

40%
75% 
    2025

60%
 2020
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#2 Transformation of Risk

WEF Global Risk report 2017
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P2P



#3 Acceleration in #insurtech and technology
Artificial Intelligence

Blockchain

Internet of Things

Next Gen Big Data & 
Analytics

The Sharing Economy 

Social media and 
network economics

Source: Kurzweil Accelerating Intelligence - http://www.kurzweilai.net/the-law-of-accelerating-returns
Copyright (C) Raymond Kurzweil 2001
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What business are we in?

Who are our 
competitors?

Who are our 
customers?How do we deliver our services?
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Which road will we choose?



The Competitive Landscape has many positives…

Strong Customer base, and 
loyalty (or inertia!) is high

Insurers possess 
many difficult to 
replicate building 
blocks

Relatively 
benign 
competitive 
forces... 
so far
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Sources of historic 
differentiation 
under attack

So why are we not all feeling smug…

Inert customers 
(that we don’t really 

know?)

Legacy 
distractions

Threat that 
external forces 
are heating up

?
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Regulation

Regulation 
makes entry 
more difficult

Data & 
analytics

Historic claims
data is private 
and owned by 
incumbents

Customer 
vs. Risk 

Analytics

Additional 
(external) data 
sources proving as 
important to 
determine risk

Many start-ups 
have started 
working directly 
with regulator to 
overcome 
limitations

AIs/Deep machine 
learning players 
entering the space. 

Cost of entry, 
capital and 
balance sheet 
requirement 
are high

Exponential trend 
in VC entering the 
space 

Cost of 
Entry

Understanding 
consumer behavior 
is not the same as 
understanding risk

Why haven’t we seen more new entrants and disruption (yet)?
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Recognize these logos?   Here are 1/3 of #insurtech players 
P2P Healthcare UBI/Auto

Sharing Economy

Spot Insurance

Product insurance

Backend

Marketplace & online
consumer platforms

Data, Software & Analytics

Accelerators

Reinsurance

IoT

Life Insurance

Blockchain
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Willis Towers Watson Advanced Analytics Survey
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Customer Acquisition

Breaking up the Value Chain
Artificial 
Intelligence

Blockchain

Internet of 
Things

Next Gen Big 
Data & 
Analytics

The Sharing 
Economy 

Social media 
and network 
economics

Customer LoyaltyUnderwriting Claims

Efficiency, customer experience and claims 
management Retention & cross sell

Bespoke 
product and 

pricing
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Barriers/excuses
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Data

Barriers/excuses
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Barriers/excuses
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Background to Machine Learning - Many methods

Ensemble 
Methods

Classifications 
Trees “Earth”

K-nearest 
Neighbours Elastic Net Neural 

Networks

Regression 
Trees

Naïve Bayes

K-Means 
Clustering

Principal 
Components 

Analysis
Lasso

Support 
Vector 

Machines

Gradient 
Boosting 

Machines

Random 
Forests

Ridge 
Regression



How much value do Machine Learning Techniques bring?



Our Customer…How will this change over time?
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What could the products of the future look like?

Bespoke

Risk Based 
Pricing

Engagement

Flexible

Health

Sharing 
Economy

Gig 
Economy
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Product innovation
Targeting and segmentation as the population changes

• Diabetics in 2015:
• 1.2 million adults in Australia 

(under-reported) – 4.7% of 
population

• Incidence has tripled over 
last 25 years

• Diabetes prevalence continues to 
increase – ~10% of Australian population 
expected to be diabetic by 2035

• Health profile of diabetics is completely 
different from average population

• “Innovative algorithmic pricing and 
robo-underwriting approach designed to 
deliver affordable and fast cover to Type 1 
and Type 2 diabetics who actively manage 
their health.

• If the diabetes improves and we have 
annual blood tests the premium can go 
down by up to 40%.

• Clients have access to the helping hand 
service with access to a specialist diabetes 
nurse for support and advice.”
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Product innovation
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Influencing and 
rewarding positive 
behaviour



Product innovation

Helping people save

“INVEST YOUR SPARE 
CHANGE”
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Product innovation
Changing perceptions about insurance

“WE TREAT THE 
PREMIUMS AS IF IT’S 

YOUR MONEY”
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Product innovation
Changing perceptions about insurance

“GETTING 
LIFE 

INSURANCE 
SHOULD BE 
PAINLESS”
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Product innovation
Changing perceptions about insurance

“THINKING LIKE A 
CUSTOMER ”
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So what should we be doing?

Act NOW to embrace the changes 
required to remain fit to compete in 20233

Clarity around the big questions…1
....but don't plant your feet - stay agile2
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Act now…
▪ Many of the capabilities likely to be required 

tomorrow will take time to build.

▪ Need to act now to start the journey and many 
are no regret moves, for example:

▪ Robust data collection

▪ Organising and stocktaking of data sets

▪ Data validation

▪ Need for partnerships with data providers

▪ Proofs of concept/ targeted investigations

▪ Levels of uncertainty require a more dynamic 
approach to monitoring competitor/market 
changes

   We always overestimate the 
change that will occur in the 
next two years and 
underestimate the change that 
will occur in the 
next ten. Don't let 
yourself be lulled 
into inaction. 

“

Bill Gates



Questions
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