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Regulatory

Regime
Banks

Clients Insurance 

Companies

Dismantling barriers 

between banking 

and insurance 

products

Unprecedented 

population ageing

Relaxed regulatory

Regime

Extensive branch 

network,  infrastructure & 

penetration

Insurance 

spend increases 

as GDPs reach 

threshold

Low cost 

distribution model

70% of world 

assets with 

people > 50

Customer 

Centricity

Customer retention 

challenges ïrequire 

shift to universal 

banking model

Opportunity to diversify 

banking revenues ïfee 

income

High distribution

costs Channel fidelity 

Poaching of quality 

agents

Power concentrated 

by a few leaders

Under-serving of 

middle-tier 

consumers 

Need to target

HNWIôs to 

position 

complex 

products

Achieve reach in a 

timely and cost-

efficient manner

Economic 

slowdown

Access to 

liquidity

Margin 

pressure/credit 

risk/enhanced KYC 

The need

Complex financial needs ï

require asset protection 

(insurance) and growth 

(investment) plans

Environment
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Fragmented Approach By Banks & Insurers

Insurance
Companies

sell Investment
Products

Banks sell
Non-Life 
products

Banks sell Life 
and Pension 

products

Branch network Agents/Brokers

Client
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Channels Servicing The Landscape

Opportunity to introduce 

BancAssurance
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ÅAutomate services; evolve technology

ÅOutsource non-core functions

ÅIdentify and structure fees based on ñneeds-basedò approachHigh 

Service 

Needs 

Level 

Low  

NEEDS   Client  

Service requirement  GAP  

Profitable person-to-person  

servicing capability  

High Net 

Worth  
Emerging  Mass   Emerging  Mass Affluent  0  
Wealthy  Affluent  Market  

Client Segment

Services Expectation Gap
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Different strokes for different folks

Ultra
HNWI

Mega Net Worth 
Customers

HNW Customers

Mass Affluent Customers

Personal/Premier Banking Customers

Volume of potential Clients

Build & 
Manage  
Wealth

Protect 
Wealth

Build 
Legacy

Plan

Advice


