Date: 9.11.2020 Publication: Business Standard

Edition: Mumbai | Ahmedabad | New Delhi |

P <3
ageno Hyderabad | Bengaluru | Kolkata

/

e &
GUEST COLUMN

TAPAN SINGHEL

Paradigm shift
inGenNext
insurance

Insurance has been rapidly evolving as per
hanging needs, and “one-size-fits-all”

arel Today's is
looking for products which are customised,
and are available with just a clickof a button.
Ifeel this is where the industry is headed.
wherein with the help of technology we bring
simplified processes.

Millennials look for instant gratification
from the products and services they opt for.
Hence, traditional long-term products don’t
appeal to them h. This attitude of
millennials can be proved by the trend we
saw for the Corona Kavach policy. While the
existing health indemnity policies cover
Covid-19 hospitalisation expenses, you will
be surprised to know that people belonging
to the age bracket between 25-45 years opted
for Corona Kavach the most. Also, most of
them were first-time health insurance
buyers. This clearly shows that relevant
coverage coupled with affordability drives
good traction among the GenNext. Some
i have taken this
attitude and have been working towards
small-tic 7 hose ben:
lised immediately.
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“Customers are Inaddition to
looking at a pick- this, the
model B -
of where has
they can choose the  played acrucial
coverage they need.  roleindriving
will soon and
llow them to acceptance of
design their own “sachet-products”.
product” “This platform has

allowed insurers to
tap customers at the right point with the
right product when they are makin,
purchase. For Instance, mobile insurance Is
offered when a person is buying a

cyber is
while buying digital devices, etc. We are also
seeing
with i ¢ y

like motor
specifictothe needs of their customers. |
believe this trend will drive innovation in
product offerings, wherein current products
will be divided into various pieces and these
pieces will be offered as separate offerings as
per the needs of customers.

The Insurance Regulatory and
Development Authority of India of India
(Irdai) has also been encouraging innovation

©

proposition for GenNext.

has allowed
with ideas and gauge thei.
in the market.

For instance, pay-as-you-consume under
motor insurance allows insurers to charge
premium as per kilometres covered by the
insured, or the period of time they intend to
drive the vehicle. Insurers are also
experimenting with wearables to incentivise
premiums under health insurance. The
regulator has recently allowed insurers to
incorporate wellness and preventive features
under health insurance. Through this,
insurers will be able to reward customers in
various ways, like discounted outpatient
consultations or treatments,

he regulatory

¥
cceptance

hea psand
diagnostics, redeemable vouchers for health
in fitness

nly attract GenNext toopt for he:
e and encourage them tolead a
healthy lifestyle.

c today are inc looking

ta pick-and-ch model under
wherein they can choose the kind of coverage
they need under a particular product. With
this, I feel we will soon see modularity being
introduced in many insurance products,
allowing customers the liberty of picking the
kind of coverage they need and designing
theirown product — thus building a sense of
trust among them, where they know what Is
covered under their policy.

The areas to innovate are many. However,
Ibelieve it makes sense to innovate only if
there isa need and whether your product
offers valueto the customers. It's important to

rather than product-focussed, which willgoa
long way in making a difference in the sector.
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