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How can a pedometer

+

Retakaful

enhance the Family Takaful provision ?
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Marcel Omar Papp | The International Takaful Summit | 15 July 2010 4



5Marcel Omar Papp | The International Takaful Summit | 15 July 2010

Low insurance penetration in Muslim 
countries (2009)

Source: Swiss Re Economic Research & Consulting, US state Department, CIA world fact book
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…especially for Family business in the 
Middle East

Saudi Arabia (2008)

Family: 5%

General: 95%

Bahrain (2008)
Family: 8%

General: 92%

Malaysia (2008)

Family: 66%

General: 34%

Indonesia (2006)

Family: 57%

General: 43%
Sources: supervisory authorities; Swiss Re Economic Research & Consulting
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How can Retakaful help
to enhance the Family
Takaful provision and by
this to increase
penetration?

a
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2 Value
proposition of
Family Retakaful
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Family Retakaful goes 
beyond capacity concerns

 Retakaful operators have to support clients across their value chain.

 Professional approaches to product management, underwriting and claims management 
are all key success factors.

Underwriting

Sales and marketing

Customer 
acquisition

Product / 
benefit 
design

Administration

Customer 
service / 
retention

Claims Mgt. 
(adjudication)

Payment 
processing

Medical management

Provider 
network
mgt.

Provider
cost 

Mgt.

Pharma. 
cost 
Mgt.

Case / 
disease 
Mgt.

Retakaful operators have to work in partnership with their clients  to manage 
components of the value chain that do not currently operate to their optimum 
level.
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Some of the services offered by Family 
Retakaful operators

• Dedicated L&H experts
• Many years of experience in all 
key disciplines
• Breadth of both local and 
international knowledge
• Support from regional centres

Dedicated Team

• Monitor market products and 
performance 
• Closely work with client companies 
to create sustainable products
• Incorporate global best practice 
where appropriate to local needs
• Consumer research

Product Design

• Typically Quota Share
• Surplus
• Cat XL

Retakaful

• Business intelligence solutions
• Dashboards, performance 
metrics and predictive analytics
• Analytical specialists
• Identify key cost drivers 
• Sophisticated pricing models
•Range of data sets

Analytics

• Life underwriting tool
•Medical underwriting tool
•Suite of training services
• Automated underwriting systems
• Case referral support

Underwriting•Audits 
•Process enhancement
•Best practice guidelines
•Timely insights and 
recommendations to control claims 
costs

Risk Management & Claims
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The Product Innovation Challenge

 Innovative products are essential for growth and success.

 Changes in needs of market and people.

 Product development in line with Shari’a principles.

– Currently often conventional products are copied and adapted to 
Takaful.

– Due to Shari’a requirements, may not be possible to mirror every
conventional product (e.g. tele marketing).

 Product innovation should be driven by market 
demands and Shari’a principles.
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PRODUCT
INNOVATION

Better quality Improved features 
or design

Promotion 
activities

Packaging

Improving the 
Customer Experience

Different Ways of Product Innovation
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Example: Product
innovation through
Health Risk
Management
Program

13
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Road to Health (RTH) – innovative health 
risk management program

 An innovative (online) Health Risk Assessment and Health Risk 
Management solution. 

 RTH helps members to better understand their current state of 
health, learn how healthy they could possibly be and then take 
steps to achieve it.

 Encourages members to take care of their own health and 
wellbeing.

 Members start by taking an online assessment and are guided 
through a journey towards achieving better health.
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The roadtohealth member home page 

©roadtohealth Limited 2010
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What is a Q Score™?
 The Q Score™ is an online health risk assessment score that 

demonstrates how your health compares to 100 people the same age, 
gender and race as you.

 The person at the front of the queue (number 1) will need medical 
attention immediately, whilst the person at the back of the queue 
(number 100) is enjoying excellent health. 
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Q-Score - What if?

©roadtohealth Limited 2010
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Linking takaful sales to people 
with a Q-Score...

Now that you have your Q Score click here to discover where 
can go with it. Imagine being rewarded for having a Q Score. 
Or even better saving money because you have a good one!

use my Q >use my Q >

healthy liveshealthy lives
insuranceinsurance

instant coverinstant cover

©roadtohealth Limited 2010
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Key benefits of RTH model

 Data

– Extensive biometric and lifestyle data 
(including trends over time)

– Significant overlap with underwriting questions

– A known “Q Score” for each life using the system

– Potential for Q Score data to be used to underwrite lives

 Greater customer engagement / enhanced customer journey

– Opportunity to develop a new engaging customer focused model

 Improved experience

– Improved fitness and health of lives using system

– People who are at early stages of illness can be flagged for 
immediate referral with Doctor or Pharmacy to prevent occurrence
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Takaful operators have an opportunity to…

 Engage customers in a new and exciting way

 Operate in a world where people willingly provide medical data

 Sell products beyond traditional underwriting

 Cross and up sell proactively with limited risk concerns

 Deepen the relationship with their customers, whilst maximising 
opportunities to up sell

 Open up new distribution opportunities 
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3 Conclusion
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What should Takaful
operators expect from
Family Retakaful in order
to enhance the Takaful
Provision?

a
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Conclusion – Ways how Retakaful can 
enhance Family Takaful provision

Be a strategic partner:

– Value proposition beyond capacity concerns

– Management of various components of the value chain

– Bring in innovative ideas (example: road to health) to enhance Family 
Takaful

Ensure Shari’a compliance:

– Shari’a compliance has to be at the core of any Family (Re)Takaful 
solution

– Development of new Shari’a based products

– New solutions where conventional approach may not work (e.g. tele 
marketing)
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Thank you
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Legal notice

©2010 Swiss Re. All rights reserved. You are not permitted to create any 
modifications or derivatives of this presentation or to use it for commercial 
or other public purposes without the prior written permission of Swiss Re.

This presentation is for information purposes only and contains non-binding 
indications as well as personal judgement. It does not contain any 
recommendation, advice, solicitation, offer or commitment to effect any 
transaction or to conclude any legal act. Swiss Re makes no warranties or 
representations as to this presentation’s accuracy, completeness, timeliness 
or suitability for a particular purpose. Anyone who interprets and employs 
this presentation shall do so at his or her own risk without relying on it in 
isolation.

In no event shall Swiss Re or any of its affiliates be liable for any loss or 
damages of any kind, including any direct, indirect or consequential 
damages, arising out of or in connection with the use of this presentation.


