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Insurance on platforms - progress

Since they were first developed in the 1990s to provide access to a menu of managed funds, platforms have

broadened their scope to cater to almost every part of an investor's financial picture. Now insurance is becoming

a bigger part of that picture, with more and more platforms providing access to online applications, underwrit-

ing functions and reporting. But while the evolution is happening rapidly, it has been from a low base. With the

development of insurance products within platforms still at a relatively early stage, some advisers are still not

convinced that platforms are the best channel through which to write their risk business.
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ADVISER DEMAND
Risk has been one of the last frontiers into which
technology has made inroads. Navigator general
manager wealth protection products Natalie Eckersall
sans that 18 months ago insurance was still more or
less a paper-based application system. "For investment
specialists who were used to doing everything via their
desktop, they felt that with insurance they were going
back to the Dark Ages," she says.

Indeed she blames the 'scary' level of underinsurance
in Australia on the archaic and time-consuming
application systems. "'The paper-based application and
under-writing process was just too intimidating and
took too long," she says.

For a product often described as a 'grudge purchase',
that slow turnaround could be a sales killer, general
manager product at St George Wealth Management
Dean Thomas points out. "Under the old system
it could take 10 days or more of back and firrth

correspondence - and by that time your client may have
decided to give up," Thomas says.

To Eckersall the huge growth in adviser interest
in platform-based insurance comes as no surprise.
Navigator's ProtectionFirst is growing by around 35
per cent a year. "We developed the product in response
to demand from advisers who want to be able to give
more holistic advice and wanted to have insurance
along with investments all written in the one place,"
Eckersall sails.

"'They (advisers) wanted to get an answer to

insurance applications in a timely fashion, and the
technology makes it a much more palatable option for
them to sell insurance to their clients."

ING head of master trusts insurance Mark Patterson
says the financial services organisation sees integrating
insurance into platforms as a very strong growth
opportunity.

"We've seen annual growth of 25 per cent in the past
couple of years and we see that continuing strongly.

Financial planners are used to writing investments

through platforms so it's a natural evolution to write
risk through platforms too," Patterson says.

Financial

planners are

used to writing

investments

through

platforms so

it s a natural

evolution to

lt'rite risk

tl7rotigh

platfor117s too

A1nrk Patte rson

ING

Ref:  43873940

Brief: TRENDS

Copyright Agency Limited (CAL) licensed copy

Masterfunds Quarterly
Wednesday 1/10/2008
Page: 48
Section:  General News
Region:  National  Circulation:  10,000
Type: Magazines Business
Size: 1,127.42 sq.cms.
Published: Annual

Page 1 of 4




