Reaching all-time heights in 2015, the global financial technology
movement has finally made its way to insurance. New insuretech
startups are offering more accessible and customized insurance
solutions. Holding ground against them will require property and
casualty insurers to redesign the customer experience, using
technology to establish greater trust and make it easier for
consumers to obtain pricing and purchase coverage to protect all
of their most valuable assets and investments.

If established insurers are going to get in the game and participate
in the next stage of the customer revolution, they must come to

terms with some pretty heady facts.

MORE THAN

a0%

of customers say they
would switch insurers if
promised $250 in annual
premium savings'"

Only 47% of millennials
own homes,

©

Millennials are less
interested in owning a car.

Thousands of baby
boomers are downsizing.

Ol

79% of customers want
to purchase all of their coverage
from a single insurer',

Startups are reacting to customer demands in new ways, customizing
coverage and pricing to drive customer confidence in the following areas:

Allowing customers to
compare products and

pricing from various carriers
to meet their exact needs

and cost requirements,

Help customers determine the
type of coverage they need, as
well as how much and where
to find the best options.

v

Attract short-term users

by allowing customers to

purchase coverage only

for the time they need it.

Sixty-five percent of established insurance companies indicate they
consider the wave of new entrants as a threat to growth.!* Determined
to meet startups where they stand and still maintain winning ground,
leading insurers are taking a variety of approaches.

BE AT THE FOREFRONT

Considering the rapid changes in customer
lifestyles and behaviors, insurers are actively
monitoring the landscape, immersing themselves
in the culture of the tech-savvy startup in order
to be the first to know about leading innovations

and opportunities.

PARTNER INTO THE FUTURE

An ever-growing nurmber of insurers are looking to
partner with existing technology leaders to gain
access to digital distribution platforms that speed
up quoting, binding and issuance of policies, and
offer a stronger suite of product choice to deepen

customer relationships.
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