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Russian and foreign models of direct insurance:

similarities and differences




DEVEOLOPMENT OF INTOUCH IN RUSSIA ITATOUCH

PART OF THE RSA GROUP

VS\N\OV\ \{A\‘\An c 2008 .
n

% RSA® i

v' 300 years history on insurance market, the
w oldest insurer in the world

@ Enponeiicinii banic v RSA shares included in FTSE 100 index, sell

) Founded in 1991 b
) International finance company

) Owners - 61 countries and 2 international companies

) Finances projects in 29 countries in Europe and Asia

) The largest investor in region, attracts significant volumes of
direct foreign investments worldwide
\_ J
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DIRECT MODEL IN BRITAIN TNTOUCH

PROGRESS SUMMARY PART OF THE RSA GROUP

LAUNCH

ENVIRONMENT "DRIVERS WHY SUCCESS

?

Launched
. . Prepared
in1985 (the first customers

telephone , telemarketing
insurer in the 3 les in the UK

UK) ‘ grew by 40%

Country with

tried and teste .
Open-minded

mentality

intermediary- - policy
based ~ protection by
distribution ‘legislation
channel, with

the broker or

agent

Legislative
support




DIRECT MODEL IN SPAIN

PROGRESS SUMMARY

LAUNCH
ENVIRONMENT

Strength and
popularity of
‘bancassurance’

No  developed

Internet
shopping cult

No aggrega
tradition

DRIVERS

5.7% of sales
to 2008,
when 9.1% of
policies were
sold directly

WHY NO
BRITISH BURST

Key role of the
launch
en\ﬁnment

Too little time

INTOUCH

RSA GROUP




DEVELOPMENT OF INTOUCH INRUSSIA INATOUCH

PART OF THE RSA GROUP

?5\\\'\0“ KI\HA“ c 2008 .
n

L w7
RSA H

Difficulties in realization of European
technologies in Russia

@ Esponeiicknit bank
PCROHCTPYKLMN 1 PasBUTHA )NO database On accidents insured
) Paper form of policies

)Absence of execution of laws on Customer
protection

)Client’s signature on MTPL policy

)Changes in the procedure of technical
_ inspection p
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DIRECT MODEL IN RUSSIA (INTOUCH) INTOUCH

PART OF THE RSA GROUP
Websale 1 Websale 2 Websale 3
 Launched in 2009  Launched in 2011 « To be launched in 2012

¥

{

s
.
T

« 6 steps to order policy online « 6 steps to order policy online « 3 steps to order policy online

« Quick quote: preliminary - Final quote on 4th step, but need  * 1 step to get final quote
calculation made upon minimum data all personal data of insured and * No personal data of car owner
+ Final quote: need all car and drivers and drivers for calculation
personal data to get exact price - Possibility to order policy online « Possibility to order policy online
« Possibility to order policy online but interface is not friendly enough ¢ Friendly interface

« Customer zone: saving
calculation, get ordered policy
data

D ww.in-touch.ru (D © G



LEARNING FORWARD INTOUCH

PART OF THE RSA GROUP

Mentality Legislation

I Readiness Readiness Readiness
0% 70% 0% 20% 0% 40%

B vvv.in-touch.r (N 7 G
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INTOUCH

PART OF THE RSA GROUP

OAO «MHTAY CTPAXOBAHME»

POCCKSA, 127018, MOCKBA, CYLLLEEBCKWI BAN, 18
JINLEH3MA CNe 0870 77

WWW.IN-TOUCH.RU

8(800) 444 44 44



