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At the heart of the Digital Advisor business model is an 

investment in tablet devices and supporting software. This 

quick guide will give senior executives an overview of the 

subject.

In this article we outline a business model, we call it the Digital 

Advisor, that is intended to equip face-to-face advisors for the 

opportunities presented by digital technology. In the process 

you can transform your entire organisation.

The Digital Insurer is very proud to be able to release this 

Exclusive Case Study on AIA’s development of a marketing 

leading tablet toolkit. AIA  has clearly stolen a march on the 

industry.

In this article Brian Hannan, an experienced life distribution 

and training specialist, explores the history of digitisation of 

fact finding and explains why tablets are the ideal medium for 

new digital needs analysis tools.

Automated underwriting tools, the subject of this article from 

Munich Re Automation Solutions, provide insurers with the 

expert tools to allow them to transform the underwriting 

process and make “instant issuance” a reality for a wider 

range of insurance products.



Charles Gregory, from Mobile Insurance Solutions, looks at 

the importance of interface design and how to ensure your 

design is great.

This article provides some implementation advice and best 

practices for insurers embarking on a tablet toolkit initiative.

This short article looks at the one of the “hot” design factors 

that all insurers need to consider when designing a tablet 

solution.





When it comes to M&A, 

nobody gets around like we do.

The world is merging. An increasingly complex proposition, when the participants span the globe. No 

wonder Milliman has become the leader in insurance M&A. Local experts willing to go the distance, providing 

key insights and analysis. Meet the global team setting the new standard. Milliman.com/merge.



New Business and Underwriting Automation

THE POWER TO GROW

To find out more about Allfinanz, visit automation.munichre.com

Imagine if you could:

Quote, underwrite and approve an  

application in minutes

Eradicate costly re-work when manual  

processing and underwriting is required

Focus underwriters’ time on cases that 

require underwriting

Empower business users to rapidly respond 

to market developments or new business 

requirements

Munich Re makes this possible

Our market-leading new business and  

underwriting automation software, Allfinanz, 

is helping life insurers transform underwriting 

from a cost centre into a business-enabling 

revenue driver.

50 implementations across 5 continents

100% success rate and referenceability

Fit for the future
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The Digital Advisor Business Model
 

In this article we outline a 

business model, we call 

it the Digital Advisor, that 

is intended to equip face-

to-face advisors for the 

opportunities presented by 

digital technology. In the 

process you can transform 

your entire organisation.
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Insurers – a typical starting point

“The Digital Advisor is the 

technologically assisted 

advisor of the future.” 
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1. 

2. 

3. 

4. 

5. 

The Digital Advisor: Defining the 

model

 

Insurers need to understand and participate in The digital eco-system
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The Digital Advisor™ – Model details

More Leads:

Business 

Benefit
Success will be come from where? How to measure?

Increase in 

Volume of 

leads

Modern lead generation capabilities generate more and 

better leads

% increase in leads (hard 

benefit)

Higher rates of 

sales closing
Customer focused and advisor friendly tablet technology

% increase in sales closing 

ratios (hard benefit)

Improved 

compliance & 

effectiveness

Tablet technology ensures pre sales processes can be 

monitored for compliance, promote sales best practice & 

eliminate need to return to branch office for admin chores

Reduction in compliance 

issues. Less variation in 

sales performance (soft 

benefit)

Improved cost 

effectiveness

- Reduced physical infrastructure costs for distribution- 

Faster more accurate processing of digital proposals- 

More cost effective customer servicing including online 

fulfilment of the majority of service requests

Reduction in per policy 

issuance and renewal 

costs (hard benefit)

Increasing 

customer 

satisfaction

- Through more effective selling and an improvement in 

customer service- Technologies to allow satisfaction to be 

measured at a detailed level

Surveys (soft benefit)

Business 

intelligence (BI)

- The Digital Advisor model generates enormous amounts 

of data and makes that information accessible to all- This 

BI will be used to generate insights to further improve the 

business and create a virtuous circle

Will contribute to 

improvements in all key 

success metrics

The Digital Advisor : Success Metrics
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Lead Generation management: 

Tablet:

Advisor portal:

Policy system:

Customer Portal:
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Benefits of The Digital Advisor Model

Seize the opportunity – and start 

building the future

Written by: Hugh Terry
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A wander down memory lane

What’s changed with the tablet?

CEO’s Quick Guide

At the heart of the Digital 

Advisor business model 

is an investment in tablet 

devices and supporting 

software. Improve your 

sales processes including 

digital proposals. Find 

out how usability, let’s 

call it the “wow factor”, 

is central to success.
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The Digital Advisor Tablet (DAT) – 

Tablet functionality

Key Success Factor – usability

 

 

 

 

 

Making the business case

1. 

2. 

“The key focus of your 

Digital Advisor Tablet 

development should 

be on functionality that 

needs to beshared with 

potential customers” 
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3. 

 

 

 

 

Implementation Challenges

Typical functionality for the first launch of a Tablet Toolkit
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1. Implement in the context of an overall plan

2. Deploy rapidly

Written by: Hugh Terry

 The Digital Advisor model provides a strategic framework for the introduction of Tablet toolkits



When it comes to M&A, 

nobody gets around like we do.

The world is merging. An increasingly complex proposition, when the participants span the globe. No 

wonder Milliman has become the leader in insurance M&A. Local experts willing to go the distance, providing 

key insights and analysis. Meet the global team setting the new standard. Milliman.com/merge.
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AIA’s tablet history

The functionality is comprehensive

AIA Tablet Toolkit

 

The Digital Insurer is very proud 

to be able to release this exclusive 

Case Study on AIA’s development 

of a marketing leading tablet 

toolkit, iPoS. Special thanks to 

Steffen Schade, the head of group 

distribution technology at AIA who 

was the main point of contact at AIA.

Figure 1: AIA iPoS functionality (courtesy of AIA)
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The results have exceeded 

expectations

“The adoption of iPoS goes beyond our 

expectations. In one country more than 

80% of the new business is coming 

in through iPoS within 12 months 

of launch and in another country it 

was more than 30% after 3 months. 

The agents just love iPoS. All other 

indicators such as productivity, activity 

or case size are equally positive and 

better than expected.”

 

 

 

 

 

 

 

1. 

2. 

AIA Promotional video on iPoS
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3. 

How did they do it? And what were 

the key success factors?

1. Distribution led– 

2. Strong Leadership & support -

3. Empowerment–

4. Early regionalisation -

5. Learning from the first pilot - 

6. Great interface design – 
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What does the future hold?

“I would not do much differently. iPoS is very successful in the way we 

manage it, continuously improve it and roll it out. However, we were initially 

overwhelmed by the success of iPoS and didn’t have enough scale and 

capacity to roll it out to the countries. Next time I would react quicker and be 

more decisive on adding manpower to such a program.”

Written by: Hugh Terry

Figure 2: Simple and intuitive interface design was one of the success factors (courtesy of AIA)
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 the digital era
In this article Brian Hannan, an 

experienced life distribution 

specialist, explores the history 

of digitisation of fact finding 

and explains why tablets are 

the ideal medium for new 

digital needs analysis tools

In this article Brian Hannan 

reminds us that the digital 

revolution is not new whilst 

at the same time articulating 

and identifying the new 

opportunities offered by tablet 

technology.

Digital fact finds are not new
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Digital Needs Analysis – experience 

matters

 

 

 

 

Pause – this was 22 years 

ago, imagine the technology 

of the time.  Compaq 

portable, 286/386 processor 

and WOW! 20 MB Hard Disc, 

Dial Up – still it was achieved 

and was a success.

“You can have a role model for 

your profession, someone who 

has navigated the rapids before 

you and has a good map for you 

to follow.  They can save you 

years of pain and keep you from 

going over the falls.”

Figure 1 : Digital Advisor Tools in the 1990’s!
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Fact finding is not form-filling, it’s a 

conversation!

Solutions, recommendations and 

actions:

 

 

 

Digitisation promotes conversation

The Tablet Opportunity – present and 

future
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Digital Needs 

Analysis

Digital Insurance Media 

allows for easy updates 

to information for future 

appointments.It ’s a 

powerful presentation 

medium when support 

information can be 

carried in a private Digital 

Library or Resource 

Centre.It reminds you 

of important questions 

to ask, no more missed 

important information or 

business opportunities.

Technology should not be a barrier

 

Figure 2 :Tablets allow an advisor to co--create solutions with their customers
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Figure 3: Typical fact find process
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About the author
Brian Hannan has more than 30 

years of experience in the Insurance 

Industry and has been working in 

Asia for almost 15 years.

His operational and consulting 

experience have majored on sales & 

management process improvement 

and development across a wide 

range of sales channels. Multi- media 

and blended technology business 

solutions have been essential 

elements of his projects for around 

20 years.

Brian ensures that a key element 

in Digital Solutions design is a 

successful partnership between the 

human operator and the technology 

employed. Achieving the best from 

the best, through active coaching 

and development of Salesforce 

managers and their sales teams.

Call Brian on: +65 9822 7708

Or 

connect with Brian on Linkedin :

 

 

 

Written by: Brian Hannan
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The Digital Revolution

In this article, from guest 

author Glen Holmes, 

the role and design of 

automated underwriting 

tools is explored.

The mobile advisor 

is arriving quickly – 

just in time to meet 

client demand

As insurers start to get 

customer and distribution 

centric sales tools in place 

they will start to look at how 

to optimise the process and 

perform as much of the 

underwriting process online 

as is possible. Automated 

underwriting tools, the subject 

of this article from Munich 

Re Automation Solutions, 

provide insurers with the 

expert tools to allow them 

to achieve this. Furthermore, 

these tools can also be used 

internally to help improve the 

current manual underwriting 

process – and to prepare 

underwriting teams for a 

more automated future.
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Mobile design is evolving

Online solutions offers 

many advantages

 

 

Figure 1 – Fluid Interface design allows 

interface to be optimised for each device
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Online mobile, with automated 

underwriting, can collapse the sales 

cycle

Figure 2 – The longer the sales cycle the less chance of making the sale
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How can underwriting be automated 

?

 

 

Figure 3 – Automated underwriting systems use decision trees
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About the author
Glen Holmes is a product 

manager at Munich Re 

Automation Solutions. He is 

responsible for the success 

and profitability of global 

automation product lines, 

including market analysis, 

requirements gathering, 

roadmap development, and 

product execution. Glen has 

over 13 years experience 

in Product Management 

and Consulting. Glen most 

recently worked for Sage 

where he was a Product 

Manager in the CRM 

division. Glen holds a BA 

(Hons) in Business from the 

National College of Ireland 

and a Masters in Technology 

Management from University 

College Cork.

 

 

 

 

 

 

Written by: Glen Holmes
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Imagine if you could:

Quote, underwrite and approve an  

application in minutes

Eradicate costly re-work when manual  

processing and underwriting is required

Focus underwriters’ time on cases that 

require underwriting

Empower business users to rapidly respond 

to market developments or new business 

requirements

Munich Re makes this possible

Our market-leading new business and  

underwriting automation software, Allfinanz, 

is helping life insurers transform underwriting 

from a cost centre into a business-enabling 

revenue driver.

50 implementations across 5 continents

100% success rate and referenceability
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Implementing a Tablet Sales 
Tool for Advisor Salesforces 

In this article we address the main implementation issues that you can expect 

as you look to implement a Table sales tool. The article is developed with a life 

insurance sales force in mind but at the end we consider how the framework could 

be “tweaked” for a non-life agency sales force. We hope it is useful to insurance 

professionals who are actively looking to implement a tablet sales tool

Setting the Scene : 6-9 months to 

deliver a successful pilot

 

 

Are you really ready to start – what 

are the pre-conditions for success?
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Developing Requirements – Taming 

the scope
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The Importance of Design

 

 

 

 

 

 

 

 

Choosing the right platform
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Selecting a vendor using partnership 

principles
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Fluid Development & Testing Process 

Rapid application development

Professional Roll-out – A “launch”

As Promised : Tablet Tools for Non-

Life insurers
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In Summary: an Implementation 

Checklist

Written by: Hugh Terry

Functional Area Bussiness Requirement

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

»

 Tablet implementation checklist
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Implementing Tablet Sales Toolkits

In this article Charles Gregory of Mobile Insurance 

Solutions, explores the importance of interface design 

and looks at some of the key design factors that help 

to ensure high levels of adoption of tablet toolkits by 

insurance advisors.

Genius in simplicity

Design matters and in this 

article Charles Gregory from 

MIS gives practical design 

advice on how to create an 

engaging tablet toolkit that 

achieve the first goal of high 

usage and acceptance from 

advisors. Insurers need to 

wise up on the importance of 

“soft skills” like design in the 

new digital world we live in.
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Why is simplicity so hard to achieve?

1. 

2. 

3. 

4. 

So what does good design look like 

for tablet toolkits?

Figure 1 – Quote dashboard
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1. 

2. 

Figure 2 – Creating a quote
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Is there place for “gimmicks”?

Advice for insurers implementing a 

table sales toolkit?

Figure 3 – visualising the quote
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About the author
Charles Gregory is an 

Executive Director of Mobile 

Insurance Solutions (MIS) 

and focuses on implementing 

mobile solutions for the 

insurance industry.

Charles is also an Executive 

at Cellcity Ltd (www.

thecellcity.com) – a joint 

venture partner of MIS. 

Cellcity has in-depth mobile 

marketing and application 

development expertise.

Charles’ previous experience 

included more than 20 years 

in financial services with 

Standard Chartered Bank as 

well as 4 years as a co-founder 

in 2000 of a CRM start-up 

and early pioneer of the 

SaaS model. He also serves 

as a Director of European 

Focus Capitalisation Fund 

Ltd, a BVI macro hedge fund 

managed by Spring Asset 

Management Ltd and as a 

Director of two other Spring 

Asset Management Ltd 

hedge funds.

connect with Charles on 

Linkedin :

About Mobile Insurance Solutions

Written by: Charles Gregory
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Tablet Toolkit 
Design: 

This short article looks at the one of the “hot” 

design factors that all insurers need to consider 

when designing a tablet solution. We examine 

the issue through the lens of a life insurance 

agent

Offline – a perfect solution

“anytime, anyplace and anywhere”.

Offline – perfection always has a 

price

1. 

2. 

3. 

When would you consider developing 

an online only solution?
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1. 

2. 

3. 

4. 

What types of online solution can be 

considered?

Conclusions – make your own choice

Written by: Hugh Terry




