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A forward perspective
of the insurance industry in Indonesia

PARTICIPANT POLLING



Over 60 insurance industry senior leaders 
and managers attended this event. During 
the conference, we polled participants of 
pertinent industry issues affecting the 
business in Indonesia. The following are 
their unedited responses.
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The landscape of life insurance in Indonesia in five years?

A
 f

o
rw

a
rd

 p
e

rs
p

e
c
ti
v
e

 o
f 
th

e
 i
n

s
u

ra
n

c
e

 in
d

u
s
tr

y
 i
n

 J
a

k
a

rt
a

 I
 2

0
1

9



4

34 responses

0% 5% 10% 15% 20% 25% 30% 35% 40%

The same but the insurers in the market will have
changed dramatically

Dominated by established insurers offering the same
products as today

Full of niche products offered by new entrants aimed at
targeted customer segments

Unchanged but with greater penetration rates

Unrecognisable from today
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The landscape of life insurance in Indonesia in five years?
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The biggest challenge in IFRS17 implementation?
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38 responses

0% 10% 20% 30% 40% 50% 60%

Ensuring key stakeholders have a good understanding
of the new framework.

 Extracting data at the right level of granularity

  Interpreting the standard in a proper manner

 Ensuring calculations can be produced in a timely
manner

 Avoiding delays in carrying other activities due to
competing demands on staff
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The impact of insurtech?
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42 responses

0% 5% 10% 15% 20% 25% 30% 35% 40% 45% 50%

 Technology to industrialise processes and improve
efficiency

 Point-of-sale tools to enhance customer engagement
and distribution effectiveness

 Data analytic tools to improve customer segmentation
and Client Relationship Management

 New partnerships with technology providers to access
new customers

The impact of insurtech?
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The biggest challenge for your business in the future?
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43 responses

0% 5% 10% 15% 20% 25% 30% 35% 40%

Impact of regulatory change

Sustaining the agency and bancassurance sales
channels

Disruption from new technology

Shortage of and war for actuarial talent

Lack of knowledge about insurance and its benefits

The biggest challenge for your business in the future?
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Actuarial model enhancement: key priority?
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42 responses

0% 5% 10% 15% 20% 25% 30% 35% 40% 45% 50%

Review and streamline your existing model

Develop IFRS17 capabilities

Governance including documenting the model and
validation process

Validation by an independent third party

Actuarial model enhancement: key priority?

A
 f

o
rw

a
rd

 p
e

rs
p

e
c
ti
v
e

 o
f 
th

e
 i
n

s
u

ra
n

c
e

 in
d

u
s
tr

y
 i
n

 J
a

k
a

rt
a

 I
 2

0
1

9



13

Challenges on the Syariah spin-off requirements?
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36 responses

0% 10% 20% 30% 40% 50% 60% 70%

sufficient growth in the market to support the minimum
capital requirement

ability to find a local partner to meet the 80/20
shareholding requirement

finding a suitable distribution partner

availability of qualified and experienced insurance
professionals

lower profit margin from Syariah than conventional

Biggest concern about Syariah spin-off requirements?
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37 responses

0% 10% 20% 30% 40% 50% 60% 70%

Selling current block of Syariah business and exiting the
Syariah market

Spin off and aim to grow the Syariah business
organically

Spin off and aim for inorganic growth

For a spin-off what strategy would you consider most 
appropriate for your business?
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The presentations at the event have been 
shared only with participants, who would 
better be able to understand their context. If 
you would like to get a Milliman consultant’s 
perspective on any of the issues contained 
in this document please contact your regular 
Milliman consultant or reach out to 
brian.colgan@milliman.com



Thank you
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