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Lives of low-income households

~ Select a photo

~Who is this? Give a name.

~ Where do they live/work?

~Who is in the family? Names/ages?
~\What is the income, assets, expenses?
~ What risks do they face?



Presenter
Presentation Notes
Activity - Drawing a low-income household. Divide participants into groups of 3-5 people, give each group a flipchart and ask it to create a visual profile of a low-income family. It can be a family they know or just a “typical” household. They should draw the household, its assets, the type of house lived in, the sources of income, the number of children, etc. Encourage them to give names to at least some of the members of the household, perhaps even ages.
 
Process the activity: by asking a few groups to describe their families. Make note of the following points –
Differences in families: no one size fits everyone
How are families different from middle class families
Complexity of financial lives



Emerging consumers lead complex financial lives

Income and Expenditure (US$)
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Different patterns

Low Income

e (Cash flows: frequent, chaotic
e Financial decisions: small, daily
e Requires: discipline

* More like managing your diet
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How LIHs manage risk

~ Low, irregular incomes and few assets make it
more difficult and more important to manage risk

~ Need to pool resources from multiple informal
and formal tools

~ Manage risk daily, not monthly or annually
+~ Behavioural factors are important

~ Low-income households actively look for risk
management solutions; they don’t think
“insurance”
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Ten blueprints for providing value

FUNDAMENTALSEERENHANCEMENTS

START SIMPLE WITH PARTIAL, BUNDLE INSURANCE WITH OTHE.
SINGLE, MANDATORY COVER FINANCIAL SERVICES

BOOST ACCESS AND INCLUDE VALUE-ADDED SERVICES
UNDERSTANDING _—

USE TECHNOLOGY WITHOUT
ENSURE GREAT CLIENT LOSING CLIENT “TOUCH"
EXPERIENCE THROUGH CLAIMS

AND SERVICING EXPAND BENEFITS

OFFER COMPLEMENTARY
PROVIDE CHOICE THROUGH
SOLUTIONS VOLUNTARY OPTIONS

OFFER MULTI-RISK PRODUCTS

http://www.impactinsurance.org/publications/cvb2
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Measuring value

~ Understand clients better to target new
markets and segments

~ Improve client experience
< Evaluate value of products for decision making

“You are what you measure”

l\ @ I{;lg:]:ftiunal
= tion

IMPACT INSURANCE Organiza



	Unlocking demand: provide and measure value to clients
	Slide Number 2
	Lives of low-income households
	Emerging consumers lead complex financial lives
	Different patterns
	How LIHs manage risk
	Ten blueprints for providing value
	Measuring value

