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What are remittance-linked insurance products?

Remittance-linked insurance products is insurance facilitated by remittance-service providers (RSPs).
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Examples of remittance-linked insurance products
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Why remittance-linked insurance products?

• Large number of migrants already sending remittances

• Builds resilience (e.g. increase insurance uptake) 

• Ensures sustained flow of remittances 

• Existing demand for these products

• Clear incentives for insurers and RSPs



Content 

Existing demand among senders for such products
Quantitative survey results of 1,146 digital RSP senders sending 

from the UK to Cameroon, Kenya, Nigeria & Uganda
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Existing demand among senders for such products
Quantitative survey results of 1,146 digital RSP senders sending 

from the UK to Cameroon, Kenya, Nigeria & Uganda
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Institutions that senders would remit directly to 29% of senders would 

send more money if 

they could send directly 

to an institution.
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There is a business case for 
remittance-linked insurance products

Insurer incentives Remittance service 
provider incentives

• Established customer base 

• Granular customer data

• Integrated payments for 
premium collection

• Established
communications channel

• Trusted brand

• Frequent use

• Decision proximity 

• Diversification of revenue 
stream

• Increase value and frequency 
of remittance transactions

• Expand their consumer base

• Value proposition over 
competitors

• Customer loyalty 

Remittance-linked 
insurance products
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Option 1

friendly)

How would these products 
work practically and why are 
they not yet more prevalent?
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Models of remittance-linked insurance products

Covering senders’ duty of support risk with an underwriter in the 
sending country

Model 2

Covering receivers’ risks with an underwriter in the receiving 
country

Model 3

Covering household unit risks with a single underwriter in either the 
sending or receiving country 

Model 4

Covering senders’ risks with an underwriter in the sending countryModel 1

Key questions to consider:

• Whose risks are covered?

• In which jurisdiction is the underwriter based?



• Partnership complexity

• Regulatory uncertainty

• Regulatory grey areas

• Regulatory barriers

Barriers to remittance-linked insurance products

Regulatory themes to consider

Jurisdictional:

Underwriting, marketing, communicating and 

intermediation across borders 

Digitisation:

E-signatures and data protection and sharing

Cross border payments:
Person-to-business (P2B), Business-to-person (B2P) 

Insurable risk:

Duty of support

Intermediation: 

Selling and collecting premiums Group policy holding

Customer due diligence (CDD)
Bundling



About Cenfri
Cenfri is a global think-tank and non-profit enterprise that bridges 
the gap between insights and impact in the financial sector. Cenfri’s 
people are driven by a vision of a world where all people live their 
financial lives optimally to enhance welfare and grow the economy. 
Its core focus is on generating insights that can inform policymakers, 
market players and donors who seek to unlock development 
outcomes through inclusive financial services and the financial sector 
more broadly.

About FSD Africa
FSD Africa is a non-profit company that aims to increase prosperity, 
create jobs and reduce poverty by bringing about a transformation in 
financial markets in sub-Saharan Africa (SSA) and in the economies they 
serve. It provides know-how and capital to champions of change whose 
ideas, influence and actions will make finance more useful to African 
businesses and households. It is funded by the UK aid from the UK 
Government. FSD Africa also provides technical and operational 
support to a family of 10 financial market development agencies or 
“FSDs” across SSA called the FSD Network.
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