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        "The submission of a claim is the moment of truth in the relationship between insurers
and policyholders, and this is validated by our research," added Callet. "For consumers,
finding the lowest priced coverage is simply not enough. Quality of service at the first notice
of loss and the ability of the insurer to provide prompt claims settlements are pivotal to
customer loyalty and satisfaction." Growth opportunities exist in bancassurance, but the
survey raises questions about the future of the model The survey also raised questions about
the outlook for bancassurance - the sale of insurance products through banks. Although
banks are clearly losing ground to online insurance sales channels, banks hold considerable
advantages over insurers, according to the survey. A strong majority of consumers (60
percent) see banks as a preferred "one-stop shop" for financial services products and nearly
half (47 percent) think of banks as a preferred financial advisor. Consumers also see banks
as more accessible than insurers and they are three times as likely to have weekly or monthly
contact with them, according to the survey. Yet the survey results raise questions as to
whether banks will be able to further capitalize on the relationship, with only 15 percent of
respondents saying they are "sure" they will purchase more insurance products from their
bank. Twenty three percent of respondents said they were undecided.
        "Bancassurance was widely adopted in Europe over the last few decades, but is now
facing significant changes in the wake of the financial crisis - with several banks being
forced to divest their insurance operations, and others in certain countries facing potential
structural changes related to Solvency II and Basel III," said Callet. "This presents new
revenue challenges across the industry. Since insurance sales commissions can ensure a
stable source of revenue, it will be critical for the industry to redefine a winning
bancassurance model - through innovative online strategies, further strategic alliances,
tactical divestments, and other means -- in order to achieve profitable growth."
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        This article was prepared by Insurance Weekly News editors from staff and other
reports.  Copyright 2010, Insurance Weekly News via VerticalNews.com.

Combined Agents of America Llc

CAA Recognizes Member Agency for 2009 Personal Lines Award
From Central Insurance

        2010 APR 9 - (VerticalNews.com) -- Combined Agents of America, LLC (CAA) is
proud to announce its member agency Evans Ewan & Brady Insurance Agency Inc.
(Georgetown, Texas) was named a Model Personal Lines Book of Business agency for
2009 by Central Insurance Company at its quarterly board meeting March 9-10 Austin,
Texas. In 2009, CAA was not only the largest producer of Personal Lines New Business for
Central Insurance, but the largest producer in the United States for its commercial and
personal lines period. With recent expansion into Oklahoma and Kansas, Texas-based CAA
is a managing general agency (MGA) committed to further expansion across the country to
strengthen the independent insurance agency system through profitable growth and
exceptional service for its member agencies.


