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ALUCA Updates …..

 Be recognised for your ongoing professional and development.
The Assessment for Associateship applications close on 31st
 The 2016 ALUCA Conference will be held in Adelaide
July and the assessment takes place on 18th November. Check
commencing Thursday 20th October and concluding Saturday
your entry eligibility here and direct all correspondence to
October 22nd. For more information see here.
education@aluca.com
theyALUCA
will continue
intoScholarship
the future.
I wish
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alltothe bestfor
the future
- thank
fornear
so you!
many
years
 The 2015
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is now
open!
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to ayou
place
Have
you of
enrolled
support,
and
see
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next
time
I
am
in
Melbourne.
yet?
For
details
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here
and
direct
yours
questions
to
page 6 for full details.
secretariatofficer@aluca.com
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 And
finallyand
on the
25th of June,
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Life
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now
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over
and
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from
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association’s vision and supported by our members. The sub
in Australia. Do you believe this will impact claims and/or
group’s members are: Andy Stenson (chair/RGA), Amanda
underwriting? Let me know your views. Would anyone like
Matthew
Ramjan
Flowers
(MLC), Lock
Martin (Swiss Re), Michael Renny (Swiss
to write an article on this?
Re), Michael Richardson (RGA) and William M. Tilford from
I trust you will enjoy the Winter Edition ReB. Remember this is
Tilford Consulting. The sub group will put forward a resolution
YOUR life industry magazine…. your contributions and feedback
of draft changes/recommendations to the Board and a final
are valued so please don’t hesitate to drop me a line.
resolution will be published prior to voting at this year’s AGM. In
the interim, ALUCA members will be updated on the submissions
received via the website.

CHATTER FROM THE CHAIR
John O’Leary

ReB Chair Report
Welcome to the new Financial Year. For some of our
members, the coming months bring development planning
discussions for the year ahead with their managers.
The Association’s key purposes are the facilitation of
professional development opportunities of members and to
improve the levels of professional competence. Our state
based Sub Groups have been delivering some fantastic
seminars and professional development days over the
years and this year is no exception. Each state Group have
some upcoming events so please consider including these
in your development plans and remember to demonstrate
the key learnings from these sessions in your workplace.
Aswell as these seminars, there is also the ALUCA Assessment.
This is the first time the Association has developed such a program
and it is encouraging to see the level of interest so far. There is still
time to register, review the reference material and prepare for the
assessment. Eligibility details and other information are available
on the website. Should you have any questions, you can email

Cheers
Michael Reid, ReB Editor
education@aluca.com. If you’re a manager, I would encourage you
to consider discussing this development opportunity with your
direct reports.
Other opportunities for development are the ALUCA Turks Legal
Scholarship which enters its ninth year and we recently re-signed
our agreement with Swiss Re on the Rehabilitation Award.
In addition to what ALUCA offers, there are a number of other
courses and programmes available from local (ANZIIF & PIEF) and
overseas providers (ALU & CII). Further details are on our website.
The recognition of learning is also of importance in our Industry
and ALUCA has a number of member categories now available
to acknowledge the educational background of our members. A
further category will be introduced very soon, so please keep an
eye out for upcoming Alerts on this subject. There is also the David
Mico Award for members who have successfully passed certain
courses during the year. Further details are on our website.
Finally, I trust you saw the recent announcement of our 2016
Conference location and venue. The Board has received some
positive feedback on the decisions it has made in the lead up to
the announcement and is appreciative of the response. Our next
challenge is the Program. Claire Nolan is leading the Conference
Portfolio and is being supported by Howard Williams. I’m confident
that both Claire and Howard will be able to deliver a great Program,
based on your feedback and suggestions. We now have a dedicated
email address conference2016@aluca.com, so if you do have any
feedback, suggestions or questions, please send these through.
John O’Leary, ALUCA Board Chair

ALUCA acknowledges the support of Gold Partners:

ALUCA acknowledges the support of Gold Partners:
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SUB GROUP REPORTS

ALUCA Medical Sub Group

CMG Sub Group

The second Medical Sub Group Committee meeting took place on
Thursday 14 May 2015. Committee members discussed whether
there was scope for a CMO/doctors directory to be established.
They have also discussed to create a list of particular topics
of interest. Once this has been completed, speakers are to be
sourced. Six topics are to be listed to begin with and specialists
in the relevant topics will be asked to present. The directory and
register can then be available on the website to all members.

The CMG held its second event for the year on Thursday, 4th June
built around the theme of “Getting Back to Work: Why it matters
and how it can be achieved”. The speakers and their topics were:

The Survey results highlighted key areas in which members would
like to see the group be involved in is thought leadership, research
and policy development. There is also a preference to meet
quarterly. Particular focus on both internal and external education.
Committee members have been asked to put forward suggestions
for a position paper(s). It is agreed the areas of particular interest at
the moment are Fibromyalgia and CFS.
The first seminar/dinner presentation will be held in Sydney - end of
August or maybe beginning of September.
Goran Lazic
Committee Member

 Fiona Green, Clinical Psychologist and Rehabilitation Consultant
explored the typical barriers to achieving a return to work and
provided some practical solutions to overcome these.
 Derick Borean, co-founder and Managing Director of
Rehabilitation Services Pty Ltd, spoke on the topic of medical
case conferencing and provided some excellent insights on the
art and science of achieving exceptional outcomes.
 Suzanne Jones, Program Director from Xchanging, spoke about
the Australasian Faculty of Occupational and Environmental
Medical consensus statement on the Health Benefits of work
and why it is time for genuine implementation.
Once again, we were very pleased with the level of attendance and
the feedback provided.
Our next event is the annual Claims Managers Dinner, to be held
on 6th August. This is an ‘invitation only’ event and another much
anticipated function in our calendar. Our guest speaker this year
is James Adonis, one of Australia’s most well-known employee
engagement and team leadership educators, who will join us to talk
on the topic of Getting The Best From Your Team.
The final news to share is that in the last quarter we farewelled
John Simpson from the committee as he took up a new role with
Swiss Re in Hong Kong. In his place we welcomed Carmel Myers
from BT and we also bolstered our numbers by welcoming Taveet
Garabedian from Swiss Re. Both have already thrown themselves
head-first into helping to organise future events, so my thanks to
them for giving back to the industry by volunteering to serve on the
committee.
Michael Richardson
CMG Chair

To comment on or contribute to this newsletter, please email: Michael.Reid@aia.com | www.aluca.com

3

RiskeBusiness July 2015

Connect with us:

 

SUB GROUP REPORTS

Bariatric Surgery and the March of Obesity – Crown Casino – April

April Presentation – UQ Business Rooms

Victoria Sub Group

QLD Sub Group

Happy EOFY! ..and sorry to those of us who are still reeling in
from the Christmas/Easter breaks. What an interesting six months
we have had, with the highlight being the industry waiting for and
predicting the possible impact(s) of the now infamous
Trowbridge Report.

Our April presentation held at the UQ business rooms was a great
success. The session was facilitated by Marcus O’Sullivan (TAL)
and focussed on the changes and challenges currently facing
our profession. Marcus provided a comprehensive overview of
our industry, APRA data on volumes, and a clear understanding
of the background and future ahead with the shifting landscape
in particular the focus on the Trowbridge Report and risk advice
impacts.

In Victoria, ALUCA hosted a fantastic breakfast seminar in April
at Crown Towers which provided insight into the growing world of
surgical treatment for Obesity. The presentation titled ‘Bariatric
Surgery and the March of Obesity’ was flawlessly presented by
Matthew Ramjan of Gen Re, and highlighted not only the different
types of surgical operations available but also the associated risks
to be aware of for client’s who have had a successful operation
in the past. The presentation generated plenty of discussion and
was thoroughly appreciated by all who attended. Personally, even
weeks later, whilst I watching an episode of a show called Weight
Loss Ward, I had Matthew’s words echoing through my mind as the
show’s narrator was describing some of more common problems
shared by the patients, pre and post operation.
But that’s not all, the committee is currently planning/finalising the
MiniLUCA event for Victoria – scheduled to be held on the 26th
of August. It is going to be a fantastic day for anyone who is keen
on learning, upskilling and getting back to the roots of what this
industry is all about – the Customer…so watch this space.
The details for current ALUCA Victoria committee can be found on:
https://www.aluca.com/subgroups/aluca-vic
Hashim Jiwani
Vic Committee Member

Peter Crawford, State Underwriting Manager BT Financial Group,
has joined our QLD committee and we look forward to Pete’s
enthusiasm and ideas for our seminars up here in Qld.
The full program for 2015 has now been set with seminars being
held on Wednesday August 19th, Tues October 13th and Xmas
function Friday 18th December. Please hold these dates in your
diaries.
We will communicate full details to our membership for upcoming
seminars and invites closer to each date. The next seminar on Wed
August 19th will be mini- ALUCA Qld style – “Double Shot Wed”
will feature two high quality speakers. The first speaker locked in to
present is Dr Bill Monday from MunichRe.
Look forward to seeing all of our Qld members and sponsors during
our 2015 program.
Aaron Widt
QLD President

ALUCA acknowledges the support of Gold Scholarship Partners
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SUB GROUP REPORTS
WA Sub Group
2015 is certainly moving fast and since our last update we enjoyed
Dr Pramodh Nathaniel, the CMO from TAL, who took us through
familial cancer syndromes. It was one of the best presentations
we’ve had in WA and Dr Nathaniel’s deep industry understanding
lifted our seminar to the next level. It was also remarkable to note
how many people in the room he knew by name!

The surveys completed is an important tool to engage the
member’s thoughts, insights, relevancies and appropriateness for
topics used, so thank you for those who have completed it.
The overwhelming response was “too little time” “it needs to be a
one – two day event” “Keen to learn more” “Fantastic take backs”
“Relevant in personal & business” We even had one for “Know how
to bargain deal for a car now”

At this stage our Mini-ALUCA preparations are all in hand and our
agenda has been prepared. Due to our budget we have been able
to cast our net a little wider and bring knowledge and information
from sources not previously available to us. Matthew Ramjan will
be taking us through the big issue of obesity and bariatric surgery.
Following that we have Clare Madden who is a motivational speaker
who specialises in what the future holds for us. She will delight us
with her views on up-coming technology and industry disruption.

There were various requests for Insurance (Underwriting & Claims)
related examples, as the members felt they want to have more
practical examples to be able to use in their respective business’s.
In both: negotiating i.e. alternative terms with the advisor etc. and
communicating i.e. successful delivery of negative messages.

Finishing up MLCOA are providing a speaker to take us through
brain injuries. Not wanting to let the grass grow under our feet, our
Christmas event is in hand and we are still liaising with venues and
considering speakers.

Keep it simple when communicating, clear the fogginess, deliver
the message with clarity and impact.

Sam Rae
WA Committee Member

SA Sub Group

Overall it was a good overview in key negotiating and
communication skills with key messages being:

When negotiating use confidence in asserting your advice, using
negotiating skills starting with IF….and use your BATNA (“Best
alternative to a negotiated agreement) Play your power by using the
art of asking questions as a value added outcome should always be
the required outcome.
Survey Results

ALUCA SA is holding it’s first mini-LUCA event in late July. We
have a half-day programme with three guest speakers covering a
legal perspective on non-disclosure, a reinsurer’s insight into the
consequences of ‘getting it right’ at the underwriting stage with
claims case studies and an underwriting / medico presentation
on bariatric surgery. We are expecting a very good turn-out for
this event.

Survey Results:

We are then planning another presentation for the Spring followed
by a Christmas event to end the year on a high.
Martin Gwilliam
SA President

NSW Sub Group
Our first session for the year addressed education and investing
in an everyday skill that is a must for all risk professionals. We
achieved attendance of approximately 100 attendees across the
industry. See the synopsis below compiled by Tania Du Plessis.
Topic: Negotiating & Communication Skills
Date: 18 May 2015
Presenters: Professor Matt Loehmeyer, Negotiation Partners &
Simon Mariner, BlackIsle Communications
We would like to thank all of the members of NSW attending the
First NSW ALUCA Education Series.

Our team is working very hard on the Professional Development
Day (PDD) with CMG, thank you Dominique Autard and Rehana
Masih for all your work and time so far. You will all agree the
marketing and communications so far have been unique,
especially the video. Expect the unexpected for our PDD day and
commitment to “Change”.
Our next event on 9 September is the Changing Consumer
Landscape- Are we aligned? Look out for our invite soon.
Viviane Murphy
NSW Chair

To comment on or contribute to this newsletter, please email: Michael.Reid@aia.com | www.aluca.com
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2015 A LUC A
TURKSLEGAL
SCHOLARSHIP
APPLICATIONS OPENING SOON

2014 Scholarship Winner,
Lara Neate
Claims Consultant
BT Financial Group

“Winning the Scholarship has been
an amazing experience. I was able to
develop my research skills and write
a paper that has hopefully offered
some exciting solutions to issues
facing the future of Australia’s life
insurance industry. Since winning
the Scholarship, I have presented at
various industry events and have
gained acknowledgment from
people I look up to as mentors and
leaders. I encourage everyone who
is eligible to enter the Scholarship –
who knows, you could find yourself
in New York!”
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The 2015 ALUCA TurksLegal Scholarship will be launched and
applications available in late July.
Now in its ninth year, the ALUCA TurksLegal
Scholarship is designed to support the
professional growth of ALUCA members by
providing a significant career development
opportunity for professionals working in the life
insurance industry.

WHAT IS THE MAJOR PRIZE?
The winner of the Scholarship receives a package
valued up to AU$8,000 including return travel,
accommodation, $1,000 cash and registration to
one of the following conferences of their choice in
the United States in 2016:

WHO CAN ENTER?
The scholarship is open to financial members
of ALUCA regardless of country of residence,
working in the life insurance industry, including
superannuation trustees and administrators.

- 2016 Eastern Claims Conference
- 2016 LOMA Life Insurance Conference
- 2016 DI & LTC Insurers’ Forum

HOW TO ENTER?
Entrants are asked to submit a paper up to 2,500
words answering one of 8 - 10 questions drawn
from a broad range of topic areas pertaining to
the life insurance sector. Entrants are able to select
a question that most suits their experience and
interest.
WHO ARE THE JUDGES?
The judging panel will comprise senior industry
professionals, including CEOs from many of
Australia’s leading life insurers, who have a broad
wealth of knowledge and industry experience.

Lara Neate, Claims Consultant of BT Financial
Group, was awarded last year’s prestigious ALUCA
TurksLegal Scholarship for her outstanding essay
focussing on the future of Australia’s life insurance
industry. Lara chose to attend the Eastern Claims
Conference held in New York earlier this year.
TAL’s Natalie Agnoletto and CommInsure’s Rachel
Tritton were runner’s up receiving a $1,000 Visa
pre-paid gift card and a $250 restaurant voucher
respectively.
MORE INFORMATION
Further information and application forms will
be available in late July at www.turkslegal.com.
au/community/scholarships/aluca-turkslegalscholarship or the ALUCA website at www.aluca.
com

Interested in advertising here?
For further information, please email: Michael.Reid@aia.com
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6

RiskeBusiness July 2015

Connect with us:

 

FLINT FORENSICS – Motor Vehicles – To add back or not to add back? THAT is the question ……
Then I would also like to take the opportunity to again thank Alison Dews and Tony O’Leary for
the magnificent support that they have provided the association and its members over the
years that they have held their respective roles as Secretariat and Executive Officer. We wish
them all the best for the future and express our long lasting gratitude for everything they have
done.
In closing, on behalf of the Board, I wish all members of the association and their families an
enjoyable summer holiday season and a happy and healthy 2015.
Kind regards
Brian Sussman
Bruce Flint

Every insurance company has a different claims philosophy
on how to treat motor vehicle expenses. Some add 10, 20, 30,
50 and even 100 per cent. What is the right way? What is the
justification? Can the philosophy be logically argued?
There is a right answer in each and every case, however, it takes a little
care and attention to extract the facts to make an informed decision.

Qualification: CA, CFE, A Graduate Certificate of Forensics
Studies majoring in Accounting (Monash University) and holds a
Private Inquiry Licence 409418787.
Experience: Over 19 years of hands-on experience in the
accounting profession. Consulting history includes: Financial
Controller for private and publicly listed companies, business
start-ups, restructures and ongoing management of those
companies. I was the author of the first report to NSW Parliament
on the Sydney Water North Side Storage Tunnel. Since 2001,
I have consulted on Workers Compensation matters, worked
for all but one Australian life insurer and one in New Zealand.
I specialise in lifting the corporate veil on complex business
structures, investigating financial non-disclosure and fraud,
calculating historical reconciliations, determining personal
exertion earnings, dispute resolution and management to
mitigate risk, claim strategy, and conducting robust factual
interviews with the insured/members associates. My mantra is
to Make complex claims look easy by applying the fundamentals
while considering strategic and measured approaches to achieve
targeted outcomes
Interests: Beautiful family with two young girls, cricket, helping
people and enjoy the challenge of getting involved in things to
gain further skills and experience.

I always say, any action taken should be underpinned by fact ….
otherwise it’s an assumption that can be challenged. It’s always
better to first obtain the facts and then make an assumption. Then
of course there are some circumstances where assumptions have
to be made as an interim measure.
Here are four common methods when claiming motor vehicle
expenses for tax purposes :
1. Cents per kilometre. Using this method the ATO caps the amount
of kilometre claimed to 5,000 at the statutory rate. At 65 cent
is equates to $3,250. So what is the justification of making an
adjustment of say 30 per cent of $3,250 when it is clear that only
business use kilometres are being claimed for tax purposes?
2. 12% of original value. What is the justification of making an
adjustment of say 50 per cent of this amount?
3. One-third of actual expenses. What is the justification for
making an adjustment of say 20 per cent of this amount?
4. Logbook. A log book is prepared covering three months
to determine the business use. The private portion is either
deducted from the motor vehicle expense line item or included
under income as reimbursement. What is the justification of
adding back 10 per cent when the private portion is already
adjusted by the accountant?

ALUCA
the support of Silver Partners:
ALUCA acknowledges
theacknowledges
support of Silver Partners:
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FLINT FORENSICS – Motor Vehicles – To add back or not to add back? THAT is the question ……
You can choose one of these methods to calculate car expenses
and every year taxpayers may change their method to one that
best suits their situation. If a tax payer qualifies to use more than
one method, they can use whichever provides the best tax return
outcome (or is most convenient). Can you see the potential
assessment issues?
In light of above, I really can’t follow the logic on how Underwriters
or Claims Assessors apply 10, 20, 30 or 50 per cent to any of
these methods? If there is a factual reason, can you please let me
know? When challenged by Accountants or Financial Planners, it’s
impossible to defend why an additional 30 per cent of expenses is
added back on any of the four methods or, when the private portion
of the expense has been excluded from the expense line item.
The only way that I can logically argue any eligible adjustment to
earnings for motor vehicles is to apply the facts and the definition.
An example of an income definition is:
“……Income in the case of a self-employed person, a working
director or partner in a partnership, is the income generated by
the business or practice due to His or Her personal exertion of
activities, less His or Her share of necessarily incurred business
expenses, for the last financial year.”
Here is an example of a case that I have successfully argued that
the related expenses are eligible adjustment to earnings include….
Barrister working out of Chambers - the Chambers provides
administration services to the barrister. The spouse works one
day a week in the business is paid $7,280 and has a motor vehicle
where $50,000 is claimed. The barrister also claims a motor vehicle
and there is $54,250 in expenses.

rate and there is no dispute about this. The spouse also has her
motor vehicle expensed through the business, however, it is not
necessarily an incurred expense of the business. Therefore, I can
logically argue the motor vehicle expense associated to the spouse
is not necessarily an incurred expense of the business and the item
is an eligible adjustment to earnings. Robust discussions may still
occur with the insured/member and or advisers, however, these
should be short as there is fact and justification to communicate to
all stakeholders.
As you can see by applying the facts to the case, common sense
allows for the right decision to be made eliminating any need
to make assumptions and resulting in unnecessary challenges.
Making a blanket adjustment of say 30 per cent of expenses due to
“underwriting policy” means very little in the real world and creates
a good opportunity for conflict to occur.
The moral of the story is, if you are going to make any eligible
adjustment to earnings, you need to justify the rational that stands
up to the scrutiny of insured/member, Accountant or Financial
Adviser and all stakeholders for that matter. From my experience,
my opinion is that we need to eliminate distractions from claim
management. I hope that this article draws out some debate
surrounding the issue for the continued development of our
industry.
In the next RiskeBusiness, I will broach the topic of rent and its
application in both business expenses and income protection
products.
Just remember, when it’s all about the money®
Flint Forensics Pty Ltd can provide profitable solutions, have those
robust discussions you need assistance to make things happen.

Using the income definition, the facts presented show the spouse
is remunerated for the services she provides at a market/award

To comment on or contribute to this newsletter, please email: Michael.Reid@aia.com | www.aluca.com
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UK MARKET UPDATE

I.2 Regulatory matters
Paul Edwards
Manager Medical Risk at Hannover Re
Newport, United Kingdom

l.1 Consolidation and concentration
In terms of premiums the UK insurance market remains huge,
it being the third largest in the World and the largest in Europe.
Protection sales continue to be dominated by the independent
financial advisers (65% of sales) but this position is slowly being
eroded by the expansion of the direct to customer and aggregator
sectors .
It is however fiercely competitive and price sensitive, with real terms
pricing continuously falling since 2000. For example in 2002 a 40
year old non-smoker would have paid £13.97 per month for a 10
year £100,000 term assurance policy; whereas today that premium
would be £8.50 , approaching a 40% reduction.
The impact of this has been substantial as the last decade has
seen a huge number of brands and companies disappear in a
succession of consolidation and market exits. This has left a field
of nine key players in the intermediated sector, down from over 20
in 2000. The two leading providers have a market share of nearly
50% between them. Another effect of this focus on price is that
most direct offices cede upwards of 95% of their risk for mortality
business to their respective re-insurers (up to 90% for critical
illness), taking advantage of the cost of capital advantage reinsurers
are able to provide.

The industry is represented as a body by the Association of British
Insurers (ABI). One of its roles is to work with members to agree
product ‘Statements of Best Practice’ to bring some degree of
standardisation of language for core definitions to the market in
order for advisers and consumers to fairly differentiate between
providers. In December 2014 the most recent Critical Illness
Statement of Best Practice was issued and it (amongst many other
things) provided clarification of the difference between additional
and partial payments (or tiered benefits) and brought the heart
attack definition in line with clinical practice.

I.3 Practical innovation
As a result of the National Health Service, one of the advantages for
UK underwriters is the ability to access (with consent) the medical
records of any individual applicant via their family doctor or General
Practitioner (GP). Over the years one of the complaints levelled at
underwriters by both the sales channel and consumer is the delay
in the new business process as a result of obtaining these medical
reports. This has led a number of providers experimenting with
the use of data protection legislation to obtain subject access
reports (or SARs) which force GPs to respond more quickly (and at
less cost). The process is controversial, as the reports in theory
could come ‘un-redacted’ and provide information the insurer is
not entitled to have (for example on HIV testing or on other people).
Nor according to many GPs are the doctors receiving adequate
compensation for their time. Indeed, despite the benefits to
insurers, in terms of speedier turnaround and better discovery of
undisclosed information, many critics point out that the legislative
device used by provider to obtain SARS wasn’t intended for
this use. As a result the practice has been referred to the UK’s
Information Commissioner’s Office with a ruling expected sometime
this year.
Paul Edwards
Manager Medical Risk
Hannover Re UK
June 2015
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2015 UPDATE FROM AMERICA

Hank George
FALU

Hank has been in underwriting for 43 years and since 2002
he has been self-employed as an educator, author and
consultant. Hank founded On the Risk magazine and the
International Underwriting Congress (which held 5 successful
global meetings from 1996 to 2007). He has written over 500
articles/papers plus 5 books, and addressed most major
underwriting associations worldwide, including ALUCA. In
recent years, Hank has focused on the future of our profession
and been a staunch advocate for change in North America. He
may be reached at hank@hankgeorge.com.

G’day to all my mates Down Under!
This is an update for ALUCA members about what is happening in
the largest life insurance market across the Pacific, specifically as
pertains to underwriting/new business.

The other laboratory test with burgeoning interest is glycosylated
hemoglobin (HbA1-c). Its use is expanding as a screening resource,
driven largely by the upsurge in diabetes as well as the test’s
notable mortality implications in non-diabetics.
There has been some debate about screening with prostate
specific antigen (PSA) because most patients with late life
(age 70+) prostate cancer diagnoses die primarily with, rather than
of, that neoplasm.
This said, in the wake of my own PC diagnosis in June, my
fondness for PSA screening has skyrocketed!
In my case, the tumor is clinically significant but fortuitously
localized and a Gleason 3,4 (7). It was discovered with routine
screening and I am now locked into a 42-day hypofractionated
external beam radiotherapy protocol.

Simplified Life
At a time of flat sales and a dwindling inventory of advisors, insurers
are directing more attention to what we call simplified life. This is
a life product crafted for rapid risk assessment, which means that
we forego laboratory tests, paramedicals and, in nearly all cases,
medical records.

It would be an understatement to say things are hectic these days!
Indeed, we are in a frenzied state of constant change on many
fronts, the more salient of which I shall attempt to shed a bit of
light upon.

Nearly 70% of life carriers write simplified cover, mainly at ages 18
to 45, with a few adventurous ones now offering this through age
60 and $1 million. There are caveats, of course, at the older ages.
Nevertheless, one major insurer is now able to issue 50% of these
cases sans both labs and physical measurements.

Underwriting Assets

The anchors of simplified underwriting are tele-interviews,
pharmacy and driving records, MIB records and selected other
rapid-access resources.

Embrace of the unique cardiac marker NT-proBNP continues to
increase, with some carriers proactively ending all use of ECGs.
In the wake of my third white paper, posted at
www.insureintell.com, plus a highly favorable protective value
analysis collectively undertaken by Swiss Re, a major carrier and
an insurance laboratory, it is now clear that NT-proBNP is the
ideal approach to screening for circulatory disease at ages 55
and older.

Simplified cover is targeted at the “middle market,” defined as
persons earning between $50K and $150-200K annually. Advisors
have notoriously underserved this demographic segment for
decades. As a result, much of this business is now written via
nontraditional distribution methods (in other words, in any manner
except by traditional advisors). These sales channels include banks,
direct mail, telemarketing and worksite selling, to name but a few.
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Antiselection
The advent of simplified life, coupled with certain other
developments, has ratcheted up our worries over antiselection
(intentional nondisclosure).
Cotinine screening is incompatible with the application-to-issue
time constraints of simplified life. This raises the specter of an
outbreak of “smoker’s amnesia.” It is not unrealistic to anticipate
that upwards of 15% of tobacco users will “forget” about their habit
when applying for simplified products!
Another concern is the proliferation of direct-to-consumer medical
testing, accessible to consumers without the involvement of
their physicians.
One can procure a comprehensive laboratory profile containing all
but two tests we use in underwriting (NT-proBNP and carbohydrate
deficient transferrin/CDT) for $99. Similarly, sophisticated
multidetector CT scan calcium scoring, carotid intima-media
thickness measurement and abdominal aneurysm scans are also
widely offered at a fraction of their cost when ordered by physicians
in a clinical setting.
We have seen an increase in paramedical fraud, driven by collusion
between examiners and “interested parties.” No doubt we have to
some extent set ourselves up for this because the average hourly
compensation paid to paramedical examiners is said to be a woeful
$8 (akin to what one earns at McDonalds!).

The portion of underwriters’ bosses bereft of insight into what we
do continues to increase, an unfortunate development that fuels
productivity mania.
How ironic when one considers that it is quality rather than quantity
that goes directly to the insurers’ bottom lines!
On 10 June, we convened the first ever discussion of this and
other issues between underwriting executives and medical officers.
This is logical development when one considers that most
matters impacting our future exert quite similar effects on our
physician peers.
I organized this overdue event with the assistance of two prominent
CMOs and we accomplished a great deal. Hopefully this will
translate into action steps benefiting both professions.
As an aside, when I recently asked the members of one of my
underwriting study groups how many hours their underwriters work
each week, the median number cited was 60. This is staggering
in its own right, without adding that because the vast majority
of underwriters are deemed “exempt” (ineligible for overtime
compensation), roughly 1/3rd of their effort goes financially
unrewarded!

Working Remotely

While the advent of electronic health records is expected to afford
us many advantages, there is also a decidedly dark side to EHRs.

Whereas only a small share of underwriters worked from home a
decade ago, today that number is pushing 50% and will go much
higher. This has been widely regarded as a “win-win” proposition
for underwriters and their employers.

We are concerned about the willful exclusion by GPs of “sensitive
matters” such as psychiatric conditions, substance abuse and
sexually transmitted diseases. There are sundry other issues as
well, including patient tampering, such that a thorough
discussion would require a separate article. I have been tracking
this in Hot Notes (free to all) as more evidence emerges in the
medical literature.

Given the spirited competition for the most capable experienced
underwriters, it is not unusual to see remote underwriters
change employers at regular intervals solely to increase their
compensation. In fact, the salaries garnered of the best of this lot
are such that several chief underwriting officers have escaped the
stressors of their managerial jobs by becoming case underwriters
working remotely!

Productivity vs. Quality
Historically, the driver of an underwriter’s performance evaluation
has been the quality of his/her work.
Today, a growing obsession with production fueled by a vast array
of metrics has catalyzed a not-so-subtle shift in emphasis to how
many cases one handles, as opposed to how accurately one
assesses them.
Our deep-seated misgiving here is that, whereas quantity
measurement has its roots in factory work, quality is clearly
the gold standard by which the efforts of professionals are
sorted. Therefore, as productivity takes center stage in many
companies, we are concerned that the ultimate outcome will be the
clericalization of our profession.

Carriers steadfastly refusing to offer the remote work option
find themselves hamstrung when they try to recruit veteran
underwriters. Younger generations are far less keen to pull up
stakes and relocate, as compared to we “baby boomers.”
In the early days of remote underwriting, there was a consistent
and substantial productivity difference, with remotes doing 1520% more cases. This was because these underwriters were
highly motivated to work from home and knew that if they did more
cases, they would not be told to return to head office. Now that the
number of work-from-home underwriters has grown substantially
and this concern no longer lingers, the difference in output between
remote vs. in-office underwriters has largely eroded.
Another matter of concern is that opportunities for promotion
are fewer for those working remotely. This has caused some
underwriters to return to head office.
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Reinsurance
The volume of automatic business ceded to reinsurers has fallen
off precipitously as many direct companies find it more profitable
to retain this business. Indeed, a fair number have increased their
retention limits toward this end.
Facultative submissions, on the other hand, are brisk.

Which egregiously undesirable component of the
medical history did you overlook?
Today, some carriers outsource a sizeable portion of their business,
lured by the lower unit costs. Will outsourced case underwriting
one day dominate the landscape? The answer remains to be
determined…but I would not wager against this outcome.

Greater carrier reliance on facultative services rankles brokers
writing business in the substandard and/or elder markets. These
blokes prefer competing offers from insurers because they are
more likely to favor the client.

“Big Data”

Outsourced Services

For example, a US insurer has just launched a marketing scheme
wherein applicants willing to wear an activity monitor called a Fit Bit
may be eligible for an ongoing 15% premium discount.

There are two emerging and substantial growth domains among
underwriting services: outsourcing of medical records (or APS,
for “attending physician statement”) summaries as well as case
underwriting.
APS summarization is offered by at least six firms. The intent is
to reduce voluminous medical records into manageably short
summations highlighting the most insurability-salient aspects. The
challenge is to balance adequacy of content against summary
length. Feedback from insurers tells us many of these providers are
doing progressively better summaries.
I work with one of these firms, where my contribution is limited
to auditing summaries done by a large team of employees with
fairly heterogeneous work backgrounds. There is nothing quite like
picking through a huge APS to hone in on what matters, balancing
my views in this regard against those made by personnel retained
to do summarizes.
We anticipate that the volume of outsourced case underwriting will
rise, mainly because tight insurer staffing limits wreak havoc on
work flow during intervals of peak volume, heavy holiday absences
and so on.
Early on, outsourced underwriting was focused primarily on
what we call “informals.” These are not applications. Rather, they
typically consist of a single set of medical records, wherein the
advisor is asking for a preliminary indication of potential insurability
as a prelude to submitting a formal application.
These files are invariably on highly impaired individuals along with a
goodly number so incredibly uninsurable that they should rightly be
purchasing annuities instead!
The ultimate placement rate from applications triggered by
informals is quite modest (2% to 6%). To make matters worse,
one is disposed to ruminate over cases where your offer “wins”
the business.

We have been inundated with a plethora of predictive models
alleged (largely by those poised to profit from their use) to surely
usher in a new and wondrous era of risk assessment.

If assessment of Fit Bit data shows that the individual exercises
with the agreed upon frequency and intensity, the discount persists.
If not, it is withdrawn while the policy remains in force.
Whether this will result in more life insurance sales remains to
be seen.
Given the level of surveillance of our private lives by the government
and others, there is a good chance this practice will be negatively
received by some segments of the market.
I will report on other developments related to so-called “Big Data”
in a future article.

Continuing Education (CE)
While reinsurers still provide some CE resources, the volume has
declined dramatically since the 1990s. Thus, companies committed
to ongoing learning by underwriters have limited options.
Due to budget constraints, many rely solely upon cobbling together
free/low cost items such as slides from industry presentations and
content in the few relevant publications (On the Risk, Hot Notes
and textbooks for the FALU designation program). They may also
have periodic internal presentations and case clinics carried off by
medical officers and veteran underwriters.
We have maintained a steady level of enrollment in our Continuing
Education Program since 2003, with more reinsurers enrolling in the
last several years. The two main obstacles faced by underwriting
executives keen to participate are tight budget allocations and
the burgeoning emphasis on productivity (wherein taking time for
learning is frowned upon).
The drop-off in continuing education and mentoring since the mid1990s has come back to haunt us!
Skill levels of underwriters with 10-15 years’ experience are plainly
lower now than in the last decades of the 20th century. This is
made all the worse by obstacles to effectively delivering continuing
education to underwriters working remotely.
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Association Infrastructure
One of our most glaring – if seldom acknowledged – shortcomings
is the current status of our local, state and regional underwriting
association infrastructure.
Solely on the basis of cost, most American underwriters rarely
if ever get the chance to attend the annual AHOU national
conference. They depend primarily upon meetings within 1-2 hours’
driving distance for opportunities to network with peers and take
advantages of learning experiences.
Unlike ALUCA, AHOU is largely disconnected from our geographic
infrastructure. Thus, these smaller associations are left to their own
devices to remain vibrant and financially stable.
Employer support for underwriter participation in associations has
decreased due to budget micromanagement. Productivity demands
further complicate the problem.
The two main challenges for local, state and regional organizations
are demographic shifts in areas of insurer concentration and, above
all, growing ambivalence of underwriters to serve on executive
committees or, for that matter, to even take time to
attend meetings.

While some associations (Minnesota, Wisconsin, Western Illinois,
the Carolinas, to name a few) are thriving, many languish and
several (local groups in Boston and Tampa plus the western
regional association) have ceased to exist.
Evidence suggests that problems plaguing our associations are not
confined to America.
Many organizations worldwide struggle to sustain past successes,
let alone increase their membership or the range of activities
engaged in on behalf of members. Add to this the untimely demises
of the International Underwriting Congress and lifeunderwriting.
com, further compounded by the glaring lack connectivity between
national associations, and the magnitude of our dilemma becomes
clear.
As I deliver my “fire and brimstone” lecture on The Future of the
Underwriting Profession at meetings across the country, one of
the messages I hammer home is that we have become our own
worst enemies. This is due in large measure to a pervasive malaise
that has settled in our ranks, breeding ambivalence and a sense of
resignation…despite serious threats to our survival as a profession
looming over the next two decades.
If new champions do not emerge to inspire and lead us, will our
profession eventually pass into the mists of history?
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A DAY IN A LIFE OF THE FIELD UNDERWRITER
Editor’s Note…
Few would argue that retail underwriting has witnessed
enormous change over the last 10 years in Australia. Heading
the charge is the value proposition that underwriters bring
to the service chain. Industry surveys consistently show that
the underwriter service experience is THE key differentiator
for business placement – yes right up there with price and
product!
The Field Underwriter (also known as mobile or consultant
underwriters) takes the underwriting service evolution to the
next level. However before you go rushing out for the next
opportunity, let me warn you, the skill set is a tall ask. Effective
Field Underwriters are commercially focussed subject matter
experts, who can easily identify workable solutions and
alternatives to nearly any complex scenario and, build quality
business relationships at the experienced BDM level.
While advisers continue to demand more from their
underwriters, the demand for Field Underwriters will only
increase.

Luke Rizkalla

Luke Rizkalla is the Victorian & Tasmanian Underwriting
Consultant for AIA Australia.
He has been in the Financial Services industry for the last 12
years. Having started his underwriting career at AXA, Luke’s
contribution and commitment to underwriting rapidly saw Luke
transition to a Senior Underwriter and then the Field Underwriter
in 2008.
In 2010, Luke took a short break from underwriting when he
accepted the role of Sales and Operations manager for a
large Melbourne based life insurance broker, where he was
responsible for more than 30 financial advisers and targets in
excess of ten million dollars of new business revenue.
He has however returned to underwriting, and is a regular
presenter for various adviser groups and at PD days.
He holds qualifications from the Association of Life
Underwriters and has studied Genetics, and Pharmacology.

How long have you been underwriting and how did
you land your first role?
I’ve been in the financial services industry since 2003 where I
started my Career at AXA. After a short stint in the call centre, a
position for a trainee underwriter was made available. Thinking that
it seemed ‘interesting’ I decided to apply. And now, like every other
underwriter I know, I’m still underwriting.

What does a typical day look like?
One thing that is appealing about the role, is that no two days
are ever the same! On any given day I could be on adviser
appointments, presenting at a PD day, coaching/developing
underwriters, interacting with distribution or simply assessing
cases. Typically an underwriting consultant is left to his or her
own devices and you focus your time where most impact could be
delivered on that particular day.

How does your role differ from that of a senior
underwriter?
A senior underwriter would focus on underwriting assessment.
The key aspects of an underwriting consultant is to sell the
insurer’s underwriting service to advisers and focus on those who
traditionally do not use your company as a risk provider. Typically,
advisers see BDMs regularly to discuss product and pricing. I
bring a different conversation to the table. I’m there to discuss
the underwriting service offer, philosophy and risk appetite of
the insurer. By building rapport and developing a relationship
with the adviser, we hope to enter into a new partnership with an
adviser who previously would not have considered my company
for their clients. I would then work exclusively with that adviser
for approximately six months. By this time I would expect to have
some traction and established a strong enough relationship where
the adviser is comfortable with using AIA. I would then transition
the adviser across to an underwriter in my team who I believe will
best suite his/her needs. I will remain a contact for that adviser but
I have freed up the day-to-day servicing of that adviser allowing me
to prospect further. This is far more challenging that it sounds!

What makes a successful Field Underwriter?
A truly successful underwriting consultant needs to tick
several boxes:
Good technical ability – knowing your trade is key. Being
knowledgeable on all things life insurance is a must. And not just
technical underwriting knowledge, knowing the whole end to end
process, starting from the advice piece all the way to claim stage
makes you a valuable resource to advisers.
Being personable – in many ways you are the ‘face’ of the
underwriting department. Meeting advisers and acting as a conduit
between distribution and the wider underwriting team, dealing
with escalations from advisers means that you are expected to get
things done or be the bearer of ‘bad news’. Hard to do if no one
likes you!
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A DAY IN A LIFE OF THE FIELD UNDERWRITER
Confidence – whether presenting or having a difficult discussion
with a BDM, adviser or underwriter, your message is far better
received if you deliver it with confidence.

What challenges do you encounter compared to a
traditional office-bound underwriter?
Balancing time between appointments and traditional underwriting
is a challenge. If you’re committed to the role, you need to be
prepared to put in the extra hours. All underwriters today deal
with increased pressure to be more ‘commercial’. An underwriting
consultant is exposed to this kind of pressure far more frequently.
But having the skill set I mentioned earlier and a ready smile will
help this considerably.

What advice would you give to an underwriter who
would like to pursue your career path?
 Hone your technical skills, seek out the difficult financial and
medical cases.
 Don’t shy away from presentations, start small with an internal
group and expand from there.
 Spend time with a BDM in adviser appointments and get to know
some of the challenges adviser face.
 Work towards increasing your authority limits, its far easier
making a commitment to an adviser without having to convince
someone else why it should be done.
 Look your best – sometimes first impressions are all you get!
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5 MINUTES WITH ……. ANDREW GILL
Andrew Gill, Managing Director
Andrew is the Managing Director of Pacific Life Re Australia.
Andrew is a qualified Actuary and has almost 20 years’ experience in the life insurance
industry in a variety of roles, ranging from Appointed Actuary to Business Development
and Marketing.
Prior to joining Pacific Life Re, Andrew spent the last 11 years of his career working in the
Australian reinsurance industry with experience at both RGA and Munich Re. Prior to this,
he worked in the North American market based in New York. Andrew is a Fellow of the
Institute of Actuaries of Australia and the New Zealand Society of Actuaries.

1. What was your first job?
I worked at Michel’s Patisserie. I was responsible for making coffee
and selling cakes and pies. The best part of the job was eating the
leftovers at the end of the day!

2. What are the core duties and responsibilities
of your current role at Pacific Life Re? And please
tell us about Pacific Life Re’s involvement in the
Australasian market.
Firstly, I should mention that Pacific Life Re Australia is still awaiting
final approval from APRA to write on-shore life reinsurance
business in the Australian market.
I am the Managing Director of Pacific Life Re Australia. Given
we are a global reinsurer entering the Australian life insurance
market, I am spending most of my time at the moment setting
up the Australian operations including finalising the licensing
arrangements, setting up an office space and employing a strong
local team.
We are keen to do things a little differently as the market will see
once we launch after receiving final clearance from APRA.

3. What advice would you give to an individual who
wished to become an Actuary and how does one
get started in this career? (i.e. what qualifications
get you started?)
A lot of school leavers think that if they are good at maths, they
should become actuaries. I know many people that are great at
maths but don’t make great actuaries as they lack the soft (but very
important) skills such as the ability to effectively communicate.

the course is very high, there are often many set-backs so the right
sort of person is one that will not let disappointments faze them!

4. Apart from your current role, what has been the
best job you have ever had and why?
If I put to one side for a moment the leftovers from Michel’s, I would
say my modelling role in New York was the best job I had.
Let me explain (as I can see how that can be mis-interpreted), I
worked in start-up New York office for a small Australian company
called Classic Solutions. The “modelling” I refer to was actuarial
modelling rather than runway modelling (my runway modelling
career never really took off!). It was a great time in my working
life not only as I got to live and work in New York City, but also
being part of a start-up that was challenging the larger and more
established players (and in many cases winning) was very exciting.
I see many parallels between this and my current role!

5. How long have you been involved in the life
insurance industry and in what roles?
I have been involved in the life insurance industry for over 15 years.
I spent the first 7 years initially building and then selling actuarial
models (which project life insurance cashflows and reserves). For
the last 10 years, I have been in the Australia and New Zealand
reinsurance industry in various roles from technical roles such as
Appointed Actuary to client facing roles.

6. In your eyes, what have been the highlights and
lowlights in the Australasian life industry during
your career?

My advice would be that an actuarial career is a great one for
someone who not only enjoys maths, but also wants to interact with
others to solve complex problems.

I think the highlight is the difference we make to peoples’ lives.
We provide greater financial certainty at the most difficult of times.
It is easy to lose sight of this when considering the day-to-day
challenges of an insurer / reinsurer.

In Australia, most actuaries start by taking a 4 year course at
university and then complete a number of professional exams in the
years following that course. Whilst the calibre of those that get into

A lowlight is the more recent poor experience in the industry and in
particular the potential for the industry response to erode
consumer trust.
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5 MINUTES WITH ……. ANDREW GILL
7. What do you see as the main challenges for life
insurers and reinsurers in the future? And what
are your thoughts on the sustainability of Income
Protection and Trauma products in the market?
The main challenge for life insurers and reinsurers is to develop
products and distribution models that are long-term sustainable.
Premium increases and product change that has come to the
market in the last few years have damaged the credibility of insurers
and reinsurers and we need to win back some of that trust from the
end customer by developing sustainable solutions.
Income Protection and Trauma have a key role to play in managing
some of the key risks of the end consumer. I really love that the
Australian and New Zealand markets are world leaders in terms of
these product offerings to the general public.
Some of the product features and pricing offered in the past
have been unsustainable. However, I feel that sustainable Income
Protection and Trauma is quite possible as long as the industry
notes some of the lessons to be learnt. One of the key lessons in
my view is that insurance should not attempt to over-indemnify
a claimant.

9. What are your thoughts on the much publicised
Underinsurance Gap in Australia and how should
we tackle this issue (if at all)?
I don’t see the underinsurance gap as being a gap in terms of not
enough people having any insurance cover. The beauty of the group
insurance market is that the vast majority of Australian workers
have some level of insurance cover (generally death and TPD).
However, there is an underinsurance gap in that the default levels
and types of cover in superannuation are generally not sufficient to
meet the financial needs of most Australians.
I see the solution to the underinsurance gap issue is not one that
can be solved just by insurance product or distribution. Rather,
it requires better education of the public so that life insurance is
considered as much a standard part of life as say the purchase of
car insurance or home and contents cover. Part of the solution is to
have this message instilled in the education system at a young age.

10. In 5 years time, where do you see the Australian
life insurance industry?
8. IF Adviser remuneration is restructured as per
the Trowbridge Report recommendations (or close
to the recommendations), what impact do you
believe this will have in the short, and long term to
our industry?
The recommendations from the Trowbridge report (which the
government has now taken a position on) are potentially game
changing for the industry.

The life insurance industry does so much good. We have been
through a difficult time over the last couple of years, but I do feel
that the industry will develop a sustainable model (in terms of
distribution AND product) that will promote greater certainty for the
buying public.
To achieve this, insurers and reinsurers will need to be flexible and
innovative and consider different approaches. I think this makes the
next 5 years a very exciting period for our industry.

In terms of the impact on the industry, I think it is a mixed bag. In
the future it will likely become more difficult for advisors to develop
new practices as a pure IFA where the main source of cashflow will
be lower levels of commission. The likely result in the longer term
is fewer IFA’s and possibly a move back to more tied advisor type
models and some moves to simplified advice models.
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MEET OUR 2015-16 ALUCA BOARD
Chairperson - John O’Leary



Secretary - Jim Welsh



Role: Chair of ALUCA National Board

Analytics Manager, AMP - 16 years in life insurance

Years in Industry: 25+

I am the Analytics Manager at AMP, using data to drive our
understanding of both underwriting and claims outcomes, and
to bring to forefront the links between the two disciplines. I have
16 years’ experience in life insurance, having previously worked
at RGA, TAL and MLC (it would seem that I only work for 3 letter
companies, so watch out AIA and CBA!). I am an advocate for
the use of data in advancing life insurance and life insurance
professionals in Australia, and passionately believe in the difference
data and analytics can make for every individual in the industry.

What have I worked on/Working towards since election: efficiency
in Board meetings, ALUCA Assessment & Conference preparations.

Deputy Chairperson - Claire Nolan



As secretary of ALUCA, my role is to ensure that the association
abides by all relevant legislation. I am also dedicated to increasing
the relevance and rewards of ALUCA membership and to help
ALUCA make a positive difference to our industry.
Co-opted onto the Board in early 2013 when I took over
responsibility for conference logistics for the 2014 conference,
have since been elected to the Board and subsequently nominated
as Deputy Chairperson and continue to be responsible for the
conference portfolio, both logistics and program with the support
of Howard Williams.
My aim for the 2016 Conference is to continue to provide quality
content and networking opportunities, whilst changing the structure
to allow the conference to be more accessible to a great number of
our members.
I have been in the Australian industry for almost 10 years, working
in both reinsurance and direct office, prior to that I also worked in
direct offices back in Ireland.

Devi Uka



Treasurer - Trent Tosh



I am the Manager of the Financial Consulting Service at Gen Re
Life in Sydney, a position I have held for 7 years. I specialise in
financial assessments and investigations for insurance risk and
work closely with claims and underwriting both within Gen Re and
with professionals across the Life industry. I am also responsible for
delivery of the COMET Financial training modules.
I have managed the Treasury portfolio for ALUCA for the last 5
years where the focus in that role has been to ensure that ALUCA
continues to be “financially successful”. The main financial initiative
in the last 12 months has been to fully integrate sub-group financial
reporting within the National accounts.

Role: Manager, Underwriting Training & Quality at TAL Years in
Industry: 25+ in Underwriting in New Zealand and Australia
Portfolio: Education - Co-ordination of Assessment for
Associateship and Endorsement Criteria for Trainee Programmes.
Significant progress has been made in the creation of the
Assessment for Associateship. The Endorsement Criteria for
Trainee programmes are nearly complete and we are looking to
endorse a programme for a company in the near future.

To comment on or contribute to this newsletter, please email: Michael.Reid@aia.com | www.aluca.com

18

RiskeBusiness July 2015

Connect with us:

 

MEET OUR 2015-16 ALUCA BOARD
Fiona Guscott



I am the Chief Underwriter at MLC, and have held this position
since 2012. I started my career as a nurse, before very quickly
realising I did not have the patience for sick people (boom boom!!!
J). I have over 18 years of underwriting experience and am
passionate about continuously looking for better ways to provide
protection for our customers.
I have been on the ALUCA board for 2 years and am responsible
for the membership and accreditation portfolio. The focus has
been to develop and embed the accreditation framework, and to
promote the value of accreditation to our members. I encourage
all members to continue to educate themselves and gain the
appropriate ALUCA accreditation to reflect their level of
education and experience, in order to enhance the professionalism
of our industry.

Chantelle Everett



16 years working in the insurance industry, 8 of which have been in
life insurance.
Current role: Head of Claims for TAL’s direct insurance channel.
My focus since joining the ALUCA board is to support our state
sub-groups with a collective goal to maximise value and relevance
for our membership.

Howard Williams



Role Conference content co coordinator
Years in industry 30 years underwriting and claims.
I was shadow conference co-coordinator for the 2014 conference.
Now working on content and speaker agenda and urging ALUCA
members to step up with recommendations on content.

Peter Jones



I have been involved with underwriting, claims, product and
advisers in the life insurance industry for 30 years.
I have been a member of ALUCA since 1998 and have served on a
number of working parties and subcommittees since that time.
I have been an ALUCA board member since 2010 and have had
the responsibility for developing strategies around sponsorship,
membership accreditation, the engagement of an Executive Officer the
future direction, sustainability and management of the association.

Brian Sussman



I work at RGA as the Underwriting and Claims Technical Services
Manager. Prior to joining RGA in 2009, I had worked for both life
insurance and reinsurance companies for more than 30 years in the
local and international life industry.
At ALUCA, for the previous 2 years I held the position of Chair
and am now currently a Board member with responsibility for the
Industry Liaison portfolio. This requires me to establish close working
relationships with both local and international industry representative,
regulatory and other bodies and also professional associations.
As part of my current role I Chair the FSC Underwriting and
Claims Working Group. There is currently a lot of work focused on
the promotion and enhancement of the Health Benefits of Work
Consensus Statement.

Vanessa Dobson



Current role: Manager, Research & Development, Life - Our
Research & Development Team’s goal is to deliver strategic
innovations in the pursuit of a holistic approach to risk. We are a
multi-discipline Team comprising of claims, underwriting, product
and data specialists.
ALUCA Portfolio: Sponsorship – I have responsibility for ensuring
sponsor-related matters and events are “on-track” and visible.
ALUCA is indebted to its sponsors and highly values the support
each provides to our membership.

To comment on or contribute to this newsletter, please email: Michael.Reid@aia.com | www.aluca.com
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