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Up-sell and cross-sell initiatives
Up-sell and cross-sell initiatives on in-force mortality 
savings-type products have also been highly successful in 
helping to counter the negative spreads associated with 
these products. 

Many insurers across Asia have had phenomenal suc-
cesses selling protection riders with reduced underwriting 
requirements to base savings product policyholders. Guar-
anteed issue and simplified issue up-sell campaigns have 
specifically been developed in conjunction with reinsurers 
to target those customers who were underwritten fairly 
recently, thereby reducing barriers to sale.

Underwriting, distributing, servicing
Asian insurers can benefit from strategic investments in 
technology as well as new methodologies to improve product 
sales and operational efficiency, which can help them take 
steps to mitigate erosion of profitability in the long term.

Ways to reach markets are expanding: in addition to the 
traditional channels of agents, affinity markets, telemarket-




