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Climate Risk Insurance
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How they do it???
Partnership

• Partnership
• Partnership

Partnership
• Partnership
• Partnership

Partnership
• Partnership
• Partnership
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How to distribute Insurance 

Individual coverage: the Distribution 
Partners  as a delivery channel

Portfolio coverage: the 
Distribution Partners  as a client

Example Distribution Partners  any Financial Institute : 
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Market 
research

Product 
development

Partner 
selection & 

training

Customer 
education

Customer 
enrolment

Premium 
collection

Claims 
recording

Claims 
settlement

Feedback & 
Renewal

Process Flow
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What do we need to know?
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Benefits
Costs

What influences the 
way consumers think 

about and react to 
this risk?

How well are current 
strategies enabling 

effective management of 
that risk exposure?

What infrastructure 
and resources are 
available to work 

with?

Which climatic 
risk is a priority 

for whom?
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Climate change and extreme weather events 
adversely impacting livelihoods

…reducing household vulnerability

…promoting stronger enterprises

…achieving public policy objectives (UHC, 
food security, climate change)

Insurance as a facilitator for….
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Providing Climate Insurance Requires…

Market 
research

• Client needs 
assessment

• Competitor analysis

Product 
design

• Conceptualization
• Data collection
• Technical pricing
• Prototyping and 

piloting
• Underwriting and 

reinsurance
• Regulatory 

approvals
• Technology

Marketing and 
education

• Product promotion
• Building client 

understanding
• Technology

Enrolment 
and premium 

collection

• Collecting client 
data and 
documents

• Collecting premium
• Issuing policy
• Technology

Policy 
servicing and 
value-added 

services

• Ensuring 
customers can 
have the support 
they need at all 
times

• Providing clients 
with access to 
health services, 
agriculture, 
weather, business 
and risk reduction 
tips, among others

• Technology 

Claims 
reporting, 

assessment 
and payment

• Collecting 
documents

• Validation
• Loss assessment
• Payment
• Technology

Monitoring 
and 

evaluation

• Measuring financial 
and social 
performance
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Almost no insurance provider has the capacity to do it all alone. 
Partnerships are key if you really want to be customer-centric! 10
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Types of partnerships to explore

Help insurance providers make the insurance product (and its 
value-added services) a reality. Examples: technology 

providers, consulting firms, insurers, reinsurers, third party loss 
adjusters, training associations, data providers, market 

research firms, among others 

Service partners

Critical partners to achieve success and scale. Directly and 
indirectly, they will be avenues to reach clients who insurers 

would not have access to otherwise. Examples: online 
platforms, mobile network operators, financial institutions, 

sports/social clubs, among others

Direct and indirect 
distribution partners

Help raise awareness and education on a broader scale regarding 
the role insurance can play in supporting the target market. 

Examples: NGOs, foundations, business associations, government 
bodies and programmes, among othersSocial advocacy partners

Help position the insurance brand and increase its visibility. 
These institutions may not offer any type of product or service, 

but their endorsement is very useful. Examples: regulatory 
authorities, government bodies, international organizations, 

celebrities, among others

Brand and image boosters

Climate Risk 
Insurance 

11
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Range of Insurance distribution channels

Direct sales Brokers Financial 
institutions

Community-based 
organization

Retailers MNOs Local Authority Utility companies

Post offices Service providers Digital 
platforms/apps Aggregators
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Engagement 

Actuarial 
Support

Dedicated Team

Technical Support

Donor / Fund 
for operation

Weather data
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Data analysis Cloud

MIS

Ecosystems Underwriting

Support Required 

Ali Tareque Parvez 
Email : alitareque@msn.com 14



Ali Tareque Parvez 
Email : alitareque@msn.com 15

Visa Model



Stakeholders in Bangladesh Market
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Microfinance, Banks & Mobile Financial Services

Annual Report 2023

69.35  million 
marginalized 
individuals 
across the 

country  

731 
Licensed 

MFIs

25,336 
branches 

2.06 lakh 
people 

employed 

Credit BDT 
2493.02 
billion 



Benefits of distribution channels
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Climate Risk Insurance Annual Report 2023 

Using satellite data measured the flood how long is the 
inundation period and calculate the loss of income of marginal 
people mainly day labours. Few MFIs were the distribution 
partners and claim settlement was done through MFS (Mobile 
Financial Services)
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Card Pioneer Microinsurance Inc., Philippines – ProtectMax
Distribution Partner - Cebuana Lhuillier (Pwanshop)

q ProtectMax is a Combo product of Accidental Death, 
Dismemberment and/or Disablement, Property and Emergency 
Benefit, Catastrophic Cover – Act of Nature

q Sum Insured : Philippines Peso 30,000 / USD 508

q Sublimit Of Accidental Dismemberment and/or Disablement of 
Philippines Peso  10,000 / USD 169 including Unprovoked Murder 
and Assault 

q Fire Cash Assistance Philippines Peso 5,000 / USD 85

q Death Benefit Philippines Peso  10,000 /  USD 169

q Emergency Expense Benefit Philippines Peso  1,500 / USD 25
Ali Tareque Parvez 

Email : alitareque@msn.com
20

An Insurance package with benefits:
Personal Accident, Emergency Benefit
and Calamity Aid which covers damages
caused by fire, typhoon, flood, and
earthquake.
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Brazil 

Zambia

In India cover is distributed to the 
loanee-farmers through the banking 
channel.
only non-loanee farmers are free to 
purchase insurance cover through 
either brokers, agents

Global Trend Of Distribution Channels

India

China
In China product distribution is 
administered directly between the 
insurer and an appointed or elected 
village chief who assumes the role of an 
agent. 

Their main distribution channels are 
the banks, and also brokers, 
cooperatives, the online channel as well 
as direct sales

New 
Zealand

Australi
a

Sweden

AfricaBank, MFI, Farmers 
Organizations, Agri-business etc.

Their main distribution channels are the 
banks

The most important delivery channels 
are the insurance brokers, producer 
associations for certain crops specially 
the fruit sector.

AGRI-INSURANCE 
DISTRIBUTION CHANNELS

Their main distribution channels 
are through brokers. Producer 
associations, cooperatives and 
banks are crucial in the linkages 
between the farmers and the 
insurers.

The main distribution channels 
for agriculture insurance are the 
producer and crop associations. 

Agri-insurance 



Britam Insurance Kenya 
• 300 households affected by floods in Madogo Ward, Tana 

River County received a claim of $ 866,614 
• The claims were paid under the Index-Based Flood Insurance 

(IBFI) policy designed to cushion small-scale farmers residing 
in flood-prone areas from the catastrophic effects of floods.

• Britam in partnership with Swiss Re and Oxfam Kenya in May 
launched the flood insurance product targeting farmers 
living along the banks of the flood-prone river. Other players 
in the partnership include Risk Shield and Arid Lands 
Development Focus, which is Oxfam’s implementing partner 
in Upper Tana.

• Two parameters –rainfall and river water levels— are used to 
predict flooding and its impact on communities.
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Kilimo Salama in Kenya (now ACRE)

Ø Distributed through local seed stockists

Ø Scanner with tailor-made software that allows 
for paperless registration and immediate 
confirmation of policy

Ø Premium transferred in batches through M-
Pesa

Ø Claims disbursed through mobile money 
platform

Ø Weather stations for settlement established 
through mobile phone location/signal
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Get farm location from 
SMS and monitor satellite 
imagery for that location 

Insurance in 
the bag

Germination fails after 
21 days without rain

Compensation 
sent to Farmer 

via M-Pesa
Farmer can replant 

and harvest the 
same season

SMS 
unique 
code to 
short 
code

Opens bag on 
planting, finds  

card inside

→ → →

↓

←←

New Segment for insurer: builds trust
Farmers insured grew from 200 to 350k over 4 years
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Blue Marble – Extream Heat Income Loss

q Maximum daily temperature over 3 consecutive days 

q Gujarat, India 

q 21,000 Customers
q Income Loss for Women work in

informal sector

24

Ali Tareque Parvez 
Email : alitareque@msn.com



Public Private Partnership (PPP)
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If well-designed, a PPP can strengthen the capacities of different levels of government;
accelerate project implementation; achieve better risk allocation; enhance public
management; reduce costs; and increase the quality of services. Both governments
and private players can benefit from a well-designed PPP. The design, roles and
dynamics that emerge during implementation vary from country to country.

National Scheme

Product Development Stakeholders Engagement

Awareness Creation Claims Monitoring

Claims Subsidy

Premium Subsidy Data SupportResearch & Study



African Risk Capacity (ARC) Group

• Harare, Zimbabwe, ARC Ltd, the commercial arm of the ARC Group, paid out a 
total of close to $32 million to the Government of Zimbabwe and its 
humanitarian partners in parametric insurance claims. This payout makes history 
as one of the highest that ARC has ever made. It followed the El Niño-driven 
drought that devastated the region and led to a failed 2023/24 agricultural 
season. 
The proceeds of the payout will assist 509,000 vulnerable households in 27 
districts across the country who were most affected by this disaster event. 

• Link : https://www.arc.int/news/arc-group-makes-total-us32-million-
climate-insurance-payouts-assist-people-affected-drought
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https://www.arc.int/news/arc-group-makes-total-us32-million-climate-insurance-payouts-assist-people-affected-drought
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One Acre Farm Africa 

• From Insurance Farmers Got Coverage :
• 1. Re-supplying planting materials
• 2. Loan reductions and forgiveness 
• 3. Yield-based insurance 
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Rose January, Malawian farmer
“If we hadn’t received support, we’d 
have even less than we do now, 
particularly when I compare myself to 
farmers who don’t farm with One Acre 
Fund, who didn’t get additional seed 
to replant.”

Rwanda, Tanzania and Malawi 
more than 1 Million

Natural Disaster Fund, a public-private partnership managed by 
Global Parametrics with seed investment from the UK’s Foreign, 
Commonwealth and Development Office and Germany’s BMZ via 
KfW, with global reinsurer Hannover Re Ali Tareque Parvez 

Email : alitareque@msn.com



Ali Tareque Parvez 
Email : alitareque@msn.com 

Ali Tareque Parvez 
Email : alitareque@msn.com 28

Communication with Customers – Distribution Partners 
Engagement & Customer Literacy

Distribution Partner – MFIs, Cooperatives, 
Aggregator Field Team Need to be trained

Literacy Materials need to share with 
customers

Customer need to be engaged in Product 
Development

Field level impact and results need to be 
collected 

Find the fastest way to settle claims



Materials for Staff Training and Customer Literacy Meeting

Leaflet X-banner for Customer 
LiteracyBooklet for Staff / FAQ Festoon
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Promotion

AV Short animated AV 
can be created Commercial AV

Advertisement
Using local cable 

network for 
advertising with 
small animated 
advertisement

T-shirt 

Banner/ 
Promotion

Entrance Banner 

Any sort of 
promotion – village 

fair leaflet, video 
show etc. 



Promotion

Facebook / Social Media
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Thank

Questions
????
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