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Overview 



The Community Life 

business model 
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Key driver of the idea „Community Life“  

 Offer people a better way of insurance 
 
 Technology is the tool 



Open and clear 
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 Redesign for the online world 

 
 Get rid of complexity and into transparency 



Excellent value 
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 Keep the organisation lean 
 

 Use technology for cost efficiency 
 
 
 



Participation 
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 Invite interaction 
 

 A new co-op concept 
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Dividing up the value chain 



Focus to optimise the customer outcome 
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Dividing up the value chain in a new way 

Community Life: 

Customer Relationship 

User-friendly 
Internet 
purchase 

 

Right 
products 
through 
customer 
participation 

Insurer: 

Risk Management 
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Customer journey 
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Website 

 Multiples releases since launch 
 

 Adjust to customer response 
 

 Continuous learning process 
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Start with a needs analysis 
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Helptext on the way 
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My file is your file 

 Complete event chronology 
 

 Docs date and time stamped 
 

 Chats and calls recorded for you 
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Self-Service 
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Forum 

 Ask questions 
 

 Comment on us 
 

 Exchange views 



Standardised 

products 
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Product philosophy 

 For launch: cover that everyone in Germany knows and recommends 
 
 Disability insurance  
 Term life 

 
 

 Maximum transparency and simplicity 
 
 Short sentences 
 Fixed price offering 

 
 

 Fairness for an online purchase 
 
 Unbundled and no complex options 
 Top of the range in price and conditions 
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How could a PEPP look 

 Apply simplicity and transparency 
 
 Short sentences 
 Easily understood cost structure 

 
 
 Advice tool to determine 

 
 Product fit to need 
 Risk profile 

 
 

 Optimise on the way, e.g. A/B Testing to determine number of fund choices 
 
 Maximum three? 
 Default cautious choice? 

 
 



Advice in a digital world 

21 



Ensuring best advice in the online world 
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1. Make offer as understandable as possible 
 

2. Provide appropriate online advice tool 
 

3. Make personal advice available a click away 
 

4. Provide advice documentation with date/time stamp  
 

5. Ensure full traceability by including record of calls/chats 
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Questions 




