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BY ALLISON BELL

surers dare to go, Chicago-based
CNA recently helped an Israeli
insurer, Shiloah-Harel Ins. Co. intro-
duce a family of term produets simi-
{ar to its own ViaTerm line.
Shiloah-Harel, Tel Aviv, used CNAs
actuarial models to lower prices for its

‘ 7 enturin, ‘where few American in-

healthiest policyholders. CNA contin--

ues to advise the Israeli company, re-
view its marketing materials and rein-
sure the new texm policies.

Israelis sent in 600 applications dur-
ing the first week that the ViaTerm-like
coverage was on the -market. Carl
Friedrich, executive vice president for
CNA life operations, saig application
flow remains strong,

The Shiloah-Harel partnership is .

CNA’s first major effort.to ship Via-
Term underwriting methods outside
North America. So far, breaking into
the Israeli market seems to be about
the same as entering a new U.S. mar-
ket, Mr. Friedrich said.

“YWe’ve been very impressed with
wr partner there and the regulatory
snvironment,” Mr. Friedrich said.
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e broker who brought CNA

Israel’s mortality
statistics better
than those of U.S.

He believes U.S, insurers are miss-
ng good business opportunities be-
:ause of the “CNN syndrome.”

“All you see is the bad stuff,” M.
Zobinson said. “Acts of war are always
1 concern, but what people don't real-
ze is that the mortality statistics are
setter.in Israel than they are in the
Jnited States.”

Israel suifered from hypexinflation
wd sluggish growth in the early 1980s,

CNA Is Helping
Israeli Insurer Sell Term Life

but the annual inflation rate has fallen
to less than 10 percent. Analysts pre-
dict the Israeli economy will grow 7
percent next year,

Figures from Swiss Reinsurance
Co.,Zurich, show the 5 million S}eople ‘

who live in Israel spend $2.3 billion a
year on life premiums; or $411 per
person.

Israelis spend almost as much on life
premiwms as the 165 million people
who live in Brazil, and Israelis live
longer: United Nations studies reveal
that the average Israeli baby born this
year can expect to live 78 years—two

years longer than theaverage U.S. baby-

and 17 years longer than the average
Brazilian baby. .

Assicurazioni Generali S.PA., an
Italian insurex, moved into Israel in
March 1997 by -buying control of
Migdol, a major local carrier.

AIG established a property-casualty
operation in Israel in August 1997.
“You can’t pass a bus or a billboard in
Israel without seeing AIG's name,” Mr.
Robinson said,

But most European carriers.oper-
atein Israel only as reinsurers, and AIG
and-CNA are the only U.S. carriers
with any visible presence-in the mar-
ket, Mr.. Robinson said.

Mr. Robinson began thinkingabout
bringing a U.S. insurer together with
an Israeli insurer years ago,-when he

discovered that Americans who spent -

long periods in Israel liad trouble find-

ing reasonably.priced life-insurance.
“Life .compaaies in the United

States were redlining Israel,” Mr.

Robinson ‘said. “Nobody bothered "

checldng out the mortality rates.”
Jexry. Warshaw, an adjunct profes-
sor at the-Center forInternational In-

. surance Studiesin New York, said U.S.

insurexs worxy about possible problems
with war, terrorism, and poor medical

care throughout the Middle East, not

just Israel,

Israeli insurers themselves have
never hadmuch of a problem with war-
related death claims, but they collectan
extra 40 cents per $1,000 of coverage to
protect themselves from war xisk.

A typical U.S. insurer might add a
surcharge of $1 per $1,000 of cover-
age for an American who planned a
long stay in Israel and a surcharge of
$4 per $1,000 for an American who

. planned an extended stay in Jordan.

. Mr. Warshaw noted that U.S, insur-
ers with underwrting resources or es=
pecially cantious attitudes might. im-

pose bigger surcharges or refise to is- -

sue policies at all.
“Insurers are rating for the fear of
the unknown,” Mr. Warshaw said.
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Lack of foreign competition has
rmitted a handful of domestic carr-
‘to dominate the Israeli life market,
. Robinson said.

Independent brokers handle most

life insurance sales, The typical com-

‘mission system gives brokers far more

incentive to sell whole life than term
coverage.

Israeli insurers further handicap
term sales by using 1950s mortality
tables to set prices, Mr. Robinson said,

Mr. Robinson was able to act on his
interest in getting U.S. insurers into the

Israeli market when he met a CINA ex-
ecutive at acharity function. Helearned
that CNA executives were open to the
idea of doing business in Israel and
helped axange for them to meet with
Shiloak-Harel representatives

CNA sold Shiloah-Harel math-
ematical tools for using recent mortal-
ity data for its own: customers to set

‘rates, The shift permits Shiloah-Harel
to offer steep discounts for nonsmok-
ers and worsen while still maintaining
high profit margins, Mx. Robinson said.

CNA executives decided to enter Is-
rael through a partnexship because it did
not want to spend years developing a

"distdbution system, but it felt the laws
governing the entry of foreign insurers
were reasonable, Mr. Friedrich said,

He was particularly impressed by
Shiloah-Harel’s computers. “They had
one of the most impressive illustration
systems I've seen anywhere,” Mr.

N

Friedrich said.
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