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NATIONAL UNDERWRITER 

CNA Is u·elping: 
1-sraeli: Insurer Sell· Term: Life 
SY ALLISON BELL 

Venturingwhere few American in­surers dare to go, Chicago-based CNA recently helped an Israeli Insurer, Shiloah-Harel Ins. Co. intro­duce a family of term products simi­lar to its own ViaTerm line. Shiloah-Harel, TelAviv, usedCNNs actuarial models to lower prices for its healthiest policyholders. CNA contin-­ues to advise the Israeli company, re­view its marketing materials and rein­sure the new tenn policies. Israelis sent in 600 applications dur­ing the :first weekthatthe ViaTerm-illre coverage _•was on the· m{lrket. Carl Friedrich,.executive vice president for CNA life operations, said application flow remains strong. The Shiloah-Harel partnership i.s CNA"s first major effort. to ship Via­Term underwriting methods outside North America. So far, breaking into the Israeli market seems to be about the same as entering a new U.S. mar­ket, Mr. Friedrich said, 'Yfe've been very impressed with mr Partner there and the regulatory mvironment," Mr. F1iedrich said Elliott Robinson, the Skokie, lll., nsurance broker who brought CNA md Shiloah-Harel together, said CNA 
s the only U.S. company with a visible >resence in the Israeli life market.,
Israel's mortality
statistics better
than those of U.S.

He believes U.S. insurers are miss­ng good business opportunities be­:ause of the "CNN syndrome." "All you see is the bad stuff," Mr. 3.obinson said. "'Acts of war are always l concem,.but what people don't real­ze is that the· mortality statistics areJetter,in Israel than they are in theJnited States."Israel suffered from hyperinflation md sluggfuh growth in the early 1980s, 

but the annual inflation rate has fallen to less than 10 percent. Analysts pre­dict the Israeli economy will grow 7 percent next year, Figures from Swiss Re!nsurance Co., Zmich, show the 5 million people who live in Israel spend $2.3 billion a year on life premiums; or $411 per person. Israelis spend almost as much on life premiwns as the 165 million people who live in Brazil, and Israelis live longer: Unif:ed Nations studies reveal that the average Israeli baby born this year can expect to live 78 years-two years longer than the average U.S. baby· and 17 years longer than the average Brazilian baby. Assicurazioni Generali S.P.A., an Italian insurer, moved into Israel in March 1997 by-buying control of Migdal, a major local carrier. 
Al G established a property-casualty operation in Israel in August 1997. "You can't pass a bu� or a billboard in Israel withouts.eeingAIG's name," Mr. Robinson said, But most European carriers.oper­ate in Israel only as reinsurers, and AI G and ·CNA are the only U.S. carriers with any visible presence·in the mar­ket, Mr .. Robinson said. M1: Robinson began thinking about bringing a U.S. insurer together with an Israeli insurer years ago,. when he discovered that Americans who spent long periods in Israelliad tioublefind­ing reasonably.priced life-insurance. "Life .companies in the United States were redlining Israel,"' Mr. Robinson ·said. "Nobody bothered· checking out the mortality rates." Jeny, War-'>haw, an adjunct profes­sor at the·Center forlntemational In­. surance Studies in New York, said U.S. · insurerswonyabout possible problemswith war, terrorism, and poor medicalcare throughout the Middle East, m:)tjust Israel.Israeli insurers themselves havenever had much of a problem with war­related death claims, but they collect anextra 40 cents per $1,000 of coverage toprotect themselves from war riskA typical U.S .. insurer might add asurcharge of $1 per $1,000 of cover­age for an American who planned aloµg 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. insur­ers with underwriting resources or es.:. pecially cautious attitudes might im­pose bigger surcharges or refuse to is-sue policies at all. "Insurers are rating for the fear of the unlmown,", Mr. Wars�aw said.

Lack of foreign competition has rmitted a handful of domestic carri­. to dominate the Israeli life market, Robinson said. ·Independent brokers handle most
life insurance sales. The typical com.­·mission system gives brokers far moreincentive to sell whole life than termcoverage.Israeli insurers further handicapterm sales by using 1950s mortalitytables to set prices, Mr. Robinson said.Mr. Robinson was able to act on hisinterest in getting U.S. insurers into theIsraeli �arket when he met a CNA ex­ecutive at a charity function. H6 learnedthat CNA executives were open to theidea of doing business in Israel andhelped arrange for them to meet withShiloah-Harel representativesCNA sold Shiloah-Harel math­ematical tools for using recent mortal­ity data for its own· customers to set

·rates. The shift permits Shiloah-Harelto offer steep discounts for nonsmok­ers and women while still maintaininghigh profit margins, Mr, Rohinson said.CNA executives decided to enter Is­rael through a partnership because it didnot want to spend years developing a'distribution system, but it felt.the lawsgoverning the entry of foreign insurerswere reasonable, M1: Friediich said.He was particularly impressed byShiloah-Harel's computers. "They hadone of the most impressive illustrationsystems I've seen anywhere," Mr.Friedrich said, r-u
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