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What is usage-based insurance (UBI)?
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Telematics Timeline

1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012

High functionality
Norwich Union Pilot 

Norwich Union Products (UK)

Hollard next PAYD?

Medium functionality

Progressive Pilot (US)

Progressive MyRate (US)

Coverbox (UK)

OctoTelematics - "750 000 telematics insurance customers" (Mapfre Uniqa etc) (Italy France

eBonus (France)

Low functionality Progressive Tripsense 

RSA D i i ht (UK)

Aioi

OctoTelematics  750,000 telematics insurance customers  (Mapfre, Uniqa, etc) (Italy, France, 

Aviva Autograph 

Hollard PAYD (RSA)

GMAC OnStar

Aryeh (Is)

Axa (Italy)

Events Progressive patents Road charging for lorries in Europe 1 million fleet telematics installations in EU
Perez patent

Telematics insured 1,500 1,500 0 0 0 0 0 25,000 100,000 400,000 1,000,000 ? ? ? ?

RSA Driveright (UK)

Real Insurance PAYD (Au)
Polisdirect (NL)
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How does UBI work?
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Significant Enhancement of Predictive Power

Successive studies demonstrate the potential improvement to claims’ 
predictability through the analysis of fundamental risk data

Dramatic improvement in segmentation may reduce reliance on or replace other variablesDramatic improvement in segmentation may reduce reliance on or replace other variables
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Improves driving and reduces accidents

UBI experience significantly better

Norwich Union:  30% 
frequency reductionq y

GreenRoad’s consistent 
improvement in fleet 
performance

Early adopters will have increased profits and a competitive advantageEarly adopters will have increased profits and a competitive advantage
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Benefits

Predictive power significantlyPredictive power significantly 
enhances accuracy of prices

Accident frequency reducedAccident frequency reduced

Participating consumers love it

Control, Safety

Retention dramatically increasedRetention dramatically increased

Politically accepted
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Added Value Services

Safe Driver Coaching
In vehicle feedback
Web site reportseb s te epo ts

Emergency Call
Detect significant impacts
Send text alerts (“Where am I” message)Send text alerts ( Where am I  message)
Real-time service to dispatch help 

Theft Service
Detect motion without ignitionDetect motion without ignition
Tracking and call for help

Geo-fence Service
Detect location outside boundary zone

Subscription services could help subsidize the costsSubscription services could help subsidize the costs

Detect location outside boundary zone
Trigger notification
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The Timing Right

Technology costs are plummeting:
Self install “cheap devices” are on the market
IT infrastructure, risk analysis, data compression, data transfer and 
data-hosting solutions are now available at economic levels

There is a significant early adopter advantageg y p g
Customer desire for equitable charging receiving greater prominence
Market activity is promoting the concept
Insurer profitability pressures forcing innovation
Highly desirable to customers who participate

Business case is now economically viable for average premiums and the mass marketBusiness case is now economically viable for average premiums and the mass market
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Data
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This presentation is confidential and is intended for clients and professional contacts of 
EMB. The information and opinions contained in this presentation are for general 
information purposes only. They do not constitute professional advice, and should not be 
relied on or treated as a substitute for specific advice relevant to particular circumstances. p p
EMB does not accept or assume any liability, responsibility or duty of care for any loss 
which may arise from reliance on information or opinions published in this publication or for 
any decision based on it.

EMB would be pleased to advise on how to apply the principles set out in this presentation 
to your specific circumstances.

Copyright © 2009. EMB. All rights reserved. EMB refers to the international actuarial, 
consulting and software practice carried on by EMB Consultancy LLP, EMB Software 
Management LLP, EMB Software Limited and their directly or indirectly affiliated firms or 
entities, partnerships or joint ventures, each of which is a separate and distinct legal entity.
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