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Key Findings




Objectives of
2022 PGS

*For the purpose of this study, ‘Platform Workers’ include ‘Private-hire Workers’, ‘Taxi Drivers’ and ‘Delivery
Workers’. For more information on the ‘Platform Worker’ population, refer to Appendix B.




Summary of
2022 PGS




PW

Mortality Protection Gap (S$ billion)

Total Mortality

Protection Needs

$$1,781 billion

B Insurance component

EA

PW

Savings component [JProtection Gap

Key Statistics EA PW
Total Mortality S$ 1,781bn S$55bn
Protection
Needs

Protection Gap S$373bn S$32bn

2,187,833 00,00

(~3% of EA population)

Cl Protection Gap (SS$ billion)

Total CI
Protection Needs

$$783 billion

m Insurance component

EA

A

PW

O Protection Gap

Note: Savings (CPF savings and Other Savings) were not taken into account as resources to
meet the Cl Protection Gap*

Protection Gap
(% of Mortality
Protection
Needs)

21% of EA Mortality
Protection Needs

59% of PW Mortality Prot.
Need

(~2% of Total EA Mortality
Protection Need)

Key Statistics EA PW
Total CI S$783bn S$22bn
Protection
Needs

Protection Gap S5579bn S$20bn

Protection Gap
(% of Total ClI
Protection

74% of Total EA ClI
Protection Need

91% of PW CI Prot. Need
(~3% of Total EA CI
Protection Need)




Protection Resources Protection Protection Resources Protection
AU Needs Available Gap U FER Needs Available Gap

EA Mortality 100% 77% 23% EA Mortality 100% 79% 21%

EA Cl 100% 19% 81% EA CI 100% 26% 74%

PW Mortality Not available PW Mortality 100% 41% 59%

PW CI Not available PW ClI 100% 9% 91%
Green = Movements from 2017 PGS
Red = New Assessment Added in 2022 PGS

Commentaries

« The EA Mortality Protection Gap remains close to 20%, similar to protection gap levels from previous studies in 2017 and 2012.
 The EA CI Protection Gap has reduced from 81% to 74%
« PW Mortality and Cl Protection Gap is higher than the average EA at 59% and 91% respectively.



Key Messaging &
Recommendations




Top-line Messaging
for PGS 2022

(What are the protection
gaps observed?)

Platform Workers

(How do the PWs fare
against the EAs?)

A

Segmenting PGS
Results

(Which population segment
contributes the most to the
protection gap?)

Recommendations

(What are some ways to
narrow the protection gap?)
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EA Mortality Protection Needs and Gap from 2012 to 2022
(SS billion)
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2012 2012 2017 2017 2022 2022
Protection Resource Protection Resource Protection Resource
Needs & Gap Needs & Gap Needs & Gap

H Protection Needs
M Insurance component

O Savings component
i1 Protection Gap
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» Mortality Protection Gap: Singapore’s mortality protection
gap of 20% remained relatively unchanged between 2017 and
2022, despite an increase in Mortality Protection Needs (due
to reasons such as an overall increase of costs and number of
EAs in 2022).

e This is due to an overall increase in income levels (resulting in
a higher spouse income to offset the needs upon passing),
increase in CPF and Other Savings by 47%; and increase in life
insurance coverage by 11%.

« Protection Need Multiple (of average annual income): 9.0X of
annual income (Similar to 2017 PGS)

N |

Rule of Thumb: Approximately 9X-10X of annual income (Remain
the same as 2017 PGS)

Market Survey Highlights

e From the survey results, the top 3 sources of financial
concerns for EAs are healthcare expenses (65%), retirement
planning (62%) and inability to work due to CI (30%).

» Generally, there appears to be an awareness for the need to
plan for one’s dependents / legacy planning, however the EA
respondents’ focus on this aspect appear to be comparatively
low with only 23% selecting this as part of their financial
concerns.

» The survey results suggest that there may be potentially be a
gap in the general public’s understanding of insurance
products’ benefits as 50% of EA respondents indicated that the
insurance industry can improve by simplifying the products,
making them easier to understand, and providing simplified
illustrations and tools.




EA CI Protection Needs and Gap from 2017 to 2022
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Cl Protection Gap: Singapore’s Cl protection gap has reduced from 80%
to 74% between 2017 and 2022, despite the increase in Cl protection
needs during this period.

The reduction in Cl protection gap is mainly driven by a 63% increase in
Cl coverage taken up since 2017 (based on the insurer policy data
received).

Protection Need Multiple (of average annual income): 3.9X of annual
income (Remain the same as 2017 PGS)

[ N |

Rule of Thumb: Approximately 4.0X of annual income (Remain the same as
2017 PGS)

Based on an assumed 5-year Cl recovery period

Market Survey Highlights

The survey results suggest that the EA respondents perceive a shorter Ci
recovery period of 3.4 years (on average), as compared with the
recovery period of 5 years that was assumed for the 2022 PGS.

Respondents have also provided the top reasons for purchasing
additional insurance, where the top 2 reasons are:

« Insufficient existing insurance coverage (45%), suggesting that
respondents are generally incentivized to purchase additional
insurance when there is awareness of a shortfall in their coverage; and

« Financial responsibilities for dependents (32%), suggesting that
respondents generally consider purchasing additional insurance as a
form of financial protection for their dependents.

In contrast, the top 2 reasons for not purchasing additional insurance
are:

» Not being able to afford the additional expense (50%), suggesting that
respondents may have a relatively tight budget; and

e Insurance premium being too expensive (47%) suggesting that
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Increased by

19%
Household needs in 2017:
S$3,251B
Funeral Cost 21
Unpaid Services 599

Personal and Housing Loans 435
Needs of Children 166
Needs of the Elderly Parents 129

Needs of the Remaining
Adults

Rent 112

1,789

*Needs of children has decreased from 2017 to 2022

Observations
In general, almost all types of expenditure items (under the Household Needs) have increased from 2017 to 2022, except for ‘Needs of Children’.
The decrease in expenditure on children across all households is due to a decrease in number of households with children of dependent age (i.e.

children below the age of 20).
The total Household Needs have increased by 19%;

Household needs in 2022:

S$3,881B
Funeral Cost 22
Unpaid Services 722

Personal and Housing Loans 479
Needs of Children 151*
Needs of the Elderly Parents 177

Needs of the Remaining
Adults

Rent 137

2,192

» This is mainly due to the increase in elderly needs (37%), driven mainly by the increase in number of dependent elderly per capita, and needs
of remaining adults (23%), which is mainly driven by higher expenditure on items such as good, clothing, transport etc.

Key Messaging

Though Household Needs have increased by 19%, the average wage levels have increased, resulting in an increase in spouse’s income by 32% (as
compared to 2017 PGS) for families with an EA spouse to offset the Household Needs upon the EA’s passing, thereby lowering the overall

Protection Needs (‘Household Needs’ less ‘Spouse Income’).

Coupled with an overall increase in CPF funds, deposits and life insurance coverage, as compared to 2017, the Mortality Protection Gap remains



2017 PGS
(Individual Insurance Statistics)

Mortality

Average no. of policies per
EA policyholder

Average mortality
coverage per policyholder

2.65

S$$290.1K
(3.6x of annual income)

Critical lliness

Average no. of standalone
policies per EA policyholder

Average Cl coverage per
policyholder

Key Messaging

<1 (0.53)

S$128.9K
(1.6x of annual income)

\/

Y/

2022 PGS
(Individual Insurance Statistics)

Mortality ‘/

Average no. of policies per
EA policyholder

Average mortality
coverage per policyholder

S$331.2K
(3.6x of annual income)

Critical lllness v ‘
N\

Average no. of standalone
policies per EA policyholder

Average Cl coverage per
policyholder

<1(0.91)

$$193.3K
(2.1x of annual income)

» There is an increase in number of policies and average mortality coverage owned by the EA policyholders from 2017 to 2022.
» For Cl, there is also an increase in number of Cl policies owned with average Cl coverage per EA close to doubled in 2022.

» For Cl, the average number of individual standalone policies is less than 1 as EAs covered by Cl riders only are also considered to be policyholders
although they do not own any standalone Cl policies.



Mortality

Protection
Average mortality
protection coverage
required

T S |

Protection Need Multiple 9.0X of annual income
(of Average Annual Income)

Coverage Recommendation (for an EA adult Approximately 9X-10X of annual income

in SG):
N/
T

Protection Need 9.0X of annual income
(of Average Annual Income)

Coverage Recommendation Approximately 9X-10X of annual income
(for both EA and PW) (Remain the same as 2017 PGS)

2016 Annual Income =S$ 81,663 per Economically Active Adult (an increase of 25 %from 2012 PGS)
2021 Annual Income =S$ 90,855 per Economically Active Adult (an increase of 11 %from 2017 PGS)



Critical Illness

Protection
Average Cl protection
coverage required

T S |

Protection Need Multiple
(of Average Annual Income)

Coverage Recommendation (for an EA adult
in SG):

3.9X of annual income

Approximately 4.0X of annual income

NV
- mes |0

Protection Need
(of Average Annual Income)

Coverage Recommendation
(for both EA and PW)

3.9X of annual income

Approximately 4.0X of annual income
(Remain the same as 2017 PGS)

Based on an assumed 5-year Cl recovery
period*

2016 Annual Income =S$ 81,663 per Economically Active Adult (an increase of 25 %from 2012 PGS)
2021 Annual Income =S$ 90,855 per Economically Active Adult (an increase of 11 %from 2017 PGS)

*The 5-year CI recovery period is an assumption within the 2022 PGS, which was assessed and remained suitable for the study in 2022.

More details are provided in the full PGS report.



Platform Worker (“PW”) Segment



PW Protection Needs and Gap for 2022 (S$ billion)
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Key Messaging

e The 2022 PGS includes an inaugural protection gap study for the
PW population, therefore prior year results are unavailable for
comparison.

» The study on the PW population finds that, on average, PWs have a
59% Mortality Protection Gap and a 91% CIl Protection Gap. This is
mainly due to:

» Lower savings (CPF and deposits) as compared to an average
EA

 Lower insurance coverage as compared to an average EA (in
terms of sum assured purchased and number of policies held)

Market Survey Highlights

 More than half of the respondents (60%) indicated that they are
not covered under Group insurance (provided by an employer), and
a further 16% indicated that they are unaware of any Group
Insurance coverage.

e Results from the survey also suggest that, on average, PW
respondents own less term and Cl insurance policies as compared
to the EA respondents. For example, % of EA and PW respondents
owning:

e Term plans - 41% EA vs 20% PW
« ClPlans - 50% EA vs 33% PW

» This survey also indicated that nearly 1 in 2 PW respondents (47%)
hope that the insurance industry can offer touchpoints that will
be accessible to PWs for the purposes of seeking advice and
provide relevant resources in support of their insurance purchase
and financial planning needs.



Purchase A 5w

(Individual Insurance Statistics) (Individual Insurance Statistics)
\v TR
Average no. of individual 3.00 Average no. of individual
policies per EA policies per PW
policyholder policyholder
Average mortality S$331.2K Average mortality S$179.2K
coverage per policyholder (3.6x of annual income) coverage per policyholder (5.0x of annual income)

Critical lllness (x} Critical lllness (V

Average no. of individual <1(0.91) Average no. of individual <1(0.34)
standalone policies per EA standalone policies per PW
policyholder policyholder
Average Cl coverage per S$193.3K Average Cl coverage per S$33.7K
policyholder (2.1x of annual income) policyholder (0.9x of annual income)
Key Messaging

« On average, PWs own less insurance policies with Life and Cl coverage as compared to an EA.
» The average mortality coverage per policyholder as an income multiplier is higher for PWs (5.0x) than for EAs (3.6x).

+ With lower income on average, PW tend to purchase more traditional protection products (such as Term plans) which may provide higher
mortality coverage. This is further supported by the average mortality coverage per policyholder for EAs at S$110K (i.e. SS331K / 3) that is
lower than that for PWs at SS118K (i.e. S$175K/1.48), where we have also observed that EAs own more Endowment / Savings products
(with lower mortality coverages, on average) as compared to PWs.

« For PW, the average Cl coverage per policyholder is relatively low at S$33.7K due to low Cl coverage from endowment products purchased by
PWs.



Segmentation of PGS 2022 Results



Protection Gap Spectrum (Protection Gap as a proportion of Protection Needs)

<

Population
protection gap
viewed by:

Income
Quintile*

Age éroup

Family Profile

PW Seément

Note: The
segmentation
above are based
on the average
profiles of each
segment.

For example, Q5
would have
considered SG/PR
with different
ages, and family
profiles within Q5

Higher
Income 20%
Q5 earners
i Middle aged 50%
30-49
) Married to
Economically 0
@ Active spouse, 52%
with elderly
Married dependents
ﬁ PW in
Income 7%
PWs Quintile 5
Key Messaging

No / Low Gap (0-20%)

No/low protection gap observed for Q5,
and the middle aged, as they tend to
have higher amount of savings and
stronger financial ability to purchase the
insurance coverage they require.

No protection gap observed for those
Married to an EA spouse due to

e lrmttiima~a Tt A mvrrmtacrtrAarn sl e

>

Medium Gap (20%-50%)

=

Q3-Q4

25-29 50-69

O

1)

Single

=

PWs

Key Messaging

Middle Income
earners

Young,
Middle aged &
Elderly

Single with
elderly
dependents

PW in
Income
Quintile 4

40%

44%

36%

9%

» Medium protection gap observed for Q3 to
Q4, and those aged 25-29, as they have

less financial

ability

insurance coverage they require.

to purchase

the

* For those aged 50 or older, the protection
gap widens as their available resources
reduce at a faster rate than the rate of

o d o e o L L L d

<

High Gap (Above 50%)

Lower Income o
% earners 407%
Q1-Q2
t@' Young age 0
> group / fresh 6%
— graduates
20-24
) Married to
Economically
@ Inactive spouse, 12%
- with elderly
Married dependents
ﬁ PW in
Income 0
PWs Quintile 1, 84A
2,3
Key Messaging

High protection gap observed for Q1 to
Q2, the younger ages 20-24, the fresh
graduates, as well as EAs married to an
El spouse; due to having lower savings,
as well as weaker financial ability to
purchase the insurance coverage they
require.

>
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Protection Gap Spectrum (Protection Gap as a proportion of Protection Needs)

< > < -
Population No / Low Gap (0-19%) Medium Gap (20%-50%) High Gap (Above 50%)
protectiongap | .
viewed by: | All income 0
| % quintiles 100%
Income
Quintile*
Q All age groups 100%
Age Group —
20-69
) 28
All family 0
Single/ profiles 100%
Family Profile Married
ﬁ All PWs 100%
All PWs

PW Segment

Key Messaging

* There is generally a high Cl protection gap across all income quintiles, age groups, family profile and Platform Workers profiles due to a relatively
lower Cl insurance coverage held to cover the Cl protection needs / expenditures during the Cl recovery period.

Note: The segmentation above are based on the average profiles of each segment. For example, Q5 would have considered SG/PR with different ages, and family
profiles within Q5



Recommendations



1 Simplifying the products

Findings from the market survey showed that 1 in 2 (50%) EA respondents opine that the insurance industry should consider the following
improvement areas:

» Creating products that are easy to understand.

Providing simplified illustrations or tools to help consumers understand each policy's benefits.
Using layman's language to describe policy's features and benefits.

« Though insurers have deployed various initiatives over these years to address the above-mentioned improvement areas (including but not limited to
simplified products with clear benefits, visual illustrations of product features and benefits), it appears that there remains lingering consumer

perceptions of insurance products being "complicated". Opportunity remains for the insurance industry to investigate into this aspect further to
explore how best to demystify insurance and make it accessible (both in terms of understanding and reach) to consumers at large.

2 Targeted approach to providing insurance

« With reference to the segmented-view of the Mortality and CI Protection Gaps within the 2022 PGS, the insurance industry may consider adopting a
customer segmentation approach when presenting their insurance solutions - particularly to those customer segments with medium to high
protection gap. This may potentially be achieved through:

» Tailored product solutions & propositions

» Tailored distribution (for the underserved segments such as those that are less educated, and/or those of lower income.



3 Improving awareness and educating the public

« As the insurance landscape is constantly evolving, there is a need for education to the public on the importance of insurance in their financial
planning, especially to the younger generations entering the workforce.

« A non-exhaustive list of areas of education to the public may include:

 Building insurance knowledge: Fundamentally, there will be a need to build general knowledge around different types of insurance
products, in the market, its benefits, and how it works.

» Keeping abreast on latest developments: Insurance companies introduce various products to the market every year to meet new demands,
thus it will be important to constantly educate the public on these developments.

« Financial planning: There will also be a need to regularly review the insurance coverages owned as consumers enter different stages of their
lives and therefore, have different needs.

4 Provide accessible touchpoints (for PWs)

« The study on the PW population indicates that there are a few areas of consideration to narrow the PW Protection Gap;
« Improving the PW’s awareness on the importance and relevance of insurance; and

» Enhancing the accessibility of insurance to PW; both in terms of their ability to access resources easily and conveniently, as well as the
knowledge on insurance (for example, the different insurance product types available and the protection needs they fill).

« Findings from the survey suggest that PW respondents generally have lower awareness on insurance coverage:
« 75% of the PW respondents are not aware of the group insurance they own;

« Out of the 25% of PW respondents who indicated that they have Group Insurance coverage, more than 10% are unaware of the benefits
offered.

« The survey indicated that close to 1 in 2 (47%) PW respondents hope that the insurance industry can provide more accessible touchpoints to seek
financial advice. Possible ways to provide accessible touchpoints are by:

« Offering a point of contact for PWs during the sales process (for example, contact center)

» Providing different forms of distribution channels to offer advice to the PWs (for example, most PWs are in the older age groups and
therefore, may prefer face to face consultations).
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