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09.00 – 10.00
LIVE Broadcast – International Markets 

Conference Opening

14.00 – 14.30 
LIVE Broadcast – Workshop Nat Cat Risks 

Opening

14.30 – 15.00
LIVE Broadcast – Motor Insurance Day 

Opening

10.30 – 11.00 – Risk Hour 
The Romanian insurance market – 

will 2012 be the come back year?
Host: Constantin RUDNITCHI
Guests: Constantin BUZOIANU, President, CSA 

– Insurance Supervisory Commission

Alexandru CIUNCAN, Secretary General, APPA 

– Association for Promoting Insurance

Alex ROSCA – Editor in Chief, PRIMM Publica-

tions

11.30 – 12.00 – Risk Hour

Fighting for the right client
Host: Constantin RUDNITCHI

Co-host: Alexandru CIUNCAN, Secretary 

General, APPA – Association for Promoting 

Insurance 
Guests: Mariana DIACONESCU, President of the 

Directorate, ASIROM

Florin GOLOVATIC, President of the Directorate, 

UNIQA Asigurari

12.30 – 13.00  – Risk Hour

Insurance market growth sources in 2012
Host: Vlad PANCIU, Manager, XPRIMM TV

Guests: Rangam BIR, President UNSAR

Alexandru CIUNCAN, Secretary General, APPA 

– Association for Promoting Insurance 
13.30 – 14.00 – Risk Hour
International Reinsurance Market – 

Challenges and forecast 
Host: Alex ROSCA, Editor in Chief, PRIMM 

Publications

Guests: Alexandra STORR, Vice-President 

Client Markets, SWISS Re Europe 

Guy HUDSON, Partner, JLT Re

15.30 – 16.00 – Risk Hour

Perfect weapon against claims
Host: Constantin RUDNITCHI

Co-Host: Mihai CRACEA, Editor, Media 

XPRIMM

Guests: Gheorghe AXINTE, General Manager, 

AUDATEX Romania

Sorin IACOB, General Manager, EUROTAX-

GLASS’s Romania

Mihai WEBER, CEO, ALIAT Service

16.30 – 17.00 – Risk Hour

Fraud threat taking shape 
Host: Constantin RUDNITCHI

Co-Host: Mihai CRACEA, Editor, Media 

XPRIMM

Guests: Sorin GRECEANU, General Manager, 

FPVS

Madalin ROSU, Head of Claims Department, 

GENERALI Romania 

17.30 – 18.00 – Risk Hour 

The reinsurance business in CEE
Host: Alex ROSCA, Editor in Chief, PRIMM 

Publications

Guests: Andreas GROSSE, Senior Underwriter, 

PARTNER Re 
Sinisa LOVRINCEVIC, Head of Business Develop-

ment, TRUST Re

Tomorrow on XPRIMM.TV
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The new ISC Board 
has brought a new 
vision. The idea is to 
upgrade the insurance 
market from Romania. 
We need to move from 
having potential to 
actually capitalizing 
on it.

Quote of the day
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FIAR is a tradition that we should 
all foster in order to help the mar-
ket grow. The new ISC Board has 
brought a new vision that you could 
see in the meetings with the brokers 
from Romania that we have had 
to date. The idea is to upgrade the 
insurance market from Romania. 
We need to move from having po-
tential to actually capitalizing on 
it. We need to balance the market, 
upgrade the secondary legislation 
so as to benefit the brokers and 
the overall market and the ISC has 
already started to amend certain 
regulations, stated Doru FrUnZU-
LICa, ISC Board Member, at the 
opening of the Brokers’ Day at 
FIar 2012.

We must shift to proportional su-
pervision and go from “conformity-
based” to “prudential” supervision, 
in line with the interests of the 
market and of the insured custom-
ers. We also need to implement the 
future European regulation in Ro-
mania, especially those related to 
Solvency II, added the ISC official.

as for proportional supervision, 
it has to be conducted at two dif-
ferent levels, according to the in-
termediation volume. It will be a 
simplified supervision system, so 
that everyone exceeding a certain 
level of business, for instance Top 

10 brokers, is subject to a different 
supervision and control system. 

according to official data pub-
lished by ISC, 590 insurance bro-
kers operated on the brokerage 
market in the first quarter of this 
year, with a total turnover of ron 
818.8 million, up 7.0% compared 
to the premiums intermediated 
in Q1 2011. ron 792.3 million out 

of this amount represented non-
life insurance intermediation and 
ron 26.5 million was the value 
for life insurance. When compar-
ing the intermediation volume to 
the underwriting on the insurance 
market in the first three months, 
namely ron 2.167 billion, we see 
that brokers intermediated 37.8% 
of the total underwriting.

Higher premiums intermediat-
ed by insurance brokers resulted 
in a higher value of the income 
they obtained from brokerage, 
namely ron 164 million at the 
end of March, 10.17% more than 
in Q1/2011. The income from ne-
gotiating insurance contracts ac-
counts for 96.5% of this amount, 
namely ron 158.2 million, 9.8% 

Brokers’ Day

From potential to results

Doru FRuNZuLICA
Member of the 
ISC Council

Bogdan ANDRIESCu 
President UNSICAR

Valentin TuCA
General Manager,
AON Romania

Razvan PAVEL
General Manager,  
NETRISK Broker

more than the same period of last 
year.

Doru FrUnZULICa said that 
the brokers operating on the ro-
manian market should consider 
getting more income from risk 
inspections and claim settlement, 
which amounted to only ron 5.8 
million in the first quarter, namely 
3.5% of the total income.

Focus on quality, not on 
quantitative growth

I am not happy with the way 
things work, although the numbers 
indicate a higher mediation rate. 
We should not forget that we all 
live on this market and I am talking 
about insurance companies, bro-
kers, supervisory bodies and media. 
So the time has come to try and 
see the big picture. But if we really 
want, we can solve all these issues, 
underlined Bogdan anDrIeSCU, 
President of UnSICar.

Some of the problems high-
lighted by the president of UnSI-
Car are the fact that some insur-

Doru FRuNZuLICA
ISC Board Member
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ance companies do not 
pay the claims in due 
time and fail to meet 
their obligations to-
wards customers. This 
can be a direct conse-
quence of the low rates 
on the market.

Valentin TUCa, Gen-
eral Manager, aon ro-
mania, also mentioned 
the issue of pricing poli-
cies on the market. “The 

insurance market has experienced many 
changes and developments. However, we 
need to specify that the transaction compo-
nent is prevailing. I dare say there is no lon-
ger an insurance broker selection process, 

but only a selection 
of the insurance solu-
tion provided by them. 
Which considers only 
one element: the price”, 
stated Valentin TUCa.

The manager of aon 
romania pointed out 
the seemingly reduced 
role of insurance bro-
kers and the lack of the 
selection process in 
terms of their services. 
This can only impact us 
and have direct conse-

quences on recognizing the quality and im-
portance of our services in the future, despite 
the positive trend of the brokerage market. 
The insurance market is suffering and cannot 
support the current rates. We should avoid 
the trap of interpreting the market trends 
based exclusively on quantitative indica-
tors. We need to understand the basis of the 
growth, stated Valentin TUCa.

Iulius BuCSA: Soon enough, half 
the market will be mediated by 

brokers 
The experts attending 

FIar anticipate further 
growth of the broker-
age market, stating that 
soon enough the medi-
ations volume will reach 
a significant share in the 
total underwritings. 

Brokers will mediate 
half the market. But the 
financial impact of professional development 
is very high. I must say I am concerned about 
the individual agents who will gradually exit 
the market. This is why we need to be very 
careful about the legislative policies in the up-
coming period. We are also dealing with more 
fiscal requirements regarding the agents’ ac-

tivity and we need to find 
solutions that can help 
up maintain the insur-
ance coverage rate and 
the distribution network, 
stated Iulius BUCSa, 
Ceo, eUroInS.

While the consultancy 
activity was much less 
significant several years 
ago, it is now obvious 
that we are rapidly head-
ing towards a more pro-
fessional market. Such 

debates take us closer to the problems and 
the reality every day. We need to be on the 
same side and find sustainable solutions for 
the market together, added Gabriel oLTean, 
Deputy Sales Manager, oMnIaSIG.

Rates should be set by insurers, 
not by brokers

The rates issue is serious and insurers are 
responsible for setting the prices that can 
cover the risk. The decision belongs to the 
company, regardless of the pressure coming 

from the broker. Non-motor classes are be-
coming increasingly important. The market 
must be transparent and customers should 
understand the coverage they get and the 
price they need to pay, stated James GrInD-
LeY, Director General, CerTaSIG.

The fierce price competition, even 
among major brokers, is an issue 

We identified and re-
viewed the issues, which 
is good, but I think we 
should try to discuss 
some solutions, too. Ev-
erything we discussed 
– even the market trend, 
which depends on the 
economic situation and 
on what we do as a mar-
ket – is not entirely in our 
hands. We also need to 
focus on what we can do 
and what the economic 
context allows us to do, 
on what customers want. If we manage to put 
the issues into this context, we can also im-
prove the market, stated Cristian FUGaCIU, 
General Manager, MarSH romania.

He emphasized the issue of a very fierce 
competition on prices, even among large 
brokers that offer customized services. 
Whenever companies that take prices into 

a wrong direction, the 
supervisory commission 
should probably start 
a dialogue with these 
companies in order to 
see what they plan on 
the long term, how they 
intend to protect the 
interests of the insured 
and how they meet their 
contractual obligations, 
said the head of MarSH 
romania.

We have nothing 

against the lowest price. 
The issue is that a low 
price does not cover what 
the insurers commit to 
cover in their contractual 
obligations, said alexan-
dru aPoSToL, General 
Manager of MaXYGo 
Broker.

antonio SoUVan-
naSoUCK, Managing 
Partner, aSIGeST Broker 
agrees that the price is 
not an issue if the con-
tractual provisions are met, but thinks retail 
and corporate activities must be considered 
separately. Moreover, the aSIGeST leader 
states that it wouldn’t be a problem to see 
price pressure coming from the market, from 
actuarial calculations, but it artificially stems 
from completely different reasons: incurring 
minimum costs by lowering the commission 
and giving part of the commission to the final 
customer, especially in mandatory insurance, 
which should have the same price. Unfortu-
nately, the online and offline price pressure 
comes from granting discounts and favors.

Price pressure, particularly in the corporate 
sector, should come from underwriting, not 
from bargaining, as it happens at the mo-
ment. The commission can be discounted 
even in corporate brokerage and I think that 
the utmost concern should be a greater re-
spect and discipline on this market.

alexandru aPoSToL added that brokers 
insist on discussing the issues with UnIS-
Car, UnSar and ISC in order to help the 
market grow and improve customer satis-
faction. 
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Cristian FuGACIu
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MARSH Romania

Cristian BALANICA
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razvan PaVeL, neTrISK Broker: “online sales can-
not become profitable unless long term investments 
in start-ups become available”

Online sales cannot become profitable unless long 
term investments in start-ups become available. Such 
a business can generate profit in the first five years only 
through streamlined processes and cost control, sta-
ted razvan PaVeL, Director General, neTrISK Broker, 
owner of asigura.ro portal.

The seed capital for any business for online sales of 
insurance policies amounts to eUr 30,000 for the IT 
component and another approximately eUr 30,000 
for promoting the launch. Thus, the acquisition cost 
per visitor is ron 2, according to the research con-
ducted by neTrISK Broker.

on the other hand, only 3% of the visitors buy an 
insurance policy, which means a ron 67 cost per po-
licy. The operating costs amount to almost ron 20 
per policy, while the average commission is ron 60 
per policy. Thus, the aggregated loss for IT set-ups 
and 10,000 sold policies exceeds eUr 120,000.

The online market has yet to become a 
real source of income for brokers 

I don’t think the online market is spectacular at the 
moment. Maybe the growth will become more evident 
in the years to come and this field will become a treu 

business source, says Viorel VaSILe, Managing Part-
ner, SaFeTY Broker. Our portfolio is currently holding 
around 70% retail insurance policies, of which only 
1.2% are sold online. Of course, we can now start de-
bating on the meaning of online: whether it is about 
receiving orders alone or the actual card payment fol-
lowed by policy delivery, added Viorel VaSILe.

online insurance sales in romania are still in their 
infancy. However, although policies sold via specia-
lised websites account for just a small fraction of the 
total volume of underwritings, insurers and brokers 
seem ever more likely to turn to online solutions, as 
evidenced by the large number of websites dedica-
ted to selling insurance policies.

We all invest significant amounts of money in this 
sales method, although we cannot tell how it will de-
velop in the future. The online is just a parallel channel 
stemming from the desire to provide affordable and 
more convenient solutions to customers, commented 
Cristian BaLanICa, General Manager, PIraeUS Insu-
rance Broker.

It is a very expensive channel as source of business, 
at least for the following years. Our aim is to become as 
visible as possible on the online segment and offer the 
same added value we provide through conventional 
methods, clarified Victor Sraer, General Manager, 
oTTo Broker.

Online sales – at the beginning

mihaela CIRCU
GEOX Shoes

adriana PaNCIU
CLARKS Shoes

Oana RaDU
EPICA Shoes

FIAR on high heels
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2012 marks five full years of operational 
activity for the private pension market in 
romania. now in its sixth edition, the Pri-
vate Pension Day of FIar 2012 - International 
Insurance-reinsurance Forum, took this op-
portunity to focus on the evolution of this 
system at national level, as well as on the 
current priorities of the players working in 
this industry. The pension market has been ac-
tually operating for six years, since the official 
start of the system required one year of prepa-
ration, Mircea oanCea, President of CSSPP 
explained in the opening speech of the con-
ference.

Unable to attend the event due to her very 
busy schedule, the Minister of Labor, Mariana 
CaMPeanU, conveyed a brief message to the 
participants, on XPrIMM.TV, in support of 
the private pension system: I fully side with 
the market operators in everything they cur-
rently do to the benefit of the citizens. I wish 
for a safe future for each and every citizen. The 
existence of a state-secured and delivered sys-
tem is only natural, but its operating principle 
should resemble the private one. The evolu-
tion of the 2nd Pillar has been promising. It is 
a process that started well and has progressed 
equally well. I reviewed the return rates and I 
saw 15% returns during times of crisis, Mariana 
CaMPeanU, Minister of Labor, stated in ex-
clusive interview to XPrIMM.TV.

The functioning during these five years 
helped fill in the gaps to the more experienced 
countries in Central and Eastern Europe, turn-
ing the Romanian system into a benchmark. We 
have sound, well capitalized and experienced 
financial groups offering on the relevant mar-
ket products which are simple, integrated into 
a simple and easy to understand system. The 
product offering is baseline, lifting the burden 
of a difficult choice off the participants’ shoul-
ders, which is one of the strengths, added the 
President of CSSPP. To his mind, further diver-
sification would hinder the system.

Similarly, Mircea oanCea identified the 
excessively prudent legislation, namely the 

management costs for the 2nd Pillar – lower 
than in other countries or on other segments 
of the romanian financial market – as anoth-
er strength. “This system has no secrets. The 
market remains transparent. More than 90% 
of the information is provided free of charge”. 

Major political risk, reduced contributions, 
low income, the economic crisis, competition 
and low efficiency, absence of public debates, 
underdeveloped financial market, obsolete 
primary legislation or the lack of a govern-
mental awareness and education campaign 
targeting the population are just a few of the 
weaknesses of the system the CSSPP Presi-
dent identified.  

Fact and figures on the 3rd Pillar 5 
years after launch:

• 11 funds
• 271,000 participants
• net assets of RON 495 mil. (EUR 112 mil.)
• 7.8% average annual return since launch to 

date 

Facts and figures on the 2nd Pillar 4 
years after launch: 

• 9 funds
• 5.63 million participants 
• net assets of RON 7.5 billion (EUR 1.7 billion) 
• average annual return of 12% since launch 

to date 
• gross contributions of RON 6.45 billion RON  
• net investment gain of RON 1.05 billion 

The 5-year count of private pensions 

FIAR 2012: Welcome 
cocktail offered by AVUS

The Forum started on Sunday, with the first bilateral meetings and 
a Welcome Cocktail offerred by aVUS, Parter of FIar 2012. on this oc-
casion, the FIar participants enjoyed the first networking event which 
helped them define the list of future bilateral meetings.

“It is an honour to join the FIar participants – the International Insur-
ance- reinsurance Forum as the Welcome Cocktail Partner. each year 
that passes by brings to FIar more and more guests from all over the 
globe, a sign that FIar has become a hub of debate on insurance and 
reinsurance in this part of the world “, declared Ionel DIMa, Vicepresi-
dent, aVUS Group. 

“The publications of Media XPrIMM have also gained recognition 
worldwide for the quality of their content. My statement is supported 
by the fact that I saw them on various desks in Brussels, Vienna and 
elsewhere “, added Ionel DIMa.

GENERALI Pensii: 
The collection rate is 72%

The EU is more and more concerned 
with retirement provision

according to a survey con-
ducted by GeneraLI Pensii 
and presented at FIar 2012, 
the total value of expected 
contributions for the 2nd Pillar 
in December 2011 by the com-
pany exceeded 18.71 million. 
only 13.49 million of this total 
amount was actually collected, 
accounting for a 72% collection 
rate.

The survey also shows that 
while the market average ex-

pected contributions number per participant was 37, 
the average collected contributions number was only 

27. The most worring aspect is that the worst collection 
rate refers to the young generation. We have many cases 
of participants younger than 35 years who have received 
less than 10 contributions although they have joined the 
system in 2008 or 2009, revealed Ioan VreMe, Ceo Gen-
eraLI Pensii.

The potential solution for improving the low collec-
tion rate could be overcoming the crisis, reducing the un-
derground economy, improving the employers’ discipline, 
informing the participants and enhancing the informa-
tion exchange among the players of the general pension 
system (employers, participants, CNPP, CSSPP, managers, 
the Tax Administration Authority), stated Ioan VreMe at 
FIar 2012.

“The collapse of Lehman Brothers, 
the sovereign debt crisis, in the euro-
zone especially as well as the aging of 
the population may adversely impact 
the retirement provision”, stated Jens 
TInGa, Legal advisor of eFrP – euro-
pean Federation of retirement Pro-
vision – on the Private Pension Day. 
The european Federation represents 
european pensions funds managing 
assets of eUr 3.7 billion. 

according to Jens TInGa, europe 
expects the private pension systems 
to take the lion’s share in all Mem-
ber States. “a White Paper setting 
the european Commission agenda 

on private pension has already been 
published”. The official also added 
that the purpose of the White Paper 
published on February 16th, 2012, is 
to keep pensions “sustainable, safe 
and adequate”. 

The White Paper presents 20 three-
folded proposals:  

• reforming the labor market by 
balancing time spent in work and re-
tirement 

• developing complementary pri-
vate retirement saving 

• publishing two reports: 2012 Age-
ing report and Pension adequacy 
report.

Ioan VREME 
CEO  
GENERALI Pensii

Jens TINGA  
Legal Advisor 
EFRP
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Today on XPRIMM TV

Viorel VASILE, General Manager, SAFETY 
Broker 
Razvan PAVEL, General Manager, NETRISK 
Broker 
Victor SRAER, General Manager, OTTO Broker 
Alexandru CIuNCAN, Managing Partner, 
Media XPRIMM

Viorel VaSILe: Online sales must be 
governed by a minimum set of rules. 
First, brokers selling online must an-
nounce their partnering insurance 
companies. 

razvan PaVeL: The online market 
of insurance sales is barely starting. 
In Romania, the online segment ac-
counts for only 2% to 4% of the total 
sales at the moment, while online 
sales in Hungary, for instance, ac-
count for over 50% of the total...

Victor Sraer: Online sales run the 
main risk of having the focus shift 
on price, exclusively. The online also 
threatens to misrepresent the ac-
tual product because the customer 
chooses on price criteria alone. Great 
Britain is facing this situation as well, 
as 80% of the retail sales are done in 
the online environment. 

Guests:
Doru Claudian FRuNZuLICA, ISC Board 
Member 
Bogdan ANDRIESCu, President, uNSICAR
Valentin TuCA, Country Manager, AON 
Romania
Vlad PANCIu, Manager, XPRIMM TV

Doru Claudian FrUnZULICa: 
Given the new European regula-

tions that will come into force on 
January 1st 2014 – Solvency II – the 
ISC has considered a two-tier pruden-
tial supervision. The actual reason is 
that a small-sized broker runs differ-
ent systemic risks than a broker with 
a higher mediation volume.

Bogdan anDrIeSCU: We have a 
very good and productive collabora-
tion with the ISC, the most significant 
amendments being brought to regu-
lations regarding the MLM system 
and the extension of the deadline for 
transferring the premiums from 5 to 
15 days.

Valentin TUCa: We see a con-
structive attitude of ISC towards the 
brokers’ problems, which rules out 
a source of unnecessary and useless 
stress. Thus, we can focus on the cus-
tomer.

Guests:
Radu MANOLIu, Deputy General Manager, 
CREDIT Europe Asigurari
Alexandru APOSTOL, General Manager, 
MAXYGO Broker de Asigurare
Octavian TATOMIRESCu, General Manager, 
CAMPION Broker

radu ManoLIU: An increasingly 
higher number of brokers with wide-
spread distribution networks have 
now developed or implemented pro-
prietary IT applications, for online 
sales as well, while more and more 
brokers resort to IT platform inter-
linked with the insurers’ IT systems 
or applications for policy issuing and 
handling.

alexandru aPoSToL: Customers 
everywhere want a low price and 
Romania is no exception. But the 
question is how much can the price 
decrease and still be able to cover 
the contract commitments regarding 
the claims. The ethics are overtaken 
by the commercial aspect when it 
comes to market share or cash needs. 
A certain deontology has started to 
take shape in this field, which is only 
natural after several years.

octavian TaToMIreSCU: I think 
we should all join forces towards find-
ing solutions. We should also keep in 
mind that the market is not made 
solely of customers who want a low 
price: there are also customers who 
aim for quality.

Guests: 
Cristian BALANICA, General Manager, 
PIRAEuS Insurance Broker
Cristian FuGACIu, Country Manager, MARSH 
Broker
Vlad PANCIu, Manager, XPRIMM TV

Cristian BaLanICa: Every one of 
us is responsible for finding those 
niches, those particular sectors of 
the economy that might become a 
winning card.

Cristian FUGaCIU: In a decreasing 
market, we avoided a decline similar 
to the one that our competition 
experienced by adjusting our strategy 
when the financial crisis began, 
focusing on other types of insurance 
instead of motor, related mainly to 
leasing.

Guests:
Mircea OANCEA, President of CSSPP – Private 
Pension System Supervisory Commission
Cornelia COMAN, President, Romanian 
Association for Privately-Managed Pensions

Mircea oanCea – We compared 
pensions to a five-year old child. 
Thus, just like a child who wants to 
grow up, the pension market needs to 
learn how to fight potential diseases 
or problems it might face. He will be-
come an adult at around 25 and will 
produce the expected results. 

Cornelia CoMan – We need to 
consider the system in a European 
context, as well. Despite the very dif-
ficult conditions, we believe the pri-
vate pension system is a successful, 
sound system with well capitalized 
companies which, fortunately, was 
not deeply affected in Central and 
Eastern Europe. The pensions in Ro-
mania coped well with the challeng-
es… Hungary is the most notable 
case where the system was affected 
and where pensions were eventually 
nationalized. 

Online sales – the future of 
insurance intermediation?

The insurance brokerage 
market in 2012 - 
challenges

Main issues and potential 
solutions for the brokerage 
market

Improvements in the 
customer – broker – 
insurer relation

The pension system 
a priority for Romania
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