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Ag e n d a. Munich Re Group

» Pressure from many directions

= The Prisma of Halal Industry Objectives
= Porter’s Big Five Applied

= A Survival Strategy

= An Example
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Pressure from many directions Munich Re Group

- Time Time to achieve
ressure critical size
(market power)

LONG

Curse of

Curse of Market
Conversion Takaful strong growth Pressure
Costs IndUStry promiseS

Time until loss of

reputation “It takes 20 years to build a
SHORT  reputation and 5 minutes to
ruin it.”
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The Prisma of Halal Industry Objectives Munich Re Group

Halal Risk

Screening  Productive, ethical,
ecological

Premium
provider

Pricing
Differentiation
—Prioritisation

Clean, fair, transp Achi t
chlievemen

arent
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Mutuality Wordings

Takaful Model
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Porters Big Five applied to Shari’a Sealing Munich Re Group

Pressures and Leeways

+ Increases Market Weight

New (Takaful) | | :
Entrants + Increases Innovation
- Increases Race for Volume
Suppliers: (Conventional) Buyers
Brokers Competition
Reinsurers
- Shifting efforts + New Buyers support Takaful
- Cost of Knowledge _ + Some Pricing Leeway
o _ Substitutes
- Optimized conventional (Pseudo-
processes (off-the-mill) Takaful)

- See race for volume
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COﬂClUSlOﬂ. Munich Re Group
A Survival Strategy until Maturity

1. New entrants are allies

2. Buyers are your friends. Do marketing (Premium Provider)

3. Win the Suppliers over, by

- Creating Standardised Processes (“off the mill”)
- Developing Standard Wordings

- Solve the Halal screening issue (risk categories, thresholds)
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Facultative Placements and Acceptances

1. Provide “positive list” of occupancies

2. Agree on “negative lists” and thresholds (country-wide)
3. Choose and educate distribution partners

4. Optional: create industry-owned distribution channels

5. Work and Wait
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Munich Re Retakaful at a glance:

- The firet farsign retakaful operator established
in Malaysia

- Cormposite licence for family and gene ral
retakaful business

- Munich Re's Global Retakaful Hub and Centre
of {(ReiTakaful Compstence geared to suppaort
takaful op=rators intheir effort to achisve regio-
nal and international expansion

— Excellent A&- ivery strong) financial strength
rating by Standard & Poor's

- Munich Re Retakaful acts as & wakeel and
engures risk-adaguate pricing and compliance
with Munich Res underwriting and claims-
handling guidslines

- Transparent contract tenms, in particularin
respact of wakalah fee, surplus sharing and
gard hasan

- Lewel of ssrvics and technical assistance Munich
Re iz knowwn for, but tailored to takaful operators

- Intemational Shari‘ah Board ensuring glo bal
Shari‘ah compliance

- We see advice for Shariah compliance as a
chance forinnovation, not as a limitation

Our vigion: We strive to combine
Munich Re's first-class financial
strengths and technical expertise
with a profound understanding of
lzlamic economics and takaful
techniques.
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