EMPOWER
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v Direct channels — Employees of the I
insurance company sell the products or direct ‘l_l'
marketing techniques are used to promote

sales

v Indirect channels — Intermediaries paid by the
insurer promote and sell cover on the

insurer's behalf

/' Brochure sites
v/ Webform sites
V' Interactive sites
/" Full service

/' Extranet sites
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THE INTERNET

Insurance checklists
Statement of fact

OBTAINING Scheme underwriters
MATERIAL Meetings with the client
INFORMATION Surveys
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y The internet

v General questions
v Specific questions

PROPOSAL
FORMS

LEARNING OUTCOME 3 v Physical hazards: Relate to the

KNOW HOW physical characteristics of the risk
PACKAGED HAZARDS v Moral hazards: Relate to the human
COMMERCIAL aspects that may influence the
INSURANCES ARE outcome of the risk

ARRANGED

v~ Consumers: Duty to take care not to
make a misrepresentation

v~ Commercial customers: Duty of fair
presentation of the risk

v Advertising
v Publicity
v" Company sales staff
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