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Confidentiality Notice:
This presentation contains confidential and proprietary information of GIA. It is intended solely for the designated recipients and may not 

be disclosed, distributed, or reproduced, in whole or in part, without prior written permission from GIA. Any unauthorised use or disclosure 

of this material is strictly prohibited.

Organised by: In collaboration with:

Pre-Briefing for GAIP 
Insurance Innovation 
Competition 2026

13 April 2026, 7.30pm



Welcome Message

Dickson Wong, Director, GAIP



Introduction and logistics

Prof Joey Zhou
Nanyang Business School



2023 Competition
Uni Cohort: Singapore

2024 Competition
Uni Cohort: ASEAN
Pre-U Cohort: Singapore

2025 Competition
Uni Cohort: APAC
Pre-U Cohort: Singapore

Insurance Innovation
via Artificial Intelligence

Insurance Innovation 
in Gigs Economy

Insurance Innovation 
for Risk Resilience

2026 Competition
Uni Cohort: Global
Pre-U Cohort: Singapore

Insurance Innovation - 
Transforming Insurance 

Through Buyer Behaviours

Evolution of the competition



Grand Final: 10 Uni Teams at NTU Campus in Aug 2025

Uni Team:
463 teams and 1,616 students 
from 10 regions across APAC

Pre-U Team: 
50 High-School 

Teams in Singapore

Show Case – 2025 Competition



11 Jul 2025

a. Short Listed Teams: 6 Uni Teams and 6 Pre-U Teams 
(12 June) from 100+ teams

b. Mentors: Finalists work with a mentor to further 
develop their proposals     (Physical session at the 
end of June)

c. Presentation Format: The local final round involves 
face-to-face presentations to judges at NTU (11 Jul 
2025)

Singapore Final 2025



Local Final with our international 

partners/hosts in 2025

1. Australia: University of Melbourne

2. China: Fudan University

3. Hong Kong: Hong Kong University

4. Indonesia: Institut Teknologi Bandung

5. Japan: Keio University

6. Taiwan: National Chengchi University

7. Singapore: Nanyang Technological University

8. South Korea: Seoul National University and Pohang 
University of Science and Technology

9. Thailand: Chulalongkorn University

10. Vietnam: University of Economics Ho Chi Minh City



Global Final 2025
• Pre-competition Study Trip on 14 Aug 2025: Visit to the 

Monetary Authority of Singapore (MAS) and Gardens by 
the Bay

• Pre-competition Seminar on 15 Aug (AM): Dynamics of 
Risk Landscape - Increasing Importance of Insurance

• Competition and Celebration 15 Aug (PM)



Theme: Transforming Insurance Through 

Buyer Behaviour

Prelim Round Submission:

• Deadline 14 May 11:59 PM (SGT)

Finalists Announcement:

• Date: 2 June
• 6 Uni teams and 6 Pre-U teams

Mentorship Session:
• Compulsory for the selected teams
• On 19 June: 3 hours in CBD area after 

Office hour

Final for Singapore Round:

• 20 Jul afternoon in NTU Campus

Grand Final of Global Round 

(for Uni Cohort only)
• 21 Aug afternoon and night
• NTU Campus

2026 Competitions



Prelim Round Submission

a. Submission Deadline: 14 May 2026 11:59 PM 
(SGT)

b. Page Limit: It should not exceed 2 slides 
(PowerPoint), summarising your analysis, 
strategy, and recommendations. An optional 
appendix no longer than 5 slides (PowerPoint)

c. Clarity: The slide deck should present the 
main ideas of the proposal clearly

d. Original Work: The content must be the 
original work of the team members

e. Source Citations: Properly cite sources using 
a generally accepted citation system

• Analysis: Setting up a problem statement, analysing the issue, and 
understanding the depth of the proposal, including the identification of key 
issues, opportunities, and challenges within the insurance sector

• Creativity and Innovation: The originality and creativity of the proposed 
solutions

• Feasibility and Implementation: The practicality and potential impact of the 
solutions, including considerations of how they could be implemented in a 
real-world context.

• Presentation and Communication: The clarity, structure, and effectiveness 
of the slide deck and appendix

Section Maximum Points

Analysis 20

Creativity and Innovation 20

Feasibility and Implementation 10

Presentation and Communication 10

Total 60

Submission Requirement Evaluation Criteria



Mentorship: Finalists work with a mentor to further develop 

their proposals

Mentorship Day: 19 Jun 2026 (Friday Evening)

Singapore Final Presentation: The local final round involves 

face-to-face presentations to judges

Competition Day: 20 Jul 2026 (Monday afternoon and evening)

Singapore Final 
(Pre-U and Uni Cohort)

Global Final (Uni Cohort)

Pre-competition day: 20 Aug 2026 (Thursday afternoon)

Competition day: 21 Aug 2026 (Friday afternoon and evening)



Friendships and Networks Built Here Extend Beyond the Competition
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Insurance Sector 
Sharing

Mr Ho Kai Weng

Chief Executive, GIA

Mr Chan Wai Kit

Chief Executive, LIA

Presented by
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Problem Statement 

Many customers don’t go out to buy insurance actively. A common view is that insurance is 
sold, not bought. One result of this is the protection gap. 

How do you make customers1 see that insurance is a valuable thing worth buying, and 
thus make an active and conscious choice to buy insurance? 

Insurance Buyer Behaviour 
and Protection Gap

1 The term ‘customers’ refers broadly to all entities that buy insurance, including individuals, businesses, and government organisations.
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Your solutions must:

Expectations for Proposed Solutions

Define the target segment clearly, including the country or market being addressed, specific 

population segment, and products or product groups.

Be practical and feasible, showing how the solution can realistically be implemented by insurance 

sector.

Innovate beyond traditional approaches used by the insurance business such as those in the 

section “Selling Insurance Today”.

Show a strong understanding of buyer behavior, explaining why customers

• choose to buy insurance, 

• choose not to buy insurance, and 

• choose to buy other goods and services.
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To succeed, you must spend time and effort to understand 

1. the insurance business and 

2. buyer behaviour

Then consider how you would 

make customers see that insurance is a valuable thing worth buying, 

and thus make an active and conscious choice to buy insurance

Why does your solution work in the insurance business?

How does your solution match the scoring criteria?

Understand your challenge and your solution
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Insurance is the business of providing capital, like banking and capital markets

Your case booklet gives an overview of the insurance business and how it is bought and sold

Main benefits of insurance 

• rebuild lives and property (if you make a claim)

• enable lives and businesses (benefit when you buy, no need to make a claim)

Ask yourself 

• How is insurance different from other goods or services? Examples: 

• Insurance is about dealing with uncertainty

• You buy it and hope you never have to use it 

• Sometimes when you want to buy, the insurer may not want to sell to you 

• How is it the same as other goods or services? 

Understand the insurance business
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Most trades happen when a buyer believes that 

the value they receive for the item >= the price they pay for it

• Value can be many things to different people

• Value can be left brained, right brained, or both

When do customers want and choose to buy insurance? 

Why do customers choose to buy some types of insurance > others? 

When do customers want and choose to buy other products and services? 

Ask yourself: Why do you or your peers choose to buy an item over competing ones? 

Understand the buyer behaviour
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Answer the question: How do you make customers see that insurance is a valuable thing 
worth buying, and thus make an active and conscious choice to buy insurance? 

Go beyond what has been used in the insurance business

What lessons can you learn from other businesses? 

Which ones can you use here?

You know how you and your peers buy goods and services. How do you use your 
understanding of buyers like you to design your solution? 

Which insurance business segments or customers is your solution for?

Apply your solution to insurance
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Life insurance focuses on protecting individuals and their loved ones from financial hardships caused by 
unexpected life events such as death, disability, health or critical illness.

In addition to income replacement and financial protection, life insurance encourages long-term financial 
planning, supporting goals like retirement savings, education funding, and wealth transfer. These includes:

Life Insurance

Health insurances are offered by both life and general insurers. Long term health insurance policies of more than 5 years can only be offered by life insurers.

Whole Life 

Insurance

Term 

Insurance
Endowment 

Insurance Health 

Insurance

Life Annuity Investment-

Linked Insurance

Universal Life 

Insurance

Critical Illness Insurance

Medical Expenses Insurance which may include 

Hospital & Surgical Insurance, Hospital Income 

Plans, Major Medical Insurance

Disability Income

Long Term Care
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General insurance addresses a wide spectrum of non-life risks, insuring assets and liabilities, enabling 
growth for individuals and businesses alike. These includes:

General (non-life) Insurance

Health insurances are offered by both life and general insurers. Long term health insurance policies of more than 5 years can only be offered by life insurers.

Health 

Insurance

Motor 

Insurance
Property 

Insurance

Employers’ 

Liability 

Insurance

Public and 

Product Liability 

Insurance

Political Risk 

Insurance

Aviation 

Insurance

Marine 

Insurance

Travel 

Insurance

Cyber 

Insurance

Professional 

Liability 

Insurance

Credit 

Insurance

Construction & 

Engineering 

Insurance
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Q&A
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