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Country News: Switzerland 
AXA Switzerland Transforms its Group Life Business,  
Creating Additional Value for its Customers and Shareholders

Background

Ongoing low interest rates in recent years and strong 
regulatory requirements in Switzerland have resulted 
in full-value insurance becoming increasingly lower 
value for money for corporate clients and their 
employees. Swiss life insurers who offer full-value 
insurance must maintain capital coverage for their 
entire pension obligations, including the minimum 
interest guarantees. This framework necessitates a 
very cautious investment strategy, leading to lower 
investment return opportunities for its clients’ 
employees, as compared to the semi-autonomous 
model.

In April 2018, AXA Switzerland, the largest insurer 
of Small to Medium Enterprises (SMEs) in the 
Swiss market, announced that they entered into 
an agreement with its main occupational benefits 
foundations (“Foundations”) to convert their business 
model from a full-value insurance model to the more 
attractive and more flexible semi-autonomous model 
by the end of 2018. 

AXA Switzerland has been successfully offering new 
semi-autonomous solutions for some time, and these 
now represent around 60% of its new occupational 
benefits insurance business. With the transformation, 
AXA Switzerland will become the largest provider of 
semi-autonomous solutions for SMEs in Switzerland. 
AXA Switzerland will be focusing on restoring growth 
to occupational benefits insurance and remaining a 
strong partner of Swiss SMEs into the future.

Beginning 2019, under the semi-autonomous model, 
death and disability provisions and administration 
services will continue to be covered by AXA, while 
the responsibility of asset allocation and investment 
returns to policyholders will be with the Foundations. 
AXA Group, as a globally renowned asset manager, 
will continue to offer investment management 
services to the Foundations.

The new pensions strategy is a key step forward in 
order to strengthen business in occupational benefits 
insurance as well as the broader 3-pillar system.

Definitions

Semi-Autonomous Model

Contract covering death and disability 
benefits, and administration services. Savings 
element is included in an asset management 
arrangement.

Occupational Benefits Foundations

Collective group pension schemes, which are 
managed by an independent board. 

Full Value Insurance

Contract covering the whole offer: 
guaranteed savings and annuity benefits, 
death and disability benefits, and 
administration services with guaranteed 
interest.

Full Value Insurance vs.  
Semi-Autonomous Solutions:  
A Comparison

Full Value Insurance

•  Full-value insurance is governed by the regulator's 
prescribed risk models and the Insurance 
Supervision Act.

•  Models/legislation result in limitations and 
investment risks having to be backed by capital,

•  Low interest rate environment is a challenge 

•  Accounting / regulatory requirements impact the 
weighting of the asset classes.

•  Earnings from investments must be shared 
between the shareholders and the insured.

Semi-Autonomous Model

•  Accumulation of a fluctuation reserve.

•  Flexible and market-oriented long term investment 
strategy 

•  Financial and structural risk capacity key for the 
definition of the investment strategy

•  Fewer restrictions in asset classes due to less 
limited statutory requirements 

•  Possibility of restructuring measures available

•  100% of investment income remains with the 
foundation

How Does This Impact the 
Subsidiary (Employer and 
Employees)?

•  AXA will transfer most of its in-force General 
Account Reserves (ca. 31 bln CHF or ca. 26 bln 
EUR) backing the pre-retirement savings benefits 
in its Group Life portfolio to the Foundations. 
This transfer includes ca. 3.5 BLN CHF (ca. 3 bln 
EUR) of excess reserves to enable a sustainable 
risk carrying capacity of the Foundations (coverage 
ratio of 111% as of FY17).

•  Existing retirement pensions in payment and 
surviving pensioners remain insured with AXA on 
unchanged terms. The foundation can therefore 
start without current retirement pensions – which 
gives an enormous boost to its structural risk 
capacity.

•  Earnings opportunities for the customers will 
improve considerably in a market comparison.

•  Future retirement and survivors' pension reserves 
are security-oriented.

•  This results in:

 -  Reduction in risk premiums (on average a  
20-30% reduction is expected)

 -  Higher investment returns resulting in 
attractive old age benefits (20% higher 
pensions expected)
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For more information, please contact your IGP Account Manager or...
AXA Switzerland 
Ms. Yvonne Eggmann 
T +41 58 215 51 14   |   E yvonne.eggmann@axa.ch 
W www.axa.ch

What is the Impact on  
IGP Pooled Contracts?

AXA Switzerland has provided an offer to all 
subsidiaries that currently have a Full Value Insurance 
to move to the semi-autonomous solution, including 
details of the new (reduced) risk premium. A 
decision needs to be made by November 30 to be 
implemented per January 1, 2019.

Due to the separation between the risk and the 
pension, only the risk element will remain poolable 
in IGP. As only risk premiums will continue to be 
reported in addition to the reduced risk premiums 
under the semi-autonomous model, IGP clients that 
currently have Swiss plans included in their pooling 
or captive arrangement, will see a decline in poolable 
premiums. Upon request, we can continue to report 
on the savings benefits for information purposes only. 

Country News: Switzerland 
AXA Switzerland Transform its Group Life Business,  
Creating Additional Value for its Customers and Shareholders

Should you have any questions about your Swiss 
pooled plan, please contact your IGP Account 
Manager.

AXA Switzerland:  
Your Best Choice

•  As one of the world's largest asset managers, AXA 
Switzerland offers their customers a higher yield, 
professionalism, and global investments in various 
investment vehicles. Thanks to low investment 
costs and a high level of know-how, you are in 
good hands with AXA Switzerland.

•  As the largest provider of semi-autonomous 
solutions, both existing customers and new 
customers benefit from a very stable coverage 
ratio. Right from the start, the new solution has a 
comfortable fluctuation reserve, a good coverage 
ratio and hence a good risk capacity.

•  Both customer and broker surveys as well as 
external market comparisons have shown a 
very high level of satisfaction for years as well as 
consistently good results in the service area. 

•  Security remains AXA Switzerland’s focus. A good 
coverage ratio combined with a low technical 
interest rate in a market comparison guarantees 
the foundation's long-term stability. 

•  Today, AXA Switzerland already manages CHF 
100 bn of invested assets. It is supported by 
AXA Investment Managers, a subsidiary of the 
AXA Group, which is one of the world's ten 
biggest investment specialists. As an insurer, AXA 
has a sound understanding of the liabilities and, 
with the AXA Group, provides correspondingly 
comprehensive ALM models.

AXA Switzerland:  
Some Facts and Figures

•  IGP Network Partner since 2003

•  Leader in the Swiss insurance market:
 -  Insures about 40 % of the companies in 

Switzerland 
 -  Has 1.89 million customers 
 -  Generated business volume of CHF 10.8 

billion in 2017 
 -  Offers its customers 91 products providing 

comprehensive financial security 
 -  Is the only Swiss insurance company with its 

own accident research center and has been 
promoting safety in road traffic for many years 

•  Broad range of products for corporate & private 
clients - Including personal, property and liability 
insurance solutions, health insurance, as well as 
customized life, pension and investment products. 

•  Occupational employee benefits - Top 2 market 
leader in the provision of occupational benefits 
schemes for small, medium and large companies. 

•  Online client service - Web-based administration 
tool for corporate employee benefits clients. You 
can access the forms you need, call up information 
on contracts and insured persons, or transmit 
changes to the data directly.
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‘A pooling network is fundamentally a service 

company that opens doors to local services and 

insurance carriers all over the world, collects data, 

and provides analysis and intelligence to its clients.’

MD

‘Pooling is of great value for the majority of 

multinational firms, great or small, whether 

they realize it or not at this time. Of course, the 

international dividend is always very important. It 

guarantees that the client pays a fair price and 

the risk carrier keeps a fair margin at the same 

time. This is how a strong, steady, and mutually 

beneficial business relationship can be built. 

On top of a fair price for both parties, services 

such as financial sustainability, compliance, 

data and information, and global benchmarking 

are gaining ever greater importance’

LB

Markets In 2018 
a PosItIon PaPer

source: Global benefIts VIsIon - Issue 32

P lInG

CChief executives of the multinational pooling networks meet from time to time 

to discuss general industry trends, and recent discussions focused on the future of 

multinational pooling and how to grow the market for global solutions offered by the 

multinational networks. While the structure and focus areas vary between the networks, 

there was consensus on a number of issues relating to the current state of the market.

Multinational pooling has existed for more than 50 
years, resulting from the need to provide multinational 
corporations (MNCs) with global coordination 
services for their local employee benefits and a 
means of controlling costs. Employee benefits remain 
attached to each local jurisdiction for regulatory, legal, 
compliance, tax, social, or servicing considerations, 
resulting in a high degree of complexity that pooling 
networks and global advisers help address.

Global brokers and consultants have, over the years, 
taken the initiative to stimulate changes to the basic 
product to cover different risk management appetites, 
cultures or needs of MNCs. The networks applaud 
these initiatives and have enhanced their product 
ranges to cater for different needs by adapting a 
traditional product for more sophisticated funding and 
servicing solutions.

But the demand has changed – especially in the last 15 
years –from “basic pooling” to continued enhancement 
of pooling solutions, and captive reinsurance for a 
select number of larger and more centrally-managed 
companies. Global pricing has also evolved for an even 
smaller pool of larger companies that have the power 
to influence their subsidiaries’ buying decisions. Pooling 
remains a preferred solution for many multinational 
companies.

Participants:
Peter de Vries, IGP
Roland de Crombrugghe, AIG GBN 
Ludovic Bayard, GEB
Morten Unneberg, Insurope 
Mauro Dugulin, MAXIS
Michael Hansen, Swiss Life
Wendy Liu, Zurich Global Employee Benefits Solutions

https://www.global-benefits-vision.com
https://www.global-benefits-vision.com
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MNCs

Multinational 
Corporations

The market has also seen the emergence of 
new requirements from MNCs. For example, 
clients demand more detailed and more 
frequent data and detailed claims information, 
as well as timely quarterly reporting. Another 
important development is the desire to 
reduce global employee benefits costs through 
advanced analytics, wellness programs, and 
other risk mitigation techniques. Finally, online 
access to digitized information, tailored for HR 
departments, employees and dependents, is fast 
becoming prevalent via smartphones, tablets, 
PCs and apps. 

The number of MNCs actively engaged in global 
agreements of any sort has remained essentially 
stable for the last couple of decades with 
CAGR of 2% over the last 15 years There aren’t 
enough new companies entering the market.

It’s fair to say that the advisor community, as 
well as the networks, could have been more 
focused on expansion of the market, by raising 
awareness of pooling and education of the 
market. Attention has been concentrated on 
the same group of 500 or so MNCs. and trying 
to optimize something that already exists. 
This reduces margins for insurance providers, 
multinational networks and their partners, by 
just moving business from one provider to 
another when the real wins come from a larger 
market, thus affording more potential to invest 
in the future for the provision of data, reporting 
and service.

Contrasting with past practice, the 
networks need to work with the 

consultants to raise awareness of pooling 
and the benefits it offers to MNCs in 
order to expand the market beyond 

existing multinational pooling customers. 

‘Pooling as a product within AIG has advanced 

and become more standardized in recent 

years; we see a trend towards more global 

underwriting and captives that are very much 

bespoke solutions. But whatever the product may 

be, there is strong client demand for detailed 

information about the underlying risks, both 

in terms of claims details and frequency.’ 

RdC 

‘The focus has shifted from the dividend, which 

is still there but is becoming less important in 

relative terms, whereas data, information, and 

insight has become the name of the game.’ 

PdV 

‘… we as an industry must focus more on 

brand new business, as opposed to fighting 

over the existing user base in order to expand 

the market for multinational pooling solutions 

to a wider segment of the market.’ 

MU 

‘… the entire pooling industry, along with 

the large brokers and consultants, have chased 

the same list of large multinational clients 

and prospects, year after year. With more 

than 50 years of experience and valuable 

data collected from all over the world, services 

from global networks add a lot of value 

also to smaller multinational companies. 

We can contribute with much more than 

performing “network searches” and sharing 

information of existing client relationships.’

MH

While optimization and synergies are healthy, 
there is only so much that can be achieved if 
the potential group of “buyers” does not grow. 
Providers continue to be pressured to lower 
costs, resulting in reduced administrative fees 
and lower technical margins. The degree to 
which a multinational arrangement needs to 
be profitable for the provider depends on the 
structure of the network, but certainly, such 
an arrangement needs to be sustainable in the 
medium to long term.

There is a need to challenge those who 
promote the belief that insurers are retaining 
huge profits that MNCs leave on the table. 
While this may have been the case several 
decades ago, due to tariff rate countries and a 
lack of global coordination, it is by no means 
the case today. Local premiums being paid by 
those MNCs’ subsidiaries (of companies that 
are already clients) have reduced over the years, 
meaning that the returns that can be achieved 
through a global program have been reduced 
and to a large extent been translated into a 
reduction of the up-front cost. Combining 
coverages internationally certainly continues to 
deliver further savings, but there’s a limit to how 
much can be achieved.

All global networks strongly believe that service, 
coordination and reporting should be valued 
as equally important as financial savings in a 
world where data and reporting is the key to 
understanding and managing one’s assets. This, 
however, comes at a price. 

Considerable resources are brought into play 
by the pooling networks, such as licensing 
to operate in full compliance with local laws 
and regulations in 100+ countries, general 
expenses required to fund a skilled international 
workforce and invest in new IT & technology, 
dedicating capital to fund a global activity that 
is acknowledging drastic changes impacting 
its business model (longevity, stress at work, 

’After several decades, multinational pooling 

is quite mature as a product. However, for many 

customers that are highly decentralized, pooling 

products need to evolve and innovate. In general, 

pooling calculations are viewed as complicated 

and must be simplified if we are to address new 

client segments that may not be prepared to 

invest in highly specialized resources or expertise’. 

WL 

’Of course, dividend rates have diminished 

from 25-30% in the 1970s to around 10% 

today, but year after year, 99% of our clients 

carry on with pooling , and they do so because  

they still see the value in pooling, both the 

financial value and the other benefits pooling 

offers like high limits without medical evidence 

and  of data, coordination services, amongst 

other. Also, lower dividends in the majority of 

cases do not translate into higher cost because 

the upfront cost is often lower.  We also see an 

increased interest from smaller and mid-size 

companies to start pooling arrangements’ 

MU 

’Maybe it is also a question about how 

“pooling” is actually defined or what it brings in 

addition. Is it just about dividends and reporting, 

absolutely not! I believe that the majority of 

the pooling clients value expertise, advice 

and the relationship with their network much 

more than the potential financial benefits’. 

MH

https://www.global-benefits-vision.com
https://www.global-benefits-vision.com
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pandemic risk, terrorism, climate change, cyber 
risks …). These are things that should be 
appreciated as necessities and as added value, 
rather than seen – as is too often the case –                                
as “frictional costs”.

The networks believe that the community 
of insurers, global networks, and advisors, 
needs to focus their attention on growing the 
demand from MNCs that have not yet given 
adequate attention to managing the financing 
of the employee benefits coverages of their 
subsidiaries around the world. They believe that 
this is where the most meaningful savings can 
be achieved.

This is not to say that existing clients of the 
Multinational Networks do not have more 
work to do. There is certainly a lot of scope 
for additional savings there, but this is primarily 
in addressing the coverages that are not yet 
participating in any international arrangement, 
rather than moving business from one network 
to another. 

The Long-Term View

The networks envision a truly three-way 
partnership, rather than individually seeking out 
quick wins for the short term. To that extent, 
they see that partnership as an arrangement 
that fits the needs and objectives of each of the 
stakeholders:

• Clients (MNC parent organizations + 
subsidiaries + employees/plan members)

• Insurers and global networks

• Advisors

In fact, addressing new requirements from 
MNCs can hardly be achieved outside of a 
partnership approach. 

For example, the demand for more detailed 
and frequent data requires MNCs to choose 
insurance suppliers capable of transmitting 
detailed claims information promptly; advisors 
and global networks to make the data available 
in a coherent manner, enabling analysis and 
making recommendations; and insurers to settle 
claims with minimal delays. For an information 
system to work well, it needs to be designed in 
partnership, always keeping the MNCs’ ultimate 
goals in mind.

Another illustration of the importance of 
working as partners lies in the control of 
medical costs which requires advanced analytics 
to understand what is going on, tailored 
communications to help shape employees’      
and employers’ expectations and actions, and 
wellness programs to influence individual health 
behaviors. All these components must work 
together in order to reach desired outcomes 
and this is best achieved through partnerships 
where responsibilities are apportioned in the 
most efficient way.

In addition, employers and employees alike 
have a strong dislike for having to access 
a multitude of applications or websites to 
get hold of information pertaining to their 
employee benefits plans. Running a common 
information platform requires working together 
in a partnership that includes the MNC, the 
advisors, the TPAs, the insurance carriers, and 
the networks.

As the networks see it, pooling can continue to 
grow on the back of new large multinationals 
from Asia and Latin America and by developing 
the middle market in the USA and Europe. 
This requires investing in educating market 
participants – in particular intermediaries and 
HR leadership.

After fifty years of service, one thing is 
certain: insuring risk requires proper pricing 

’The industry is likely to see greater 

consolidation since success in the future 

requires investments and commitment 

on the part of network owners.’ 

MD 

‘Consolidation in the insurance industry 

continues unabated and that – along with 

changes in corporate strategies – may result 

in the disappearance of the unsustainably 

unprofitable networks and/or in mergers, 

reducing the breadth of the market.’ 

PdV 

‘Unsurprisingly, with lower pooling dividend 

rates and increasing governance and 

compliance requirements, the dividends/

savings argument, whilst still dominant, is 

being complemented by information, plan 

data/reporting, and improved service as key 

reasons to set up or to keep a pool running’. 

WL 

‘Until now, all market participants – insurers, 

networks, brokers, and consultants – focused too 

much on “jumbo” accounts, i.e. the top 500 global 

corporations. As technical margins have reduced 

in that segment, we need to enlarge the cake and 

attract smaller firms to multinational pooling’. 

LB

‘Think about fire and explosion, or business 

interruption, and the role of risk engineering 

whereby insurers assist their clients in preventing 

hazards up front – as opposed to shelling out 

money when something has happened. We 

believe the same is happening or must happen 

in employee benefits – see the current trend 

in wellness/wellbeing initiatives. Of course, 

it is doctors not engineers who do the job, 

but the underlying thinking is the same’. 

RdC 

‘Clients want assurance that local plans 

are in compliance with all applicable laws 

and regulations; and they want both financial 

strength and reporting capabilities to be 

guaranteed by one single counterparty as 

opposed to having to deal with multiple, 

unfamiliar providers around the world’. 

LB 

‘What clients really expect from us nowadays 

is more data to feed into the management and 

governance of their employee benefit plans.’

MD 

‘Multinational organizations and their 

needs are changing; intermediaries as well 

as insurance carriers need to look for new 

ways to address the changing markets.’ 

WL

https://www.global-benefits-vision.com
https://www.global-benefits-vision.com
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‘… pooling will continue its steady growth, driven 

by young large multinationals from Asia and Latin 

America [who are] setting up their multinational 

pools, and by the development of the middle 

market in the USA and Europe. That is provided 

that we, as an industry, succeed in educating 

the market, including insurance intermediaries. 

To that end, we need to get the 

message about pooling across to 

HR leaders in a trusted way.’ 

MU 

‘There will be continued demand for pooling, 

for international dividends, for risk coverage; 

and at the same time, for more data, more 

reporting, more employee communications, 

more benchmarking… Employers need to 

benchmark their plans against their peers and 

employees should get benchmarking information 

to assess how rich their plans really are.’ 

PdV 

‘For our market to be sustainable, clients need 

to recognize and make better use of the networks’ 

capabilities, for example, accessing relevant claims 

analytics and data, as opposed to focusing on price 

only. Networks can be of great help in coordinating 

local capabilities and in helping define global 

company-wide employee benefits strategies.’ 

WL

Global networks of employee benefit insurance carriers are 
fundamental to multinational pooling. They enable MNCs to 
combine best-in-class local coverages within different countries 
into one global, multinational account by:

• Protecting their human capital (local employees 
and expatriates) in each and every location, hence 
fulfilling their corporate social responsibility and helping 
attract and retain a skilled and engaged workforce.

• Providing coordination services to simplify 
HQ activity and its various stakeholders (HR, 
risk management, finance), providing data & 
reporting capabilities to manage their risks and 
support them in making informed decisions.

• Enabling MNCs to leverage their global size, thus 
achieving economies of scale and reducing net costs 
over time through spreading/mutualization of risk.

The first pooling networks were founded more than fifty 
years ago in the early 1960’s. The newest network already is 20 
years old. Over the course of two generations, perhaps a dozen 
networks were created, of which eight still are in existence today. 
With the consolidation of the insurance industry, it is unlikely that 
new global networks will come into existence.

‘… the market, to this day, remains woefully 

underserved – and there is room for all players 

and for all solutions: captives, global underwriting, 

pooling – and for ideas yet to come!’ 

MH

and underwriting, mutualization, and spread 
of risk. In order to make this sustainable in 
the medium to long term, it is time to start 
seeing global arrangements as tools for global 
data and reporting, where governance and 
risk management programs require active 
management from the client, rather than relying 
on “pools of convenience”. 

One also needs to see service and coordination 
as a way to add value, rather than engaging 
in exercises purely for procurement, that 
are aimed only at reducing the company’s 
insurance spending over the next one                                     
to three years.

The potential market for pooling consists of 
the vast majority of multinational organizations. 
It continues to grow and at the same time, 
remains largely untapped. As a result, pooling 
definitely has a great future, alongside other 
optimization tools such as captives, global 
underwriting, and other, still to be invented 
solutions. And there is room for all players, 
consultants, brokers, and networks alike, to add 
their distinctive value to the management of 
employee benefits on a global basis. ∞

https://www.global-benefits-vision.com
https://www.global-benefits-vision.com
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SEE YOU IN DUBLIN!
Save the date...

Registrations open end 2018.

Use your unpaid IGP International Dividend  
to pay for your registration fee and accommodation costs. 

40 airlines from 180 destinations fly into Dublin.  
Dublin is the only EU capital with US Pre-Clearance.

2019 IGP GLOBAL EMPLOYEE BENEFITS CONFERENCE
May 21-23, The Grand Malahide, Dublin (Ireland)

The Grand Hotel Malahide

Grove Road, Malahide, Co. Dublin, K36 XT65, Ireland 
www.thegrand.ie
IGP Daily Room Rate: single €150 | double 190€ (breakfast, Wi-Fi & taxes included)

Registration Fee

•	 1st	registrant	:	€350
•	 2nd	registrant	from	the	same	company:	€250
•	 3rd	registrant	from	the	same	company:	free	(i.e.	1	free	per	2	paid	registrations)
•	 Unpaid	IGP	International	Dividends	can	be	used	for	registration	fees	and	hotel.		

Ask	your	IGP	Account	Manager	for	details.	

Preliminary Program

Tuesday, May 21 Pre-Conference Sessions:
•	 Training workshops on pooling & captives
•	 Regional Q&A sessions on trends and pitfalls in APAC, Europe, MEA & LATAM

  Opening reception & dinner incl. whiskey tasting

Wednesday, May 22 Conference
•	 4 country panel timeslots by local experts
•	 2 plenary sessions with keynote speakers

 Offsite reception & dinner @ Guinness Storehouse 

Thursday, May 23 Conference
•	 4 country panel timeslots by local experts
•	 2 plenary sessions with keynote speakers

 Closing cocktail 

Whether you are a seasoned benefits professional or a newcomer, you will find  
a wealth of information on all aspects of international employee benefits at the  
2019 IGP Global Employee Benefits Conference!

Benefits of attending:

• Learn from your peers - The conference provides an interactive forum that gives 
more than 125 expected employee benefits professionals the opportunity to meet, 
discuss and debate industry challenges and best practices. 

• Learn from local experts - With a choice of over 30 country panels and regional 
Q&A sessions, the IGP Network Partners will provide insight on current and future 
trends in their respective countries and regions around the globe.

• Get inspired - a series of inspiring keynote speakers and industry experts will lead 
panel discussions and present case studies during the 4 plenary sessions. 

• Get a taste of Ireland - Join us in Dublin, the third friendliest city in the world! 
40 airlines from 180 destinations fly into Dublin,  the only EU capital with US Pre-
Clearance. Come and enjoy Irish music, Irish food & drink and that famous Irish 
hospitality...

Registrations will open in December 2018.   Subscribe here to receive more details.

For more information, please contact: 
Inge Luyten  |  inge.luyten@igpeurope.com  |  +32 2 775 29 41

https://www.igpinfo.com/igpinfo/gdpr/Subscribe.php
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IGP Network Partners

* Correspondent Network Partner  /   ** Malakoff Médéric Courtage can quote provided plans also underwritten on the mainland.

Argentina
SMG LIFE  

Australia
AMP Life Limited

Austria
ERGO Versicherung AG  
(in assoc. with BONUS Pensionskassen AG)

Belgium
AG Insurance

Brazil
MAPFRE S.A.

Cambodia
Manulife (Cambodia) Plc.*

Canada
Manulife Financial Corporation – Canadian Division

Channel Islands
AXA PPP healthcare
Canada Life Limited

Chile
MAPFRE Compañía de Seguros de Vida de Chile S.A.

China (Mainland)
Taiping Pension Company, Limited

Colombia
MAPFRE Seguros de Colombia

Costa Rica
MAPFRE Seguros Costa Rica, S.A. 

Denmark
PFA Pension

Dominican Republic
ARS Palic Salud, S.A. (Health)
MAPFRE BHD Compañía de Seguros, S.A. (Life)

Ecuador
MAPFRE Atlas Compañia de Seguros S.A.*

El Salvador
MAPFRE La Centro  Americana S.A.

Finland
Mandatum Life Insurance Company Limited

France 
AXA France Vie
Malakoff Médéric Courtage

Germany

Gothaer Lebensversicherung AG

Greece
The ETHNIKI Hellenic General Insurance Company

Guadeloupe
AXA France Vie
Malakoff Médéric Courtage**

Guatemala
MAPFRE Seguros Guatemala, S.A.

Guiana 
AXA France Vie
Malakoff Médéric Courtage**

Honduras
MAPFRE Seguros Honduras, S.A.

Hong Kong
AXA China Region Insurance Company Limited

Hungary
Aegon Hungary Composite Insurance Company

India
Max Life Insurance*

Indonesia
PT. Asuransi Jiwa Manulife Indonesia

Ireland
Irish Life Assurance plc

Italy
UnipolSai Assicurazioni S.p.A. 
UniSalute S.p.A.*

Japan
The Dai-ichi Life Insurance Company, Limited

Korea
Samsung Life Insurance Company, Ltd.

La Réunion
AXA France Vie
Malakoff Médéric Courtage**

Liechtenstein
AXA Winterthur

Luxembourg
Cardif Lux Vie  S.A.
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* Correspondent Network Partner  /   ** Malakoff Médéric Courtage can quote provided plans also underwritten on the mainland.

Macau
AXA China Region Insurance Company Limited*

Malaysia
AIA Bhd.

Martinique
AXA France Vie
Malakoff Médéric Courtage**

Mauritius
SWAN Life Ltd.

Mayotte
AXA France Vie
Malakoff Médéric Courtage**

Mexico
Seguros Monterrey New York Life, S.A.

Monaco
AXA France Vie
Malakoff Médéric Courtage

Namibia
Via The Old Mutual Life Assurance Company (South Africa) 
Limited

Netherlands
a.s.r.  | De Amersfoortse Insurance

New Zealand
Fidelity Life Assurance Company Limited

Nicaragua 
MAPFRE Seguros Nicaragua, S.A.

Norway
Storebrand Livsforsikring AS

Panama
MAPFRE Panama, S.A.

Paraguay
MAPFRE Paraguay Compañía de Seguros S.A.

Peru
MAPFRE Perú Compañía de Seguros y Reaseguros 

Philippines
The Insular Life Assurance Co., Ltd.

Poland
Pramerica Życie TUiR SA

Portugal
VICTORIA Seguros, S.A.

Russia
Welbi

Singapore
Aviva Ltd.

Slovenia
ERGO Življenjska zavarovalnica d.d.*

South Africa
The Old Mutual Life Assurance Company (South Africa) Limited

Spain
Caja de Seguros Reunidos, Compañía de Seguros y Reaseguros, 
S.A. (CASER)

Sweden
SPP

Switzerland
AXA Switzerland

Taiwan (Republic of China)
Shin Kong Life Insurance Company, Ltd.

Thailand
Muang Thai Life Assurance Public Company, Ltd.

Turkey
Allianz Yaşam ve Emeklilik (Life and Pensions)
Allianz Sigorta A.Ş. (Health)

Ukraine
TAS Life Insurance Company

United Arab Emirates
Abu Dhabi National Insurance Company (ADNIC)

United Kingdom
AXA PPP healthcare (Health)
Canada Life Limited (Life and Pensions) 

United States
Prudential Insurance Company of America (Life)

Uruguay
MAPFRE Uruguay Seguros S.A.

Venezuela
MAPFRE La Seguridad, C.A.*

Third-Country National and Expatriate Coverage
AXA Luxembourg (life, disability & pensionq)
AXA - Global Healthcare (medical)
Global Benefits Group, Inc.
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IGP Contact Information
Mr.  Peter de Vries
Head of the Network
International Group Program (IGP)
E  pdevries@jhancock.com

Mr.  Brian McCarthy
Assistant Vice President
International Group Program (IGP)
John Hancock Life Insurance Company (USA)
P.O. Box 111
Boston, MA 02117, USA
T (1) (617) 572-8655
E   bmccarthy@jhancock.com

Mr.  Wim Moldenaers
Assistant Vice President
International Group Program (IGP) – Europe
John Hancock International Services S.A.
Avenue de Tervuren 270
B-1150 Brussels, Belgium
T (32) (2) 775-2966
E wim.moldenaers@igpeurope.com 

Ms.  Britt Verhoeven
Director Account Development (Support)
International Group Program (IGP) – Europe
John Hancock International Services S.A.
Avenue de Tervuren 270
B-1150 Brussels, Belgium
T   (32) (2) 775-2959
E   britt.verhoeven@igpeurope.com 

Ms. Chua Wan Ching
Regional Director 
International Group Program (IGP) – Asia
51 Bras Basah Road
#09-00 Manulife Centre
Singapore 189554
T (65) 6833 8996
E wanching_chua@igp.com.sg

Mr.  Steven Ruck
Director Account Development
International Group Program (IGP)
John Hancock Life Insurance Company (USA)
P.O. Box 111
Boston, MA 02117, USA
T (1) (617) 572-8640
E sruck@jhancock.com

Ms.  Tamara Laanen
Director Account Development
International Group Program (IGP) – Europe
John Hancock International Services S.A.
Avenue de Tervuren 270
B-1150 Brussels, Belgium
T   (32) (2) 775-2945
E   tamara.laanen@igpeurope.com 

Mr.  Michael Spincemaille
Regional Director 
International Group Program (IGP) – LATAM
c/o seguros Monterrey New York Life 
Paseo de la Reforma #342, Cuauhtémoc, Juárez
06600 Ciudad de México, CDMX, Mexico
M (52) (1) 55 1682 8970
E michael.spincemaille@igplatam.com.co

Mr.  Yoshimaro Komachiya
Senior Consultant
International Group Program (IGP) – Japan 
PO Box 2528, 30 F, Tokyo Opera City Tower 
3-20-2 Nishi Shinjuku, Shinjuku-ku 
Tokyo 163-1430,  Japan 
T (81) (3) 6331 6565 
M (81) (90) 4614-3048 
E yoshimaro_komachiya@igpjapan.com

The information in this document is subject to change. Please contact your IGP Account Manager or IGPinfo@jhancock.com for more details. 

The International Group Program (IGP) is a registered brand name under John Hancock.   
IGP operates in the State of New York under Signator Insurance Agency, Inc., a NY licensed broker. 

IGP Network Partners operating outside of the United States are not necessarily licensed in or authorized to conduct insurance business in any state in the United States 
including, the  State of New York. The policies and/or contracts issued by a Network Partner to contract holders outside of the United States have not been approved by 
the NY superintendent of Financial Services, are not protected by the NY State guaranty fund and are not subject to the laws of NY or the laws and/or protections of any 
other state where the Network Partner is not licensed to do business. 
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