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"Dmiy dunng hlS recent visit to

- Oman, G Srmwasan, charrman
and managing dtrecto of New

India Assurance, throws light on 5

- the company's operations

_region and its periormance m _

the sultanate

Can you bnef us on the com-
pany's presence outside India?
‘New India is a 94-year-old

multinational general insurance

- company with a strong
- ;presence across 2 oun nes

,pany garnered US$2 bn i

and we hope toi

tians in the GCC;? Ho!

‘tant is thas market fcr’t ‘

 company?
The GCC is a very lmportant

e i
~ market, in which we have had a

- about US$200 n in v
um last year in the GCC
e.are expectmg aten per .

nearly —four

c‘ént growth i
US$220mn. Itisa
ket for us.

total

And what about the Oman

- The sultanate is a yéry impor-
 tant overseas operation for us.
 ltisthes:
~operation after the UK. We
"are close to completmg forty
years in thls market havmg “

ond largest overseas

u‘nched in 1974.

New Indla is a!so the largest
forergn insurance company in

the Oman market. We have a

one-third market share among
foreign insurers in the sultanate
~and of the total net premium
~ generated in Oman we have a
nearly 14 per cent market share.

- We have been able to create

a very good reputation in this
,\jmarket m terms of quality of
; ,products.and customer serv-
itable for the compa y and we
. have een 'row' gsteadrlycver,

’ the years.

ices. We are a big company and

‘are present in all segments of

the market.

How do you rate the company’s

business retention and prof—

itability in Oman?

In 2012, New India’s total pre-
‘mium business in Oman wasf‘"
- worth RO27mn and we are tar-
geting RO30mn this year. We‘
also retain a large part of our
business here. We have the sec-
ond largest retention rate in the

non-life insurance segment

Oman. Our retention is above
88 per cent in this market, while

the market average is below 50
per. cent.
Our Oman operation has

‘But we expect to carry onthe

- good work in Oman. Recently,

f’ World Finance magazine recog-

msed New India as the best in-
' surerrnOm n.

he Gman inSura’n‘ce market is

. ,overcrowded As one of the
. \iblggest players how do you
. compete in this environment?
Nodoubt, Omanisa really com-
~ petitive market because of the
_ presenc fm ny ¢ domestu: and

can come out with geod prod— ,
ucts and are able to settte major .
. claims. ‘
. expect this market to en-
~ courage better caprtahsed andr '

The ob\rlous reasons are the’- ‘
_ high. rate of ai c;dents and cost

of claims. The third-party liabil-

ity segment is also a cause of

M thmk thisisa chaﬂenge that ‘_
can be reso!ved by ensuring bet-
er underwntmg and
claims management and by -

' adop,trng steps to prevent

rising number ot acciudEnts .

What is your view on cata ‘o--.! j

 phe losses in Oman? How did ‘
- Gonu (2007) and Phet (2010) '
affect: your profrtablhty .
— Before Gonu, nobo

have thought of Oman being af-
v »fected by natural catastrophes.

is faced wrth ThlS is s]meth g
 which is beyond our contr but
"fnecessary steps need to be

taken to minimise the impact of

. catastrophes by takmg risk-im-

pfovement measures v
| would advise Omams to

take adequate insurance cover

so that:théy are able to maét
their financial losses through in-

‘ ‘surance schemes when these :
‘ type of events happen

How do you view the Oman o
‘market's htgh rehance on re-i

surers7

 financial strength. If compai 4

are small and do not have
enough resourc and capltal

they cannot retain a large part of

the risk and always depend on
reinsurance.




