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1. Introduction 

 

1.1 On 30 July 2014, Office of the Commissioner of Insurance 

(“OCI”) issued Guidance Note on Underwriting Class C 

Business (GN 15) which sets out the standards of conduct and 

business practice for authorized insurers underwriting 

Investment-Linked Assurance Schemes (“ILAS”) business.  

 

1.2 In response to GN 15, this Guidance Note is issued to set out 

such standards of conduct and business practice in so far as they 

are applicable to members of PIBA in conducting ILAS business. 

 

1.3 This Guidance Note should be read in conjunction with Code of 

Conduct for Insurance Brokers Conducting Investment Linked 

Business (“Code of Conduct for Conducting ILAS Business”) 

issued by PIBA as well as GN 15. 

 

 

2. Product meets the “fair treatment of customers” principle 

 

Member should ensure that ILAS product recommended to client 

should meet the “fair treatment of customers” principle. 

 

 

3. Provision of adequate and clear information  

 

3.1 Member should provide customers with clear information before, 

during and after the point of sale.  

 

3.2 Projections in relation to the growth scenarios should not be 

overly optimistic.  

 

 

4. Suitability Assessment 

 

4.1 ILAS products should only be sold to client with both investment 

and insurance needs. 
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4.2 Member should endeavour to reduce the risk of sales that do not 

meet the needs of client. 

 

4.3 Member should seek the information from clients that is 

appropriate for assessing their insurance needs, before giving 

advice or concluding a contract. This information may vary, but 

should at least include information on the client’s: 

 

- financial knowledge and experience; 

- needs, priorities and circumstances; 

- ability to afford the product; and 

- risk profile. 

 

4.4 Client’s needs must first be properly assessed through the use of 

Financial Needs Analysis (“FNA”) form.  ILAS must not be 

marketed to clients before their needs are properly analyzed. 

 

4.5 Clients that have indicated their insurance needs should then be 

presented with different insurance options that are available to 

meet their specific needs and financial circumstances.  

Examples include: 

 

- clients wanting both insurance protection and “saving up 

for the future” should be presented with the option of 

procuring an endowment policy; and 

 

- clients wanting both insurance protection and benefitting 

from growth in the investment market should be presented 

with the options of procuring a participation policy or an 

ILAS policy, and the advantages and risks of both products 

should be explained in detail.  Only in cases where the 

clients wish to make the investment decision and are 

willing to bear the investment risk should ILAS be 

recommended. 
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4.6 Suitability assessment includes assessing the investment horizon 

of client, with due regard to the financial circumstances, planned 

retirement age etc. 

 

4.6.1 Premium payment term – The client’s age at the time of 

policy inception as well as his/her target retirement age 

are relevant to the suitability of the premium payment 

term.  For instance, a policy maturing in 40 years with 

prolonged redemption penalties would unlikely be 

appropriate for a 60-year-old client.  

 

4.6.2 Regular premium – It is also necessary to ascertain the 

client’s ability to pay continuously throughout the 

policy payment term.  For instance, it would not be 

appropriate to sell a regular premium product to retirees 

or clients that do not have a stable income. 

 

4.7 The suitability assessment should be carried out whenever there 

are changes to the circumstances of the client, including the 

scenario where an existing policyholder requests a top-up. 

 

4.8 Member has the duty to verify all available information, 

particularly the “Statement of Purpose” section in the Important 

Facts Statement / Applicant’s Declaration (“IFS/AD”), the FNA 

and Risk Profile Questionnaire (“RPQ”), and assess whether a 

particular ILAS product is suitable for the client. 

 

 

5. Advice to Client 

 

5.1 After a client has considered the insurance options, and is 

beginning to consider an ILAS policy, he/she should also be 

properly apprised of all the product features, particularly the fees 

and charges, surrender penalties (if any) as well as the product 

and investment risks. 
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5.2 After a client has decided to procure an ILAS policy, he/she 

should be fully apprised of the key products features again, as 

well as his/her rights and obligations, such as the right to ask for 

details of the intermediaries’ remuneration, the need to complete 

the post-sale call, the 21-day cooling-off period etc. The IFS/AD 

must be duly signed by the client. 

 

5.3 Member has the duty to put in place a proper mechanism to 

ensure full understanding of the above by the client, as evidenced 

in the IFS/AD. 

 

 

6. Post-sale control 

 

6.1 Member should establish and implement policies and procedures 

on fair treatment of customers. It should have proper control 

systems in place to achieve fair treatment of customers and 

monitor that such policies and procedures are adhered to. 

 

6.2 The proper sales process flows is set out in the flowchart at the 

Appendix hereto.  It involves completion of the FNA, 

confirmation of needs, comparison of different insurance options, 

completion of the RPQ, explanation of the key product features 

and completion of the IFS/AD.  

 

6.3 Member should remind client the post-sale confirmation call 

from insurer after entering into contract for ILAS product. 

 

6.4 Member should not abet client to evade control measures 

implemented by the insurers. 
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APPENDIX –SELLING PROCESS OF ILAS PRODUCTS 

 

 

 

 

 

 

 

 


