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PROFILE

Each new regulation introduces 
cost and time pressures that 
make it more difficult for these 
brokerages to service their exist-
ing clients and generate much 

needed new business.

Greater oversight
The trend towards greater regulatory 
oversight is firmly in place with little relief 
in sight. Phase I of the Retail Distribution 
Review (RDR) may be mostly behind us; but 
the regulator is already powering ahead with 
Phase II alongside a raft of regulatory changes 
to finalise the move towards Twin Peaks. 

Over the following two years, brokers will 
have to ready their businesses and processes 
for massive changes. These include the new 
Insurance Act, amendments to regulations 
under the Short-term Insurance Act, replace-
ment Policyholder Protection Rules (PPR) 
and amended FAIS Fit & Proper standards. 

Another major change awaits in the Conduct 
of Financial Institutions (CoFI) Act which will 
have significant implications for all financial 
services providers.

Feeling the pinch
Small-to-medium-size brokers are feeling 
the pinch more than most as they strive to 
balance stricter standards for administra-
tion, advice, compliance and education on 
the one side with dwindling earnings on the 
other. 

Costs are rising daily while the commis-
sions generated from short-term insurance 
business remain capped at 12.5% for motor 
and 20% for other classes. 

To make matters worse, brokers can no 
longer charge the policy administration fee 
that was allowed under Section 8(5) in the 
old insurance legislation.

Innovative development
Acuideas, which operates under the Indwe 
Intermediary Services brand, has developed 
an innovative broker support model which 
addresses the triple threat of time intensive 
administration processes, the limiting factors 
of insufficient scale in the market and the 
need to offset shrinking income through a 
focus on new business. 

Brokers who partner with us retain their 
ownership structures and brand identity and 
keep all commission and advice fees on their 
book. More importantly, the partnership 
allows for brokers to continue with existing 
relationships already in place with their key 
insurers.

Our partners immediately benefit from 
access to a comprehensive list of local 
insurers who offer both commercial 
and personal lines short term insurance 
business. Transactions with these insurers 
are conducted through a reliable short term 
insurance transaction and reporting system 
which is available to partners free of charge.

We are also leveraging our scale in the 
market to offer our partners unique access 
to growth opportunities in Africa. To this 
end we have an arrangement with the Allied 
Africa Broker Network which offers access 
across 17 countries in Africa.

Additional support
Additional support is available for sole propri-

etors in the form of a fractional back office 
which comes complete with technical, claims 
and administrative support at a fraction of the 
cost of employing their own staff. 

Other benefits include reduced compliance 
and professional indemnity insurance costs 
and assistance with structured and verifiable 
succession planning solutions. 

Any brokerage that places 70% to 90% of its 
book with a single insurer is ideally suited to 
our innovative and collaborative risk-based 
solutions. These brokerages usually spread 
the balance of their business thinly across the 
market, introducing a range of scale-related 
operational complexities.

We understand what a broking business is 
and appreciate the value of having critical 
mass in terms of premiums in the market 
and a sound business reputation. If you want 
to remain independent, if you have no inter-
est in becoming part of a typical franchise 
operation, if you are dead set against selling 
out to a larger broker and have no interest 
in going the tied agent route, then you are 
the perfect candidate for our broker support 
model.

Daléne Delport
Accounts Executive 
Acuideas

New thinking 
IN BROKER 
PARTNERSHIPS
In recent months, we have interacted with many small-
to-medium-size independent short term insurance 
brokers who are reassessing their operating models to 
accommodate changes to the financial sector regulation. 
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