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Lean full stack 
insurance

with FintechOS 22
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Product presentation, 2 Nov 2021

Paula Costea

VP of Product 

Management Solutions,

FintechOS

Marius Lazia

Product Management 

Director - Northstar, 

FintechOS
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High productivity 
insurtech
infrastructure

Northstar is our package for 
customer centric insurance that 
allows you to build smarter 
policies, better customer 
experiences, and more 
personalized interactions
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We need teams of missionaries, 
not teams of mercenaries

John Doerr
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Why FintechOS 
Northstar?
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The insurance industry is facing a trust crisis

Customers don’t trust insurers | Just 1 in 5 

customers across the US, the UK, France, 

Germany, Italy, Japan and Switzerland consider 

insurers trustworthy. 

How do consumers view insurers
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The insurance industry is facing a trust crisis

Customers don’t trust insurers | Just 1 in 5 customers across the US, 

the UK, France, Germany, Italy, Japan and Switzerland consider insurers 

trustworthy. 

Consumers are afraid of being “cheated” 

despite insurers best efforts | In the UK, two-

thirds of consumers believe their insurer will do 

what it can to avoid having to hand over money. A 

remarkable figure, given 98% of claims of most 

categories are paid out. 

How do consumers view insurers
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The insurance industry is facing a trust crisis

Customers don’t trust insurers | Just 1 in 5 customers across the US, 

the UK, France, Germany, Italy, Japan and Switzerland consider insurers 

trustworthy. 

Consumers are afraid of being “cheated” despite insurers best 

efforts | In the UK, two-thirds of consumers believe their insurer will do 

what it can to avoid having to hand over money. A remarkable figure, 

given 98% of claims of most categories are paid out. 

Customers feel that insurers don’t have their 

best interests in mind| Only 17% would follow 

their insurer's recommendation to update their 

payment plan – a wholesale rejection of the 

insurer as a reliable source of information. 

How do consumers view insurers



9

F
in

te
ch

O
S

 L
e

a
p

 2
0

2
1

 |
 A

ll
 r

ig
h

ts
 r

e
se

rv
e

d

The insurance industry is facing a trust crisis

Customers don’t trust insurers | Just 1 in 5 customers across the US, 

the UK, France, Germany, Italy, Japan and Switzerland consider insurers 

trustworthy. 

Consumers are afraid of being “cheated” despite insurers best 

efforts | In the UK, two-thirds of consumers believe their insurer will do 

what it can to avoid having to hand over money. A remarkable figure, 

given 98% of claims of most categories are paid out. 

Customers feel that insurers don’t have their best interests in mind| 

Only 17% would follow their insurer's recommendation to update their 

payment plan – a wholesale rejection of the insurer as a reliable source of 

information. 

How do consumers view insurers

“Insurance providers will do 

everything they can to avoid paying 

out for a legitimate claim” 
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The consequences of the trust crisis

Under insurance | In the UK only 12% have 

mobile phone insurance, 3% income protection, 

and 14% pet insurance despite 50% owning a pet. 

Swiss Re estimates only half of catastrophic losses 

in 2018 were insured – the rest was paid by 

individuals, firms, and the government.

The impact of low trust on consumers
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The consequences of the trust crisis

Under insurance | In the UK only 12% have mobile phone insurance, 3% 

income protection, and 14% pet insurance despite 50% owning a pet. 

Swiss Re estimates only half of catastrophic losses in 2018 were insured –

the rest was paid by individuals, firms, and the government.

Lack of Brand Loyalty | Low trust means brands 

compete on price. When there's a better deal 

consumers leave. IBM data shows that dissatisfied 

insurance customers are six times more likely to 

switch insurers. Commoditization of insurance 

leads to price only competition which in turn leads 

to eroding margins.

The impact of low trust on consumers
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The consequences of the trust crisis

Under insurance | In the UK only 12% have mobile phone insurance, 3% 

income protection, and 14% pet insurance despite 50% owning a pet. 

Swiss Re estimates only half of catastrophic losses in 2018 were insured –

the rest was paid by individuals, firms, and the government.

Lack of Brand Loyalty | Low trust means brands compete on price. 

When there's a better deal consumers leave. IBM data shows that 

dissatisfied insurance customers are six times more likely to switch 

insurers. Commoditization of insurance leads to price only competition 

which in turn leads to eroding margins.

Resistance to innovation | Low trust inhibits 

innovation with the potential to help consumers.

In the UK, just 6% of Britons would contemplate 

wearing a fitness tracker for insurance purposes. 

Only 8% would use telematic for car insurance.

The impact of low trust on consumers
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The consequences of the trust crisis

Under insurance | In the UK only 12% have mobile phone insurance, 3% 

income protection, and 14% pet insurance despite 50% owning a pet. 

Swiss Re estimates only half of catastrophic losses in 2018 were insured –

the rest was paid by individuals, firms, and the government.

Lack of Brand Loyalty | Low trust means brands compete on price. 

When there's a better deal consumers leave. IBM data shows that 

dissatisfied insurance customers are six times more likely to switch 

insurers. Commoditization of insurance leads to price only competition 

which in turn leads to eroding margins.

Resistance to innovation | Low trust inhibits innovation with the 

potential to help consumers.

In the UK, just 6% of Britons would contemplate wearing a fitness tracker 

for insurance purposes. Only 8% would use telematic for car insurance.

The impact of low trust on consumers
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NorthStar’s mission is to 
enable trust in insurance

Personalization of the solutions 

offered in order to be relevant 

for the customer – a digital 

product factory will provide the 

needed flexibility in creating and 

updating a product.

The better you now your customer, 

the more you will understand how 

to protect him more efficient

Knowing your 

customer

Personalized 

insurance solutions

Transparency is the 

main prerequisites for trust, 

being also a compliance issue 

related to the Insurance 

Distribution Directive

Seamless experience in every touch 

point, no matter if we are speaking 

about buying an insurance online 

or notifying a claim, the experience 

should be easy and fast

Seamless experience Transparency
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Why FTOS Northstar? Demo – Individual Health 

Q&B journey, Proposal Updates and Policy Admin

Insurance Infrastructure Where we are?

Digital Solutions Suite Northstar Status

The mission

What we have? Insurance Strems Aligned

Northstar Insurance Solutions Digital Assets & Ownership

Personalized Insurance Offer Roadmap

Product Factory & Proposal Configurator Short term focus

Agenda

FintechOS 22 - Northstar
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Insurance
E2E Digital 

Infrastructure

Operational
G&L

Q&B

Product 
Factory

UW
Admin

Reinsurance

Sales Admin
Billing

and
Collection

Claims 
Mgmt.

Policy 
Admin
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Product
Factory

Proposal
Configurator

Core Insurance
Master

Core Policy
Admin

21.S Release
Core & Back Office

Billing
&Collection

Claims
Management 

Reinsurance
Admin

Core Policy Admin

Upgrade
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22 Release

Demo
1. Personalized insurance solutions

2. Individual health Q&B journey

3. Proposal Configuration updates

4. Policy admin
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Personalized 
Insurance Offer

Alternative Offers

Consultancy

Select your Insurance package
Tailored to your own needs
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Personalized 
Insurance Offer

DNT
Demand and Needs Test

Insurance Persona
/Audiences

Need 1

Need 2

Need 3

Need 4 Alternative Offers

Consultancy

Select your Insurance package

Tailored to your own needs
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Personalized 
Insurance Offer

DNT
Demand and Needs Test

Insurance Persona
/Audiences

Proposal Configurator

Proposal Card A

Card 
Item 1

Card 
Item 2

Card 
Item 3

Card B

Card

Item 1

Card

Item 4

Alternative Offers

Consultancy

Need 1

Need 2

Need 3

Need 4

Select your Insurance package

Tailored to your own needs
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Personalized 
Insurance Offer

Insurance Product  

Item 1

Module 1

Risk 1 Risk 2

Module 2

Service Risk 3

Item 2

Module 3

Risk 4 Risk5

DNT
Demand and Needs Test

Insurance Persona
/Audiences

Proposal Configurator

Proposal Card A

Card 
Item 1

Card 
Item 2

Card 
Item 3

Card B

Card

Item 1

Card

Item 4

Product Insurance Item = Product Coverage 

Need 1

Need 2

Need 3

Need 4 Alternative Offers

Consultancy

Select your Insurance package

Tailored to your own needs
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Personalized 
Insurance Offer

Insurance Product  

Item 1

Module 1

Risk 1 Risk 2

Module 2

Service Risk 3

Item 2

Module 3

Risk 4 Risk5

DNT
Demand and Needs Test

Insurance Persona
/Audiences

Proposal Configurator

Proposal Card A

Card 
Item 1

Card 
Item 2

Card 
Item 3

Card B

Card

Item 1

Card

Item 4

Formula Engine

Step 1

Data Set 1 Data Set 2

Step 2

Data Set 3

Product Insurance Item = Product Coverage 

Need 1

Need 2

Need 3

Need 4 Alternative Offers

Consultancy

Select your Insurance package

Tailored to your own needs
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Access all the recordings from 
FintechOS Leap 2021 at:
https://leap.fintechos.com/

Ready to find out more? We’d love to hear from you: 
hello@fintechos.com

https://leap.fintechos.com/
mailto:hello@fintechos.com

