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Class Profession Cars Owned Appliances Owned Household Help
Minimum 

Monthly Income

Percentage of 

Population

A (Rich) $4,382 and up 0.30%

   

B (Upper Income) $2,630 - $4,382 1%

C1 (MIddle Income) $876 - $2,630 14.20%

C2 (Lower Middle 

Income)

May or may not 

own a car
$438 - $876 29.30%

C1: White collar
C1: May have household 

help

C2: Blue collar C2: None

D (Low Income) $219 - $438 38.50%

May or may not have a TV

 

 

E (Poor) Less than $219 16.70%

 

Source:  Poverty, The Middle Class and Income Distribution Amid COVID 19, Aug 2020 Discussion Paper by the Philippine Institute for Development Studies





MICROINSURANCE



Microinsurance is defined as an insurance product that is 
designed to be affordable for low-income individuals, 
with premiums and benefits that are proportionate to the 
coverage provided.



Pioneer: Covering 
Filipinos since 1954



1973: $11M for loss 
of Philippine 
Leader oil tanker

1989: $2.2M cargo + 
$2.7M hull claim Isla 
Luzon cargo ship 
hijacking

2009: $20M 
Typhoon Ondoy
(Typhoon Ketsana)

2021: $90M 
Typhoon Odette
(Super Typhoon Rai)





“how could we live with 

that decision, knowing 

that we could’ve done 

something that 

could’ve saved his 

life?” 





Pioneer pioneering 
Microinsurance in 
the Philippines





“why not insurance in sachet, bite-
sized, affordable chunks?”



No matter how much you think you 
know your customer, you still need 
to go out of your way to understand 
them.



We want every Filipino to have some 
kind of insurance, we want to play a 
role to protect every Filipino. 



CARD and Pioneer 
Partnership



The Center for Agriculture and 
Rural Development (CARD, Inc.) 
is a social development 
organization that provides a 
range of community 
development services to the 
landless poor women, often 
referred to as nanays (mothers). 



It aims to develop poor 
communities by assisting them 
financially through 
microfinance services. 



PIONEER 

- product designer, 
developer and 

insurer

CARD

- distributor 
(through its members)



CAMIA PAID PLAN

• $5 annual premium

• property damage from flood, typhoon and earthquake 

• accident insurance 

• burial assistance benefits



The usual manner of procuring 
insurance coverage wouldn’t work 
for this market.



1.Simplification of forms

2.Implementing the 1-3-5 Claims Method



Reinventing the claims wheel



Pioneer had the passion to innovate 
for a market that no one else 
wouldn’t want to innovate for. 



$3M IN CLAIMS PAYOUT



Stories and testimonials about 
claims paid led to many 
conversions. 



Paying claims was priority to show 
them how honorable our company is.



Customer-driven 
Product Designs



PROJECT BABAD (SOAK/IMMERSION)



From CAMIA 
PAID Plan ($9) to 
SAGIP ($34)



The increase in price will make it more 
sustainable, would provide more 
value and benefit to them, and would 
enable us to continue paying claims.





1. Do not operate in the office, the truth is out there. 
2. If you don’t know the answer, ask the customer
3. Learn what you can from the field, then re-engineer 
to make processes and products work. 



The Nanays





Microinsurance Coordinators (MICs)

These are nanays - CARD 
members - who through 
constant training, become 
sales agents offering or 
products to other center 
members and their families. 





They know so well what the 

members need, and they 

can easily relate to them, 

making their convincing 

powers truly instinctive. 

They are driven to earn, 

eager to learn and truly 

committed to help others. 



Life-changing 
Stories



While the goal of the promo 
was to hit $4.3M, the actual 
result showed sales of $5.6M, 
representing a 68% sales 
increase and approximately 
500,000 lives covered.



“Now we won’t have to bang on our TV 
to make it work.”
                                           

“I will attach a sidecar so I can use it when I sell 
fish.”

“With this ref, we can start a  business.” 



The drive resulted to a 
record-setting 182 
nanay qualifiers. 



“It’s the first time, in 
my life, to be ever 
addressed as 
Madam.”



Microsinsurance 
agents are not solely 
driven by money. They 
earn and learn 
through genuine 
concern.



“When I wake up in the morning, my 
first thought is about how to help my 
team of MICs, because I want to be an 
inspiration to them. I tell them that 
they just might go beyond being an 
MIC, that they might one day be an 
MIS like me, and experience how to 
earn and hot to help others.”

Lota Siasat

Microinsurance Supervisor



In 2014, four years after the MICs were instituted, 
enrollments hit 658,374 mark with premiums of 
$1.5M. In 2019, premiums breached the 1-B peso 
mark at 1.03B pesos ($20.62M), from 17 million lives 
covered.



Millions More to Cover





SMALLHOLDER 
FARMERS

Individuals working 
on small-scale 
farming as their 
primary source of 
income



FARMERS CYCLE OF DEBT
- Takes out a loan
- Toils through the planting season
- Sells out the harvest at the lowest price 
- Leaves insufficient money to sustain the family
- Takes out a loan again for the next planting season



1. Focus on the customer, not the product
2. Immediate claims payment is a priority 
3. Simplification of processes and documentation 

are crucial to efficient service 
4. Partnerships are a more viable option 
5. Affordable, not cheap 
6. Organizational risk-taking and agility



We want to continue to make meaningful impact on 
the lives of the marginalized.



Thank you.
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