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Australian Life Insurance Market
The Australian life insurance market:
• $16.4 Billion Annual Premiums in 2018 ($11.2 Billion USD)
• Three Primary Channels (Advised, Group Superannuation and Direct)
• Life Insurance Products are risk only (no investment)
• Two key Regulators (plus one for Financial Advisers)
• Substantial Recent Structural Change

• Rapidly Consolidating with Increasing Overseas Ownership

• Long History of Significant Regulatory Change
• Significant Industry Pressure across all Three Channels



Life Insurance Channels
There are three primary life insurance channels in Australia that each have 
their own products:
• Retail Individually advised, which is life insurance sold predominantly on the 

basis of financial advice (Australia has 25,250 financial advisers) that is fully 
underwritten.

• Group Superannuation, which is insurance that is provided through 
employment based superannuation (pension) funds.  Employers pay 9.5% of 
salary towards an employees superannuation (pension) account and life 
insurance and Total and Permanent Disability insurances are automatically 
included (subject to recent change).  Income protection insurance is availably on 
an opt‐in basis.  Group super insurance is provided on an automatic acceptance 
limit basis and is only underwritten where extra insurance is required.

• Direct, which is retail life insurance sold via the telephone or direct mail without 
the provision of financial advice.  



Life Insurance Products
The Australian market is now a risk only market, where there is no 
investment element to the cover.  Whole of Life insurance, which included an 
investment element, was sold until the 1990s.  The life insurance policy 
vehicle is still used for some investment only products (life insurance bonds 
etc).  The four key life insurance products are:
• Life (Death) insurance.
• Total and Permanent Disability insurance – which is a lump sum benefit 

payable on the basis of a permanent inability to return to work.
• Trauma or critical illness, which is the payment of a lump sum benefit on the 

diagnosis of specific defined medical conditions.
• Income Protection or disability income insurance, which is an income 

replacement product on the assessment of a temporary inability to return to 
work on the basis of specific defined conditions.  



Industry Structure
Regulators

Life Insurers

Australian Parliament



Life Insurance and Advice Regulators
The key Australian regulators relevant to life insurance and the 
provision of life insurance advice are as follows:
• APRA – Australian Prudential Regulation Authority. APRA is the 

prudential regulator for banks, life insurers and superannuation funds.
• ASIC – Australian Securities and Investments Commission. ASIC is the 

conduct regulator responsible for oversight of compliance with the 
Corporations Act (Licensing, Disclosure, Financial Advice etc).

• FASEA – Financial Adviser Standards and Ethics Authority.  FASEA are 
responsible for setting the education standards, exam requirements, 
continuing professional development, professional year and Code of 
Ethics for financial advisers.  



The Australian Life Insurance Market

$Billion AUD Individual 
Advised Direct

Group 
Super Total

Total Lump Sum 
Cover 2,274 219 4,820 7,314

31.1% 3.0% 65.9% 100.0%

Total Premiums 8.4 0.8 7.2 16.4
51.4% 4.9% 43.7% 100.0%

Source: APRA/ASIC – 27 June 2019 ‐ Life Insurance Claims and Disputes Statistics publication, covering a rolling 
12‐month period from 1 January 2018 to 31 December 2018



The Australian Life Insurance Market

Death TPD Trauma Income 
Protection

People Million 16.0 13.5 1.1 6.5
Total Cover $Billion AUD 4,189 2,898 227 27
Premiums $Billion AUD 6.4 3.5 1.5 5.0

Note:  Income Protection cover is the monthly benefit.
Source: APRA/ASIC – 27 June 2019 ‐ Life Insurance Claims and Disputes Statistics publication, covering a rolling 
12‐month period from 1 January 2018 to 31 December 2018



Industry Structural Change

Life Insurer Owner Country
TAL Life Limited Dai‐ichi Life Group Japan
Zurich Australia Limited Zurich Insurance Group Switzerland
AIA Australia Limited AIA Group Hong Kong
MLC Life Limited Nippon Life Insurance (70%) Japan
Resolution Life Resolution Life Group UK/Bermuda
BT Financial Group Westpac Bank Australia
MetLife Insurance Limited Metlife Inc USA

There has been significant structural change through consolidation.  Very 
soon, three of the big four Australian banks and Australia’s largest wealth 
manager (AMP) will have left the life insurance market:



Financial Advice Sector - Structural Change
Financial advisers are authorised by a licensee, although now they can typically 
choose from a range of products.  The dominance of the Big four Banks and AMP, 
as Financial Advice licensees, has also changed substantially in recent years:

Institutional Group Adviser Numbers
May‐15 Nov‐19

AMP 3,444 2,253
National Australia Bank (NAB 1,703 1,320
Commonwealth Bank of Australia (CBA) 1,634 662
Westpac Bank (WBC) 1,279
Australia and New Zealand Bank (ANZ) 891 366
Sub Total 8,951 4,601
Other Groups
Grand Total ‐ Financial Advisers 22,558 25,234

Source: ASIC’s Financial Adviser Register – November 2019.     Note: Excludes Private Bank Advisers



Regulatory Reform 



Regulatory Reform Timeframe
2001

June 2012

Feb 2017

Feb 2017

Financial Services Reform Act
• Licensing regime
• Product Disclosure
• Statements of Advice
• Reasonable Basis for advice

Life Insurance Framework
• Cap on upfront life insurance 

commissions
• Two year clawback

2019 ‐ 21

Professional Standards for Financial Advisers
• Education Standard
• Exam requirement
• CPD Standard
• Code of Ethics

Group Super Reforms
Royal Commission Reforms

Future of Financial Advice
• Ban on Conflicted 

Remuneration (life 
insurance exemptions)

• Best Interest Duty



Life Insurance and Advice Reviews and Reforms

2009

June 2012

October 2014

December 2014

Parliamentary Inquiry ‐ GFC 
• Known as the Ripoll report
• Predominantly investment 
focussed (Global Financial 
Crisis)

ASIC Report 413 on Life 
Insurance Advice
• 37% failure rate on life 
insurance advice, with a 
45% failure rate for 
upfront commissions

March 2015

Financial Systems Inquiry
• Independent Government Inquiry 
recommended (on the basis of 
the ASIC 413 Report) that life 
insurance commissions be limited 
to level commissions 

Trowbridge Report
• Recommended upfront 
fixed payment in 
addition to a 20% level 
commission

Future of Financial Advice
• Ban on commissions for Group 
Life and default super insurance

• Restrictions on non monetary 
benefits

• Best Interests Duty for advisers

November 2015 – Feb 2017

Life Insurance Framework
• Introduction of caps on 
upfront commissions and a 
standard 2 year clawback.

• Further review in 2021

Parliamentary Joint 
Committee on Corporations 
and Financial Services Inquiry 
into Life Insurance
• Sales practices and claims 

management

March 2018



Financial Adviser - Risk Commissions
Prior to the commencement of the Life Insurance Framework, the commission 
options for financial advisers included:
• Upfront – typically 110% ‐ 120% initial commission and then 10% ongoing
• Hybrid – typically 80% initial commission and then 20% ongoing
• Level – Typically 27% – 30% initial and ongoing

The 2017 Life Insurance Framework included the following:
• A cap of 80% on upfront commissions from 1 January 2018, reducing to 70% from 
1 January 2019 and then finally 60% from 1 January 2020

• A cap of 20% on ongoing commissions
• No Limitations on level commission business
• A two‐year clawback with 100% repaid for lapses in year one and 60% in year 2



Education and Ethics Requirements
The Professional Standards for Financial Advisers Act (2017) created the Financial 
Adviser Standards and Ethics Authority (FASEA), who are an independent 
Government body, with a separate Board who have been responsible for setting 
the following:
• A degree equivalent education requirement, which is set at a minimum of an 
eight subject Graduate Diploma, which needs to be completed by Dec 2023.

• A three and a half hour exam, which needs to be completed by Dec 2020
• A Code of Ethics, commencing 1 January 2020, which is above the requirements 
of the law and particularly challenging, including the following Standard 3: 

• You must not advise, refer or act in any other manner where you have a conflict of 
interest or duty.

On 30 August 2019, the Australian Government announced an intention to introduce legislation to provide a 12 month 
extension for the completion of the exam and a 2 year extension for the education requirement.



2017-19 Royal Commission 
into Misconduct in the 
Banking Superannuation and 
Financial Services Industry



The Royal Commission - a Huge Impact

The Royal Commission was run by 
one Commissioner - Kenneth Hayne, 
a retired High Court Judge

The final report was handed to the 
Australian Federal Treasurer on 1 
February 2019



Life Insurance Commissions
The Report included a general rule that exceptions to the ban on conflicted 
remuneration should be eliminated.
There was a specific recommendation on life insurance commissions.  As part of 
the Life Insurance framework, ASIC are required to do a review of life insurance 
advice quality in 2021.  The Government has stated, if a significant improvement is 
not demonstrated, then they will move to mandate level commissions.  The Royal 
Commission Recommended: 
• Recommendation 2.5 – Life risk insurance commissions. When ASIC conducts 

its review of conflicted remuneration relating to life risk insurance products and 
the operation of the LIF Instrument, ASIC should consider further reducing the 
cap on commissions in respect of life risk insurance products. Unless there is a 
clear justification for retaining those commissions, the cap should ultimately be 
reduced to zero



Life Insurer Response on Commissions



Media and Other Issues



Key Media Issues
The Life Insurance industry has been subject to some intense media coverage:
• March 2016 – Australian Broadcasting Corporation story on the Commonwealth 
Bank’s life insurance arm (“Money for Nothing”) with respect to outdated terms 
and poor claims management practices.

• September 2016 – ASIC Report 492 on the sale of add‐on insurance by car yards 
that included life insurance products with poor sales practices and poor products 
that delivered limited client benefits.

• August 2018 – ASIC Report 587 on the Direct Life insurance market was damming 
in terms of sales practices and consumer outcomes.

• September 2018 ‐ The Royal Commission insurance round hearings heard stories of 
poor sales practices including cold calling and the payment of life insurance by 
dead people.

• October 2019 – ASIC Calls on the industry to make changes to TPD Insurance



Other Legislation



Reforms to the Group Super Market
In 2019, the Australian Parliament has passed two pieces of legislation aimed 
at reducing duplicate superannuation accounts (including insurance) and to 
minimise the depletion of balances as a result of the payment of fees and 
insurance premiums.  This includes fundamental changes to the automatic 
way that Australians currently get life insurance through their employer 
super arrangements:

• Life insurance changes to opt‐in for inactive accounts (16 months)

• Life insurance changes to opt‐in for new members under the age of 25.  

• Life insurance to become opt‐in for anyone with a balance of less than 
$6,000. 



A Challenging Future 
for Life Insurance



Life Insurance – Unprecedented Challenges 
Individual Advised:

• Reduced financial adviser numbers
• 2021 ASIC review and threat to 

continuation of upfront commissions
• Reduced economic viability of advising 

Direct Market:
• Huge pressure from Royal 

Commission on sales practices
• Ban on unsolicited telephone 

sales

Group Superannuation:
• Reduced premiums from opt‐

in reforms
• Problems with IP and TPD

Australian 
Life Insurance 

Industry



Summary – Life Insurance and Advice
The Australian Life Insurance and Financial Advice Market:
• Significant ongoing levels of regulatory reform and industry change.
• Three of the four Big Banks and AMP are exiting life insurance.
• The big banks and AMP are exiting or reducing financial adviser numbers.  
Advisers are leaving due to increased requirements and other reforms.

• The Banking Royal Commission has resulted in huge changes and the 
expectation of further reform.

• Reforms to life insurance financial adviser commissions are challenging the 
market with a reduced adviser focus upon life insurance.

• Premium increases and commission reductions impacting client retention.



Thank You 



Presented on November 15, 2019

This document was prepared by Stephen Yun, CIC. Further distribution or photocopying is not permitted 
without the express written permission of Chun-Ha Insurance Services, Inc. ©  all rights reserved
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US Insurance industry at-a-glance

• U.S. insurance industry net premiums written totaled $1.2 trillion in 2017, with premiums recorded by 
life/annuity (L/A) insurers accounting for 52 percent, and premiums by property/casualty (P/C) insurers 
accounting for 48 percent, according to S&P Global Market Intelligence.

• Health insurance is generally considered separate. The sector includes private health insurance companies 
as well as government programs. Expected to be $1.0 trillion in 2019 according to IBIS World.

• Although most private health insurance is written by companies that specialize in that line of business, 
life/annuity and property/casualty insurers also write this coverage, referred to as accident and health 
insurance on their annual statements. Total private health insurance direct written premiums were $867.5 
billion in 2017, including: $670.1 billion from the health insurance segment; $190.8 billion from the 
life/annuity segment; and $6.5 billion from property/casualty annual statements, according to S&P Global 
Market Intelligence.

• There were 5,954 insurance companies in 2017 in the U.S. (including territories). According to the 
National Association of Insurance Commissioners those were comprised of the following: P/C (2,509); 
life/annuities (852); health (907); fraternal (82); title (58); risk retention groups (240) and other companies 
(1,306).

• Insurance carriers and related activities contributed $602.7 billion, or 3.1%, to the nation’s gross domestic 
product (GDP) in 2017, according to the U.S. Bureau of Economic Analysis.
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Employment In Insurance, 2009-2018

2018 US Total Population 327.2 million                                                                              (Annual Average, in 000)

Insurance carriers Insurance agencies, brokerages and related services

Direct insurers (1)

Year Life and health (2) Property/ casualty Reinsurers Total
Insurance 

agencies and 
brokers

Other 
insurance- related 

activities (3)
Total Total industry

2009 802.8 632.9 27.5 1,463.2 653.3 254.2 907.4 2,370.6
2010 804.1 614.3 26.8 1,445.2 642.3 253.1 895.5 2,340.6
2011 788.9 611.6 25.6 1,426.1 649.2 261.1 910.3 2,336.4

2012 811.3 599.5 25.7 1,436.5 659.6 272.3 931.8 2,368.3
2013 813.2 593.7 26.2 1,433.1 672.3 283.5 955.8 2,388.9
2014 829.0 594.7 25.1 1,448.8 720.0 297.1 1,017.1 2,465.8
2015 829.8 611.6 25.1 1,466.5 762.8 309.1 1,071.8 2,538.3

2016 818.9 643.5 25.3 1,487.7 783.5 321.5 1,105.0 2,592.7
2017 850.4 639.7 26.6 1,516.7 809.6 333.3 1,142.9 2,659.6
2018 870.6 621.8 29.1 1,521.5 825.2 343.7 1,168.9 2,690.4
(1) Establishments primarily engaged in initially underwriting insurance policies.   

(2) Includes establishments engaged in underwriting annuities, life insurance and health and medical insurance policies.

(3) Includes claims adjusters, third-party administrators of insurance funds and other service personnel such as advisory and insurance ratemaking services.

Source: U.S. Department of Labor, Bureau of Labor Statistics.
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Top 10 Writers Of Life Insurance/Annuities By Direct Premiums Written, 2018

Gross Premium in $1,000 
Rank Group/company Direct premiums written (1) Market share (2)

1 MetLife Inc. $96,451,607 14.10

2 Prudential Financial Inc. 53,148,550 7.8

3 New York Life Insurance Group 35,452,211 5.2

4 Massachusetts Mutual Life Insurance Co. 27,154,611 4.0

5 American International Group (AIG) 26,446,934 3.9

6 Lincoln National Corp. 25,804,565 3.8

7 Principal Financial Group Inc. 25,322,774 3.7

8 AXA 22,579,431 3.3

9 Transamerica 22,352,418 3.3

10 Jackson National Life Group 21,511,557 3.2

$356,224,658 38.34%

(1) Includes life insurance, annuity considerations, deposit-type contract funds and other considerations, and accident and health insurance. Before 
reinsurance transactions. 

(2) Based on U.S. total, includes territories.

Source: NAIC data, sourced from S&P Global Market Intelligence, Insurance Information Institute.
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Market Share by Distribution Channel 



Insurance Carrier

IMO/FMO IMO/FMO

MGAMGAMGAMGA

GA GA GA GA GA GA GA GA GA GA

AgentAgent AgentAgentAgentAgentAgent AgentAgent Agent

GA

Insurance Carrier hires GA and Agents

19

Independent Distribution Channel Structure 

Independent Marketing Organization
• National Level
• Marketing Service

• Advanced Market
• Specialty Market

• Advertising and Promotion
• Hiring and managing MGA

Managing General Agent
• State or Regional Level
• Product Training
• Compliance Training
• Hiring and managing GA



20Source: La Fayette Life Insurance Commission Schedule (Confidential Information) 



21



22



23

Code and Ethics

Education
• 12 hours pre-license education, top of 40 hours Life license training
• 24 hours continuing education including 3 hours ethics every 2 years
• Anti-Money Laundering (AML) Training every 2 years

Customer
• Ethical Solicitation and Sales Tactics
• Competence
• Appropriate Sales
• Confidentiality
• Customer Service
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Regulators
• rebating
• improperly disclosing confidential information
• redlining
• taking applications with misrepresentations
• defaming an insurer
• unfairly discriminating
• committing fraud
• Churning (Replacement with same insurance company)
Churning occurs when an insurance agent replaces a policyholder's insurance policy for another insurance
policy, usually without consulting the policyholder and often with no changes to the coverage itself. ... Churning
is an illegal practice and it has no benefit for the insured
• Twisting (Replacement with different insurance company)
Twisting occurs when an insurance agent replaces an existing life policy with a new one using misleading tactics. 
It does not mean that every time an agent replaces a life insurance policy that twisting has occurred

Code and Ethics
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Insurance Company 
• Accurately disclose product features
• Write profitable business
• Accept applications for suitable risks, based on the underwriting specifications of the insurer
• Accurately complete applications
• Gather and complete any additional required documentation
• Perform tasks in a timely manner
• Keep paperwork and other business organized
• Appropriately handle premium
• Maintain required records
• Consistently transact business in a legal and ethical manner.

Code and Ethics
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Type of Violations
Premium Theft - The theft of insurance premiums is the most prevalent type of misconduct in the agent/broker 
arena. Illegal conduct ranging from single thefts to multi-million dollar scams victimizes the insurance industry 
and competitive businesses.
Senior Citizen Abuse - Certain segments of the insurance industry target their marketing efforts toward senior 
citizens. Unscrupulous agents abuse elderly customers by unnecessarily replacing existing policies to earn 
greater commissions. Initial sales or replacement policies may be wholly unsuitable products further victimizing 
seniors. The misconduct may involve criminal activities including theft, falsifying documents, Ponzi schemes and 
confidence games.
Deceptive Sales and Marketing Practices - The failure of some insurers to properly monitor and control their 
sales force can lead to unethical and misleading marketing practices such as bait and switch schemes, 
misrepresentation, and the use of misleading titles and designations.
Unauthorized Insurance Companies - This type of fraud includes everything from phony insurance cards sold in 
DMV parking lots to fully operational offshore insurance companies issuing policies they have no intention of 
honoring.
Title Company Rebates and Kick-Backs - Kick-backs and commercial bribery are among the anti-competitive 
practices used to gain business from realtors.

Code and Ethics
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 July 9, 1999 

N.A.S.D. Fines Prudential $20 Million 

By Joseph B. Treaster 

Receiving yet another sanction for misleading customers for more than a decade, the 

Prudential Insurance Company of America was fined $20 million yesterday by the 

National Association of Securities Dealers, the highest fine ever imposed by the 

association. 

Barry R. Goldsmith, the head of enforcement for the N.A.S.D., said investigators found 

that Prudential, one of the largest insurers in the country, had committed ''serious 

violations of securities law and our rules'' in the sale of variable life insurance policies, 

which are a combination of life insurance and investments similar to mutual funds. 

Officials of the association said they thought the highest previous fine had been $5.6 

million. 

Prudential had already paid more than $70 million in fines to state insurance regulators 

for widespread deception of customers. It also paid $1 million to Federal authorities for 

allowing the destruction of sales documents, and it has set aside $2.6 billion for 

restitution to policyholders nationwide. No other insurer has faced such heavy sanctions. 

The sale of Prudential's hallmark product, life insurance, has slumped under the repeated 

pillorying of its reputation. Earlier, Prudential paid $1.5 billion in a settlement with 

Federal and state regulators over improper sales of limited partnerships through its 

subsidiary, Prudential Securities. 



28

Lapse Prevention Measure

California Requirement

Free Look Provisions - You may review a policy of Life, Annuity, Long-Term Care, or Medicare Supplement for 30 
days after you receive the policy in order to decide whether you wish to keep the policy. If you return the policy 
to the company by the 30th day after receipt, you are entitled to a full refund of the premium paid, in a timely 
manner. Except, if you bought a variable annuity and you did not allocate all your money to a fixed interest 
account or money market fund, you will get back the "account value", which may be less than a full refund.

Replacement Consequences -A "Replacement" occurs when the consumer cancels or surrenders his or her 
existing policy and purchases a new policy (i.e. Life, Annuity, Long-Term Care or Medicare Supplement). You 
must receive a full disclosure of all information relating to the benefits and possible negative consequences 
regarding this replacement. 

Source: California Department of Insurance
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Replacement Form

Source: Columbus Life Insurance Company, Replacement form page 2
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2010 California Code
Article 5. Unlawful Referrals
INSURANCE CODE SECTION 750

750.  (a) Except as provided in Section 750.5, any person acting individually or through his or her employees or 
agents, who engages in the practice of processing, presenting, or negotiating claims, including claims under policies 
of insurance, and who offers, delivers, receives, or accepts any rebate, refund, commission, or other consideration, 
whether in the form of money or otherwise, as compensation or inducement to or from any person for the referral or
procurement of clients, cases, patients, or customers, is guilty of a crime.

(b) A violation of subdivision (a) is punishable upon a first conviction by imprisonment in the county jail for not 
more than one year, or by imprisonment in the state prison, or by a fine not exceeding fifty thousand dollars 
($50,000), or by both that imprisonment and fine. A second or subsequent conviction is punishable by imprisonment 
in the state prison or by imprisonment in the state prison and a fine of fifty thousand dollars ($50,000).

(c) Nothing in this section shall prohibit a licensed collection or lien agency from receiving a commission on the 
collection of delinquent debts nor prohibits the agency from paying its employees a commission for obtaining clients 
seeking collection on delinquent debts.

(d) Nothing in this section is intended to limit, restrict, or in any way apply to, the rebating of commissions by 
insurance agents or brokers, as authorized by Proposition 103, enacted by the people at the November 8, 1988, 
general election.
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Insurance Company Requirement

1. Valid Insurance License
• No insurance law violation

2. Good Personal Credit History
• No Bankruptcy in past 7 years

3. US Legal Residency with valid social security number
• US Citizen
• Permanent Alien

4. US $1,000,000 Errors and Omission Insurance
• Errors and omissions insurance (E&O) is a type of professional liability insurance 

that protects companies and their workers or individuals against claims made by 
clients for inadequate work or negligent actions

5. Due Diligent
• Vector One for unpaid debit
• Background check
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Errors and Omission Insurance

• Professional mistakes
Mistakes happen, and insurance professionals are susceptible to legal action. If a client sues over 
a mistake or an oversight, you could face a significant loss. E&O coverage for insurance agents 
helps pay for your legal fees, which can mount up even for a frivolous lawsuit.

• Failure to deliver promised services
As a liaison, insurance agents connect clients with insurance providers and lenders. Expectations 
are high, and if your business fails to perform its professional duties, you could face a lawsuit. 
E&O for insurance agents can help pay for your legal fees, including court-ordered judgments or 
settlements decided out of court.

• Accusations of negligence
Life agents and other insurance professionals are not immune to claims of professional 
negligence. For example, a client could claim that your advice led to insufficient coverage. When 
a client files a lawsuit to recoup for financial losses, an E&O insurance policy can cover your legal 
expenses, including the cost of hiring an attorney.
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• Purchased by Agent
• $1,000 Annual Premium for $1,000,0000 Limit
• Many general agent offers discounted E&O insurance program 

• Purchased by General Agent
• General Agent becomes more selective hiring agents
• Premium usually average $500 per agents

• Positives
• Can afford defense cost
• Can pay for civil law suit

• Negatives
• Unable to obtain coverage after at fault claims
• Insurance company contract cancels if not renewed

Errors and Omission Insurance
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Due Diligent

• Not to hire agents with insurance company unpaid chargebacks
• Compliance requirement for lower persistency insurance companies
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Insurance Company Contract

• Insurance Companies usually requires 70 to 80% Persistency in 3 years
• Based on target premiums and Policy Count

Source: La Fayette Life Insurance Company IGA (Independent General Agent) Contract 



37

Insurance Company Contract

• Automatic Termination for personal bankruptcy

Source: La Fayette Life Insurance Company IGA (Independent General Agent) Contract 
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Insurance Company Contract

• Violation of any insurance laws or regulations
• Violation of any criminal law
• All Compensation stops

Source: La Fayette Life Insurance Company IGA (Independent General Agent) Contract 



Thank you
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The characteristics of tied agent in Japan

Prudential Holdings of Japan, Inc.
Advisor, Shoichiro Ichitani

KIRI International Seminar



Today’s Agenda

Life insurance industry in Japan
・ Regulatory agency, Industry group
・ Classification of life insurance companies
・ History of insurance sales by sales representatives 

Difference in the business model of direct 
insurance sales through captive agents 

Characteristics of Prudential of Japan

Page 2



Life insurance industry in Japan (Regulatory agency, 
Industry group)

Financial Services Agency (FSA) 
・Approve, inspect and supervise financial institutions 

Finance Bureau (Each prefecture)
・Implement measures for finance, etc. in response to 
Entrustment of Duties from FSA

The Life Insurance Association of Japan
・Registration/management of agents, preparation of tests/ 
guidelines common to the industry (each life insurance company 
president takes turns the role of chairman)
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Classification of life insurance companies in Japan

History of establishment
・Domestic life insurance 
・Non-life insurance
・Foreign affiliated insurance 

Distribution channel
・Direct insurance sales through captive agents
・Independent Agency
・Bancassurance
・Mail order, Internet etc
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History of insurance sales by sales representatives 

Page 5

Sales by male 
employees

Until 1940s from the 1950s onward

Sales by female part-timers
(a part of employment 

measures)

Japan as insurance superpower



Difference in the business model of direct insurance 
sales through captive agents 

Page 6

POJ Major Japanese 
insurance company

Salary/compensation Full commission Fixed salary available

Main sales force Breadwinner

Housewives, etc. (there 
are many cases of 

another income earner in 
a household)

Detection of 
prospect Self-development Company offers markets

Sales area Unlimited Vicinity of one’s office

Product
Mainly, needs-based 

selling of 
death protection

Mainly package, 3rd sector, 
saving type product

No. of people Small Large



Summary (Enabling factor for captive agent channel)

Does a sales representative grasp the job as 
lifetime work?

Is a sales representative the breadwinner of 
the household?  

Are sales representatives protected by the 
industry-wide cooperative operation? 
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Characteristics of Prudential of Japan

Beck’s 10
・Free to work
・Build Clients
・Lifetime Learning

C=C(Contribution = Compensation)

Money and Medal

Page 8
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I. 연구배경

1. 연구배경

2. 연구필요성
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 판매채널은 소비자와 보험회사를 연결해 주는 역할을 수행해 왔음

- 위험에대한인식과대응방안에대한정보가부족한소비자에게위험환기와해결책을제시함

- 2000년대까지소비자와보험을연결해주는판매채널은전속설계사채널이거의유일하였음

 따라서 전속설계사 규모가 곧보험회사의 경쟁력을 결정하였음

I.1. 연구배경

채널의 역할

0%

5%

10%

15%

20%

25%

30%

35%

0 10,000 20,000 30,000 40,000 50,000 60,000 70,000 80,000

보험판매채널의역할 생명보험설계사숫자와시장점유율 1997년

(단위 : 명)

자료: 보험통계연감, 건수 기준자료: Getty Image Bank
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 2000년대 이후 새로운 채널이 등장함

- 전화를이용한 TM, 인터넷를이용한 CM, 은행의방카슈랑스와여러상품을판매하는 GA 등장

 새로운 채널들의 등장으로 소비자가 보험 상품을 접할수있는 경로가 다변화됨

- 이는소비자의보험가입행태및보험시장에대한보험회사의영향력에변화를일으킴

I.1. 연구배경

다양해지는판매채널 생명보험설계사숫자와시장점유율 2016년

연도 변화 특징

2001년
직판도입

(TM, CM)
소비자에직접판매

2003년 방카슈랑스 은행의보험판매

2005년 GA활성화 판매의외주화

2014년 보험다모아 비교가능

채널변화

0.0%

2.0%

4.0%

6.0%

8.0%

10.0%

12.0%

14.0%

16.0%

0 5,000 10,000 15,000 20,000 25,000 30,000 35,000 40,000

(단위 : 명)

자료: 보험통계연감, 건수 기준
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 TM, CM 중심의 비대면채널은 인공지능을 활용한 미래채널로 발전하고 있음

- 중국의핑안(平安)보험의경우이미 2016년부터인공지능중심의보험회사로변화를선언했음

 비대면 채널이 미래채널로 발전할 수있도록 규제방향 개선에 대한검토가 필요함

- 소비자보호와고객편의성증대및금융보험산업의경쟁력강화를함께고려할필요가있음

I.2. 연구필요성

비대면채널진화 – 핑안 (平安) 보험사례 소비자보호와편의성증대를고려한규제모색

채널 규제 변화필요

자료: Getty Image Bank자료: Boston Consulting Group, 재구성

전통적기술
(2004)

모바일기술
(2014)

인공지능
(2016)

설계사 일부 온라인 전과정 온라인 인공지능 모집

훈련 온라인 훈련 온라인 원거리 훈련 인공지능 기반 훈련

설계사관
리

일부 온라인
기반 관리

모든 관리
온라인 기반

인공지능 활용
관리

판매모델 온라인기반 판매 모바일기반 판매 인공지능 판매

서비스
컴퓨터 활용

서비스
모바일 활용
서비스

인공지능 활용
서비스
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II. 비대면채널과규제현황

1. 판매채널 변화와 원인

2. TM 관련 규제

3. CM 관련규제
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II.1. 판매채널변화와원인
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TM CM

 보험가입 결정에 대한영향력은 보험회사에서 대리점으로 그리고 소비자로 넘어가고 있음

- 과거전속설계사를보유한보험회사의영향력이가장컸음

- 대리점계약을맺고여러보험회사상품을판매하는은행과 GA 등의영향력이커지고있음

- 비대면채널확대와함께보험가입결정은소비자가주도하는시대가다가오고있음

II.1. 판매채널 변화와 원인

자료: 보험통계연감, 원수보험료 기준

보험가입에 대한영향력 변화

비대면채널점유율추이(손보) 보험가입에대한영향력

과거 현재 미래

전속채널 보험회사

대리점 판매자

비대면채널 계약자
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 새로운 채널을 활용한 새로운 보험상품 판매

- 설계사판매시특약으로보장하던급부들은비대면채널에서저렴한주계약상품으로판매

 위험환기 및상품설명 등필요가 적은 분야에서 온라인 보험점유율 확대

- 온라인을통한자발적보험가입영역은자동차보험에서건강, 여행자, 자녀보험등으로확대되어가고있음

II.1. 판매채널 변화와 원인

자료: ShortcutsUSA(2016)

비대면채널 성장

나누어팔기 자동차와 여행자보험 비대면채널 성장 추이

자료: 보험통계연감, A 보험회사 내부자료
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전화자동차(좌) 온라인자동차(좌) 온라인여행자(우)

(단위 : %(좌), 건(우))
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 새로운 소비계층은 정보획득에 능하고 이를바탕으로 스스로 해결책을 찾는세대임

- 기성품시장에서는이미고객이스스로판단하고상품을구입하고있음

- 보험시장에서도고객스스로정보를얻고가입하는것을선호함

 밀레니얼세대가 주요 소비계층으로 부상할 경우이러한 경향은 가속화될 것임

II.1. 판매채널 변화와 원인

소비계층 변화

스스로처리하는밀레니얼세대 - DIY 시장규모 채널별가입자연령분포

자료: Statistica (2018)

0%

10%

20%

30%

40%

50%

TM 전체 CM

30대이하 40대 50대 60대이상

(단위 : 억달러)

250

300

350

400

450

2012 2013 2014 2015 2016 2017 2018

자료: 보험통계자료집, 보험연구원 내부자료 (2018)
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 기술발전은 소비자 스스로 보험에 가입하는 행태를 더욱강화할 것임

- 더욱정확한의사결정을내리기위해소비자들은새로운기술을적극적으로활용함

- 양방향소통이가능한인공지능채널등장은복잡한상품도비대면채널로가입할수있도록할것임

 보험판매 중심이 대면채널에서 기술을 활용한 직접판매로 이동할 것임

- 따라서미래채널로발전해나가는중간단계인비대면채널(TM,CM) 활성화를위한제도개선필요

II.1. 판매채널 변화와 원인

기술 발전에 따른중심 채널변화

채널별특징 인공지능채널로발전

자료: 김석영 외(2017) 자료: Photo by Owen Beard on Unsplash

https://unsplash.com/@owenbeard?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/s/photos/artificial-intelligence-and-human?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
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II.2. TM 관련규제



14

14

 현재 TM 채널은 복잡한 규제를 적용받고 있음

- 대면채널이적용받는규제와더불어통신판매에적용되는규제를동시에적용받음

- 금융위(보험업법), 금감원(감독규정)은물론공정위그리고방통위규제까지받고있음

 관련기관이 많은만큼 다양한 행정지도가 수반되며, 이는 비대면채널의 효율성을 저해함

- 2000년 TM규제도입이후규제의기본틀을유지하며필요시마다추가되었음

II.2. TM 관련 규제

복잡한 규제

금융위원회

•보험업법제95조, 96조

•보험업법시행령제42조, 43조

금융감독원

•보험업감독규정제4-35조

•보험업감독규정제4-36조

공정거래위원회

•표시광고공정화에관한법률

•금융상품광고에관한지침

방송통신위원회

•정보통신망이용촉진법률제50조

TM 및광고

중첩된 TM 관련규제 TM 규제업데이트

내용

2000.8 모집시준수사항 최초규정

2003.1 통신판매 가이드라인통보

2003.5 통신사항 모집관련준수사항 최초규정

2006.5 모집가이드라인 시행

2006.11 통신판매 시준수사항추가규제(표준 스크립트)

2010.7
통신수단을 이용한철회/해지추가
통신판매 업무모범규준마련

2014.4 통신판매 규제강화

2016.3 해피콜제도 법규화

2018.1 불합리한 관행개선추진
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 현재 TM 채널은 보험상품을 판매하기 위한 통화시간이 과도하게 긴문제가 있음

- 표준스크립트를고객에게읽어주는데평균 15~20분, 상품판매를위한상담시간을포함하면 30~40분소요

- 해외는상품관련핵심내용만확인(10쪽내외)하는반면우리는부가적인확인사항이많아표준스크립트길이가약

20~40쪽에이름

 장황한 설명으로 인해소비자 피로도 증가 및집중력 저하초래

II.2. TM 관련 규제

설명의무 : 지나치게 긴설명

우리나라 TM 표준스크립트 우리나라와싱가포르스크립트항목비교

대한민국 싱가포르

정보취득경로 ● ▲(문의시)

안내장발송 ●

취약금융소비자 ●

상품설명 ● ●

건강상태고지 ● ●

결제정보 ● ●

비교안내 ●

계약체결필수동의 ●
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 자금세탁 방지를 위한실소유자 확인의무 (특금법 5조의 2항)

- 보험료수준이낮은보장성보험의경우자금세탁우려가적음

 취약한 금융소비자에 대한일률적 중복안내

- 한번을설명하더라도고객이알아들을수있도록설명하고고객요청에따라추가설명제공필요

II.2. TM 관련 규제

설명의무 : 과도한 일률적 설명

자금세탁방지 취약금융소비자에대한안내

내용

자금
세탁
방지

• 이보험계약의 실소유자가 맞으시죠?
• ‘아니요’ 의 경우 실소유자의 성명과 주민번호를 말씀

해주시겠어요?
• 국적은 대한민국이신가요?
• ‘아니오’의 경우 국적이 어떻게 되시는지요?
• 미국 시민권 또는 영주권이 있거나, 해외국가에 납세

의무가 있으신가요?
• 미국시민권자 또는 영주권자 조세법상 미국거주자 중

어디에 해당하시나요?
• 미국이외에 다른 나라에 세금을 납부하고 계신가요?
• 예의 경우 해당국가 명을 말씀해주세요

내용

취약한
금융
소비자

• 고객님께 안내해 드리는 ○○○건강한치아보험Ⅴ(갱
신형)은 5년(10년)마다 갱신되고 갱신 시 보험료가
인상 될수 있습니다.

• 중간에 해지하시면 해지환급금은 납입한 보험료보다
적거나 없을 수 있으며, 만기 시 보험료 환급은 없으
나, 지급기준에 따라 (30만원)의 특약 만기지급금을
받게 됩니다.

• 고객님, 이해되시죠?(예)
[취약한 금융소비자는 동일한 내용을 한 번더 설명]
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 중복되는 개인정보 활용 동의문제

- 보험가입설계를위해주민번호제공동의, 안내장발송추가동의, 계약체결이행필수동의등

- 소비자입장에서길고복잡한형식상동의절차를간소화할필요가있음

 실효성이 적은승환계약 방지를 위한비교안내

- 신계약모집 6개월이내에소멸계약이있는경우보장내용을달리한계약에대해서도비교안내필요

- 보장내용을달리한승환계약이일어나는경우는적음 (백철, 김석영, 김헌수 2019)

II.2. TM 관련 규제

설명의무 : 중복 및필요성 낮은 설명

과도한개인정보동의 실효성적은비교안내

동의목록 동의내용

가입설계 시 주민번호 등개인정보 제공 동의

고객에 안내장 발송
주소, 전화번호 등 개인정보 활
용동의

계약체결이행 필수 동의
개인식별정보, 보험금지급, 신용
정보원 이용 동의 등

승환계약

생존 사망 양로 변액 계

해
지
계
약

생존 1.5% 3.5% 0.7% 3.1% 8.9%

사망 2.7% 50.3% 2.6% 10.9% 66.5%

양로 0.8% 3.0% 1.5% 2.5% 7.7%

변액 1.6% 7.1% 1.0% 7.1% 16.9%

계 6.6% 63.9% 5.9% 23.6% 100%

자료: 백철, 김석영, 김헌수(2019)
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 상대평가가 적용되는 녹화방송 기준강화 제고필요

- 상대평가시보험회사가최선을다해도누군가는결국제재를받게되어불완전판매율관리유인감소

 보험을 판매 광고모델에 대한설계사 자격 규제

- 광고및방송의경우사전심의를마친것으로규제로인한소비자보호효과보다보험료상승요인으로작용

II.2. TM 관련 규제

과도한 홈쇼핑규제

채널별불완전판매율 보험가입권유시자격증보유

자료: 안철경*정인영(2018)

(단위 : %)

자료: TV 광고화면
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 TM판매에 음성이외의 컴퓨터, 모바일 기기 등을활용한 대체 설명불가

- 보험업법시행령제43조제2항 “전화를이용하여보험을모집하는자는모든과정을음성녹음하고보관해야한다”

- 어플리케이션등을활용한다해도스크립트는모두읽고녹음해야함 (법령해석180144, 유권해석170281)

 다양한 매체를 판매에 활용할 경우 소비자에게 보다 정확한 정보를 편리하게 전달할 수있음

- 다양한매체활용은정보전달질을높임(Reeves & Hedberg 2002, Lusardi et al 2015)

II.2. TM 관련 규제

첨단기술을 활용한 대체설명 불가

대화및시각정보를 활용한 금융정보 전달 효율제고 시청각 및반응을 활용한 정보전달 예

자료:Lusardi et al (2015)
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 규제완화에 대한 보완책으로 청약철회에 대한 안내강화와 기간 연장등을 생각할 수있음

- 가입단계에서는편의성을증대시키되가입이후청약철회를쉽게하는방안을고려할수있음

- 2018년 65세이상고령자에대한청약철회기간이연장된이후해당연령층의청약철회가증가하였음

 사후모니터링을 강화하는 방안을 고려할 수있음

- 인공지능 STT(Sound to Text)기술등을활용해통화내용품질모니터링비율등을강화

II.2. TM 관련 규제

규제완화와 사후관리 강화

TM 연령별 청약철회율 추이 인공지능을 활용한 판매 모니터링

구분 2016 2017(A) 2018 2019(B) 차이(B-A)

30~39세 9.8% 11.3% 11.1% 10.6% -0.7%

40~49세 8.8% 10.3% 10.9% 10.8% 0.5%

50~59세 10.5% 11.7% 12.8% 13.7% 2.0%

60~69세 12.1% 13.6% 15.3% 17.4% 3.8%

70~79세 16.2% 17.9% 22.0% 23.5% 5.5%

80세 이상 18.9% 18.0% 22.6% 23.1% 5.1%

평균 11.1% 12.3% 13.8% 15.1% 2.9%

자료: Persona System자료: 보험연구원 내부자료
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II.3. CM 관련규제
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 현재 CM 가입방식 및절차는 종이문서를 컴퓨터 화면으로 옮겨 놓은것에 불과함

- 기술을활용한가입편의성도모는불가능함

 따라서 CM 채널 발전을 위해서는 새로운 기술과 판매채널의 접목이 필요함

II.3. CM 관련 규제

종이와 다를 바없는 CM

종이와다를바없는 CM 기술과접목필요

자료: Capgemini (2019), 재구성

사람과기술의

균형과조화와

상호작용

다양한매체

를활용한양

방향소통

적절한기술

활용을통한

커뮤니케이션

소비자에적절

한활용방안

자료: Photo by Bram Naus on Unsplash

https://unsplash.com/@bramnaus?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/s/photos/paper-to-computer?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
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20.5 

29.5 32.0 

18.0 

상품에대한설명이부족해서 가입과정이복잡해서

상세한정보제공에따른부담이있어서 보험가입을망설이는마음이있어서

 젊은층을 중심으로 온라인을 통해 보험에 가입했거나 시도한 비율은 높은 것으로 나타남

- 40세미만계층의경우 50% 이상이온라인보험에가입했거나가입을시도함

 CM채널에서 가입에 이르지 못하는 가장큰이유는 가입과정이 복잡하고 설명이 부족하기 때문

- 온라인보험의경우모든가입과정을스스로수행해야하나상품과가입의복잡성이큰걸림돌임

II.3. CM 관련 규제

계약의 복잡성

온라인보험가입시도비율 가입에이르지못한이유

(단위 : %)(단위 : %)

자료: 보험소비자설문조사(2019) 자료: 보험소비자설문조사(2019)
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가입혹은가입시도경험있음 시도경험없음
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24.7 

10.6 

8.8 

55.9 

자세한설명서제공 인공지능과음성및문자대화

사람과문자(채팅) 대화 사람과전화통화

 계약의 복잡성 및설명 문제를 해결해 줄수있는하이브리드 계약 허용이 필요함

- 보험가입중어려움에직면할경우사람과의전화통화를선호하는비중이 56%에달함

 시각과 청각을 동시에 활용한 정보전달 시소비자의 정보획득능력이 크게 개선됨

- 다양한기술및매체를사용한정보전달향상을위한규제변화가필요함

II.3. CM 관련 규제

새로운 계약형태 필요

어려움을겪을시선호하는도움방법 다양한매체활용

자료: Unsplash.com, Christopher Gower 

(단위 : %)

자료: 보험소비자설문조사(2019)
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 중국역시 비대면채널이 빠르게 성장하고 있음

- CM 비중이 TM보다크고빠르게성장하고있는특징을보임

 하이브리드 판매가 비대면 채널의 핵심적 역할을 하고있음

- 생보 TM을 제외한모든비대면채널에서하이브리드판매가널리활용되고있음

II.3. CM 관련 규제

중국 비대면채널 사례

중국비대면채널성장(손보-자동차제외) 중국하이브리드채널규제

자료: 중국보험협회(2017.3), “2016年财险电商市场基本情况报告”
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업권 채널
매체
활용

업권 채널
매체
활용

생보

TM
일부
가능

손보

TM 가능

CM 가능 CM 가능

(단위 : 억위안)
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III. 미래채널과규제방향
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 온라인 보험 가입시전화를 통한 상품설명을 제공받고 계약을 완료하는 채널이 등장할 것임

- 이러한채널이등장할경우 TM과 CM의경계는없어지고하이브리드비대면채널로통합될것임

 기술발달에 따라비대면채널은 인공지능 등새로운 기술을 활용한 채널로 발전할 것임

- 빠른기술변화로인해현재우리가상상하지못하던판매채널이등장할수있음

III. 미래채널과 규제 방향

미래채널 변화

하이브리드채널 중국 TM 및 CM판매생명보험회사숫자

자료: Getty images

15

30

45

60

2011 2012 2013 2014 2015 2016

TM운영회사 CM운영회사

자료: CIRC, 중국보험보 재구성

(단위 : 개)
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 현재는 다양한 매체를 이용한 하이브리드 채널은 활용이 어려움

- 감독규정및사업비부과등까지세밀한감독은판매채널과상품설계의유연성을저해함

 이러한 경직된 감독체계는 새로운 기술을 활용한 채널 도입의 걸림돌이 되고 있음

- 상품및판매행위의세밀한부분까지가해지는현재규제는빠르게변화하는소비자와기술을따라가지못함

III. 미래채널과 규제 방향

세밀한 규정중심 규제의 한계

현재세밀한규정중심규제 미래기술을활용한다양한채널

자료: Boston Consulting Group (2019), 재구성자료: Photo by Mael BALLAND on Unsplash

전통적판매채널

새
로
운
형
태
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판
매
채
널

필
요
에
기
반
을
둔
상
품

설계사 직접
채널

은행 대리점

생명

보험모집

소셜

건강 P2P

은퇴 AI

의료 건강
관리

여행 자산
관리

파트너쉽

https://unsplash.com/@mael_bld?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/s/photos/micro-control?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
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 비대면채널의 경우 2003년 수립된 규제체계에 새로운 항목이 추가되는 방식으로 현재에 이르고 있음

- 지금의규제체계로는빠르게발전하는핀테크, 인슈어테크등새로운기술도입및활용에한계가있음

 새로운 기술이 적용되는 비대면 채널은 원칙중심의 사후규제 적용이 필요함

- 창의적인새로운기술활용을장려하되과정을모니터링하며소비자피해가우려될경우안전장치를작동

III. 미래채널과 규제 방향

미래채널 규제 : 원칙중심의 사후규제

규정중심규제 원칙중심규제

자료: Photo by pixpoetry on Unsplash 자료: Photo by Denise Jans on Unsplash

https://unsplash.com/@blackpoetry?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/s/photos/control?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/@dmjdenise?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/s/photos/compass?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
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 영국및싱가포르에서 원칙중심의 사후규제를 일부도입하였음

- 규제샌드박스를통해창조적파괴형핀테크를활용공간을열어두고진행상황을면밀히관찰함

 중국은 2017년 발표한 “보험판매행위 추구관리잠정방법”에서 보험판매 사후규제 강화를 강조함

- 감독당국은소비자보호를위해현장조사를통해보험판매자에게녹음/녹화자료를요구하고위반시제재함

III. 미래채널과 규제 방향

원칙중심의 사후규제 사례

자료: FCA, UK 자료: MAS. Singapore

영국규제 샌드박스와 사후규제 싱가포르 규제샌드박스와 사후규제

The sandbox provides access to regulatory 
expertise and a set of tools to facilitate testing. The 
tools include restricted authorization, 
individual guidance, informal steers, waivers and 
no enforcement action letters. Find out more 
information about sandbox tools.

We closely oversee the development and 
implementation of tests, for example by working 
with firms to agree bespoke consumer safeguards.

Depending on the experiment, MAS will provide 
the appropriate regulatory support by relaxing 
specific legal and regulatory requirements 
prescribed by MAS, which the sandbox entity will 
otherwise be subject to, for the duration of the 
sandbox.

The sandbox will includes appropriate safeguards 
to contain the consequences of failure and 
maintain the overall safety and soundness of the 
financial system.
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 원칙중심 사후규제 도입목적이 신기술을 활용한 창의적 서비스 제공임을 명확히 할필요가 있음

- 원칙중심규제로재량권이커진감독자가문제가생기지않을것만을강조한다면더큰걸림돌이될수있음

 부작용 등을 고려하여 원칙중심의 사후규제는 비대면 인바운드 채널먼저 적용을 고려

- 인바운드채널소비자들은정보를미리숙지하고접근하므로제도개편으로인한혼란발생가능성적음

- 또한새로운기술의활용가능성이높은분야역시 CM등인바운드채널임

III. 미래채널과 규제 방향

미래채널 규제 : 방향

창의적놀이공간 SandBox 개편순서

고객정보

적음 많음

기술
활용

적음
대면

아웃바운드

많음
비대면
인바운드

자료: Alexander Dummer on Unsplash.com
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IV. 결론및요약
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33III. 결론 및요약

결론 및 요약

• 기술변화에대응해규제가대응해나가려면원칙중심의사후규제로전환필요

- 창조적기술활용을위해해외에서는 원칙중심의사후규제를적용하는나라들이등장함

원칙중심의사후규제

• 머지않은미래에판매채널중심이인공지능채널등비대면채널로 이동할것임

- 이에대한활용및규제대응방안에대한고민이필요함

미래채널대응필요

• 규제개선을통해부작용을최소화하면서실질적인효과를얻을수있어야함

- 규제당국은규제개선목적이기술활용, 소비자편의성제고그리고산업발전임을 명확화

- 부작용최소화를위한인바운드채널을중심으로한점진적도입검토필요

규제개선의원칙
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34III. 결론 및요약

결론 및 요약

“체스게임이 그렇듯이 생명체가 맞닥뜨릴 수있는 우발적 사건이란 수없이 많기 때문에 도저히 그모든

것을예상할 수는없다. 체스 프로그래머와 마찬가지로, 유전자는 생존 기계에게 생존 기술의 각론이 아

니라일반 전략이나 비결을 ‘가르쳐’ 주지 않으면 안된다”

- The Selfish Gene 중에서

R. Dokins
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