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software for insurance

Together we learn & grow

The year started on a positive note for me and my team as we began 

the journey of The Insurance Apprentice once again, and I am 

excited by the way it all turned out.

Without sponsors nothing can happen, and I am grateful to say that we 

have the best sponsors who go all the way and commit to this 100%. 

Thank you to each sponsor and company.

It was exciting to watch these young industry professionals as they went 

about doing their daily tasks, while rising up to the challenges of the 

judges, who by the way, did a phenomenal job. The amount of growth we 

see in participants every year is something many people comment on and 

it is enlightening to see how the companies these apprentices work for, 

really embrace and empower these people. 

In every competition, there can only be one winner and Noxolo Dlamini 

walked away as the winner of The Insurance Apprentice 2018. Big congrat-

ulations to her as well as the other contestants on making it that far. If you 

missed any episodes catch up here: www.theinsuranceapprentice.co.za

Planning and masterminding of season five has already started. Applica-

tions close on 31 August. If you are younger than 35, have been in the 

short term insurance industry (any part of it) for more than four years, and 

you preferably hold some form of short term insurance studies or qualifi-

cation, then why not take a chance and apply.

In this edition you can read about the participants, the winner and the trip 

she will be going on. We also have interesting articles on the insurance 

industry and Millennials’ take on various topics.

We hope you enjoy the read!

Editor: FAnews
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The Insurance Apprentice is a great initia-

tive that creates strong awareness about 

the industry. It is a great platform for acce-

lerated learning about the depth, width and breadth of our industry. The 

competition gave me a platform to learn so much about the insurance 

industry, both from the stalwarts of our industry and from my fellow 

contestants.

Personally, I love challenges, so I really enjoyed working through those 

challenging tasks, it was an opportunity to apply critical and strategic 

thinking. Judge Dread on the other hand, aka Simon Colman, must take it 

easy and smile a little. He can be intimidating at times. One thing I would 

do differently, I would go with a dozen Monster and Redbull energy drinks 

because the competition can seriously take a toll on you.

If I could compete again, honestly, I would not change much, I strongly 

feel that I applied myself at an optimal level in every challenge, made 

great friendships and had lots of fun. It was an exciting, inspiring, fun and 

challenging experience, until I was sent packing. That was sad. How does 

Simon sleep at night? Ha-ha… just kidding!

My advice to those considering entering the competition is to play in your 

own strength but do not be scared to venture into risk taking. Don’t take 

things personal, it is a competition after all. Do not aspire to win at all 

costs, it can be very costly. And lastly, have fun and be yourself! 

Executive Associate CEO & COO

Discovery Insure
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The Insurance Apprentice was a phenomenal experience, 
there is nothing like it. I was able to grow from a techni-
cal aspect to a personal character aspect. It is a lot of 

fun but hard work… tequila shots with pineapple, after every 
challenge, kept me going lol.

I had no strategy; my intention was to give it my best with 
every task and work well with my team mates. I brought my 
technical knowledge, leadership skills and an awesome vibe to 
the game

I have learned to be patient with others, not everyone does 
things and understands things at my pace. I have gained a lot 
of technical knowledge about different product offerings in 
the industry and what I would share with those considering 
entering, is to be yourself. 

When you reach the top eight, you got there by being 
yourself so don’t let the game change you.

QRC Manager
Aon South Africa
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The Insurance Apprentice was one of the most exceptional experi-
ences of my career. I was challenged and pushed to deliver on tasks 
that made me incredibly uncomfortable. However, I have learned 
that you grow when you are uncomfortable. 

It was character building to be able to sit in front of a panel of 
judges and experts in the industry and be critiqued, take that as 
constructive criticism and use it the next day to get ahead. It 
taught me that I could fail the one day, come back fighting the 
next day and do well. 

The experience has taught me that I am strong; I had forgotten how 
strong I was and that I need to push myself to do things that make me uncomfort-
able, in order to grow. 

My advice to other applicants would be, you can be very intelligent, but you also need to be 
headstrong and know how to work with people to get ahead in life, and in this competition. If I could 
compete again, I would have more faith in my ability to learn on the spot and under pressure.

P.S. On a fun note, there were some laugh out loud moments. During filming week, Nox confidently 
described two out of ten people as 2%... it was the joke of the week. Gobusamang was the life and 
jokester of the party and Blessed could easily compete in Strictly Come Dancing… just saying!

Legal Risk Advisor: Professional Risks
Aon South Africa

L ooking back at the competition, it was nothing like I imagined or thought it would 

be. The Insurance Apprentice competition is actually not a competition between 

eight finalists but is more of a self-discovery and self-development challenge 

where growth is the biggest prize. The Insurance Apprentice has helped me build my 

brand (Gobusamang Motaung), I discovered strengths that I did not know I had and I 

learned many skills that are currently helping me make an impact in my career.

Going into the competition, my strategy was to be myself, learn as much as I can from 

my team mates and to use my tactical skills to win challenges.

To everyone who is considering entering the competition my advice is “just do it” and 

“never doubt yourself” (I literally applied on the closing date because I was scared. I thought I was not ready 

#ButGod). There are many skills that you have that you are yet to discover, and this competition will help you tap 

into those skills.

Financial Lines UnderwriterAIG South Africa
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I think the Insurance Apprentice was one of the most 
daunting, but at the same time exciting things I have 
ever done in my life. Being in front of a camera takes 

guts. Never has my heart raced as fast as it did, and my 
words come out as slow as they did. 

Behind the scenes we had so much fun and laughs – from 
dancing to singing to selfie-queens and YouTube vlogging. 
We also had some serious tuning going on when someone 
put their foot in their mouth and man did this provide 
entertainment. 

The tasks were really challenging, some more so than others, but overall it was no 
walk in the park. It got you thinking outside the box, challenging you with things 
never dealt with ever before. I immediately knew that this would not be an easy 
experience. You only grow outside of your comfort zone, right? Never in a million 
years could I have anticipated the level of being thrown out of my comfort-zone. 
Judge Dread, aka Simon Colman, had a stare on him that I believe no-one would be 
able to beat. 

I am so thankful for having been a part of this amazing journey for being given the 
chance to compete, but more so, being given the opportunity to learn things about 
myself. My tips for future entrants would be to own it, be positive and passionate. 

Make sure the judges get a fair chance to see your leadership skills. Do not let any-
thing stop you, especially self-doubt.

 
Short Term Broker
RSAM

There are many industry wide competitions in insurance, The Insurance Apprentice is 

amongst the most intense ones. There is no competition or activity that will prepare 

you for The Insurance Apprentice, but I can almost guarantee that The Apprentice 

will prepare you for most competitions. 

My strategy was not to undermine my competition and not to compromise myself or my 

integrity. The competition gets tough and it is very easy to lose sight of your values.

The tasks were challenging but the amazing thing is that the Apprentices always managed to 

get to the correct answer. Even though, at times, not every person or group knew the correct 

answer, the fact is someone or some group will know the answer. 

My biggest competition was myself. I know what I can achieve, this time around, I don’t know, Joseph was just not 

coming through for me. I did well nonetheless. 

For future contestants, give the competition all you have got but do not compromise yourself. 

 

Operations Manager 

InsuranceSupermarket Insurance Brokers 
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The Insurance Apprentice is a brilliant competition. 
It was a challenging, exciting and intense competition 
that has created memorable experiences and special 
relationships. My game plan for the 2018 competition 
was to take each task as an individual challenge and 
to work together with my team member to produce 
the best result possible for the challenge that we 
faced.

To all the entrants for The Insurance Apprentice 2019 
you have big shoes to full, good luck and remember, 
just be better.

This competition has taught me to be 
more bold and courageous in everything 
I do in life. If you are not expressing 
your ideas confidently then your idea 
is not good enough. I encourage you to 
enter this competition as a challenge 
to yourself to grow into the person 
you want to become. 

If I could compete again I would do 
everything the same except for one 
thing, I wouldn’t get fired. “Don’t 
join an easy crowd; you won’t grow. 
Go where the expectations and the 
demands to perform are high.” - 
Jim Rohn

 
Broker: Sports & Leisure Department
Bay Union Insurance Brokers

isure Department
surance Brokers

The Insurance 
Apprentice judges 

described each 
apprentice in a 

few words:
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The Insurance Apprentice keeps getting better 
every year. From the tasks the apprentices are 
given, to the interaction with each other as well as 
the judges. The apprentices were pushed to think 
outside the box and really broaden their thinking 
about the short term insurance industry. I think 
this programme is so important for displaying the 
talent of young people in our industry.

This was my first time participating as a judge this 
year so that was quite challenging. However, the 
support and guidance I received from the other 
judges was amazing. It was a marvel to watch 
the transformation that the apprentices went 
through during the course of this programme.

 

Executive Manager: 
Insurance Operations
Sasria SOC Ltd
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Overall, I believe The Insur-
ance Apprentice is an amazing 
platform that brings a fresh 
perspective to both the 
seasoned and young entrants 
in the insurance world. In a 
world where new products and 
customer needs change literally every day, the 
programme showcases raw talent and aims to 
correct the perception that a career within the 
insurance space is mundane and dull.

Overall, it’s been positive but I believe that 
there’s more work to be done to drive aware-
ness, especially considering the fact that each 
episode covers a different aspect of insur-
ance.

 
Head of Claims Procurement
Hollard 

 
 

#TIA2018 #Nextlevel 

 #Fantasticinitiative 

 #Judgesspeakout  

The Insurance Apprentice is an important programme 
because it showcases the talent that is present in the 
short term industry and also gives an inside view on the 
workings of the insurance industry for individuals who 
might be interested in pursuing a career in this industry. 

The challenge I grapple with every year is fighting the 
urge to give the apprentices answers rather than letting 
the apprentices figure it out themselves. 

It was also quite a competitive group 
of apprentices this season so there 
was no outright winner from the 
beginning and, it was a close call. I 
really enjoyed spending time with 
the contestants – it gave me a little 
insight on how millennials operate 
and what makes them tick. Every 

year it gets better and runs much 
more smoothly.

Chief Marketing 
Officer Old Mutual 
Emerging Markets
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I am a big fan of The Insurance Apprentice. It is a 
wonderful program providing rapid immersion into 
various aspects of our industry that contestants would 
not necessarily have been exposed to. 

Due to the lack of general awareness, the trade credit 
task was a great leveler as none of the contestants had 
previously had any exposure to it. That meant that 
everyone was on an even keel and it was interesting to 
watch who rose to the challenge and who shrank due to 
the unfamiliarity. The difficulty we faced was that the 
actual task needed to be fairly uncomplicated as the 
foreignness of trade credit created enough complexity.

The high-pressure environment provides a platform  
that allows for accelerated growth in both technical  
and emotional areas.

Managing Director: Trade Credit
Hollard 

This year’s contest was extremely competitive. All of the candidates hit the ground 
running. We made a decision to have a cash prize in task one and I think that added a 
new dynamic right from the start. I was very impressed with the professionalism of all 
the candidates.

There is so much going on behind the scenes and one has to be very careful not 
to make judgement calls based on the sub-text of each episode. Conflict between 
competitors isn’t always evident in the final cut of the show but it still has to be 
managed so that the competition can continue. As a judge you want to balance the 
entertainment value of the show with the technical aspects of each task. That’s not 
always easy.

People were genuinely sad when someone left the contest. This year we had some 
favorites going out early. The trailers were so scary.

Executive Head: Digital Distribution
SHA Specialist Underwriters

In this year’s rendition of The Insurance Apprentice, final-
ists faced a rigorous set of tasks set by the judges that 
thoroughly tested their technical, analytical and practical 
capabilities. All round, there was agreement that the candi-

dates that made it through to the final rounds were all highly 

regarded, representing one of the most highly contested and 

challenging competitions to date.I believe The Insurance Apprentice contributes significantly to 

the growth and sustainability of the insurance sector and Aon is 

a proud supporter of this initiative as it aligns with our belief of 

creating an environment where employees are inspired to reach 

their full potential. 
A program like The Insurance Apprentice is the perfect platform 

to leverage the best talent in our industry, identify and supple-

ment any gaps through further education and mentorship from 

veterans in the industry, transfer-ring skills and knowledge in the process. 
The Insurance Apprentice is an invaluable platform to showcase the professionalism and capabilities of our leading young professionals. All participants have an incredibly important role to play as ambassa-dors for our sector, to truly demon-strate how diverse and gratifying a career in the risk industry can be. 

CEO
Aon South Africa
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It was extremely encouraging to see how the next generation of insurance industry 
leaders approached quite a challenging assignment from Marsh. Not only did they 
manage to think outside the traditional “insurance box”, but they managed to do so 

with professionalism and, we must say, some flair!

The experience further highlighted the importance for younger insurance profession-
als (Millennials and Generation Z) to be able to effectively engage with older genera-
tions (Baby Boomers and Generation X), and that they require specific communica-
tions skills to deal with C-Suite clients. 

Apart from participating as judges, it was also great to be given the opportunity to act 
as mentors and it was very rewarding to see how the contestants reacted to advice 
in different ways. They asked some very interesting questions and incorporated their 
learnings in the task delivery. The 2018 Insurance Apprentice was an outstanding 
success and Marsh remains extremely proud to 
be associated with the initiative. We recognise 
the critical skills shortage in our industry and 
the need to attract younger professionals. We 
are a vital industry to our economy 
and we must play our role 
in ensuring job creation 
and skills transfer at 
every opportunity 
we are afforded.

 
 

                                                                 The Insurance Apprentice is intriguing 
and aspiring to avid newcomers into the sector. Contrary to the belief that 
the insurance industry is boring – this program brings fame, excitement and 

innovation to the unknown.

I take my hat off to Simon for creativity. The other judges having 
to keep up with what’s going on in Simon’s mind, whew! Judge 
Simon is not as hard-core as one would see on screen, although 

his surrealistic thought on how the program unfolds leaves 
much nervousness on how contestants adapt in this chang-

ing environment with curve balls coming anytime and 
anywhere. Guess that is what makes great viewing!

The programme has grown from an idea to a vision 
of what makes businesses work and grow – and 
seemingly so, it’s all about having the right people 
with the right talents. All representatives who have 
entered this year have given their organisations 
immense publicity. People within my organisation 
and in the public space now know the company 
better because of the exposure of their representa-

tives on The Insurance Apprentice program. 

Manager in the Office of the CEO
INSETA
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FINPRO Practice Leader
Marsh Southern Africa

    
       
          Chief Risk Officer
                            Marsh Africa

The Insurance Apprentice is one of the means 
by which young people from within the 
industry can put their current knowledge 

and skills to the test and expand their knowledge 
to new areas of the industry they may not have 
been exposed to before. As the series is available 
to a national and international audience via the 
internet, the apprentices have an opportunity to 
present the South African insurance industry as a 
professional, exciting, innovative and passionate 
sector of business. 

I enjoyed the entire experience; from the moment 
I arrived and met everyone at the venue. I saw 
the commitment from each and every apprentice; 
this was something they wanted to succeed in, 
and win. Mentoring the apprentices allowed me 
to share my experience in the industry with young 
people, and hopefully to be part of their growth as 
industry professionals and as people. 

A large majority of my colleagues at work watched 
every episode, as soon as it was broadcast, and 
were excited for the next episode to be released.

of the means
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I am proud to be associ-
ated with The Insurance 
Apprentice because of the 

pioneering, innovative approach 
to raising awareness of the beauty of the insur-
ance industry. I can see the leaps each season 
takes towards highlighting the professionalism and 
collaboration within the industry.

The challenges I faced as a guest judge this year 
was trying to remember that I was sitting on the 
judge’s side of the table, and not with the contes-
tants, as there is that sense of comradery and 
empathy for the contestants. 

The caliber of contestants and tasks continue to 
keep us on the edge of our seat. It is definitely 
worth watching and sharing.

Relationship Manager
Santam

 
 

Portfolio Executive
Emerald Risk Transfer
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We believe in the future. We believe 
in being part of something bigger. 
Through leveraging expertise 
and advice in risk management 
and insurance solutions, we are 
committed to helping you and 
your business thrive.

Manage your risk and insurance 
solutions head-on with an Aon 
Expert Broker by your side.

0860 100 404
www.aon.co.za

Aon South Africa (Pty) Ltd is an Authorised Financial Services Provider (FSP #20555).

An Aon Expert Broker

BY YOUR SIDE
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Adeline Singh (INSETA), 
Caroline da Silva (Financial Sector 
Conduct Authority - FSCA), 
Chris Potter (Emerald Risk Transfer), 
Christelle Marais (Marsh Africa), 
Fareedah Benjamin (Sasria), 
Gareth Joubert (Hollard), 
Kabelo Paile (Santam), 
Marvin Tshezi (Hollard), 
Simon Colman (SHA Specialist Underwriters), 
Terence Williams (Aon South Africa), 
Teri Solomon (Marsh Africa) 
and Vuyo Lee (Old Mutual). 

 

 

 

 
If you are younger than 35, have 
been in the short term insurance 
industry (any part of it) for more 
than four years, and you preferably 
hold some form of short term insur-
ance studies or qualification, then you 
can apply for The Insurance Appren-
tice 2019. 

If you are chosen as one of the final-
ists, be sure to read the tips… and 
remember it while filming takes place! 
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1. Be authentic;

2. Take calculated risks;

3. Speak up, step up;

4. Enjoy your growth journey, it will be 

 worth every lesson learnt;

5. Be careful of judge dread;

6. Read and understand what is required of you when given a task. Tasks 

may come with a sense of ambiguity, and these points need to be 

carefully considered and clarified before attempting the task;

7. Know the people in your group, learn to understand their strengths 

and weaknesses and try to use this in your favor;

8. This competition is about survival of the fittest, don’t enter if you 

don’t have courage to do anything and everything, the character to 

embrace partnerships and collaborations;

9. Listen carefully to the person presenting the task;

10. Focus on the expected outcomes of the task;

11. Be a team player or a team leader when required;

12. Know your limitations;

13. Respect everyone;

14. Do some high-level reading on all the sectors of insurance (engineer-

ing, property, liability, motor etc.);

15. Be confident and practice speaking/presenting to a group;

16. Try to learn as much as you can about the judges and your fellow 

competitors. Knowing their strengths will help you;

17. Don’t be afraid to lead a team;

18. Brush up on general insurance knowledge, economic and legislative 

trends prior to arriving;

19. Not everyone needs to be captain, understand your own core 

strengths and have the maturity to display them at the correct time 

and not when you feel threatened;

20. Celebrate other contestant’s victories and strengths. This will allow 

you to learn from them which is the ultimate purpose of TIA;

21. Be yourself;

22. Take care of your health as each day on the contest is a very long day;

23. Remember this is a competition not a popularity contest;

24. Be structured in your approach to the challenge provided; 

25. Learn to keep to the time allocated;

26. Once a decision is made, stick with it;

27. Be open to learning and admitting that it’s okay not to have the 

answer;

28. There’s more to the challenge than just getting the correct answers;

29. There aren’t second takes so bring your complete self to each day; 

30. Be open to learning and enjoy the experience.
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What is CraftsmanshipSM?
To be crafted is to meet exacting standards.

It’s the human touch that combines art and 
science to create something unique.

We tend to think about craftsmanship in  
terms of physical things: fine wine, classic cars, 
custom furniture and iconic structures.

But what about the underwriting of insurance 
to craft protection for your unique and  
valuable things? And the service behind that  
coverage when you need it most — like claims  
and loss prevention?

For your business.

Your employees.

Your home. 

The people you love.

Things that need a particular kind of protection 
and service.

The kind Chubb provides.

Not just coverage. Craftsmanship.SM

Not just insured.

Chubb. Insured.SM

www.chubb.com/za
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Associate Partner - Productivity & 
Performance at McLagan
Aon Employee Benefits

programs, as well as career and development are also top determi-
nants of job satisfaction. This fact should not be misinterpreted 
as Millennials being unconcerned with pay. They are. But a lot 
of Millennials are experience driven, eager to enjoy their youth 
and are hoping to find jobs that accommodate their wide array of 
needs. 

Firms also should consider using recognition as a means to engage 
this new population. Traditional recognition programs were the 
least effective with Millennials, with 23% of Millennials describing 
their recognition program as ineffective. Nonetheless, the most 
effective recognition vehicles for Millennials were handwritten 
notes, event tickets and a simple ‘thank you’ from peers, manag-
ers or other leaders. 

 Workplace culture  
Millennials want to be engaged by their environment, which will 
require organisations to think about the entire work experience 
and how to actively engage employees. Employers should consider 
how workplaces may become more customisable to meet the 
changing needs of its talent. Although not all organisations require 
environmental makeovers, it’s important to consider the changing 
needs of the workforce. 

Future business success depends on balancing business objectives 
while meeting the changing needs of the workforce. These two 
objectives are not mutually exclusive but actually supportive of 
each other. 

Finding organisational design, acquisition, rewards, leadership, 
engagement and culture solutions to the changing generational 
composition of the workforce will be the key to future success, 
especially here on the continent. 

Millennials have certain needs that are the same for 
any generation entering the workforce for the first 
time. However, they also have unique needs that are 

shaped by technology, constant feedback (social media), changing 
workforce composition and a volatile economy. 

 Workforce and organisation design   
In our most recent workforce mindset study, 60.3% of Millenni-
als cited having a flexible schedule as one of their top priorities. 
Likewise, Millennials are hungry for promotions, which means 
organisations can benefit from examining job titles, organisational 
structures and job levelling.

A changing workforce also will require new forms of communica-
tion, which will change the boundaries of work-life balance. This is 
a generation that is ‘always on’, with a growing interest in telecom-
muting. This will require organisations to reshape work communi-
ties around an out-of-office population who is used to commu-
nicating through technology and who wants regular feedback. 
New communication strategies will likely take the form of using 
text messaging, using personal devices, gamification systems and 
internal social media platforms such as yammer.

 Acquisition and development  
Millennials are significantly more concerned than other genera-
tions with having access to valuable career and/or development 
opportunities and cite development opportunities as key engage-
ment drivers. 

Millennials also have had to become savvier about hiring than 
other generations, having faced entry into the economy in the 
wake of the great recession. They have learned to use every hiring 
resource at their disposal, with 41% using employment-oriented 
websites such as LinkedIn. Organisations can continue to ensure 
that they are attracting the best talent pool by leveraging technol-
ogy in their acquisition processes and being mindful of the brand’s 
online presence. 

 Total rewards  
Base pay is not everything. In fact, Millennials indicate that 
flexibility, incentives/bonus pay, benefits, work/life and well-being 

 

Millennials, people born between 1979 and 1996, are projected to make up 50% of the 

workforce by 2020. Understanding the preferences and desires of this emergent segment 

is essential to recognising future workforce trends, and yet there appears to be no 

consensus on how to understand this population. 

14
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Here are a few gems I found to be useful in my career:

Be it a birds’ eye view or a 10 000-foot view, the first keyhole you 
should be looking into once you join a new company is their strat-
egy room. I implore you to understand the company’s business 
operations, from their five-year plan to their mission and vision 
statement. Unpack the company’s different departments, under-
stand your role and how it fits in to the bigger scheme of things so, 
like a great musician, you too can play along in the orchestra.

In music, a bar line is used to separate measures. Working nine to 
five does not necessarily mean you have earned your keep, but 
neither does constantly working overtime. Time management is 
imperative and just like hitting the right note, you want to be able 
to keep a good balance in life. During the first few months of a 
new job you should set your tone. Create your own personal brand 
– the standard and work ethic you want to be known for.

Having spent the first few months scanning your environment and 
building your personal brand, the next step is to acquire a mentor. 
A mentor or sponsor will be your guiding light, your producer in 
other words, one that can guide you and shape you into a “rolling 
stone”. At this stage, it is wise to take in as much information as 

possible, become a sponge and soak it all up. Develop interdepart-
mental relationships and always lend a helping hand. Networking 
is important and will help you form these relationships. Seize 
every opportunity you can get and develop connections with other 
people. 

It’s great to have your own swim lane, one that you have special-
ised in and attained great success in however, having a generalist 
view in business helps to propel you a step further than the rest. 
The more open you are about learning new things and venturing 
across different channels and departments, the more knowledge 
you gain.

It really is the year of the intrepreneur - individuals who find 
innovative solutions to complicated problems are in demand. 
This does not necessarily mean that you have to be the next Elon 
Musk but adopting a solution driven approach in business gives 
you a competitive advantage. As John C Maxwell said, “Fail early, 
fail often, but always fail forward”, and remember to be resilient 
amidst failure as this is the key to learning.

Above all things, be authentic. Authenticity is your very own 
superpower, use it wisely.

 
 

Business Development Officer
Auto & GeneralAAAAAAAA

 
 

 

 

 

 

 

 

“Music is really business… you have to be 
using all your senses at the same time, and 
you have to be dancing with the circum-
stances and evolving.” - Bradley Jacobs

“To acquire knowledge, one must study; but 
to acquire wisdom one must observe.”  - 
Marilyn vos Savant.
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The Insurance Apprentice matched 8 contestants against each other in a captivating 

Noxolo Dlamini! To 

the other contestants: Blessed Nxuseka, Kutlwano Kgoebane, Samantha Baleson, Karl 

Oftebro, Gobusamang Motaung, Venette Rust and Joseph Mngenela

industry crop

The cream of the
insurance

How can we help you ?

FNB Business, a business unit of             a division of FirstRand Bank Ltd t/as FNB Insurance Brokers. 
An authorised Financial Services and Credit Provider (NCRCP20) Registration No: 1929/001225/06 FSP Licence No: 20081
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This phenomenon is changing the face of the short term 
insurance industry. Together with the Internet of Things 
and telematics devices, insurers now have superior 
technology at their disposable to collect, store and 

analyse Big Data. Big Data usage is especially evident in the insur-
ance industry where companies have adopted telematics into their 
product offerings. 

A great example is Discovery Insure’s driving behaviour 
programme that rewards clients for good driving. They do this by 
measuring and scoring clients’ driving behaviour using a telemat-
ics device sensor. The sensor collects driving data 15 times a 
second (15 Hz), allowing Discovery Insure to collect high volumes 
of driving data which they use to incentivise clients with rewards. 
The data gained also grants them insights into pricing and risk 
mitigation and is instrumental in product development insight and 
enhancing the value proposition to a motor insurance client.

To gain valuable insights from the data for it to be usable, it needs 
to be analysed. Many insurers hire specialist data scientists to 
analyse and interpret data. Data science is an interdisciplinary field 
which uses scientific methods, processes and systems to extract 
knowledge or insights from data in various forms.4  Data scien-
tists have a number of skills, including programming expertise to 
conduct numerical and statistical analysis, quantitative skills to 
help with the numerical analysis, a strong understanding of the 
business and domain they operate in, and a deep understanding of 
the nature of the company’s data. 

The result is that the increased popularity in Big Data analytics in 
the insurance industry means that the need for data scientists is 
great. Therefore, many traditional insurers have started hiring data 
scientists to integrate their skills across the value chain, often in 
parallel with actuarial resources. 

The roles performed by data scientists vary and their skills can 
be used throughout the client journey. They may be involved in 
underwriting, pricing, product development, claim management, 
fraud detection – even marketing and customer acquisition. 

Head of Technical Marketing
Discovery Insure

1   Anon., n.d. English Oxford Living Dictionaries. [Online] Available at: https://en.oxforddictionaries.
com/definition/big_data [Accessed 03 April 2018].

2   IBM, 2017. 10 Key Marketing Trends for 2017 and Ideas for Exceeding Customer 
Expectations. [Online] Available at: https://www-01.ibm.com/common/ssi/cgi-bin/
ssialias?htmlfid=WRL12345USEN [Accessed 03 April 2018].

3   Kanellos, M., 2016. What’s The Big Data?. [Online] Available at: https://whatsthebigdata.
com/2016/03/07/amount-of-data-created-annuallyto-reach-180-zettabytes-in-2025/ [Accessed 
03 April 2018].

4   Dhar, V. (2013). “Data science and prediction”. Communications of the ACM. 56 (12): 64. 
doi:10.1145/2500499.

5   https://www.forbes.com/sites/louiscolumbus/2017/12/11/linkedins-fastest-growing-jobs-today-
are-in-data-science-machine-learning/#26a4305051bd

6   Columbus, L., 2017. IBM Predicts Demand For Data Scientists Will Soar 28% By 2020. [Online] 
Available at: https://www.forbes.com/sites/ louiscolumbus/2017/05/13/ibm-predictsdemand- 
for-data-scientists-will-soar-28-by-2020/#20ef419c7e3b [Accessed 03 April 2017].

7   https://www.glassdoor.com/List/Best-Jobs-in-America-LST_KQ0,20.htm

The value of a

Big Data is a phenomenon that is rapidly disrupting most industries and economies. 

Big Data refers to “extremely large data sets that must be analysed computationally 

to reveal patterns, trends, and associations, especially relating to human behaviour 

and interactions.”1 IBM estimates that, as a population, we create over 2.5 exabytes 

of data a day.2 It is estimated that by 2020 there will be 44 zettabytes of data in the 

world3, enough to watch YouTube continuously for 26 billion years.

In fact, some of the roles of the data scientists have started to 
converge with those of the actuaries in insurer’s companies. In 
addition, many actuaries have begun applying the field of data 
science into their roles to improve efficiency and boost perfor-
mance. 

As more companies hire data scientists, the demand for these 
skills grow drastically. The job market for people with data science 
and analytics skills is one area of hypergrowth. 

According to a LinkedIn study, there are 6.5 times more data 
scientists than five years ago.5 In addition, IBM predicts that the 
demand for data scientists will increase by 28% by 2020 with 2.7 
million job openings.6

With the high demand by many insurers and the value of a 
rewarding profession, adding data science skills to your qualifica-
tion will develop your career and increase the value you add to an 
insurer. Data science was voted the number one job in the USA.7
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Name: Dr Tim Bristow                                                                    
 Qualification: 
 BSc, majoring in Physics and Computer   
 Sciences 
                       BSc Hons in Physics
             MSc in Particle Physics 
             PhD in Particle Physics: University of Edinburgh

What does your day at Discovery Insure entail? 
I analyse and explore telematics data we receive from the drive 
sensors. The vast amount of data that we collect has a wealth of 
information and falls into the stereotypical Big Data definition. 
I employ multiple modelling, machine learning and statistical 
techniques to identify driving profiles, driving manoeuvres and 
insight into driver behaviour using this telematics data. 

What is the most interesting problem you solved with data 
science within your current role? 
Due to the fact that Discovery collects extremely detailed data, we 
were able to devise a method to detect potholes on the road. We 
analysed millions of trips and from these we identified the trips that 
had a pothole signature. Using an ensemble of machine learning 
methods, we built the model to detect when a driver experienced 
impacts or swerved as a result of potholes. This would not have 
been possible without the huge volumes of data at our disposal. 

Name:  Matthew Smith
 Qualification: 
 FASSA 
              BSc Actuarial and Financial Mathematics
 BSc(Hons) Actuarial and Financial Mathematics
 MSc in Actuarial Science

What does your day at Discovery Insure entail? 
My purpose at Discovery is to identify, understand and build solutions 
that enable business to carry out their roles more efficiently. The 
areas I am involved in, on a day-to-day basis, include insurance fraud, 
procurement, traditional pricing from a non-traditional standpoint and 
telematics. 

What is the most interesting problem you solved with data 
science within your current role? 
Some of the interesting problems I have solved include:
• Combining several data sets from different domains to extract 

features and enhance the understanding of our customers;
• Mining free-text data and building advanced text analytics 

models that significantly enhanced existing business models; and 
• I recently developed a prototype text analytics engine that is 

geared towards marking the Actuarial ST(F100) level subjects 
needed to qualify as an actuary.

         
              
       

Meet some of the employees in the data science field that are employed by Discovery Insure:
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Our long-standing commitment to The Insurance Apprentice is just 
another way of achieving our purpose of enabling more people to
 create and secure a better future. 

We are passionate about championing the development of talented young people 
to ensure that they can thrive, and drive the success of our organisation, the 
industry, and the community as a whole. 

In a world of artificial intelligence and driverless cars, companies will remain 
relevant only if they nurture and develop talent that can thrive in an unpredict-
able future. It is important to remember that this uncertainty is not driven by 
technological progress alone - changing demographics, urbanisation, globalisa-
tion, inequality, political uncertainty, and climate change all contribute to a 
business environment that requires the rapid adoption of new skills. 

This, in turn, requires a change from once-off degree-, diploma- or certificate-
based learning. Young, talented employees understand this need, and organisa-
tions intent on attracting and retaining such talent need to create new learning 
practices that take this disruptive environment 
into account.

 

The moment you step onto the Hollard 

campus in Johannesburg, you will realise we 

are all about doing things differently – and that 

includes the way we approach learning.

 
Head: Human Resources 
Hollard Insure

 

The Insurance Apprentice provides a great 
example of what a contemporary learning 
programme should look like and we have 
embraced it as such. Besides delivering experien-
tial learning in a fun, competitive and gamified 
environment, it also exposes participants to 
different businesses, engenders collaboration 
on business-based learning projects, creates 
networking opportunities to build relationships, 
provides access to a broad formal and informal 
network of peers across the industry and gives 
competitors access to digital learning platforms 
to encourage self-paced learning. 

Albert Einstein once said, “Once you stop learn-
ing, you start dying.” In line with our optimistic 
and forward-looking culture, we prefer to formu-
late this as “If you’re learning, you’re living”. It 
could thus be said that The Insurance Apprentice 
has become a part of our way of life.

e new lea
ronment 

t.

George Siemens’ Connectivism: A Learning Theory 

for the Digital Age lists a number of things these new 

practices should take into account: 

• Learning is a continual process, lasting a lifetime. 

Learning and work-related activities are no longer 

separate.

• Many learners will move into a variety of different, 

possibly unrelated fields over the course of their 

career.

• Informal learning has become a significant part 

of the learning experience. Formal education 

no longer comprises the majority of our learn-

ing, which now takes place in a variety of ways 

– through communities of practice, personal 

networks and through completion of work-related 

tasks.

• Technology is altering (rewiring) our brains; the 

tools we use define and shape our thinking.

• The organisation and the individual are both learn-

ing organisms; as individuals learn and grow, so do 

the organisations in which they work.

• Know-how and know-what is being supplemented 

with know-where (the understanding of where to 

find the knowledge that is needed).
20
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Operations Manager – Direct Distribution
FNB Insurance Brokers

• You will not work a day in your life if you love what 
you do. 

• Do not take your career or yourself too seriously, 
plenty of successful people started off in jobs they 
hated or decided on a career which was completely 
the wrong choice, but they ended up in a successful 
career.

• With hard work and dedication, you will figure out 
what you want to do with your life.

• Every person you meet could be a potential contact to 
a great career opportunity therefore it is vitally impor-
tant to build good contacts and learn to network. 

• Always look presentable, attend work and be on time.
• Be very careful what you post on social media as this 

might give the wrong impression of you and might be 
very damaging to your career or potential career.

• Every career has its challenges and you need to keep 
this in mind. No career is without obstacles and 
challenges.

• Do not job hop but every couple of years, check what 
is available in the market and compare your current 
position with what is out there.

• Do not be afraid to speak up, whether it is something 
you do not agree with or to share an idea you think 
might benefit the company or a certain project.

• Do not take criticism or feedback personally, you can 
only learn and benefit from it.

• Respect is earned; work harder than anyone under or 
above you, it will pay off.

• Find yourself a reliable mentor within the organisa-
tion, someone you can learn a lot from and someone 
who can guide you in the direction you want to go.

Having worked in the insurance industry for 
a few years, there are some career, success 
and growth tips I would like to share with 

young or inexperienced individuals starting 
                   out a career in insurance.
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• Climbing up the ladder can take much longer than expected but 

do not give up, keep persevering. 

• Have a personal development plan that should be revised 

annually; you need to keep ahead. Do not stagnate…

• Be dependable; when you are given a task, give it your best and 

deliver on time.
• Let your work be your advertisement; you should be proud of 

your work, therefore do it well.

• Work on your people skills; it is vitally important to know how 

to deal with different people and how to handle and deal with 

conflict situations.
• Be open to new opportunities; believe in yourself and your 

abilities. Henry Ford Quotes. If you think you can do a thing or 

think you cannot do a thing, you are right.

• Set goals; it is easier to get where you want to go if you have 
a plan of action and a clear direction. Set short, medium and 
long-term goals and understand what is required for you to 
achieve them.• Share your results and achievements; don’t be shy to make 

others aware of your achievements. • Don’t procrastinate; there is no better time than NOW… 
• Ask for advice; you are not expected to know and understand 

everything. Don’t be shy to ask for help or assistance, this is 
part of the learning experience.• Keep growing. Continuous growth can only be achieved when 

you keep on learning, embracing new challenges and adapting 
to changes of the world and in your career. 
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The nature of the job would sift the pas- 
sionate from the rest and the industry, 
through various tools and instruments, 

would groom those who remained to climb up       
its ranks and make a name for themselves.

 

Now we have reached a point where the industry 
needs to develop products for a changing consumer 
– specifically the Millennial, who requires something 
different. This calls for constant innovation to meet the 
needs of a new generation. And so, people with some form of 
qualification already have a head start in today’s climate. However, 
not all qualifications are achieved before entering the sector. 

There are plenty of opportunities for formal growth within the 
industry. I, myself, have built on my formal qualifications over the 
years by pursuing educational opportunities within the industry. 

A qualification is more than just a piece of paper. It also gives a 
glimpse into the character of its bearer. Often it is not about what 
qualification we achieve but who we become in the process of 
that pursuit. 

In such a world potential employers also look for the tell-tale signs 
of passion, drive and a hunger to improve. A lot can be read from 
a qualification.

There are a number of qualifications that allow for a specialisa-
tion in insurance. Some of the better known ones are law, risk 
management and the Bachelor of Commerce degree. However, 
book knowledge is never enough on its own. Insurance can get 
extremely technical. Experience, skill and product knowledge 
often take centre stage.

The insurance industry is very dynamic. Career progression is 
determined by the technical skills that an individual possesses. 
Due to the limited formal courses offered in insurance, most 
individuals have managed to succeed in the filed through on-the-
job learning and career development. In-house training also helps 
people to advance their careers.

There are a lot of local and international learning opportunities on 
offer, such as learnerships, skills development programmes and 
international programmes. And while non-qualified employees 
can still make their way into the industry, it is crucial that they 
work hard to develop their skills. 

Chief Executive Officer
Insurance Institute of South Africa (IISA) 
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There is a need for qualified insurance professionals who possess 
strong technical and academic skills. Qualifications enhance an in-
dividual’s skills and open a myriad of opportunities in the industry.

Currently the sector is asking questions around how to further 
penetrate the local market as well as the rest of the African 
continent. Innovation and evolution are on the tips of everyone’s 
tongues. The stage has been set for new ways of doing things, 
which will need both technical and academic engagement.

As a professional body for the short term insurance industry, the 
IISA ensures there are relevant platforms for skills development 
for insurance industry employees. Being an affiliated professional 
member of the IISA positions individuals in good standing and 
indicates that they have undergone extensive insurance training 
and acquired the necessary experience at the various levels.

Presenting yourself in the right light at the start of your career 
within a sector such as this means that you have taken control of 
your progression prospects from the start. The rest will require 
constant fanning of the passion and curiosity flame. Opportuni-
ties are available – and a higher education qualification is sure to 
accelerate progress.

24
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Four young insurance profession-
als from Emerald Africa share 
their ultimate guide to success in 
the insurance industry.

I joined the insurance industry in 2008 when I was 21. I love what I do. 

These are my key tips to achieving success as a young insurance profes-

sional; 
1. Embrace learning - Do not be afraid to ask questions and conduct your 

own research, if something is unclear. Observe your leaders. Take every 

opportunity to develop your skills, attend seminars and study further.

2. Dedication - Always give 100% and more. Act professionally, be efficient, 

prioritise, and work neatly. Do not take short cuts, all tasks, big or small 

should be done with excellence. Learn to work under pressure and 

remain calm.

3. Ambition - Have the right mind-set, be passionate and enthusiastic and 

use your own initiative. 

4. Know the value of your team - Treat all with respect and fairness. Inspire 

and motivate others, listen and show respect for your team’s knowledge. 

5. Your brand - Show integrity, stand up for your beliefs, be confident, 

honest, loyal and conduct every task with excellence. Always strive to 

provide clients with an ethical and efficient service. Take pride in your 

appearance. 

6. Networking – This is your opportunity to show the rest of the insurance 

market your brand and represent your company’s brand, meet new 

people and build relationships. 

7. Perseverance and endurance – Challenges will be faced, embrace 

change, and force yourself outside of your comfort zone. Learn from your 

mistakes and do not give up. Resilience, strength and experience are 

gained through trying times.

Success is not just about money and power, it is about 

being happy and fulfilled, respected and known as a 

specialist within your industry and then using that 

experience to guide and inspire others. 

 

Trainee Underwriter
Emerald Risk Transfer

 
Claims Specialist 

Emerald Risk Transfer
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Networking is vital in the industry as it can provide a great 
source of opportunity to connect with highly influential people 
that you would not otherwise be able to easily talk to or 
find. You are also able to tap into advice, expertise as well as 
broaden your knowledge.

By regularly networking, my confidence has increased and 
has pushed me to grow and learn to make conversations and 
connections. This way I am able to grow my brand as an individ-
ual whilst representing my employer in a positive manner. 
Attending events gives me the opportunity to be visible and get 
noticed. So, get out there and make it count!

       
        
             Underwriter
                  Emerald 
         Risk Transfer

Underwriter
Emerald Risk Transfer
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Getting the relevant education opens doors and increases 

one’s success of having a good career in insurance. Studying 

insurance related courses increases one’s understanding of 

the industry and makes an individual an important asset in the 

industry.
Back in high school when choosing a career, there was not 

much information about careers in insurance. I studied insur-

ance as an extra course for my degree and a few years later, 

found myself in the insurance industry. I continued to study 

insurance related courses, and this has been good for my career 

as a young insurance professional.

Managing risk is a constant struggle and when the 
crisis strikes, you need to react quickly. Our 50+ strong 
insurance team is ready to act. With over 60 years’ 
experience we understand your industry. We have acted 
on some of South Africa’s largest disasters. Which means 
your focus will no longer be on where the crisis will take 
you, but where you will take the crisis.

Law around the world  
nortonrosefulbright.com/za

When a crisis demands top insurance lawyers,  
we’re there.
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From the very early stages of immersing myself 
in the Lloyd’s market, I became more than familiar with 
the age-old adage, “so how did you fall into insurance?” 

My answer to this question has always been a very simple one; 
as a born and bred Bermudian it was merely my rite of passage. 
I have found that a key difference between myself and many 
others who have experienced the ‘fall’, is the valuable insight I was 
provided with at a relatively young age, eventually causing me to 
actively pursue a career in the industry - I hope by reading this 
article you become as enticed as I was, and still am.

Being passionate about insurance mechanisms, principles and 
regulations is something I have yet to come across in a person 
working in the industry, and yet it is still an industry brimming with 
passionate people. 

Whilst these mechanisms, principles and regulations are the 
underlying premise for the industry, it is the different classes of 
business which provide a fantastic opportunity to bridge a career 
in insurance with a subject you are genuinely passionate about … 
are you an avid sailor? … yacht insurance. A great appreciator of 
art? … art and specie insurance. An alien conspiracy theorist? … 
alien abduction insurance. (yes - it really does exist).

Insurance allows the world to keep moving in the times it needs 
to be moving the most. Property insurance is the most obvious 
example of this as it supports the rebuilding of properties after 
the disastrous destruction found in the wake of calamities such 
as windstorms, earthquakes, fires and floods. It has a profoundly 
positive ripple effect.

An area of insurance which I have been very involved in during 
my time at Lloyd’s is Political Risk and Credit Insurance, which 
allows entities from very economically developed countries to 
increase foreign direct investment into less economically devel-
oped countries on a larger scale. This not only increases the capital 
efficiency of these firms who purchase the cover, but most impor-
tantly aids the gradual movement to eradicate the extreme levels 
of poverty found in many of these less developed nations. 
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Apprentice
Lloyd’s of London

These are just two examples of the extensive 
benefits of insurance, but the list goes on and on. 

Insurance has been known for being the least technologically 
developed industry within the financial services - until now. 

With an influx of young Millennials entering the industry, many 
of the inefficient traditional methodologies that the industry 
operates around are being challenged. 

Both start-ups, incumbents and the industry, as a whole, have seen 
a rapid shift in insurtech development over the last five years, 
with companies aiming to streamline processes whilst maintain-
ing an appreciation for the very traditional roots of the insurance 
markets. The traction that insurtech has received is substantial, 
but we still have a way to go.

The variety of specialisations available, the breadth of benefits 
from insurance, and the paradigm shift of the utilisation of 
technology, creates a better opportunity than ever for us as 
Millennials to shape the future of insurance.

Will there ever be a better time 
to “fall in” than now?
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While a comfort zone is a place of personal security, a place of ease and relax-
ation, nothing grows there. You possess a well of knowledge and wisdom 
which needs to be unlocked and utilised. However, the only method of 

unlocking this treasure is to come out of your comfort zone.

The issue with a comfort zone is that it makes you ignorant of the developing and 
changing world around you. One thing you must take note of is that comfort does not 
last; it will soon run out. Then what? The question we need to ask ourselves constantly 
is, how can we keep pace in a developing and changing world? 

Your biggest competition and enemy is yourself. Once you realise this, you will be able 
to overcome any obstacle. If you fail to overcome the barriers you set yourself, you will 
fail every obstacle in life. In other words, the biggest battle you will face is internal. 
Once you are overcome by your mind, it destroys your will and desire to grow and 
succeed. Conquer your mind and you will grow. 

The insurance industry is a growing, innovative industry, with many specialised areas 
to choose from, such as aviation, construction and engineering, financial markets, 
property and marine to name a few. It is an exciting career. 

I have worked for an insurance corporate multinational giant and I am now an insur-
ance lawyer practising various kinds of interesting insurance work. Opportunities in 
insurance are endless and the exposure is invaluable. 

 

Not everyone will celebrate your success 
with you. Take this as a performance 
booster which will enable you to perform 
at your optimum. Growth does not stop; 
therefore continue to grow until you 
have reached your level best. Once you 
have reached your goals, do not stop; 
repeat the entire process again by setting 
yourself new goals. 

Your goals are your destination. Focus on 
your goals and by so doing, you will be 
unlocking a door of endless opportunities. 
A caterpillar cannot become a butterfly if 
it remains in its cocoon forever. To grow 
you need to move like a caterpillar moves 
through its growth stages. You need to 
desire to be a better version of yourself 
and to constantly improve yourself until 
you have reached your goals. 

 

Associate in 
National Insurance 

Litigation Team
Norton Rose Fulbright 

South Africa

 
 

“A comfort zone is a beautiful place… but 
nothing grows there. Moving out of your 

comfort zone is critical for growth for you.” 
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• Dream – Your dream is your goal. You need to set yourself targets and timeframes. 

Your dream gives you an indication and picture of where you want to be and of 

where you are headed. 

• Desire – The desire for growth is the yearning for success. To grow you need 

to desire growth. You need to have the desire to move out of your comfort zone 

towards achieving your goals. Moving out of your comfort zone is necessary for 

professional development. 

• Determination – Determination is the willpower to succeed and is critical for 

growth. Determination gives you the strength to achieve your goals and the 

strength to try as many times as it takes you to achieve such goals.

• Discipline – Discipline requires having the focus to achieve your goals.
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Creating leaders
FOR THE FUTURE
IS WHY WE SUPPORT THE
INSURANCE APPRENTICE!
Congratulations on another successful season!
Being part of this initiative is being part of the future of Insurance.
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It offers many exciting options for experienced and non-experienced career seekers. 
With varying levels of complexity, it is the perfect place to start or grow your career.

You have finalised your studies or graduated from a university or a college… but so have 
many others. You are now one of hundreds, if not thousands, who are entering the job 
market. This is just the beginning, the door opener. In any job you need to view yourself 
as a product that you need to sell to people. 

The question now is, what can you do to make yourself more marketable? How do you 
increase your value and make yourself stand out?

A good starting point is to set clear short and long-term career goals. Identify the relevant 
skills you would need along the way. Once you have this list, identify what your develop-
ment or gap areas are. Then, explore the numerous avenues available to source appropri-
ate courses or forums to develop these skills. 

 

General Manager: 
Learning and 
Development
Innovation Group

 

Now that you have the options, what are the 
benefits of investing in yourself? Your own personal 
brand grows as your knowledge and skills increase. 
Enhanced skills will allow you to find better ways of 
getting things done. 

Prospects of promotion will rise as you become an 
invaluable member of an organisation. Your own 
confidence will grow as your knowledge and skills 
grow. Your productivity will increase thereby increas-
ing efficiency and ensuring success.

There is no excuse for not growing your skills, so get 
out there and start learning!

Gone are the days where the insurance industry was viewed as dull and 
dreary… a career option to avoid. The industry is transforming and creat-
ing an abundance of opportunities for career development and growth. 
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lable to
op these skills. 

Here are some of the options:

• Register for free online courses using open source websites. For 

example, YouTube is a great source of free training.

• Investigate online courses - these give you instant access to 

online training from industry experts.

• Identify an expert in your field of interest and approach them 

for mentorship or coaching to grow your skills and enhance 

your self-confidence.

• Teach others. Through this, you are re-enforcing the knowledge 

you already have. And when the person you are teaching asks 

questions, it makes you think about how you could do things 

better.

• Register for CPD (Continuous Professional Development). This is 

a key requirement in a few industries to make sure that you are 

up to date with industry developments.

• Attend webinars, seminars and conferences whenever possible. 

This allows you to interact with other industry experts and 

broaden your knowledge.

• Practise your presentation skills! Even if you are not an industry 

expert, presenting with confidence will give you that extra edge 

you are hoping for. 

• Learn to adapt quickly – the same way there is a need for agile 

businesses, people also need to be able to adapt quickly to 

changing environments and business needs.

• Always question what you are doing and whether there is a 

better way.

• Network, network, network.

• Don’t be afraid to try something new and if it does not work, 

learn from the experience then try something else.

 NOW WHAT?
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If you look carefully at these, you have to admit there is nothing too unrea-
sonable in there: a consumer looking for a product that suits them, with 
accessible and efficient service support. 

As for being fickle, turns out this is not true either. Millennial customers are 
among the most brand-loyal – providing you meet your end of the deal of 
course. They remain the market segment most likely to change brands after 
a poor service experience but surely that makes them savvy consumers, not 
spoilt ones. 

More than Generation X or the Baby Boomers, Millennials understand who 
holds the power in the brand/consumer relationship. They are paying for 
a product and service, expect to receive what they have paid for, and are 
quite happy switching to a competitor if you do not make the grade, issuing 
warnings to their substantial social media circle as they do. 

 
 

 
 
 

 
 
 

 

 
 

 

 
 

So, what is the golden standard in engagement and service for consumers aged between 

18 and 34, and is it as irrational as traditional consumer brands would have us believe? 

• A product that meets their needs. Just because you have built a great business selling 

horse-drawn carriages, does not mean customers are wrong to want something else. 

You will not even have to guess what those needs are, your Millennial consumer will 

be more than happy to tell you what they require from your product.
• Self-service wherever possible. If your online portal or app game is not on point, 

resign yourself to the over-55s market as even the Gen X customers see these as entry-

level service channels. For connected consumers, emailing into the abyss or spending 

20 minutes in a call centre queue is simply not good enough and really, why should it 

be for anyone? Self-service tools increase customer satisfaction and decrease operat-

ing costs; ignore this win-win at your peril.• Direct interaction with a knowledgeable service agent. When self-service is not 
possible, Millennials will deal with someone who is well-trained, well-informed and 

who will be able to resolve their request quickly and correctly. Completely unreason-

able. Where do these kids get these outlandish ideas? 
• Proactive and responsive communications on a platform of their choice. For Millenni-

als, social media, apps and online portals are first prize for service conversations, email 

at a push, and a phone call will do if root canal is the only other option. 

Managing Director
Innosys

So, whw att
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I will never forget the energy I walked into work with after filming week. I felt unstop-
pable and ready to conquer any challenge that waded onto my path. For a week that is 
what we had been doing - overcoming and presenting solutions for different business 
problems that were thrown at us. 

My strategy was to put my head down and do the work; ensure that I brought my 
A-game each day. I challenged myself to get better each day. I think that is why I was 
so shocked when I won; I had completely removed myself from the end game and 
focused 1000% on each task day by day. 

It was also very important to be myself during the contest. And that I was. I brought 
cheerfulness, a wide smile and endless selfies to the contest! 

Most importantly, I brought the spirit of a winner. I was pushed to be the very best 
of myself, with no room for laziness or just coasting through. There were mountains 
to conquer that appeared impossible at first, but I summited at the end of each day, 
weary and satisfied. 

The judges were scary… especially Judge Dread! Hahaha. The pressure, compounded 
by the cameras and knowledge that the entire industry would be 
witness, made for a lot 
of sweat and mini 
breakdowns. 

I am besides myself after winning… what an 
unbelievable experience. The phenomenal 
prizes are a (very sweet) cherry on top. Thank 
you so much to the sponsors for the incredible 
incentives. 

I look forward to interacting with the best 
professionals in their respective fields at Lloyds 
and soaking up the insights. 

Following the win, our CEO nominated me 
to attend a United Nations Environmental 
Programme summit to represent our views 
on how Insurance and Risk management can 
contribute to the environmental sustainability 
agenda in infrastructure development. The win 
comes with incredible opportunities to develop 
myself and to give back; the responsibility is 
immense, and I cherish the industry that has 
shown faith in me in executing it. 

I feel so humbled by the honour and grate-
ful for the chance to serve and represent my 
industry, specifically the young people within it. 
Everybody knows me now! The recognition is 
industry wide and the well wishes have come in 
from far and wide.
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Marketer: Construction & 
Engineering Insurance
Mirabilis Engineering 

Underwriting Managers 

The Insurance Apprentice 2018 has been the most fulfilling 
experience of my career. I have never felt more stretched, 

stimulated and learned so much in such a short space of time. 
In the space of a week I was transformed. I got a taste of what it 

truly means to tap into my potential. 
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Mirabilis operates in continental Africa, the Indian and Atlantic Ocean Islands, 
the Middle East, India and the Sub-Continent, Central and South East Asia.

THE LEADING 
ENGINEERING UNDERWRITER

 Johannesburg  I  Durban  I  Cape Town  I  Bangkok
 Tel: 0861 100 100   •  +27 11 880 8200   •    info@mirabilis.net   •   www.mirabilis.net

Mirabilis is an authorised financial services provider (28190) 
Underwritten by Santam, Santam is an authorised financial services provider (3416)



38

 

This forward momentum is what carries us to new heights, 
the consistent evolution of our skills and knowledge which 
we can then use to our advantage as we strive to achieve 
our goals. Adopting a learning culture early on will serve 
you well and help you recognise beneficial opportunities as 
they appear, and the potential risks associated with them, 
allowing you to make calculated decisions.

Keeping your eyes and ears open for opportunities is imper-
ative as you never know when, where or how you will come 
across them. Often, we can move through life with blinkers 
on, so steadfast on reaching our goals we fail to notice the 
possibility that our strict five-year plan could be holding us 
back from alternate paths and experiences that lead to the 
same destination or somewhere even greater.

The best thing about opportunities I find is the fact that 
they allow you to change. They open doors you never 
thought of knocking on and can be the start of a great 
adventure. The beauty of working in the insurance industry 
is that opportunities abound. There is such a vast amount of 
career paths that crisscross our industry you are never short 
of choice or change or far away from meeting someone who 
can help guide you forward.

At the end of the day whether you are young or old, 
working or studying, opportunities surround us, and it is up 
to you to decide if you are happy in your comfort zone or if 
you are ready to take a chance and Carpe Diem.

 
 

Assistant Marketing Manager
Insure Group Managers

 

Carpe Diem… those two immortal words. A 

battle cry the world over to seize the day, to 

grab onto the opportunities presented and see 

where they may lead. I think that is where it 

starts for all of us, with an opportunity.

Whatever the occasion, whether we are starting out in a career, 
looking to make a life change or toying with the idea of being an 
entrepreneur, we are all looking for success in some form or fashion. 

And while success looks different to each person it all begins with an 
opportunity. A chance encounter, a random advert, an experience 
that opens your eyes to possibilities you never thought to look at, 
opportunities arrive in many guises.

So, what happens once we are presented an opportunity? For many 
we let it slip past us out of fear of failure, ignorance or the belief that 
it will come again when the time is right. 

This, sadly, is seldom true and is why we need to shake off the 
fear and embrace opportunities head on. Yes, it is likely that some 
chances will end in failure, but failure is just a lesson learnt. Without 
risk there is no reward.

No one ever said that the path to success would be a smooth 
journey. It is often an uphill battle - only the determined and coura-
geous will reach the peak; those who never shied from learning, who 
never stopped growing and developing their skills and who looked 
opportunity in the eye and seized it with both hands. 

Success is not born overnight and while a lot of us like to think we 
are, no one is perfect and we all need to go through a learning curve 
and adapt in order to move forward.
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Celebrating
100 years
of insurance good
and proper.

Santam is an authorised financial services provider (licence number 3416)

100 years of protecting
South Africa’s most 
important assets and 
valuables.
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Millennials coming into the industry today have to 
juggle much more under stricter conditions, while also 
entrenching themselves in the age-old traditions of the 

sector to innovate and figure out a different path. 

The world has changed phenomenally from the days when a call 
centre agent needed basic customer relations skills or knowledge 
to perform his or her duties. Today, the bar is very high, and 
consumers are “woke” – an urban phrase on the tip of the tongues 
of most Millennials these days. In other words, they are well-
informed and aware of what is going on around them.

Woke consumers or potential clients want to know more about 
their individual benefits and why they need whatever is being sold 
to them. 

They are mindful of what they are spending their money on. And 
so, someone entering the insurance industry as a call centre sales 
agent needs to be a whole lot more knowledgeable and persuasive 
than someone who entered at the same level a decade ago.
Even if an individual starts as a sales agent, the requirements 
today are higher than they previously were. There are skills and 
qualifications he/she will need that include knowledge of his or 
her clients (including potential clients) and their needs. If young 
people approach this level of their careers with some patience and 
forethought, it could be the start of a very fruitful career.

A lot of Millennials are hungry for the bigger jobs and do not 
always understand that you generally have to start from the 
ground up. Skills and knowledge transfer are necessary, and book 
knowledge has to be complemented by experience. Alone it will 
not take you very far.

There are a few institutions where young people can acquire 
industry-specific book knowledge. There are also industry confer-
ences where one can gain knowledge.

People should never be afraid to ask for mentorship and look for 
someone who can challenge them and understand their career 
objectives. 

The best resources are those in your immediate space. You can 
learn a lot from your peers as no two risks are the same. Above 
all else, nothing can be achieved if there is no passion. This is the 
bedrock of any career. It drives delivery and makes you hungry to 
improve.

 
Skills and knowledge transfer is only truly possible when there is 
a receptive learner and a willing teacher. Sometimes the teacher 
does not need to be human. Various clients, business partners, 
organisations and other influencers in the industry have a lot to 
teach to someone hungry to learn. There will always be a door 
open for engagement if you look hard enough.

Those who have been in the industry for years need to be recep-
tive to learning and allow their mentees to teach them a thing or 
two.

It is a give and take relationship. Skills and knowledge transfer can 
be to the benefit of everyone. Those who are traditionally viewed 
as the mentors, or the ones with knowledge to transfer, should be 
open to the fact that young people may know of new ways to do 
things.

It is the young minds that can bridge the gap between the tradi-
tional and new worlds. However, a stage needs to be set where 
the old and young can engage freely and openly for great new 
ideas to thrive.

 

 

Executive Manager 
for Insurance Operations 
Sasria SOC Ltd
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Because no two 
organisations are the same

At Price Forbes we know that each and every organisation needs 
an exclusive approach when it comes to corporate insurance.  

We place you at the centre of our organisation, giving you the advantage of 
a genuinely bespoke risk and insurance solution. Backed by specialised 

knowledge, we provide you with an informed approach to assist your 
decision making and to managing your organisations’ insurance risk.

Price Forbes (Pty) Ltd www.priceforbes.co.za 
Price Forbes (Pty) Ltd is authorised and regulated by the Financial Services Board. Licence No. 44121

For more information please contact Greg Dillon + 27 83 661-1038 or gregdillon@priceforbes.com

Congratulations to 
Noxolo Dlamini on winning 

The Insurance Apprentice 2018, 
and to all the finalists 

who did so well.
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In order to survive in difficult economic times, it is therefore 
incumbent on companies to show a great deal of flexibility 
regarding employee decision making as this encourages affec-
tive commitment from these Millennials which in turn, results in 
discretionary effort. 

In order for these organisations to mitigate the risks associated 
with relaxed corporate governance, leadership intervention is 
required, with specific focus on performance drivers such as effec-
tive staff engagement and an enabling culture. 

Notwithstanding the above, it is still accepted that all organisa-
tions require a level of structure, control and management of 
employees towards performance outcomes, such as customer 
satisfaction and long term stakeholder and shareholder value.

One could argue that the level of flexibility of an organisation 
should be driven by the adequacy of its leader. 

Twenty first century leaders must posses certain attributes in 
order to allow the organisation some flexibility which include but 
are not limited to, reflection into their own motives, beliefs and 
actions; engaging in societal issues; embracing diversity and elicit-
ing the best out of limited resources. 

Diversity may be particularly relevant here, especially as South 
Africa shifts towards globalisation. Most organisations in South 
Africa are made up of a diverse employee base which needs to be 
understood and embraced by organisational leaders in order to 
foster the flexibility in decision making that is required.

Another method of fostering flexibility in organisational decision-
making is through teamwork. The 21st century is characterised 

by organisations seeking people with the ability to work in teams, 
especially cross functional teams. This may however prove difficult 
since these individuals are from different functional areas. In order 
to be successful, leaders would need to foster trust between the 
members and a uniform culture which should improve flexibility in 
the decision-making ability.

Bringing it a little closer to home, the South African insurance 
industry is a case in point where large corporates focus heavily on 
governance and controls. This does not only serve as a barrier to 
entry for young talent into the industry but also effects the staff 
turn around and morale of those already employed. 

Millennials employed in these corporates feel that their ability to 
make a strategic impact is limited due to corporate bureaucracy 
and further, that the controls in place are archaic and counter 
productive. Most corporates in our industry still rule with an 
“iron fist” despite global trends indicating that a large degree of 
flexibility is required in order to achieve affective commitment and 
discretionary effort from employees.

So, how flexible must companies be? It depends I guess, but 
definitely more than they have been in the past.

 

Head of Marine 
Price Forbes

Red tape…Red tape…  
  

In the 21st century, it is crucial that com-

panies find a balance between rigid corpo-

rate governance and complete employee 

autonomy. The market place is flooded with 

Millennials who thrive on innovation and are 

frustrated with corporate red tape. 
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So, this is how cool and awesome our industry is. To explain, 

let‛s take the example of Tracy.

Tracy is a trendy and sophisticated Millennial equipped with 

the latest technology and is online 24/7, 365 days a year. By 

analysing the massive quantity of data and information we 

had on her, we were able to draw out certain patterns and 

predict future occurrences.

We know Tracy‛s address has changed three times in six 

years. She has gone from being a student to being em-

ployed, self-employed and back to being employed again. 

She has only visited a traditional dealership twice and ser-

vices her vehicle at an independent workshop. Her primary 

grocery store has also changed.

As we monitor these trends we can see that her mobil-

ity habits have changed. Distance travelled is down 37 

percent and the duration of an average trip is down by 15 

percent. Weekend and night time driving are also signifi -

cantly lower.

This information reveals that the cost of Tracy‛s mobil-

ity is increasing. The fi xed cost of her vehicle is the 

same but she‛s doing fewer kilometres. So, what do we 

do with this information?

We could suggest downsizing to a more affordable and 

cost-effective option for her changing needs. She 

could insure per trip in the future or insure herself 

rather than her vehicle.

By using the data, we have at our fingertips we aim to identify the wants 
and needs of our consumers which have not yet been noticed and, as such, 
provide a service that targets individuals and enriches their experience. 

In a world where everything is connected, with changing consumer behav-
iour and technological advancements, businesses need to think about how 
they stay relevant and protect themselves to ensure they are successful in 
the future.

 

Head: Insurance 
Business 
Tracker
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In fact, in today’s connected, digital 
economy, most customers are acting like 
Millennials, demanding more person-
alised products and a different approach 
to customer service.

To meaningfully engage with this audience, 
it is essential to understand their behav-
iour. Understanding behaviour comes from 
obtaining intelligence from the data being 
collected from customers. This intelligence 
can assist in delivering better products and 
services to effectively address customer 
requirements.

For example, the intelligence gathered from 
telematics technology and related data is 
enabling insurers to assess risk and extend 
cover differently from a few years ago. Insur-
ers are already using vehicle telematics to 
drive customer value through driver behav-
iour-based policies. Eventually, as self-driving 
cars and commuter cars enter the market, 
insurers will need to adapt their cover accord-
ingly, perhaps insuring per trip or even insur-
ing the person themselves based on the data 
collected on driving behaviour as monitored 
through vehicle tracking units.

The data we capture from drivers is just the 
beginning. It is what we do with that data and 
the connections we make in partnership with 
other businesses that are shaping the future for 
each of our customers. It is connections like these 
that revolutionise driving insights and unlock 
value for motor insurers.
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With more and more 
Millennials entering the 
workforce, mentorship has 

become a necessity for accelerated 
professional growth and personal 
development. 

Research shows that many young 
people entering the workplace today 
are drowning in uncertainty about 
their chosen career paths, and as a 
result, find themselves stuck. This 
often leads to impulsive decisions and 
misinformed career changes. Person-
ally, I wish that someone had stressed 
the importance of having a mentor 
early in my career. It is so much better 
to learn from those who have walked 
the path before you, rather than 
trying to figure it all out on your own. 

 
My perception and understand-
ing of the insurance industry was 
very narrow and has only recently 
been broadened with the help and 
guidance of my mentor, who has 
taken an interest in my professional 
development. 

The insurance industry and the people 
working in it are great! There are 
boundless opportunities to grow and 
expand. However, without a mentor, 
your exposure to the vastness of the 
industry may be limited. 

There is also the misconception 
that only young professionals need 
mentors. To say this would be to 
assert that learning is restricted to 
the younger generations, which we all 
know is not true. Absolutely every-
one stands to benefit from having a 
mentor - from a Junior Underwriter to 
a Chief Executive Officer (CEO).

Here are some do’s and don’ts for finding and developing a mentorship relationship:

1. Be proactive. If you are going to ask someone to mentor you, you need to set the 
agenda and be responsible for it. Most people will agree to be your mentor, and 
then wait for you to take action. Taking charge will show your mentor that you are 
eager to learn and want to get the most out of the relationship.

2. According to the Chief Operating Officer (COO) of Facebook, Sheryl Sandberg, 
prospective mentees should not just ask for mentorship and then stand with their 
hands out ready to receive. Instead, be ready to get your hands dirty, ask how you 
can be of assistance to your mentor.

3. Where possible, identify someone in the industry that you look up to, and with 
whom you have established rapport. Your mentor takes interest in both your 
professional and personal developments. It is therefore important to be able to 
hold a conversation with your mentor and vice versa.

4. Ask your mentor if you can get involved in some projects, be ready to work and 
take initiative.

5. Get involved in mentorship initiatives offered in the industry. The Insurance Insti-
tute of Gauteng’s Roots and Wings Programme offers a great formal and struc-
tured mentorship programme.

6. Your first mentor plays a pivotal role in your career development and catapults 
your growth. However, this is not to say you should be limited to one mentor for 
the rest of your life. You may have a primary mentor, but as you grow you will find 
that there is also a lot to learn from other people who may have different experi-
ences and knowledge.

Public Relations and Digital Distribution Specialist
SHA Specialist Underwriters

 
When done right, a mentorship relationship can benefit 
both parties immensely, and in most cases, it will elimi-
nate the trial and error that a mentee otherwise would 
have to go through. 

As Benjamin Franklin said, “Tell me and I forget, teach me 
and I may remember, involve me and I learn.”
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https://youtu.be/4uqRSjSnTYk
Sponsored by Aon South Africa
Meet the 2018 apprentices and check out the 
surprise task, focusing on negotiation skills. 
Someone also walked away with a R10 000 
cash prize.

https://youtu.be/xTSWu2xB-GM
Sponsored by Sasria
The apprentices are faced with the challeng-
ing task of developing a specialist risk cover 
for the Small and Medium Sized Enterprise 
(SME) space.

https://youtu.be/4Nkt1BvYUKM
Sponsored by Hollard
Presented with three different debtor-credi-
tor relationships the apprentices strategize 
and conduct a credit risk assessment in order 
to arrive at a clearer picture of each one’s 
credit risk.

https://youtu.be/lFEXwmzKSkU
Sponsored by Emerald Africa
In their teams, acting as commercial and 
corporate property insurers who underwrite 
business in South Africa, the Indian Ocean 
Islands and Africa, the apprentices are 
approached by a broker to give indicative 
terms for the upcoming renewal as well as a 
renewal for the additional sites in Zambia and 
Libya.

https://youtu.be/Bou74cpPFwE
Sponsored by Marsh Africa
The apprentices are assigned with a task 
based on risk governance and ethics. A client 
requests an urgent meeting with the broking 
company (apprentices) after media coverage 
of alleged serious misconduct. 

https://youtu.be/grX7bDogtwY
Sponsored by Inseta
The apprentices talk to learners at Jeppe 
High School for Girls about women who are 
breaking the glass ceiling in the insurance 
industry - a female leader in insurance, locally 
or globally, and present this person’s rise and 
journey to the audience.

https://youtu.be/vrK2KeBkTTQ
Sponsored by the FSCA
The apprentices had to look at the legisla-
tive prohibition on inducements as set out in 
section 44 of the Short Term Insurance Act, 
53 of 1998 (STIA) and section 45 of the Long 
Term Insurance Act, 52 of 1998 (LTIA) and 
then determine if there are other principles 
that the Registrar should consider when it 
comes to inducements in terms of delivering 
good outcomes for customers.

https://youtu.be/IdkCNgyeRI4
Sponsored by Innovation Group
In the final episode, we see Noxolo Dlamini, 
Marketer at Mirabilis Engineering Underwrit-
ing Managers announced as the winner of 
The Insurance Apprentice 2018. 
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Physical networks such as cities, industries and offices or 
online networks such as Facebook, Twitter and Bitcoin are 
easy to recognise. Other networks are less obvious, such 

as artificial intelligence and DNA databases that will drive rapid 
change in future. Only the keenest of us see hidden networks 
(such as the spread of disease, terrorist cells or water molecules 
freezing to become ice) that offer innovative ways to think about 
networks surrounding us. 

Yet, we intuitively know that we cannot survive being discon-
nected from the world and that we need others to help us 
advance, because hard work and merit alone are not enough. 

We understand that we must build relationships with other people 
to share information and to recognise or create opportunities. 
We may need a “seventh sense” – the ability to grasp the power 
of networks, to recognise their effect and to understand that old 
ways of doing things will not help us prosper. 

Networking becomes easier when viewed as building a portfolio of 
people to whom we can reciprocate as we receive. It is a commu-
nity of likeminded individuals who contribute to a broader benefit. 

Such networks create connections that create surprising power 
but also unpredictable outcomes requiring savvy decision-making. 
We never know when our skills and resources may benefit others 
in our network and we must be willing to contribute to others’ 
goals. We must feel safe that our network subscribes to acceptable 
value systems that will not challenge our integrity. Such networks 
include supporters, coaches, mentors, sponsors, advocates, family, 
friends, classmates, colleagues, acquaintances, thought leaders, 
challengers and even our heroes. The greater the respect within 
and the reach of a network, the more beneficial its value. 

More practically, we should set tangible goals to benefit from 
online and face-to-face networking, such as introducing ourselves 
to others, joining existing conversations, asking powerful questions 
and not withdrawing because we feel overwhelmed. One of the 
best ways to build a rapport with people is to ask questions with 
the genuine aim of learning something new. We should spend 
time on learning who we engage with, what is interesting about 
them, connecting in meaningful ways, following up, engaging 
and sharing information ourselves. We should avoid “collecting 
trophies”, i.e. as many connections as possible, which only result 
in information overload and detracts from our ability to reflect 
the real value that we can create in relationships. We should avoid 
being so busy processing information from all directions that we 
lose the ability to think, feel and engage as human beings. This will 
enrich our sphere of impact and provide opportunities to influ-
ence outcomes.

A network is an incredibly valuable resource, to be built and 
protected wisely. Always be conscious of informal opportuni-
ties where a good network can be irrevocably damaged through 
impulsive behaviour or letting something slip. We are all human 
and vulnerable at times. To be successful, we should recognise our 
own vulnerabilities and manage them to avoid unintended conse-
quences of impulsive actions.

 

Chief Risk Officer
Marsh Africa

Sources:
1. https://www.forbes.com/sites/katehayes/2017/10/19/6-ways-millennials-can-meaningfully-engage-in-networking/2/
2. https://www.tech21century.com/the-human-brain-is-loaded-daily-with-34-gb-of-information/ 
3. The Seventh Sense – Power, Fortune, and Survival in the Age of Networks (Joshua Cooper Ramo)
4. Forget a Mentor, Find a Sponsor – The New Way to Fast-track Your Career (Sylvia Ann Hewlett)
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We often dread networking, because it may feel 
self-serving - an exchange of business cards that 
says: “I will rub your back, if you will rub mine”. 
It can also be intimidating, because we know that 
everyone connects with everyone else in all kinds 
of visible and invisible ways. 
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Unisa 
The Higher Certificate in Insurance 
Offered by the Department of Finance, Risk 
Management and Banking at Unisa. Aimed 
at students who want to obtain a licentiate 
membership designation with the Insurance 
Institute of South Africa (IISA). The higher 
certificate will assist students to increase their 
short term insurance knowledge. It is offered 
at NQF Level 5 with 120 credits, has a duration 
of 12 months and is registered with SAQA. 

The Course in the Fundamentals of Insurance 
(Online)
Offered through the Unisa Centre for Business 
Management and focusses on students who 
what to increase their basic knowledge on 
insurance. Learn how individuals and business 
firms alike have to attempt to manage the 
hazards and perils they face, and how to 
transfer the financial consequences of risk by 
means of insurance. Aimed at those starting 
a career in insurance or who need to deal 
with insurance matters in an allied industry, 
such as call centres, banks, travel agencies, 
motor car dealers, tracking device suppliers, 
assessors, loss adjusters and retailers involved 
in the marketing of insurance. Online only 
course; NQF Level 5 with 24 credits; six month 
duration. 

Contact details
Suné Maré
Email: mares@unisa.ac.za
Tel: 012 429 8222     
Website: www.unisa.ac.za

University of Cape Town 
The Bachelor of Business Science (BBusSc) 
degree.  A four-year degree consisting of 

courses in (roughly) the following catego-
ries: Business Science; Ancillary and related 
courses; and courses specifically geared 
towards a special field.

For the special field of Actuarial Science, 
the courses in the last category above, are 
designed specifically to correspond to parts of 
the Joint Examinations of the Actuarial Society 
of South Africa.

The Bachelor of Commerce (BCom) degree 
A a three-year degree consisting of courses 
in (roughly) the following categories: Core 
courses in Bachelor of Commerce; Ancil-
lary and related courses; courses specifically 
geared towards a special field. For the special 
field of Actuarial Science, the courses in the 
last category above, are designed specifically 
to correspond to parts of the Joint Examina-
tions of the Institute and Faculty of Actuaries.

The curriculum for the first two years of study 
for both streams above are similar. In the third 
year of study, students are required to choose 
one of the above.

Contact details
Tel: 021 650 2475
Website: http://www.commerce.uct.ac.za/
Managementstudies/actuarialscience/

Damelin 
School of Banking and Insurance 

FETC: Short Term Insurance – NQF Level 4
The purpose of the FET Certificate: Short 
Term Insurance is to empower learners to 
acquire knowledge, skills, attitudes and values 
required to operate confidently as individu-

als in the South African community and to 
respond to the challenges of the economic 
environment and changing world of work in 
the financial services industry. The qualifica-
tion introduces a basic understanding of the 
key terms, rules, concepts and principles 
of the field that will enable learners to be 
informed workers in the industry. 

FETC: Long Term Insurance – NQF Level 4
The purpose of the FET Certificate: Long 
Term Insurance is to build knowledge and 
skills required by employees in long term 
insurance. It provides a framework for learn-
ers to develop competencies that will give 
them insight into the long term insurance 
sub-sector. The qualification introduces a 
basic understanding of the key terms, rules, 
concepts and principles of the field that will 
enable learners to be informed workers in the 
industry.

FETC: Wealth Management – NQF Level 4
The Further Education and Training Certifi-
cate: Wealth Management is a generic 
qualification in the management and creation 
of wealth that builds the introductory knowl-
edge, skills, attitudes and values required for 
learners to operate ethically and responsibly 
as Intermediaries and Administrators, and to 
respond to the challenges of the economic 
environment and the changing nature of the 
highly regulated Financial Services Industry.

National Certificate: Wealth Management 
– NQF Level 5
This qualification prepares learners for a 
variety of positions in the financial services 
industry. It is a holistic qualification which 
combines long term insurance and collec-
tive investments. Retirement funds, medical 

Your career choice has to be one of the most important decisions you will ever 
make, right? So, you have just finished high school. What is the next step you 
have to take if you want to have a career in insurance?

This industry is exciting and offers limitless career potential across a very wide 
spectrum and many of these very varied career paths offer the potential for 
personal growth and big earnings.

You want to get into the insurance industry but do not know where to start after 
high school? Here is a list of institutions that offer various courses.
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scheme administration, short term insurance 
and other aspects of wealth creation and 
wealth management.

National Certificate: Banking – NQF Level 5
This qualification is highly flexible, in that it 
accommodates a combination of a wide range 
of articulation options. The need for this 
flexibility results from the dynamic environ-
ment of the banking sector and also reflects 
the fact that general education is valued in 
the banking sector. This qualification allows 
learners as many opportunities as possible 
to deploy what they learn in the workplace 
environment.  

Contact details
Tel: 0860 532 887 (General Queries) 
Email: customercare@damelin.co.za
Website: https://www.damelin.co.za/further-
education/school-of-banking-and-insurance

Inseta 
Public TVET Colleges partnered with INSETA 
for placement of learners in workplaces for 
them to comply with the workplace require-
ments of Nated Courses.

The Insurance 
Institute of  
South Africa

 
IISA is the South African Qualifications Authority approved professional 

body that awards professional designations to qualifying individuals 

within the short term insurance Industry. Being an affiliated professional 

member of the IISA positions one in good standing and indicates that 

the member has undergone extensive insurance training and has 

acquired the necessary experience at the various levels. 

     +27 011 341 9480      www.iisa.co.za

Coastal College
http://www.coastalkzn.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

EastCape Midlands
http://www.emcol.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Ekurhuleni East TVET College
http://www.eec.edu.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

False Bay College
http://www.falsebaycollege.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Gert Sibande TVET College
http://www.gscollege.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Goldfields TVET College
http://goldfieldstvet.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Ingwe TVET College
http://www.ingwecollege.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Letaba TVET College
http://www.letabafet.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Lovedale Public TVET College
http://www.lovedalecollege.co.za/

NVC Finance, Economics and Accounting; National 
Diploma Financial Management
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Majuba TVET College
http://www.majuba.edu.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Maluti TVET College
http://malutitvet.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Mnambithi TVET College
http://www.mnambithicollege.
co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Motheo TVET College
http://www.motheofet.co.za

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Nkangala TVET College
http://www.ntc.edu.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Northern Cape Urban TVET College
http://ncutvet.edu.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Northlink College
http://www.northlink.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Port Elizabeth TVET College
http://www.pecollege.edu.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Sekhukhune TVET College
http://www.sekfetcol.org/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

South West Gauteng TVET College
http://www.swgc.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Thekwini TVET College
http://www.thekwinicollege.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Umfolozi TVET College
http://www.umfolozicollege.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Vuselela TVET College
http://www.vuselelacollege.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

West Coast TVET College
http://westcoastcollege.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Western TVET College
http://www.westcol.co.za/

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Buffalo City TVET College
http://www.bccollege.co.za

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

College of Cape Town TVET College
http://www.cct.edu.za

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Elangeni TVET College
www.elangeni.edu.za

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

Mthashana TVET College
http://www.mthashanacollege.co.za

N6 Business Management, N6 Financial Manage-
ment, N6 Sales and Marketing, N6 Human Resource 
Management, N6 Management Assistant

COURSE IN THE 
FUNDAMENTALS 
OF INSURANCE 
(Qualification 76902)

Learn how individuals and business firms 
alike have to attempt to manage the 
hazards and perils they face, and how 
to transfer risk by means of insurance. 
The course is aimed at those starting 
a career in insurance or who need to 
deal with insurance matters in an allied 
industry, such as call centres, banks, travel 
agencies, motorcar dealers, tracking 
device suppliers, assessors, loss adjusters 
and retailers involved in the marketing of 
insurance. Study by open distance learning 
from anywhere in South Africa or even 
abroad. The course is offered online only, 
at HEQF Level 5, and has a duration of 6 
months.

COMPULSORY MODULES:
  Introduction to Risk Management and  
 Insurance (FINS011)
  Risk and Insurance (FINS012)

REGISTRATION PERIODS:
Semester 1:  December – January
Semester 2:  June - July

ADMISSION REQUIREMENT:
National Senior Certificate

FEES:
R1 700 per module (payable at 
registration) (excludes the prescribed 
book)

CONTACT DETAILS:
Website: www.unisa.ac.za
Miss Suné Maré
Email:  mares@unisa.ac.za
Tel: 012 429 8222
Fax: 086 641 4653

Define tomorrow.

WR129161E  FIN



50 To care is to protect.

When it comes to your clients, there’s no such thing as too much information.

Add value to your relationships and to your bottom-line by remaining relevant to your 
clients’ changing needs and life stages. Partner with Tracker to stay ahead of the game 

by making the most of the insights and knowledge we can provide as you navigate 
industry transformation. Call us on 0860 60 50 40 or visit tracker.co.za
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Education and Training Quality Assurance 
(ETQA) 
Further Education and Training Certificate: Long Term Insur-
ance – Level 4
The purpose of the qualification is to build knowledge and skill 
required by employees in long term insurance who have had 
schooling at or below NQF level 4. It provides a framework for 
learners to develop competencies that will give them insight into 
the long-term insurance sub sector.

Further Education and Training Certificate: Long Term Risk 
Assessment – Level 4
The purpose of the qualification is to build knowledge and skill 
required by employees in long term insurance who have had 
schooling at or below NQF level 4. It provides a framework for 
learners to develop competencies that will give them insight into 
the long-term insurance sub sector, which includes life, reinsur-
ance, healthcare benefits administration and pension/retirement 
benefits. 
 
Further Education and Training Certificate: Medical Claims 
Assessing – Level 4
The purpose of the qualification is to build specialised knowl-
edge and skill required by employees of medical schemes who 
have had schooling at or below NQF level 4 and those who have 
a professional medical qualification but lack industry and admin-
istrative experience. It is flexible enough to accommodate both 
learners in formal education and learners already employed in 
the healthcare benefits administration sub-sector. The qualifica-
tion at this level is the start of a career path in medical claims 
assessing.

National Certificate: Financial Services – Level 3
The purpose of the qualification is to build the knowledge and 
skills required by multi-skilled employees in administrative and 
sales positions in the industry and learners in learnerships as 
part of the implementation of the Financial Services Charter. It 
will open career opportunities for learners in more specialised 
positions in the different sub sectors at Level 4. 

National Certificate: Financial Services – Level 2
The purpose of the qualification is to build the knowledge and 
skills required by entry-level employees in the industry and 
learners in learnerships as part of the implementation of the 
Financial Services Charter. 

National Certificate: Financial Services Management – Level 4
The purpose of the qualification is to build the knowledge and 
skills required by employees in management who have either 
had schooling at or below NQF level 4, including learners who 
have gaps in communication in the language of business and/
or mathematical literacy that could inhibit progress in a career 
path in management in financial services. It is also intended for 
learners in management who are not yet ready to learn at NQF 
Level 5. 

National Certificate: Short Term Insurance – Level 5
The purpose of the National Certificate is to build the knowledge 
and skills required by senior employees in short term insurance 
who have achieved the qualification requirements for the Fit and 
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Proper Determination for short term insurance and are ready to study 
at Level 5. The certificate is a specialist qualification that requires the 
application of technical knowledge of risk management and short term 
insurance to complex corporate and/or commercial risks. Learners at 
this level are required to analyse, interpret, think out of the box and 
adapt to change within the highly competitive and regulated insurance 
market. 

National Diploma: Financial Services: Long Term Risk Assessment - 
Level 5
As a qualification in long-term risk assessment, this diploma provides a 
framework for learners to develop competencies related to the assess-
ment of risk in the long term insurance sector in general. 

Further Education and Training Certificate: Retail Insurance – Level 4
The qualification covers long term and short term insurance related 
learning. it introduces a fundamental understanding of the key terms, 
rules, concepts and principles of insurance that will enable learners to 
be informed workers in the retail insurance industry. 
 
Further Education and Training Certificate: Short Term Insurance – 
Level 4
The purpose of the qualification is to build knowledge and skill required 
by employees in short term insurance who have had schooling at or 
below NQF level 4. It is an entry qualification into short term insurance 
as learners will not have acquired the necessary knowledge and skills 
as part of the school curriculum. As a qualification that covers short 
term insurance related learning, it provides a framework for learners 
to develop competencies that will give them insight into the short term 
insurance sub-sector.

Further Education and Training Certificate: Wealth Management – 
Level 4
The FETC: Wealth Management is a generic qualification in the manage-
ment and creation of wealth that builds the introductory knowledge, 
skills attitudes and values required for learners to operate ethically and 
responsibly as intermediaries and administrators, and to respond to the 
challenges of the economic environment and the changing nature of 
the highly regulated financial services industry. It is designed to meet 
the needs of learners in a variety of positions including trustees and 
principal officers of retirement funds and medical schemes and trainee 
financial planners. 

National Certificate: Wealth Management – Level 5
The purpose of the National Certificate: Wealth Management Level 5 
is to build the knowledge and skills required by employees in wealth 
management who have achieved a qualification equivalent to NQF Level 
4, preferably in a financial services related field, and are ready to study 
at Level 5. 

Intec College 
Risk Management Short Course Certificate 
Risk Management is an approach that management can adopt for 
managing an organisation more effectively. The INTEC Risk Manage-
ment Short Course Certificate is part of the INTEC Career Booster 
Series. The INTEC Risk Management Short Course Certificate is an 
INTEC short course. You should be able to complete this course within 
18 months. This course covers the following topics: • Fundamentals of 
Risk Management • Risk Management Process • Risk Identification • 

Risk Evaluation and Assessment • Risk Control Techniques • Risk Control 
Programmes • Risk Financing.

Contact
Tel: 0861 173 173
Email: info@intec.edu.za
Website: https://goo.gl/Ahts7o

University of Johannesburg 
Diploma in Financial Services Operations – NQF Level 6 
The purpose of the Diploma in Financial Services Operations is to 
develop the student’s knowledge in the area of financial services and 
its operations. Students will gain a global and South African financial 
market perspective and an in-depth understanding of the environment 
which will provide them with a competitive advantage for employment.

Bachelor of Commerce Finance – NQF Level 7
Access to four Honours Degrees, Post Graduate Diploma, Advanced 
Diploma. The objective of this qualification is to provide students with 
applied competencies in the mastering analysis, interpretation and 
application of financial management, investment management, finan-
cial planning and accounting principles. This degree will give successful 
students access to four honours degrees that include financial planning, 
investment management, quantitative finance and property and valua-
tion management honours.

Contact details
UJ call centre: 011 559-4555
Website: www.uj.ac.za

University of the Free State 
BCom with specialisation in Investment Management and Banking
This degree is aimed at people who are interested in a career in the 
banking sector, other financial institutions, or other fields in the finan-
cial sector. The degree is also ideally suited to those students who wish 
to follow a career in the Reserve Bank (including monetary policy). 

Contact details
Lizette Pretorius 
Tel: 051 401 2173 
Email: lpretorius@ufs.ac.za
Website: http://www.ufs.ac.za/

 
Masifunde Training Centre 
FETC: Short Term Insurance – NQF Level 4 
The course provides a framework for learners to develop competencies 
that will give them insight in to the short term insurance sub-sector. 
Learners do work that requires an understanding of the short term 
sub-sector within the context of the financial services industry and 
some specialization in their selected path. Occupational group: short 
term intermediaries who advise on short term insurance products, 
internal broker consultants, call centre operators, personal accident 
administrators, personal lines administrators, commercial lines admin-
istrators, claims, negotiators, technicians or assessors, client service 
providers, service agents, underwriting agents, product developers, 
motor assessors, reinsurers, underwriters, personal assistants, secretar-
ies, service centre staff and IT systems designers. 
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National Certificate: Wealth Management – NQF LEVEL 5 
This qualification in wealth management provides a framework for 
learners to develop competencies related to the long term insurance 
sub-sector, which includes life benefits, retirement funds and medical 
scheme administration, as well as the collective investment sub-sector, 
wealth creation and wealth management. It provides a balanced 
learning experience and an opportunity for learners to apply academic 
skills in relation to the workplace. The qualification is structured in 
such a way that it exposes learners to generic competencies required 
in the financial services sector at Level 5 and allows for specialisation 
to meet the needs of different work roles. Occupational group: Broker 
consultants, administrators in financial services organisations, trainee 
financial planners.

FETC: Generic Management – NQF Level 4 NLRD ID: 57712
Generic Management Level 4 qualification is intended for junior 
managers or aspiring managers of business units in small, medium and 
large organisations. Junior managers include team leaders, supervi-
sors, foremen and section heads. Occupational group: The programme 
is designed for junior managers, which includes (but is not limited to) 
team leaders, supervisors, foremen and section heads in these organ-
isations or communities, or for preparing persons aspiring to junior 
management positions to develop the required competencies. Also, 
for unemployed persons wishing to enter into the financial services 
industry.

Contact details
Email: train@mtc.co.za 
Tel: 086 111 4298/ 031 566 5965/68/69
Website: www.mtc.co.za 

Milpark Education 
BCom with Major in Short Term Insurance – NQF Level 7
The purpose of the Bachelor of Commerce (BCom) degree is to provide 
a broad but solid educational foundation to students in the field of 
commerce, including various key discipline areas such as business 
management, accounting and economics. Students who complete this 
option will gain knowledge on a wide range of products available in the 
short term insurance industry. 

Advanced Certificate in Short Term Insurance – NQF Level 6
The Advanced Certificate in Short Term Insurance programme is aimed 
at insurance staff working across all sectors of the industry and is a 
logical progression from the Higher Certificate in Short Term Insur-
ance. The programme provides an in-depth understanding of insurance 
practices in terms of technical subject matter and application skills. 

Higher Certificate in Short Term Insurance - NQF 5
The primary purpose of the Higher Certificate in Short Term Insur-

ance is to equip students with the knowledge and skills required by short 
term insurance specialists operating within the South African insurance 
environment. Students will be competent and able to provide short term 
insurance advice across the fields of personal and commercial insurance. 

Contact details
Email: studentservices@milpark.ac.za
Student services: 086 999 0001
Website: www.milpark.ac.za

University of Pretoria 
BSc (Actuarial and Financial Mathematics)
This three year degree is offered by the Department of Actuarial Science 
at the University of Pretoria. Students enrolled for BSc (Actuarial and 
Financial Mathematics) will be able to tailor their coursework in either 
an actuarial or a financial engineering option. The programme provides 
students with a broad education that will serve them beyond what is 
usually expected of a graduate in these fields and that will enable them 
to cope with the actuarial and financial problems of the future. This 
programme prepares students for professional careers as actuaries or 
financial engineers. 

Contact details
Email: actuarial@up.ac.za
Tel: 012 420 3488
Website: www.up.ac.za/actuarial

North West University 
BCom Economics and Risk Management 
The three years BCom Economics and Risk Management qualification 
offers you the opportunity to specialise in risk management, with a 
foundation in Economics. The qualification offers specialist knowledge 
together with an approach of applicability. Hard skills include the building 
and analysis of investment portfolios, buying and selling decisions for 
options and derivative instruments, and the estimation of econometric 
models. Career opportunities: Bank management; financial risk manage-
ment; corporative and city treasurer; funds- and asset management; 
SAFEX trade; money-, capital- and stock market and economic advice.

Contact details
Mafikeng
nombulelo.gumede@nwu.ac.za
Potchefstroom
Esme.labuschagne@nwu.ac.za

Vaal Triangle
Helei.Jooste@nwu.ac.za
Website: http://commerce.nwu.ac.za
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Entries opened 01 March 2018 and will close on 31 August 2018.

 
 

• Joburg
• Durban
• Cape Town

The winner stands a chance to win a trip of a lifetime, cash, a 
bursary and entrance to the Insurance Conference at Sun City. • If you are younger than 35• Have been in the short term insurance industry (any part of 

it) for more than four years• You preferably hold some form of short term insurance 
studies or qualification

Visit www.TheInsuranceApprentice.co.za

Visit http://theinsuranceapprentice.co.za/apply2019/, fill out your application form 
and submit it. Please make sure you read about the process before you enter and remember 
to send us your application before 31 August 2018.



Financial services off ered by Innovation FSP (Pty) Ltd, 
an authorised financial services provider and a subsidiary of Innovation Group (Pty) Ltd.

Innovation Group is a proud sponsor 
of The Insurance Apprentice. Our 
commitment is #GoingBeyond for our 
clients and the industry.

Congratulations to
Noxolo Dlamini, on winning 
The Insurance Apprentice 
2018. Keep #GoingBeyond!


