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BANKED ASSURANCE

The Daily Star (TDS): What has been
your experience with bancassurance so
far?

M. Nazeem A. Choudhury (MNAC):
My experience with bancassurance has
been both insightful and promising,
though not without its challenges.
Bancassurance is still at a relatively
early stage, both for bancassurance
and the insurance industry. Currently,
our insurance penetration ratio is just
0.40%, while even our neighbouring
countries have a much higher
penetration ratio—Sri Lanka (2.0%),
Pakistan (0.91%) and India (3.70%). So
we can understand that the potential is
significant in Bangladesh for insurance.
With the expanding banking network
and growing awareness of financial
protection among customers,
bancassurance can play a significant
role in increasing our insurance
penetration ratio.

One of the key positives has been
that we have been able to provide a new
offering in our existing product basket,
enabling our customers to attain
insurance services from our banking
channel. Our clients are now realising
thatitis beneficial to access all financial
services under one roof.
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Overall, the experience so far shows
strong potential for growth, and with
the right investments in technology,
training and customer education,
bancassurance in Bangladesh can play
a transformative role in increasing
insurance penetration and ensuring
financial inclusion across the country.

TDS: What types of insurance (e.g. life,
general) are currently offered through
your bancassurance partnerships? Is
there a dedicated team, and how do you
ensure customers clearly understand
product terms and exclusions?

MNAGC: Currently, only life insurance
services are being offered through our
bancassurance partner—National Life
Insurance PLC—as that is the way to
reach the majority of the population
of the country. Life insurance products
are sometimes (oo complex or not
aligned with the financial profile of
typical banking customers. Simpler,
need-based products are required to
build traction, and we are working with
our partner to introduce such products
in the market.

We have already introduced an
affordable short-term life insurance
product in the market—Prime Life.
This product provides life insurance
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coverage for one year from aslow as BDT
345. Besides, our products are tailor-
built to satisfy the needs of customers,
i.e. pension for old age, children’s
education, Hajj, and even for Den-
Mohor. We offer both conventional and
Takaful insurance for our customers.

In addition, we plan to offer health
insurance, which is a highly need-based
product designed to safeguard the
health and financial security of families.
Given the rising cost of healthcare
and increasing awareness of medical
risks, health insurance has become an
essential part of financial planning.

To ensure that customers clearly
understand the product terms and
exclusions, we have taken several
structured  measures.  Regulatory
training is provided to our Relationship
Managers, and only those who have
successfully completed this training are
authorised to sell insurance products.

In addition, our insurance partner
conducts comprehensive, product-
specific training to enhance the team’s
understanding and communication
skills.  Furthermore, representatives
from the insurance partner are present
during the sale process to provide
support.

Droduct

M. NAZEEM A. CHOUDHURY
Deputy Managing Director, Prime Bank

TDS: What is your process for handling
insurance related complaints, and
how do you ensure compliance with
Bangladesh Bank and IDRA guidelines?
MNAC: We follow a structured and
collaborative approach to handle
insurance-related complaints, ensuring
full compliance with the guidelines
issued by both Bangladesh Bank
and the Insurance Development and
Regulatory Authority (IDRA).

All complaints received at branches,
call centres, or other channels are
formally documented and escalated
to our centralised Service Quality
team. They work closely with the
bancassurance team and the respective
insurance partner to investigate and
resolve issues within the prescribed

timeframe. Customers are kept
informed throughout to ensure
transparency.

TDS: Whatis your outlook on the future
of bancassurance in Bangladesh?
MNAC: The future of bancassurance
in Bangladesh appears promising,
given the growing banking network,
increasing financial inclusion, and
evolving customer needs. However, to
realise its full potential, several critical
areas must be addressed.

Firstly, there is a pressing need to
shift towards need-based insurance
products that are simple, affordable,
and tailored to the financial realities
of the average customer. Customised
solutions—rather than one-size-fits-all
offerings—will be essential in driving
meaningful adoption and long-term
engagement.

Secondly, regulatory and product
training for bank stafl must be more
comprehensive. While progress
has been made, there is still room
for improvement in the depth
and consistency of training. In
addition, training centres need to be
decentralised to ensure that staff in
rural and semi-urban areas are equally
equipped to advise and serve customers
responsibly.

Lastly, increasing public awareness
and trust in insurance is crucial. A
coordinated effort from banks, insurers,
and regulators is needed to build
awareness, educate customers, and
dispel longstanding misconceptions
about the industry. We also need to
come up with innovative insurance
products to make bancassurance a
success in Bangladesh.
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Bancassurance's
Promise for Bangladesh
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BIA has conducted 86 training
courses with participation from
over 5,000 bankers. These trained
professionals are now equipped
to offer insurance products to
customers  while maintaining
compliance  with regulatory
standards and building consumer
trust.

Challenges and Opportunities
Despite a promising start, the
insurance sector in Bangladesh

continues to face challenges,
including persistently low
insurance penetration, which

declined to 0.41% in 2024 from
0.50% in 2016. This figure remains
significantly lower than that of
neighbouring countries such as
India, where insurance penetration
stands at approximately 4%.

However, the extensive network
of over 11,000 bank branches
across the country—including
more than 5,000 in rural areas—
presents a unique opportunity to
reach underserved populations.
Bancassurance allows customers
to easily purchase insurance
products while conducting
regular banking activities, thereby
improving financial protection,
promoting savings, and enhancing
risk management for individuals
and families. It is expected that
maturity claims will be settled on
the due date, with other claims
processed in the shortest possible
time.

Future Prospects
The integration of bancassurance
into Bangladesh’s financial sector
holds immense promise for
increasing insurance penetration,
enhancing  financial literacy,
and providing risk coverage to a
broader segment of the population.
It also offers a new revenue stream
for banks. As banks leverage
their customer relationships and
distribution networks to offer
insurance products, collaboration
between banks and insurers is
expected to create a more resilient
and inclusive financial ecosystem
in the country.

In this context, adopting
smart financial habits—such as
the 50:30:20 rule-can further

strengthen  personal financial
stability. This rule suggests
allocating 20% of one’s monthly
income to savings and investments:
10% through bank schemes like
deposit pension schemes (DPS) or
term deposits, and the remaining
10% in insurance policies via
bancassurance or other channels.
Such habits not only promote
financial discipline but also
contribute to building a secure and

stable financial future.
In a country like Bangladesh,

where many face economic
uncertainties and climate-related
challenges, insurance provides not
only financial protection but also
vital peace of mind.

Md. Rashed Akter is the Head of
the Retail Distribution Division
and Chief Bancassurance Officer
(CBO) at Midland Bank.



