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Message from the CEO

Sundeep Raichura
Group Chief Executive Officer

The Pension and Insurance sector has entered a new phase. In 
response to the Coronavirus pandemic, the industry is now more 
focused on security and stability. This is reflected in the sectors’ 
priorities: improving operational efficiency, strengthening risk 
management, and supporting growth, particularly in emerging focus 
areas.

As companies recover from the Covid-19 pandemic that ravaged 
the global economy for the past two years and refocus on growth, 
they are bound to face new challenges. Government regulators are 
putting pressure on market players to become more transparent. 
On the other hand, new technology is allowing customers to play 
an increasingly active role in their coverage as well as dealings with 
insurers and pension providers. New players are also now emerging 
who use digital technology to target parts of the market that tradi-
tional insurers have overlooked.

These forces are driving changes in both the business and operating 
models within the sector players. Meanwhile, the industry has come 
under increased public scrutiny. Insurers must now demonstrate 
how they have heeded warnings about the systemic risks posed by 
climate change and other environmental issues, as well as concerns 
about social inequality.

Correspondingly, there are opportunities unfolding for insurers and 
pension providers to change aspects of how they operate and how 
their business impact society and the environment. Sustainable in-
surance is about protecting people’s lives, livelihoods, property, and 
possessions. Over and above this, it also plays a wider role in helping 
to create healthy, resilient communities by supporting economic 
development and protecting the environment. For example, it can 
help farmers manage flood risks or mitigate the impact of more 
severe weather patterns, making them less vulnerable to financial 
losses. Property owners can be incentivized to make their homes 
and businesses more energy-efficient and build resilience against 
natural disasters.

Insurance data is increasingly being used to inform policy decisions 
on a range of issues – from developing new treatments for diseases 
to tackling climate change. Along with this, pension and insurance 
companies can use their influence over investment decisions – via 
their pension fund clients or their major asset holdings – to reflect 
environmental and social issues alongside traditional considerations 
such as risk/return factors. However, considerable investment and 
innovation are needed to deliver sustainable and inclusive growth in 
the financial services sector. This means creating more and better 
jobs, with greater financial inclusion. It also means considering how 
the sector can help address major problems such as climate change 
even in the wake of a global pandemic.
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The pensions industry has transformed.  
From an industry that once upon a time 
had regulation related only to taxation 
to an industry now where keeping up 
with regulation is a full time job. Does 
that suggest, at some level, that too 
much regulation is bad? You will have 
proponents for each side. 

There are some who will argue that yes, 
indeed too much regulation is bad.  Too 
much regulation is expensive to adhere 
to, especially if rolled out too quickly.   
There is also the question of what hap-
pens when some regulation conflicts 
with other regulation.   What happens 
then and how soon is the conflict be-
tween regulations addressed.  There 
is also the straight jacket that comes 
with regulation.  The one-size that all 
schemes must fit into and adhere to.  
How much time do stakeholders have 
to adhere to changes in regulations and 
is the time sufficient, does the market 
have sufficient resourcing to adhere to 
the changes? 

There is also the proponent that will 
say, no, regulation is good no matter 
how much is issued.   I do recall when 
the Retirement Benefits Act, 1997 was 
issued.   I was starting my career at the 
time - and like most legislation that was 
issued in those days, it was taken with a 

What’s happening with regulations in the 
Pension Industry

pinch (read bucket load) of salt.   For an 
industry that was not regulated at all, 
the promulgation of the legislation and 
the subsequent regulation was looked 
at suspiciously.  Decades later, the in-
dustry stakeholders (and the economy 
at large) owe a debt of gratitude to 
those who came up with the Act and 
subsequent Regulations.   

An industry that was worth less than 
Shs 30bn in the late nineties, is now 
worth over Shs 1.4 trillion - Yes, Shs 1.4 
trillion (or USD 12 billion).  An industry 
that operated with impunity is now re-
quired to adhere to high governance 
standards.   Retirement savings which 
was the preserve of the civil service, 
parastatals, the NSSF and a few mul-
tinational corporates, is now widening 
and including more members in cov-
erage.  However, the coverage still has 
a long way to go.   Only approximately 
4m Kenyans (this is an exaggeration 
on the higher side) out of approximate 
40m Kenyans are covered.   

We have over the last 3 years seen a 
flurry of guidelines, legal notices and 
practice notes - we have Legal No-
tices 163, 164 and 165, the Good Gov-
ernance Guidelines, the Mortgage 
(Amendment) Regulations, 2019 and 
the Treating Customers Fairly Guide-
lines.   

Shera B. G. Noorbhai, Head, Governance, Risk & Compliance

“An industry 
that operated 
with impunity is 
now required to 
adhere to high 
governance 
standards.”

These have required Trustees to fa-
miliarize themselves with the require-
ments of these issues.  This has re-
quired service providers in the industry 
to familiarize themselves fully with the 
issues and then to train the Trustees 
on the changes and implications.   The 
challenge has been lack of sufficient 
expertise in the industry to provide the 
trainings in this regard and further to 
guide the trustees on what needs to be 
done to comply with the changes.  

In this regard, there is an argument that 
this flurry of legislation would have 
been better implemented if spaced 
out over a sufficient period.  However, 
Kenyans being Kenyans, we tend to do 
things last moment - and perhaps on 
that note, no matter how much time 
we are given, it will never be enough.

There are however regulations that the 
industry has been asking for but is yet 
to receive, such as regulations relat-
ed to raising the tax-exempt amounts 
to registered pension plan, increasing 
the tax brackets on access of retire-
ment benefits, removing taxation on 
amounts used towards mortgage reg-
ulations, amongst other changes.



Zamara e-Jarida

Q1-2022

03

Sustainable investing of pension funds

“Oh no, here comes another person talking about pensions! What can be more boring than this!” This is what I am 
guessing you are thinking at the moment. Since many of us, either don’t think about pensions and have probably never 
bothered to check where our pension money is invested (yes, our pensions are invested), and the grand opportunity it 
holds for our economy.

Billions of shillings of our pension savings are invested in assets such as Equities or Stocks, Government Securities (i.e. 
Bonds and Bills), Property and etc. In fact, as at December 2020, the assets within the industry stood at around Kshs. 
1.410 trillion and the monies were invested as per the chart shown below:

KEY

Government Securities (Bonds and Bills) 

Property

Fixed Deposits

Equities

Guaranteed Funds

Other Assets

Investment Classes as at December 2020

41.8%

15.0%

17.4%

16.7%

4.2%

4.9%

Arth Shah, Manager, Research & Development
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Our pension savings are powerful and can transform the country if a portion of the investments are made in the right and 
sustainable assets that hold a transformative power in our societies and economy.

Sustainable investment assets open a range of opportunities for impact in the world, from clean energy, green transport and 
reforestation to human rights, education, and healthcare. Your money could be funding the best businesses, not the worst, 
and helping build a world you want to retire in. 

Through the construction of electricity, transportation, and telecommunications networks, we can power our homes and 
businesses, connect our producers to markets, and share information rapidly, boosting our trade, competitiveness, econom-
ic opportunities, and quality of life. So crucial is infrastructure to promoting our prosperity in Goal 9 of the 17 Sustainable 
Development Goals (SDGs) of the 2030 Agenda to “Build resilient infrastructure, promote sustainable industrialization and 
foster innovation”. 
Kenya has a wealth of potential investment opportunities, particularly in infrastructure, agribusiness, tourism, and manufac-
turing. The risks for Kenya and its financial sector of not addressing sustainability issues are potentially enormous. 

The government and the market have taken some important steps to promote inclusive green growth through public-private 
investment in renewable energy and sustainability initiatives led by financial institutions. 

Chief executive officers of various businesses expressed a clear view that Kenya has both pools of money for financing and 
viable inclusive green projects. The question is how to connect the two. Initial suggestions include identifying leaders and 
champions to lead this process; forming a working group to focus on increasing investments in the inclusive green econo-
my; and establishing a sector-wide implementation roadmap.

It also requires developing cohesive, market-wide policy and regulation. Coordination across the financial services sector to 
agree on high-level policies and principles for long-term sustainable investment. Fiscal incentives supporting inclusive green 
investment could serve as an important catalyst in this process.

Your pension savings have a real power to transform the economy so it’s important to understand where your savings are 
invested. 

“Your money could be funding the best businesses, not the 
worst, and helping build a world you actually want to retire in.”
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The Act also makes provision for the installation of a mode of 
identification and higher penalties attached to non-compli-
ance. These are geared to curb fraudulent claims that alone 
cost the agency an estimated Kshs. 16 billion annually. Fur-
thermore, the empaneled health care providers, will be able 
to realize better profit margins in light of the establishment of 
a centralized healthcare provider management system which 
will aid claims management, payments and data collection. 
The NHIF board will also see to the review of tariffs every two 
years (these were last reviewed in 2015) thus enabling the 
health care providers to match the rise in treatment costs 
and optimize business operations.

In conclusion, it is crucial to point out that the Cabinet Sec-
retary for Health has been tasked to make regulations for the 
implementation of the provisions of the NHIF (Amendment) 
Act 2022 in relation to key indicators such as member regis-
tration and identification, contributions, benefits and claims 
as well as service providers empanelment some of which are 
still unclear in execution for example, proof of better private 
health insurance by employers for exemption of mandatory 
matching contributions. It is in respect to this that the NHIF 
Board has provided five draft regulations for public partic-
ipation and relevant consultation. These engagements are 
currently ongoing.

A Review of the Key Effects of the 
NHIF (Amendment) Act 2022

One of the game changers in the insurance market that was 
the subject of discussion in 2021 was the contentious pro-
posed NHIF Amendments Bill 2021 which aimed at ensuring 
that all Kenyans have access to affordable health care. The 
Bill, which provided the legal framework for the attainment 
of universal health coverage in Kenya, has recently become 
law. This is in alignment to the Budget Policy Statement for 
the fiscal year 2021/2022 which communicated the Govern-
ment of Kenya’s focus on the establishment of a mandatory 
Universal Health Care scheme to be managed by NHIF and 
regulated by the Ministry of Health and act as the national 
scheme for all persons resident in Kenya, notwithstanding 
one’s social status. 

The State-backed NHIF is the biggest health insurer in the 
country with a coverage of 18% of Kenya’s population which 
stands at 47.6 million as enumerated in the 2019 census. One 
of the key objectives under the NHIF’s Strategic Plan 2018-
2022 is to increase the number of principal members to 19 
million by 2021 in a bid to increase health coverage. A key 
facet of the Act is compulsory membership and contribu-
tions to the State insurer. This stands to boost NHIF’s pool in 
light of the rise in hospital bills, increase in lifestyle diseases 
and fraudulent claims. The increased membership and fund-
ing will lead to the Fund’s sustainability as this upholds the 
law of large numbers and translates to better risk spreading. 
It is worth noting at this juncture that the contribution rates 
which have been revised as per the proposed draft regula-
tions are still a subject of discussion even in light of ongoing 
consultations.

Another important aspect to consider is that the revised law 
will hinder NHIF from withdrawing benefits of a person un-
dergoing treatment for chronic illness. This is evidently a plus 
for the community as treatment for such ailments is usually 
beyond many households given the hefty costs that accrue. 
We are also likely to see a radical reduction in the number of 
those seeking overseas treatment due to the investment set 
to be made in the Universal Health Care agenda, a key ele-
ment in the social pillar of Kenya’s Vision 2030.

“A key facet of the Act is compulsory 
membership and contributions to 
the State insurer. 

This stands to boost NHIF’s pool 
in light of the rise in hospital bills, 
increase in lifestyle diseases
and fraudulent claims.”

Maureen Kahindi, Research and Development Analyst
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and they are expected to have all the 
home responsibilities as well.  Sur-
veys also show that less than a third 
of women have the confidence to 
invest their money properly.  Lack of 
financial literacy can lead to a number 

As we marked International Women’s 
Day, we warmly saluted all the women 
in our lives and in the world.  Women 
are the bedrock of our society and 
we applaud them for their abundant 
selflessness and compassion.  Nobody 
can argue against the very important 
role that a woman plays in a house-
hold as a wife or mother or simply 
single.  Women have progressed from 
being pure homemakers with more 
women working than ever before.  But 
yet in spite of having more financial 
discipline and better savings habits 
than men, women still tend to lag be-
hind their male counterparts in most 
financial indicators.  What financial 
risks do modern-day women face?  
What can they do to improve their 
situation?

Even though more women have 
joined the labour force, they still make 
up only 36% of formal sector em-
ployment in Kenya.  From the Zamara 
database, on average, women are paid 
around 14% less than men. Although 
this gender pay gap is reducing, equal 
pay is unlikely to be achievable for 
some time to come. Women also take 
breaks from their career for childbirth 

Solving the women’s financial conundrum

and raising children and are more 
likely than men to quit their jobs to 
care for a family member. More wom-
en are likely to work part time than 
men.  When women take breaks from 
their career for childbirth and raising 
children, they sacrifice the momen-
tum they have gained from working 
in their careers.  Thus, overall women 
sufffer lower incomes in comparable 
occupations and a shorter working life 
with frequent employment interrup-
tions.   All of these have an impact on 
their financial security and future well 
being.  

In addition, the level of financial liter-
acy is a key determinant for financial 
independence and, especially for 
women, empowerment. Evidence 
suggests that women have consistent-
ly lower rates of financial literacy than 
men.  According to the Global Index 
Report, women in developing coun-
tries, such as Kenya, have a 20% less 
likelihood of owning a bank account 
in a formal financial institution and 
are 17% less likely to borrow.  Even for 
women who have careers, often their 
income is seen as just supplement-
ing the income from their husbands 

“Even though more 
women have joined 
the labour force, 
they still make up 
only 36% of formal 
sector employment 
in Kenya.”

Sundeep Raichura, Group CEO
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of problems for women, for example, 
not being able to handle money well, 
making poor money decisions and 
falling prey to inappropriate advice.  

Even though womens’ savings groups 
have a more than 90% success rate, 
only a small percentage of these 
women are able to grow their existing 
wealth and become upwardly socially 
mobile. But worse, many women 
sometimes find it difficult to leave 
abusive marriages or relationships 
because of not being financially 
independent.  Hence, the importance 
of women acquiring the financial 
knowhow to manage money and 
participate in money-related issues of 
their families whether they are work-
ing or not. 

Women who reach the age of 60 
are expected to live more than three 
years longer than men who reach the 
same age.  Further, elderly women in 
Kenya are more than twice as likely 
as their male counterparts to be living 
alone.  Hence, they need to have ac-
cumulated a higher retirement capital 

than men and face additional costs 
of medical expenses.    To illustrate 
this, a woman aged 60 years generally 
needs approximately 15% more than 
a man of the same age to provide for 
the same pension for the remainder 
of her life.  From the Zamara database, 
we see that the average woman’s re-
tirement account is almost 20% lower 
than the average man’s equivalent 
pension account. Hence, it’s import-
ant for women to save more towards 
retirement to achieve a reasonable 
level of retirement benefit.  As an 
indication, women need to save 16% 
of salary for 35 years to achieve an 
adequate pension while men need to 
save 13.8%.  

Given women take career breaks for 
child-bearing and caregiving, it is 
important to plan for the period off 
work and make up the loss of savings 
during the working years.  Even more 
critical: don’t spend the retirement 
savings and make a concerted effort 
to compensate for the non-contribu-
tory period by contributing even more 
than the previous amount.

For the stay at home wife, the contri-
bution of a stay-at-home mother by 
raising the children and managing the 
home is invaluable and is as important 
as a bread winning husband. 

However, not earning a salary leaves 
the stay-at-home mother without 
means to save for retirement and she 
is entirely dependant on her husband 
for financial support. This level of 
financial dependance on a spouse 
may later result in great difficulties in 
the case of divorce or death where 
the woman is usually uninformed of 
her benefit entitlement.

As a result of these challenges, fewer 
resources and a lack of planning, 
women are even more vulnerable to 
old age poverty and be forced to rely 
on family support or government for 
living expenses.

So how can women change 
their financial trajectory?  

Financial literacy for women need to 
be given topmost priority.  Taking the 
initiative to educate oneself about 
financial matters is key.  Each woman 
can improve her financial wellbeing 
by making a financial plan and seeking 
the right financial advice for savings, 
investment and personal and family 
insurances.  In this day and age, there is 
ample information and online resources 
for women who wish to educate 
themselves.
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A Case for Reinstatement in Insurance

“It is imperative that the insurance market be as dynamic
 as the environment within which it operates, as the world 
continues evolving into one big, global village.”

When two parties come together under a contract of in-
surance, there are expectations from both sides, that if not 
met, lead to disappointment, and perhaps apprehension. A 
mismatch between expectations and reality may cause ir-
reparable damage to relations, as well as tarnishing the im-
age of one or both parties. 

One of the main sources of conflict is claims. Whenever a 
policy holder receives a compensation that is below what 
they were expecting, there is usually a feeling of disappoint-
ment, no matter the explanation provided. This brings us 
to the question of reinstatement. In insurance jargon, rein-
statement has four distinct meanings. 

The first meaning refers to one of the four options available 
to an insurer for settling claims – cash, replacement, rein-
statement, and repairs. In this case, reinstatement mostly 
refers to buildings, whereby the insurer opts to oversee the 
rebuilding process after a loss.

Another meaning of the word is bringing back to life a 
lapsed policy, for instance where the policyholder has failed 
to keep up with periodical premiums, and as such the poli-
cy lapses. The policyholder pays the outstanding premiums, 
plus any penalties that may have accrued for default, and 
the insurer reinstates the policy.

Reinstatement may also be used in reference to the replen-
ishment of sums insured under a policy, following the pay-
ment of a claim. Once a claim is settled, the sum insured 
reduces by the amount of claim settled, and the insured is 
required to top up the difference.

The fourth – and our focus in this article – refers to the 
basis of valuation adopted by the insurer in settling claims. 
It simply means replacement on New for Old Basis. For in-
stance, if you lose a mobile phone, you would be required 
to present a quotation for a new phone of similar make/
model/specifications, and the insurer will not take into ac-
count depreciation.

Many a time, you will notice that insurers will charge for 
depreciation when settling a claim, or what is commonly 
referred to as Market value. By adopting this basis, the in-
surer makes allowance for betterment, depreciation, wear 
and tear. The problem with this is two-fold. On one hand, 
the insured cannot be said to have been indemnified, for 
various reasons as tabulated here below: -

The compensation they receive cannot cater for the pur-
chase of a new item of similar nature, hence the insured 
would have to dig deeper into their pockets, when replac-
ing the item. Not only is this punitive, but also unfair, as the 
insured, despite having insurance, is still called upon to cov-
er their loss. This deduction is over and above the policy 
excess applicable.

The sum insured is always the cost price, and the insured 
would be penalized through application of average, should 
the sum insured be deemed lower than the value at risk, at 
the time of loss. Therefore, the policyholder insures for full 
value, but cannot be compensated for full value.

The depreciation applied is at the discretion of the insurer 
and varies from one underwriter to another. It is not even 
clear what rate is applied year on year, yet the insured is 
just expected to accept the offer presented to them with-
out question.

The vagueness of this method provides a platform for dis-
satisfaction and mistrust, yet this can easily be addressed 
by adopting a reinstatement or replacement on new for old 
basis approach to claims. Many international markets have 
already ditched the old market value way and taken up re-
placement/reinstatement as best practice. A few progres-
sive local underwriters have also ‘seen the light’ and agree 
this is the best way forward.

It is imperative that the insurance market, be as dynamic 
as the environment within which it operates, as the world 
continues evolving into one big, global village. The role of 
brokers in driving forward this agenda cannot be overstat-
ed, because they are representatives of the insured under 
all circumstances.

John Nyaga, Senior Risk Consultant, General Insurance
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As Kenyans flocked the KICC Courtyard in Nairobi to explore what was being showcased at the 3rd Edition of the SMEs 
Expo and Conference, the point of convergence for all exhibitors and participants remained the theme of this year; “Mak-
ing the SME sector competitive amid Covid-19; A multi-stakeholder’s approach. 

The effects of Covid-19 cannot be over-emphasized as the pandemic has ravaged every sector of the economy both 
locally and globally.  While the developed economies appear to be recovering at a faster pace, we admit that it will take a 
while before we locally recover from the residual impacts of the pandemic in our local spheres.

The theme of this 3rd Edition of the SMEs Expo and Conference presents a call to action that lays some emphasis on the 
need for sector stakeholders to do things differently. There is a hidden pointer to the fact that stakeholders are better 
working together than apart. 

If we trail our focus on the SME Employee as a key stakeholder in the entire business ecosystem, we will all agree that the 
employee was the most impacted stakeholder among all casualties when the pandemic was busy ravaging and tearing 
the world apart. Most employees were caught unawares, facing new challenges that would range from myriad demands 
as well as extreme restrictions that no one had been prepared for before Covid struck.

The pandemic was like a whirlwind that blew across every faculty of our existence exposing our governmental, societal, 
and personal weaknesses without fear or favour. Those who have never considered savings would not hide themselves 
anymore because they had no emergency funds to fall back to. Those who have been shunning insurance could not hide 
anymore as they watched their minimal insurance covers being gnawed away by Covid at the slightest medical exposure.  
There were victims and casualties of all kinds.

As the saying goes, “You only learn from the mistakes that you survive”, there are indeed great lessons for the SME Em-
ployees and Employers to learn from to help them prepare better for the future. There are five key lessons that I would 
wish to highlight in this article.

1.  Your Savings Will Save You”- Do you have any?

The simple habit of keeping aside a portion of today’s proceeds when there is plenty has been proven to present great 
relief during seasons of scarcity. A serious farmer does not eat all the seeds. He keeps some for planting in the next 
season. Our savings culture has been confirmed to be very poor since most people are used to living from hand to 
mouth. Assuming that people are not saving because they do not have plenty is a defeatist assumption. People do not 
save because they haven’t realized the need to save. Covid has taught us differently. It is important to always set some-

The Wellness Conversation For Staff Of SME 
Entities
George Oyuga, Head of Umbrella and Retail Solutions
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thing small aside for tomorrow’s rainy day. It is said that at the bare minimum, one needs to have an equivalent of be-
tween six to eight times of their net income’s worth of savings to be considered financially secure. You should target 
this as your emergency savings fund. Remember that failing to plan is planning to fail.  

2.  “Your Health is Your Wealth”

One of the positive things that many people picked during the Covid-19 hibernation period was positive health habits. 
Many people became conscious of their hygiene and healthy eating habits even as many others picked the impor-
tance of physical exercises. It is important to not only focus on your health today but also on the quality of your health 
tomorrow. Those who are members of pension schemes have been presented with a golden opportunity to set aside 
some additional voluntary contributions targeted at post retirement medical savings. Therein therefore lies a great 
opportunity to accumulate a post-retirement medical fund in a tax friendly environment that exempts you on tax 
when saving. The savings are invested, and the investment income is also exempted from tax. Taxation will happen at 
the end of the journey but will also offer other huge reliefs that reward you from the period you have been an active 
member of the pension scheme and also from an age perspective. Have you considered this option? You may need to 
talk to your retirement scheme provider like Zamara Actuaries, Administrators and consultants ltd. 

3.   “We are always better together”

This saying is true both for an individual as well as for established entities. We have interacted with the positive benefits 
that it offers an individual. Corporate entities can also explore economies of scale across different facets of their op-
erations. A good example would be to implore upon SME Employers to consider joining Umbrella retirement savings 
plans like the Zamara Fanaka Retirement Fund instead of struggling to set up their own pension schemes. There are 
numerous advantages that come with this option for the SME Employers who would want to maximise on the benefits 
of an Umbrella pension arrangement for the sake of their key stakeholders- their Employees.  This is the approach that 
SMEs need to consider. The plight of their workers is the anchor of the SME’s brand survival. As an Employer, do you 
have a pension arrangement for your staff? Joining an Umbrella pension arrangement is easy. You simply plug into an 
existing one by signing a Deed of Adherence. This presents a plug- and play arrangement.  

4.   “Money Can Make or Break You”

The experiences of the Pandemic have brough to the fore the need for financial education especially among SME 
sector workers. A financially informed employee will be equipped to make better financial decisions in life compared 
to one with poor financial management skills. Financial security is not about how much someone earns but always 
about how a person manages the little that they earn. As an SME owner, have you considered offering a financial liter-
acy training program for your staff?  You will be better off including this as a permanent component of your new -staff 
induction program. If you are wondering how to go about this then a call to Zamara will sort this out for you. Zamara 
has a very elaborate Financial Literacy program that is offered in modules and can always be customised for all cadre 
of staff audiences. Try them.  

5.   “Tomorrow Will Surely Come” 

Whosever said or sang that tomorrow never comes lied to us. Today is yesterday’s tomorrow! Remember that failing 
to plan is indeed planning to fail. There is no other better way for SMEs to plan for their future existence than by in-
vesting in the well-being of their staff. A successful brand must demonstrate care for the key stakeholder (the Employ-
ee) by ensuring that there is an elaborate employee benefits and wellness program in place. This should address all the 
career growth related pain points, the financial planning needs like pension, and the life protection needs like insur-
ance (for both short term and long term risks). 

The SME Employee of today is inviting you (the Employer) to partner with them in all the above because a multi-stake-
holder approach is what will sustain the competitiveness of the SME sector.

‘Employers want to give opportunities to loyal and 
trustworthy people, not just the top performers.”

12Zamara e-Jarida
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On 1 January 1987, the Botswana Motor Vehicle Accident 
Fund was born out of necessity. Insurance companies in 
Botswana wanted to increase Motor Insurance premiums 
by 600%. The Motor Vehicle Accident Fund is a Social 
Protection Fund – An Insurance Scheme/Fund whose aim 
it is to protect the vulnerable from falling into poverty. The 
Botswana Road Accident Fund fits this description by pre-
venting Third Party Road Accident Victims (herein referred 
to as Victims) from falling into poverty. It does this by 
ensuring that these victims are rehabilitated back to normal 
life, by compensating injury and rehabilitation costs as well 
as providing loss of income compensation and promoting 
road safety. 

Let’s take an example. You live in Kenya. If you were 
involved in an accident as a pedestrian today, would you 
know where to start? Most likely, you would be 
approached by what we call ambulance chasers. 
The ambulance chaser would assist you by taking you 
to hospital, paying for your hospital bill, and commit in 
assisting you in the Insurance claims process. He would 
assist you till the very end till you get compensation. 
This would entail getting you a doctor that would likely ex-
aggerate your injuries so that you get maximum compen-
sation, as well as possibly ensuring that the police report 
is in your favour. However, there’s a catch, you’d have to 
share this compensation with him as well as the third-party 
lawyer that he works with – Anywhere between 30% - 50% 
of your compensation. 

Fixing Kenya’s Costly third-party motor 
vehicle insurance

In contrast, in countries such as Botswana and Namib-
ia, instead of the Insurance Company dealing with your 
claim, it would be handled by a Motor Vehicle Accident 
Fund (‘MVA Fund’). You would be the client of the MVA 
Fund. Like any organisation, the MVA Fund has its perfor-
mance scorecard, and the timely and fair settlement of 
your claim would form part of its performance objec-
tives. 
  
Interestingly, Kenya finds itself in a very similar situation 
to Botswana in 1987. Premium rates for Motor Insurance 
are planned to increase by upto 50% in 2022. This has 
caused havoc, with the Kenya Human Rights Commis-
sion (‘KHRC’) filing a case against the Insurance Regu-
latory Authority (‘IRA’). However, I believe the MVA Fund 
is a viable solution that would benefit both Insurance 
Companies, Motor Insurance clients and Victims. 

The current system used for compensation of Victims 
in Kenya is similar to most African countries. Third Party 
Motor Insurance is compulsory so by default, all road 
users, including pedestrians, are covered by Motor Insur-
ance. Compensation claims for Victims are handled by 
Insurance companies. However, there a few challenges 
with this. 

The current situation is not tailored with the Victim as the 
central party, as the Victim is not the client of the Insur-
ance Company. The victim often ends up getting delayed 
and inadequate compensation because of this. 

Secondly, Motor Insurers are facing persistent losses due 
to the challenge in charging adequate premium rates to 
cover the Victims. In effect, Insurance companies are not 
just compensating Victims, but third-party lawyers and 
ambulance chasers as well. This is financially unsustain-
able and would be unaffordable for consumers if this full 
burden is passed on to them. 

The graph below depicts the grim situation in Kenya, 
showing the underwriting profits (Premiums less claims, 
expenses and commissions) of the Industry over the past 
3 years.

The PCF was established for the 
primary purpose of providing 
compensatio nto policyholders of 
an insurer that has been put 
under statutory management.”

Sheila Gatu, Resident Actuary
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ZAMARA, Your One-Stop Shop In A Digital Era

Zamara’s presence in the Kenyan market has spanned over two decades offering financial services such as Actuarial Ser-
vices, Pension Administration and Consulting as well as Insurance Broking. In the insurance broking space, Zamara has 
curved a niche through its very unique customer centricity selling proposition, an edge that has seen the company feted 
as the Best Broker in Customer Service in the 2020 Think Business Awards.

With this, the firm has redefined the very important role of insurance broking in helping clients navigate the complex 
market, as well as foster product distribution. “With the increased complexity of risks such as pandemics, cybersecurity, 
climate change, healthcare, the insurance broker’s role is to advise our clients on these very complex kinds of risk,” 
explains Rosalyn Mugoh, Managing Director of Zamara Risk & Insurance Brokers Limited. 

Particularly, Zamara’s place in the insurance industry more than ever, has remained relevant. “Life is full of financial and 
emotional upheavals and the aim of Zamara is to reduce those uncertainties and create peace of mind. Our role has been 
to work hand in hand with our clients, identify the risks and create solutions that minimize such risks,” she says.

Against the Covid-19 pandemic backdrop, Rosalyn says, the pandemic accelerated the need for digitization in the 
insurance space. “At first, we were faced with what I would call the unknown. No one had experienced a pandemic 
before, but as an insurance industry, we were called to quickly step up and create solutions, which we did. Brokers spent 
a lot of time having conversations with clients in that space,” she explains. 

This she says, is a testament of how the ever-changing technological space has nourished the insurance space. 
“Technology has enabled us to achieve efficiency, as well as granted us the opportunity to leverage on digital platforms 
to serve our clients better. For instance, we have fashioned a robust system dubbed “Zuri” that offloads our customers 
of the administrative burden of scheme management thus allowing them to focus on their core business objectives.” 
explains Rosalyn

Zuri is an end-to-end integrated system that handles all processes that relate to insurance business. It facilitates com-
prehensive scheme administration, timely claims management, credit control, customer relationship management, data 
management and analytics amongst other utilities.  However, with the ever-changing technological space, there have 
emerged whispers of doubts on the importance of the brokerage link within the insurance space in an environment 
which allows for a direct encounter between clients and insurance firms.

Rosalyn Mugoh: Managing Director
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Zamara’s presence in the Kenyan market has spanned over two decades offering financial services such as Actuarial Ser-
vices, Pension Administration and Consulting as well as Insurance Broking. In the insurance broking space, Zamara has 
curved a niche through its very unique customer centricity selling proposition, an edge that has seen the company feted 
as the Best Broker in Customer Service in the 2020 Think Business Awards.

With this, the firm has redefined the very important role of insurance broking in helping clients navigate the complex 
market, as well as foster product distribution. “With the increased complexity of risks such as pandemics, cybersecurity, 
climate change, healthcare, the insurance broker’s role is to advise our clients on these very complex kinds of risk,” 
explains Rosalyn Mugoh, Managing Director of Zamara Risk & Insurance Brokers Limited. 

Particularly, Zamara’s place in the insurance industry more than ever, has remained relevant. “Life is full of financial and 
emotional upheavals and the aim of Zamara is to reduce those uncertainties and create peace of mind. Our role has been 
to work hand in hand with our clients, identify the risks and create solutions that minimize such risks,” she says.

Against the Covid-19 pandemic backdrop, Rosalyn says, the pandemic accelerated the need for digitization in the insur-
ance space. “At first, we were faced with what I would call the unknown. No one had experienced a pandemic before, but 
as an insurance industry, we were called to quickly step up and create solutions, which we did. Brokers spent a lot of time 
having conversations with clients in that space,” she explains. 

This she says, is a testament of how the ever-changing technological space has nourished the insurance space. 
“Technology has enabled us to achieve efficiency, as well as granted us the opportunity to leverage on digital platforms 
to serve our clients better. For instance, we have fashioned a robust system dubbed “Zuri” that offloads our customers 
of the administrative burden of scheme management thus allowing them to focus on their core business objectives.” 
explains Rosalyn

Zuri is an end-to-end integrated system that handles all processes that relate to insurance business. It facilitates com-
prehensive scheme administration, timely claims management, credit control, customer relationship management, data 
management and analytics amongst other utilities.  However, with the ever-changing technological space, there have 
emerged whispers of doubts on the importance of the brokerage link within the insurance space in an environment 
which allows for a direct encounter between clients and insurance firms.
But for Rosalyn, that hasn’t been the case. “The role of a broker is advisory. We cut through the complexity then have a 
proper conversation with our clients in terms of what the risks mean and what exposures have been covered, among 
other vital issues.” 

This she says will be achieved if one is able to identify the best brokerage firms. “While choosing the best broker to deal 
with, one should keep in mind a number of factors. For instance, their depth of knowledge of industry and products, 
creativity in putting together solutions, trust, value and whether they are customer centric.” 

That aside, despite the availability of a variety of digital platforms, insurance penetration in Kenya has since remained low. 
It is a challenge that Zamara, as a market leader, is on the forefront in addressing by tailor-making bespoke insurance 
solutions, establishing strategic partnerships and increasing public awareness on the need for insurance. 

“There has been a lot of focus on education, both for our existing and potential customers out there. There are also a lot 
of tools that our marketing team is using to highlight the need for insurance, educate and demystify insurance in totality.”
Rosalyn points out that Zamara has been very deliberate in exploring global strategic partnerships on matters insurance. 
“We have been able to tap into the best practices of global players to enrich our offering. But the one big thing we can 
borrow from the rest of the world is the heightened use of data analytics and data sharing to enhance decision making 
and craft tailor-made solutions.”

“Life is full of financial and emotional upheavals and the 
aim of Zamara is to reduce those uncertainties 
and create peace of mind.”
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Excelling in your career – what you need to know

It is your first day at your new employer, you are excited at the new challenge after making it from long and gruelling 
interviews. You believe everyone will like you, sooner than later. Well, congratulations! you have commenced the arduous 
journey to prove your worth. These nuggets will help you settle in fast and wade through the often-mucky waters of 
corporate life.

Adapt Fast

You are joining a team of people just as intelligent as you are and many may just as well have more experience than you 
do, so it important to listen, learn and adapt.

Over the last 20 years, I have had the privilege to interview more than 1,000 professionals- graduate and experienced 
hires. I have seen candidates who were top performers in their previous role(s) dissipate into oblivion when they got into 
the rigour of actual work. Others bloom and become super stars in their new jobs. I have noted that those with the ability 
to adapt quickly to new environments and understand that they need to keep the eternal learner hat on have a way of 
progressing. 

No too long ago, Amir Goldberg, an associate professor at Stanford Business School and three co-authors, gathered data 
from a technology firm of more than 10 million internal emails sent between 2009 and 2014. They used linguistic analysis 
to monitor cultural fit over time among employees (language use is intrinsically related to how individuals fit in, or fail to 
fit in, within social environments). Individuals were measured against those with whom they had the most frequent com-
munication. While an employee’s cultural fit at the time of entry was loosely connected with outcomes – i.e., those who 
fit well from the outset tended to perform well – a much more powerful predictor of success was an employee’s ability 
to recognise and internalise standards. “We find that what predicts who will stay, who will leave and who will be let go is 
not so much the initial level of cultural fit as much as their trajectory - the degree to which they adapt”. Goldberg says, 
“there are important differences between individuals in so far as they are capable of reading cultural code and shifting 
behaviours accordingly”. This malleability is what is now referred to as “enculturability”.

As organisations strive to become nimble and agile, employees too must have the ability to adapt to changing situations, 
be it with client requests or within the work ecosystem: people, processes and places. You need to quickly learn the lay 
of the land, adapt to your leader’s style of work and understand the ‘way’ of your firm.

‘Employers want to give 
opportunities to loyal and 
trustworthy people, not just 
the top performers.”

Raymond Muthama, Chief People & Culture Officer.
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Establish trust early

The average job tenure per employer has continued to decrease. The current average is about 4.2 years and decreasing. 
“So, what has that got to do with my career?

”Employers want to give opportunities to loyal and trustworthy people, not just the top performers. The fall in job tenure 
averages means that employers are not too willing to invest in people if there is no clarity on the return on investment. 
If you want to have a glowing and growing career, you need to demonstrate value and commitment and establish trust 
early.

You want to be trusted? Trust is a product; it is a result, an equation. A result of your Credibility (C), Reliability (R) and 
Intimacy (I) over your Self Interest (SI). Your credibility is about how well you will master your technical capabilities and 
execute with excellence.  Reliability will be built around your consistency, ability to adhere to timelines and keep your 
word. Intimacy is how well you connect with team members, leaders, and clients. Do you know their birthdays? Their 
interests? What they do in their free time? Ensuring you reduce your Self Interest (SI) - a Trust antithesis, colleagues will 
not want to work with you if they view or perceive you as a selfish and self-serving individual. Watch out if you are the 
kind that will never put in extra time to finish a task, or always wants to do the easy stuff, the type that is always too busy 
to assist, quick to throw others ‘under the bus’.

Have a thick skin and a short memory

There are many moving parts that need to align to enable you to progress fast in your career.

There are those you don’t have control over, such as macroeconomic shifts in your country that affect your employer 
or your department.  Corporate dynamics could also affect your progress. “So, are you saying working hard is a waste 
of time?” Certainly not, you will need a thick skin and a short memory. A thick skin when things goes askew and a short 
memory to help you forget and move on quickly when things do not go your way. In the course of your career, you will 
have moments of walking around with a bruised amour propre. When this happens, heal fast and soldier on.

Exercise corporate freedom within the established frameworks

Often, employees think freedom and operational controls are a zero-sum game.  Whereas some employers will oscillate 
between both extremes, it is important that you quickly understand the processes that have been put in place in your 
organisation and work within them. Avoid being called out for non-compliant behaviours. Do not fight the established 
processes until you use them and understand why they have been put in place. On the other hand, where processes stifle 
creativity and innovation, challenge them in a professional and factual manner. As Ranjay Gulati, professor of Business 
Administration at Harvard Business School and former chair of the Harvard Business School Advanced Management 
programme says “Guidelines are not the death of freedom if they are well designed and implemented”. Become a change 
initiator by understanding baseline frameworks that support the business and, after doing so, see how you can assist your 
organisation to become better. This could be the beginning of process improvement or a new line of service.

Commit long enough to establish credibility

If you want to build a brand for yourself, you will need to “do the time”. You need time to learn, make mistakes, work and 
make more mistakes until you can solidify your knowledge.

I see people changing jobs every two years in the pretext of seeking “diverse” and “vast” experience or “searching for a 
fresh challenge”. To these, please remember, credible organisations will not recruit “short course” career millennials; they 
want people who have demonstrated value and results in their previous roles.

I sincerely hope you will find value in these pointers, both during your time with us, as well as in the future should you 
decide to find a new home.
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Zamara partners with United Boda Boda 
Association to drive Financial Inclusion

Zamara Group entered into a partner-
ship with United Boda Boda Asso-
ciation of Kenya in a move aimed at 
bringing financial security and a future 
with dignity for close to 2 million 
Kenyans within the Boda Boda sector 
through its Fahari Retirement Plan.

The partnership kicked off with rollout 
of pilot programs on retirement saving, 
pensions and insurance acceptance 
within the sector, training and sub-
sequent mass rollout to facilitate 
adoption. Fahari ya Boda is tailored to 
the specific needs of the sector with 
other insurance solutions such as Last 
Expense cover embedded within the 
plan.

Speaking during the signing ceremony 
held at Serena Hotel, Zamara Group 
Chief Executive Officer said, “bringing 
Boda Boda Association on board is a 
key component of us as Zamara to 
drive financial inclusion within all sec-
tors of our economy. We understand 
the risks that come with not having a 
savings pot for the future and as such 
shall offer Boda Boda operators an 
efficient means to plan and save for 
their retirement. 

On his part, Kimani Wanduthi, Chair-
man, United Boda Boda association 
said, “by addressing the issue of savings 
and financial literacy, we are empow-
ered to create a savings culture within 
the sector, grow member savings and 
increase financial security and be able 
to support our families and the com-
munity during old age.”

Boda boda has become one of the 
most popular modes of transport both 
in the rural and urban areas, moving 
people and goods from one place to 
another.   The sector has grown in 
leaps and bounds in the last decade 
providing employment opportunities, 
a source of livelihood and econom-
ic empowerment, especially for the 
youth.   The sector is a significant con-
tributor to the economy and plays an 
important role in the transport sector 
as an alternative, or complementary, 
mode of transport.  

“The industry is thought to support 5.2 
million Kenyans, directly or indirect-
ly, accounting for 11 per cent of the 
population and assuming a rider makes 
a modest K Shs 700 per day, then the 
sector generates close to K Shs 1bn per 
day and close to K Shs 357bn per year.  

Odhiambo Oduor, Marketing and Communication.

The vibrancy, energy, passion, hard-
work, creativity and entrepreneurship 
of the boda boda rider is a true testi-
mony to the resilience of our economy 
and our country,” Mr Raichura added

Each of the close to 2 million members 
can open their secure Fahari ya Boda 
Boda pensions and insurance account 
linked to their national ID in less than 
2min – all completely automated, 
paperless whether using a smart phone 
or a simple feature phone on USSD or 
on WhatsApp.  Any amount, any time, 
any channel, view statement, make ad 
hoc contributions, no penalties, daily 
interest, access if need be.   

Fahari ya Boda Boda allows the sector 
members to save and build up a 
savings pot of money for your future 
financial needs.  The more you save 
into your account, the more it grows. 
The accumulated savings are returned 
to you as a lump sum or a monthly 
pension at the point of exit.
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Odhiambo Oduor: Marketing and Communication

In November 2021 , Zamara Group 
and Kenya National Federation of 
JuaKali Associations signed a 
Memorandum of Understanding 
to drive financial inclusion to the 
informal sector to enable saving and 
protection from old-age poverty and 
pertinent risks that come along with 
the life cycle of the average Jua Kali 
worker.

The mass rollout programme kickoffs 
within the 17 Nairobi subcounties and 
shall be expanded to the remaining 
46 counties.

“People do not 
save because 
they haven’t 
realized the need 
to save.”

Zamara Kicks off a Mass Rollout program for the 
Fahari Retirement plan within the Jua Kali Sector

Zamara Group, in partnership with 
the Kenya National Federation of Jua 
Kali Associations (KNFJKA), kicked off 
a mass rollout of the Fahari Retirement 
Plan across the country. This came 
on the back of a successful pilot 
program across Nairobi, Machakos, 
Kiambu, Nyeri and Kisumu counties. 

Through these pilot exercises, the 
team enrolled around 10% of the 
registered Juakali members in various 
associations as Fahari members

Speaking during the launch, Zamara 
Group Chief Executive Officer, 
Sundeep Raichura said, “through the 
pilots, we have learned a lot about 
the needs of the Jua Kali sector 
members and are confident that our 
suite of integrated digital financial 
solution we are offering, that includes 
financial literacy, goal-based savings 
and insurance solutions, shall help 
transform the sector and inculcate a 
savings culture among members, Mr 
Raichura said.”

On his part, Richard Muteti, H.S.C. 
Chief Executive Officer, Kenya 
National Federation of Jua Kali 
Associations said, “we are delight-
ed to have had a successful pilot 
exercises and are very excited to get 
into the next stage of the rollout of 
this plan. Pension schemes, especially 
individual pension schemes like 
Fahari, are fundamental in the journey 
towards financial security.

The pilots have led to a number of 
enhancements to the product  Fahari 
Retirement product now having three 
levels of the embedded last respect 
cover. Members can now choose 
to either take up a cover limit of 
KShs 25,000 for Ksh 100 per year, 
KShs 50,000 for Ksh 200 per year or 
KShs 100,000 for Ksh 400 per year 
depending on their needs. “Plans are 
also in place to incorporate other 
insurance solutions including per-
sonal accident and medical insurance 
cover,” Mr Raichura added. 
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