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TELEMATICS 
DATA 
STANDARDS  
TIMELINE

In association with

argument is focused on question 
sets. Di!erent sites ask di!erent 
questions or nuance them in order to 
better tailor their service and find-
ings for that customer. By having, 
say, their own occupation lists, they 
can find a policy that better suits a 
senior marketing manager than an 
o"ce worker, therefore giving them 
a competitive advantage over less 
sophisticated rivals.

An ABI spokesman explains that 
the body “does not think standards 
are necessary” for aggregators, but it 
would like to see “elements of a code” 
that would ensure the customer  
does not get any nasty surprises. For 
example, excess should be disclosed.

Polaris sales and account man-
ager Philip Nunn concedes that 
imposing standards on aggregators 
could slow down their service with 
additional questions. This is vitally 
important to price comparison sites, 
as the key to their success is speed of 
service, as well as ensuring su"cient 
space for on-screen advertising.

 However, Nunn points out that 
absurdities may occur without some 
governing rules. “I’m ‘Philip Nunn’, 
but if a site allows me to enter my 
name as ‘P. Nunn’, then it might be 
hard to check my record for things 
like criminal convictions. The ques-
tions might ask: ‘Who is the main 
driver?’ It’s not clear whether that 
means someone who uses the  

car 50%, 60% or 80% of the time. 
‘Do you live near a floodplain?’ The 
customer might wonder how near is 
near. We have standards to help the 
end consumer.

“I look at this as being like an 
English dictionary. If we all decided 
to make up … words, then we 
wouldn’t be able to speak to each 
other and, like the English language, 
standards will evolve [with develop-
ments in the market].”

New rules to be introduced under 
the Consumer Insurance (Disclosure 
and Representations) Act 2012 will 
also place a greater emphasis on 
insurers and brokers obtaining infor-
mation through questions, thus 
enabling customers to make claims 
even if their answers led to a misrep-
resentation. With this emphasis of 
accuracy passed on to the industry, 
it might be wise to have more com-
monality between a variety of issues, 
including question sets, to ensure 
that insurers are not faced with a 
raft of claims.

Power to the people
All these arguments might soon be 
moot, however. The EU is taking an 
increasing interest in these issues 
and might legislate, at least in respect 
of common standards in telematics.

Indeed, Europe is already set to 
radically alter the telematics indus-
try through the Gender Directive, 
which will remove considerations  
of gender from pricing and benefits  
of policies from December. This  
will result in more telematics  
boxes being sold, as more safe 
women drivers try to reduce  
their premiums.

Further, if telematics box sales 
start to become as prevalent as the 
usage of price comparison sites, 
even fierce opponents of standards 
may have to admit defeat. Ulti-
mately, such a large number of con-
sumers will find a single, loud voice 
that will demand they own their 

‘If we all decided 
to make up 
words, then  
we wouldn’t be 
able to speak  
to each other’
Philip Nunn, Polaris

ID checking
Insurers and brokers use ID checking 
software to ensure that customers are 
genuine and that they are not lying to obtain 
lower premiums. It is generally done at the 
quotation stage or just before the sale, and 
often cross-references the electoral roll. The 
most basic ID check will confirm age, date 
of birth and address.

Criminal convictions
Insurers may ask for consumers to disclose 
unspent criminal convictions at the 
application stage, but will typically check at 
only the claims stage. This is routine if fraud 
is suspected, and is often done by asking 
the claimant to submit a Criminal Records 
Bureau check.

Credit checking
Public credit data enable insurers to check a 
customer’s address and how long they have 
lived there, as well as revealing bankruptcies, 
individual voluntary arrangements and 
county court judgments. Cicchetti says 
that insurer loss ratios have “significantly 
improved” by using recently enhanced credit 
scores on their customers.

Claims history
Insurers can use the claims and 
underwriting exchange database to check 
motor, household and personal injury 
claims. Lexis Nexis associate account 
director Dan Cicchetti says this is normally 
done after insurance is sold, as the quality 
of claims data on the database can be 
poor, making checking at application stage 
more difficult.

Credit card checking
Insurance firms can check credit cards to 
ensure the user and the card are genuine. 
Firms such as Experian and Equifax can 
do this for a fee, but some companies 
have built their own systems. For example, 
MCE’s in-house software screens out 
foreign credit card numbers, as many 
insurance fraudsters rely on stolen cards.

Driving licence number
Insurers do not carry out regular checks 
of driving licence numbers, but this will 
become common at the quotation stage 
when the industry is allowed easy access 
to the DVLA database in 2014. Thanks 
to licence details checks, insurers will 
know how many driving convictions their 
customers have.

EXAMPLES OF THIRD-PARTY CHECKING
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Wunelli cancels 
the meeting, 
saying that 
enough insurers 
have already 
pledged support
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Wunelli and Gocompare 
plan to relaunch their 
telematics comparison 
site Comparethebox, to 
enable policyholders to 
compare rival telematics 
propositions for the first 
time. Common standards 
are vital to comparing 
telematics policies 
like-for-like
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ABI telematics 
committee has its first 
meeting, with data 
standards high on  
the agenda
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Polaris promises to 
publish a set of 
data standards by 
December 2012, 
according to 
Wunelli chairman 
Sandy Dunn 
(pictured)
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Biba research 
shows that sales of 
telematics policies 
have increased 
five-fold in the past 
two years and will 
increase to about 
500,000 in the next 
two years 21
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Wunelli announces a 
meeting to get insurer 
support and 
suggestions for 
common data 
standards

Former transport 
secretary Justine 
Greening (pictured) 
promises to work 
with insurers to “take 
full advantage” of 
telematics

EU gender ruling 
comes into 
force. Telematics 
use by 
consumers is 
predicted to 
spike, making 
the debate on 
standards even 
more important
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A lot of third-party checking is still done manually, but the long-term aim is to ‘customer profile’ instantly through advanced computer systems

EXPERT VIEW  

STANDARDS HAVE AN 
IMPORTANT ROLE TO PLAY

LV= is a multi-channel distributor. 
This gives us a very good insight 
into the various routes to market. As 
managing director of LV=Broker, my 
particular responsibility is the broker 
channel. Here, we have to distribute 
our product across the many different 
IT platforms used by our brokers. 
There are at least five major broker 
software houses and also a number of 
individual bespoke broker platforms.

If we are to do this efficiently, 
effectively and reliably, we need to know that the systems 
we distribute our products to can take them, and that 
they can offer them to the consumer in the way that we 
originally intended. We don’t want to build a product, only 
to then find that our distributors cannot support it on their 
systems. We’d then have to change the product to make it 
work, which could compromise its rating integrity.  

This is where market standards come in.
We want each of our broker partners to get the very best 

we can offer in terms of product and pricing. That can be 
difficult and expensive if the delivery platforms operate with 
different or out-of-date standards. That is why the adoption 
and support of dynamic and evolving industry standards is 
so important. 

Before we design a new product or make changes to 
existing ones, we already know what our own systems, 
and our broker systems, can cope with. If they support 
market standards for personal lines e-trading, and most of 
them do, then we can be confident that those systems can 
distribute our products as intended. 

People tend to think of standards as static, and most 
of the time they are. But, from time to time, the industry 
changes and needs to deliver something new and 
innovative. Recent examples in personal lines involve 
pricing risks in real time, and enriching quote capability 
with third-party data. We are also seeing the development 
of telematics underwriting. 

While initially insurers will often seek competitive 
advantage through bespoke IT developments, the 
fragmented nature of the broker market means that the 
support of these various initiatives can then become costly 
and time-consuming. Existing systems and processes will 
not easily support a variety of different insurer requirements 
and, ultimately, this adds cost and complexity to the whole 
channel, hindering its competitiveness. 

This is when industry collaboration on standards can 
help reduce costs and enable the fast market-wide adoption 
of innovations that have added to the competitiveness of 
competing routes to market. This process is important for 
the ongoing health and relevance of the broker channel. 

Thankfully, the broker market has some very capable 
standards bodies, Polaris being pre-eminent. We also 
have a very capable and experienced software community.  
Although there is currently some catching up to do in some 
of these evolving areas, the broker channel has shown time 
and time again that it is capable of re-inventing itself. The 
development of industry standards for these new ways of 
trading will be an important part of this process.

Phil Bunker joined LV= in 2006  
and is managing director of  
LV= Broker
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