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07 The Role 
      of the Broker
        

Fanus Coetzee, 

Brokers must help insurers shift the 
narrative from price to value with more 
focus on risk management 

reported R34.3 billion 

 3 000 broker 
partners in 2024.

Setting the right price, has helped us 
trade through 107 years of risk and 

Santam is committed to restoring insurer-broker 
relations, interacting with 1 200 brokers (across 
nine provinces and 16 regions) during our 2024 
Broker Connect Sessions. Our 2024 roadshow 
helped us to explain underwriting actions in the 

communications have highlighted the need for 
continued focus on risk management advice. 

Being a multi-channel distributor presents 

Santam has to weigh up whether to respond to 
demographic trends through our traditional broker 
or direct channel. This conundrum has driven 
product innovation, and Santam is developing a 
modular insurance solution that will provide cover 

who transact through both the direct and broker 

channels. The solution will provide a tailored view 

The idea is to attract digital natives 
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Sustainable, well-managed businesses that meet 

insurers and brokers, strengthening the overall 
insurance pool.

Around 43%
39%

34%

 

Corporate & Commercial:
49%
45%
45% 

Consumers:
62%
50%

Encouragingly, it appears that great strides have 
been made in building a risk-aware approach 
to insurance over the past two years, with 90% 
of broker respondents reporting they view 
themselves as risk advisors or risk managers. 

In contrast, some smaller commercial brokerages 
may occasionally rely on prior-year schedules 

always completing the necessary risk surveys. 

move from selling policies to advising on risk. 
This has been the driving force behind Santam’s 

program, which aims to make risk surveying skills 
accessible to brokers.

traditional insurance offerings, 

through operational excellence 
and investing in developing talent 

for scarce insurance skills. Close 
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