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Welcome to our 2019 Catalogue! 

For organizations to grow so must their people. Commitment to continuing professional development 
and 21st century skills is the mark of those looking to the future realities of the local and globalized 
economy. We understand this.

The Insurance Institute of East Africa has a rich experience in training regionally. We develop cutting 
edge content to meet clients' aspirations and training needs.

Our unique training methodology puts learning and learners at the centre of everything we do. The 
approach is practical, experiential and highly enjoyable ensuring maximum benefit in the workplace.

Our personalized approach to partnership includes updating, refining and adapting our training 
programmes to ensure they are cutting edge and practical and above all meet the customer's 
expectations.

Our interactive approach is highly regarded and feedback from participants is extremely positive. We are 
also very keen to listen to all suggestions that ensure we remain relevant and the partner of choice. 

Our team is highly experienced. We look for, recruit and develop only the best practitioners available. As 
well as qualifications and accreditation they have expertise garnered from a rich variety of organizational 
backgrounds and roles in the insurance and other industries.

We use a training methodology where learning and the learner, are at the centre of everything we do. Our 
experiential methods are informed by up to the minute research into learner-centred and interactive 
approaches. This means we take on-board differing learning styles, learners' expectations and the 
effectiveness of training room techniques on each.

Our overarching approach is based on a cycle of acknowledgment of current practice – reflection and 
critique – lessons learned – action. Participants are guided towards their own learning outcomes which 
fosters sustained behavioural impact and transferability of skills absorbed. The pre-course assignments 
orientate the learners towards meaningful engagement and our post-course follow through cements 
learning.

Join our public workshops, all listed in this catalogue, and benefit from valuable opportunities to share 
your training and network with learners from a wide range of insurance companies and sectors. 
Alternatively, have a workshop customized to your company's needs by our team of well-qualified and 
experienced trainers and then delivered in-house. This approach works well for organizations that want 
to train their people together with content tailored to meet their workplace or industry's specific needs.

We are a National Industrial Training Authority (NITA) Approved Training Provider Ref No. 
NITA/TRN/1365

Check out our courses this year and if you would like to talk to us about your training and development 
needs, please feel free to contact us.

Best Regards,

Elijah Mogere
Training Consultant
Insurance Institute of East Africa - Nairobi, Kenya
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General Insurance Underwriting Fundamentals

Duration: 2 Days

Learning Outcomes

Target Group

General Insurance Underwriters

Underwriting

This course covers the key categories of risk and the steps involved in managing risk. It also 
describes the functions of underwriting, the underwriting process and the most common forms 
of reinsurance, insurance contracts and processing proposals.

Pg 4.

Upon completion of the program, participants should be able to:

Ÿ Recognise and classify risks for insurance purposes

Ÿ Identify appropriate risk prevention and risk management methods

Ÿ Recognise and apply organisational or industry sector standards for 

insurance policies and wordings

Ÿ Identify and apply organisational underwriting guidelines

Ÿ Explain the importance of gathering appropriate risk information

Ÿ Explain the importance of policy wordings, terms and conditions

Ÿ Recognise appropriate methods of reinsurance to manage risk

Ÿ Identify and obtain risk information

Ÿ Assess information against established risk acceptance criteria

Ÿ Communicate the results of a risk assessment

Ÿ Issue a quotation and interim cover

Ÿ Recognise and adhere to relevant laws

Ÿ Identify and enact appropriate procedures.
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Claim Handling Fundamentals

Learning Outcomes

This course enables learners to understand and apply principles relating to the investigation 
and the loss adjustment process for auto claims. Topics include an overview of the various 
types of claims that are covered under an auto policy, how to analyze liability in auto claims, the 
investigation and valuation of auto physical damage claims, and resolving disputes with 
alternative dispute resolution mechanisms. Insurance fraud is also comprehensively covered.

After completing this course, delegates will be able to:-

Ÿ Explain how an insurer's claims function achieves each of its primary goals.
Ÿ describe claims departments in terms of structure, personnel and performance 

measurement
Ÿ explain why ethics and professionalism are important to a claim representative.
Ÿ describe the three bases for legal liability.

Target Group
Claims personnel

Duration: 2 Days

Pg 5.



Duration: 2 Days

Insurance services are sought by both individuals and businesses alike. Since conventional 
insurance companies do not adhere to Islamic rules, takaful system is on the rise. To fulfil the 
growing need for Takaful professionals who can tap into this market, we have developed a 
training on Takaful Insurance designed to deliver knowledge and insights on Islamic practices 
regarding insurance. 

By the end of the two-day workshop, delegates will become very knowledgeable on the 
Shariah-compliant methods of Insurance and thus become adept to deliver value to religiously 
inclined customers and will be able to: -
Ÿ Understand the Islamic financial system and how the conventional insurance is against the 

Islamic teachings
Ÿ Learn different models used for the Islamic Insurance
Ÿ Understand General and Takaful and associated products and services.
Ÿ Expand their knowledge regarding the general Islamic financial system. It will also give  

them the tools to understand insurance systems that comply with Islamic practices.

Target Group
Ÿ Claims personnel,
Ÿ Sales and business development teams
Ÿ Compliance, regulators and legal teams,
Ÿ Finance and accounting teams,
Ÿ Customer service personnel
Ÿ Investment advisors

www.iiea.co.ke
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Learning Outcomes

Takaful-Islamic Way of Insurance
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Duration: 3 Days

Islamic banking is a finance management system that is based on the Islamic rules of Sharia. 
The main concept of the Islamic banking is the prohibition on collection of interest and its 
utilization for the business purposes. Banking in Islam is a saving money framework that 
depends on the standards of Islamic law, additionally known as Shariah law, and guided by 
Islamic financial matters. Two fundamental standards behind Islamic banking concepts are the 
sharing of benefit and misfortune. Gathering interest or Riba isn't allowed under Islamic law.

This workshop is aimed at anyone who wants to specialize in products and services offered by 
Islamic banking institutions.

On completion of this workshop delegates will be able to:-
Ÿ Understand Islamic financial system and how it is different with conventional finance.
Ÿ Design and implement Sharia' compliant banking products such as:-
Ÿ Morabahah
Ÿ Ijara (Islamic alternate of Leasing)
Ÿ Musharakah and Diminishing Musharakah
Ÿ Salam and Istisna

Target Group

Ÿ Bankers (Islamic and Conventional)
Ÿ Accounts and Finance Executives
Ÿ Consultants
Ÿ Corporate Financiers
Ÿ Business Entrepreneurs
Ÿ Investment Advisors
Ÿ Morabahar and Leasing Executives
Ÿ Lawyers and Regulators
Ÿ Government Representatives
Ÿ Finance Graduates/Professionals

Learning Outcomes

Islamic Banking-Products and Services



Learning Outcomes

The risk of falling victim to a cyber crime is a serious and growing threat for businesses 
worldwide. Any company, regardless of size, that uses the internet or smartphones in its 
business operation is vulnerable. According to a recent estimate, the annual cost of cyber crime 
in the United States is more than $100 billion. In response to this increase, states have begun 
enacting cybersecurity laws and regulations that most businesses are required to comply with.

Due to rapid technological changes and the increasing sophistication of cyber criminals, the 
risk of falling victim to a cyber attack can probably never be completely eliminated. However, 
businesses can minimize the impact of the cyber risk through effective enterprise risk 
management processes and stringent technology and information security policies.

A common method of managing the cyber risk is to transfer the risk of loss to insurance 
coverage. However, standard commercial lines policies either exclude cyber losses altogether 
or provide only limited coverage. To meet this need, a variety of specialized cyber risk policies 
have been developed.

After completing this course, delegates will be able to:
Ÿ explain why businesses should be concerned about cyber crime risk;
Ÿ define common types of cyber crimes that may impact a business;
Ÿ summarize the protection afforded to consumers under state data breach and data security 

laws;
Ÿ discuss enterprise risk management techniques that businesses can use to protect
Ÿ themselves against cyber crime;
Ÿ identify common information security protocols that can reduce the risk of a cyber attack;
Ÿ describe the limited coverage that may be provided for cyber losses in standard commercial 

property, liability, and crime policies;
Ÿ identify provisions and features that are commonly found in cyber risk policies, and;
Ÿ discuss the coverages available in specialized cyber risk policies

Target Group

Underwriters, claims personnel and sales and business development teams.

www.iiea.co.ke
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Cyber Risk Insurance

Duration: 1 Day
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The claim handling process involves three primary elements: investigation, evaluation, and 

settlement (disposition). After investigating a claim and determining that it is covered, either in 

full or in part, a claim handler will set an appropriate reserve, evaluate the loss to decide how 

much should be paid on the claim, and settle the claim. After the claim has been paid, the claim 

handler may be able to recover all or part of the payment through subrogation or salvage. Claim 

Evaluation and Settlement focuses on these aspects of the claim handling process.

On completion of this course delegates should be able to understand the following:-
Ÿ Why insurance companies set reserves and the basic methods and philosophies that relate 

to reserves 
Ÿ How to obtain estimates for losses to buildings and dwellings, personal and business 

property and autos
Ÿ How to determine the amount of damages sustained by a claimant in a liability insurance 

claim 
Ÿ Which conditions in property and liability insurance policies may affect the amount paid on 

the claim, including loss settlement provisions
Ÿ What options are available for settling and paying claims
Ÿ What types of releases are used with property and liability claims
Ÿ How an insurance company can recover all or part of the money it paid on a claim through 

subrogation or salvage

Target Group
Claims Personnel 

Pg 9.

       

Learning Outcomes

Duration: 2 Days

Claim Evaluation and Settlement
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Duration: 2 Days

Risk Management Fundamentals

This course provides an introduction to risk management, and then it takes you step-by-step 
through the risk management process. This process can be applied to both personal and 
business risks. It presents a variety of options for treating risk situations, with a special 
emphasis on the need to offer clients a combination of approaches to maximize risk protection.

Because insurance is such an integral part of most risk management solutions, basic insurance 
concepts and the need for liability loss protection are highlighted throughout the course.

After completing this course, delegates will be able to:-
Ÿ describe each step in the risk management process;
Ÿ explain how each step in the risk management process can reduce or eliminate potential 

losses;
Ÿ recognize how the risk management process benefits insurance users, insurance 

companies, and producers;
Ÿ explain basic insurance concepts;
Ÿ explain the need for liability loss protection;
Ÿ demonstrate one or more risk treatment alternatives to achieve the most effective means of 

protecting against loss; and
Ÿ identify the responsibilities of producers, insurance companies, and prospective insureds to 

implement an effective risk management plan.
Ÿ recognize that risk is inevitable;
Ÿ explain the insurance definition of loss;
Ÿ explain that risk management is a process, not a product;
Ÿ recognize how risk management can be practiced by individuals, families, and businesses; 

and
Ÿ identify required members of effective risk management teams.

Learning Outcomes

Target Group
Underwriters, risk managers and those working in the risk management function and 
claims personnel



Duration: 2 Days

Reinsurance for Insurance Practitioners

If you work for a reinsurance company or the reinsurance department of an insurance 

company, it will be obvious why a study of reinsurance is important to you. But if you don't work 

directly with reinsurance, you may wonder how you can benefit from this course.

Reinsurance plays a key role in the world of insurance. As you continue your study, you will see 

how reinsurance helps insurance companies accomplish their goals and deliver the protection 

insureds need to achieve and maintain financial stability. It is important, therefore, for every 

insurance professional, regardless of his or her specific job, to understand how and why 

reinsurance works and what its unique contributions are to the business of insurance. 

Specifically, you will learn:-
Ÿ what reinsurance is
Ÿ what purposes reinsurance accomplishes
Ÿ the different forms reinsurance can take
Ÿ the important principles and terminology associated with reinsurance
Ÿ how the reinsurance industry is structured
Ÿ how reinsurance is transacted

Learning Outcomes

Target Group
This course is designed for insurance professionals who are involved in reinsurance placement 
of their Property and Casualty lines of business and other classes of insurance.

www.iiea.co.ke
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Customer Service for Insurers

Every insurance professional who has contact with clients faces the challenge of 

communicating so clients feel they have received the best service possible. Customer Service 

for Insurers will help develop the skills to communicate effectively in every customer 

interaction. All insurance personnel who work directly with clients can benefit from this course, 

including:-
Ÿ customer service representatives;
Ÿ claims employees;
Ÿ producers;
Ÿ support personnel; and
Ÿ underwriters.

Ÿ After completing this course, delegates will be able to do the following:-
Ÿ explain what is meant by customer service and identify the “customers” that insurance 

professionals serve;
Ÿ explain why a focus on the customer is essential for the insurance industry in today's highly 

competitive environment;
Ÿ use verbal communication skills effectively to deliver quality service;
Ÿ deliver optimal service on the telephone, from the time the phone rings until the caller hangs 

up;
Ÿ use proper etiquette with other communication tools, including automated phone systems, 

voice mail, e-mail, and fax;
Ÿ manage a customer's problem or complaint through to a satisfactory conclusion;
Ÿ resolve specific types of challenging situations;

Learning Outcomes

Target Group
This course is designed for insurance customer service representatives, call centre staff, underwriters, 
claims personnel and those managing customer service functions in insurance companies.

Duration: 2 Days



Duration: 2 Days

Health Insurance Concepts

This course provides a comprehensive look at the health insurance industry. Health insurance 

products are the subject of this course. Topics include: types of policies, disability income and 

medical expense insurance, dental insurance. Learn about the industry, marketing, 

applications, underwriting, group policies, common, required and optional policy provisions, 

dental insurance among others.

 Specifically, delegates will learn:-
Ÿ General Insurance.
Ÿ Medical Underwriting.
Ÿ Policy Provisions.
Ÿ Medical Expense Insurance.
Ÿ Dental and other Special Types of Medical Expense Policies.

Target Group
Those working in health insurance including underwriters, claims professionals, business development
 and those wishing to work in health insurance

www.iiea.co.ke
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Duration: 2 Days

Get a comprehensive look at the life insurance industry. Beginning with basic insurance 

concepts and explanations of life insurance, annuities, and policy types, this course covers the 

need for life insurance and its uses in retirement planning, estate planning, and business 

planning. 

It also focuses on general information about insurance, including insurance, underwriting, and 

group insurance, life insurance, including selling life insurance, policy issuance and delivery, 

types of insurance policies, policy provisions, policy options, group life insurance. Topics 

include an introduction to life insurance, the need for life insurance, permanent insurance, term 

insurance, annuities, policy provisions, riders, premiums, dividends, nonforfeiture and 

settlement options, policy loans, insurance applications, underwriting, claims, group life 

insurance, business insurance and life insurance companies. 

Specifically, learners will learn
Ÿ General Insurance
Ÿ Life Underwriting
Ÿ Group Insurance
Ÿ Selling Life Insurance
Ÿ Policy Issuance and Delivery

Target Group
Those working in the life insurance including underwriters, claims professionals, business development 
and those wishing to work in health insurance.

Life Insurance Concepts



Duration: 2 days (In-House)

Why is Needs Analysis Important?

Even though life insurance meets a vital need, it is not a need that people will identify by 
themselves. They may have a sense that all would not be well for their surviving family if they 
did prematurely, but they do not know exactly what to do about it. They do not know how much 
or what kind of coverage they need, and they do not know how to evaluate their situation. As a 
professional life insurance producer, your job is to show your prospects how the general need 
for life insurance relates specifically to their particular situations. Needs Analysis is the tool that 
lets you do that.

In needs analysis, prospects establish the specific objectives they want their life insurance 
plans to meet. You then show them how much coverage is required to achieve those objectives
With needs analysis, you do not sell the prospect your plan; you sell the insurance called for by 
the prospect's plan.

Needs analysis is your tool for measuring each of your prospect's life insurance needs.

This course is designed for new producers or for experienced agents who wish to upgrade their 
skills from package or product selling.

This course is designed to comprehensively develop producers or agents to sell Needs and not 
Policies.

Learners will cover the following: -

Ÿ An overview of Life Insurance Needs
Ÿ Meeting Money Needs
Ÿ Social Security
Ÿ Needs Analysis Prospecting and Approach
Ÿ Fact Finding
Ÿ Case Analysis
Ÿ Meeting the Needs
Ÿ Analyzing Needs in other Situations
Ÿ Building Lifelong Clientele

Target Group
Underwriters, sales and business development teams

Needs Analysis

www.iiea.co.ke
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Duration: 2 days (In-House)

Medical Tests and Signs is designed for insurance personnel whose responsibilities require a 
basic understanding of medical tests and signs used in the diagnosis of human illness and 
injury. 

After completing this course, delegates will be able to:-
Ÿ state the purpose of each test and sign described in the course
Ÿ recognize appropriate tests for given conditions
Ÿ identify conditions that contraindicate certain tests
Ÿ describe in general how each test or sign is administered
Ÿ identify the advantages and disadvantages of each test
Ÿ describe the types of information each test or sign provides
Ÿ use test results as a factor in claims handling

Purpose of this Course
Before you begin your study of Medical Tests and Signs, a few words are in order about the 
specific purpose of this course and how it is organized for effective learning. The topic of 
medical testing is vast, particularly when you consider the technological changes that have 
occurred in recent years. As an insurance professional, you have an interest in the information 
medical tests provide, but certainly you have no need for an in-depth understanding of these 
tests. In this course, we have culled need to know information from the extensive amount of 
material available to provide you with a solid basis for making sound judgments about medical 
issues that you face on the job. Need to know information in the context of this course includes:-
Ÿ the name and general type of each test or sign
Ÿ typical uses for each test or sign
Ÿ how the test or sign is administered, in broad terms
Ÿ the types of information each provides

Target Group

Medical insurance claims personnel

Medical Tests and Signs



Duration: 2 days (In-House)

Interpreting Medical Reports

Interpreting Medical Reports is designed for insurance personnel whose responsibilities 
require a basic understanding of the structure and functions of the human body to analyze the 
medical reports that accompany trauma-related bodily injury claims. 

This course does not purport to be all-inclusive, either in transmitting basic medical knowledge 
or in referring to all areas of medicine that come within the daily experience of insurance 
personnel. It does provide a solid foundation of basic medical-related knowledge that will 
enable you to make continuing progress in your career as a bodily injury claim examiner. 

There are no specific prerequisites for this course. The material in this course is based on the 
assumption that you have no knowledge of medical terminology or human anatomy and begins 
at this level of understanding.

Ÿ After completing this course, delegates will be able to do the following:-
Ÿ Have a broad, basic knowledge of the medical terminology, specialties, and abbreviations 

frequently used in medical reports 
Ÿ Have a basic understanding of the anatomy, structures, and systems of the human body, 

including their location within the body and their functions 
Ÿ Be familiar with the most common types of injuries and other medical conditions found in 

bodily injury claim work, including their symptoms, treatment methods, possible healing 
complications, and other long- and short-term effects on the individual 

Ÿ Be familiar with certain medical tests and signs used to diagnose injuries and medical 
conditions, including how they are performed and the type of information they provide 

Target Group

Medical insurance claims personnel

Learning Outcomes

www.iiea.co.ke
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Underwriting is the process of selecting certain types of risks and rejecting others so the 
insurance company will have a book of business that will create a profit for the company. 
Underwriting also involves pricing risks and determining policy terms and conditions. But who 
decides which risks are acceptable to the company? How are rates and rating plans 
developed? Why do insurance companies modify their underwriting policies in response to 
changes in market conditions? 

Underwriting Practices answers these questions by going beyond the day-to-day tasks 
involved in underwriting to examine the decision-making processes made at the managerial 
level and in other areas of the insurance company that affect underwriting functions and 
policies. Underwriters who understand why their underwriting processes work the way they do 
will better appreciate the importance of their role in the company's success and be able to 
perform their jobs better. 

After completing this course, delegates will be able to do the following:-
Ÿ describe the purpose of underwriting guidelines and the topics they typically address define 

the phases of the underwriting cycle, the factors that influence it, and its impact on the 
insurance industry

Ÿ explain the principles behind insurance pricing and how insurance companies use 
premiums to cover losses and expenses

Ÿ explain why insurance prices are regulated and the methods used to regulate them
Ÿ compare and contrast insurance rating plans
Ÿ explain the principles behind insurance rate making
Ÿ compare and contrast rate-making methods
Ÿ describe the methods used to collect the data used in rate development
Ÿ explain how retrospective rating differs from traditional insurance rating plans and identify 

situations in which it may be appropriate

Target Group

Ÿ Underwriters
Ÿ Claims professionals
Ÿ Sales and business development

Duration: 2 days 

Learning Outcomes

Underwriting Practices

Ÿ Customer service teams



This course focuses on insurance agency formation and the environment in which producers 
work. It describes and applies organizational management principles to the agency 
environment, reviews how to develop the public image of the insurance agency with an 
insurance consumer, and proposes solutions to the various issues agency principals and 
managers face. It covers this through the following broad areas of study:- 

Ÿ Agency Formation and Environment

Ÿ Organizational Management

Ÿ Agency Sales Management

Ÿ Personal Production Plans

Ÿ On completion of this course, delegates should be able to: -

Ÿ confidently communicate with customers by utilizing proven sales and negotiation 
techniques.

Ÿ set themselves apart as valuable contributors to organizational success.

Ÿ generate customer loyalty and retention by showing your commitment to professionalism.

Target Group

Agency, sales and branch managers

Agency Operations and Sales Management

Learning Outcomes

Duration: 2 days 

www.iiea.co.ke
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Duration: 1 Day (In-House)

One of the biggest concerns in the insurance industry today is “how to create a customer-
focused organization”. This question forces insurance companies to take a closer look into their 
organization to identify where improvements can be made to increase customer satisfaction 
through better customer service performance. 

This process includes looking beyond the organization itself, and delving deeper into the 
practices of their insurance restoration providers. The reason for this is that if a customer is not 
satisfied with the work performed by an insurance restoration contractor, it reflects poorly on 
the insurance company, and they risk losing that customer to a competitor. And in today's world 
of getting an insurance quote in 15 minutes or less, it doesn't take long for that customer to 
disappear. 

The best way to ensure customer satisfaction and prevent claims disputes is to provide clear, 
transparent communication between all parties involved in the claims process which is what 
this course provides. 

On completion on this course, delegates should be able to: -
Ÿ describe data quality management principles and practices
Ÿ describe the components of communication process model and actions to improve 

communications skills
Ÿ explain how claim representatives employ active listening skills.
Ÿ plan a document that addresses the intended audience.
Ÿ interpret the nonverbal cues, given a claim-related discussion.

Target Group
Ÿ Claims teams

Communication Skills for Claims 
Professionals

Learning Outcomes



Duration: 2 days 

Target Group

Underwriting, claims, compliance, forensics and insurance investigative teams.

Anti-Money Laundering Standards for Insurance

Why Should You Take an Anti-Money Laundering Training Course?

Why is a course on anti-money laundering (AML) for insurance professionals important to 
take? Current trends in money laundering give many indications. Anti-money laundering efforts 
continue to evolve and expand across multiple dimensions, encompassing even more 
countries, industry segments, and processes.

Financial companies are expanding and refining their compliance efforts, some globally. 
Providers of AML software are continually enhancing their technology. While most people cite 
regulatory requirements as the main force behind AML compliance efforts, a significant number 
of others cite reputational risk—protecting the name of the company and product—as the 
driving force behind AML compliance. A company's good reputation improves business.

AML compliance costs continue to increase. The greatest impetus to increased costs is new 
regulatory demands for new processes and technology, such as implementation of risk-based 
scoring or the means of identifying an account's ultimate beneficial owner during the due 
diligence process.

In the insurance industry, more and more insurers are incorporating world-class AML 
technology into their AML programs. In Kenya and many other countries across the globe, this 
is being driven by regulators who are increasingly focusing on insurance products as vehicles 
for money laundering. Another impetus to this development is the growth of online insurance 
sales. Because of easy access, online insurance sales are a target for money laundering. Also, 
the faster cycle times of online insurance sales, often delivering instant decision making, is 
creating a need for automated due diligence and other AML checks.

Course Objectives

This course is designed to help insurance companies design anti-money laundering programs 
that effectively address the risks they face from money launderers and terrorists. When you 
have completed this course, you should be able to understand how insurance companies can 
establish an effective anti-money laundering program, including the following: 
Ÿ program policies, procedures, and internal controls;
Ÿ a customer identification system;
Ÿ a system for identifying and reporting suspicious activities;
Ÿ a designated compliance officer;
Ÿ an ongoing training program; and
Ÿ a regular, independent audit of the program.

www.iiea.co.ke
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Course Objectives
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Duration: 2 Days

This course explains the legal terms, concepts, principles and classes of marine insurance. It also 
explains risk factors, carriers’ liability, marine liability insurance, cargo insurance for marine 

ventures and inland transit and covers reviewing performance of marine porfolios.

Upon compleion of the program, learners should be able to:

Learning Outcomes

•   Explain legal terms and concepts and examine the principles and classes of marine insurance 
•   Explain marine hull and pleasure crat insurance.
•   Explain marine liability insurance and cargo insurance for marine ventures and inland transit 
•   Explain carriers’ liability insurance 
•   Explain and assess risk factors.
•   Outline the different types of marine liability insurance 
•   Examine marine insurance proposals and policy wordings 
•   Review the operaional performance of marine porfolios.

Marine Underwriting Management

Target Group

Ÿ Underwriting, business development and sales
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Duration: 2 Days

The course covers the legal terms and concepts, and explains the process, principles and 
adjustment of claims. It also covers the general average and salvage and their applicaion to hull 
and cargo claims and analysis, and adjustments to marine land-based claims.

Learning Outcomes

Upon compleion of the program, learners should be able to:-
•   Explain legal terms, concepts and claims in relaion to marine insurance 
•   Explain the claims process for marine claims 
•   Explain the principles of marine claims and adjustments 
•   Explain general average and salvage and their applicaion to hull and cargo claims 
•   Outline the categories of loss claimable under marine insurance 
•   Analyse and adjust marine land–based transit insurance claims

Target Group

Ÿ Marine/General Insurance claims teams

Marine Claims Management
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Motor Insurance Fraud

Duration: 2 Days

Insurance fraud remains a complex and most significant risk affecting operations of insurers 
and intermediaries. The IRA considers such incidences of insurance fraud as being out rightly 
criminal in nature.IRA recorded 93 cases of fraud involving Sh324 million in 11 months up to 
November of 2015 compared to 88 involving Sh102 million in 2014.Motor and medical 
insurance classes were the most affected segments of the industry that accounted for more 
than half of the reported
cases.

It is estimated 25%of insurance industry income is fraudulently claimed. It is also estimated 
30%of the motor insurance claims are fraudulent. The training is designed to equip the 
delegates with the knowledge to identify, investigate and combat motor insurance fraud

Course Outline

Introduction to Insurance Fraud

Delegates will learn what insurance fraud is, who and what insurance fraud affects, the cost 
and widespread of fraud, example and consequences as well as efforts to reduce fraud and 
who might commit this crime. They will also learn how an adjuster may handle a suspect claim, 
how to identify a suspected claim, as well as learning the indicators of insurance fraud.

Motor Vehicle Fraud - Auto Theft and the Investigation

With the economy dwindling, insurance fraud for auto theft has increased as people will either 
perform or have someone else burn, dump, or strip their automobile to get from underneath the 
monthly payment.
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Participants will learn what auto theft is, how to investigate it, the current trends in theft 
schemes, and examples of true theft claims. They will also be taught what investigation tools 
are available to them, and bring them up to speed on all of the anti-theft measures out there 
today. By laying a foundation of product understanding, participants will be prepared to 
recognize, combat, and even deter insurance fraud in these lines. They will be provided with 
real-world examples, terminology, red flags, and investigative techniques for front-end 
(premium and application) fraud, claimant/beneficiary fraud, and get-rich-quick schemes.

Automobile Premium Fraud
Participants will be provided with the knowledge of what premium fraud is within the automobile 
insurance industry. They will also learn how the fraud can be initiated by agents and brokers, as 
well as the insureds. They will also learn who it affects, how it is conducted, and what measures 
can be taken to combat it.

Body Shop & Repair Shop Fraud
This course will provide the participants with knowledge of how a body shop or repair shop 
defrauds the insured and insurance company from the onset of an automobile accident or 
comprehensive loss. It will also familiarize them with the types of scams that are common in 
luring the insured to a particular shop after a loss, as well as the scams performed on a vehicle 
prior to an adjuster's review and scams performed on the vehicle once the repair process 
begins. It will also provide techniques to use against the shops committing the fraud and to 
provide information on how to prevent and deter shops from committing fraud.

Staged Automobile Accidents
The participants will be provided with the knowledge of staged automobile accidents, the 
common types of staged accidents, how they are performed and how to identify them. They will 
also be provided with Staged Accident indicators as well as the role of the claims professional 
will need to perform.

They will obtain the process and knowledge of a staged accident field investigation. It will also 
enhance the understanding of the participants concerning the parameters of a field 
investigation and what relevant factors are being collected. The curriculum will explain how the 
claim is set up from policy inception to the date of the actual loss. This will enhance the 
participant's knowledge of staged accidents which will facilitate in mitigating the claim.

Windshield/Glass Fraud
This course will provide the participants with knowledge of a growing trend called Glass Claims. 
We will tell them how these types of claims are committed and by who. We will show them how 
the perpetrators are performing these claims. We will also provide them with the information to 
make a referral to their SIU and we will provide them with some success stories of actual cases.

Fraud Risk Management
An effective fraud risk management approach encompasses controls that have three 
objectives namely Prevention, Detection and Response. Participants will learn in detail about 
those objectives and their application in fighting fraud.

The Use of Surveillance in an Insurance Investigation
This module will provide the delegates who conduct insurance investigations with knowledge of 
the insurance professional's intention for surveillance. They will also learn what a claims 
professional should provide the investigator as well as when and how they utilize surveillance in 
the course of an insurance investigation. This course also shows what is required from the 
claims professional to initiate the surveillance, what is needed from the investigator, what can 
occur during the investigation and what should be expected from the surveillance.
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Healthcare Insurance Fraud

Insurance fraud remains a complex and most significant risk affecting operations of insurers 
and intermediaries. The IRA considers such incidences of insurance fraud as being out rightly 
criminal in nature. Fraud in the insurance sector hit Sh366 million in 2015, a 257pc percent 
shoot from 2014 numbers that were at Sh102.7 million-and remember this is what is 
reported. Many go undetected and unreported! Medical and motor insurance classes were 
the most affected segments of the industry that accounted for more than half of the reported 
cases

It is estimated 25%of insurance industry income is fraudulently claimed. It is also estimated that
40% of all medical claims are fraudulent. Fraud cases in Kenya's insurance sector rose 60% in 
the first three months of 2016 compared to a similar period in 2015. 

The training is designed to equip the delegates with the knowledge to identify, investigate and 
combat Heath Care Insurance fraud.

Course Outline

Introduction to Insurance Fraud
Participants will learn what Insurance Fraud is, who and what insurance fraud effects, the cost 
and widespread of fraud, examples and consequences and well as efforts to reduce fraud and 
who might commit this crime. They will learn how an adjuster may handle a suspect claim, how 
to identify a suspected claim, investigation techniques used by the adjusters and investigators, 
as well as learning the indicators (red flags) of insurance fraud.

Duration: 2 Days



www.iiea.co.ke

Pg 27

Health Care Insurance Fraud
This course will provide the delegates with thorough knowledge of medical and healthcare fraud 
in both the private and government sectors, the laws that are designed to protect consumers 
and taxpayers from losses suffered as a result of such fraud, and techniques both the public and 
insurance/investigative professionals can utilize to combat fraud. They will learn about current 
scams committed by claimants and providers, the effects of this type of fraud, red flags for fraud
recognition, and investigative tips. This unit will provide the participants with an all-inclusive 
understanding of the scope of this problem, ranging from the simplest situations to complex and 
sophisticated healthcare insurance fraud crimes.

Dental Fraud
This module will provide the insurance professional with knowledge of healthcare fraud and in 
particular, what Dental Fraud is. They will have an overview of terminology and procedures. 
They will learn ways to identify the frauds, how to investigate the frauds. The module will provide 
true examples of dental fraud and how it is being perpetrated within the insurance industry.

Billing & Coding Fraud
Medical Coding is a process that involves the abstraction of a medical document and its 
conversion into a number found in the industry approved code sets. Delegates will learn what 
coding is, how the clinics, facilities and doctors abuse the set codes and commit insurance fraud 
intentionally. They will also learn how to identify misused codes, understand what unbundling 
and re-bundling is and how to negotiate and reduce these bills.

Fraud Risk Management
An effective fraud risk management approach encompasses controls that have three objectives 
namely Prevention, Detection and Response. Participants will learn in detail about those 
objectives and their application in fighting fraud.

The Use of Surveillance in an Insurance Investigation
This module will provide the delegates who conduct insurance investigations with knowledge of
the insurance professional's intention for surveillance. They will also learn what a claims 
professional should provide the investigator as well as when and how they utilize surveillance in 
the course of an insurance investigation. This course also shows what is required from the 
claims professional to initiate the surveillance, what is needed from the investigator, what can 
occur during the investigation and what should be expected from the surveillance.

Neighborhood Canvasses
This module will discuss how to use a neighborhood canvass in the course of an insurance 
investigation. We will review how the investigator can obtain valuable information with regards 
to the subject of the investigation. 

We will review the reasons for utilizing the neighborhood canvass as well as how to plan and 
conduct the canvass without breaking any laws or jeopardizing the insurance company you are 
working for. Finally, we will review what to do at the completion of the canvass. Keep in mind that 
many insurance claims have to do with injury, which this unit emphasizes on.
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 Training Calendar-2019

General Insurance 
Underwriting 
Fundamentals

Takaful Insurance

Claims Handling
Fundamentals

Customer Service for
Insurers

Underwriting Practices

Anti-Money Laundering
Standards for Insurance

Agency Operations and  
Sales Management

Health Insurance
Concepts

Interpreting Medical 
Reports

Reinsurance for 
Insurance Practitioners

Claim Evaluation and
Settlement  

Islamic Banking
and Finance

27-28
(Eldoret)

27-28
(Kisumu)

24-25
(Mombasa)

12-13
(Nairobi)

13-14
(Nairobi)

28-29
(Mombasa)

16-17
(Nairobi)

26-27
(Nairobi)

7-8
(Mombasa)

3-4
(Nairobi)

29-30
(Nairobi)

30-31
(Mombasa)

3-4
(Nairobi)

8-9
(Nairobi)

4-5
(Nairobi)

2-3
(Nairobi)

25-26
(Nairobi)

23-24
(Nairobi)

21-23
(Nairobi)

JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOVCOURSES
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Public Courses 

Private  (In-House Courses )

Training Outside Nairobi

Day 1

Ksh.22,500 per delegate

inclusive of catering

 

Ksh. 240,000 per group

The client is responsible for

or charged for the travel,

accommodation and meals

of the trainer(s) during the

course

Day 2

Kshs. 40,000 per delegate

inclusive of catering

Ksh. 420,000 per group

 Day 3

Kshs. 58,000 per delegate

inclusive of catering

Kshs, 480,000 per group

Training Price List
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