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EIG is the holding company for  EuroHold 
Bulgaria investments in the insurance sector. 

It is one of the largest privately owned insurance 
groups, by GWP, operating in the CEE / SEE 
region.

EIG operates primarily in Bulgaria, Romania, 
Macedonia,  Greece and Ukra ine.  I t  a lso 
conducts smaller-scale operations in Spain, Italy 
and Poland and has opened branches in the 
Czech Republic and Slovakia, although it does 
not current ly conduct operat ions in these 
countries. 

EIG is the main revenue driver of EuroHold, 
representing 79.3% of total revenues in 2015 
and in H1 2016.

Euroins Insurance Group provides a full range of 
insurance products in the areas of general, 
health and life insurance with motor insurance 
making up the majority of the business. 

Euroins Group’s long-term strategic goal is to 
achieve a diversified, profitable and sustainable 
market share in the CEE/SEE region.

In 2016, EIG enhanced the capital structure of its 
subsidiary Euroins Romania increasing its capital 
by RON 100 million altogether for RON 300 
million.

Premiums by Country (2015)

Over €230 million in GWP (exc. Euroins 
Ukraine)

Over 6.7% market share in each of Bulgaria, 
Romania and Macedonia

 Over 1,400 employees

 Over 300 agencies and sales-points

 Over two million customers



2016 Motor / Non-Motor split of GWP

Operating companies 2016 Motor 2016 Non-
Motor 2015 Motor 2015 Non-

Motor

Euroins Romania 96.1% 3.9% 96.3% 3.7%

Euroins Bulgaria 66.9% 33.1% 66.4% 33.6%

Euroins Macedonia 74.7% 25.3% 74.0% 26.0%

Euroins Ukraine 24.4% 75.65% 24.4% 75.65%

3 *Consolidation adjustments have not been shown separately

Key strategic target for Euroins Bulgaria continues to be a split of 65% to 35 % between 
Motor and Non-Motor business
Key strategic target for Euroins Romania is to increase the share of the Non-Motor 
business via various initiatives in Property, Liability, Accident & Health and Travel. These 
include:
- portfolio acquisitions;
- preferential rates for profitable portfolios and accounts;
- competitive products tailor made for profitable clients;
- cross selling as addition to the MTPL products.



Euroins Romania

4

UW approach in MTPL

Optimization of MTPL portfolio and improvement of combined loss ratio through:

- complex segmentation of the portfolio;

- retention of profitable types of clients through competitive pricing and approach;

- premiums correlated with the level of the risk.

Starting with 2013 our strategy has always aimed to perfect its tariff for each category of 
clients by:

- more thorough identification of the risk factors and increase in their granularity;

- turning the statistically significant risk factors into new rating factors;

- increase homogeneity of the rating class.

Our pricing techniques include 2 components:

- The a priori component based on the analysis of the portfolio going back at least 5 years 
(frequency of claims, average claim, loss ratio) and on actuarial calculations of the expected 
value of claims, expected frequency, all adjusted by the specific loading factors;

- The a posteriori component through a complex bonus-malus system applied at client level 
based on the frequency of claims, the loss ratio and the number of claims recorded by the 
insured with our Company in the last 5 years.
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MTPL rating factors in force in our current tariff:

segmentation by vehicle type;

segmentation by cylinder capacity or maximum authorized mass;

segmentation by power of the engine;

segmentation by type of insured (individuals, juridical / legal entity);

segmentation by the age of the insured – individuals;

segmentation by county of residence of the insured;

segmentation by number of inhabitants of town of residence of the insured;

Segmentation by the business activity of the insured – legal entities;

additional bonus-malus system: for vehicle fleets based on claim frequency and loss ratio.

The current strategy led to a visible improvement of the portfolio structure as well as to a 
decrease in the average claim reported.
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Case Study 1: Segmentation by age - focus on young drivers

Based on the historical data over a period of 5 years (2010-2015), the average claim and 
frequency for young drivers is approximately double than the results of the best age group:

Starting with January 2013 we increased the granularity of the segmentation by age of the 
insured and followed more closely the young drivers.

As a result of this strategy, the number of policies written for young drivers 
decreased significantly whilst the average premium of these age groups registered 
increases.

Age group Evolution of annualized number of 
policies written Evolution of average premium

0-24 - 98.23% 47.23%

25-26 - 95.97% 66.44%

27-29 - 83.84% 54.65%
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Case Study 1: Evolution of the UW for individuals 2016 vs. 2013
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Case Study 2: Segmentation by business activity of legal entities

Starting with January 2015 we included segmentation by business activity of legal entities in 
our MTPL tariffs as a result of high claims frequency and high average claims in certain 
activity groups such as:

§ Taxi, with a frequency 3 times the average frequency and 7 times higher than the 
lowest frequency activity group

§ Road passenger transport, road freight transport, renting and leasing and 
protection and guarding activities with frequencies up to 50% more than the 
average and over 3 times higher than the lowest frequency activity group

As a result of this strategy we managed to decrease these segments of the portfolio and to 
improve the overall profitability of the legal entity portfolio as follows:

§ 97% decrease in the number of policies written for Road freight transport in 
2016 vs 2014 corroborated with an increase of 345% in the average premium.

§ 91% decrease in number for Taxis with a 52% increase in average premium.

Starting with January 2013 we increased the granularity of the segmentation by age of the 
insured and followed more closely the young drivers.

As a result of this strategy, the number of policies written for young drivers 
decreased significantly whilst the average premium of these age groups registered 
increases.
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Case Study 2: Evolution of the Number of policies for legal entities 2014 - 2016
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Bonus-malus system

Euroins Bulgaria is one of the few companies on the Bulgarian market that 
choose to apply the system.

The majority of the players work with fixed prices. Each broker is able to make an 
offer straight away without checking client’s past history.

Euroins Bulgaria cannot provide such offer as the past history is at the basis of 
our MTPL underwriting methodology

Problem: Even if we are able to provide a better offer the client never gets to see it 
as it requires checking its claim history.

Solution: As of January 2017 we are able to provide web services that allow 
the brokers to easi ly  ask for  a  individual  quote,  which is 
automatically prepared by Euroins Bulgaria on the basis of the 
client’s claim history with the company.


