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Bernardo Rothe

CEO
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Innovation

Ownership feeling

Simplicity

Respect to the customer

Reliability

We transform people's 

lives through the best 

protection ecosystem. 

We are a lightweight 

company that 

generates sustainable 

value.

Foward Thinking
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LIGHT AND EFFICIENT
Lean structure and simple processes with high value generation

TURN CUSTOMERS INTO FANS
Products, services, journeys and relationships that delight

COMBINE ONLINE AND OFFLINE TO ALWAYS SELL MORE
New channels, offers and distribution models

CONNECT AND ACCELERATE THE DIGITAL
Optimization and digital transformation as competitive attributes

FEARLESS TRY TO SET IN FULL
Turning the future, the new and the unknown into allies of our strategy

1.

2.

3.

4.

5.

Strategic Targets



Investor Relations | 5

IT platform enable to deliver

solutions quickly (both reaction and

innovation)

Focus on customer
Outstanding value proposal and experience

Strong in both traditional and

digital channel

Constant search for improvement in the

distributor’s journey

Expected Results
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Talent Life 

Cycle

27 vacancies filled in 2019

Average of 144.3 applicants per 

vacancy (external processes)
Select and

Attract

Recognize

and Retain

10.2

Turnover

General Key employee

8.33

Evaluate

Develop

Education

Master ’s degree: 7.2%

Postgraduate: 69.9%

College graduate: 20.3%

Focus on continuous measurement, meritocracy and leadership

Management Model
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Paving the way for the 2nd expansion phase
Werner Suffert 
Chief Financial Officer

01

02

03

04

Agenda

Q&A

Commercial performance and challenges 
Reinaldo Yokoyama 
Chief Commercial Officer

Strategic context and ecosystems
Pedro Bramont 
Chief Strategy Officer



Werner Suffert

Chief Financial Officer
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Retrospective and

Deliveries1
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20.7 

30.4 

28.7 
28.0 

19.2

23.3

14.5 

15.7 

2012 9M19

Pension plans reserves

Premium bonds technical reserves

Total revenues²

Insurance

1 – Simulation of the structure after the reorganization for 2012.
2 – Premiums written, pension plans contributions and premium bonds collections
Source: Susep 

Market Share¹
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One of the biggest crises in history Post crisis

1 - ∆% operating result 9M19 vs. 9M18
2 – GDP growth 2019E – Source: Bacen (November 14th, 2019)

∆ GDP²

Defensive Business Model

∆ Operating 
result

+36.0%

+33.2%

+15.2%
+4.5% -1.4% +2.8% +15.4%

2013 2014 2015 2016 2017 2018 9M19¹

+0.5% -3.5% -3.5% +1.0% +1.1% +0.9%+3.0%
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Structuring for the

2nd phase of expansion2
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2015 2016

Distribution

strengthening 

Listagem das 
ações do IRB 
no Novo 
Mercado

2018

Conclusão do 
desinvestimento
da participação
no IRB

2017 2019

Changes in 

internal structure

2020

Capital 

reduction

Search for new 

opportunities

Business Reorganization

Non-strategic 

asset divestment 

plan

Listing of IRB 

shares on the 

Novo 

Mercado of B3

Divestment of 

participation in 

IRB concluded

Divestment of 

auto and large 

risks 

underwriting 

business 

Definition of 

priority 

business
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CEO

Chief Financial Officer Chief Risk Officer Chief Marketing Officer

CEO

Chief Financial Officer Chief Strategy Officer Chief Commercial Officer
Executive Superintendence of
Corporate Management, Risks

and Controls

New

Previous

Changes in Internal Structure
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Search for sustainable

value generation3
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BBSE3 IBOV

∆%¹ BBSE3   
+216%

∆%¹ IBOV    
+91%

Fonte: ValorPro. 
1 – Base prices = 100: Adjusting closing price from April 29, 2013 to September 30, 2019.

Stock Performance | BBSE vs IBOV¹
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Value Added

Name

Insert your desired 
text here.

2013-2018 2019E

Equity value added² R$ 14.4 bn R$ 3.5 bn

Flow to the shareholder³ R$ 20.5 bn R$ 8.2 bn

Average yield4 6.6% 14.8%

5.6
5.1

2012 2019E¹

1.8

4.1

2012 2019E¹

+2.3x

SHAREHOLDERS’ EQUITY 

(R$ bn)

NET INCOME 

(R$ bn)

1 – Considering the consensus for 2019E earnings growth
2 – Cost of capital: Bloomberg consensus
3 – Including dividends to be distributed related to the disposal of IRB’s shares and the capital reduction in 2019, considering the same payout of 1H19
4 – Dividend yield based on the dividends distributed divided by the beginning of period share price; considering the average dividend yield for 2013 to 2018



Reinaldo Yokoyama

Chief Commercial Officer



Relações com Investidores | 19

Achievements

1
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1Q18 1H18 1H19 9M18 9M191Q19

Commercial Performance

Revenues 2018 x 2019 (R$ bn)

+22.0%

+16.5%

+4.8%

10.6 

22.0 

34.0 

11.1

25.6

41.5
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Key

Enablers2
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Retail

Agro
Continuous specialization

that contributes to

distribution of products

SME

High Income
Investor/Strategic professional

BB New Retail Model
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Brasilseg
118 Consultants

Service Center 1,225 Attendants

Strengthening

the network 

through

Consultants

and Service 

Centers from

Affiliates

Brasilcap
Service Center 456 Attendants

Brasilprev
143 Consultants

Service Center 325 Attendants.

BB Investment Management
157 Consultants

Specialized Service Reinforcement
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• Approach and engagement of BB’s sales
force

• Campaigns

• Sponsorship and events

Main Commercial and Marketing Activities
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Approach and engagement of BB’s sales force
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Approach and engagement of BB’s sales force



Investor Relations | 27

Campaigns
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 Acting in major Agro events, 

like Agrishow, Tecnoshow, 

Cotrijal, Bahia Farm Show, 

Show Rural,  Agrotins and

Agrobalsas

 Truck Agro: in more than 70 

places

 Fair ABF / MPE

Sponsorship and Events
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Cultural Event
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 MOV – Família em 

movimento

 Festival BB Seguros 

de Jazz e Blues 

Cultural Event
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Sport Event
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• Insurance

• Pension Plans

(digital)

Advertising Campaigns
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• 80 thousand

plans

• 50 thousand

new clients

Brasilprev Junior Campaigns
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Next

steps3
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Lower Selic rate impact
If banks have less results arising from financial 

intermediation, they will have to get in banking fees

Competitive attribute
Insurance products as BB customer loyalty

Favorable Environment
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Behavior insights

Creative solutions

Data capture and
data base management

Midia
optimization

Monitoring

Measurement

Clustering

UX

Production of content

Database enrichment

Channel 
Planning

PERFORMARNCE TABLE

UNIFIED PORTAL

INTEGRATED CONTENT

Digital Journey
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700 thousand active clients

863 thousand machinery
and equipments

87 thousand improvements

7 million hectares of

insured land and 60% of

market share in rural 

segment in  September

2019

The Brazilian Agribusiness Insurance Company
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2018

2006

20121.5 MM ha

3.5 MM ha

7.0 MM ha

Evolution in the

insured area over 

the years

The Brazilian Agribusiness Insurance Company
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Pedro Bramont

Chief Strategy Officer
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Strategic 

Background1
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DISRUPTIVE CHANGES
(FAST AND COMPREHENSIVE)

INCREMENTAL CHANGES
(SLUGGISH AND RESTRICTED)

SUSTAINABLE GROWTH
PREDOMINANCE OF PRO-MARKET REFORMIST POLICY

INTERMITTENT CHANGES

COMMUTING BETWEEN PRO-MARKET REFORMIST AND ANTI-MARKET POPULIST POLICIES

Economy and IT are uncertainty variables for industry
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+ DISTRIBUTION VALUE+ UNDERWRITING VALUE

MARKET PULL

CUSTOMERS BEHAVIOR CHANGING: DEMAND FOR PRODUCTS

MARKET PUSH

CUSTOMERS MAINTAIN ITS CURRENT BEHAVIOR

Market pull/push and distribution/underwriting are the key for BBSE3 
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+ DISTRIBUTION VALUE+ UNDERWRITING VALUE

MARKET PULL

CLIENTS BEHAVIOR CHANGING: DEMAND FOR PRODUCTS

MARKET PUSH

CLIENTS MAINTAIN ITS CURRENT BEHAVIOR

DISRUPTIVE CHANGES
(FAST AND COMPREHENSIVE)

INCREMENTAL CHANGES
(SLUGGISH AND RESTRICTED)

SUSTAINABLE GROWTH
PREDOMINANCE OF PRO-MARKET REFORMIST POLICY

INTERMITTENT CHANGES

COMMUTING BETWEEN PRO-MARKET REFORMIST AND ANTI-MARKET POPULIST POLICIES

Our initiatives aim to position BBSE3 in any scenario
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Favorable conditions to market expansion

Reach new 

customers by 

means of digital 

platforms

Take advantage 

of the favorable 

economic and 

regulatory 

environment

Take up the gap 

with a low 

differentiation 

market

Market 

expansion 

increasing the 

BB portfolio 

penetration and 

open sea
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New players and empower critical capabilities are the key challenges

How to stablish 

a favorable 

position from 

the relationship 

with BB?

How to 

oppose the 

progress of 

digital 

investment 

platforms?

How to insert 

GDPR in the 

data strategy?

How to 

prioritize 

insurance and 

pension in the  

consumption 

decisions?

How to 

improve the 

sales mix 

within digital 

x physical 

channels?
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Strategic 

Trends2
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Where do we set to get?

C
O

M
P
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T
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C

PA
R
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L 
K
Y
C

VALUE CHAIN ECOSYSTEM

Supplier
Commodity

Less bargain power

Products are commodities

Only incremental innovation

Modular producer

Omnichannel
Relationship

Relationship owner

Know the moments of life and provide solutions for this

Preferred partner

Ecosystem propeller
Diversified platform

Indispensable and flexible solution

Create plug & play products/services

Permanent innovation

Flexible products

Experience as the key component

Analytic intelligence

Multiple solutions

Preferred destination
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Where do we set to get?

Supplier
Commodity

Less bargain power

Products are commodities

Only incremental innovation

Modular producer

Omnichannel
Relationship

Relationship owner

Know the moments of life and provide solutions for this

Preferred partner

Ecosystem propeller
Diversified platform

Indispensable and flexible solution

Create plug & play products/services

Permanent innovation

Flexible products

Experience as the key component

Analytic intelligence

Multiple solutions

Preferred destination

BB CORRETORA
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R
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VALUE CHAIN ECOSYSTEM
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Where do we set to get?

Supplier
Commodity

Less bargain power

Products are commodities

Only incremental innovation

Modular producer

Omnichannel
Relationship

Relationship owner

Know the moments of life and provide solutions for this

Preferred partner

Ecosystem propeller
Diversified platform

Indispensable and flexible solution

Create plug & play products/services

Permanent innovation

Flexible products

Experience as the key component

Analytic intelligence

Multiple solutions

Preferred destination

PA
R

T
IA

L 
K
Y
C

C
O

M
P
LE

T
 K

Y
C

VALUE CHAIN ECOSYSTEM

Grupo BB SegurosBB CORRETORA
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After restructuring our focus becomes business intelligence and IT
B
u
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n
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Structuring

Setup 

& Testing

Time

Development 

& Expansion

Ecosystem 

Consolidation
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B
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Structuring

Setup 

& Testing

Time

Development 

& Expansion

Ecosystem 

Consolidation

In 2019, focused to understand the customer and prepare the business expansion
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Net Promoter Score (NPS)
Identification of critical points of the 

journey, implementing improvement 

actions
Customer Council

Listening the customer insights 

about their experience with BB 

Seguros products

Complaints
Acting to correct the main 

causes of complaint, aiming to 

minimize occurrences

NPS Assists

+17 pp

NPS Residential Claims

+19 pp 

10 councils performed in 2019

40 customers insights 

Total amount of complaints

- 4.4% YoY

Assistance Complaints

- 42% YoY10 projects implemented

5 researches conducted in 2019

9,750 customers consulted

25,000 transactional

B
u
si

n
e
ss

 m
o
d
e
l 
tr

a
n
sf

o
rm

a
ti
o
n

Structuring

Setup 

& Testing

Development 

& Expansion

Ecosystem 

Consolidation

In 2019, focused to understand the customer and prepare the business expansion
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Customers Digital Ripeness

VIEWER NOVICE BEGINNER SKILLED ADVANCED EXPERT PROFESSIONAL

BB

In 2019, focused to understand the customer and prepare the business expansion
B
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Development 
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Consolidation
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5 Millions of customers 

ranked monthly

9 Variables translate the 

relationship into score

6 Customer segments

Enchantment actions14

Customer value
Rank customers through a score that translates 

relationship variables

Potential

Customer

On the track

Crush

Dating

To marry

Happily ever after

Hi, missing

Segments

In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion

Images provided for illustrative purposes only
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7MM

customers analyzed in 

predictive models

9 current models and two 

under construction for 2019

Conglomerate Data Structure

2.5bn new contributions

+30% of target audience approached

In 2019, focused to understand the customer and prepare the business expansion
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Consolidation
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ATTENDANCE EXPERTISE
INCREASING SALES

+ 70%

QUALIFIED SALES

- CANCELLATIONS INCREASE OF NPS 

PILOT 86.9

TRAINING OF OTHER 

AGENCY COLLEGUES
ATONOMY AND MANAGEMENT 

OF SALES FORCE

In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion
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+ of

800,000
access per month in the 

insurance related products 

menus (Internet BB)

In 2019, focused to understand the customer and prepare the business expansion
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Typically Digital 

Offering Model

- 3 options

- Modularity

- Possibility of 

customization

Relationship 

Scale

Relationship 

platform 

managed by BB 

Corretora, 

focused on the 

product life 

cycle and 

relevant 

customer 

experience

Robust 

Business 

Strategy

- Gamified 

trainings

- Support tools 

for sale

- Dissemination 

on / off

Expanded Value 

Proposition

Specific value 

proposition for 

each business 

line, which 

expands 

addressable 

audience and  

insert innovations 

in the portfolio

In 2019, focused to understand the customer and prepare the business expansion



Investor Relations | 64

In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion
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Aumento da proposta de valor Seguros Rurais

In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion
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●●●

In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion
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SIMULATION E 
CONTRACTING

PORTABILITY 
BETWEEN ENTITIES

SIMULATION AND
REDEMPTION

BALANCE SALDO E 
STATEMENT

READJUSTING
CONTRIBUTIONS

REALLOCATION 
OF FUNDS

CHANNEL 1
SCORE

EXPERIENCE (UX) Available Simulation Digital Island Good Good Good Good Good

PRODUCTS All Individual Individual (Multi-funds) All Except Tradicional Individual Individual

CHANNEL 2
SCORE

EXPERIENCE (UX) Bad Not available Bad Bad Bad Bad

PRODUCTS Individual / Júnior Not available Individual / Júnior All All (readjustment and contribution) All (future contributions)

CHANNEL 3
SCORE

EXPERIENCE (UX) Good (Chatbot) | Not available Not available Not available Good Not available Not available

PRODUCTS Brasilprev Fácil Not available Not available All Except Tradicional Not available Not available

CHANNEL 4
SCORE

EXPERIENCE (UX) Simple but without UX Good Good Bad Good Good

PRODUCTS Individual and Júnior Individual Individual (Multi-funds) All Individual Individual

CHANNEL 5
SCORE

EXPERIENCE (UX) Good (recommended portfolio) Not available Not available Not available Not available Not available

PRODUCTS All Not available Not available Not available Not available Not available

In 2019, focused to understand the customer and prepare the business expansion
B
u
si

n
e
ss

 m
o
d
e
l 
tr

a
n
sf

o
rm

a
ti
o
n

Structuring

Setup 

& Testing

Development 

& Expansion

Ecosystem 

Consolidation



Investor Relations | 71

In 2019, focused to understand the customer and prepare the business expansion
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CONSOLIDATED OUTLOOK OF 

INSURANCE PORTFOLIO

- Consultations

- Contracting 

- Claims trigger

- Assistance trigger

- Cancellations

In 2019, focused to understand the customer and prepare the business expansion
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TECHNOLOGICAL PLATFORM EVOLUTION

TRADITIONAL

Construction

Specification

Design

Testing

Deployment

Delivery of products or features

AGILE

Design

Development

Testing

Deployment

Design

Development

Testing

Deployment

Design

Development

Testing

Deployment

450 IT PROFESSIONALS, 

40% IN DIGITAL

+ OF 20 AGILE TEAMS

FOCUS ON CUSTOMER AND 

SELLER EXPERIENCE

In 2019, focused to understand the customer and prepare the business expansion
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BATCH INTEGRATION

BASE AND SYSTEM 
REPLICATION

AFFILIATESCHANNEL

APIs

AFFILIATES – MICRO-SERVICES

Cost Cost

BB CORRETORA

NEW CHANNELS

NEW TECHNOLOGIC PLATFORM – ARCHITECTURE EVOLUTION

+ IOF 60 NEW AVAILABLE SERVICES VIA API

IT INVESTMENTS OVER 200MM FROM JAN TO OCT

FlexibilityFlexibility

In 2019, focused to understand the customer and prepare the business expansion



Investor Relations | 75

4.2 millions of effective contacts

800 thousand of customers with more than one 

effective approach

In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion

Welcome

Assistance 

Incentive

Seasonal actions

Relationship period Near to Conclusion

Benefits, Assets and 

Service Delivery
Renewal WelcomeBenefit statementBirthday

Customer’s 

Day

Christmas

Father's Day

Welcome

Mobile & CPPS 
Notification

SMS Central 
Attendance

E-mail 
Marketing

RSVP ATM
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+ of

10,000

customers scheduled and 
received expert pension advice

In 2019, focused to understand the customer and prepare the business expansion
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Suggested portfolio

In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion
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In 2019, focused to understand the customer and prepare the business expansion
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Geinv

90% of GEINV attendance 

assessments received the 

highest score (5.0) 

+ 100 thousand Brasilprev 

customers met

In 2019, focused to understand the customer and prepare the business expansion
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Extend channel strategy, customers and products is the focus of Wave 3
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MORE THAN Relationship

Other

Pension

Life
Rural

Other

Rural

Life
Pens

Acquisition Channels

Other

Table

Digital

Physical
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Extend channel strategy, customers and products is the focus of Wave 3…
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... as well as continue to strengthen critical data, IT & digital capabilities

New IT Architecture Digital

Broker

Insurance

Cap
Pens

Convert

Optimize

Expand

Analytics

Other

CLY

Buy

Churn
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In Wave 4, we will consolidate some relevant ecosystems
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B
B
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a
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O
p

e
n
 S

e
a

Analytical intelligence | Behavioral economics | Digital technology

In Wave 4, we will consolidate some relevant ecosystems
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NOV2019

Thank You
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Contacts

Rua Alexandre Dumas, 1671
Térreo – Ala B

São Paulo – SP – Brasil
04717-903

Telefone: +55 11 4297-0730

www.bbseguridaderi.com.br/en
ri@bbseg.com.br

IR BB Seguridade

mailto:ri@bbseg.com.br

