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ABSTRACT

Life insurance is one of the approaches to manage personal financial risk. It can
successfully protect the remaining members of the family from loss of income due
to the premature death of the family breadwinner, especially with the recent
COVID-19 pandemic. The primary objective of this study is to determine the factors
that influencing the life insurance demand in Malaysia during the Covid-19
pandemic, based on the theory of reasoned action (TRA). The relationship between
perception of life insurance benefits, risk perception, subjective norms, financial
literacy, and life insurance demand is analysed. The methodology of this study is
quantitative research method. The data collection instrument used to obtain the
required information from the primary source was a questionnaire. The researcher
used snowball sampling technique from non-probability sampling technique. After
determining the reliability of the questionnaire, 480 questionnaires were randomly
distributed to Malaysian residents aged 18 years and above from various
occupational backgrounds without any gender restrictions. A total of 384
questionnaires were completed and returned. Based on the collected data, the
researchers performed descriptive analysis, reliability test, Pearson correlation
coefficient analysis and multiple linear regression analysis using SPSS software.
The results showed that all independent variables (perception of life insurance
benefits, risk perception, subjective norms, and financial literacy) exhibited a
significantly positive impact on the dependent variable (life insurance demand).
Some limitations and recommendations are included in the study to provide future
researchers and life insurance service providers with better ideas to improve the

purchasing behaviour of life insurance in Malaysia.

xi
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CHAPTER 1: RESEARCH OVERVIEW

1.0 Introduction

This chapter focus on a brief overview to the insurance industry and its products.
From the research background of the study, some background of the insurance
industry and insurance products can be understood. This study will then also attempt
to examine and discuss the problem statement while setting the research objectives
and listing the research questions to ensure that this study follows the sequence. In
addition, the significance and contribution of this study will also demonstrate the
importance of this study to academics, policy makers, and industry. Finally, at the
end of this chapter, there will be a conclusion.

1.1 Research Background

Insurance was one of the earliest and well-known financial items, but often people
are quite wary of and will not acquire insurance under their own volition.
Individuals who are subjected to certain risks might obtain insurance to safeguard
themselves financially from the implications of a specific incident. It was a form of
security, particularly in monetary terms, in the case of a tragedy. Despite the
unpredictability of life, insurance can protect individuals and reduce their financial
losses in case of unforeseen events (Loke & Goh, 2012). Besides, insurance is a
tool designed to deliver protection coverage for individuals and businesses from
specific risks, and to preserve their possessions and livelihood. Individuals and
organizations nowadays have financial protection in the event of accidents,

destruction of property, or the premature loss of the sole earner (Razak et al., 2014).

Malaysia's insurance business was separated into general insurance and life
insurance (Bank Negara Malaysia, n.d.). General insurance is a type of non-life
insurance product that does not cover the life of an insured. The general insurance

products were divided into commercial lines, which were created for corporations,
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and personal lines, which were designed for the public. In commercial lines, it
involved liability, fire and burglary, marine and aviation insurance (Persatuan
Insurance Am Malaysia, n.d.). Thus, general insurance was bought by corporations
to indemnify third parties for actions in which the insured is subject to liability
(Loon et al., 2019). Besides, under personal lines, it covered motor insurance,
personal accident insurance, medical and health insurance, fire or house owner's
insurance (Ng et al., 2018). Medical and health insurance protects individuals
financially from health consequences (Selamat et al.,, 2020). According to
Prudential Assurance Malaysia Berhad (n.d.), the medical card supports
hospitalization and surgery expenditures, along with critical sickness. Hence,
general insurance in personal lines addressed the insured’s financial risk of

unintentional injury and death (Razak et al., 2014).

Life insurance intends to financially protect the insured, the insured’s family,
lenders, and others in the loss of the insured's earnings potential in the occurrence
of their death or permanent disability (Razak et al., 2014). There are few examples
of life insurance which are term life insurance, whole life insurance, investment-
linked life insurance, endowment life insurance, and life annuity plans (Beck &
Webb, 2003). In the event that the primary wage earner passes away, life insurance
can be used to pay for long-term expenses, including existing debts, medical
expenses, college tuition for children and spouse's retirement expenses (Loon et al.,
2019). Life insurance allows people to preserve income whilst still insuring
themselves from personal financial risks. Thus, it serves a substantial portion in
individuals and families’ funding throughout their livelihoods (Zakaria et al., 2016).
In contrast, Malaysians rather overlook the significance of life insurance as per the
report by the head of Life Insurance Association of Malaysia (LIAM), which
showed that more than 50% of Malaysians are excluded from life insurance
coverage. Nearly 90% of those who are covered don't even have adequate financial
protection for themselves and their loved ones (Krishnan, 2020). Financial experts
and executives from life insurance companies assume that most people are
unwilling to invest in life insurance as they don't realize the basic advantages of life

insurance as a personal hedging tool (Mahdzan & Victorian, 2013).
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The significance of life coverage in the context of the high growing number of death
cases during the Covid-19 pandemic in Malaysia has prompted life insurance being

selected as a study area within the insurance business.

Figure 1.1: The COVID-19 deaths in Malaysia for all time
COVID-19 Deaths by Date of Death

Data for Malaysia | Data for past 6 months

Total - Deaths

35,681

120
100
20
&0

40

Jan Feb Mar Apr May Jur

Source: Ministry of Health Malaysia (2022)

In the framework of general insurance, personal lines products such as medical and
health insurance, as well as motor insurance covered personal incidents and
accidents (Persatuan Insurance Am Malaysia, n.d.). Workplace accidents are indeed
being compelled to be reduced as a result of the Malaysian government's
implementation of work from home restrictions during the Movement Control
Order (MCO) period (Vyas & Butakhieo, 2020). Moreover, medical and health
insurance covers basic hospitalization and operation expenses, rather than entire life
as well as pandemic coverage. As the treatment costs for pandemics, such as Covid-
19, are typically excluded in medical and health insurance (MHI) policies, thus the
sector is looking into other methods to aid Malaysians in fighting against the disease
(Raj, 2021). In addition, Malaysians were obliged to stay home due to social
distance limitations, and there was an assumption of less concerns on motor
insurance throughout the Covid-19 pandemic. In essence, the road accidents cases
in Malaysia have founded to be fallen by 70% during the MCO period because of

fewer motor vehicles abroad (Bernama, 2020).
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On the other hand, life insurance neither only delivers financial assistance to
relatives, but also provides tax benefits, allowing policyholders to maximize their
investment gains in a perpetual life insurance policy (Gao & Ulm, 2015).
Additionally, life insurance policies serve with the choice of receiving rapid income
whilst insured is still living, as well as provide reimbursement following the
insured's death (Monaco & Pierce, 2015). As per Sommers, Gawande, and Baicker
(2017), the cash value of life insurance policies could be accessed during
emergencies. General insurance financially protects an individual from a non-life
perspective, whereas life insurance provides financial protection and savings
against an individual’s life (Md & Kasim, 2014). In short, it is essential to boost the
life insurance adoption rates so that fewer individuals and their loved one’s struggle
from financial loss at their death or permanent disability, along with lost income

owing to unemployment during the Covid-19 pandemic.

1.1.1 Past Studies

Based on the previous studies, numerous authors have conducted research to study
the determinants of life insurance demand in the MENA region (Zerriaa &
Noubbigh, 2016), Tunisia (Zerriaa et al., 2017), India (Dash, 2018), Malaysia (Loon
et al., 2019) as well as Central and Southeastern Europe (Kjosevski, 2012). He
(2020) and Mai et al. (2020) have studied the behaviours of purchasing life
insurance in Vietnam and China respectively. Both authors found that financial

literacy would increase the intention to purchase life insurance.

Besides, Lin et al. (2017) and Wang et al. (2020) conducted research on how
financial literacy affects the life insurance demand. Mahdzan and Victorian (2013)
examined the relationship between savings motives with life insurance demand and
financial literacy. A number of authors also recognized that financial knowledge
would affect the factors that influence Malaysians' demand for life insurance
(Dragos et al., 2020; Lim & Mohidin, 2020; Lin et al., 2017). Furthermore, Kabrt
(2021) investigated that people with higher education levels and income

demonstrate more pension funds rather than life insurance. Also, vast studies have
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tested empirically the relationship between the income level and life insurance
demand (Fang & Kung, 2020; Hassan, 2022; Nainggolan & Soemitra, 2020).

Moreover, a study of demand for life insurance and its determinants at households’
levels was conducted by Hagos et al. (2019). Ampaw et al. (2018) has also studied
the determinants of life insurance among male and female households in Ghana.
Meanwhile, a study was conducted on the analysis of demand for life insurance
(Abdullah, 2012). Nomi and Sabbir (2020) have also conducted a related study on
the factors that affect consumers' intention to buy life insurance. Other than that,
Luciano et al. (2015) have assessed the impact of microeconomic factors for men
and women in purchasing life insurance. Some authors have also examined how
social, demographic, and economic factors affect the demand for life insurance
(Dragos et al., 2017; Shahriari & Shahriari, 2016).

From previous studies, little is known about the relationship between infectious
diseases and consumers' life insurance buying behaviour. Since the Covid-19
outbreak provides an appropriate scenario for exploring this topic, the determinants
of life insurance demand during the pandemic will be further discussed in this study

to fill the above-mentioned gap.

1.2 Problem Statement

This study’s main focus is on the determinants affecting consumer demand for life
insurance in Malaysia during the pandemic. The main function of life insurance is
to offer financial security for individuals and families. When a family's primary
earner dies prematurely, the loss of income can have dire financial consequences
for surviving family members. By paying a defined benefit, life insurance mitigates
the possible financial loss caused by the insured's death (Meko et al., 2018). Based
on the fact that the Covid-19 crisis is still having a substantial impact on individuals,
societies, businesses, and the global economy, it is also known that Malaysia is still
dealing with the third wave of Covid-19 infections (Hashim et al., 2021). Over

30,000 coronavirus-related deaths have been reported since the pandemic began in



The Determinants of Life Insurance Demand In Malaysia
During COVID-19 Pandemic

Malaysia, and this number continues to rise (Ministry of Health Malaysia, 2022).
Thus, life insurance plays a critical role in personal and family financial planning
because it serves as a hedge against the financial uncertainty created by the risk of

death to which an individual is exposed (Griindl, 2016).

In the past two years, the Covid-19 pandemic has affected the labour market and
caused significant economic hardship for workers as many small and medium-sized
industries (SMEs) have closed (Vaghefi & Yap, 2021). In addition, there were
health risks associated with jobs that did not allow work from home, and those
frontline workers and service workers were at great risk (Tomer & Kane, 2020).
Although it is important to have life insurance as a necessary protection plan,
compared to developed Asian countries, developing economies such as Malaysia
generally have lower overall life insurance density and penetration rates (Low et al.,
2021). According to Life Insurance Association of Malaysia (LIAM) reported that
the life insurance penetration in Malaysia has hovered at 54% for the past five years,
meaning that about half of Malaysians are not insured against unpredictable life
events (Krishnan, 2020). Excluding those with multiple life and takaful policies,
this number may be further reduced to about 41% of the insured and it is still a long
way from the 75% target set by the government (Bernama, 2022). In addition, only
4% of households in the low-income group have some forms of life insurance or
Takaful (Krishnan, 2020). Thus, this will be a cause for concern as the rate of life

insurance intrusion has not increased as dramatically as expected.

Moreover, according to John (2021), because of this pandemic, many people now
consider sustainable financial and health protection plans to be critical to protecting
themselves and their loved ones from unforeseen circumstances. In other words,
life insurance is slowly moving out of the afterthought, with more and more people
willing to adjust their savings and budgets to enroll in life insurance or Takaful plan
or expand their coverage. Based on the 2020-2021 Global Consumer Study from
ReAffirm Life found that young Malaysians in particular have been influenced to
some extent by Covid-19 in their lifestyles and perceptions of life insurance (“More
Malaysian Youth,” 2021). However, the interviews conducted by Faber Consulting
with Zurich Insurance Group from September 2020 to October 2020, showed that

respondents generally agree that the Covid-19 pandemic has helped increase

6
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insurance awareness, but few believe this increased awareness will translate into
increased demand (Faber, 2021). In addition, a survey on the impact of the
pandemic on protection, commissioned by Zurich, found that 84% of respondents
in Malaysia observed that the Covid-19 pandemic has led to a greater awareness of
the importance of insurance protection, but the increased awareness has not
translated into action since more than a third (38%) of Malaysians still do not have
any form of insurance coverage (Murugiah, 2021). Accordingly, the main objective
of this study is to identify the factors that influence consumer demand for life

insurance.

1.3 Research Objectives

[

. To determine how perception of life insurance benefits will influence life
insurance demand.

2. To determine how risk perception will influence life insurance demand.

3. To determine how subjective norms will influence life insurance demand.

4. To determine how financial literacy will influence life insurance demand.

1.4 Research Questions

How does perception of life insurance benefits influence life insurance demand?
How does risk perception influence life insurance demand?

How does subjective norms influence life insurance demand?

N

How does financial literacy influence life insurance demand?

1.5 Significant of Study

The study’s finding will contribute to the existing literature and provide key policy
prescriptions for practitioners and policy makers such as Bank Negara Malaysia

(Central Bank of Malaysia), Malaysian Insurance Institute (MII), Life Insurance

7
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Association of Malaysia (LIAM), insurance companies and agents, and academic
institutions that provide insurance courses in implementing their strategies to raise

penetration rate of life insurance in developing countries.

The government can first understand the current situation by referring to this study
and then identify and consider better various policies for Malaysians to support the
insurance industry in developing country during the pandemic. Besides, this study
could provide a better understanding of the insurance needs of Malaysian citizens
and the trends in insurance needs in Malaysia during the pandemic. It will assist the
insurance industry innovative new products and services to protect individuals,

families, communities and businesses from potential risks.

Furthermore, this study shall provide the insurance interest analyst to improve the
efficiency of the product between both insurers and consumers, and then reach a
balance between each other. Also, the insurance agents could provide the best
financial planning solutions to meet the needs of their clients to prevent mis-selling

of insurance leading to a decline in consumers' confidence and trust in insurance.

Last but not least, this study could benefit academics and educators by providing
them with comprehensive information and vast understanding about the intentions
of influencing buyers in related aspects. As there have been few research
publications in the subject of insurance in the past, this study is committed to future
research, particularly on the behaviour of life insurance purchases during infectious
diseases. As a result, they may derivative it and publish more papers on the related

topics and benefit the crowd.

1.6 Conclusion

The study's background has been properly explained and illustrated in this chapter.
The problem statement, the research objectives and questions, and the significance
of the study have been discussed in the study overview. The remainder of this paper

is arranged in the following order. Chapter 2 presents the literature review. It
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reviews past researchers who have been using empirical studies to conduct work
related to the topic of this project. Chapter 3 describes the research methodology. It
provides details on how the study evaluation was conducted, as well as an overview
of the research methods used. The results of the empirical study and hypothesis
testing are presented in Chapter 4. In Chapter 5, conclusions are drawn by
summarizing and discussing the main findings, research limitations and

implications, and recommendations for future work.
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CHAPTER 2: LITERATURE REVIEW

2.0 Introduction

This chapter discusses a comprehensive review of the relevant theoretical models.
Then, the correlation between life insurance demand and each independent variable
will be reviewed from previous literature. Finally, a conceptual framework is

provided around the objectives and questions of the study.

2.1 Underlying Theory

2.1.1 Theory of Reasoned Action

Several studies have been undertaken to study insurance purchasing
decisions using the theory of reasoned action (TRA). Hastings and Fletcher
(1983) were among the first to apply the model of Fishbein and Ajzen (1975),
which contends that life insurance purchases may be predicted by
behavioural intentions, to assess the TRA model's relevance in the insurance
field. Since intention influences an individual's actual behaviour, it seems
acceptable to use TRA to investigate a customer's intention to purchase life
insurance. Thus, behavioural attitudes and social factors, as well as

subjective norms, might explain this behavioural purpose.

According to the TRA, attitude and subjective norms all influence intention.
Attitude refers to a person's perception about a particular behaviour, which
can have a positive or bad impact on their lives. Subjective norms analyse
societal forces to do or refrain from performing a specific behaviour. Thus,
the TRA explains the psychological control process that occurs while

purchasing insurance, in which demand for life insurance is motivated by
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attitudes toward the pursuit of subjective norms. In other words, the clearer
the consumer's understanding of the insurance product, the more positive
the consumer's attitude, the stronger the motivation to purchase, and the

clearer the purchaser's intention to buy life insurance.

Previous study has discovered that people's perceptions about products and
services are influenced by their various attributes and benefits. In other
words, people's attitudes about a product or service are influenced by the
benefits they perceive from it (Gautam & Kumar, 2012). In the case of life
insurance, a positive view of life insurance is predicted to increase the desire
to obtain life insurance (Litterer, 1965 as cited in Lim et al., 2020), since in
order to make the appropriate decision, especially during the pandemic,
when incomes are decreases, consumers must consider whether life

insurance is valuable or not.

Meanwhile, in the TRA model, the findings of Ajzen (1991), Quintal et al.
(2010), and Sandra et al. (2020) reveal that risk perceptions influence
behavioural intentions. According to Slovic et al. (1977), the decision-
making process for insurance needs is premised on the fact that if
individuals believe that there is a potential problem or believe that the
probability of an event occurring is low, they may not take the necessary
steps to mitigate potential losses. Therefore, individuals will not purchase
life insurance if they believe that the COVID-19 risk does not cause them a

large loss.

Subjective norms are individuals' perceptions of the most important people
in their lives, such as family, close friends, and co-workers, who think they
should or should not act in a specific manner (Fishbein & Ajzen, 1975).
Family members, friends, and co-workers may be regarded as the reference
group that will impact customers' purchasing decisions. A consumer will
strive to fit in with the group norm as a member of the group. If the reference
group feels or thinks positively about purchasing life insurance, consumers

will feel inspired to follow and are more likely to intend to do so. Hence,
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during the pandemic, if people around consumers think that consumers

should buy life insurance, consumers will be influenced to buy life insurance.

Furthermore, Ajzen (2008) also mentioned that, in addition to the initial
TRA variables, the TRA is open to the insertion of additional predictors, but
that predictors must fulfil extra requirements. Predictors should be
behaviour-specific, conceptually independent of existing predictors of TRA,
and potentially causative elements for the behavioural intention or actual
behaviour being measured. Based on Huston (2010), financial literacy
examines particular financial knowledge, which is different from what was
initially assessed by the TRA factor. As a result, financial literacy fits all the
criteria and may be included as a predictor. With respect to life insurance,
people with greater financial literacy can better understand how life
insurance works and how it operates, and thus may be willing to buy life

insurance during the pandemic.

Therefore, the focus of this study is to examine the determinants that
influence the demand for life insurance during the pandemic period. TRA
will assist in the research of those behavioural factors that influence
individuals' buying decisions in Malaysia, with the belief that individuals
would have different purchase behaviours depending on the different
behavioural factors. Thus, the key advantage of using TRA is gaining a

deeper understanding of the factors that drive the demand for life insurance.

2.2 Review of Variables

2.2.1 Dependant variable: Life insurance demand

Life insurance is a contract between the insured and insurer represented by
a policy (Kagan, 2021). Individuals purchased life insurance as a backup

plan due to the uncertainty of psychology and concern for themselves or
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their family members if any emergency event occurred unexpectedly (Jahan
& Sabbir, 2018). According to a research from Kenya, life insurance
provides a sense of security and peace of mind in uncertainty to its
consumers (Haushofer et al., 2017). An insured would purchase life
insurance purposely to ensure their family members can receive an income
source to maintain their living standard after his disability or death (Beck &
Webb, 2003; Mahdzan & Victorian, 2013). For example, the insured does
not need to worry about their children’s education as well as income sources

after an unexpected incident happened.

Traditionally, life insurance is purchased so that the beneficiary receives a
specific amount of money to cover the deceased's burial expenses. However,
the importance of life insurance has expanded in recent years (Mahdzan &
Victorian, 2013). Life insurance also functions for the insured to accumulate
their wealth in a contractual and disciplined way for a long-term duration
(Beck & Webb, 2003). According to Lee (2021), an individual should take
life insurance as a holistic financial planning strategy. The solution and
premium required for life insurance will change according to individuals'
life stages and their financial situation (Lee, 2021). For instance, the life
insurance structure of an individual who has children and is unmarried is
different.

Many factors may affect the decision of an individual to purchase life
insurance. For example, the current interest rate, inflation rate, or any
economic factors will become an affecting factor for purchasing decisions
(Elango & Jones, 2011; Lim & Haberman, 2003; Sawadogo et al., 2018).
Additionally, individual and demographic factors and behavioural biases
will also affect the consumer demand for insurance (Outreville, 2014;
Shahriari & Shahriari, 2016). This study tends to highlight the influence of
financial literacy, subjective norms, perception of life insurance benefits,
and risk perception on the demand for life insurance among Malaysians
during the Covid-19 pandemic.
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2.2.2 Independent variable: Perception of life insurance

benefits

The purpose of life insurance is to protect the dependents of the family from
financial hardship in the event of the death of the primary earner, such as
covering long-term expenditures (Loon et al., 2019). Based on Sommers et
al. (2017), the accumulated cash value of life insurance policies can be
accessed for emergencies. Thus, life insurance companies must raise
consumer’s knowledge of life insurance advantages through unique
products in order to meet family's financial emergencies from unforeseen
risks and uncertainties in the present Covid-19 pandemic outbreak (Tanti et
al., 2021).

According to Jervis (2017), individual's purchasing actions are thought to
be motivated by their personal perceptions. As life insurance policies
provide intangible advantages at the time of sale, consumers must be
motivated and persuaded to grasp the benefits of life insurance during the
Covid-19 pandemic (Low et al., 2021). Besides, the demand for life
insurance might be increased as positive reviews on their benefits increased
(Widyanto & Saleh, 2018). The finding is in line with Alhassan and Biekpe
(2016), who found that the perception of life insurance advantages has a
considerable beneficial impact on life insurance consumption. The findings
revealed that consumer’s perceptions of life insurance benefits have a

considerable impact on its demand.

Moreover, consumer’s perception refers to the process by which consumers
organize, analyse, and construct meaning to particular stimulus. Individual
perceptions formed in response to similar stimuli would change their
perception on life insurance benefits (Sendow, Mangantar & Gunawan,
2022). A favourable association between consumer perceptions of life
insurance benefits and demand for life insurance was confirmed by the study
of Dodamgoda and Canagasabey (2019). In addition, the consumer's

perception of life insurance advantages influenced by other factors has a
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positive relationship with demand for life insurance (Reddy & Jahangir,
2015). Also, the perceived benefits of life insurance involve trustworthiness,
responsiveness, assurance, concreteness, and innovation (Meesala & Paul,
2018). The study showed a direct and significant consequence between
perception of life insurance and consumer satisfaction, hence affecting the
life insurance demand in Malaysia. Other studies in the past have also
proven that consumer perceptions of life insurance benefits have a
significant positive impact on Malaysia's demand for life insurance (Loon
et al., 2019; Sarkodie & Yusif, 2015).

The psychological propensity of assessing an item with some degree of
favour or disfavour is denoted as attitude and perception. The perception of
insurance benefits has found a positive relationship with the attitudes toward
the demand for insurance products (Aziz et al., 2019). According to the
study of Mamun et al. (2021), both attitude and perception on life insurance
benefits have a significant impact on life insurance demand intention.
Furthermore, a past study has shown a significant relationship between the
perception of life insurance benefits and the demand for life insurance
(Omar, 2007). The author explained that consumers consider life insurance
to be a guarantee of benefits such as maintaining dependents' level of living
in the case of their passing, financial protection in the event of disability,
and other benefits. Additionally, the success of the life insurance business is
significantly influenced by how well the life insurance product contributes

to client satisfaction (Nekmahmud et al., 2017).

Furthermore, perceived benefits stand for the degree to which people
believe that enhancing a specific utility will influence their attitude toward
acquiring insurance (Dzulkipli et al., 2017). According to Berkman et al.
(2011), perceived usefulness of insurance had a significant impact on
attitudes regarding the willingness to demand insurance products. The study
by Liaw and Huang (2013) also claimed that the perceived benefits of
insurance are critical in influencing a person's attitude and behaviour in
terms of purchase intentions. Other than that, the past study has revealed

that the more the perceived benefit of insurance products, the greater the
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desire to demand it (Tennyson, 2011). As a result, insurance companies
should consider the perceived value in order to attract more demand on life

insurance products.

2.2.3 Independent variable: Risk perception

Risk perception refers to how people perceive and feel about the threats they
face, which is an important aspect of protective behaviour (Renner et al.,
2015). Many health behaviours change theories include risk perception, or
an individual's perceived sensitivity to risks (Ferrer & Klein, 2015). Risk
perception study is critical because of the implications for risk exposure,
risk communication, and risk management (Siegrist & Arvai, 2020). As a
result of the increased risk awareness among customers, the pandemic may
at the very least create the groundwork for a revival in life insurance sales
(Battersby, 2021). Therefore, higher risk perception will affect the higher

life insurance demand.

According to Werner (2016), the risk perception positively correlates with
life insurance. From this research, it also stated that the high-risk perception,
the high demand of life insurance. They attempt to get health or life
insurance for protection in order to lower the danger of losing their wealth
due to an accident, and maybe to lessen risks such as disease by paying
medical expenses (Loon et al., 2019; Mishra, 2018). Similarly, Nam and
Hanna (2019) also confirmed that the risk perception is correlated with the
need of life insurance. Furthermore, a number of previous research have
revealed that those with high sense of risk tend to purchase life insurance
(Eling & Hanewald, 2021; Lim et al., 2020). Other than that, a study
conducted by Eling and Ghavibazoo (2019) has indicated that the low life
insurance demand is due to the low-risk perception. The finding was in line
with Chung (2020) showed that there is a strong positive relationship

between risk perception and the life insurance demand. This positive
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relationship suggests that any rise in risk perception leads to an increase in

life insurance demand and vice versa.

Moreover, Song et al. (2019) discovered that risk perception and life
insurance have a positive relationship. As stated by the authors, the
influence of an individual's risk perception on life insurance demand has
received a lot of attention. Since they have a higher risk perception, they
would rather buy more life insurance. This is due to the possibility that
having more life insurance may reduce the stress associated with an early
death. Furthermore, Zeng et al. (2015) also indicated that a positive
correlation between risk perception and life insurance. The author interprets
this result as due to the situation of high risk, where individuals tend to buy
insurance to decrease the risk. Meanwhile, Mai et al. (2020) revealed that
the life insurance demand will impact by risk perceptions positively. They
indicate that individuals with high-risk perceptions will tend to purchase
more insurance. In addition, Boyer et al. (2019) reach the same conclusion
that risk perception significantly affects the demand for life insurance. The
authors explain that individuals with low-risk perceptions will purchase less

life insurance.

However, Huber and Schlager (2011) found a negative relationship between
risk perception and behaviour related to buying life insurance in Switzerland.
The authors explain that this may be due to the buying life insurance being
seen as a loss. The individual will be concerned about the long premium
payment period for life insurance and the uncertainty about when the
benefits from life insurance will be paid. Therefore, consumers will not
purchase life insurance when the likelihood of financial loss from having
life insurance is perceived to be high. According to Boyer et al. (2017),
Canada’s respondents are aware of the dangers, but the demand for life
insurance remains low. According to the author, it is due to risk
misperceptions, a lack of bequest motivation, and house ownership, which

may Serve as a replacement.
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2.2.4 Independent variable: Subjective norms

The subjective norms are referred to as the perceived social pressure to do
or not to do the behaviour (Hsu et al., 2017). Past research has shown that
friends, family, employers, instructors, professional colleagues, consultants,
agents, and the media have all been identified as potential sources of social
influence (Anastasia & Santoso, 2020; Gultom, 2020). In light of the TRA,
subjective norms are a predictor that can influence a consumer's behavioural
intention to buy life insurance. Lerner et al. (2015) argued that if an
individual has a strong affection for a person, they would be willing to buy
more insurance for that person. Another study from Nomi and Sabbir (2020),
revealed that subjective norms have a direct positive association with
intention to obtain life insurance and have a significant impact on it. The
authors further explained that the primary motivation for purchasing life

insurance is to protect family members.

Besides, Bhatia et al. (2021) investigated the impact of recommendations
from friends and family on the consumer's choice to acquire life insurance.
The study discovered that word of mouth had a direct and significant
positive impact on their decision to insure. Meanwhile, Mamun et al. (2021)
found that subjective norms play a key role in shaping working Malaysians’
propensity to purchase insurance. This suggests that consumers' purchasing
decisions for insurance products and services are influenced by the people
they consider important. Similarly, Lin et al. (2017) discovered information
from financial advisors, media, relatives, family members, and friends had
a positive influence on people's decisions to get life insurance. Other than
that, the study of Stolper and Walter (2017) found that financial advisors,
formal or informal sources of information, which including advertisements
from financial institutions, and discussions with family and friends were

positively related to the need for life insurance.

Most early studies as well as current work has indicated a significant and

positive relationship between subjective norms and the demand for life
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insurance (Ackah & Owusu, 2012; Cai et al., 2011; Tan et al., 2020; Masud
et al., 2021). These outcomes are also in line with Nasir et al. (2021), social
norms were found to be the main predictor of obtaining life insurance and
takaful. This finding suggests that encouragement from the environment
induces people to purchase life insurance and takaful. Furthermore,
according to Low et al. (2021) and Sarkodie and Yusif (2015), most people
are more likely to obtain insurance if their significant others refer and
recommend them to an insurance agent. Moreover, a past study has proven
that agents are a good source to improve individuals' product knowledge of
insurance goods which would increase the demand for various insurance
products (Brahmana et al., 2018). Also, Lim et al. (2020) revealed that social
influences such as family members, friends and the Internet have a

significant impact on people's perceptions of life insurance.

However, based on the study conducted by Ranong et al. (2019) in Thailand,
subjective norms were found to have no impact on the purchase decision.
The authors explained that purchasing life insurance is an important step.
Consumers can listen to others, but ultimately, they must make their own
decisions. Furthermore, the findings of the study by Krajaechun and
Praditbatuga (2019) in Thailand also showed that the correlation between
subjective norms and insurance purchasing behaviour is extremely low. The
authors suggest that this may be due to purchase life insurance is a personal
expense and people may not seek advice from others on this issue. Moreover,
according to Mai et al. (2020), the effect of subjective norms on the demand
for life insurance was insignificant in Vietnam, and the authors interpreted
this result to mean that life insurance products are personal financial services
products, which are not like tangible and information products. Therefore,

the influence of other people's opinions does not affect much.

2.2.5 Independent variable: Financial literacy
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Financial literacy refers to the ability of using knowledge and skills in
managing financial resources effectively (Remund, 2010). Nomi and Sabbir
(2020) mentioned that financial literacy is critical to making healthy
financial decisions. Financial literacy will help individuals who intend to
buy life insurance to make their decision, as well as the insurance companies
in promoting and selling their life insurance products (Lin et al. 2017; Téth
et al., 2021). According to Mahdzan and Tabiani (2013), financial literacy
is one of the most important elements that affect the need for life insurance.
From the previous studies, Mai et al. (2020) mentioned that there is a
positive relationship between financial literacy and demand for life
insurance. The authors explained that higher financial literacy will promote

the desire to purchase life insurance.

Besides, the empirical finding from Lin et al. (2017) stated that high
financial literacy will lead to higher demand for life insurance. Meanwhile,
Lim et al. (2020) has indicated that the higher financial literacy will result
in their ability to more understand and appreciate the importance of life
insurance. Moreover, financial literacy has been found to have a positive
correlation with the demand for life insurance (Djoni & Rahardjo, 2021).
Other than that, a study has also shown that higher financial literacy will
enhance the awareness of life insurance benefits (Zerriaa et al., 2017).
Furthermore, past research has revealed that financial literacy is significant
to the demand for life insurance (Laing et al., 2016; Lim et al., 2020; Wang
et al., 2020). Apart from that, Hassan (2022) mentioned that people with
higher financial literacy will be more likely to buy life insurance because
life insurance is an investment product to deal with financial catastrophe

after the death of the breadwinner.

Moreover, a study in the United States shows that adults with high financial
literacy are more willing to purchase life insurance (Allgood & Walstad,
2016). Besides, He (2020) studies the participation of life insurance in
Chinese families worldwide. The author concluded that financial literacy
would affect the willingness of purchasing life insurance. Other than that,

Hagos et al. (2019) get the result of financial literacy will affect the intention
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of purchasing life insurance after collecting the data from 373 households.
Furthermore, according to the data from 315 respondents, financial literacy
and the demand for life insurance have positive relationships in Bangladesh
(Nomi & Sabbir, 2020). Apart from that, a study by Zakaria et al. (2016)
among the staff of public universities in Malaysia shows that financial
literacy will affect the willingness of purchasing life insurance. The authors
mentioned that higher financial literacy will increase the awareness of the
importance of being insured and this will lead to the intention to buy life

insurance.

However, some early studies have shown that the results of financial literacy
are insignificant to the demand for life insurance. Based on the literature
review, a study shows that financial literacy has no impact on life insurance
demand (Low et al., 2021). According to Mahdzan and Victorian (2013),
they found that financial literacy is insignificant to the demand for life
insurance. This is due to the fact that individuals could be sensitive to
insecurities in life and then demand for life insurance regardless of whether
the individuals have financial literacy or not. Therefore, financial literacy

will not affect the intention of purchasing life insurance.

2.3 Proposed Conceptual Framework

Figure 2.1: Proposed Research Framework

Independent Variables Dependent Variable

Perception of Life

Insurance Benefits |~
Risk Perception |——n— |15 \

_ 3 Life Insurance
H3 —— Demand

Subjective Norms | ——— /
Financial Literacy ——

Source: Developed for the research.
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2.4 Development of Hypothesis

H1: Perception of life insurance benefits has a significantly positive effect on the
demand of life insurance.

H2: Risk perception has a significantly positive effect on the demand of life
insurance.

H3: Subjective norms has a significantly positive effect on the demand of life
insurance.

H4: Financial literacy has a significantly positive effect on the demand of life

insurance.

2.5 Conclusion

For a clear image and understanding of the research, the information discussed in
Chapter 2 are essential. This chapter clearly defines the relationship between the
dependent and independent variables. The appropriate research methodology is

described in the next chapter.
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CHAPTER 3: METHODOLOGY

3.0 Introduction

This chapter will detail the research design, sampling design, data collection
methods, and proposed data analysis tools. The aim of this chapter is to generate
the methodology being used and to test the hypotheses developed in Chapter 2.

3.1 Research Design

A research design is the framework for organizing and conducting a specific study.
It includes procedures for collecting, analyzing, interpreting, and presenting the
findings of a research project (Sileyew, 2019). This study’s main objective was to
identify the variables that influenced the Malaysians’ demand for life insurance
during the Covid-19 pandemic. Therefore, the descriptive research design is more
appropriate for this research. This is because the descriptive research could
demonstrate a clear phenomenon of the behavioural factors of life insurance

products purchased by Malaysians.

In this study, quantitative methods were used to collect quantifiable data and to
study the phenomenon. Quantitative research generates objective data that can be
communicated clearly using statistics and figures (Williams, 2021). To explore the
relationship between variables, the study was conducted through an online survey

in which respondents were asked to complete a questionnaire.

3.2 Sampling Design

A sample design is a method of getting a sample from a given population. It refers

to the researcher's approach or procedure for selecting sample items (Wills, Roecker
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& D’Avello, 2020). A proper sampling framework is important to researchers
because it allows researchers to reduce research and development costs, conduct

research more efficiently, have greater flexibility, and provide greater accuracy.

3.2.1 Target Population

The target population can theoretically be called the definition of the
population and the population that can be counted. Target population is
defined as the total set of elements or objects that contain the information
sought by the researcher and from which inferences are to be drawn
(Banerjee & Chaudhury, 2010). The purpose of this study is to investigate
the factors that influence the demand for life insurance in the Malaysian
market. Therefore, the target population of this study will be Malaysian who
are at least 18 years old with no gender restrictions, and there are
approximately 25 million people in Malaysia who meet this requirement
(Department of Statistics Malaysia, 2021).

3.2.2 Sampling Frame and Sampling Location

A sample frame is a list of all the things in your population. It is a
comprehensive list of everyone or anything you wish to know about (Turner,
2003). Due to the large target population in Malaysia, non-probability
sampling was used in this study, so the sampling frame was not applicable.
Besides, the sampling location is the place chosen to collect the data
(Taherdoost, 2016). Since the target population of this study was Malaysians

who are at least 18 years old, the sampling location was within Malaysia.
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3.2.3 Sampling Elements

A sampling element is a basic unit containing an element or group of
elements of the population to be sampled. The targeted respondents were
Malaysian and must be at least 18 years old, as this age group is an active
workforce (Weedige et al., 2019), and had sufficient knowledge to make
decisions and have purchasing power (Quoquab, 2017). These respondents
also have different qualifications and income levels. Different types of
people have different personalities and perspectives. Therefore, researchers

may be able to assess a more correct and generalized result.

3.2.4 Sampling Technique

Sampling techniques are divided into two categories, namely probability
sampling and non-probability sampling (McCombes, 2022). Probability
sampling refers to the people in the targeted population who will have a
specifiable chance of being selected for representing their population.
Conversely, the approach of non-probability sampling will not give a

specifiable chance of being selected for the people in the targeted population.

The sample technique used in this study was non-probability sampling. In
this case, each individual does not have an equal probability of being part
of the sample population, and these parameters are known only after the
sample has been selected. Besides, snowball sampling is one of the types of
non-probability sampling and it was chosen in this study. Snowball
sampling is as known as chain referral and reputation sampling (McCombes,
2022). This sampling method is used to spread and refer the questionnaire
to potential respondents by the people who have received the questionnaire
and eligibility to respond to it. This non-probability sampling method was

often used to collect feedback when time and money were limited.
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3.2.5 Sampling Size

The number of individuals or observations included in a study is referred to
as the sample size (Taherdoost, 2017). A sample size can be defined as a
group of participants selected from the general population and considered
to be representative of the real population in that particular study. From
Table 3.1 it can be seen that, the sample size is determined by the given
population. Based on the Department of Statistics Malaysia (2021), there
are around 25 million people over the age of 18 in Malaysia. According to
Table 3.1, the distribution of 384 questionnaires is sufficient. Therefore, in
this study, 384 respondents were our sample size and a total of 480
questionnaires were distributed to avoid incomplete data or ambiguous data.

Table 3.1: Determining Sample Size

N 5 N 5 N §
10 1 220 140 1200 291
15 14 230 144 1300 297
20 19 240 148 1400 302
25 24 250 152 1500 306
30 8 260 155 1600 310
35 32 270 159 1700 313
40 36 280 162 180D 317
45 40 290 165 1900 320
50 +4 300 169 2000 322
55 48 320 175 2200 327
60 52 340 181 2400 311
63 56 360 186 2600 335
70 59 380 191 2800 338
FL] 63 400 196 3000 341
80 il 420 201 3500 346
85 TO 440 205 4000 351
90 73 460 210 4500 354
95 T6 480 214 5000 357

100 -1 500 217 HO0D 3al

110 B 550 226 7000 364

120 92 600 234 BOOD 367

130 97 650 242 SO00 368

140 103 T00 248 10000 370

150 108 750 254 1 5000 375

160 113 B0 260 20000 377

170 118 B50 265 30000 3T

180 123 900 269 40000 380

150 127 Q50 274 50000 381

200 132 1000 278 T5000 382

210 136 1100 285 LOOOO00 354

Mote.—N is population size.
515 sample size.

Source: Krejcie, R. V., & Morgan, D. W. (1970)
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3.3 Data Collection Method

Data collection is a method for gathering information, measuring and analyzing
accurate data from all relevant sources to answer the research question, test the
hypothesis, and examine the outcomes of the results obtained (Simplilearn, 2022).
Every study relies heavily on data collection. Inadequate data collection can have
an impact on a study, leading to incorrect findings and results.

3.3.1 Primary data

Data collected from first-hand experience is called primary data. Primary
data can be collected by a variety of methods such as interviews, surveys,
questionnaires, experiments, observations, and so on (Ajayi, 2017). A
questionnaire will be used to collect data for this study. Because we will be
collecting data from a large number of respondents in this study,
questionnaires will be used as the measurement tool. Questionnaires are
faster, less costly, and more efficient than collecting data face-to-face or by
phone. Therefore, due to time constraints, questionnaires can save a lot of

time and collect information from respondents faster than other methods.

3.3.2 Questionnaire Survey

A self-administered questionnaire was used to obtain data for this study. The
survey was done through a questionnaire because it is a well-known method
to obtain valid, accurate and valuable data from a large number of
respondents. Closed-ended questions were used in the questionnaire. In this
study, the questionnaire had three sections and included 35 questions. Part
A contains respondents' personal data such as gender, marital status, age,
educational qualifications, and income level. This part collected the
demographic background of the respondents and consisted of multiple-
choice questions selecting one of four or five options. Part B consisted of

27



The Determinants of Life Insurance Demand In Malaysia
During COVID-19 Pandemic

24 questions related to the independent variables of the study (perception of
life insurance benefits, risk perception, subjective norms, and financial
literacy). Part C consisted of five questions related to the dependent variable
(life insurance demand). For parts B and C, a five-point Likert scale was

used ranging from 1 to 5, where 1 = strongly disagree and 5 = strongly agree.

The questionnaire for this study was completed by sending an email and
using social media such as Facebook, WhatsApp, and so forth to the
respondents with a link to a Google Forms. Hence, a large number of
responses can be collected by using Google Forms since online

questionnaires can reach people easily.

3.4 Research Instrument

3.4.1 Pilot Test

In this study, the draft questionnaire was piloted to assess its construct
validity and reliability. The pilot test was used to determine whether
respondents would provide predictable responses, to confirm the validity
and reliability of the questionnaire, and to identify any flaws in the survey.
A simple guideline for researchers based on Bujang et al. (2018) suggests
that the sample size of the pilot test, especially for Cronbach alpha, should
exceed 30. Therefore, to confirm the reliability of the questionnaire, 40
qualified respondents were selected for pilot testing.

3.5 Constructs Measurement

The four basic levels of measurement scales used to obtain data in the form of

surveys and questionnaires are characterized as interval, nominal, ordinal, and ratio
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(Frost, n.d.). Five-point Likert scales, ordinal scales, and nominal scales were used
to create the questionnaires.

The first section of the questionnaire is about the respondents’ demographic
information, which might help identify between people who belong to the same
group. In this section, a nominal scale (gender and marital status) and ordinal scale
(age, educational gqualifications, and income level) are used, and respondents have
several options to choose from. The second and third sections allow for the
identification of respondents' life insurance demand based on specific questionnaire
items for independent variables, such as perceptions of life insurance benefits, risk
perceptions, subjective norms, and financial knowledge, which are assigned by
ordinal scale or Likert scale. In order to express the intensity of respondent's
perceptions of the questions asked, a five-point Likert scale was chosen to answer
those questions.

3.6 Data Processing

Before the acquired data can be analyzed, it must go through stages of data checking,
editing, coding, cleaning, and identification of any specific or unusual data

processing in order to get reliable information and results.

3.6.1 Data Checking

The purpose of the data check is to ensure that the data obtained is
comprehensive and accurate (Seeda, 2020). Once all the responses have
been collected, the entire questionnaire will be checked in detail. This is a
precautionary measure to avoid any problems in the questionnaire and to
take prompt remedial action as soon as practicable. Errors like misspellings
and errors in question sequencing or logic can have an impact on the results

of the study.
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3.6.2 Data Editing

Data editing is described as the process of reviewing and adjusting the
collected survey data. By correcting contradictory data using the methods
described later in this paper, data editing helps develop rules to eliminate
potential bias and ensure consistent estimates for clear analysis of the data
set. The main goal of data editing is to improve the quality, correctness and
adequacy of the data collected and to make it more appropriate for the

reasons for which it was collected.

3.6.3 Data Coding

Data coding is the process of transforming acquired information or
observations into meaningful, cohesive sets of categories (Linneberg &
Korsgaard, 2019). Data coding is important for effective analysis because it
allows the various responses to be condensed into a limited number of
categories, including the critical information needed for analysis. In data
coding, the researchers coded the data by assigning a numeric code to each
of the respondent's responses, making the coded data simple to enter into
the database and reducing the error rate. For example, Male was coded as 1,
while Female was coded as 2. After coding was completed, the coded data
were analyzed using the Statistical Package for Social Sciences (SPSS)

software.

3.6.4 Data Cleaning

Data cleaning is the process of detecting and correcting errors and
inconsistencies in a data set or database that are caused by corrupt or
incorrectly entered data. Incomplete, incorrect, or irrelevant data is

identified and replaced, modified, or deleted. Those questionnaires with
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missing data were considered to be incorrect and should be removed after
checking. This activity was undertaken to ensure that the results generated

were reliable and valid for this study.

3.7 Data Analysis

The Statistical Package for Social Sciences (SPSS) will be used to analyze the
respondents’ data after processing and cleaning. The software will assist in the data
management of this study and calculate statistics based on the data obtained from
the surveys completed by the respondents. In addition, SPSS is less time consuming
for beginners to operate than E-views. The software has two types of statistics,
namely non-parametric statistics and parametric statistics (Pedamkar, n.d.).
Parametric statistics include descriptive statistics and inferential statistics.
Therefore, in this study, SPSS allowed the researchers to generate descriptive, scale,

and inferential statistics.

3.7.1 Descriptive Analysis

According to Loeb et al. (2017), descriptive analysis is the transformation
of raw data into an understandable and interpretable form. This analysis will
rearrange, organize, and process the data to provide descriptive information.
This study used descriptive analysis to show the distribution of demographic
background information, such as gender, age, marital status, educational
qualifications, and income level. In addition, it generates quantitative data
analysis in the form of graphs, charts or tables by evaluating the collected
questionnaires. Thus, all the data will be transformed into graphical, chart
or tabular form and the researcher will be able to simply describe and
interpret the data on the factors that influence the demand for life insurance.

31



The Determinants of Life Insurance Demand In Malaysia
During COVID-19 Pandemic

3.7.2 Scale Measurement

3.7.2.1 Reliability Analysis

The quality of the measurement scales and the items that make up the scales
can be studied using reliability analysis. Besides, the reliability analysis
process can calculate a variety of frequently used measures of scale
reliability, as well as information about the relationships between specific
scale items. In addition, the reliability analysis able to determine whether
the survey questions are related to one another. Hence, reliability will be
assessed by using Cronbach's Alpha because it is the most commonly used

type of reliability analysis.

Lee Cronbach developed Cronbach's alpha, also known as coefficient alpha,
to measure reliability or internal consistency (Tavakol & Dennick, 2011).
Reliability is sometimes referred to as "consistency". The Cronbach's alpha
test was used to determine the reliability of a multi-question Likert scale
survey. Thus, it will be used to measure how closely a set of test items are
related to each other. If reliability test values less than 0.6 are considered
poor, reliability test values in the range of 0.7 are considered acceptable
reliability, reliability test values greater than 0.8 to 0.9 are considered
satisfactory, and the closer the Cronbach's Alpha to 1, the greater the level

of consistency.

Table 3.2: The Rule of Thumb of Cronbach

Cronbach’s alpha | Internal Consistency
a=09 Excellent
09>a=>08 Good
0.8>a>=0.7 Acceptable
0.7>a=0.6 Questionable
0.6 >a>=0.5 Poor
0.5>a Unacceptable

Source: Taber, K.S. (2018)
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3.7.3 Inferential Analysis

3.7.3.1 Pearson Correlation Coefficient Analysis

Correlation Coefficient Analysis assesses the association, relationship, or
correlation between two variables to determine if they are positively or
negatively correlated, or if they are not correlated at all (Patrick et al., 2018).
If a change in one variable affects a change in another variable, then they
are said to be related. In measuring associations or relationships, correlation
coefficients are used to indicate the degree of association or relationship
between variables. In other words, the correlation measures how strongly

two variables are related or correlated.

The correlation coefficient can be positive or negative, as well as high or
low. The correlation coefficients range from -1 to +1, where -1 represents
the absolute negative correlation coefficient and +1 represents the perfectly
positive correlation coefficient, respectively, and 0 indicates no correlation,
also known as a zero relationship (Obilor & Amadi, 2018). In addition,
correlation coefficients less than 0.50, whether negative or positive, are
regarded as low, those between 0.50 and 0.70 as moderate, and those larger
than 0.70 as high. The table 3.3 shows the rules of thumb for Correlation

Coefficient values.

Table 3.3: The Rule of Thumb of Correlation Coefficient

Correlation Coefficient Interpretation
90to0 1.00 Very high correlation
.70t0 .90 High correlation
.501t0.70 Moderate correlation
.30 to .50 Low correlation
.00to .30 Negligible correlation

Source: Schober, P., Boer, C., & Schwarte, L. A. (2018)
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3.7.3.2 Multiple Linear Regressions Analysis

Based on Bevans (2020), multiple linear regression (MLR) is a statistical
approach for assessing the relationship between two or more independent
variables and a dependent variable. Researchers can use MLR to assess how
strongly two or more independent factors correlate with a dependent
variable, as well as the value of the dependent variable for a given value of
the independent variable.

Besides, R-squared measures the distribution of data points around the fitted
regression line. It is also known as the coefficient of determination or, in the
case of multiple regression, the multiple coefficients of determination (Frost,
n.d.). In statistics, R-squares is used in MLR to demonstrate the percentage
of life insurance demand that is accounted for by the explanatory variables.
In addition, an R-squared value greater than 1 means that the difference
between the observed and fitted values for the same data set is small. The
R-squared is always between 0.00 and 1.00, the closer the R-squared value

is to 1, the stronger the association (Frost, n.d.).

The following equation shows the MLR, which can be used to predict other

variables:

Y=B1+PXe+P2Xo+...... + Bn Xn 1)

In this study, we will use MLR to see whether four independent variables
influence the demand for life insurance in Malaysia. Therefore, the MLR

equation developed for the study will be:

LID = Bo + B1 PB + B2 RP + B3 SN + B4 FL (2)

Whereby,

LID = Life Insurance Demand (Dependent Variable)
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PB = Perception of Life Insurance Benefits (Independent Variable 1)
RP = Risk Perception (Independent Variable 2)

SN = Subjective Norm (Independent Variable 3)

FL = Financial Literacy (Independent Variable 4)

3.8 Conclusion

In this study, the primary data were tested using SPSS software. Malaysian aged 18
years and above were the target respondents. The data analysis methods included
descriptive, reliability, and inferential analysis. The collected questionnaire data
were then examined, and results will be reported in Chapter 4.
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CHAPTER 4: DATA ANALYSIS

4.0 Introduction

The study's findings are presented in this chapter. The questionnaire data enabled
for several analyses with the SPSS software. This chapter will perform descriptive
statistics, provide reliability tests, and show the findings of inferential analysis in

order to accept or reject hypotheses.

4.1 Pilot Test

4.1.1 Reliability Test
Table 4.1: Reliability Analysis Result for Pilot Test

Variables CrZr;gﬁ;h's No. of Items
Perception of Life Insurance Benefits 0.796 6
Risk Perception 0.774 6
Subjective Norms 0.885 6
Financial Literacy 0.846 6
Life Insurance Demand 0.889 6

Source: Developed for research

To confirm the reliability of the questionnaire, 40 qualified respondents
were selected for pilot testing. According to Table 4.1, the results show that
all variables are reliable because they show a Cronbach's Alpha above the
threshold of o = 0.70. Taber (2018) stated that the generally accepted rule
of thumb is that the Cronbach's Alpha should be equal to or greater than 0.7
for such a scale to be regarded reliable for the study. Hence, the results all
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meet the requirement, which means that each item in the questionnaire has

good reliability and can be accepted to use for the target population.

4.2 Descriptive Analysis

4.2.1 Gender
Table 4.2: Frequency Table for Gender

Valid Cumulative
Frequency Percent

Percent Percent
Male 190 49.5 49.5 49.5
Valid  Female 194 50.5 50.5 100.0
Total 384 100.0 100.0

Source: Developed for research

Figure 4.1: Percentage of Respondents’ Gender

Gender

m Male

B Female

Source: Developed for research

The survey findings on the distribution of respondents by gender are shown
in Table 4.2 and Figure 4.1. The study's target respondents are all
Malaysians. A total of 384 respondents participated in this survey. There are
194 female respondents participated, which took up more than half (50.5%)
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of total respondent population. The remaining 49.5%, consists of 190

respondents participated are male respondents.

4.2.2 Marital Status
Table 4.3: Frequency Table for Marital Status

Valid Cumulative
Frequency Percent

Percent Percent
Single 293 76.3 76.3 76.3
Married 83 21.6 21.6 97.9
Valid - Widowed 4 1.0 1.0 99.0
Divorced 4 1.0 1.0 100.0
Total 384 100.0 100.0

Source: Developed for research

Figure 4.2: Percentage of Respondents’ Marital Status

Marital Status

m Single
m Married
m Widowed

M Divorced

Source: Developed for research

In Table 4.3 and Figure 4.2, the overall respondents’ marital status is
presented. Single group has the most respondents with 293 respondents,
making up the largest response group (76.3%). Followed by the 83 married
respondents which stand for 21.6% among all. The remaining are equally
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distributed between the widowed and divorced groups, each of which has 4
respondents and contributes only 1% of the total respondents.

4.2.3 Age
Table 4.4: Frequency Table for Age
Erequency Percent Valid Cumulative
q y Percent Percent
18 -30 272 70.8 70.8 70.8
31-40 59 154 154 86.2
. 41 -50 40 104 104 96.6
Valid
51-60 11 2.9 2.9 995
Above 60 2 5 5 100.0
Total 384 100.0 100.0

Source: Developed for research

Figure 4.3: Percentage of Respondents’ Age

| 18-30

m31-40

41-50

51-60

m Above 60

Source: Developed for research

The ratio for the respondents’ age is showed in both Table 4.4 and Figure
4.3. The age range is divided into five age groups. Most respondents are
between the ages of 18 to 30 which consists of 70.8% with 272 respondents.
The age group of 31 to 40 with 59 respondents comprise 15.4% of the total
and is slightly higher than the age group of 41 to 50 with 40 respondents at
10.4%. Moreover, the age group of 51 to 60 with 11 respondents contributes
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2.9%. Lastly, there are only 2 respondents above the age of 60 received the
lowest percentage of 0.5%.

4.2.4 Educational Qualification

Table 4.5: Frequency Table for Educational Qualification

Valid Cumulative

Frequency Percent Percent Percent

SPM 68 17.7 17.7 17.7
STPM 22 5.7 5.7 23.4
Diploma 31 8.1 8.1 315

Valid  Bachelor's degree 239 62.2 62.2 93.8
Master's degree 19 4.9 4.9 98.7
PhD 5 1.3 1.3 100.0
Total 384 100.0 100.0

Source: Developed for research

Figure 4.4: Percentage of Respondents’ Educational Qualification

Educational Qualifications

SPM

HSTPM

m Diploma

B Bachelor's degree
Master's degree

H PhD

Source: Developed for research

The findings for the respondents’ educational qualification are shown in
Table 4.5 and Figure 4.4. This study looked at six levels of education
qualification which are SPM, STPM, diploma, bachelor's degree, master's
degree, and Doctor of Philosophy (PhD). The greatest percentage is 62.2%
which refer to the 239 respondents who earned a bachelor’s degree. The
SPM completion rate, which included 68 respondents (17.7%) is the second-
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highest group. While there were 31 respondents who finished their diploma,
making up 8.1% of the overall education qualification. Followed by STPM
of 22 respondents, master’s degree of 19 respondents and Doctor of
Philosophy (PhD) of 5 respondents, which occupied 5.7%, 4.9%, and 1.3%
respectively.

4.2.5 Income Level

Table 4.6: Frequency Table for Income Level

Valid  Cumulative

Frequency Percent Percent Percent

Below RM1,000 165 43.0 43.0 43.0
RM1,000 — RM3,000 88 22.9 22.9 65.9
. RM3,001 - RM5,000 94 245 245 90.4
valid RM5,001 — RM7,000 25 6.5 6.5 96.9
Above RM7,000 12 3.1 3.1 100.0

Total 384 100.0 100.0

Source: Developed for research

Figure 4.5: Percentage of Respondents’ Income Level

Income Level

M Below RM1000

M RM1000-RM3000
RM3001-RM5000

B RM5001-RM7000

B Above RM7000

Source: Developed for research

The data of the income level of respondents are shown in Table 4.6 and
Figure 4.5. A total of 165 respondents (43%) reported having a monthly
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income of less than RM1,000. The income level between RM3,001 to
RM5,000, was the second-highest range of respondents, which has 94
respondents and accounts for 24.5% of the total. Besides, there is 88
respondents, or 22.9% of the total, had income levels between RM1,000 and
RM3,000. Lastly, there are 25 respondents (6.5%) earn between RM5,001
to RM7000, while only 3.1% of respondents make more than RM7,000.

4.3 Scale Measurement

4.3.1 Reliability Test
Table 4.7: Reliability Test

Cronbach's

Variables Alpha No. of Items
Perception of Life Insurance Benefits 0.781 6
Risk Perception 0.793 6
Subjective Norms 0.854 6
Financial Literacy 0.837 6
Life Insurance Demand 0.828 6

Source: Developed for research

All the variables were regarded as highly reliable and consistent, as
indicated in Table 4.7, with Cronbach's alpha values ranging from 0.70-0.90
for each variable. Among these variables, SN has the highest score (0.854)
and is deemed to have good reliability. Next, is FL and LID with values of
0.837 and 0.828, respectively. In addition, RP has a Cronbach's alpha value
of 0.793, while PB scored 0.781. Since all values exceed 0.7, this indicates
that with a given sample size of 384 respondents, all items in the survey
have a high internal consistency, and therefore the results generated could

be trusted.
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4.4 Inferential Analysis

4.4.1 Pearson Correlation Coefficient Analysis

Table 4.8: Pearson Coefficient Correlation

PB RP SN FL LID
PB 1
RP 554" 1
SN 581" 533" 1
FL 654" 4737 576" 1
LID 638" 542" 610" 620" 1

**Correlation is significant at the 0.01 level (2-tailed).
Source: Developed for research

Table 4.8 shows the level of correlation between life insurance demand (LID)
and the four independent variables (PB, RP, SN, and FL). According to
Schober et al. (2018), states that the correlation coefficient values fall
between +0.5 and +0.7, determining a moderate relationship. Thus, as
shown in Table 4.8, the dependent and independent variables are therefore

moderately positively correlated, with values ranging from 0.5 to 0.7.

Based on Table 4.8, PB has the highest and positive correlation with LID
compared to other independent variables with a value of 0.638. Next, SN
and FL are also positively correlated with LID, where the correlation
coefficient values were 0.610 and 0.620, respectively. Lastly, RP and LID
are also positively correlated; however, among the other independent
variables, RP has the lowest correlation with LID with a value of 0.542.

Besides, the result shows that the p-value is below 0.01 significance level.
This reveals a significant relationship between the dependent and
independent variables. Overall, all independent variables (PB, RP, SN, and

FL) had a significant relationship with the dependent variable (LID), since
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their p-values were below the 0.01 alpha threshold. Therefore, H1, H2, H3,
and H4 were accepted.

4.4.2 Multiple Linear Regression
Table 4.9: The Results of Regression Analysis

Unstandardized Standardized
Coefficients Coefficients

Std. . Decision on

Model B Error Beta t Sig. Hypothesis
(Constant)  .730 172 4.237 .000

PB .282 057 253 4,992 .000 Accept H1

RP 152 042 160 3.642 .000 Accept H2

SN 185 .036 239 5.104 .000 Accept H3

FL 217 044 241 4969 .000 Accept H4

Dependent Variable: LID
R=0.737; R-square=0.543; P-value (Sig.) =<0.01
Source: Developed for research

Table 4.9 shows that the model's R-square is 0.543, meaning that overall,
the independent variables account for 54.3% of the total variation in LID,
and the remaining 45.7% were contributed by other factors and could not be
explained in this study. Moreover, the p-value of the model is very high,
which smaller than the 0.01 significance level. Hence, four independent
variables that are significant predictors of the demand for life insurance can
be explained. As a result, it can be concluded that this model is a good fit
for this study. Subsequently, a linear equation is formed:

LID =0.730 + 0.282PB + 0.152RP + 0.185SN + 0.217FL

The above linear equation shows a positive relationship between each

independent variables and the life insurance demand (LID).

PB and LID have a significant positive correlation. Based on the coefficient
of PB, which is 0.282, the LID is estimated to increase by 28.2% when the
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PB increases by 1. This outcome is consistent with numerous studies, which
are Alhassan and Biekpe (2016), Dodamgoda and Canagasabey (2019),
Loon et al. (2019), Widyanto and Saleh (2018). This is because life
insurance provides guarantee of benefits such as preserving living standards
for dependents in the event of death, financial protection in the event of
disability, and other benefits, and therefore, consumers prefer to purchase

life insurance with an increased number of benefits.

Besides, there is a significant positive correlation between RP and LID. The
coefficient of RP is 0.152, which indicates that when RP increases by 1, the
estimated LID will increase by 15.2%. This outcome is in line with Boyer
et al. (2019), Chung (2020), Eling and Hanewald (2021), Lim et al. (2020),
Nam and Hanna (2019), and Song et al. (2019), argued that consumers tend
to purchase life insurance for protection in order to lower the danger of
losing their wealth due to an accident, and maybe to lessen risks such as

disease by paying medical expenses if they have higher risk perception.

Furthermore, the result shows a significant positive relationship between SN
and LID. The coefficient of SN is 0.185, which can be explained by the fact
that when SN increases by 1, the estimated LID will increase by 18.5%. This
outcome is similar with Lim et al. (2020), Mamun et al. (2021), Masud et al.
(2021), Nomi and Sabbir (2020), and Tan et al. (2020), indicated that
encouragement from surrounding sources, such as financial advisors, family,
peers, and friends, will go a long way in motivating people to purchase life
insurance. In addition, some advertisement from financial institutions and

the media will also increase the LID.

Lastly, FL and LID also show a significant positive relationship in this study.
The coefficient of FL is 0.217, which indicates that when FL increases by 1,
the estimated LID will increase by 21.7%. Djoni and Rahardjo (2021), Laing
etal. (2016), Lim et al. (2020), Linetal. (2017), and Wang et al. (2020) also
support that FL has a significant positive effect on LID. This is due to higher

financial literacy will result in consumers’ ability to more understand and
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appreciate the importance of life insurance, and therefore the LID will

increase consequently.

4.5 Conclusion

In brief, this chapter present the results of each variable using SPSS software in in
tabular form and pie charts. Afterwards, this chapter summarize a clear explanation
of the data analysis for reviewers to understand. In the following chapter, the
findings will be discussed further, and a summary of the entire study will be

provided.

46



The Determinants of Life Insurance Demand In Malaysia
During COVID-19 Pandemic

CHAPTER 5: DISCUSSION, CONCLUSION AND
IMPLICATIONS

5.0 Introduction

This chapter provides a critical discussion of the finding, and the remaining parts
are the implications of study, the limitations of this study and recommendations for
future work, as well as the final conclusions of this study.

5.1 Discussion of Major Findings

The purpose of this research is to look into the factors that influence life insurance
demand in the Malaysian market during the pandemic period. In this study,
researchers focused on factors such as perception of life insurance benefits, risk
perception, subjective norms, and financial literacy. According to the regression
results, perceptions of life insurance benefits, risk perception, subjective norms, and

financial literacy have a relative impact on the life insurance demand in Malaysia.

One of the major findings of this study is the life insurance demand and subjective
norms have a strong correlation, as well as a significant positive relationship
between these two variables with a beta coefficient of 0.185. This is perfectly in
line with the reality of the Malaysian insurance market, where insurance contracts
are passively purchased through the advice and persuasion of distribution channels
such as agents or consultants, rather than buyers actively seeking products (Teng,
2021). The process of purchasing an insurance product is different from the process
of purchasing a regular product because the terms and content of insurance are
complex and confusing. Insurance products are designed for each individual and
are not a commercial product. The buying process requires a certain level of
knowledge, and the process must be supported by an intermediary, such as a

financial advisor.
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Besides, it is well known that Asian consumers place more emphasis on family
values, while Westerners emphasize individual rights. As a result, Asians are more
likely to purchase life insurance by getting advice from those around them to protect
themselves and their loved ones from financial loss due to unforeseen events. This
result is consistent with Nomi and Sabbir (2020), which suggests that the primary
motivation for purchasing life insurance is to protect family members. Thus, the
Asian cultural environment allows subjective norms to strongly contribute to the
demand for life insurance in the event of a pandemic. Accordingly, when there are
Malaysians who have the intention to purchase life insurance, adding one unit to
the subjective norms will have a facilitative effect of 0.185 units to their actual

purchase behaviour.

Moreover, risk perception and life insurance demand are also significantly and
positively correlated in this study. This result may be due to the fact that a large
proportion of the respondents who participated in this study were 18-30 years old.
According to Dunsavage (2021), life insurance has attracted a lot of attention from
young Malaysian consumers due to the pandemic. The growth in interest can be
explained by the fact that young people are more likely to have minor children. In
addition, if they die, there will be more outstanding mortgage debt to cover.
Furthermore, the Malaysian government launched the Perlindungan Tenang
Voucher (PTV) program in 2021, offering a RM50 voucher developed specifically
to incentivize young people, young families and the B40 family group to purchase
life insurance (Tan, 2021). This may lead Malaysians to purchase life insurance for
themselves and their family as a kind of protection in these uncertain times, as they
can use the vouchers to reduce their spending on purchasing life insurance.
According to Linnerooth-Bayer et al. (2019), people are more willing to insure
when the cost of purchasing insurance is, on average, lower than the expected loss
to the consumer, and significantly lower than the expected loss during a pandemic.
Accordingly, the increase in risk perception among Malaysians will be able to boost
the demand for life insurance in Malaysia.
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5.2 Implication of Study

Based on the study’s findings, it may be useful to different parties. In order to
achieve the government's target of having a 75% penetration rate of life insurance
in Malaysia (Krishnan, 2020), the government will therefore be the first important
party. Through this study, the government can understand the important variables
that affect the life insurance demand in Malaysia during the pandemic period.
According to the findings, financial literacy had a significant impact on Malaysia's
demand for life insurance during the COVID-19 pandemic. This result implies that
the government should improve the financial literacy of consumers, especially
through financial education programs. The government could provide free
educational programmes that inspire consumers to manage their resources wisely,
as well as ways to invest and save. These programmes may encourage people to
engage in certain forms of planning, such as life insurance planning. Additionally,
the government may also encourage people to subscribe to a financial newsletter
from a reliable source. It was created to help consumers advance their financial path

by providing knowledgeable advice.

Besides, this study has found a positive relationship between risk perception and
life insurance demand. In Malaysia, the government has a strong influence on
raising public awareness of risk. On behalf of insurance companies, the government
can actively promote the perceived risks and protections offered by life insurance
to increase the consumers’ risk perception. The government can inform and educate
the public to reduce financial risks by having life insurance. For example, the
government can increase the penetration of life insurance in Malaysia by hosting
regular financial podcasts. Podcasts can be an excellent way for consumers to obtain

financial news and thus increase awareness of life insurance.

Moreover, this study also confirms that both perceptions of life insurance benefits
and subjective norms are positively correlated to the demand for life insurance. The
results could give insurance companies an idea to implement training programmes
for their staffs, particularly those in the sales division, to increase product and brand

promotion in order to influence consumers' perceptions of life insurance product
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benefits, a move that may benefit their customer outreach and capture a diverse
range of those in need of life insurance. Furthermore, insurers should also ensure
that their agents have the expertise to fully understand insurance policies and
communicate accurate insurance policy information to consumers. In this regard,
insurers can periodically review their agents for up-to-date knowledge of insurance
policies and claimable benefits. Agents are a great source of increasing an
individual's knowledge about life insurance products. When agents have the
expertise and up-to-date insurance information, they can better influence and
persuade consumers to purchase the most suitable type of insurance, thereby

increasing consumer demand for life insurance products.

5.3 Limitations of The Study

Some limitations were identified while doing this study. The first limitation is that
there are only four independent variables, which are perceptions of life insurance
benefits, risk perception, subjective norms, and financial literacy, used in this study
due to time constraints. These four independent variables may not examine all
possible determinants of life insurance demand in Malaysia during the Covid-19
pandemic because the R? value in this study is only 0.543, which means that only
54.3% of the independent variables have an impact on the dependent variable. In
other words, this study may have overlooked other important factors that could also
have a significant impact on consumers' decisions to purchase life insurance during

COVID-19. Hence, there is much room for improvement in research models.

Furthermore, the second limitation of this study is the unbalanced results of the
demographic information, also known as sampling bias. The data for this study were
collected using snowball sampling, which is a non-probability sampling technique.
The main reason for selecting this method of data collection was due to the time
constraints of this study, as non-probability sampling methods would be more time
efficient. However, the limitation of snowball sampling is that it will lead to
sampling bias because the sample respondents were not selected from the sampling

frame. According to the result of descriptive analysis, the majority of respondents
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were between 18 to 30 years old (70.8%) and generally have the educational
qualification of bachelor’s degree (62.2%). In addition to this, the majority of the
responses received were single (76.3%). Life insurance is not just for the highly
educated or the younger generation of consumers. Even single and married people
can also have very different views of life insurance demand. Therefore, the results
of this study are not representative of all citizens in Malaysia, and the sampling bias

may lead to inaccurate results.

5.4 Recommendations for Future Research

The following are some recommendations that could be used to overcome the
limitations of the study. Firstly, other suitable independent variables such as saving
attitude, precautionary motives, and self-efficacy can be included in future studies
to address the issue of factor constraint. If future researchers include other
significant independent variables in their study to examine the demand for life
insurance, and the dependent variable can be adequately explained by the newly
added independent factors., they may achieve a higher R2, which will reduce the
proportion of remaining explanation, therefore better results can be obtained.

Besides, future researchers may try utilising other sampling methods to acquire data
to overcome the problem of uneven results for demographic information. It is
suggested that future researchers may decide to use probability sampling methods
rather than non-probability sampling methods. This is due to the fact that probability
sampling techniques have a greater degree of generalization to the population and
equal chance of selection for every member of the population. In this study,
researchers found that most respondents were from the younger generation, highly
educated, and single, thus the results obtained may not reflect the view of the entire
Malaysian population. Future researchers are therefore encouraged to ensure a
balance of sampling elements when obtaining data, which must be collected equally
from respondents with different demographic profile. Although the process of
obtaining the sampling frame may be time consuming and costly, the data will make

the results of the study more accurate and reliable.
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Lastly, time constraints are always a major problem for researchers in this study.
To deal with this issue, future researchers will need to make careful scheduling

plans before beginning their research.

5.5 Conclusion

In summary, this chapter has discussed the major findings of the variables in the
previous chapter. Additionally, the implications of this study for different aspects
such as the government and insurance companies are also being discussed. Lastly,
researchers also listed the limitations of this study and provided some suggestions

to help future scholars conduct further research on the topic.
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APPENDICES

Appendix 3.1 Survey questionnaire

SECTION A: DEMOGRAPHIC QUESTION

In this section, we would like you to fill in your personal details. Please tick (v')
the following answer box for each question.

1. Gender

O Male O Female

2. Marital Status

O Single O Married O Widowed [ Divorced

3. Age:

018-30
[031-40
[041-50
051-60
1 Above 60

4. Educational Qualifications

L SPM L1 Master’s degree
O STPM O PhD
O Diploma O Others:

O Bachelor’s degree

5. Income level

J Below RM1,000
0 RM1,000 - RM3,000
0 RM3,001 — RM5,000
0 RM5,001 - RM7,000
0 Above RM7,000
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SECTION B: Independent Variables

Please indicate the extent to which you agreed or disagreed on the following

question by using 5 points Likert sc

ale:

Strongly Disagree = 1, Disagree = 2, Neutral = 3, Agree = 4 and Strongly Agree =5

Please circle one number to indicate the extent to which you agree or disagree with

the following question

Strongly | Disagree | Neutral | Agree | Strongly
Disagree Agree
1) ) (©) (4) (©)
Perception of Life Insurance Benefits
I would drive my demand for life
insurance mainly _based_ on my 1 5 3 4 5
perception on life insurance
benefits.
I_ha\_/e apositive perception towards 1 9 3 4 5
life insurance benefits.
| feel the guaranteed death benefit
in life insurance policy is the 1 2 3 4 5
critical design element.
_I think that life _insurance is 1 9 3 4 5
important for protection needs.
| think that life insurance could
delivers livelihood expenses after 1 9 3 4 5
the insured’s death to financially
protect his/her loved ones.
I am satisfied with the ‘savings
plans’ advantages provided under 1 2 3 4 5
the life insurance policy.
Risk Perception

| am a risk-perception person. 1 2 3 4 5
| believe that COVID-19 has
serious negative consequences on 1 2 3 4 5
my life.
| Dbelieve that COVID-19 is 1 9 3 4 5
extremely harmful.
| think I am at risk of contracting 1 9 3 4 5

coronavirus.
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| think getting sick with the
coronavirus can be serious.

| think I am at risk of losing my job
due to the recession caused by
COVID-19.

Subjective Norms

My family would encourage me to
purchase a life insurance policy.

1

2 3 4

My friends who are important to me
would want me to purchase a life
insurance policy.

My  colleagues/peers ~ whose
opinions | value would prefer that |
purchase a life insurance policy.

| often consult other people who
have experience on the usage of life
insurance to help me choose the
best insurance product.

| would buy life insurance from an
insurance agent if the agent was
recommended by significant other.

Mass media advertising for life
insurance products would drives me
to consume life insurance products.

Financial Literacy

| understand how life insurance

work. 1 2 3 4
| understand that life insurance

s . 1 2 3 4
provides claims for death.
I understand that life insurance
provides claims for total permanent 1 2 3 4
disability.
_I am aware of the importance of life 1 9 3 4
insurance.
| am actively managing my
financial for life  insurance 1 2 3 4
planning.
| understand that life insurance is an 1 5 3 4

essential in our financial planning.
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SECTION C: Dependent Variable

Please indicate the extent to which you agreed or disagreed on the following
question by using 5 points Likert scale:

Strongly Disagree = 1, Disagree = 2, Neutral = 3, Agree = 4 and Strongly Agree =5

Please circle one number to indicate the extent to which you agree or disagree with
the following question.

Strongly | Disagree | Neutral | Agree | Strongly
Disagree Agree

1) 2) 3) (4) ©)

Life Insurance Demand

Purchase a life insurance policy is
a “must” in my life cycle to 1 2 3 4 5
prevent an emergency.

| tend to be more eager to
purchase a life insurance policy if 1 2 3 4 5
| suffer from health diseases.

Purchase life insurance would
provide me with future protection.

I would purchase life insurance to
reduce  my  pressure  for 1 2 3 4 5
uncertainty.

| need life insurance to maintain
the living standard of my family if 1 2 3 4 5
anything happens to me.

To me life insurance is just “nice
to have”.

Appendix 4.1 Reliability statistics for perception of life insurance benefits (PB)

Case Processing Summary

M %
Cases  Valid a4 100.0
Excluded? 0 0
Total g4 100.0

a. Listwise deletion based on all
variables in the procedure.
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Reliability Statistics

Cronbach's
Alpha

M of tems

781

6

item-Total Statistics

Scale Corrected Cronbach's
Scale Mean if Variance if [tern-Total Alpha if ltem
[term Deletad [term Deletad Correlation Deleted
FE1 20.8516 4873 5588 742
FB2 20.8698 4573 621 724
FE3 208281 4,750 Nt 7349
FE4 20.6458 4.913 &30 .748
FES 207318 4.651 518 750
FEEG 20,8557 4,758 412 783
Appendix 4.2 Reliability statistics for risk perception (RP)
Case Processing Summary
M %
Cases Valid aed 100.0
Excluded? 0 0
Total aed 100.0
a. Listwise deletion based on all
variahles inthe procedure.
Reliability Statistics
Cronbach's
Alpha M of tems
793 ]
item-Total Statistics
Scale Caorrected Cronbach's
Scale Meanif Wariance if [tem-Total Alpha if ltem
Item Deleted Item Deleted Carrelation Deletad
RP1 20,3516 7.043 380 800
RP2 20,4193 5.989 Nilald 733
RP3 20.2500 6.685 B&2 a0
RF4 20.3255 6.272 AN TGT
RP5 20,2188 6.683 585 7ha2
RF& 20,322 6.715 a3 Fa2
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Appendix 4.3 Reliability statistics for subjective norms (SN)

Case Processing Summary

M %
Cases Valid a4 100.0
Excluded? 0 0
Total 384 100.0

a. Listwise deletion based on all
variables inthe procedure.

Reliability Statistics

Cronbach's

Alpha M of tems

854

g

tem-Total Statistics

Scale Corrected Cronbach's
Scale Mean if Wariance if [term-Total Alpha if tem
Iterm Deletad Iterm Deletad Carrelation Delatad
SM1 15.9818 10.451 AT2 842
SM2 20.2604 9.467 Rilitd 825
SM3 20.2161 9.084 781 .80z
Sh4 20.2865 9244 Nty 826
SME 20,0417 10.620 A3z 848
SME 20.3984 9,285 644 830

Appendix 4.4 Reliability statistics for financial literacy (FL)

Case Processing Summary

M %
Cases Valid a4 100.0
Excluded? 0 0
Total 384 100.0

a. Listwise deletion based on all
variables inthe procedure.

Reliability Statistics
Cronhach's
Alpha M oof ltems
83T B
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Itemn-Total Statistics

Scale Caorrected Cronhach's
Scale Mean if Variance if [tem-Total Alpha if ltem
[tem Deleted [tem Deleted Correlation Deleted
FL1 21.00582 7.389 458 847
FLZ2 20.8568 7.423 63z 807
FL3 20.8203 7.584 609 812
FL4 207734 7.528 664 803
FL& 21.0313 £.448 668 801
FLG 20,8297 7162 16 791

Appendix 4.5 Reliability statistics for life insurance demand (LID)

Case Processing Summary

M %
Cases  Valid g4 100.0
Excluded® 0 0
Total g4 100.0

a. Listwise deletion based on all
variahles inthe procedure.

Reliability Statistics

Cronbach's
Alpha

M of tems

828

6

tem-Total Statistics

Scale Corrected Cronbach's
Scale Mean if Wariance if [term-Total Alpha if tem
Iterm Deletad Iterm Deletad Carrelation Delatad
LID1 20.8203 5.986 AT 806
LID2 20.8880 5734 G637 792
LID3 207917 5.993 B70 7849
LID4 20.8854 5543 698 J74
LID5 20.8438 5.902 633 794
LID& 21.122 6.071 425 842
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Appendix 4.6 Pearson correlation coefficient analysis result

Correlations
FB RF SN FL LID

PB Pearson Correlation i G54 5817 6547 638

Sig. (2-tailed) 000 .0oo .0an 000

I 384 384 384 a4 384
P Pearson Correlation AR4 1 533 473" 5427

Sig. (2-tailed) 000 000 000 000

I 384 384 384 384 384
SM Pearson Correlation 581 IEED 1 AT6 &10°

Sig. (2-tailed) .000 000 .0an 000

I 384 384 384 a4 384
FL Pearson Correlation 654 4737 ET6 1 6207

Sig. (2-tailed) 000 000 000 000

I 384 384 384 384 384
LID Pearson Correlation B3 5427 &0 &207 1

Sig. (2-tailed) .000 000 .0oo 000

I 384 384 384 a4 384

** Correlation is significant at the 0.01 level (2-tailed).
Appendix 4.7 Multiple linear regression analysis result
Model Summ'ar];f3
Adjusted R Std. Error of
Maodel R R Square Sguare the Estimate
1 7a7d 643 h38 32367
a. Predictors: (Constant), FL, RP, SN, PB
h. DependentVariable: LID
ANOVA®
Sum of

Madel Squares df Mean Square F Sig.
1 Regression 47.270 4 11.817 | 112.8M1 .o0o0o®

Residual 39,705 a7a A05

Total B6.874 383

a. DependentVariable: LID
h. Predictors: (Constant), FL, RP, SN, PB
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Coefficients®
Standardized
nstandardized Coefficients Coefficients Collinearity Statistics
Madel B Std. Error Beta 1 Sig. Tolerance YIF
1 (Constant) T30 72 4237 000
PB 282 0a7 253 4682 .00o A70 2124
RP 152 042 60 3.642 000 622 1.608
Sh 185 036 238 5104 000 AR50 1817
FL 217 044 241 4,969 .00o A1 1.958

a. DependentVYariahle: LID
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CHAPTER 1: RESEARCH OVERVIEW

1.0 Introduction

This chapter focus on a brief overview to the insurance industry and its products.
From the research background of the study, some background of the insurance
industry and insurance products can be understood. This study will then also attempt
to examine and discuss the problem statement while setting the research objectives
and listing the research questions to ensure that this study follows the sequence. In
addition, the significance and contribution of this study will also demonstrate the
importance of this study to academics, policy makers, and industry. Finally, at the

end of this chapter, there will be a conclusion.

1.1 Research Background

Insurance was one of the earliest and well-known financial items. but often people
are quite wary of and will not acquire insurance under their own volition.
Individuals who are subjected to certain risks might obtain insurance to safeguard
themselves financially from the implications of a specific incident. It was a form of
security, particularly in monetary terms, in the case of a tragedy. Despite the
unpredictability of life, insurance can protect individuals and reduce their financial
losses in case of unforeseen events (Loke & Goh, 2012). Besides, insurance is a
tool designed to deliver protection coverage for individuals and businesses from
specific risks, and to preserve their possessions and livelihood. Individuals and
organizations nowadays have financial protection in the event of accidents,

destruction of property, or the premature loss of the sole earner (Razak etal.,2014).

Malaysia's insurance business was separated into general insurance and life
insurance (Bank Negara Malaysia, n.d.). General insurance is a type of non-life
insurance product that does not cover the life of an insured. The general insurance

products were divided into commercial lines, which were created for corporations,




and personal lines, which were designed for the public. In commercial lines, it
involved liability, fire and burglary, marine and aviation insurance (Persatuan
Insurance Am Malaysia, n.d.). Thus, general insurance was bought by corporations
to indemnify third parties for actions in which the insured is subject to liability
(Loon et al., 2019). Besides, under personal lines, it covered motor insurance,
personal accident insurance, medical and health insurance, fire or house owner's
insurance (Ng et al., 2018). Medical and health insurance protects individuals
financially from health consequences (Selamat et al., 2020). According to
Prudential Assurance Malaysia Berhad (n.d.), the medical card supports
hospitalization and surgery expenditures, along with critical sickness. Hence,
general insurance in personal lines addressed the insured’s financial risk of

unintentional injury and death (Razak et al., 2014).

Life insurance intends to financially protect the insured, the insured’s family,
lenders, and others in the loss of the insured's earnings potential in the occurrence
of their death or permanent disability (Razak et al., 2014). There are few examples
of life insurance which are term life insurance, whole life insurance, investment-
linked life insurance, endowment life insurance, and life annuity plans (Beck &
Webb, 2003). In the event that the primary wage earner passes away, life insurance
can be used to pay for long-term expenses, including existing debts, medical
expenses, college tuition for children and spouse's retirement expenses (Loon et al.,
2019). Life insurance allows people to preserve income whilst still insuring
themselves from personal financial risks. Thus, it serves a substantial portion in
individuals and families’ funding throughout their livelihoods (Zakaria et al., 2016).
In contrast, Malaysians rather overlook the significance of life insurance as per the
report by the head of Life Insurance Association of Malaysia (LIAM), which
showed that more than 50% of Malaysians are excluded from life insurance
coverage. Nearly 90% of those who are covered don't even have adequate financial
protection for themselves and their loved ones (Krishnan, 2020). Financial experts
and executives from life insurance companies assume that most people are
unwilling to invest in life insurance as they don't realize the basic advantages of life

insurance as a personal hedging tool (Mahdzan & Victorian, 2013).




The significance of life coverage in the context of the high growing number of death
cases during the Covid-19 pandemic in Malaysia has prompted life insurance being

selected as a study area within the insurance business.

Figure 1.1: The COVID-19 deaths in Malaysia for all time
COVID-19 Deaths by Date of Death
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Source: Ministry of Health Malaysia (2022)

In the framework of general insurance, personal lines products such as medical and
health insurance, as well as motor insurance covered personal incidents and
accidents (Persatuan Insurance Am Malaysia, n.d.). Workplace accidents are indeed
being compelled to be reduced as a result of the Malaysian government's
implementation of work from home restrictions during the Movement Control
Order (MCO) period (Vyas & Butakhieo, 2020). Moreover, medical and health
insurance covers basic hospitalization and operation expenses, rather than entire life
as well as pandemic coverage. As the treatment costs for pandemics, such as Covid-
19. are typically excluded in medical and health insurance (MHI) policies, thus the
sector is looking into other methods to aid Malaysians in fighting against the disease
(Raj, 2021). In addition, Malaysians were obliged to stay home due to social
distance limitations, and there was an assumption of less concerns on motor
insurance throughout the Covid-19 pandemic. In essence, the road accidents cases
in Malaysia have founded to be fallen by 70% during the MCO period because of

fewer motor vehicles abroad (Bernama, 2020).




On the other hand, life insurance neither only delivers financial assistance to
relatives, but also provides tax benefits, allowing policyholders to maximize their
investment gains in a perpetual life insurance policy (Gao & Ulm, 2015).
Additionally, life insurance policies serve with the choice of receiving rapid income
whilst insured is still living, as well as provide reimbursement following the
insured's death (Monaco & Pierce, 2015). As per Sommers, Gawande, and Baicker
(2017), the cash value of life insurance policies could be accessed during
emergencies. General insurance financially protects an individual from a non-life
perspective, whereas life insurance provides financial protection and savings
against an individual’s life (Md & Kasim, 2014). In short, it is essential to boost the
life insurance adoption rates so that fewer individuals and their loved one’s struggle
from financial loss at their death or permanent disability, along with lost income

owing to unemployment during the Covid-19 pandemic.

1.1.1 Past Studies

Based on the previous studies, numerous authors have conducted research to study
the determinants of life insurance demand in the MENA region (Zerriaa &
Noubbigh, 2016), Tunisia (Zerriaa et al.,2017), India (Dash, 2018), Malaysia (Loon
et al., 2019) as well as Central and Southeastern Europe (Kjosevski, 2012). He
(2020) and Mai et al. (2020) have studied the behaviours of purchasing life
insurance in Vietnam and China respectively. Both authors found that financial

literacy would increase the intention to purchase life insurance.

Besides, Lin et al. (2017) and Wang et al. (2020) conducted research on how
financial literacy affects the life insurance demand. Mahdzan and Victorian (2013)
examined the relationship between savings motives with life insurance demand and
financial literacy. A number of authors also recognized that financial knowledge
would affect the factors that influence Malaysians' demand for life insurance
(Dragos et al., 2020; Lim & Mohidin, 2020; Lin et al., 2017). Furthermore, Kabrt
(2021) investigated that people with higher education levels and income

demonstrate more pension funds rather than life insurance. Also, vast studies have




tested empirically the relationship between the income level and life insurance

demand (Fang & Kung, 2020; Hassan, 2022; Nainggolan & Soemitra, 2020).

Moreover, a study of demand for life insurance and its determinants at households’
levels was conducted by Hagos et al. (2019). Ampaw et al. (2018) has also studied
the determinants of life insurance among male and female households in Ghana.
Meanwhile, a study was conducted on the analysis of demand for life insurance
(Abdullah, 2012). Nomi and Sabbir (2020) have also conducted a related study on
the factors that affect consumers' intention to buy life insurance. Other than that,
Luciano et al. (2015) have assessed the impact of microeconomic factors for men
and women in purchasing life insurance. Some authors have also examined how
social, demographic, and economic factors affect the demand for life insurance

(Dragos et al., 2017; Shahriari & Shahriari, 2016).

From previous studies, little is known about the relationship between infectious
diseases and consumers' life insurance buying behaviour. Since the Covid-19
outbreak provides an appropriate scenario for exploring this topic, the determinants
of life insurance demand during the pandemic will be further discussed in this study

to fill the above-mentioned gap.

1.2 Problem Statement

This study’s main focus is on the determinants affecting consumer demand for life
insurance in Malaysia during the pandemic. The main function of life insurance is
to offer financial security for individuals and families. When a family's primary
earner dies prematurely, the loss of income can have dire financial consequences
for surviving family members. By paying a defined benefit, life insurance mitigates
the possible financial loss caused by the insured's death (Meko et al., 2018). Based
on the fact that the Covid- 19 crisis is still having a substantial impact on individuals,
societies, businesses, and the global economy, it is also known that Malaysia is still
dealing with the third wave of Covid-19 infections (Hashim et al., 2021). Over

30,000 coronavirus-related deaths have been reported since the pandemic began in




Malaysia, and this number continues to rise (Ministry of Health Malaysia, 2022).
Thus, life insurance plays a critical role in personal and family financial planning
because it serves as a hedge against the financial uncertainty created by the risk of

death to which an individual is exposed (Griindl, 2016).

In the past two years, the Covid-19 pandemic has affected the labour market and
caused significant economic hardship for workers as many small and medium-sized
industries (SMEs) have closed (Vaghefi & Yap, 2021). In addition, there were
health risks associated with jobs that did not allow work from home, and those
frontline workers and service workers were at great risk (Tomer & Kane, 2020).
Although it is important to have life insurance as a necessary protection plan,
compared to developed Asian countries, developing economies such as Malaysia
generally have lower overall life insurance density and penetration rates (Low et al.,
2021). According to Life Insurance Association of Malaysia (LIAM) reported that
the life insurance penetration in Malaysia has hovered at 54% for the past five years,
meaning that about half of Malaysians are not insured against unpredictable life
events (Krishnan, 2020). Excluding those with multiple life and takaful policies,
this number may be further reduced to about 41% of the insured and it is still a long
way from the 75% target set by the government (Bernama, 2022). In addition, only
4% of households in the low-income group have some forms of life insurance or
Takaful (Krishnan, 2020). Thus, this will be a cause for concern as the rate of life

insurance intrusion has not increased as dramatically as expected.

Moreover, according to John (2021), because of this pandemic, many people now
consider sustainable financial and health protection plans to be critical to protecting
themselves and their loved ones from unforeseen circumstances. In other words,
life insurance is slowly moving out of the afterthought, with more and more people
willing to adjust their savings and budgets to enroll in life insurance or Takaful plan
or expand their coverage. Based on the 2020-2021 Global Consumer Study from
ReAffirm Life found that young Malaysians in particular have been influenced to
some extent by Covid-19 in their lifestyles and perceptions of life insurance (“More
Malaysian Youth,” 2021). However, the interviews conducted by Faber Consulting
with Zurich Insurance Group from September 2020 to October 2020, showed that

respondents generally agree that the Covid-19 pandemic has helped increase
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insurance awareness, but few believe this increased awareness will translate into
increased demand (Faber, 2021). In addition, a survey on the impact of the
pandemic on protection, commissioned by Zurich, found that 84% of respondents
in Malaysia observed that the Covid-19 pandemic has led to a greater awareness of
the importance of insurance protection, but the increased awareness has not
translated into action since more than a third (38%) of Malaysians still do not have
any form of insurance coverage (Murugiah, 2021). Accordingly, the main objective
of this study is to identify the factors that influence consumer demand for life

insurance.

1.3 Research Objectives

1. To determine how perception of life insurance benefit will influence life
insurance demand.

2. To determine how risk perception will influence life insurance demand.

3. To determine how subjective norm will influence life insurance demand.

4. To determine how financial literacy will influence life insurance demand.

1.4 Research Questions

1. How does perception of life insurance benefit influence life insurance demand?
How does risk perception influence life insurance demand?

How does subjective norm influence life insurance demand?

= WM

How does financial literacy influence life insurance demand?

1.5 Significant of Study

The study’s finding will contribute to the existing literature and provide key policy
prescriptions for practitioners and policy makers such as Bank Negara Malaysia

(Central Bank of Malaysia), Malaysian Insurance Institute (MII), Life Insurance
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Association of Malaysia (LIAM), insurance companies and agents, and academic
institutions that provide insurance courses in implementing their strategies to raise

penetration rate of life insurance in developing countries.

The government can first understand the current situation by referring to this study
and then identify and consider better various policies for Malaysians to support the
insurance industry in developing country during the pandemic. Besides, this study
could provide a better understanding of the insurance needs of Malaysian citizens
and the trends in insurance needs in Malaysia during the pandemic. It will assist the
insurance industry innovative new products and services to protect individuals,

families, communities and businesses from potential risks.

Furthermore, this study shall provide the insurance interest analyst to improve the
efficiency of the product between both insurers and consumers, and then reach a
balance between each other. Also, the insurance agents could provide the best
financial planning solutions to meet the needs of their clients to prevent mis-selling

of insurance leading to a decline in consumers' confidence and trust in insurance.

Last but not least, this study could benefit academics and educators by providing
them with comprehensive information and vast understanding about the intentions
of influencing buyers in related aspects. As there have been few research
publications in the subject of insurance in the past, this study is committed to future
research, particularly on the behaviour of life insurance purchases during infectious
diseases. As a result, they may derivative it and publish more papers on the related

topics and benefit the crowd.

1.6 Conclusion

The study's background has been properly explained and illustrated in this chapter.
The problem statement, the research objectives and questions, and the significance
of the study have been discussed in the study overview. The remainder of this paper

is arranged in the following order. Chapter 2 presents the literature review. It




reviews past researchers who have been using empirical studies to conduct work
related to the topic of this project. Chapter 3 describes the research methodology. It
provides details on how the study evaluation was conducted, as well as an overview
of the research methods used. The results of the empirical study and hypothesis
testing are presented in Chapter 4. In Chapter 5, conclusions are drawn by
summarizing and discussing the main findings, research limitations and

implications, and recommendations for future work.




CHAPTER 2: LITERATURE REVIEW

2.0 Introduction

This chapter discusses a comprehensive review of the relevant theoretical models.

Then, the correlation between life insurance demand and each independent variable

will be reviewed from previous literature. Finally, a conceptual framework is

provided around the objectives and questions of the study.

2.1 Underlying Theory

2.1.1 Theory of Reasoned Action

Several studies have been undertaken to study insurance purchasing
decisions using the theory of reasoned action (TRA). Hastings and Fletcher
(1983) were among the first to apply the model of Fishbein and Ajzen (1975),
which contends that life insurance purchases may be predicted by
behavioural intentions, to assess the TRA model's relevance in the insurance
field. Since intention influences an individual's actual behaviour, it seems
acceptable to use TRA to investigate a customer's intention to purchase life
insurance. Thus, behavioural attitudes and social factors, as well as

subjective norms, might explain this behavioural purpose.

According to the TRA, attitude and subjective norms all influence intention.
Attitude refers to a person's perception about a particular behaviour, which
can have a positive or bad impact on their lives. Subjective norms analyse
societal forces to do or refrain from performing a specific behaviour. Thus,
the TRA explains the psychological control process that occurs while

purchasing insurance, in which demand for life insurance is motivated by
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attitudes toward the pursuit of subjective norms. In other words, the clearer
the consumer's understanding of the insurance product, the more positive
the consumer’s attitude, the stronger the motivation to purchase, and the

clearer the purchaser's intention to buy life insurance.

Previous study has discovered that people's perceptions about products and
services are influenced by their various attributes and benefits. In other
words, people's attitudes about a product or service are influenced by the
benefits they perceive from it (Gautam & Kumar, 2012). In the case of life
insurance, a positive view of life insurance is predicted to increase the desire
to obtain life insurance (Litterer, 1965 as cited in Lim et al., 2020), since in
order to make the appropriate decision, especially during the pandemic,
when incomes are decreases, consumers must consider whether life

insurance is valuable or not.

Meanwhile, in the TRA model, the findings of Ajzen (1991), Quintal et al.
(2010), and Sandra et al. (2020) reveal that risk perceptions influence
behavioural intentions. According to Slovic et al. (1977), the decision-
making process for insurance needs is premised on the fact that if
individuals believe that there is a potential problem or believe that the
probability of an event occurring is low, they may not take the necessary
steps to mitigate potential losses. Therefore, individuals will not purchase
life insurance if they believe that the COVID-19 risk does not cause them a

large loss.

Subjective norms are individuals' perceptions of the most important people
in their lives, such as family, close friends, and co-workers, who think they
should or should not act in a specific manner (Fishbein & Ajzen, 1975).
Family members, friends, and co-workers may be regarded as the reference
group that will impact customers' purchasing decisions. A consumer will
strive to fit in with the group norm as a member of the group. If the reference
group feels or thinks positively about purchasing life insurance, consumers

will feel inspired to follow and are more likely to intend to do so. Hence,
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during the pandemic, if people around consumers think that consumers

should buy life insurance, consumers will be influenced to buy life insurance.

Furthermore, Ajzen (2008) also mentioned that, in addition to the initial
TRA variables, the TRA is open to the insertion of additional predictors, but
that predictors must fulfil extra requirements. Predictors should be
behaviour-specific, conceptually independent of existing predictors of TRA,
and potentially causative elements for the behavioural intention or actual
behaviour being measured. Based on Huston (2010), financial literacy
examines particular financial knowledge, which is different from what was
initially assessed by the TRA factor. As a result, financial literacy fits all the
criteria and may be included as a predictor. With respect to life insurance,
people with greater financial literacy can better understand how life
insurance works and how it operates, and thus may be willing to buy life

insurance during the pandemic.

Therefore, the focus of this study is to examine the determinants that
influence the demand for life insurance during the pandemic period. TRA
will assist in the research of those behavioural factors that influence
individuals' buying decisions in Malaysia, with the belief that individuals
would have different purchase behaviours depending on the different
behavioural factors. Thus, the key advantage of using TRA is gaining a

deeper understanding of the factors that drive the demand for life insurance.

2.2 Review of Variables

2.2.1 Dependant variable: Life insurance demand

Life insurance is a contract between the insured and insurer represented by
a policy (Kagan, 2021). Individuals purchased life insurance as a backup

plan due to the uncertainty of psychology and concern for themselves or
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their family members if any emergency event occurred unexpectedly (Jahan
& Sabbir, 2018). According to a research from Kenya, life insurance
provides a sense of security and peace of mind in uncertainty to its
consumers (Haushofer et al., 2017). An insured would purchase life
insurance purposely to ensure their family members can receive an income
source to maintain their living standard after his disability or death (Beck &
Webb, 2003, Mahdzan & Victorian, 2013). For example, the insured does
not need to worry about their children’s education as well as income sources

after an unexpected incident happened.

Traditionally, life insurance is purchased so that the beneficiary receives a
specific amount of money to cover the deceased's burial expenses. However,
the importance of life insurance has expanded in recent years (Mahdzan &
Victorian, 2013). Life insurance also functions for the insured to accumulate
their wealth in a contractual and disciplined way for a long-term duration
(Beck & Webb, 2003). According to Lee (2021), an individual should take
life insurance as a holistic financial planning strategy. The solution and
premium required for life insurance will change according to individuals'
life stages and their financial situation (Lee, 2021). For instance, the life
insurance structure of an individual who has children and is unmarried is

different.

Many factors may affect the decision of an individual to purchase life
insurance. For example, the current interest rate, inflation rate, or any
economic factors will become an affecting factor for purchasing decisions
(Elango & Jones, 2011; Lim & Haberman, 2003; Sawadogo et al., 2018).
Additionally, individual and demographic factors and behavioural biases
will also affect the consumer demand for insurance (Outreville, 2014;
Shahriari & Shahriari, 2016). This study tends to highlight the influence of
financial literacy, subjective norms, perception of life insurance benefits,
and risk perception on the demand for life insurance among Malaysians

during the Covid-19 pandemic.
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2.2.2 Independent variable: Perception of life insurance

benefits

The purpose of life insurance is to protect the dependents of the family from
financial hardship in the event of the death of the primary earner, such as
covering long-term expenditures (Loon et al., 2019). Based on Sommers et
al. (2017), the accumulated cash value of life insurance policies can be
accessed for emergencies. Thus, life insurance companies must raise
consumer’s knowledge of life insurance advantages through unique
products in order to meet family's financial emergencies from unforeseen
risks and uncertainties in the present Covid-19 pandemic outbreak (Tanti et

al.,2021).

According to Jervis (2017), individual's purchasing actions are thought to
be motivated by their personal perceptions. As life insurance policies
provide intangible advantages at the time of sale, consumers must be
motivated and persuaded to grasp the benefits of life insurance during the
Covid-19 pandemic (Low et al., 2021). Besides, the demand for life
insurance might be increased as positive reviews on their benefits increased
(Widyanto & Saleh, 2018). The finding is in line with Alhassan and Biekpe
(2016), who found that the perception of life insurance advantages has a
considerable beneficial impact on life insurance consumption. The findings
revealed that consumer’s perceptions of life insurance benefits have a

considerable impact on its demand.

Moreover, consumer’s perception refers to the process by which consumers
organize, analyse, and construct meaning to particular stimulus. Individual
perceptions formed in response to similar stimuli would change their
perception on life insurance benefits (Sendow, Mangantar & Gunawan,
2022). A favourable association between consumer perceptions of life
insurance benefits and demand for life insurance was confirmed by the study
of Dodamgoda and Canagasabey (2019). In addition, the consumer's

perception of life insurance advantages influenced by other factors has a
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positive relationship with demand for life insurance (Reddy & Jahangir,
2015). Also, the perceived benefits of life insurance involve trustworthiness,
responsiveness, assurance, concreteness, and innovation (Meesala & Paul,
2018). The study showed a direct and significant consequence between
perception of life insurance and consumer satisfaction, hence affecting the
life insurance demand in Malaysia. Other studies in the past have also
proven that consumer perceptions of life insurance benefits have a
significant positive impact on Malaysia's demand for life insurance (Loon

etal., 2019; Sarkodie & Yusif, 2015).

The psychological propensity of assessing an item with some degree of
tavour or disfavour is denoted as attitude and perception. The perception of
insurance benefits has found a positive relationship with the attitudes toward
the demand for insurance products (Aziz et al., 2019). According to the
study of Mamun et al. (2021), both attitude and perception on life insurance
benefits have a significant impact on life insurance demand intention.
Furthermore, a past study has shown a significant relationship between the
perception of life insurance benefits and the demand for life insurance
(Omar, 2007). The author explained that consumers consider life insurance
to be a guarantee of benefits such as maintaining dependents' level of living
in the case of their passing, financial protection in the event of disability,
and other benefits. Additionally, the success of the life insurance business is
significantly influenced by how well the life insurance product contributes

to client satisfaction (Nekmahmud et al., 2017).

Furthermore, perceived benefits stand for the degree to which people
believe that enhancing a specific utility will influence their attitude toward
acquiring insurance (Dzulkipli et al., 2017). According to Berkman et al.
(2011), perceived usefulness of insurance had a significant impact on
attitudes regarding the willingness to demand insurance products. The study
by Liaw and Huang (2013) also claimed that the perceived benefits of
insurance are critical in influencing a person's attitude and behaviour in
terms of purchase intentions. Other than that, the past study has revealed

that the more the perceived benefit of insurance products, the greater the
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desire to demand it (Tennyson, 2011). As a result, insurance companies
should consider the perceived value in order to attract more demand on life

insurance products.

2.2.3 Independent variable: Risk perception

Risk perception refers to how people perceive and feel about the threats they
face, which is an important aspect of protective behaviour (Renner et al.,
2015). Many health behaviours change theories include risk perception, or
an individual's perceived sensitivity to risks (Ferrer & Klein, 2015). Risk
perception study is critical because of the implications for risk exposure,
risk communication, and risk management (Siegrist & Arvai, 2020). As a
result of the increased risk awareness among customers, the pandemic may
at the very least create the groundwork for a revival in life insurance sales
(Battersby, 2021). Therefore, higher risk perception will affect the higher

life insurance demand.

According to Werner (2016), the risk perception positively correlates with
life insurance. From this research, it also stated that the high-risk perception,
the high demand of life insurance. They attempt to get health or life
insurance for protection in order to lower the danger of losing their wealth
due to an accident, and maybe to lessen risks such as disease by paying
medical expenses (Loon et al., 2019; Mishra, 2018). Similarly, Nam and
Hanna (2019) also confirmed that the risk perception is correlated with the
need of life insurance. Furthermore, a number of previous research have
revealed that those with high sense of risk tend to purchase life insurance
(Eling & Hanewald, 2021; Lim et al., 2020). Other than that, a study
conducted by Eling and Ghavibazoo (2019) has indicated that the low life
insurance demand is due to the low-risk perception. The finding was in line
with Chung (2020) showed that there is a strong positive relationship

between risk perception and the life insurance demand. This positive
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relationship suggests that any rise in risk perception leads to an increase in

life insurance demand and vice versa.

Moreover, Song et al. (2019) discovered that risk perception and life
insurance have a positive relationship. As stated by the authors, the
influence of an individual's risk perception on life insurance demand has
received a lot of attention. Since they have a higher risk perception, they
would rather buy more life insurance. This is due to the possibility that
having more life insurance may reduce the stress associated with an early
death. Furthermore, Zeng et al. (2015) also indicated that a positive
correlation between risk perception and life insurance. The author interprets
this result as due to the situation of high risk, where individuals tend to buy
insurance to decrease the risk. Meanwhile, Mai et al. (2020) revealed that
the life insurance demand will impact by risk perceptions positively. They
indicate that individuals with high-risk perceptions will tend to purchase
more insurance. In addition, Boyer et al. (2019) reach the same conclusion
that risk perception significantly affects the demand for life insurance. The
authors explain that individuals with low-risk perceptions will purchase less

life insurance.

However, Huber and Schlager (2011) found a negative relationship between
risk perception and behaviour related to buying life insurance in Switzerland.
The authors explain that this may be due to the buying life insurance being
seen as a loss. The individual will be concerned about the long premium
payment period for life insurance and the uncertainty about when the
benefits from life insurance will be paid. Therefore, consumers will not
purchase life insurance when the likelihood of financial loss from having
life insurance is perceived to be high. According to Boyer et al. (2017),
Canada’s respondents are aware of the dangers, but the demand for life
insurance remains low. According to the author, it is due to risk
misperceptions, a lack of bequest motivation, and house ownership, which

may serve as a replacement.
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2.2.4 Independent variable: Subjective norms

The subjective norms are referred to as the perceived social pressure to do
or not to do the behaviour (Hsu et al., 2017). Past research has shown that
friends, family, employers, instructors, professional colleagues, consultants,
agents, and the media have all been identified as potential sources of social
influence (Anastasia & Santoso, 2020; Gultom, 2020). In light of the TRA,
subjective norms are a predictor that can influence a consumer's behavioural
intention to buy life insurance. Lerner et al. (2015) argued that if an
individual has a strong affection for a person, they would be willing to buy
more insurance for that person. Another study from Nomi and Sabbir (2020),
revealed that subjective norms have a direct positive association with
intention to obtain life insurance and have a significant impact on it. The
authors further explained that the primary motivation for purchasing life

insurance is to protect family members.

Besides, Bhatia et al. (2021) investigated the impact of recommendations
trom friends and family on the consumer's choice to acquire life insurance.
The study discovered that word of mouth had a direct and significant
positive impact on their decision to insure. Meanwhile, Mamun et al. (2021)
found that subjective norms play a key role in shaping working Malaysians’
propensity to purchase insurance. This suggests that consumers' purchasing
decisions for insurance products and services are influenced by the people
they consider important. Similarly, Lin et al. (2017) discovered information
trom financial advisors, media, relatives, family members, and friends had
a positive influence on people's decisions to get life insurance. Other than
that, the study of Stolper and Walter (2017) found that financial advisors,
formal or informal sources of information, which including advertisements
from financial institutions, and discussions with family and friends were

positively related to the need for life insurance.

Most early studies as well as current work has indicated a significant and

positive relationship between subjective norms and the demand for life
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insurance (Ackah & Owusu, 2012; Caiet al.,2011; Tanet al., 2020; Masud
etal., 2021). These outcomes are also in line with Nasir et al. (2021), social
norms were found to be the main predictor of obtaining life insurance and
takaful. This finding suggests that encouragement from the environment
induces people to purchase life insurance and takaful. Furthermore,
according to Low et al. (2021) and Sarkodie and Yusif (2015), most people
are more likely to obtain insurance if their significant others refer and
recommend them to an insurance agent. Moreover, a past study has proven
that agents are a good source to improve individuals' product knowledge of
insurance goods which would increase the demand for various insurance
products (Brahmana etal., 2018). Also,Lim et al. (2020) revealed that social
influences such as family members, friends and the Internet have a

significant impact on people's perceptions of life insurance.

However, based on the study conducted by Ranong etal. (2019) in Thailand,
subjective norms were found to have no impact on the purchase decision.
The authors explained that purchasing life insurance is an important step.
Consumers can listen to others, but ultimately, they must make their own
decisions. Furthermore, the findings of the study by Krajaechun and
Praditbatuga (2019) in Thailand also showed that the correlation between
subjective norms and insurance purchasing behaviour is extremely low. The
authors suggest that this may be due to purchase life insurance is a personal
expense and people may not seek advice from others on this issue. Moreover,
according to Mai et al. (2020), the effect of subjective norms on the demand
for life insurance was insignificant in Vietnam, and the authors interpreted
this result to mean that life insurance products are personal financial services
products, which are not like tangible and information products. Therefore,

the influence of other people's opinions does not affect much.

2.2.5 Independent variable: Financial literacy

Financial literacy refers to the ability of using knowledge and skills in

managing financial resources effectively (Remund, 2010). Nomi and Sabbir
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(2020) mentioned that financial literacy is critical to making healthy
financial decisions. Financial literacy will help individuals who intend to
buy life insurance to make their decision, as well as the insurance companies
in promoting and selling their life insurance products (Lin et al. 2017; Téth
et al., 2021). According to Mahdzan and Tabiani (2013), financial literacy
is one of the most important elements that affect the need for life insurance.
From the previous studies, Mai et al. (2020) mentioned that there is a
positive relationship between financial literacy and demand for life
insurance. The authors explained that higher financial literacy will promote

the desire to purchase life insurance.

Besides, the empirical finding from Lin et al. (2017) stated that high
tinancial literacy will lead to higher demand for life insurance. Meanwhile,
Lim et al. (2020) has indicated that the higher financial literacy will result
in their ability to more understand and appreciate the importance of life
insurance. Moreover, financial literacy has been found to have a positive
correlation with the demand for life insurance (Djoni & Rahardjo, 2021).
Other than that, a study has also shown that higher financial literacy will
enhance the awareness of life insurance benefits (Zerriaa et al., 2017).
Furthermore, past research has revealed that financial literacy is significant
to the demand for life insurance (Laing et al., 2016; Lim et al., 2020; Wang
et al., 2020). Apart from that, Hassan (2022) mentioned that people with
higher financial literacy will be more likely to buy life insurance because
life insurance is an investment product to deal with financial catastrophe

after the death of the breadwinner.

Moreover, a study in the United States shows that adults with high financial
literacy are more willing to purchase life insurance (Allgood & Walstad,
2016). Besides, He (2020) studies the participation of life insurance in
Chinese families worldwide. The author concluded that financial literacy
would affect the willingness of purchasing life insurance. Other than that,
Hagos et al. (2019) get the result of financial literacy will affect the intention
of purchasing life insurance after collecting the data from 373 households.

Furthermore, according to the data from 315 respondents, financial literacy
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and the demand for life insurance have positive relationships in Bangladesh
(Nomi & Sabbir, 2020). Apart from that, a study by Zakaria et al. (2016)
among the staff of public universities in Malaysia shows that financial
literacy will affect the willingness of purchasing life insurance. The authors
mentioned that higher financial literacy will increase the awareness of the
importance of being insured and this will lead to the intention to buy life

insurance.

However, some early studies have shown that the results of financial literacy
are insignificant to the demand for life insurance. Based on the literature
review, a study shows that financial literacy has no impact on life insurance
demand (Low et al., 2021). According to Mahdzan and Victorian (2013),
they found that financial literacy is insignificant to the demand for life
insurance. This is due to the fact that individuals could be sensitive to
insecurities in life and then demand for life insurance regardless of whether
the individuals have financial literacy or not. Therefore, financial literacy

will not affect the intention of purchasing life insurance.

2.3 Proposed Conceptual Framework

Figure 2.1: Proposed Research Framework

Independent Variables Dependent Variable

Perception of Life

Insurance Benefits
Risk Perception | — \

H? — Life Insurance
> Demand

Subjective Norms | —— H3 /'
H4
Financial Literacy /

Source: Developed for the research.
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2.4 Development of Hypothesis

H1: Perception of life insurance benefits has a significantly positive effect on the
demand of life insurance.

H2: Risk perception has a significantly positive effect on the demand of life
insurance.

H3: Subjective norms has a significantly positive effect on the demand of life
insurance.

H4: Financial literacy has a significantly positive effect on the demand of life

insurance.

2.5 Conclusion

For a clear image and understanding of the research, the information discussed in
Chapter 2 are essential. This chapter clearly defines the relationship between the
dependent and independent variables. The appropriate research methodology is

described in the next chapter.
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CHAPTER 3: METHODOLOGY

3.0 Introduction

This chapter will detail the research design, sampling design, data collection
methods, and proposed data analysis tools. The aim of this chapter is to generate

the methodology being used and to test the hypotheses developed in Chapter 2.

3.1 Research Design

A research design is the framework for organizing and conducting a specific study.
It includes procedures for collecting, analyzing, interpreting, and presenting the
findings of a research project (Sileyew, 2019). This study’s main objective was to
identify the variables that influenced the Malaysians’ demand for life insurance
during the Covid-19 pandemic. Therefore, the descriptive research design is more
appropriate for this research. This is because the descriptive research could
demonstrate a clear phenomenon of the behavioural factors of life insurance

products purchased by Malaysians.

In this study, quantitative methods were used to collect quantifiable data and to
study the phenomenon. Quantitative research generates objective data that can be
communicated clearly using statistics and figures (Williams, 2021). To explore the
relationship between variables, the study was conducted through an online survey

in which respondents were asked to complete a questionnaire.

3.2 Sampling Design

A sample design is a method of getting a sample from a given population. It refers

to the researcher's approach or procedure for selecting sample items (Wills, Roecker
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& D’Avello, 2020). A proper sampling framework is important to researchers
because it allows researchers to reduce research and development costs, conduct

research more efficiently, have greater flexibility, and provide greater accuracy.

3.2.1 Target Population

The target population can theoretically be called the definition of the
population and the population that can be counted. Target population is
defined as the total set of elements or objects that contain the information
sought by the researcher and from which inferences are to be drawn
(Banerjee & Chaudhury, 2010). The purpose of this study is to investigate
the factors that influence the demand for life insurance in the Malaysian
market. Therefore, the target population of this study will be Malaysian who
are at least 18 years old with no gender restrictions, and there are
approximately 25 million people in Malaysia who meet this requirement

(Department of Statistics Malaysia, 2021).

3.2.2 Sampling Frame and Sampling Location

A sample frame is a list of all the things in your population. It is a
comprehensive list of everyone or anything you wish to know about (Turner,
2003). Due to the large target population in Malaysia, non-probability
sampling was used in this study, so the sampling frame was not applicable.
Besides, the sampling location is the place chosen to collect the data
(Taherdoost,2016). Since the target population of this study was Malaysians

who are at least 18 years old, the sampling location was within Malaysia.
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3.2.3 Sampling Elements

A sampling element is a basic unit containing an element or group of
elements of the population to be sampled. The targeted respondents were
Malaysian and must be at least 18 years old, as this age group is an active
workforce (Weedige et al., 2019), and had sufficient knowledge to make
decisions and have purchasing power (Quoquab, 2017). These respondents
also have different qualifications and income levels. Different types of
people have different personalities and perspectives. Therefore, researchers

may be able to assess a more correct and generalized result.

3.2.4 Sampling Technique

Sampling techniques are divided into two categories, namely probability
sampling and non-probability sampling (McCombes, 2022). Probability
sampling refers to the people in the targeted population who will have a
specifiable chance of being selected for representing their population.
Conversely, the approach of non-probability sampling will not give a

specifiable chance of being selected for the people in the targeted population.

The sample technique used in this study was non-probability sampling. In
this case, each individual does not have an equal probability of being part
of the sample population, and these parameters are known only after the
sample has been selected. Besides, snowball sampling is one of the types of
non-probability sampling and it was chosen in this study. Snowball
sampling is as known as chain referral and reputation sampling (McCombes,
2022). This sampling method is used to spread and refer the questionnaire
to potential respondents by the people who have received the questionnaire
and eligibility to respond to it. This non-probability sampling method was

often used to collect feedback when time and money were limited.

25




3.2.5 Sampling Size

The number of individuals or observations included in a study is referred to
as the sample size (Taherdoost, 2017). A sample size can be defined as a
group of participants selected from the general population and considered
to be representative of the real population in that particular study. From
Table 3.1 it can be seen that, the sample size is determined by the given
population. Based on the Department of Statistics Malaysia (2021), there
are around 25 million people over the age of 18 in Malaysia. According to
Table 3.1, the distribution of 384 questionnaires is sufficient. Therefore, in
this study, 384 respondents were our sample size and a total of 480

questionnaires were distributed to avoid incomplete data or ambiguous data.

Table 3.1: Determining Sample Size

N 5 N S N s
10 10 220 140 1200 291
15 14 230 144 1300 297
2 19 240 148 1400 302
25 24 250 152 1500 306
30 28 260 155 1600 310
35 32 270 159 1700 313

36 280 162 1800 317
45 40 200 165 1900 320
50 “ 300 169 2000 22
55 48 320 175 2200 327
60 52 340 181 2400 331
65 56 360 186 2600 335
70 59 380 191 2800 338
75 63 400 196 3000 341
80 66 420 201 3500 346
85 70 440 205 4000 351
90 73 460 210 4500 354
95 76 480 214 5000 357

100 80 500 217 6000 361

110 86 550 226 7000 364

120 92 600 234 8000 167

130 97 650 242 9000 168

140 103 700 248 10000 370

150 108 750 254 15000 375

160 113 800 260 20000 n

170 118 850 265 30000 379

180 123 900 269 40000 380

190 127 950 274 50000 381

200 132 1000 278 75000 382

210 136 1100 285 LTV 354

Note.—N 15 population size.
5 is sample size.

Source: Krejcie, R. V., & Morgan, D. W. (1970)
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3.3 Data Collection Method

Data collection is a method for gathering information, measuring and analyzing
accurate data from all relevant sources to answer the research question, test the
hypothesis, and examine the outcomes of the results obtained (Simplilearn, 2022).
Every study relies heavily on data collection. Inadequate data collection can have

an impact on a study, leading to incorrect findings and results.

3.3.1 Primary data

Data collected from first-hand experience is called primary data. Primary
data can be collected by a variety of methods such as interviews, surveys,
questionnaires, experiments, observations, and so on (Ajayi, 2017). A
questionnaire will be used to collect data for this study. Because we will be
collecting data from a large number of respondents in this study,
questionnaires will be used as the measurement tool. Questionnaires are
faster, less costly, and more efficient than collecting data face-to-face or by
phone. Therefore, due to time constraints, questionnaires can save a lot of

time and collect information from respondents faster than other methods.

3.3.2 Questionnaire Survey

A self-administered questionnaire was used to obtain data for this study. The
survey was done through a questionnaire because it is a well-known method
to obtain valid, accurate and valuable data from a large number of
respondents. Closed-ended questions were used in the questionnaire. In this
study, the questionnaire had three sections and included 35 questions. Part
A contains respondents’ personal data such as gender, marital status, age,
educational qualifications, and income level. This part collected the
demographic background of the respondents and consisted of multiple-

choice questions selecting one of four or five options. Part B consisted of
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24 questions related to the independent variables of the study (perception of
life insurance benefits, risk perception, subjective norms, and financial
literacy). Part C consisted of five questions related to the dependent variable
(life insurance demand). For parts B and C, a five-point Likert scale was

used ranging from 1 to 5, where 1 =strongly disagree and 5 = strongly agree.

The questionnaire for this study was completed by sending an email and
using social media such as Facebook, WhatsApp, and so forth to the
respondents with a link to a Google Forms. Hence, a large number of
responses can be collected by using Google Forms since online

questionnaires can reach people easily.

3.4 Research Instrument

3.4.1 Pilot Test

In this study, the draft questionnaire was piloted to assess its construct
validity and reliability. The pilot test was used to determine whether
respondents would provide predictable responses, to confirm the validity
and reliability of the questionnaire, and to identify any flaws in the survey.
A simple guideline for researchers based on Bujang et al. (2018) suggests
that the sample size of the pilot test, especially for Cronbach alpha, should
exceed 30. Therefore, to confirm the reliability of the questionnaire, 40

qualified respondents were selected for pilot testing.

3.5 Constructs Measurement

The four basic levels of measurement scales used to obtain data in the form of

surveys and questionnaires are characterized as interval, nominal, ordinal, and ratio
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(Frost, nd.). Five-point Likert scales, ordinal scales, and nominal scales were used

to create the questionnaires.

The first section of the questionnaire is about the respondents’ demographic
information, which might help identify between people who belong to the same
group. In this section, a nominal scale (gender and marital status) and ordinal scale
(age, educational qualifications, and income level) are used, and respondents have
several options to choose from. The second and third sections allow for the
identification of respondents' life insurance demand based on specific questionnaire
items for independent variables, such as perceptions of life insurance benefits, risk
perceptions, subjective norms, and financial knowledge, which are assigned by
ordinal scale or Likert scale. In order to express the intensity of respondent's
perceptions of the questions asked, a five-point Likert scale was chosen to answer

those questions.

3.6 Data Processing

Before the acquired data can be analyzed, it must go through stages of data checking,
editing, coding, cleaning, and identification of any specific or unusual data

processing in order to get reliable information and results.

3.6.1 Data Checking

The purpose of the data check is to ensure that the data obtained is
comprehensive and accurate (Seeda, 2020). Once all the responses have
been collected, the entire questionnaire will be checked in detail. This is a
precautionary measure to avoid any problems in the questionnaire and to
take prompt remedial action as soon as practicable. Errors like misspellings
and errors in question sequencing or logic can have an impact on the results

of the study.
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3.6.2 Data Editing

Data editing is described as the process of reviewing and adjusting the
collected survey data. By correcting contradictory data using the methods
described later in this paper, data editing helps develop rules to eliminate
potential bias and ensure consistent estimates for clear analysis of the data
set. The main goal of data editing is to improve the quality, correctness and
adequacy of the data collected and to make it more appropriate for the

reasons for which it was collected.

3.6.3 Data Coding

Data coding is the process of transforming acquired information or
observations into meaningful, cohesive sets of categories (Linneberg &
Korsgaard, 2019). Data coding is important for effective analysis because it
allows the various responses to be condensed into a limited number of
categories, including the critical information needed for analysis. In data
coding, the researchers coded the data by assigning a numeric code to each
of the respondent's responses, making the coded data simple to enter into
the database and reducing the error rate. For example, Male was coded as 1,
while Female was coded as 2. After coding was completed, the coded data
were analyzed using the Statistical Package for Social Sciences (SPSS)

software.

3.6.4 Data Cleaning

Data cleaning is the process of detecting and correcting errors and
inconsistencies in a data set or database that are caused by corrupt or
incorrectly entered data. Incomplete, incorrect, or irrelevant data is
identified and replaced, modified, or deleted. Those questionnaires with

missing data were considered to be incorrect and should be removed after
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checking. This activity was undertaken to ensure that the results generated

were reliable and valid for this study.

3.7 Data Analysis

The Statistical Package for Social Sciences (SPSS) will be used to analyze the
respondents’ data after processing and cleaning. The software will assist in the data
management of this study and calculate statistics based on the data obtained from
the surveys completed by the respondents. In addition, SPSS is less time consuming
for beginners to operate than E-views. The software has two types of statistics,
namely non-parametric statistics and parametric statistics (Pedamkar, n.d.).
Parametric statistics include descriptive statistics and inferential statistics.
Therefore, in this study, SPSS allowed the researchers to generate descriptive, scale,

and inferential statistics.

3.7.1 Descriptive Analysis

According to Loeb et al. (2017), descriptive analysis is the transformation
of raw data into an understandable and interpretable form. This analysis will
rearrange, organize, and process the data to provide descriptive information.
This study used descriptive analysis to show the distribution of demographic
background information, such as gender, age, marital status, educational
qualifications, and income level. In addition, it generates quantitative data
analysis in the form of graphs, charts or tables by evaluating the collected
questionnaires. Thus, all the data will be transformed into graphical, chart
or tabular form and the researcher will be able to simply describe and

interpret the data on the factors that influence the demand for life insurance.
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3.7.2 Scale Measurement

3.7.2.1 Reliability Analysis

The quality of the measurement scales and the items that make up the scales
can be studied using reliability analysis. Besides, the reliability analysis
process can calculate a variety of frequently used measures of scale
reliability, as well as information about the relationships between specific
scale items. In addition, the reliability analysis able to determine whether
the survey questions are related to one another. Hence, reliability will be
assessed by using Cronbach's Alpha because it is the most commonly used

type of reliability analysis.

Lee Cronbach developed Cronbach's alpha, also known as coefficient alpha,
to measure reliability or internal consistency (Tavakol & Dennick, 2011).
Reliability is sometimes referred to as "consistency". The Cronbach's alpha
test was used to determine the reliability of a multi-question Likert scale
survey. Thus, it will be used to measure how closely a set of test items are
related to each other. If reliability test values less than 0.6 are considered
poor, reliability test values in the range of 0.7 are considered acceptable
reliability, reliability test values greater than 0.8 to 0.9 are considered

satisfactory, and the closer the Cronbach's Alpha to 1, the greater the level

of consistency.
Table 3.2: The Rule of Thumb of Cronbach
Cronbach’s alpha | Internal Consistency
a=09 Excellent
09>a=108 Good
08>a=07 Acceptable
0.7>a =06 Questionable
0.6 >a=05 Poor
0.5>a Unacceptable

Source: Taber, K.S. (2018)
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3.7.3 Inferential Analysis

3.7.3.1 Pearson Correlation Coefficient Analysis

Correlation Coefficient Analysis assesses the association, relationship, or
correlation between two variables to determine if they are positively or
negatively correlated, or if they are not correlated at all (Patrick et al.,2018).
If a change in one variable affects a change in another variable, then they
are said to be related. In measuring associations or relationships, correlation
coefficients are used to indicate the degree of association or relationship
between variables. In other words, the correlation measures how strongly

two variables are related or correlated.

The correlation coefficient can be positive or negative, as well as high or
low. The correlation coetficients range from -1 to +1, where -1 represents
the absolute negative correlation coefficient and +1 represents the perfectly
positive correlation coefficient, respectively, and O indicates no correlation,
also known as a zero relationship (Obilor & Amadi, 2018). In addition,
correlation coefficients less than 0.50, whether negative or positive, are
regarded as low, those between 0.50 and 0.70 as moderate, and those larger
than 0.70 as high. The table 3.3 shows the rules of thumb for Correlation
Coefficient values.

Table 3.3: The Rule of Thumb of Correlation Coefficient

Correlation Coefficient Interpretation
90 to 1.00 Very high correlation
.70 to .90 High correlation
S0 to0 .70 Moderate correlation
30 to 50 Low correlation
00 to 30 Negligible correlation

Source: Schober, P., Boer, C., & Schwarte, L. A. (2018)
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3.7.3.2 Multiple Linear Regressions Analysis

Based on Bevans (2020), multiple linear regression (MLR) is a statistical
approach for assessing the relationship between two or more independent
variables and a dependent variable. Researchers can use MLR to assess how
strongly two or more independent factors correlate with a dependent
variable, as well as the value of the dependent variable for a given value of

the independent variable.

Besides, R-squared measures the distribution of data points around the fitted
regression line. Itis also known as the coefficient of determination or, in the
case of multiple regression, the multiple coefticients of determination (Frost,
nd.). In statistics, R-squares is used in MLR to demonstrate the percentage
of life insurance demand that is accounted for by the explanatory variables.
In addition, an R-squared value greater than 1 means that the difference
between the observed and fitted values for the same data set is small. The
R-squared is always between 0.00 and 1.00, the closer the R-squared value

is to 1, the stronger the association (Frost, n.d.).

The following equation shows the ML R, which can be used to predict other

variables:

Y=P+hXi+phX+.. .. + o Xa (1)

In this study, we will use MLR to see whether four independent variables
influence the demand for life insurance in Malaysia. Therefore, the MLR

equation developed for the study will be:

LID = o + B1 PB + P2 RP + Pa SN + Ps FL 2)

Whereby,
LID = Life Insurance Demand (Dependent Variable)
PB = Perception of Life Insurance Benefits (Independent Variable 1)

RP = Risk Perception (Independent Variable 2)
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SN = Subjective Norm (Independent Variable 3)
FL = Financial Literacy (Independent Variable 4)

3.8 Conclusion

In this study, the primary data were tested using SPSS software. Malaysian aged 18
years and above were the target respondents. The data analysis methods included
descriptive, reliability, and inferential analysis. The collected questionnaire data

were then examined, and results will be reported in Chapter 4.
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CHAPTER 4: DATA ANALYSIS

4.0 Introduction

The study's findings are presented in this chapter. The questionnaire data enabled

for several analyses with the SPSS software. This chapter will perform descriptive

statistics, provide reliability tests, and show the findings of inferential analysis in

order to accept or reject hypotheses.

4.1 Pilot Test

4.1.1 Reliability Test

Table 4.1: Reliability Analysis Result for Pilot Test

Variables

Cronbach's

No. of Items

Alpha
Perception of Life Insurance Benefits 0.796 6
Risk Perception 0.774 6
Subjective Norms 0.885 6
Financial Literacy 0.846 6
Life Insurance Demand 0.889 6

Source: Developed for research

To confirm the reliability of the questionnaire, 40 qualified respondents

were selected for pilot testing. According to Table 4.1, the results show that

all variables are reliable because they show a Cronbach's Alpha above the

threshold of @ = 0.70. Taber (2018) stated that the generally accepted rule

of thumb is that the Cronbach's Alpha should be equal to or greater than 0.7

for such a scale to be regarded reliable for the study. Hence, the results all
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meet the requirement, which means that each item in the questionnaire has

goaod reliability and can be accepted to use for the target population.

4.2 Descriptive Analysis

4.2.1 Gender
Table 4.2: Frequency Table for Gender

Frequency  Percent Valid Cumulative

Percent Percent
Male 190 495 495 495
Valid  Female 194 50.5 505 100.0
Total 384 100.0 100.0

Source: Developed for research

Figure 4.1: Percentage of Respondents’ Gender

Gender

® Male

m Female

Source: Developed for research

The survey findings on the distribution of respondents by gender are shown
in Table 4.2 and Figure 4.1. The study's target respondents are all
Malaysians. A total of 384 respondents participated in this survey. There are
194 female respondents participated, which took up more than half (50.5%)
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of total respondent population. The remaining 49.5%, consists of 190

respondents participated are male respondents.

4.2.2 Marital Status

Table 4.3: Frequency Table for Marital Status

Freqenes Percent Valid Cumulative

Percent Percent
Single 293 763 76.3 763
Married 83 216 21.6 979
Valid  widowed 4 1.0 10 99.0
Divorced 4 1.0 10 100.0
Total 384 100.0 100.0

Source: Developed for research

Figure 4.2: Percentage of Respondents’ Marital Status

Marital Status

M Single
® Married
m Widowed

M Divorced

Source: Developed for research

In Table 43 and Figure 42, the overall respondents' marital status is
presented. Single group has the most respondents with 293 respondents,
making up the largest response group (76.3%). Followed by the 83 married

respondents which stand for 21.6% among all. The remaining are equally
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distributed between the widowed and divorced groups, each of which has 4

respondents and contributes only 1% of the total respondents.

4.2.3 Age
Table 4.4: Frequency Table for Age
Valid Cumulative
Frequency Percent Percent Percent
18 -30 272 708 708 708
31-40 59 154 154 86.2
Valid 41 -50 40 10.4 104 96.6
51-60 11 29 29 99.5
Above 60 2 5 35 100.0
Total 384 100.0 100.0

Source: Developed for research

Figure 4 3: Percentage of Respondents’ Age

m 18-30

m 31-40

41-50

51-60

m Above 60

Source: Developed for research

The ratio for the respondents’ age is showed in both Table 4.4 and Figure
4.3. The age range is divided into five age groups. Most respondents are
between the ages of 18 to 30 which consists of 70.8% with 272 respondents.
The age group of 31 to 40 with 59 respondents comprise 15.4% of the total
and is slightly higher than the age group of 41 to 50 with 40 respondents at

10.4%. Moreover, the age group of 51 to 60 with 11 respondents contributes
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29%. Lastly, there are only 2 respondents above the age of 60 received the

lowest percentage of 0.5%.

4.2 4 Educational Qualification

Table 4.5: Frequency Table for Educational Qualification

Frequency Percent Valid Cumulative

Percent Percent

SPM 68 17.7 17.7 17.7
STPM 22 57 57 234
Diploma 31 8.1 8.1 315

Valid Bachelor's degree 239 62.2 62.2 938
Master's degree 19 49 49 98.7
PhD 5 13 13 100.0
Total 384 100.0 1000

Source: Developed for research

Figure 4.4: Percentage of Respondents’ Educational Qualification

Educational Qualifications

SPM

mSTPM

M Diploma

M Bachelor's degree
Master's degree

m PhD

Source: Developed for research

The findings for the respondents’ educational qualification are shown in
Table 4.5 and Figure 4.4. This study looked at six levels of education
qualification which are SPM, STPM, diploma, bachelor's degree, master's
degree, and Doctor of Philosophy (PhD). The greatest percentage is 62.2%
which refer to the 239 respondents who earned a bachelor’s degree. The

SPM completion rate, which included 68 respondents (17.7%) is the second-

40




highest group. While there were 31 respondents who finished their diploma,
making up 8.1% of the overall education qualification. Followed by STPM
of 22 respondents, master’s degree of 19 respondents and Doctor of
Philosophy (PhD) of 5 respondents, which occupied 5.7%, 4 .9%, and 1.3%

respectively.

4.2.5 Income Level

Table 4.6: Frequency Table for Income Level

Valid Cumulative

Frequency Percent Percent Percent

Below RM1,000 165 430 430 430
RM1.,000 — RM3 000 88 29 29 65.9
 RM3001 - RM5.000 04 245 245 90.4
Valid - M5.001 - RM7,000 25 6.5 65 96.9
Above RM7,000 12 3.1 31 100.0

Total 384 1000 1000

Source: Developed for research

Figure 4.5: Percentage of Respondents’ Income Level

Income Level

M Below RM1000

® RM1000-RM3000
RM3001-RM5000

= RM5001-RM7000

W Above RM7000

Source: Developed for research

The data of the income level of respondents are shown in Table 4.6 and

Figure 4.5. A total of 165 respondents (43%) reported having a monthly
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income of less than RM1.000. The income level between RM3.,001 to
RM5.000, was the second-highest range of respondents, which has 94
respondents and accounts for 24.5% of the total. Besides, there is 88
respondents,or 22 .9% of the total, had income levels between RM 1000 and
RM3000. Lastly, there are 25 respondents (6.5%) earn between RM 5,001
to RM7000, while only 3.1% of respondents make more than RM7,000.

4.3 Scale Measurement

4.3.1 Reliability Test
Table 4.7: Reliability Test

Cronbach's

Variables Alpha No. of Items
Perception of Life Insurance Benefits 0.781 6
Risk Perception 0.793 6
Subjective Norms 0.854 6
Financial Literacy 0.837 6
Life Insurance Demand 0.828 6

Source: Developed for research

All the variables were regarded as highly reliable and consistent, as
indicated in Table 4.7, with Cronbach's alpha values ranging from 0.70-0.90
for each variable. Among these variables, SN has the highest score (0.854)
and is deemed to have good reliability. Next, is FL. and LID with values of
0.837 and 0.828, respectively. In addition, RP has a Cronbach's alpha value
of 0.793, while PB scored 0.781. Since all values exceed 0.7, this indicates
that with a given sample size of 384 respondents, all items in the survey
have a high internal consistency, and therefore the results generated could

be trusted.
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4.4 Inferential Analysis

4.4.1 Pearson Correlation Coefficient Analysis

Table 4 .8: Pearson Coefficient Correlation

PB RP SN FL LID
PB 1
RP 554" 1
SN 581 533" 1
FL 654" 4737 576" 1
LID 638" 5427 6107 .620™ 1

**Correlation is significant at the 0.01 level (2-tailed).
Source: Developed for research

Table 4.8 shows the level of correlation between life insurance demand (LID)
and the four independent variables (PB, RP, SN, and FL). According to
Schober et al. (2018), states that the correlation coefficient values fall
between +0.5 and +0.7, determining a moderate relationship. Thus, as
shown in Table 4.8, the dependent and independent variables are therefore

moderately positively correlated, with values ranging from 0.5 to 0.7.

Based on Table 4.8, PB has the highest and positive correlation with LID
compared to other independent variables with a value of 0.638. Next, SN
and FL are also positively correlated with LID, where the correlation
coefficient values were 0.610 and 0.620, respectively. Lastly, RP and LID
are also positively correlated; however, among the other independent

variables, RP has the lowest correlation with LID with a value of 0.542.

Besides, the result shows that the p-value is below 0.01 significance level.
This reveals a significant relationship between the dependent and
independent variables. Overall, all independent variables (PB, RP, SN, and

FL) had a significant relationship with the dependent variable (LID), since
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their p-values were below the 0.01 alpha threshold. Therefore, H1, H2, H3,

and H4 were accepted.

4.4.2 Multiple Linear Regression

Table 4.9: The Results of Regression Analysis

Unstandardized Standardized
Coefficients Coefficients

Std. . Decision on
Model B Error Beta t Sig. Hypothesis
(Constant)  .730 172 4237 000
PB 282 057 253 4992 000 Accept H1
RP 152 042 160 3642 000 Accept H2
SN 185 036 239 5.104 000 Accept H3
FL 217 044 241 4969  .000 Accept H4

Dependent Variable: LID
R=0.737; R-square=0.543; P-value (Sig.) =<0.01
Source: Developed for research

Table 4.9 shows that the model's R-square is 0.543, meaning that overall,
the independent variables account for 54 3% of the total variation in LID,
and the remaining 45.7% were contributed by other factors and could not be
explained in this study. Moreover, the p-value of the model is very high,
which smaller than the 0.01 significance level. Hence, four independent
variables that are significant predictors of the demand for life insurance can
be explained. As a result, it can be concluded that this model is a good fit

for this study. Subsequently, a linear equation is formed:

LID =0.730 + 0.282PB + 0.152RP + 0.1858N + 0.217FL

The above linear equation shows a positive relationship between each

independent variables and the life insurance demand (L1D).

PB and LID have a significant positive correlation. Based on the coefficient

of PB, which is 0282, the LID is estimated to increase by 28.2% when the
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PB increases by 1. This outcome is consistent with numerous studies, which
are Alhassan and Biekpe (2016), Dodamgoda and Canagasabey (2019),
Loon et al. (2019), Widyanto and Saleh (2018). This is because life
insurance provides guarantee of benefits such as preserving living standards
for dependents in the event of death, financial protection in the event of
disability, and other benefits, and therefore, consumers prefer to purchase

life insurance with an increased number of benefits.

Besides, there is a significant positive correlation between RP and LID. The
coefficient of RP is 0.152, which indicates that when RP increases by 1, the
estimated LID will increase by 15.2%. This outcome is in line with Boyer
etal. (2019), Chung (2020), Eling and Hanewald (2021), Lim et al. (2020),
Nam and Hanna (2019), and Song et al. (2019), argued that consumers tend
to purchase life insurance for protection in order to lower the danger of
losing their wealth due to an accident, and maybe to lessen risks such as

disease by paying medical expenses if they have higher risk perception.

Furthermore, the result shows a significant positive relationship between SN
and LID. The coefficient of SN is 0.185, which can be explained by the fact
that when SN increases by 1, the estimated LID will increase by 18.5%. This
outcome is similar with Lim et al. (2020), Mamun et al. (2021), Masud et al.
(2021), Nomi and Sabbir (2020), and Tan et al. (2020), indicated that
encouragement from surrounding sources, such as financial advisors, family,
peers, and friends, will go a long way in motivating people to purchase life
insurance. In addition, some advertisement from financial institutions and

the media will also increase the LID.

Lastly, FL and LID also show a significant positive relationship in this study.
The coefficient of FL is 0.217, which indicates that when FL increases by 1,
the estimated LID will increase by 21.7%. Djoni and Rahardjo (2021), Laing
etal. (2016), Limetal. (2020), Linetal. (2017), and Wang et al. (2020) also
support that FL has a significant positive effect on LID. This is due to higher

financial literacy will result in consumers’ ability to more understand and
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appreciate the importance of life insurance, and therefore the LID will

increase consequently.

4.5 Conclusion

In brief, this chapter present the results of each variable using SPSS software in in
tabular form and pie charts. Afterwards, this chapter summarize a clear explanation
of the data analysis for reviewers to understand. In the following chapter, the
findings will be discussed further, and a summary of the entire study will be

provided.
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CHAPTER 35: DISCUSSION, CONCLUSION AND
IMPLICATIONS

5.0 Introduction

This chapter provides a critical discussion of the finding, and the remaining parts
are the implications of study, the limitations of this study and recommendations for

future work, as well as the final conclusions of this study.

5.1 Discussion of Major Findings

The purpose of this research is to look into the factors that influence life insurance
demand in the Malaysian market during the pandemic period. In this study,
researchers focused on factors such as perception of life insurance benefits, risk
perception, subjective norms, and financial literacy. According to the regression
results, perceptions of life insurance benefits, risk perception, subjective norms, and

financial literacy have a relative impact on the life insurance demand in Malaysia.

One of the major findings of this study is the life insurance demand and subjective
norms have a strong correlation, as well as a significant positive relationship
between these two variables with a beta coefficient of 0.185. This is perfectly in
line with the reality of the Malaysian insurance market, where insurance contracts
are passively purchased through the advice and persuasion of distribution channels
such as agents or consultants, rather than buyers actively seeking products (Teng,
2021). The process of purchasing an insurance product is different from the process
of purchasing a regular product because the terms and content of insurance are
complex and confusing. Insurance products are designed for each individual and
are not a commercial product. The buying process requires a certain level of
knowledge, and the process must be supported by an intermediary, such as a

financial advisor.
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Besides, it is well known that Asian consumers place more emphasis on family
values, while Westerners emphasize individual rights. As a result, Asians are more
likely to purchase life insurance by getting advice from those around them to protect
themselves and their loved ones from financial loss due to unforeseen events. This
result is consistent with Nomi and Sabbir (2020), which suggests that the primary
motivation for purchasing life insurance is to protect family members. Thus, the
Asian cultural environment allows subjective norms to strongly contribute to the
demand for life insurance in the event of a pandemic. Accordingly, when there are
Malaysians who have the intention to purchase life insurance, adding one unit to
the subjective norms will have a facilitative effect of 0.185 units to their actual

purchase behaviour.

Moreover, risk perception and life insurance demand are also significantly and
positively correlated in this study. This result may be due to the fact that a large
proportion of the respondents who participated in this study were 18-30 years old.
According to Dunsavage (2021), life insurance has attracted a lot of attention from
young Malaysian consumers due to the pandemic. The growth in interest can be
explained by the fact that young people are more likely to have minor children. In
addition, if they die, there will be more outstanding mortgage debt to cover.
Furthermore, the Malaysian government launched the Perlindungan Tenang
Voucher (PTV) program in 2021, oftering a RMS50 voucher developed specifically
to incentivize young people. young families and the B40 family group to purchase
life insurance (Tan, 2021). This may lead Malaysians to purchase life insurance for
themselves and their family as a kind of protection in these uncertain times, as they
can use the vouchers to reduce their spending on purchasing life insurance.
According to Linnerooth-Bayer et al. (2019), people are more willing to insure
when the cost of purchasing insurance is, on average, lower than the expected loss
to the consumer, and significantly lower than the expected loss during a pandemic.
Accordingly, the increase in risk perception among Malaysians will be able to boost

the demand for life insurance in Malaysia.
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5.2 Implication of Study

Based on the study’s findings, it may be useful to different parties. In order to
achieve the government's target of having a 75% penetration rate of life insurance
in Malaysia (Krishnan, 2020), the government will therefore be the first important
party. Through this study, the government can understand the important variables
that affect the life insurance demand in Malaysia during the pandemic period.
According to the findings, financial literacy had a significant impact on Malaysia's
demand for life insurance during the COVID- 19 pandemic. This result implies that
the government should improve the financial literacy of consumers, especially
through financial education programs. The government could provide free
educational programmes that inspire consumers to manage their resources wisely,
as well as ways to invest and save. These programmes may encourage people to
engage in certain forms of planning, such as life insurance planning. Additionally,
the government may also encourage people to subscribe to a financial newsletter
from a reliable source. It was created to help consumers advance their financial path

by providing knowledgeable advice.

Besides, this study has found a positive relationship between risk perception and
life insurance demand. In Malaysia, the government has a strong influence on
raising public awareness of risk. On behalf of insurance companies, the government
can actively promote the perceived risks and protections offered by life insurance
to increase the consumers’ risk perception. The government can inform and educate
the public to reduce financial risks by having life insurance. For example, the
government can increase the penetration of life insurance in Malaysia by hosting
regular financial podcasts. Podcasts can be an excellent way for consumers to obtain

financial news and thus increase awareness of life insurance.

Moreover, this study also confirms that both perceptions of life insurance benefits
and subjective norms are positively correlated to the demand for life insurance. The
results could give insurance companies an idea to implement training programmes
for their staff’s, particularly those in the sales division, to increase product and brand

promotion in order to influence consumers' perceptions of life insurance product

49




benefits, a move that may benefit their customer outreach and capture a diverse
range of those in need of life insurance. Furthermore, insurers should also ensure
that their agents have the expertise to fully understand insurance policies and
communicate accurate insurance policy information to consumers. In this regard,
insurers can periodically review their agents for up-to-date knowledge of insurance
policies and claimable benefits. Agents are a great source of increasing an
individual's knowledge about life insurance products. When agents have the
expertise and up-to-date insurance information, they can better influence and
persuade consumers to purchase the most suitable type of insurance, thereby

increasing consumer demand for life insurance products.

5.3 Limitations of The Study

Some limitations were identified while doing this study. The first limitation is that
there are only four independent variables, which are perceptions of life insurance
benefits, risk perception, subjective norms, and financial literacy, used in this study
due to time constraints. These four independent variables may not examine all
possible determinants of life insurance demand in Malaysia during the Covid-19
pandemic because the R” value in this study is only 0.543, which means that only
54.3% of the independent variables have an impact on the dependent variable. In
other words, this study may have overlooked other important factors that could also
have a significant impact on consumers' decisions to purchase life insurance during

COVID-19. Hence, there is much room for improvement in research models.

Furthermore, the second limitation of this study is the unbalanced results of the
demographic information, also known as sampling bias. The data for this study were
collected using snowball sampling, which is a non-probability sampling technique.
The main reason for selecting this method of data collection was due to the time
constraints of this study, as non-probability sampling methods would be more time
efficient. However, the limitation of snowball sampling is that it will lead to
sampling bias because the sample respondents were not selected from the sampling

frame. According to the result of descriptive analysis, the majority of respondents
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were between 18 to 30 years old (70.8%) and generally have the educational
qualification of bachelor’s degree (62.2%). In addition to this, the majority of the
responses received were single (76.3%). Life insurance is not just for the highly
educated or the younger generation of consumers. Even single and married people
can also have very different views of life insurance demand. Therefore, the results
of this study are not representative of all citizens in Malaysia, and the sampling bias

may lead to inaccurate results.

5.4 Recommendations for Future Research

The following are some recommendations that could be used to overcome the
limitations of the study. Firstly, other suitable independent variables such as saving
attitude, precautionary motives, and self-efficacy can be included in future studies
to address the issue of factor constraint. If future researchers include other
significant independent variables in their study to examine the demand for life
insurance, and the dependent variable can be adequately explained by the newly
added independent factors., they may achieve a higher R?, which will reduce the

proportion of remaining explanation, therefore better results can be obtained.

Besides, future researchers may try utilising other sampling methods to acquire data
to overcome the problem of uneven results for demographic information. It is
suggested that future researchers may decide to use probability sampling methods
rather than non-probability sampling methods. This is due to the fact that probability
sampling techniques have a greater degree of generalization to the population and
equal chance of selection for every member of the population. In this study,
researchers found that most respondents were from the younger generation, highly
educated, and single, thus the results obtained may not reflect the view of the entire
Malaysian population. Future researchers are therefore encouraged to ensure a
balance of sampling elements when obtaining data, which must be collected equally
from respondents with different demographic profile. Although the process of
obtaining the sampling frame may be time consuming and costly, the data will make

the results of the study more accurate and reliable.
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Lastly, time constraints are always a major problem for researchers in this study.
To deal with this issue, future researchers will need to make careful scheduling

plans before beginning their research.

5.5 Conclusion

In summary, this chapter has discussed the major findings of the variables in the
previous chapter. Additionally, the implications of this study for ditferent aspects
such as the government and insurance companies are also being discussed. Lastly,
researchers also listed the limitations of this study and provided some suggestions

to help future scholars conduct further research on the topic.
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