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Insurance is about taming risk. It’s about allowing us to dare to 
take the risks we chose to take. About quietly stretching a safety net 
across the void, to catch us should we fall. 

This is the story of a Sri Lankan company that has embraced the 
true essence of insurance and dedicated itself to helping us tame the 
myriad risks that we are all subject to every day.

It began with one man’s vision for what an insurance company 
should be, based on his almost intuitive understanding of the global 
insurance industry and of Sri Lankan needs. In twenty eventful years, 
this company has grown and achieved as much or more than its 
founder could have dreamt of at its inception. 

From its undeniably modest beginnings, Janashakthi Insurance 
took root firmly in the soil of Sri Lanka. Since then, tended with 
extraordinary care and skill by a team of exceptional individuals 
that can only be described as a family, nourished by innovative and 
sometimes unorthodox ideas, boosted by spirited decisions, tempered 
by rigorous discipline and guided by the firm principles and values of 
its leadership, it has grown into a position of enviable strength. 

Janashakthi has had to weather perhaps more than its fair share of 
storms and tempests along the way. It must say something about the 
nature of the company that, after each test of its mettle, it has proved 
itself resilient and emerged stronger than before.

This is an enduring legacy of a man who started, literally, with 
nothing to his name, but who by sheer dint of effort, dogged 
determination and quiet courage, found his name inextricably linked 
with the entire industry he chose as his own, or perhaps the industry 
he was chosen for. It is not for nothing that Chandra (CTA) Schaffter is 
referred to as ‘the Father of Insurance’ in Sri Lanka. 

Now, as Janashakthi is once more poised on the cusp of 
transformation, it is a perfect time to take stock of the journey so far 
and to envision the road ahead, with its great challenges and even 
greater opportunities. 

Janashakthi’s achievements are ultimately a tribute to the many 
individuals who have created and nurtured the company, and 
contributed to its success in a multitude of ways.  What better way to 
celebrate the Janashakthi story then, from its inception in 1994 to the 
present day, two decades later, than to tell it in the words of some of 
the individuals that have lived the story themselves...
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The Taming 
of Risk

01.

For many thousands of years, man saw himself as 
something of a pawn on a giant board game played by 
the gods, with his fortunes determined by the roll of the 
dice in the hands of capricious deities. Lives were ruled 
by the vagaries of nature and the whims of fate, with 
people, passive subjects, standing a chance of winning 
big - or losing it all. 
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Picking up historical threads of the story of insurance, 
we see colourful glimpses of how the need to tame the forces of uncertainty 

 led to the evolution of insurance as we know it today.
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For many thousands of years, man saw himself as something of 
a pawn on a giant board game played by the gods, with his fortunes 
determined by the roll of the dice in the hands of capricious deities. 
Lives were ruled by the vagaries of nature and the whims of fate, with 
people, passive subjects, standing a chance of winning big - or losing 
it all. 

The only solution - apart from making judicious offerings to the 
powers above - was to try and spread this risk around a little.

Imagine the caveman who went out hunting, returning to his cave 
only to find that it had been raided and all his worldly possessions - 
such as they were - lost. There is historical evidence to suggest that 
the more progressive thinkers among them began to store some of 
their belongings in the cave of a neighbour for safekeeping; putting 
their eggs in more than one basket, as it were. 

Based on the same principle, merchant caravans and sailing ships 
that plied the trade routes from Persia to the Far East several millennia 
ago distributed their goods among the group or fleet, to lessen the 
consequences of any one vessel being lost. 

Picking up historical threads of the story, we see colourful glimpses 
of how the need to tame the forces of uncertainty led to the evolution 
of insurance as we know it today.

The use of a financial cover to provide for loss dates back at least 
five thousand years to ancient Mesopotamia. Caravan operators 
and traders needed loans to buy and transport their goods, and the 
merchants who provided the loan capital also charged an (often hefty) 
‘risk premium’, to cover the potential loss of the cargo. Thirteen 
centuries later, the famous Code of Hammurabi authored by the King 
of the first dynasty of Babylon in 1755 BC, set out laws formalising 
interest rates and regulating any risk premiums attached. 

Much later, the trade guilds of the Europe’s Middle Ages developed 
a system of collecting contributions from their members, so that one 
member’s loss could be alleviated by spreading the cost among the 
group. If a blacksmith’s smithy went up in flames, the guild would 
help rebuild it. If a craftsman died, the membership was obligated to 
support his family. 

Top: Merchant ships and Indiamen lying 
off the Isle of Dogs with smaller vessels 
in the river and Greenwich Hospital on 
the opposite bank - by William Anderson 
(1757 - 1837)

Above: Prologue of the Code of 
Hammurabi (Louvre Museum)
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In the sixteen hundreds, fleets of European ships were sailing 
to their far flung colonies to return with their holds laden with 
tropical treasures. It was then that the London coffee houses, 
which were the hubs of social and business life where crucial 
maritime news was exchanged, were famously transformed into 
hubs of insurance broking.

Above: Lloyd's subscription room  
(engraving - 1809)
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Insurance in a more modern form appeared in Italian port cities as 
early as the twelfth century, and the word ‘policy’ itself was derived 
from the Italian word ‘polizza’, meaning a promise or undertaking. One 
of the earliest surviving contracts dating from 1347 Italy (reproduced 
at right) is made out by Georgius Lecavellum, Citizen of Genoa, and 
covers the merchant vessel, The Santa Clara, which was sailing from 
Genoa to Majorca. 

English Law however, only began dealing with insurance in 
1601, with Sir. Francis Bacon’s Bill for the establishment of a court 
for the adjudication of insurance disputes. The bill’s preamble neatly 
encompasses the idea of insurance as a means of sharing risk with 
the wonderful phrase “… by means of which policie of assurance it 
comethe to passe upon the losse or perishing of any shippe there 
followed not the undoing of any man but the losse lighteth rather 
easillie upon many, than heavilie upon few.”

In the sixteen hundreds, fleets of European ships were sailing to 
their far flung colonies to return with their holds laden with tropical 
treasures. It was then that the London coffee houses, the hubs of 
social and business life where crucial maritime news was exchanged, 
were famously transformed into hubs of insurance broking. Here, 
wealthy individuals with a propensity for risk-taking would come 
forward to underwrite the potential losses that could be suffered by 
these ships on their perilous journeys - by literally writing their names 
under the ship’s manifest, indicating the share of cargo they were 
willing to insure - in return for a premium. Most successful among 
these early insurance markets was the coffee house owned by Mr. 
Edward Lloyd, later of Lloyds of London. 

Above: English translation of one of the earliest known contracts of insurance 
From the Panama-Pacific Exposition. Memorial Publications of the Prudential Insurance 
Company of America. The Documentary History of Insurance 1000 B.C. - 1875 A.D.

"… by means of which policie of assurance it comethe to passe 
upon the losse or perishing of any shippe there followed not the 
undoing of any man but the losse lighteth rather easillie upon 
many, than heavilie upon few.” 
From the Assurance Bill sponsored by Francis Bacon in 1601

In the name of God, Amen. 

I, Georgius Lecavellum,citizen of Genoa, acknowledge to you, Bart-
holomeus Bassus, son of Bartholomeus, that I have received and ac-
cepted from you in Genoa, one hundred and seven pounds (of silver) as 
a free and friendly loan. I renounce every advantage in law of requiring 
proof of having acquired, accepted or counted said money. These one 
hundred and seven pounds, in Genoa, or its equivalent in money, I agree 
and promise in solemn covenant to return and restore to you or your 
acknowledged messenger by myself or my representative. 

Being well preserved and sound in mind, that if your ship, called the San-
ta Clara, which is now being prepared in the port of Genoa, God willing, 
to go and sail presently to Majorca, shall have gone and sailed, having 
been navigated by direct route from the port of Genoa to Majorca, shall 
have arrived at that place safe and sound before the expiration of the 
next six months coming, then in that case the present instrument is 
null and void as if it had not been made. I personally assume all the risk 
and responsibility for said amount of money until said boat shall have 
arrived at Majorca, being navigated by direct route as above. And also if 
said boat shall be safe and sound in some other place, before said six 
months, the present instrument is likewise null and void as if it had not 
been made. And likewise if said boat shall have changed its course said 
instrument is null and void and as if it had not been made. 

In said manner and under said conditions I promise to make said settle-
ment, otherwise I promise to you to pay and incur the penalty of double 
the stipulated amount of said money together with restitution of dam-
ages and expenses which may arise on that account or be sustained in 
litigation, the aforesaid remaining secure under the pledge and security 
of my property, goods and possessions. 

Made in Genoa, in a room in the house of Carlus and Bonifacus brothers 
of Ususmares, in the year from the birth of our Lord 1347, following the 
custom in Genoa, on the 23d. day October about eventide. 

Witnesses Nicolaus of Tacius, draper, and Johannes of Rachus son of 
Bonanatus a citizen of Genoa. 
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Life insurance is thought to have existed in Spain as early as 1100, 
but insurance of lives was prohibited in much of Europe until much 
later. The oldest life insurance policy for which we have evidence 
was taken out in 1583. Life insurance was also provided under the 
sponsorship of ‘friendly societies’ but because statistics were sparse 
and actuarial science was yet to be invented, many early life insurers 
failed. 

Fire insurance probably originated as a commercial product in 
Germany as far back as the thirteenth century. There was however 
no fire insurance in Britain, until the urgent need for this particular 
form of protection was brought home by the Great Fire of London in 
1666, which gutted two thirds of the City of London. The following 
year, Nicholas Barbon, a former doctor, set up the first fire insurance 
company in London. Later, he went into partnership and formed the 
first joint-stock fire insurance company in England, ‘The Insurance 
Office’, which worked on the principle of making fixed payments in 
the event of loss, for fixed annual premiums.

Meanwhile though, the very nature of risk management was being 
revolutionised. A remarkable group of Renaissance thinkers had 
dared, for the first time, to subject the risks we face to mathematical 
analysis. 

Fire insurance probably originated as a commercial product 
in Germany as far back as the thirteenth century. There was 
however no fire insurance in Britain, until the urgent need for 
this particular form of protection was brought home by the Great 
Fire of London in 1666, which gutted two thirds of the City of 
London. 

Above: London, as it appeared 
from Bankside, Southwark, during 
the Great Fire - from a print of the 
period by Visscher

Facing page: Fire Insurance Policy - 
Charles Simms, March 17, 1796
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Above: Page correspondence  
Fermat Pascal - 1654

Facing page: The Darley Butler building 
where the Ceylon Insurance Co was 
once housed

By the mid-seventeenth century, Pascal and de Fermat had 
discovered a way to express probability and give us the first 
mathematical tools of risk management. 

By the mid-seventeenth century, Pascal and de Fermat had 
discovered a way to express probability and give us the first 
mathematical tools of risk management. 

Pascal’s triangle led to the first actuary tables that could be used to 
calculate insurance rates. This made the whole business of insurance 
more viable - less risky for underwriters and much more affordable to 
the public. Now that we had the ability to numerically weigh the odds 
and quantify their consequences, at last - it seemed - risk had been 
tamed!

But that was not the end of the story. Unlike a science that can be 
studied in the splendid isolation of the theoretical world, insurance 
deals with human beings, with human problems and human 
complexities. The very precision that makes the mathematical models 
so useful have the power to rob insurance of another and equally 
important facet of its nature: its humanity. 

Insurance is an industry that serves a vital social function: it 
helps protect livelihoods, rebuilds what is damaged and supports 
dependents of lost lives. To provide a worthwhile service, an insurer 
has to go beyond the numerical to encompass an understanding of 
the human needs it attempted to fill. The taming of risk then is still a 
complex challenge.

For an individual today, buying a house or a car, starting a family or 
launching a business venture - taking that step into the risky unknown 
- can be as fraught with uncertainly as setting sail for distant lands 
once was. But what would life be without the freedom to take such 
risks?

Modern Insurance - built on numbers and nuanced by an 
understanding of social needs - is a way of tempering the magnitude 
of the risks we all take. It stretches a safety net across the frightening 
void, so that we might dare to follow our dreams across the tightrope 
of life, knowing that if the worst comes to the worst, there will be 
something beneath us to catch us when we fall.
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Modern insurance arrived in Ceylon with the British and their 
plantations and their ships; and the cargo of coffee, tea and rubber 
they sailed away with. The tea and rubber factories, the produce itself, 
the ships and their cargoes, all needed to be covered by insurance, 
and the colonists needed agents who would attend to this function at 
the island-end of the voyage. 

This being the case, it was unsurprisingly the Agency Houses, 
which the British had set up to manage their plantations, that took on 
the business of acting as agents to international insurers. 

In 1855, the Northern Assurance Company of Aberdeen appointed 
Charles Shand and Co. as agents for Colombo and Alexander Brown 
as agent for Kandy. By the end of the nineteenth century they had 
been joined by several other British firms including Commercial Union 
Assurance Co. (agents: Wilson Ritchie & Co. and Hedges & Co.), 
The North British & Mercantile Insurance Co., The Norwich Union 
Fire Insurance Society (agents: Leechman & Co.), The Economic Fire 
Office, and The Scottish Union and National Insurance Co. (agents: 
William, Law & Co., Charles Gouldson Ltd. and Gordon Frazer & Co.). 
The agencies provided marine, fire, accident, and life insurance. 

For an individual today, buying a house or a car, starting a family 
or launching a business venture - taking that step into the risky 
unknown - can be as fraught with uncertainly as setting sail 
for distant lands once was. But what would life be without the 
freedom to take such risks?
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And in 1908, not long after the first motorised (steam) car was 
imported into the island, the Red Cross Indemnity Association began 
issuing motor insurance policies. 

By the 1930s, prominent agency houses such as Messrs. James 
Finlay & Co. Ltd., Whittall & Co., Darley Butler & Co. Ltd. George 
Steuart & Co., Leechman & Co. and Cumberbatch & Co. were agents 
for companies across the globe, such as the United Insurance Co. Ltd. 
Sydney, The Osaka Marine and Fire Insurance Co. Ltd., The Insurance 
Co. of North America, The Semarang Sea and Fire Insurance Co. Ltd., 
The Yokohama Fire, Marine, Transit and Fidelity Insurance Co. Ltd., 
New Zealand Insurance Co., The Palatine Insurance Co. Ltd. and 
Underwriters at Lloyd’s, among many others.

It was however only after the Companies Act of 1938 was passed 
that the first Ceylonese insurance companies were established. The 
earliest of these was the Ceylon Insurance Company, housed at the 
Darley Butler Building. And it was at that company that Chandra 
Schaffter had his first taste of the insurance business fourteen years 
later.

He recalls the insurance landscape in Ceylon in the fifties: 

“At the time I joined Ceylon Insurance (in 1952), the leading life 
insurance companies were National Mutual Life Assurance Company - 
which had an imposing building at the corner of Chatham and Queen’s 
street, Norwich Union, the Sun Life of Canada, Oriental Life & General 
Insurance Company of India, Pearl Assurance - managed by Harrison & 
Crosfield, Prudential Assurance - managed by Delmege Forsyth (both 
UK firms of repute), and Great Eastern of Singapore, which ran its own 
office. Emjay Insurance and Colombo Life Assurance were two other 
Sri Lankan companies that came up later. 

On the non-life side, several agency houses were principal agents 
for London companies such as Harrisons’, who were principal agents 
for Commercial Union, Royal Exchange and Manchester Assurance; 
Mackwoods had Royal Assurance, and Bosanquet had Liverpool, 
London and Globe. Ocean Accident & Guarantee Corporation, 
managed by AT Morant was the most popular motor insurance 
company. [By then the Motor Traffic Act 1938 had made third party 
insurance compulsory for all motor vehicles]. Edward Lumleys, which 
was in the Millers Building was run by Lloyds, and Aitken Spence & 
Co. were Lloyd’s agents in Sri Lanka for shipping and also for surveys 
for both ships and cargo.” Above: Highway Collision,

Colombo c 1920
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Modern Insurance - built on numbers and nuanced by an understanding of 
social needs - is a way of tempering the magnitude of the risks we all take. 
It stretches a safety net across the frightening void, so that we might dare to 

follow our dreams across the tightrope of life, knowing that if the worst comes 
to the worst, there will be something beneath us to catch us when we fall.
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Chandra 
Schaffter

02.

Calm. Courteous. Mild-mannered, Soft-spoken. Gracious. 
Simple. Understated. Centred. Strong. Impatient. 
Athletic. Tenacious... The father of all father figures. 
Quietly charismatic. Unconditionally loving to all those 
he considers his friends, and unfailingly sympathetic and 
generous to any underdog with a cause. Quite able and 
willing to do without the luxuries that money can buy - but 
luxuriously comfortable in his own skin... 
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However you may characterise the man, or fail to characterise him, as the case may 
be, there would be no ‘story of Janashakthi’, without Chandra (CTA) Schaffter. And the 

insurance industry in Sri Lanka itself would surely be a duller thing without his flair, his 
unconventional vision, his tendency not to conform to the established thinking, and his 

undeniable brilliance as a master of insurance.
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Calm. Courteous. Mild-mannered, Soft-spoken. Gracious. Simple. 
Understated. Centred. Strong. Impatient. Athletic. Tenacious... The 
father of all father figures. Quietly charismatic. Unconditionally loving 
to all those he considers his friends, and unfailingly sympathetic and 
generous to any underdog with a cause. Quite able and willing to do 
without the luxuries that money can buy - but luxuriously comfortable 
in his own skin... Completely unaffected by success. Unconcerned 
about appearances. Unafraid of risks. Unfazed by anything the world 
throws at him. Unflinchingly outspoken at any forum. Unfailingly 
faithful to his moral code. A maverick with an unflagging enthusiasm 
for his chosen work, relishing the challenge of stepping out into the 
unknown and making his own path. Complex. Impossible to pigeon-
hole. 

However you may characterise the man, or fail to characterise him, 
as the case may be, there would be no ‘story of Janashakthi’, without 
Chandra (CTA) Schaffter. And the insurance industry in Sri Lanka itself 
would surely be a duller thing without his flair, his unconventional 
vision, his tendency not to conform to the established thinking, and 
his undeniable brilliance as a master of insurance.

So our story must begin with the man behind the company.

Even his name does not conform to convention. 
While Chandra Schaffter is a second generation Sri Lankan of Indian 

origin, his name, it transpires, originates from the family Schaffter in 
the Swiss village of Moutier. Rev. Schaffter was a Christian missionary 
from Moutier who worked in India during the mid eighteen-hundreds.

The Reverend and his wife adopted and cared for two orphaned 
girls, one of whom grew up and married an Indian catechist at the 
missionary by the name of Isaiah Adolphus. In the late 1870s, Isaiah 
was sent out to Ceylon to work among the plantation workers. His 
ministry was called the Tamil Coolie Mission. Later, he and his wife 
decided to settle on the island. When they had a son, they gave him 
the name Adolphus Schaffter, in honour of the benevolent missionary. 
Adolphus Schaffter grew up in Ceylon, became a school teacher, 
married, and had seven children. The youngest, born in 1930 was a 
son whom he named Chandra Thomas Adolphus Schaffter.  

 “When my mother died, I was just three, and from then on 
motherly care was provided by my elder sisters - the eldest being thirty 
years my senior and the youngest, twelve years older than me”, recalls 
Chandra Schaffter. “They spent a good deal of their time looking after 
me, which I rewarded with considerable ingratitude! Their complaints 
to my father fell on deaf ears because he was so very indulgent and 
benevolent towards me. They never lacked in their affection though. 

My father, who was fifty when I, his only son, was born, showered 
me with affection. He looked after me like nothing else in the world 

Above: Chandra Schaffter, 
aged 16
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Above: St. Thomas' College, Chapel of the Transfiguration c. 1920

Facing page: Chandra Schaffter with schoolmates  
at St. Thomas' College, Mount Lavinia

mattered and tried to give me everything I needed, even though he 
was not a rich man. We lived in Mount Lavinia and my father was a 
teacher at St. Thomas’ College, where he was famous for having hit 
the biggest six, at a masters’ match - the ball landing on de Saram 
road on that occasion. He was a very jolly and light-hearted man, but 
he was also very learned, steeped in English literature, with a good 
knowledge of Greek and Latin as well. He devoted a lot of time to 
coaching me in my studies, and made me learn Latin at home and 
Sinhala in school. But more than anything else, he wanted me to play 
cricket and grow to love the game. He was everything to me.”

When his father died of a sudden illness, Chandra’s world collapsed 
around him. 

“We were now orphans. My two unmarried sisters had no income 
of their own and since we had to leave our rented house, they went 
to live with my married sisters. Although St. Thomas’ allowed me to 
continue studying there free of charge, I couldn’t afford to enter the 
boarding, which would have been an ideal solution. Fortunately my 

We lived in Mount Lavinia and my father was a teacher at 
St. Thomas’ College, where he was famous for having hit the 
biggest six, at a masters’ match - the ball landing on de Saram 
road on that occasion.
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eldest brother-in-law, a manager of a hardware store in Old Moor 
Street, undertook to look after me financially, even though he had 
seven children of his own and a host of other dependents to look after. 
Although I now fully appreciate his generosity, as a child I thought this 
was the worst thing possible because he was a strict disciplinarian 
who had often chided my father on his fond indulgence towards me. 
An older cousin and his wife took me in and gave me a place to stay. 
Unlike the other boys in school, I never had any actual money to spend 
at the tuck shop or anywhere else for the entire duration of my school 
life.”

About a year later, as World War II raged on and Colombo came under 
threat from Japan, St. Thomas’ closed and the students dispersed 
to other branches of the school. The school was subsequently 
requisitioned for use as a military hospital and released only after the 
war was over in 1945.

“For two months, when anyone who could, fled Colombo, we all 
moved to Kandy and stayed on a small property owned by my brother-
in-law. Food was in short supply and we had to walk two miles to the 
co-op to collect rations. The house was on a hill and the boys had to 
walk a mile down to a well to collect water, but to us, it was still like 
a holiday. 

Once the schools in Colombo re-opened, since my family had no 
means to send me to any of the Thomian schools, my brother-in-law 
who lived in Kotte, admitted me to Christian College, Kotte. Life was 
very hard and many of us went to school barefooted because shoes 
were scarce and just too expensive. With the shortage of food, we 
as young boys, were perpetually hungry. We would forage around for 
ripe jak and other fruit, but my brother-in-law had a strict rule about not 
eating anything outside the house. I remember hiding by the fence by  
Christ Church to eat these treats." 
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Top: The St. Thomas' College Hockey Team that played in India in 
1948.
Left to right: Clive Tissera, Ratnam Swami, Michael de Jong, Nihal 
Ilangakoon, Chandra Schaffter, Irwin Dassenaike (Captain), J. O. 
Yatawara, A. Mahadeva, A. J. Virasinghe, Wathma Wickremasekera, 
Upali Salgado, E. R. Lawrence, The Warden, C. S. Weerasinghe, 
Lassie Abeywardena

Finally, St. Thomas’ Mount Lavinia opened again. Although I had 
struggled initially, I was by then a reasonably good student, although 
not an exceptional one, and I passed my SSC (O’ Level exam) with 
distinctions in every subject except Tamil. The best thing about going 
back for me though was that I had an opportunity to play cricket and 
hockey again, which meant a great deal to me. The following year, 
when I was awarded the Gregory Scholarship, which covered the cost 
of the school’s boarding , I could hardly believe my good fortune. 

My days as a Senior at Copleston House at St. Thomas’ boarding 
were the happiest I had spent since the death of my father. The 
boarding gave me a safe haven and shielded me from the uncertainties 
that had dogged my younger days.” 

While he calls himself an unexceptional student, his innate ability 
on the cricket and hockey fields combined with a passion for the two 

While he calls himself an unexceptional student, his innate 
ability on the cricket and hockey fields combined with a 
passion for the two games certainly made Chandra Schaffter an 
exceptional sportsman. 
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games certainly made Chandra Schaffter an exceptional sportsman. 
He captained the school’s cricket team and was vice captain of its 
hockey team - an extraordinary achievement in itself. He also won 
school colours for soccer and fives, played tennis, swam and won the 
Victoria Jubilee Medal for the Best All-round Student in the school. 
Apparently, his leadership skills were forged early in life, for in his 
letter of reference the school warden, The Rev. Canon R. S. De Saram 
noted, “He is one of the best Head Prefects we have ever had, with a 
great sense of responsibility, entirely fearless in the carrying out of his 
duties, combined with the necessary tact.”  

Young Chandra Schaffter entered university and spent an enjoyable 
freshman year earning colours in both cricket and hockey. He was 
however less successful in the lecture halls, and failed his entrance 
exam to Medical College. Rather than pursuing the option of dentistry, 
which was available to him, he decided to start working, so that he 
could pay his own way, rather than continuing to depend on his 
relatives. With his exemplary school records, he knew - or thought he 
knew - that he could easily find employment as an executive of one of 
Colombo’s large mercantile firm. His confidence however turned out 

Top: St Thomas College Cricket Team 1949/1950
Standing: Donald Fairweather, Homer Titus, D. D. Keerthiratne, P. I. 
Peiris, Beaufort Weinman, J. O. Yatawara, J. G. C. Peiris
Seated: Conrad Barrow, T. Jayalingam, Chandra Schaffter (Captain),  
the Warden, Roger Inman, Sam Samarasinghe
On the ground: Jeffrey Koch

Above: St Thomas' College Coplestone House Boarders 1947
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His experience at Manulife drew Chandra firmly into the 
insurance industry and set the foundation for what was to 
become his lifelong passion for insurance. 

Above: Chandra Schaffter with colleagues 
from Manufacturers Life Insurance Co.

Facing page: M S A Hassan, D Glagoleff 
(Manager), R D Ralfe, M Sathasivam, C 
T A Schaffter and Newton Cooray at a 
Manufacturers Life Insurance Co. event



27

to be misplaced, as he had grossly underestimated how much weight 
the elite clubs - that these colonial firms were at the time - placed on 
family connections. 

After a frustrating year of rejection, and having exhausted all his 
options for a better position, he took a job as a clerk in the Ceylon 
Insurance Co. Ltd in 1952.

A year later, there was a vacancy advertised for an executive at 
Manufacturers Life Insurance Company, the fifth largest insurance 
company in the country, and the second largest in Canada. For the first 
time, but certainly not the last, Chandra’s reputation as a sportsman 
came to his aid in getting his foot in the door. A member of the Tamil 
Union Cricket & Athletic Club, for which Chandra played both cricket 
and hockey, put in a word for the young man with the Manager 
of Manufacturer’s Life, an avid golfer, who agreed to grant him an 
interview. 

The result was what he calls an “exhilarating” five year stint at 
Manufacturers Life. For the first three months, Chandra was asked to 
simply read the manuals, which he did from cover to cover. He was 
impressed with the efficiency of the small staff and delighted with 
the spirit of camaraderie and egalitarianism with which the Canadians 
ran the office, in stark contrast to the strictly hierarchical British-run 
companies of the day. Within three short years, he was promoted to 
Branch Secretary. His experience at Manulife drew Chandra firmly into 
the insurance industry and set the foundation for what was to become 
his lifelong passion for insurance. 

Unfortunately for Chandra, his career at Manulife came to an abrupt 
end in 1956, when the company’s head office in Canada decided that 
it was too much of a business risk to continue to operate in Ceylon 
under the new socialist government in power. 

Manufacturers Life entrusted Chandra with the responsibility of 
‘running off’ their business, which meant not issuing any new policies 
but continuing to accept premiums on existing life policies and of 
course processing the claims - a process that would go on for several 
decades. 

At this point, Chandra was offered a job as a junior executive at the 
general insurance agency operation at Carson Cumberbatch and Co. 
Ltd. At first he declined because of his commitment to Manulife, but 
then a compromise was achieved when Manulife permitted Chandra 

Manufacturers Life entrusted Chandra with the responsibility of 
‘running off’ their business, which meant not issuing any new 
policies but continuing to accept premiums on existing life 
policies and of course processing the claims - a process that 
would go on for several decades. 
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Above: Chandra and Lilani 
Schaffter 

Right: Lilani Schaffter with 
children, Dinesh, Manjula, 
Ramesh and Prakash
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Top: The Schaffter family with relatives and 
neighbours in Vepery, Chennai, 1974

Above, left: Lilani Schaffter keeps wickets 
for her son Prakash, while on holiday in 
Trincomalee

Above, right:  Chandra Schaffter and his wife 
Lilani
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to offer Carsons their agency, which also meant that all the Canadian 
company’s staff was taken over by Carsons. 

As the Canadians had feared, the insurance industry was indeed 
nationalised in 1961 and the Insurance Corporation of Ceylon was 
established as the sole insurer authorised to transact life insurance 
business in Ceylon. Three years later, general insurance was also 
nationalised and the more than sixty existing local and foreign 
private insurance companies were precluded from underwriting 
new business, giving the state-owned Insurance Corporation a total 
monopoly. 

Meanwhile, at Carsons, Chandra had to learn about non-life 
insurance - and do so in a hurry, since he was supervising the work of 
people who had been in the field for many years. Happily unhampered 
by the shackles of ego, he set about learning the business from his 
own subordinates. 

Chandra remained with Carsons for fourteen years earning regular 
promotions culminating in his appointment as head of the company’s 
insurance division and its most senior executive. At this point in his 
career however, he hit a glass ceiling which prevented him from 
rising to the next step of being appointed a director of the company. 
He decided it was time for a change. With characteristic stoicism, 
fearlessness and confidence in his ability to shape his own destiny, 
Chandra left his comfortable position at Carsons and ventured out 
on his own to become an insurance agent and loss adjuster for the 
Insurance Corporation of Ceylon. 

...at age thirty-six, Chandra Schaffter had married Lilani, a 
distant cousin fifteen years younger than himself, whom, as he is 
fond of saying, he had known since the age of two. Lilani was to 
be not only his life’s partner but also his most steadfast supporter 
and valued ally.

In the meantime, at age thirty-six, Chandra Schaffter had married 
Lilani, a distant cousin fifteen years younger than himself, whom, as 
he is fond of saying, he had known since the age of two. Lilani was to 
be not only his life’s partner but also his most steadfast supporter and 
valued ally. At the time when Chandra decided to leave his well-paid 
job at Carsons, the couple had four children: the eldest, Prakash - six 
years old, Manjula - five, Ramesh - three, and Dinesh - two. 

Just days before he left Carsons though, Chandra received a call 
from the General Manager of the Corporation saying that the Ministry 
had passed a new regulation that only the private secretaries of 
members of parliament could be granted insurance agencies in the 
future! This effectively removed the one pillar of stability on which his 
solo career was to be built. 

Undaunted, he set up his office - a desk space in a corner of a 
well-known musical instruments shop, 'Harmonics', in the Manning 
Mansions Building on Kumaran Ratnam road - and started work. The 
shop belonged to a relative who was kind enough to allow him to 
establish his ‘office’ there.

“Chandra was clear in his mind that this is what he wanted to do 
and I accepted it”, says Lilani Schaffter, Chandra’s wife of nearly fifty 
years, in her characteristic matter-of-fact way. “It was not easy in those 
early days. I remember doing my work around the house with my ears 
peeled for the phone to ring, in the hope that it would be someone 
calling with some work for him.”

But, then, as now, nothing ever seemed to worry him. The house 
could be collapsing around his ears and he is still cool and calm. He 
never stresses - which sometimes stresses me out!”

His first project was a marine survey for the Insurance Corporation 
and gradually, a few loss adjustment assignments came through 
- “just enough to keep the wolf from the door” - as Chandra puts 
it, but not nearly enough to sustain a business. In desperation, 
Chandra appealed to an old school friend, Ronnie de Mel, for help. 
Mr. De Mel, then a Government Minister, wrote to the Insurance 
Corporation recommending that Chandra be granted an agency, and 
the Corporation acquiesced. Once he had a foot in the door, Chandra 
Schaffter’s experience and expertise in the field was enough to attract 
a sizable portfolio of clients within a very short time and by the end of 
his second year he was the Corporation’s top agent.
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Lilani Schaffter recalls the boys’ cricketing from another perspective. 
“The children had cricket in their blood and were always playing 
outside our house after school. I preferred to have them where I could 
see and hear them, even though this meant a lot of broken windows. 
Each broken pane would cost Rs. 15 to repair - which I didn’t always 
have. The only thing I insisted on was that whoever did it had to own 
up. We had a zero tolerance policy for lies”. 

For the next fourteen years, Lilani Schaffter was the rock amidst a 
sea of uncertainly and constant change. She brought up the children, 
for the most part on her own, as Chandra shuttled between Colombo 
and Madras every fortnight by boat and train, to keep his business in 
Sri Lanka going, while undertaking work all over South India.

As his reputation as an insurance consultant grew he attracted 
clients of the calibre of Finlays and Ceylon Tobacco as well as large 
plantation companies, the TVS Group of India and the Oberoi Group 
of Hotels. He was also often called on by the Indian state insurance 
companies for loss adjustment as well as consultancy work. His work 
earned such respect in the industry that when the fire tariff was being 
re-written in South India in the late seventies, the management of the 
National Insurance Corporation of India asked Chandra Schaffter to 
draft the section relating to tea factories. 

In November of 1973, just after the nationalisation of India’s 
insurance industry, the Schaffter family moved into the up-stair 
section of Mrs. Schaffter’s aunt’s home in Vepery, Chennai. 

But then - another bombshell. The Insurance Corporation imposed 
a new rule stating that no person could work as both an agent and a 
loss adjuster. So, Chandra had to choose which half of his business to 
give up. Since he would have to depend solely on the Corporation for 
loss adjustment work he reluctantly gave up this line of business and 
focused on his fledgling insurance agency. 

This latest development however pushed him to look for more 
opportunities, finally resulting in his leaving his local business in the 
hands of his assistant, Mr. Rafiq, and relocating himself and his young 
family to India.

 
In November of 1973, just after the nationalisation of India’s 

insurance industry, the Schaffter family moved into the up-stair section 
of Mrs. Schaffter’s aunt’s home in Vepery, Chennai. 

With nothing but an introduction to two of India’s insurers, 
including the National Insurance Corporation of India, Chandra started 
from scratch and proceeded as before to build a reputation for himself. 
Early on he was assigned projects relating to losses on tea and rubber 
plantations, which led to more work in the same sector, all over 
South India. Arranging schooling for the children had proved to be 
unexpectedly difficult and it was only a year later that Chandra was 
able to admit them into a Christian missionary school. At the same 
time the family moved into rented accommodation of their own. 

Ramesh Schaffter admits that the first few years in India would have 
been quite a challenge, particularly for his mother. “On the bright side 
for us though, we lived in the YMCA compound so we had access to 
all the sports grounds and courts. If it wasn’t hockey it was badminton 
or table tennis or volleyball. But most of all it was cricket. 

Pre-1983, we were the only Ceylonese family in the neighbourhood 
and my mother used to be called ‘Ceylon Amma’. With four of us to 
manage, she used to run our home with clockwork efficiency. There 
was a set time for everything from meals to homework, and there 
would be trouble if anyone was late!

We would generally see our father only for about one week every 
month. But he tried to spend as much time as he could in India during 
our school holidays in September and December. Then he would take 
us all with him to the various tea and rubber plantations he worked 
with, and we would stay at plantation bungalows and have a wonderful 
time. But our absolutely favourite time of the year - the time we looked 
forward to all year round - was our two-month summer holiday in  
Sri Lanka.” 

- Ramesh Schaffter, Director



32

1977 brought with it sweeping changes in Sri Lanka as a change of 
government reversed the crippling socialist policies that had been in 
force for nearly a decade. The new regime adopted an open economy 
and restored the battered private sector as the engine of growth in the 
country’s economy.

In the insurance industry, the Ministry of Trade and Commerce 
under the leadership of Minister Lalith Athulathmudali, recognised that 
the giant Sri Lanka Insurance Corporation’s monopoly on insurance 
was not in the best interest of the public. The ministry decided that an 
active competitor with some private sector involvement was needed 
to push the industry towards providing customers with a better 
service and the Permanent Secretary approached Chandra Schaffter 
to work on a proposal that would address this need.

In his proposal, Chandra suggested that the Government set up 
an insurance company to run parallel to and in competition with the 
existing corporation, and appoint the former agency houses - with 
their years’ of experience in insurance - to set up principal agencies 
that would each be responsible for canvassing their own business, 
issuing policies and settling claims.

The Government accepted the proposal in principle and in 1980 
set up the National Insurance Corporation, appointing as principal 
agents, companies including Carson Cumberbatch & Co., Whittall 
Boustead Ltd., Aitken Spence & Co., James Finlay & Co., Ceylinco 
Insurance, Mercantile Credit and the government-owned Acland 
Insurance Services. Among these big names was also Mr. C T A 
Schaffter, who incorporated a company by the name of Protection and  

Above: Friends of Chandra Schaffter 
from Carsons

Facing page: Carsons staff,  
late 1960's

1977 brought with it sweeping changes in Sri Lanka as a change 
of government reversed the crippling socialist policies that had 
been in force for nearly a decade.
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In his proposal, Chandra suggested that the Government set up 
an insurance company to run parallel to and in competition with 
the existing corporation, and appoint the former agency houses - 
with their years’ of experience in insurance - to set up principal 
agencies that would each be responsible for canvassing their 
own business, issuing policies and settling claims.

Indemnity Company Ltd. and opened a small office on the ground 
floor of the Moors Sports Club on Muttiah Road.

In an unusual understanding, two other principal agencies, Acland 
and James Finlay’s, engaged Chandra to run their agencies as well. 
The fact that he was able to successfully run all three agencies (an 
arrangement fraught with opportunity for conflict of interest if ever 
there was one) without a single complaint from either party for the 
next five years, must surely stand as a testament to Chandra’s integrity 
and business ethics and the trust that his peers placed in him.  

Meanwhile, his children were nearing the end of their secondary 
education. With his hands full with his work in Sri Lanka, Chandra had 
given up working in India and begun building a house in Colombo in 
which to settle his family. 

But the infamous ethnic riots of 1983, which shook the country and 
permanently scarred thousands of its citizens, put paid to his plans of 
finally being reunited with his family. 

“My father has always been the patriarch of the family”, notes 
Ramesh Schaffter. "And when I say family I mean the extended family 
that now numbers something like a hundred and sixty. His sisters were 
so much older than him that some of them had children who were 
older than him. But he was still their uncle, and he was respected as 
a ‘Maama’. From the time we were children, he was very much the 
head of the family, which was quite a responsibility. But nothing fazes 
him. In 1983, he had over a hundred family members looking to him 
for help and protection. He helped some of them to move to India, he 
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settled some in Mullativu, which was considered a relatively safe area, 
and he even set up industries to sustain them like milk collection, 
yoghurt making, brick-making, and handloom weaving.”

Perhaps influenced by his own childhood struggle, Chandra, now in 
his fifties, was anxious that his children should be educated and set 
on their feet as early as possible. He took Prakash and Manjula out of 
school when they were barely in their teens so that they could sit for 
their London O’ Level exams privately a year earlier than their peers 
and then go on to do their A’ Levels, again through an accelerated 
programme. They passed well enough to start on their professional 
studies and the process was repeated with Ramesh and Dinesh. 

With the country still in a state of uncertainty and a new political 
threat, this time from the Marxist-Leninist insurgent group the JVP, 
rearing its ugly head, Chandra regretfully decided against bringing the 
children back to Sri Lanka and opted instead to send them to England 
for their professional studies.

Once again, Lilani undertook to look after the children on her own 
in London, while Chandra worked in Colombo. A British education for 
four children was a costly affair and stretched the family’s finances to 
the limit. Lilani took on work as a cleaner, as did the eldest, Prakash, 
to supplement their income.  

Above: Prakash with the Cambridge 
University cricket team,1998

Above, right: Dinesh, Manjula and Ramesh 
Schaffter photographed for the CIMA 
magazine when Dinesh became the 
youngest CIMA qualified accountant in 1989

Facing page: At a late 1970’s Christmas party 
for families of staff of Protection & Indemnity 
Company, some of whom are still with 
Janashakthi today.

Prakash became one the youngest to obtain his FCII (Fellow 
of the Chartered Insurance Institute) at the age of twenty two, 
while the others did exceptionally well in their CIMA (Chartered 
Institute of Management Accountants) exams. Dinesh, who 
passed the exam at the age of eighteen, was the youngest to 
have ever qualified through the Institute at the time.
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The children had no say as to their field of study. Chandra insisted 
that Prakash do his insurance exams and the other three study 
accountancy. He did however tell all of them that once they had their 
basic professional qualifications under their belts, they could then go 
on to study and pursue a career in any field of their choice. As a result 
of their accelerated studies, Prakash became one the youngest to 
obtain his FCII (Fellow of the Chartered Insurance Institute) at the age 
of twenty two, while the others did exceptionally well in their CIMA 
(Chartered Institute of Management Accountants) exams. Dinesh, 
who passed the exam at the age of eighteen, was the youngest to 
have ever qualified through the Institute at the time.

In 1986, the Government bowed to the pressure that had been 
mounting for some years to privatise the insurance industry. Once 
again, the Secretary to the Treasury approached Chandra Schaffter to 
draw up the guidelines for preparing a white paper for the privatisation 
of insurance in Sri Lanka. He did so with the assistance of his friend 
Joe Thangakone, who was General Manager of the NIC at the time. 
The draft was accepted in its totality by the cabinet and the wheels 
were set in motion for the privatisation process. 

Once again, Lilani undertook to look after the children on her 
own in London, while Chandra worked in Colombo. A British 
education for four children was a costly affair and stretched the 
family’s finances to the limit.

Ceylon Tobacco Company (CTC), whose parent, the BAT Group 
had bought up Eagle Star Insurance Company in the UK a few years 
previously, began looking into setting up one of Sri Lanka’s first private 
insurance companies, using its Eagle Star connections. It was CTC’s 
Finance Director, Mr. Pararajasingham, and Chandra Schaffter who 
flew to England to hold discussions with BAT and persuade them to 
look into the proposal. The result was that CTC Eagle was launched 
in 1988.

Chandra Schaffter, having undertaken to supply most of the 
necessary staff from his own agency, head-hunted for the senior 
management team and set up the Life Insurance Department of 
the company. He formulated the first life policies for the company, 
with the help of actuaries in Eagle Star London, who worked out the 
premium calculations. He was also entrusted with running the life 
operations, which he did for a further two year period. Even after he 
left the company though, the original policies that Chandra Schaffter 
conceptualised and formulated for Eagle were retained essentially 
unchanged for almost twenty years.

Meanwhile, with the privatisation of the industry having cast some 
doubt on the continuation of the principal agencies model, Chandra 
decided to convert his agency, Protection & Indemnity Co., into a 
broking company, which he called P&I Insurance Brokers, retaining 
the small number of staff who had stayed with the company when the 
majority were seconded to CTC Eagle. The broking operation proved 
to be very successful partly due to the business and reputation built 
up by its predecessor, Protection & Indemnity. 
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“In 1993, the government decided to ‘people-ise’ Acland Insurance 
Services - the only principal agency of NIC still standing at the time, 
and we raised Rs. 13.5 million to bid for it", recalls Ramesh Schaffter. 
“It was perfect for us because the size and structure were very 
similar to that of P&I Brokers. Our bid was successful and overnight 
we doubled our portfolio and staff. We also acquired the premises on 
Staples Street.” 

Less than a year later, the Government decided that Acland should 
not be allowed to continue as a principal agent (since it was now 
privately owned) and the company was instructed to stop its principal 
agency business. 

Forced to adjust the business in line with the new terms imposed, 
Chandra decided to merge the insurance business of Acland Insurance 
Services with the brokering business of P&I Insurance Brokers, and 
name the new company Acland Insurance Brokers. With the merger, 
the new entity became the largest brokerage operation in the country.

Above: Chandra Schaffter speaking 
at an event co-sponsored by 
Protection & Indemnity Co.

Meanwhile, with the privatisation of the industry having cast 
some doubt on the continuation of the principal agencies model, 
Chandra decided to convert his agency, Protection & Indemnity 
Co., into a broking company, which he called P&I Insurance 
Brokers
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Above: The Schaffter family at Chandra 
Schaffter's 80th birthday

Following page: Chandra Schaffter at his 
desk, 1995 
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Chandra decided to merge the insurance business of Acland Insurance Services with the 
brokering business of P&I Insurance Brokers, and name the new company Acland Insurance 

Brokers. With the merger, the new entity became the largest brokerage operation in the country.
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The 
Beginning 
of Life and a 
Baptism of 
Fire

03.

1994. It was finally time for the birth of a new idea, 
which Chandra Schaffter had been gestating for several 
years. Market optimism was high and investors were 
enthusiastic. Chandra’s expertise in insurance was well 
known in the industry and there had been a hiatus of 
six years since the last of the three existing private 
insurance companies had been formed.
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Considerable thought did go into selecting a name for the new entity. Chandra wanted a 
name which would resonate with Sri Lankans from all ethnicities and finally chose a name 
derived from Sanskrit and having the same meaning in both Sinhala and Tamil: Jana-shakthi 

- 'the strength of the people'. Janashakthi Life Insurance Company was registered in 1992. 
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1994. It was finally time for the birth of a new idea, which Chandra 
Schaffter had been gestating for several years. Market optimism was 
high and investors were enthusiastic. Chandra’s expertise in insurance 
was well known in the industry and there had been a hiatus of six 
years since the last of the three existing private insurance companies 
had been formed.  

Once it was decided, Chandra admits he did very little in the way 
of the detailed feasibility studies and financial projections that would 
usual accompany such an exercise, except for the basics required by 
the Controller of Insurance. It was typical of his particular brand of 
entrepreneurship. “Elaborate studies would have taken too long”, he 
says. “I was completely confident that it would work, and fortunately 
we were able to convince our investors as well”.

Considerable thought did go into selecting a name for the new 
entity. Chandra wanted a name which would resonate with Sri Lankans 
from all ethnicities and finally chose a name derived from Sankrit and 
having the same meaning in both Sinhala and Tamil: Jana-shakthi - 
'the strength of the people'. Janashakthi Life Insurance Company was 
registered in 1992. 

There was however, much groundwork and preparation to be done 
before it could begin operations. 

Above:  Chandra Schaffter lights a 
symbolic clay lamp at the launch  
of Janashakthi Life

 It was typical of his particular brand of entrepreneurship. 
“Elaborate studies would have taken too long. I was completely 
confident that it would work, and fortunately we were able to 
convince our investors as well”.
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Above: September 20, 1994

Seated from left: Chandi Chanmugam, S K 
Wickremesinghe, Chandra Jayaratne, Tommy 
Ellawala, R Ramakrishnan
Standing: Janani Perera, Tryphon Mirando,  
A Pararajasingam, Ajith Abeygunawardena,  
Vernon Fernando, Chandra Schaffter,  
R J de Silva, Mohan Perera, Prakash Schaffter



45

It would later be recorded in the company’s annual report that: 
“Market research... indicated that the existing life insurance 

companies mainly catered to the needs of the high income groups, 
combining both savings and protection needs in the conventional 
manner as done from the inception of life insurance in this country. 
No attempt was seen to have been made to offer policies that would 
meet the protection needs at low income levels, presumably since 
disposable incomes at these levels are negligible or non-existent. 
Even at high levels of income, inadequate emphasis was placed on the 
desirability to make a distinction between the savings and protection 
aspects of life insurance.

It was also found that there was a lack of flexibility and innovation 
in the policies offered in the market... [perhaps because of] the lack 
of specialisation in life insurance in Sri Lanka, where all the existing 
companies are composite ones dealing in both life and general”.

Chandra’s vision for the company stemmed from his passion to 
make insurance accessible to everybody. This idea was encapsulated 
in the line ‘lighting the lamp of insurance in every home’, and the 
clay lamp, which he chose to symbolise the company. Janashakthi's 
iconic logo was designed by Mr. Soma Ahangama. Chandra Schaffter 
started work, using his extensive experience and technical skills to 
formulate the policies of insurance - for the first time for his own 
use. He obtained the services of Mr. A S Mani (a former actuary of 
the Life Insurance Corporation of India whom Chandra Schaffter had 
introduced to the National Insurance Corporation in the eighties) to do 
the premium calculations.

Top, right: Janashakthi's first office on 
Staples Street, Colombo 2

Above:  The original Janashakthi logo

Chandra’s vision for the company stemmed from his passion 
to make insurance accessible to everybody. This idea was 
encapsulated in the line ‘lighting the lamp of insurance in every 
home’, and the clay lamp, which he chose to symbolise the 
company.
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The capital requirement specified by the Controller of Insurance 
for a life insurer was Rs. 25 million. Chandra’s son Ramesh having 
just returned to Sri Lanka after completing his studies in London, 
immediately took on the task of raising the required funds, together 
with Tryphon Mirando, who was then Chairman of Acland Insurance 
Brokers and a long standing family friend. 

“At that time, the market was booming and, with my father’s 
reputation in the industry, investors were enthusiastic to buy into 
the new venture. We closed the issue when the capital reached 175 
million rupees - seven times the statutory requirement. At that point, 
we had the highest paid up share capital among the private insurance 
companies.” 

- Ramesh Schaffter, Director

Chemical Industries of Colombo (CIC) was one the first companies 
to pledge support.

  “I have known Schaffter personally from our student days at St. 
Thomas’ College, but I also got to know him very well in a professional 
capacity when I was Chairman of CTC Eagle Insurance and he 
became involved in helping to set up and run Eagle”, says Mr. S K 
Wickremasinghe. “At the time he told me he wanted to set up his 
own company, I was Chairman of CIC. I had no hesitation in investing 
in it because I knew Schaffter had a very sound knowledge of the 
insurance business, and of course he was known as a man of integrity 
as well. All he lacked was capital of his own. I recommended to my 
board that we invest Rs. 10 million in Janashakthi, which we did, and I 
also put in Rs. 3 million from my own family trust.”

- S K Wickremasinghe, Former Chairman of several of Sri Lanka’s 
blue chip companies and banks and former High Commissioner to the 
UK. 

Above:  Corporate investors who backed 
Janashakthi Life

Facing page: The first board of directors of 
Janashakthi Life
From left: A S de Silva, R J de Silva, 
Nissanka Wijewardana, Ramesh Schaffter 
(board secretary), C T A Schaffter, B R L 
Fernando, W T Ellawala, N Pararajasingam 
(absent - R M S Fernando)

Chemical Industries of Colombo (CIC) was one the first 
companies to pledge support...The other major corporate 
investors were the Bank of Ceylon, the Merchant Bank of Sri 
Lanka and the National Development Bank. 
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The other major corporate investors were the Bank of Ceylon, the 
Merchant Bank of Sri Lanka and the National Development Bank. 

For the Schaffter family, this was a new era. Janashakthi would be 
an evolutionary jump in the development of the family business - a 
shift from the more informal, somewhat loose and unstructured style 
of management and governance that had been characteristic of the 
family businesses to a vastly more professional corporate entity, in 
which the family owned a modest 37% stake. 

The composition of the Board of Directors was a good indicator of 
the new level of professionalism. Deshamanya Nissanka Wijewardane, 
a former Chairman of the Bank of Ceylon and Ambassador and 
Permanent Representative at the United Nations, would be the 
company’s first chairman. The non-executive directors would be: Mr. W 
T Ellawala (Group Director of the Ceylon Trading Group of Companies 
and an Advisor on shipping policy to the Ministry of Port Development), 
Nadaraser Pararajasingam (former Finance Director of Ceylon Tobacco 
Co.), Ranjit Fernando (General Manager of NDB),  Sarath de Silva 
(Deputy General Manger of Bank of Ceylon), and Lakshman Fernando 
(Chairman/Managing Director of CIC and Director of Commercial Bank 
of Ceylon). Chandra Schaffter took on the role of Technical Director and 
R J de Silva - a former Chairman of the National Insurance Corporation 
- would be the company’s Managing Director. 

N. Pararajasingam had also become a close friend and trusted 
adviser to Chandra Schaffter.

“Para as we all called him, first joined us as a consultant in the 
nineties after having worked as Finance Director of Ceylon Tobacco and 
played a pivotal role in the formation of  CTC Eagle”, explains Chandra. 

For the Schaffter family, this was a new era. Janashakthi 
would be an evolutionary jump in the development of the family 
business - a shift from the more informal, somewhat loose and 
unstructured style of management and governance that had 
been characteristic of the family businesses to a vastly more 
professional corporate entity, in which the family owned a 
modest 37% stake. 

”He served on the board of Janashakthi from its very inception until 
he retired in 2006. He was a very clever man but always humble and 
self-effacing. He was very valuable to Janashakthi and to our family 
as well; he was our sounding board and we hardly ever took a major 
business decision without consulting him.”  

Mr. R. Ramakrishnan, recently retired from the Life Insurance 
Corporation of India was recruited as Janashakthi’s actuary. “Mr. 
Ramakrishnan, our actuary, was a brilliant man, highly respected by 
the entire insurance fraternity in India”, says Chandra Schaffter. “In fact 
he sat on the famous Malhotra committee which recommended the 
privatisation of insurance in India.” 
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“At that time, the market was booming and, with my father’s reputation in the industry, investors were 
enthusiastic to buy into the new venture. We closed the issue when the capital reached 175 million rupees 

- seven times the statutory requirement. At that point, Janashakthi Life had the highest paid up share 
capital among the private insurance companies.” 

Ramesh Schaffter, Director
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The company entered into an agreement with Employers Re, the 
third largest reinsurance company in the world at the time, to cover its 
reinsurance requirements.  

The issuance of an insurance license turned out to be a lengthy 
process, and it was only in August of 1994, two years after the 
company had been incorporated, that it was finally done.  

"It was very exciting for us because it was the first time we were 
moving from private companies into a more public domain", says 
Prakash Schaffter. “Although the company was not listed, it had big 
name shareholders like the Bank of Ceylon, the National Development 
Bank and CIC, all of which were represented on the board, and we had 
the confidence of the business community. 

The life insurance pie was very large, and it was a question of going 
out there and getting new, untapped business. There was really no 
direct competition for the business and no price competition as such 
because each product was different. So our entry into the market did 
not unduly alarm our competitors either”. 

The company began operations just four weeks later, on the 15th of 
September, 1994 with a handful of hand-picked professionals. 

The management team included Hajah Mohideen (Life Manager), 
Mohan Perera (Marketing Manager), R Mahinda Herath (Finance 
Manager) who was succeeded by G. Giridharan, Genie Gunawardhana 
(Personnel Manager) and Janani Perera (Manager Sales Training).

Janashakthi’s first steps immediately signalled that it was going 
to be different. A different kind of company, a different culture, and a 
different approach to insurance.

The company’s first Mission Statement included the lines: ‘To provide 
innovative, customer oriented life insurance policies in accordance 
with individual needs and affordability’; and ‘To be outstanding in its 
stability through prudent underwriting and investment’.

Janashakthi’s first policies were designed to cater to specific 
consumer groups.

The Janasevaya Social Security Plan which offered a basic cover for 
as little as Rs. 30 a month was intended for the large proportion of the 

Janashakthi’s first steps immediately signalled that it was going 
to be different. A different kind of company, a different culture, 
and a different approach to insurance.

Above:  Janashakthi Life Management 
Team, December 1995
From top left: Genie Gunawardhana, 
Mohan Perera, Janani Perera, Hajah 
Mohideen, G Giridharan, R J de Silva

Facing page: Janashakthi builds the 
brand through an islandwide sticker 
campaign
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Above: A three-wheeler  
sports a Janashakthi sticker 

Right:  The Janashakthi team 
carries insurance across the 
country

Facing page: Some of 
Janashakthi's early product 
brochures
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working population who could not afford the conventional policies at 
all, or who could barely afford them and therefore were often obliged 
to let their policies lapse, losing whatever premium they had already 
paid. The company hoped that employers in sectors such as the 
plantation sector would either take this out as an employee benefit or 
take it out jointly with their employees to provide protection for this 
highly vulnerable segment of society.

The Suwashakthi policy was for those whose real need for insurance 
was for pure protection rather than as a medium of saving, and it could 
combine a range of covers tailored for the individual. The absence of a 
savings component significantly reduced the cost of the policy.

And with the Lakshimi, Gitanjali and Shanthi policies, Janashakthi 
became the first Sri Lankan insurer to incorporate hospitalisation and 
critical illness into life insurance.  

The Lakshimi policy (named for the Hindu goddess of wealth and 
prosperity) provided life cover with accident and critical illness benefits, 
as well as a provision for advance payments to the policy holder every 
three years. The risk cover offered by Gitanjali increased by 50% every 
3 years - which effectively cushioned the impact of inflation. Shanthi 
provided life cover with a critical illness benefit, a double accident 
benefit and a built-in hospitalisation benefit. It provided cover for the 
lifetime of the insured and his or her spouse, even after the maturity 
of the policy without any further premium payment. This lifetime cover 
provided by Shanthi was perhaps the first of its kind in the world. 
Certainly it was the only such policy in South East Asia, and possibly 
still is. The three products still exist today as 'Cash Advance', 'Jeevitha 
Vandana' and 'Life Unlimited'.

As Mr. R. Ramakrishnan, Janashakthi’s first actuary, recalls, “To 
start any new business venture requires courage and confidence. 
More so, in the case of a life insurance company, the gestation period 
of which is quite long. My first impression of Mr. C. T. A. Schaffter was 
therefore one of admiration. Soon, I noticed three other important 
qualities, viz. clarity of thought, systematic approach and quickness 
in decision making.

The Company began very well. It had an impressive array of 
products. The approval for the first two products, Lakshimi and 
Shanthi, had been taken before I joined the company. The product 
Shanthi, a combination of the conventional endowment assurance and 
hospitalisation benefit for the whole of life, for the life assured and his/
her family, was a unique one. The plan was of course highly susceptible 
to the risk of inflation and, after the first few years, to reduce the risk, 
I modified it slightly with the consent of the Management.

The plan Podhujanashakthi, a group product, was also highly 
innovative. The profit margin under this product was negligible and 
it was introduced perhaps, as Mr. Schaffter used to say, to meet 
the obligations that every insurer owes to society. The plan offered 
minimum insurance cover to every section of the society, at an 
affordable cost.”

- R. Ramakrishnan, Former Actuary
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In addition, Janashakthi designed its first special purpose policy, 
a gift insurance policy named Jeevan Vandana. This too was a unique 
product which was designed to be gifted to a child by a family member, 
typically a grandparent. A single lump sum premium ensured that the 
child would receive a cash payment at each birthday, not just while 
growing up but until the age of sixty. This was in addition to a range of 
benefits that included life and accident cover for the child as well as 
his or her future spouse.

Janashakthi was also less restrictive than the other companies in 
operation. They were the only insurer at that time to cover against 
injury or death arising from riots, strikes and terrorism, and from death 
due to HIV/AIDS.

Apart from its innovative policy offering, the other key to Janashakthi’s 
unprecedented success in its first years was the marketing strategy 
developed by Chandra and Ramesh Schaffter. They wanted to be able 
to reach customers who were further afield from the traditional areas 
serviced by the existing insurers, but since it would have been too 
costly and time consuming to set up so many traditional branches 
from scratch, Janashakthi found another way: the company appointed 
franchised agents - Area Development Officers (ADO’s) - around the 

country to act as the company’s de facto branch network. The ADO 
system was once again a first in the field of insurance in Sri Lanka.

“Each person selected to be an ADO was a person of good standing 
in the area, who would be able to use his own good reputation to 
promote the Janashakthi brand. He or she was responsible for setting 
up the office, with all its attendant costs, on the understanding 
that Janashakthi would pay an administration fee (calculated as a 
percentage on the policies sold), in addition to the standard sales 
commission. We were also backed by very well known investors like 
Bank of Ceylon, CIC and the National Development Bank, which we 
leveraged to create confidence in Janashakthi. 

Once the strategy was in place, we set up something like a hundred 
branches between 1995 and 1996.” 

- Mohan Perera, Former Deputy General Manager, Marketing 

“Those first years before we had built up our reputation were 
difficult, but products like Shanthi and Lakshimi were so far ahead of 
the competition that no one else could match them, and they gave us 
the edge we needed to market our life insurance”, 

- Nilantha Amarasinghe, Assistant General Manager Sales 

Above, left:  At a press conference to 
launch 'Jeevan Vandana' gift policies 

Above, right:  PR Manager (and popular 
cricket commentator) Premasara 
Epasinghe explains the benefits of 
insurance at an informal village meeting. 
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“I was Janashakthi’s first registered Area Development Officer. 
I had previously been an agent for Acland, so I already knew Mr. 
Schaffter well. Even though I knew it would be an uphill task to sell 
insurance policies for a brand new, unknown company, when Mr. 
Schaffter discussed it with me, I clearly saw his vision for the company 
and I had a strong feeling that we couldn’t go wrong. And I was right! 
And I have been among the top three most successful ADOs for 
several years running.” 

-  M Thangiah, Area Development Officer, Mahawewa 

By the end of 1995, the company already had an island-wide 
network of sixty-nine Area Development Offices (in all areas excluding 
the then inaccessible North and East of the country), which gave 
Janashakthi the widest reach among the private insurance companies. 
Its annualised new business, at Rs. 72 million, was a record for any 
private insurance company operating in Sri Lanka in its first complete 
year of operations.

Above: Ramesh Schaffter lights 
the lamp at the opening of a 
new Area Development Office in 
Minuwangoda

By the end of 1995, the company already had an island-wide 
network of sixty-nine Area Development Offices (in all areas 
excluding the then inaccessible North and East of the country), 
which gave Janashakthi the widest reach among the private 
insurance companies. 
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“The Company began very well. It had an impressive array of products. The product Shanthi, a 
combination of the conventional endowment assurance and hospitalisation benefit for the whole of life, 
for the life assured and his/her family, was a unique one, with no similar product being offered by any 

life insurance company in any other country.”

R. Ramakrishnan, Former Actuary
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“Each person selected to be an ADO was a person of good standing in the area, who would be able to use 
his own good reputation to promote the Janashakthi brand. He or she was responsible for setting up the 

office, with all its attendant costs...

Once the strategy was in place, we set up something like a hundred branches between 1995 and 1996. 
Every weekend, Ramesh and I (often accompanied by our wives, and in Ramesh’s case his baby daughter) 

would be on the road, travelling the length and breadth of the country.” 

Mohan Perera, Former Deputy General Manager - Marketing
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Left: Nilantha Amarasinghe 
Right:  M Thangiah
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““I was involved in setting up the company’s first ADO office, which was in Matale, in October 1995. Those first years before we 
had built up our reputation were difficult, but products like Shanthi and Lakshimi were so far ahead of the competition that no one 

else could match them, and they gave us the edge we needed to market our life insurance.”

Nilantha Amarasinghe, Assistant General Manager Sales 

 “I was Janashakthi’s first registered Area Development Officer. Even though I knew it would be an uphill task to sell insurance 
policies for a brand new, unknown company, when Mr. Schaffter discussed it with me, I clearly saw his vision for the company and 

I had a strong feeling that we couldn’t go wrong. And I was right!” 

M Thangiah, Area Development Officer, Mahawewa 
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Above:  Inaugural staff photograph of Janashakthi 
General outside the Muttiah road office in 1995 

Facing page: The Janashakthi General Board of 
Directors
At center, Chairman N Wijewardene
Clockwise from top right: Managing Director - K 
Sivagananathan, T Mirando, R J de Silva, L C R de C 
Wijetunge, W T Ellawala, R Pararajasingam and CTA 
Schaffter
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Janashakthi Life was off to an excellent start and Chandra Schaffter 
would have been content to focus on this company for the next few 
years, if news had not begun to circulate that two new players were 
set to enter the general insurance sector. Apart from the additional 
competition for business that this would have created, Janashakthi 
knew from experience that good insurance professionals were in 
short supply and if two more companies entered the fray, there would 
be lean pickings indeed for a third new entrant. 

The family decided that to hesitate could well be fatal for future 
business and with the agreement of their closest advisers, the 
decision was taken: Janashakthi General would be launched as 
a separate entity to go into the business of general insurance.

The family decided that to hesitate could well be fatal for future 
business and with the agreement of their closest advisers, the 
decision was taken: Janashakthi General would be launched as a 
separate entity to go into the business of general insurance. 

By then Prakash Schaffter, having followed his father in his 
profession, had already passed his Fellowship in Insurance. He had 
worked with the General Accident, Fire & Life Assurance Company 
in London for over a year - in addition to working in his father’s office 
at various times since the age of fifteen. At his father’s insistence 
he had gained first-hand experience of working in virtually every area 
of the company - and Chandra decided he was now “sufficiently 
equipped and knowledgeable” to take on a management role in the 
new company. Ramesh and Dinesh Schaffter took on the lead roles in 
raising capital for the new company.  
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Mr. K Sivagananathan
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“At the time he joined us, Mr. Sivagananathan was a very senior banker who had recently 
retired as Senior Deputy General Manager of the Bank of Ceylon, after some forty years of 

service. He was very well respected by the entire financial services industry and we were very 
fortunate to secure his services as our first Managing Director.”

Chandra Schaffter
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The painful birth pangs of Janashakthi General however could 
not have been in greater contrast to the charmed beginnings of 
its sibling life insurance company. This time, the new company 
had to battle opposition that could only be described as 
ferocious, even before it could take its first corporate breaths.

The painful birth pangs of Janashakthi General however could not 
have been in greater contrast to the charmed beginnings of its sibling 
life insurance company. This time, the new company had to battle 
opposition that could only be described as ferocious, even before it 
could take its first corporate breaths.

Competition for non-life insurance was keen, and the fact that 
Acland Brokers was then the largest broker in the country created its 
own host of complications, as competitors feared that they would lose 
a large chunk of the business that had previously been channelled to 
them through Acland.

Since insurance regulations did not permit a single group to handle 
both an insurance and insurance broking operation, Chandra Schaffter 
had to divest Acland, and sever the connections between the two 
companies.

After the positive experience with Janashakthi Life, Chandra 
Schaffter was confident that the capital necessary to float the new 
company would not be difficult to come by despite the fact that 
market conditions had declined quite significantly during the year. 
Several prospective investors including Hatton National Bank, the 
National Development Bank and Bank of Ceylon had given their verbal 
assurance that they would take up shares in the new company. 

When the company began the formal process of raising capital 
though, they found to their surprise and disappointment that almost all 
the institutional investors who had been lined up were suddenly and 
inexplicably treating them with suspicion and reluctance. It was soon 
clear that if the company was to get off the ground, the Schaffters 
would have to fund it themselves.

Instead of the Rs. 300 million they were hoping to raise from 
investors, they managed just Rs. 5 million, leaving the family to come 
up with the Rs. 45 million needed to meet the bare minimum regulatory 
requirement. They did so - though not without considerable difficulty. 

“I must mention the support we got from Siromi Wickramasinghe 
who was then manager at HNB's Darley Road Branch”, says Dinesh 
Schaffter. “She went way beyond the call of duty to help us raise the 
capital we needed. Had it not been for her help, it is quite possible that 
there might not have been a Janashakthi General.”  

Then, after much dragging of heels, the regulators finally issued the 
licence required just days before the company’s launch on the 20th of 
September 1995.

Deshamanya Nissanka Wijewardane was appointed Chairman of 
Janashakthi General, and Mr. K Sivagananathan was recruited as the 
company’s first Managing Director. The board also comprised Chandra 
Schaffter, Tryphon Mirando, R J de Silva, N Pararajasingam, Tommy 
Ellawala and Cubby Wijetunga (an Executive Director of Nestle Lanka, 
and Chairman of the Advisory Council for Industry of the Ministry of 
Industrial Affairs), with Ramesh Schaffter holding the post of Secretary 
to the Board.

“At the time he joined us, Mr. Sivagananathan was a very senior 
banker who had recently retired as Senior Deputy General Manager 
of the Bank of Ceylon, after some forty years of service. He was very 
well respected by the entire financial services industry and we were 
very fortunate to secure his services as our first Managing Director.” 

 - Chandra Schaffter

The company was also able to attract the expertise of two very able, 
ACII qualified professionals, Dayalanie Abeygunawardena and Ruanthi 
Gooneratne, to handle the technical aspects of the business. Adel 
Hashim, Rohitha Peiris and Manel Welaratne would head Marketing, 
Finance and Legal, respectively.

“Mr. Schaffter is absolutely passionate about insurance as a form 
of protection against risk. He has been living and breathing it for 
so many decades, but it still upsets him that those who need the 
protection most desperately often can’t afford to buy it. When he first 
founded Janashakthi, he set about making life insurance as affordable 
as possible for families that were too poor to be able to recover from 
the sudden loss of a breadwinner. 

His concern was clearly reflected in the earliest policies he 
designed. Janasevaya, designed particularly for estate workers, 
offered a cover or Rs. 100,000 for an annual premium of Rs. 350 – and 
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that too would be deducted from the worker’s pay in instalments. 
Life insurance for Rs. 30 a month! Unfortunately though, there was 
not enough will on the part of the plantation companies, not enough 
foresight on the part of the workers themselves, and not enough of 
the right kind of sales mechanism at Janashakthi, to make this labour-
intensive product work.

He designed a personal accident insurance policy called 
Janarakshana that provided a cover of one million rupees for accidental 
death for an annual premium of as little as Rs. 1000. And he told all 
our sales agents that whenever they sold a motor or fire or burglary 
policy, they should offer this policy too and explain its advantages 
to the policyholder. Compared with the premium a customer would 
typically be paying for a motor policy, it was nothing, and they would 
be covered for a million. In fact this policy is still being sold.

Setting up the company and creating a brand new set of policies 
was a challenge. It was before the days when computers were widely 
used and each draft of each policy had to be manually typed, and re-
typed after each correction or refinement. It was at the same time, 
both exciting and tedious work! Business was tough as a new entrant, 
with competition from four established private insurance companies 
as well as the state insurers. 

At the end of each day, Mr. Schaffter would sweep all the 
documents from his in-tray into a bag and take them home with him. 
The next morning, having woken at 4 o’clock, he would attend to 
all this paperwork, and be back at his desk in office by 6.30 am. By 
the time the staff came in, they would find the documents with his 
responses or requests lying on their tables, and by mid-morning, he 
would be starting to show faint signs of impatience if they had not 

Top:  Janashakthi General directors with 
Controller of Insurance, Mrs. Chandra 
Ekanayake (at centre) and Deputy Controller, 
Mr. Kanapathipillai (right of centre) 

Above: Secretary to the Treasury A S 
Jayawardene is Chief Guest at the launch of 
Janashakthi General
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“Setting up the company and creating a brand new set of policies was a challenge. It was before the days when 
computers were widely used and each draft of each policy had to be manually typed, and re-typed after each 

correction or refinement. It was at the same time, both exciting and tedious work! Business was tough as a new 
entrant, with competition from four established private insurance companies as well as the state insurers. 

At the end of each day, Mr. Schaffter would sweep all the documents from his in-tray into a bag and take them 
home with him. The next morning, having woken at 4 o’clock, he would attend to all this paperwork, and be back 

at his desk in office by 6.30 am. By the time the staff came in, they would find the documents with his responses or 
requests lying on their tables, and by mid-morning, he would be starting to show faint signs of impatience if they 

had not been acted upon by then.”
 

Dayalanie Abeygunawardena, Chief Operating Officer
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“When we were still quite new, Mr. Schaffter personally took us on a few ‘field trips’ to give us a better 
understanding of our customers’ businesses. Wherever we went, he blended in and had animated conversations 
with everyone from the labourers upwards. He took us to the wholesale markets in Pettah to show us how the 

goods that we insured were transported, handled and stored and the types of damage that they were susceptible 
to. I can still clearly picture him sitting himself down on a sack of flour, dumping his file on another pile of sacks 

and settling down quite comfortably to listen to what the mudalali had to say.”
 

Ruanthi Gooneratne, Former Assistant General Manager, Corporate
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been acted upon by then. Mr. Schaffter works very fast and expects 
others to do the same. So we all needed to pick up our speed to keep 
pace with him.”

- Dayalanie Abeygunawardena, Chief Operating Officer

“Reinsurance -”, stated Mr. Sivagananathan in Janashakthi General’s 
first annual report, “- is the bedrock on which any prudent insurance 
company builds its base”. With this in mind, the company chose 
reinsurers who were among the strongest in the world: Employers 
Re (then the third largest in the world), Tokyo Marine & Fire, Chiyoda, 
GIO and China Re. 

It was a few weeks after the launch of Janashakthi General that 
the real reason for the sudden reluctance of the institutional investors 
became known. A leading competitor had circulated a scurrilous letter 
casting serious doubts on the financial security of the new company 
and the integrity of the promoters themselves. 

When the letter came to light, a shocked and dismayed Chandra 
Schaffter reluctantly sued for defamation - compelled by the need to 
clear his name rather than to seek financial compensation. The matter 
was settled with the defendant tendering an apology in court. The 
damage however had been done. 

“The market was limited and we were competing head to head with 
other companies.” explains Prakash Schaffter. ““And our competitors, 
for whatever reasons actively worked to prevent us getting a licence 
(it’s water under the bridge now), which did delay the process. We 
had set up the infrastructure and recruited staff, and were held up 
waiting for it. This was a huge challenge that we had to overcome. We 
also had a big problem raising capital, Market conditions had changed 
drastically. Business confidence was at a low ebb. There had been a 
change of government in 1994 and the smear campaign by a CEO 
of one of our competitor companies effectively ruined our chances 
of raising capital. Prospective investors got jittery and pulled out. It 
affected us to such an extent that some of our existing customers 
cancelled their policies. Those were very trying times. For the first 
year, it was an uphill struggle. But it really toughened us. We learnt to 
fight for business.” 

S. Thananchayan remembers what competitors were saying. “When 
Janashakthi General began its operations, the other executives and  
I who were involved in running the P&I business until it was divested 

were approached by competitors to join them instead of Janashakthi. 
They told us this new Janashakthi company will only last two years, 
and that ‘the people involved’ would disappear with the money and 
leave us in the lurch. That was twenty years ago!” 

Anyone who knew Chandra Schaffter should have known that he 
was not one to be easily cowed. He may not have been confrontational 
by nature, but he did not like being bullied and the setback certainly 
did nothing to diminish his will to succeed. To the credit of the new 
company’s staff, they followed his lead and went to work with vigour 
and perhaps a measure of defiance to prove their detractors wrong. 

"The passion that Mr Schaffter and Prakash had to make the 
company successful inspired us to work with commitment and 
dedication right from the outset”, recalls Ruanthi Gooneratne, who 
was one of Janashakthi’s first insurance professionals and part of the 
senior management team until 2006. “During the early days of the 
company, there were only a few staff but plenty to be done. Many 
of us felt like owners of the company rather than its employees and 
willingly shouldered additional responsibility and worked very late 
hours as often as necessary without being asked to.

When we were still quite new, Mr. Schaffter personally took us 
on a few ‘field trips’ to give us a better understanding of our 
customers’ businesses. Wherever we went, he blended in and had 
animated conversations with everyone from the labourers upwards. 
He took us to the wholesale markets in Pettah to show us how the 
goods that we insured were transported, handled and stored and 
the types of damage that they were susceptible to. I can still clearly 
picture him sitting himself down on a sack of flour, dumping his file on 
another pile of sacks and settling down quite comfortably to listen 
to what the mudalali had to say. When he took us to tea and rubber 
factories, (in his days as an insurance consultant and loss adjuster, Mr. 
Schaffter had done a lot of work with plantations both in Sri Lanka and 

Anyone who knew Chandra Schaffter should have known that 
he was not one to be easily cowed. He may not have been 
confrontational by nature, but he did not like being bullied and 
the setback certainly did nothing to diminish his will to succeed. 
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India) he would virtually skip from one place to another in the factories, 
explaining the whole manufacturing process to us with the greatest 
enthusiasm. Although he was almost forty years older than some of 
us, he had more energy than any two of us put together. By evening, 
when we couldn’t walk another step, he would ask brightly - ‘So, shall 
we do one more factory?’.”

- Ruanthi Gooneratne, Former Assistant General Manager, 
Corporate

Prakash Schaffter was an ardent believer in the potential of IT to 
streamline and speed up service, and wanted the company to start its 
operations using an operating platform developed in-house.   

“In May of 1995, an Indian IT expert by the name of Shridharan 
came down to help us develop a software system”, says Thananchayan. 
“Everyone else was issuing policies manually at the time. Prakash’s 
vehicle would pick me up at 5.30 in the morning and drop me at 
Shridharan’s room at Hotel Nippon, which was our ‘development 
room’, and I’d work with him until it was time to go into office. Then 
we’d start again after office hours, and go on working until late at night. 
Sarath Devarajah and Shani Ranasinghe were also core members of 
our first development team.” 

“Prakash was determined that we should issue new policies from 
the system from day one, even though no other company in Sri Lanka 
was doing that at the time”, recalls Shani Ranasinghe, now a General 
Manager of the company. “Since we were barely up and running, those 
first days were very stressful. While we were processing the policies, 

we’d have the developers standing by and making modifications to the 
system on the fly. But we managed somehow and we never looked 
back.” 

The company prided itself on being able to issue a motor policy 
within seven minutes from the time the proposal was accepted. It 
also became the first to accept credit card payments, and offered 
credit card holders the option of renewing their policies by phone.

Explaining to shareholders the new insurance initiatives taken by the 
company during its first full year of operations, Deshamanya Nissanka 
Wijewardane stated, “Chandra Schaffter spearheaded the formulation 
of easily understood policy formats and introduced concepts that 
were new to Sri Lanka such as the ‘no-fault liability’ benefit, a benefit 
that could be tacked on to a motor policy so that in the event of a fatal 
road accident involving a pedestrian, a payment is made to the family 
of the pedestrian to cover the immediate costs, irrespective of whose 
fault the accident was. Janashakthi also introduced its Worldwide 
Travel Policy in 1996, on the date of the company’s first anniversary.” 

“Mr. Schaffter had rather a novel approach to insurance. Often, 
with corporate customers, he would ask them what risks their 
company faced. 'What do you worry about most?', he would inquire. 
Then based on their response, he would say, 'Let us see what we can 
do for you',and he'd go back and try and tailor a policy that dealt with 
whatever the client was most concerned about.

He believed that it was best to be upfront with customers regarding 
anything that was not insurable or not covered in the policies that 
we offered. He frequently advised claims handlers that as long as the 
claim was genuine, they should not try to repudiate it or reduce the 
amount that needed to be paid out, which tended to be a common 
practice among many claim handlers in the industry.”

- Ruanthi Gooneratne

The company set about using IT to streamline and speed up 
service, and from the very first policy, all policies were issued 
‘on the system’, a first for Sri Lanka. The company prided itself 
on being able to issue a motor policy within seven minutes from 
the time the proposal was accepted. It also became the first to 
accept credit card payments, and offered credit card holders the 
option of renewing their policies by phone.
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“Chandra Schaffter spearheaded the formulation of easily understood policy formats and introduced 
concepts that were new to Sri Lanka such as the ‘no-fault liability’ benefit. Janashakthi also introduced 

its Worldwide Travel Policy in 1996, on the date of the company’s first anniversary.” 

Deshamanya Nissanka Wijewardane, Former Chairman
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The company’s boldest move however was its decision to pursue 
motor insurance; a decision that would pay handsome dividends to 
the company for many years to come. 

Prakash explains how they made it work for them. “Our most 
successful move was to welcome motor insurance, which no one 
else wanted to touch unless it was linked with other business. At 
that time, motor business was only accepted by the two government 
corporations, SLIC and NIC. The private companies either did not 
accept motor business or accepted it with stringent conditions 
[because it was considered a loss-making product]. We had to 
operate within a government enforced tariff structure, and at the time, 
insurance companies ceded the riot and strike and terrorism premium 
(which was a significant amount) to the government’s Riot, Strike and 
Terrorism Fund. In actual fact though, there were very few claims 
under this cover. Instead of following this system, we negotiated with 
some British companies to re-insure us on a completely different basis 
(an ‘excess of loss’ basis), so we were able to keep this business 
profitable. 

Above: At a press conference to 
announce Janashakthi's sponsorship of 
the India-Sri Lanka test match, 1997

Above, right:  A paratrooper at the award 
ceremony of the India-Sri Lanka test 
match sponsored by Janashakthi, 1997 

Facing page, left: Janashakthi’s Road 
Safety campaign

Facing page, right:  Mohan Perera gets 
a helping hand to paste a Janashakthi 
sticker on a bus

By far the biggest marketing coup was the sponsorship of a test 
match between Sri Lanka and India in 1997. 
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Later, other companies began to do the same thing, but by then we 
had got ourselves a head start of three to four years. We already had 
a good share of the market and had earned a good reputation with our 
customers as well. We switched back to the government’s fund only 
after they had changed to the same methodology. We are now third 
largest in the motor market.” he says.

“As a new company, we had to prove ourselves to our clients, and 
it was motor business that gave us the closest interaction with the 
client because one did not find one’s house burning down every year 
- or perhaps ever! In motor insurance, claims were frequent. At least 
20% of motor customers had claims in any one year. It gave us a good 
opportunity to interact with our customers and show them that we 
were prompt and fair in claims settlement.” 

 - Chandra Schaffter

One of the consequences of Janashakthi General’s low market 
capitalisation was that it severely restricted its ability to invest on areas 
such as marketing. The company was forced to make a small outlay 
go a long way, and this resulted in some innovative marketing. The 
strategy was to try and maximise awareness of the Janashakthi brand. 
One example was working with the Colombo Municipal Council to 
install guard rails along pavements and Belisha beacons at pedestrian 
crossings, which would carry Janashakthi branding while improving 
pedestrian safety. Another was an extensive sticker campaign that 
carried the brand through the length and breadth of the island. But by 
far the biggest marketing coup was the sponsorship of a test match 
between Sri Lanka and India in 1997. 

“It was the first time a small company like ours had taken on such 
a big event”, notes Ramesh Schaffter. “At the opening ceremony an Air 
Force helicopter flew into the stadium and hovered over the grounds 
while a paratrooper carrying the championship trophy climbed down 
a rope ladder suspended from it. The novelty of the whole thing gave 
Janashakthi more media coverage and publicity than we could have 
ever hoped to buy.” 

By the end of 1996, Janashakthi General had issued 21,000 policies 
and registered a turnover of Rs. 209 million: once again a record for 
a new insurance company in general insurance. By the end of the 
following year, the number of policies had grown to 30,000 and the 

The company was forced to make a small outlay go a long way, 
and this resulted in some innovative marketing. The strategy was 
to try and maximise awareness of the Janashakthi brand.



74

company had been able to generate a profit of Rs. 15 million for the 
year.

The company also had the opportunity to prove themselves when, 
only in its second year of operation, a private sector tyre manufacturer 
made a claim for Rs. 60 million under their fire insurance policy. 
Janashakthi brought in an expert insurance surveyor from the UK and 
was able to make a full settlement within a few weeks.

Mr. K Rajagopalan, who was the first General Manager-Technical 
of Janashakthi General, recalls his early impressions of the insurance 
industry in Sri Lanka at the time. “On taking up the assignment at 
Janashakthi General Insurance Company in August 1995, I noticed 
a vast difference in the pattern of functioning compared with the 
companies in India. I could observe such differences mainly in three 
spheres of business activity. Firstly the significant and predominant 

role of brokers in placing business in Sri Lanka, and the fact that the 
role of brokers was confined not only to the placement of business 
but also in the way in which the after sales service - particularly 
claim processing and claim handling was performed by the Insurers. 
Secondly, the assumption of risk and granting of insurance cover 
to the clients before actual collection of premium (and in several 
instances, even without collection of any premium), which was not 
legally permitted in India. And thirdly the work culture and work 
atmosphere of the staff and officers in the companies – where, in 
India there existed militant trade unions and employee associations, 
at Janashakthi, the morale of the staff was very high, thanks to the 
visionary leadership of Mr. CTA Schaffter.

My assignment in Colombo was thoroughly enjoyable. The job I 
took was not very challenging, nor was it stressful, probably because 
Mr. Schaffter took upon himself, all the tension and mental pressure.”

Meanwhile Janashakthi Life broke even and declared a profit in 
1997, its third full year of operations, and the company was able to 
declare the first bonus to all customers who had invested in ‘with 
bonus’ life policies. 

“By the end of 1997, Janashakthi Life achieved both a surplus in the 
Life Fund and a small increase in profitability. A transfer from the Life 
Fund to the Profit and Loss Account in only the third year of operations 
is an encouraging achievement”, noted R J de Silva in his 1977 review 
of operations as Managing Director of Janashakthi Life.

The next two years however were difficult years for the life insurance 
company and the rate of growth in premium income decreased 
drastically. Although it recovered from the year 2000 onwards, the 
lapse ratio continued to be a cause for worry. “This was and still is 
an issue the life insurance industry in Sri Lanka is faced with”, notes 
Prakash Schaffter. “Both the regulator and the insurers are aware of 
the problem and have been endeavouring to tackle it over the past 
many years, but with only limited success.”  

 
“From the fifth full year of operation - 1999, the shareholders’ 

fund began receiving dividends from the policyholders’ fund”, says 
Mr. R. Ramakrishnan. “Another important aspect was, the amount 
required for solvency margin was being transferred out of the surplus 
generated in the policyholders’ fund and the solvency reserve was 
being held within the policyholders’ fund.”

Above:  Janashakthi General 
celebrates surpassing  Rs. 200 
million in turnover in its first full 
year of operation

Facing page: Emergency crew 
at the site of the Central Bank 
bombing in Colombo which killed 
91 in 1996

By the end of 1996, Janashakthi General had issued 21,000 
policies and registered a turnover of Rs. 209 million: once again 
a record for a new insurance company in general insurance.
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When the National Development Bank and CIC divested their shares 
in Janashakthi Life, the Schaffter family made use of the opportunity to 
increase their stake in the company. Now, with the Schaffters’ holding 
company having the majority shares in both companies, they felt the 
time was right to amalgamate the two, and the millennium ended 
with a single company: Janashakthi Insurance Company Ltd.

As the world celebrated the dawn of the third millennium 
though, the outlook for Sri Lanka was anything but bright. The 
nineties had been a decade of bloodshed with ever worsening 
cycles of violence and the entire country was battered by 
horrific fighting, suicide bombings and assassinations. The 
following year, for the first time in the post-independence history 
of the nation, the country recorded a negative growth in GDP. 

The new company formed by the merger had at its helm, 
Deshamanya Nissanka Wijewardane, and the board of directors 
consisted of Tommy Ellawala, Cubby Wijetunge, Tryphon Mirando 
and N Pararajasingam, all drawn from the directorate of the former 
Janashakthi General Insurance Co., with the addition of Prakash 
Schaffter. Chandra Schaffter was Managing Director.

As the world celebrated the dawn of the third millennium though, 
the outlook for Sri Lanka was anything but bright. The nineties had 
been a decade of bloodshed with ever worsening cycles of violence 
and the entire country was battered by horrific fighting, suicide 
bombings and assassinations. The following year, for the first time in 
the post-independence history of the nation, the country recorded a 
negative growth in GDP.
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The staff of Janashakthi 
General, 1996
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A Janashakthi vehicle makes a 
ferry crossing along the island's 
east coast
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The millennium ended with a single company: 
Janashakthi Insurance Company Ltd.



80

Playing 
with the
Big Boys

04.

When the National Insurance Corporation (NIC) was put 
up for sale by the government as part of its privatisation 
programme early in 2001, Janashakthi – then one of the 
smallest players in the industry - surprised its peers by 
putting in a strong bid for the state-owned insurer. The 
timing was perfect, for Janashakthi had just completed 
the merger of its two companies into a single entity. 
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“The NIC acquisition was a big reach for us financially”, comments 
Dinesh Schaffter. “But if we had taken a more cautious approach we 

simply wouldn’t have got it. It is typical of my father’s attitude that he was 
willing to stake everything on this. He is tenacious. In his own quiet way, 

he is one of the most tenacious people you’d ever meet. Our directors 
were also very active in lobbying on our behalf. In the end it was a real 

team effort that pulled us through.”
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When the National Insurance Corporation (NIC) was put up for 
sale by the government as part of its privatisation programme early 
in 2001, Janashakthi - then one of the smallest players in the industry 
- surprised its peers by putting in a strong bid for the State owned 
insurer. The timing was perfect, for Janashakthi had just completed 
the merger of its two companies into a single entity. 

But once again, the company met with a tidal wave of opposition. 
The second highest bidder - despite offering only half of what 
Janashakthi bid for 51% of the shares of NIC - was powerful and 
politically well connected, and clearly the favoured party to take over 
the company. The rumour mill worked overtime to spew out doubts 
about the Schaffter family’s credibility - even blatantly accusing the 
family of having ‘Tiger connections’ - at the time, an easy pot of tar 
with which to paint any target belonging to the Tamil community. The 
staff of NIC took to the streets carrying placards and chanting slogans.

Eventually though, the reputational slurs could not be made to stick 
and, to its merit, the company withstood the slings and arrows of 
these outrageous aspersions to stand unbowed and tall. Finally, in 
June of 2001, the bid was awarded to Janashakthi. 

“The NIC acquisition was a big reach for us financially”, comments 
Dinesh Schaffter. “But if we had taken a more cautious approach we 
simply wouldn’t have got it. It is typical of my father’s attitude that he 
was willing to stake everything on this. He is tenacious. In his own 
quiet way, he is one of the most tenacious people you’d ever meet. 
Our directors were also very active in lobbying on our behalf. In the 
end it was a real team effort that pulled us through.”  

The acquisition was a triumph for the beleaguered company, 
and an achievement that impressed the business community as 
well as the general public. To date Janashakthi is the only insurance 
company in Sri Lanka to have acquired a state-owned enterprise, and 
the monopolistic approach to captive government accounts that still 
prevails as a feature of the industry, gives this feat added significance. 

“The acquisition was very important to us because it took us into 
another league. We more than doubled our turnover and the assets 
under management increased dramatically. (Our turnover was 372 
million and NIC's was 857 million).

Ramesh and Dinesh took on the lead roles in the complex process 
of valuation, due diligence and bid preparation. It was a big acquisition 
in monetary terms and we (the Schaffter family) mortgaged virtually 
everything we had - including the houses we were living in - to raise 
the funds we needed to bid for the shares. My father and Tryphon 
placed 1036 signatures each on those documents. I remember our 
banker walking me to the door after yet another lengthy discussion 
was over, and saying ‘Machan, soon you will have pledged everything 
on this deal except the clothes you are standing in!’. But apart from 
the fact that the family had a large stake in the business financially, 
I think we all also had a strong emotional attachment to Janashakthi, 
and we saw this as the future. And we were confident that we could 
make the merger work.

The financing involved two banks and when it was time to sign the 
agreement and make the payments at the Treasury, we found that 
only one of the two bank drafts was ready. Tryphon and I were at the 
Treasury while my father rushed to the bank. Fortunately one of our 
directors, Mr. Cubby Wijetunge, was able to keep the Secretary to 
the Treasury engaged in conversation until my father arrived with the 
second bank draft in the nick of time!

But at the end of the day it was well worth all the stress and the 
high stakes. In addition to doubling the volume of business, we also 
got a big boost from the positive publicity once the acquisition went 
through. Janashakthi was suddenly seen as a major player in the 
corporate world.” 

- Prakash Schaffter, Managing Director

“Janashakthi was like an extended family to its employees. I 
remember when the acquisition of the National Insurance Corporation 
went through, how the senior managers (very few at that time) waited 
at the entrance late in the evening to welcome Mr. Schaffter, Prakash, 
and the other directors when they returned from the Treasury after 
signing the final sale agreement. We were so thrilled and just started 
clapping when they got out of their cars. We celebrated the occasion 
by opening a bottle of champagne in the Board Room. When I was 
driving home later, I was copped for running a traffic light. I was still 
smiling and I explained to the police officer that I didn’t notice the 
light had changed because I was so excited about Janashakthi buying 
over the National Insurance Corporation that day. The officer was so 
bemused he let me go! 

- Manel Welaratne, Former Head of Legal
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“Janashakthi was like an extended family to its employees. I remember when the acquisition of the National 
Insurance Corporation went through, how the senior managers (very few at that time) waited at the entrance late 
in the evening to welcome Mr. Schaffter, Prakash, and the other directors when they returned from the Treasury 
after signing the final sale agreement. We were so thrilled and just started clapping when they got out of their 

cars. We celebrated the occasion by opening a bottle of champagne in the Board Room. “

Manel Welaratne, Former Head of Legal
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Above:  Launch of the Male 
office - January 2002 

Right:  The first anniversary 
celebration at the Male office
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Now it was time to tackle the staff of the National Insurance 
Corporation: the human angle. And time for Chandra Schaffter to 
wield his magic. His first move was to call a meeting of all the staff at 
which, with his usual simplicity and calm, he unequivocally extended 
the hand of partnership and friendship. 

“Before taking over, the staff of NIC all picketed on the road and 
everyone clearly saw them holding up signs saying things like ‘Schaffter 
is a Tiger’. On the day after the bid was awarded, Mr. Schaffter called 
a meeting of all the staff. He said to them quite casually, ‘I saw you on 
TV, picketing. That was your right, and I have no issues with it. But that 
is in the past now. From today, we are family.’ It took the wind out of 
their sails and everyone suddenly looked quite sheepish.

When Janashakthi took over NIC, I was head of finance, and I was 
also wondering whether I should stay or leave. Mr. Schaffter seemed 
to sense my hesitation and he came over and put his arm around 
my shoulders and said, ‘Gamini, if you are thinking of leaving the 
company simply because we took over, please don’t. We need you.’ 
And that tipped the balance and I decided to stay on: a decision I never 
regretted!” 

- Gamini Peiris, General Manager, Human Resources & 
Administration

“NIC was a prize acquisition for us. Don’t forget, Mr. Schaffter 
was once a principal agent for NIC. For some, it was unthinkable 
that this man would now own NIC. It was likened in the ‘kele pattara’ 
(the anonymous letters that went around) to ‘a haal massa (sprat) 
swallowing a whale’. Human resource management was a huge 
challenge. NIC had a powerful union. There were an army of people 
there who were used to the slower pace of government service 
and they were very worried about being privatised. They were also 
quite affronted at being ‘swallowed’ by such a small company, and 
underlying the bluster was a real fear that there would be massive 
layoffs. 

Mr. Schaffter’s first words to them, at a general staff meeting 
he called, were: ‘Don’t worry. No one is going to lose their jobs’. 
During the merger, when there was naturally a lot of suspicion and 
resentment, it was amazing how he managed to win these people 

To date Janashakthi is the only insurance company in Sri Lanka 
to have acquired a state-owned enterprise, and the monopolistic 
approach to captive government accounts that still prevail as a 
feature of the industry, gives this feat added significance.

Top and above:  The Schaffter 
family pledging their assets to 
help fund the acquisition of the 
National Insurance Corporation 



87

over. It was extraordinary! I believe it was because he was able to see 
things from their perspective and because he genuinely cared that he 
inspired such trust and confidence”. 

- Dayalanie Abeygunawardena, Chief Operating Officer

In September of 2002, Janashakthi negotiated for and bought a 
further 39% shares in NIC from the treasury and the balance 10% 
from the staff, who had been given this allotment during the sale of 
the company. 

Meanwhile there was no getting behind the fact that NIC was 
heavily overstaffed. It was carrying seven hundred employees at the 
time of the acquisition - including fifty who had been employed three 
weeks before, in anticipation of the change of ownership. Janashakthi 
decided to lighten the burden by offering an attractive Voluntary 
Retirement Scheme (VRS) across the board. The offer was accepted 
by almost half of the total staff and almost all of the newest recruits. 

Above: Ramesh Schaffter, Tryphon 
Mirando and Chandra Schaffter place 
their signatures on mortgage bonds, 
assisted by P Pavalachandran

"It was a big acquisition in monetary terms and we (the Schaffter 
family) mortgaged virtually everything we had - including the 
houses we were living in - to raise the funds we needed to bid 
for the shares. My father and Tryphon placed 1036 signatures 
each on those documents."
- Prakash Schaffter
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Above: Janashakthi Insurance 
staff (January 2000)
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Chandra Schaffter comments, “When we were working out the 
details of the VRS, we negotiated with the head of the major union, 
which was the SLFP Union, Mr. Leslie Devendra, who I must say is 
one the finest gentlemen I have dealt with - fair and honourable in the 
extreme. Our dealings with the Labour Commissioner, Mr. Madihewa 
were equally cordial.” 

The remainder were given the option of accepting the terms of 
employment at Janashakthi - where there were no organised unions - 
or continuing on the same terms they had with NIC. A minority chose 
the latter option.

 
“If employees opted to continue on their existing terms, based on 

the MOU signed with the labour unions, they were also allowed to 
retain their membership in their unions. But what happened was that 
after a while they realised that at Janashakthi, there was no real need 
for formal labour representatives, since all employees enjoyed direct 
access to even the highest levels of management. So the unions 
became somewhat redundant and they gradually became completely 
inactive.” 

- Gamini Peiris, General Manager, Human Resources & 
Administration

After a turbulent prelude, the actual transition from a government 
to private sector organisation was as smooth as anyone could have 
hoped for - considering the magnitude of the change. The management 
of Janashakthi took pains to minimise disruption to business and to 
integrate the staff of the two organisations with a minimum of ill-will. 
“It was a very sensitive period - and we had to deal with a host of 
sensitive issues”, remembers Chandra Schaffter. "I relied on Dayalanie, 
who was then our Deputy General Manager - Insurance, to handle 
most of the negotiations with the staff and she handled it with a great 
deal of tact and understanding, which I think was one the reasons the 
human aspect of the merger was managed so successfully”, he says. 

After a turbulent prelude, the actual transition from a government 
to private sector organisation was as smooth as anyone could 
have hoped for - considering the magnitude of the change. 

Above: A press article following 
Janashakthi's acquisition of the 
state-owned insurer, National 
Insurance Corporation in 2001

Facing page: Chandra Schaffter 
accepts the ISO 9001 certification 
for Janashakthi's life insurance 
operations
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2001 was of course also the year of the 9/11 attack in the United 
States. Apart from the serious global repercussions set off by the 
events of that day, there was also a knock on effect on insurance 
companies around the world, as a number of America’s insurance 
companies collapsed under the strain. 

“Some of the largest reinsurers were badly affected”, notes 
Chandra Schaffter. “Several insurance companies collapsed and those 
companies did not pay claims which we had in our own territories. We 
had to pay out such claims ourselves because of course, as primary 
insurers, we were responsible.” 

In the midst of a dramatic period for Janashakthi, the company’s 
insurance operations recorded some other significant achievements. 
The company’s life operations department obtained the ISO 9001 
International Service Quality Accreditation, and in 2001, the company’s 
premium income exceeded Rs. 1 billion for the first time.

Despite this, the general climate of political and social uncertainty 
that blanketed the country meant that the increase in new business 
was slower than the company would have liked. “As always, when Mr. 
Schaffter came up against a problem, rather than beat his head against 
it, he looked around - in other directions - for solutions”, comments 
Dayalanie. “One such step was to look for business opportunities 
elsewhere. As a result, Janashakthi became the first private Sri Lankan 
insurer to set up an overseas branch in the Maldives in 2002.” 

By the end of 2002, Janashakthi’s portfolio of gross written 
premiums for the life and non-life insurance sectors were Rs. 519 
million and 1,339 million respectively, a quantum leap from the pre-
acquisition values of Rs. 218 million and Rs. 128 million in the year 
2000. 

This catapulted Janashakthi to the third largest insurer in non-life 
business in Sri Lanka, and the fifth overall.

Although operating profitability was adversely affected by the 
impact of absorbing the cost of the voluntary retirement scheme 
and the other financial costs of acquiring the NIC, and the company 
recorded only a modest operating profit of Rs. 69 million in 2002, the 
effect was temporary, and profitability improved to Rs. 328 million the 
following year.

In the midst of a dramatic period for Janashakthi, the 
company’s insurance operations recorded some other 
significant achievements. The company’s life operations 
department obtained the ISO 9001 International Service Quality 
Accreditation, and in 2001, the company’s premium income 
exceeded Rs. 1 billion for the first time.
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Top:  Janashakthi's Invitation Eleven in Jaffna, 2001
Seated: Ruchira Perera, Prakash Schaffter, Muttiah 
Muralitharan, Shane Wickramaratne, Ranga Dias
Standing: Muditha Fernando, DK Ranawara, 
Dhammika Rajapaksha, Lucky Rogers Fernando, M S  
Sampan, Sanjaya Rajapaksha, Romesh Kaluwitharana, 
Ramesh Schaffter

Right:  Janashakthi Insurance sponsors the Jaffna Big 
Match - Battle of the North, 2003

Facing page:  Prakash Schaffter, Muttiah Muralitharan, 
Ruchira Perera and Adel Hashim in Jaffna Town prior to 
the branch opening in 2002
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Early in 2002 the Sri Lankan Government and the LTTE entered into 
an MOU which led to a cessation of the conflict, and in the silence of 
the guns, the country finally heard a welcome whisper of hope. 

Not only was the ceasefire a much needed respite from hostilities, 
it also opened up a whole area of the country that the violence had 
isolated from the rest of the island. For Sri Lankan businesses it 
signified a whole new market and Janashakthi was among the earliest 
to seize the opportunity.

“During the ceasefire period, Janashakthi was the first private 
insurance company to take the plunge and set up a branch in Jaffna. 
Mohan Perera, Adel Hashim, S. Thananchayan and I were the first team 
sent to Jaffna to handle the preparatory work. We networked through 
the Jaffna Chamber of Commerce & Industry and liaised with the Sri 
Lanka Police, as well as the administrative leaders representing the 
Tamil Tigers, who had jurisdiction over certain areas. We worked with 
local suppliers like printers wherever possible. It was Ramesh who 
came up with the brilliant idea of taking a cricket team from Colombo 

to play a match against the Jaffna District Association Eleven, to 
coincide with the opening of the branch. 

The night before the opening, we were putting up posters 
advertising the cricket match and the branch opening until about 3 
a.m. in the morning, as we usually did elsewhere in the country. At 
about 2 a.m. we had a visit from the OIC of the local police station 
who chatted to us about the opening before moving on. Later we 
noticed an unmarked motorbike tailing our vehicle as we went from 
junction to junction putting up our posters. After a while the guys on 
the bike stopped us and asked us a few questions. Clearly, they were 
from the other side. We explained what we were doing and told them 
where we were staying and they seemed satisfied with our answers. 
However, they continued to tail us from a distance until we finally 
finished up and went back to our lodgings. 

The day before the match, two buses carried the cricketers and 
quite a large contingent of Janashakthi staff from Colombo to Jaffna. 
Our team included Muttiah Muralitharan and Romesh Kaluwitharana; 
both heroes from our 1996 World Cup winning team. For the people of 
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war-weary Jaffna, it really was a mega event. An estimated 15-20,000 
spectators turned up for the match. Murali was undisputedly the star 
attraction, and I think they could hardly believe he was actually there 
in their midst. We could really feel the electricity in the atmosphere!

Our Jaffna branch performed well right from the start. Even though 
other private insurers soon followed our lead and opened branches 
there as well, we are still Number One in general insurance in Jaffna.” 

- Rajitha Samaranayake, Senior Brand Manager

In 2003, the Sri Lanka Insurance Corporation was put up for sale, in 
line with the Government’s continued policy of privatisation. Although 
it would have been quite a challenge for Janashakthi to raise the 
necessary funds, Chandra Schaffter was convinced that the company 
would be able to attract foreign investors and, with his typically bullish 
attitude, decided they should make a bid for the state giant. 

Above, left: Chandra Schaffter welcomes 
Chairman, Tommy Ellawala to the Janashakthi 
office, as the company celebrates its tenth 
anniversary

Above, right: Lilani Schaffter, Kaushalya Hatch 
and Abby Schaffter at the tenth anniversary 
celebrations

Chandra and his son Dinesh handled the preparation of the bid, 
using their recent experience in successfully bidding for the National 
Insurance Corporation. Ultimately though, their time and effort came 
to nothing, as the tender process proved to be patently lacking in 
fairness and transparency.

Chandra Schaffter’s opinion of the process is clear: “The entire 
bidding process was in my view fraught with improper conduct... The 
bid was awarded to another party, but [in 2009] the Supreme Court 
determined that the sale was improperly conducted and ordered that 
the SLIC should be returned to the Government... adequate evidence 
of the impropriety that occurred.” 

Dinesh Schaffter, however, reflecting back on Janashakthi’s bid has 
this to say: “In hindsight, I think we were being over ambitious and 
seriously overreaching ourselves with our bid for SLIC, so soon after 
our acquisition of NIC. We would have found it very difficult to raise 
the capital for it. Having said that though, we were probably over-
reaching when we bid for NIC itself. But we did it!”

2004: the year of the company’s tenth anniversary, and a host of 
achievements to celebrate! Janashakthi had maintained and 
strengthened its position as the third largest underwriter of 
general insurance in the country.
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Above:  Janashakthi staff line the 
entrance to the Janashakthi head-
office decorated with anniversary 
banners

2004: the year of the company’s tenth anniversary, and a host 
of achievements to celebrate! Janashakthi had maintained and 
strengthened its position as the third largest underwriter of general 
insurance in the country. And during the year, the company’s total 
gross written premiums had grown by 41%, to reach Rs. 3.2 billion, 
bolstered by a stunning 50% increase in the non-life business – a 
growth of 832 million in premiums. In Chandra Schaffter’s review of 
operations for 2004, he hails this unprecedented growth as “perhaps 
the crowning achievement of the company since inception”. 

Meanwhile the truce between the Government and the LTTE was 
holding on shakily, although, after a promising beginning, the prospect 
of a permanent peace was beginning to look increasingly uncertain, 
and business confidence was fading. 

When the Sri Lanka Air Force called for tenders to provide insurance 
for their service personnel in 2004, when the ceasefire seemed to 
be on the verge of collapse, insurers recoiled from the magnitude of 
the risks involved. But in spite of the risks, which it well understood, 
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Janashakthi Insurance stepped into the breach. From 2004 to 2011, 
right through some of the most intense fighting of the war, Janashakthi 
covered a total of over 18,000 airmen and women with a special war 
risk policy tailored for this purpose.

All else was overshadowed however by the last days of 2004 - 
which brought with them a natural disaster of hitherto unimagined 
magnitude. 

As recorded in Nissanka Wijewardana’s sober statement to 
Janashakthi’s shareholders that year: “Between 8.27 and 10.30 a.m. 
on Sunday the 26th December 2004, the worst tsunami in modern 
history cut a swath of destruction along approximately 1000 km or 
two-thirds of Sri Lanka’s coast line from the North through the Eastern 
and Southern coast to the West. 31,000 of our countrymen lost 

their lives, whilst 4,000 more are missing and nearly 550,000 were 
rendered homeless... The total damage is estimated to be around US$ 
1 billion, which is about 4.9% of our GDP.” 

It was a time of great suffering and loss; but it was also a rare 
moment in time when human decency and compassion overcame 
all the petty divisions of politics and ethnic identity. The spontaneous 
outpouring of generosity from the citizens of Sri Lanka reached across 
every geographic and man-made boundary, and in the face of tragedy 
- we were all briefly united.  

The insurance industry was of course hard hit and Janashakthi 
received 672 claims totalling Rs. 5 billion, the highest amongst the Sri 
Lankan insurers. This included massive claims from seventeen of the 
twenty four resorts in the Maldives insured by Janashakthi. 

But the claims were complicated. Never having been subjected to 
this particular variety of disaster in living history, no one in Sri Lanka 
had a ‘tsunami cover’. In that time of national crisis though, it was time 
for insurers to step up to the plate. Since the tsunami was caused 
by an undersea earthquake off Indonesia, it was agreed that anyone 
whose policy included earthquake damage would be covered. 

“On the whole, I think the response of the entire insurance industry 
in Sri Lanka was quite exceptional. Looking back I would consider it 
a shining moment in the history of our industry”, comments Chandra 
Schaffter. “Likewise, it must be said to the credit of all our reinsurers 
including Toa Re - Singapore, Trust International, Odyssey Re and 
Taiping Re - Hongkong,that that they did not endeavour to play with 
semantics and readily agreed to meet their liabilities, including very 
large claims from our clients in the Maldives.” 

The fact that Janashakthi had a very prudent policy of reinsurance 
and had chosen some of the best reinsurers in the world bore fruit, 
resulting in Janashakthi absorbing only 130 million of the total claims. 

Above: The insurance card issued 
to the airmen and women of the 
Sri Lanka Air Force

It was a time of great suffering and loss; but it was also a 
rare moment in time when human decency and compassion 
overcame all the petty divisions of politics and ethnic identity.
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Above: The Kosgoda Beach Hotel, 
insured by Janashakthi, which was 
severely damaged in the 2004 Boxing 
Day Tsunami

Right: Chandra Schaffter pledges that 
Janashakthi will honour tsunami claims
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Top:  Soneva Gili in the 
Maldives, insured by 
Janashakthi, in the aftermath  
of the tsunami 

Right:  Club Palm Garden, 
Beruwela, which received 
a Rs. 65 million insurance 
payout from Janashakthi
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“I remember Mr. Schaffter calling me in the afternoon of December 26th. He was quite distressed. He said he had never seen 
this type of disaster in his life. He was concerned that the original policy wording did not include ‘Tsunami cover’. It also worried 
him that the company was writing premiums of around USD 20 million whilst the claims intimated could have exceeded USD 60 
million. He was apprehensive about whether reinsurers would pay the claim. Immediately, I called all the reinsurers in Singapore 
to arrange a meeting with Sri Lankan insurers including Mr. Schaffter. The Sri Lankan delegation arrived and after explaining all 
the salient aspects of the disaster, finally reinsurers agreed to pay claims in full. It was a terrible experience but we made sure 

that Janashakthi recovered all the claims without any default.” 

Prakash Rao, CEO / Managing Director - J B Boda, Singapore
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In addition, Janashakthi made ex-gratia payments to any home-
owner or vehicle owner who had taken out insurance with Janashakthi 
and had suffered damage, even if their policies did not include 
earthquake or flood cover. These payments of course were not 
covered by reinsurance and were a direct loss to Janashakthi.

“Beyond the black and white of hard facts, Janashakthi felt a 
great sense of empathy with the people who bore the brunt of the 
devastation in terms of lives, livelihoods and property. The fact that 
we were able to stretch our hand out to them in their time of need, 
outside the normal policy conditions, left us all with a great deal of 
happiness and satisfaction that as an insurer we had gone beyond the 
call of duty. Every single insured (there were over 500 who suffered 
but had inadequate cover) was compensated in one way or another. 

Above: Janashakthi pays Rs. 
5 billion in tsunami-related 
claims

Fully aware of the negative impact on our bottom line, the company 
nevertheless took a considered decision to pay over Rs. 50 million in 
ex-gratia claims. Our own confidence in our resilience and ability to 
recover from the consequent losses within a short period led us to 
reassure our shareholders that we had done the right thing in the long 
run, keeping not only our own interests but the larger national interest 
also at heart.” 

- Chandra Schaffter
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"Fully aware of the negative impact on our bottom line, the company nevertheless took a 
considered decision to pay over Rs. 50 million in ex-gratia claims. Our own confidence in 
our resilience and ability to recover from the consequent losses within a short period led 
us to reassure our shareholders that we had done the right thing in the long run, keeping 

not only our own interests but the larger national interest also at heart.” 

- Chandra Schaffter
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The
Cricket 
Angle

05.

It would be almost impossible to record the history of 
Janashakthi without a mention of the sport that occupies 
some prime real estate in the hearts of Chandra Schaffter 
and his sons and it seems in the heart of the company 
itself: cricket.
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Chandra was of course passionate about the game - having excelled at both school 
and club level and even represented his country, playing for Ceylon in the nineteen 
fifties. In 1965, he became the first Sri Lankan president of the Mercantile Cricket 

Association. In his cricketing prime, he was offered a contract to play county cricket 
for Sussex in England, which, fortunately for the Sri Lankan insurance industry, he 

turned down in favour of pursuing his insurance career. 
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It would be almost impossible to record the history of Janashakthi 
without a mention of the sport that occupies some prime real estate 
in the hearts of Chandra Schaffter and his sons and it seems in the 
heart of the company itself.

Chandra was of course passionate about the game, having excelled 
at both school and club level and even represented his country, 
playing for Ceylon in the nineteen fifties. In 1965, he became the 
first Sri Lankan president of the Mercantile Cricket Association. In his 
cricketing prime, he was offered a contract to play county cricket for 
Sussex in England, which, fortunately for the Sri Lankan insurance 
industry, he turned down in favour of pursuing his insurance career. 

"It has been my pleasure to have been associated with Chandra 
when he first started playing cricket at St. Thomas' College. He was 
a highly talented, consistently accurate opening bowler for College 

at the time that I was coaching the team, and went on to become 
captain of the team. His captaincy was straightforward like the man 
himself. He set an example in the field. He played strictly according to 
the laws which in later life characterized his conduct".

- Bertie Wijesinghe, Former national cricketer and coach

“Schaffy was a very fine fast bowler with a beautiful rhythmical 
action. Coupled to that he had a superb out-swing, which moved late 
and worried most batsmen...”

- Michael Tissera, Former national cricketer
(from The Review - March/April 2014)

“Chandra Schaffter, with his white mane worn like an old-fashioned 
lawyer's wig, has long been a familiar sight on cricket fields around 
the world. [He] has played several roles on and off the cricket field. 
He opened the bowling for Ceylon, was on several Board of Cricket 
committees, was a selector, and was manager on several tours. 
Significantly, he was manager of the team on its first official tour 
abroad, when Sri Lanka played its inaugural test match overseas at 
Chepauk; Duleep Mendis scoring a memorable 105 in each innings on 
the occasion.

Above: The Ceylon National Team that toured 
India for the Gopalan Trophy, c.1956
Standing: A C M Laffir, H I K Fernando,  
C T A Schaffter, D Bultjens, P Kelly, N Ponniah, 
B Claessen, P Schokman
Seated: G P Schoorman, A T Ariaratnam,  
C I Gunasekera, V Prins (Capt), Makin Salih,  
S Kadirgamar, S Jayasinghe
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Though cricket is Schaffter's first love, he excelled in another sport, 
hockey, being capped for Ceylon several times as a rightwinger. He 
later served the island's Hockey Federation as a selector, manager, 
office-bearer and president in the 1960s. Madras has seen him several 
times in the 1950s and 1960s, both as player and official in the cricket 
and hockey arenas...”

- S. Muthiah, (From The Hindu, Apr 01, 2002)

His love for the game was inherited by his children... 

As Ramesh Schaffter recalls: “Prakash was absolutely obsessed 
with cricket - scrap books and autograph books and the whole deal. 
And the rest of us all followed his lead. In 1975, my father sent 
Prakash, at age eight, to England to watch the World Cup. A couple 
of years later, we formed our own cricket club in Chennai with kids 
in the neighbourhood. It was a ‘proper’ club with office bearers and 
rules and match fees of one rupee. We had fund-raising raffles to buy 
equipment. Still for quite a while, the club could only afford a single 
pair of pads, so the batsmen at either end were given one each for the 
leading foot.” 

Later, when Ramesh and Dinesh were studying in the UK, they 
both played club cricket in the Middlesex County League, while 
Prakash, a right-hand bat and right-arm medium-pace bowler, played 
for Cambridge University.

Cricket even seems to run through the veins of the company 
founded by Chandra Schaffter. From its inception, Janashakthi and 
cricket have been linked in innumerable ways - through participation on 
the field to key sponsorships of both cricketers and cricket matches.

As early on as 1997, Janashakthi’s life and general insurance 
companies fielded a joint team for the keenly contested mercantile 
cricket tournaments and won the championship trophy in its division. 

From then on Janashakthi has consistently been a force to be reckoned 
with in mercantile cricket.

Meanwhile, in the boardroom: “If Sri Lanka was playing in an 
international fixture, all the TVs in the office stayed on all day”, says 
Mohan Perera. “Senior management meetings were held in the board 
room, and while the serious business of reporting and decision making 
was going on, the TV would be on too (with the volume muted), so that 
we didn’t completely miss the serious business of Sri Lanka cricket! 
I’ve even seen the TV on in the background at board meetings”. 

In 1997, Janashakthi was offered the sponsorship for the second in 
a series of test matches being played between Sri Lanka and India. It 
was to be played at the Sinhalese Sports Club in Colombo 7. “Ramesh 
telephoned me while I was on my way to lunch to tell me about the 
offer”, recalls Chandra Schaffter. “We had to make an immediate 
decision and my answer was, ‘Yes - take it’. I realised we would never 
get such an opportunity again if we turned it down.”

Once the decision was taken, the company had to make sure it 
got the maximum return for its investment. It was Ramesh’s idea to 
organise a helicopter drop of the trophy. This spectacular mode of 
delivery created quite a sensation and gave Janashakthi plenty of 
exposure in every form of media. There were also other social events 
associated with the match which put Janashakthi in the spotlight as 
hosts. 

Since that auspicious beginning, Janashakthi went on to sponsor 
several other international test matches, including the Sri Lanka vs. 
West Indies and Sri Lanka vs. Zimbabwe Test Series in 2001, all of 
which helped raise the public profile of the company. 

Meanwhile, in 1999, Janashakthi sponsored the publication of 
the most comprehensive history of Sri Lankan cricket ever written. 
The writer, S S (Chandra) Perera, produced a monumental work that 

In 1999, Janashakthi sponsored the publication of the most 
comprehensive history of Sri Lankan cricket ever written. The 
writer, S S (Chandra) Perera, produced a monumental work that 
narrated the story of Sri Lankan cricket from its very inception 
in 1832 to the triumphant world cup victory of 1996, through 
a combination of records, results, anecdotes and incidents, 
making The Janashakthi Book of Sri Lanka Cricket an epic.

Facing page: Author S S Perera 
presents copies of The Janashakthi 
Book of Sri Lanka Cricket to the 
late greats, D D Jayasinghe and 
Gerry Gooneratne, at the book 
launch in 1999
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When ‘Murali’ achieved his outstanding record of four hundred 
wickets in test cricket, he was part of the Janashakthi team as 
well, and the company shared in the joy of his achievement and 
the celebrations that followed. 

Above: A 'Guard of Honour' given to Muttiah 
Muralitharan by his teammates in Harare, 
Zimbabwe 2004

Right: The launch of Muttiah Muralitharan's 
website, sponsored by Janashakthi, 2004. From 
left, Kushil Gunasekera, Former President 
Hon. Mahinda Rajapakse, Muttiah Muralitharan, 
Chandra Schaffter and Glenda Parthipan
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narrated the story of Sri Lankan cricket from its very inception in 1832 
to the triumphant world cup victory of 1996. The Janashakthi Book 
of Sri Lanka Cricket included an exhaustive compilation of records, 
results, anecdotes and incidents, making it an epic historical record of 
the nation’s favourite sport.

During the ceasefire in 2002, Janashakthi took an 'Invitation Eleven' 
which included members of the World Cup winning Sri Lankan team to 
Jaffna to play a very special match, to overwhelming public response. 

Janashakthi has also made a consistent effort to encourage and 
support promising young cricketing talent, particularly from rural areas 
of the country. The company has been able to nurture the talent of 
several keen young cricketers by offering them employment while 
giving them an opportunity to train and play under the best coaches 
in Colombo. Many of them became top club players and a few such 
as, Ranga Dias and Suranga Lakmal went on to represent the country. 
There were also a few national players whom the company employed 
or sponsored, including the man considered the best bowler of all 
time - the legendary Muttiah Muralitharan. 

When ‘Murali’ achieved his outstanding record of four hundred 
wickets in test cricket, he was part of the Janashakthi team as 
well, and the company shared in the joy of his achievement and the 
celebrations that followed.

Chandra Schaffter himself not only continued to play for Janashakthi 
in the over-forty division until he was well into his seventies, but was also 
a key figure in the administration of Sri Lanka cricket, having managed 

the national team very successfully during several international tours 
during the eighties and nineties. He also represented the Board of 
Control of Cricket in India and Pakistan and was Hony. Treasurer of the 
Asian Cricket Council in 1985/86.

Chandra, Prakash and Ramesh Schaffter have all been closely 
associated with their local club the Tamil Union, which they have 
all represented at one time or another both on the field and on the 
administrative committee. Prakash also recently held the post of 
Secretary of the Sri Lanka Cricket Interim Committee.

“Cricket has done so much for me”, says Chandra Schaffter. 
“It taught me everything I needed to know about teamwork and 
sportsmanship - and that translates into every other aspect of life. It 
was also my cricket that allowed me to make a name for myself when 
I was young, and that became a very important asset to me indeed.”

Clearly, the debt has been repaid many times over. 

Above: Muttiah Muralitharan 
declares open the Janashakthi 
Indoor Sports Complex at 
the Tamil Union Cricket and 
Athletic Club, 2002
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Above: The late Tony Greig measures up against 
Janashakthi's trophy (the tallest cricket trophy ever 
presented) at the Sri Lanka vs. South Africa ODI 
Series in 2004 

Top, right: At a press conference to announce 
Janashakthi's sponsorship of the Sri Lanka vs. 
Zimbabwe test series in 2001

Right: The sponsors relax after the match 

Facing page: The Sri Lanka vs. South Africa match 
gets under way
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Above and right: Janashakthi teams win both the 'A' and 
'B' Division Mercantile Cricket Championships in 2010

Facing page, above: Chandra Schaffter is officially 
introduced to the teams playing in the historic Jaffna 
match during the 2002 ceasefire. Soon after, he changed 
into his whites and joined the bowling attack

Facing page, below: National Cricket Team Manager 
Chandra Schaffter chats with coach Dav Whatmore on 
the field in 2002

Following page: The Janashakthi Invitation team retreats 
to the balcony of Jaffna Central College after being 
mobbed by spectators at the Janashakthi vs. Jaffna 
District Eleven match in 2002
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“Cricket has done so much for me”, says Chandra Schaffter. “It taught me everything  
I needed to know about teamwork and sportsmanship - and that translates into every other 

aspect of life. It was also my cricket that allowed me to make a name for myself when  
I was young, and that became a very important asset to me indeed.”
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Changing 
of the 
Guard

06.

The second half of the decade brought with it more 
challenges for the country and many changes for 
Janashakthi Insurance.
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At a national level, it was a period that was fraught with difficulty; a time when the 
outlook for the country looked bleak. There was discouragingly little progress in the 

peace process and the fragile truce, which had been brokered in 2002 and then 
temporarily bolstered as a result of the humanitarian crisis caused by the tsunami, 

had begun to break down. There was a resurgence of violence, at first sporadic and 
then escalating into an all out war, particularly in the North and East. 
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The second half of the decade brought with it more challenges for 
the country and many changes for Janashakthi Insurance.

At a national level, it was a period that was fraught with difficulty; 
a time when the outlook for the country looked bleak. There was 
discouragingly little progress in the peace process and the fragile truce, 
which had been brokered in 2002 and then temporarily bolstered as 
a result of the humanitarian crisis caused by the tsunami, had begun 
to break down. There was a resurgence of violence, at first sporadic 
and then escalating into an all out war in the North and East. The 
economy was also suffering under the burden of a steep escalation in 
global fossil fuel prices, which drove up inflation, causing widespread 
economic hardship. 

For the insurance industry, the difficult market conditions were 
exacerbated by the increasingly damaging level of price competition - 
particularly from the smaller players in the insurance market - that was 
threatening to erode the very sustainability of the industry. 

At Janashakthi, founding Chairman Deshamanya Nissanka 
Wijeywardane retired, after a decade of service, to be succeeded 
by Tommy Ellawala, who had also served on the board since the 
company’s inception. Over the next two years, three new non-executive 
directors, all of whom were highly respected professionals in their 
own fields were invited to the board: Mr. Eardley Perera – a pioneer 
in the field of marketing in Sri Lanka and a director of several leading 
companies, Deshamanya Dr. Nihal Jinasena – a leading industrialist, 
Chairman of the L M Jinasena Group of Companies and Loadstar, the 
largest export company in Sri Lanka, and former Chairman of DFCC 
Bank, and Ms. Anushya Coomaraswamy – an accomplished finance 
professional, former Group Finance Director of John Keells Holdings, 
Advisor to the Ministry of Finance, and Chairperson of the Public 
Utilities Commission.

Also in 2005, Chandra Schaffter’s daughter, Manjula Mathews took 
on the role of Finance Director of the company, having accumulated 
over fifteen years of experience in finance, marketing and general 
management both in Sri Lanka and the UK. 

Above, left to right:Tommy Ellawala, 
Eardley Perera, Nihal Jinasena, 
Anushya Coomaraswamy and 
Manjula Mathews

At Janashakthi, founding Chairman Deshamanya Nissanka 
Wijeywardane retired, after a decade of service, to be 
succeeded by Tommy Ellawala, who had also served on the 
board since the company’s inception.
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“I would describe our board meetings as friendly but formal”, says 
Manjula. “The board is very professional and it certainly helps that we 
have a number of independent, non-executive directors. The meetings 
are run with a certain amount of decorum. Even though there are 
several family members on the board, we are not on first-name 
terms in the board room. I suppose we have taken our cue from our 
Chairman, Mr. Ellawala, who is very proper.” 

In 2005, the Janashakthi family lost a favourite son in Tryphon 
Mirando. When news of his sudden illness and death while on holiday 
in England reached home, Chandra Schaffter himself immediately flew 
out to attend to all the sad formalities that accompany such tragedy.

“Tryphon’s untimely passing away is an irreparable loss... His 
amiability and accessibility endeared him to a vast array of friends 
from all walks of life. His kind disposition and readiness to help all who 
sought his assistance set him apart from his fellow men... Tryphon 
joined our Group over 15 years ago and was a member of the Board of 
Janashakthi almost since commencement. The contribution he made 
to Janashakthi, especially his adept handling of Marketing and Public 
Relations was immeasurable.”

- Tommy Ellawala, Chairman 
 
In September 2006, Prakash Schaffter, who had by then already 

been entrusted with a great share of the responsibility for the 
company, was appointed Managing Director of Janashakthi Insurance. 
Chandra Schaffter stepped down to take on the non-executive role of 
Deputy Chairman of the company. 

The Schaffter family also took a considered decision that the time 
was right for less members of the family to hold executive roles in 
Janashakthi Insurance. 

Manjula Mathews resigned from her position as Finance Director, 
although the company continues to benefit from her input as a non-
executive member of the board. Dinesh Schaffter, who had been 
involved with managing the company’s investment portfolio moved out 
of Janashakthi Insurance to concentrate on other family businesses 
in the group. By this time, Ramesh Schaffter, who had earlier been 
the company’s Marketing Director was no longer involved with the 
day to day operations of the company, but continues to manage the 
company’s investments and serve on the board. 

Above: Prakash Schaffter is 
congratulated by his senior staff on his 
first day as Managing Director 

Facing page: Managing Director 
Prakash Schaffter and his wife Sumi 
are welcomed with flowers at the 
Janashakthi Head Office

In September 2006, Prakash Schaffter, who had by then already 
been entrusted with a great share of the responsibility for the 
company, was appointed Managing Director of Janashakthi 
Insurance.
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“Initially, a great deal of family involvement was necessary to drive 
the business. But we felt that after a point, having too many family 
members involved in management could actually stifle the company. 
Around this time, we started bringing more professionals into the 
company at senior levels, and I think this was an important step in 
taking the company to its next stage of development”, says Prakash 
Schaffter, explaining some of the thinking behind this strategy.

Commenting on the same subject, Dinesh Schaffter feels that 
this move was also in the best interest of the Schaffter family in the 
long term. “In some family businesses, the family takes a conscious 
decision that the business must come first. In our family, the family 
always came first and no one was willing to let the business jeopardise 
our relationships. All of us have quite different management styles 
and, even though we had not really had any serious issues amongst 
ourselves up to that point, I think splitting the family’s business 
interests was a good way to ensure there would not be any conflict 
in the future.”

When Prakash took over as Managing Director, he had the 
daunting task of stepping into the larger than life shoes left by his 
father. However, he now had his own twenty-five years of industry 
experience (ten of them at Janashakthi), and the fullest confidence of 
his staff behind him. 
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Tryphon R Mirando
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“Tryphon gave his heart and soul to Janashakthi, and to us. He was absolutely loyal, and 
never spared himself for us. His sudden death was an unmitigated tragedy not only to his 

own family, but also the Janashakthi family with whom he grew since its inception. Though 
no man is indispensable, Tryphon certainly is irreplaceable.”

Chandra Schaffter 
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“Prakash’s management style is quite distinct from his father’s. I 
think he is much more conservative and his decisions are much more 
considered than Mr. Schaffter, who was more impulsive and had a 
tendency to take instant decisions. Operationally, Prakash has an 
unbelievable grasp of what is going on all the time. He seems to know 
everything about everything that the company is doing; all the details 
and who’s responsible for what. His memory and his understanding of 
the business are phenomenal.” 

- Delicia Seneviratne, Former Senior Manager, Life Insurance 

“Prakash has always been extremely proactive in his approach to 
business, He built the whole broker and leasing business and all the 
key relationships that hold this together. His knowledge of leasing is 
exceptionally strong: so much so that when we walk into a meeting 
with a leasing company, he often knows as much or sometimes 
even more about the intricacies of the business than the leasing 
professionals he is talking to, so he knows exactly what to negotiate 
for. 

As far as the general insurance business goes, he knows it inside 
out. He is highly numerate and his mind works very fast. If he sees a 
figure once, it seems to be in his memory for ever, and the same goes 
for people and any subject matter discussed previously. When he calls 
a meeting, you can be sure that it will be short and absolutely to the 
point, and he will rarely ask for additional information because all the 
key numbers are already in his head. As a result, he can very quickly 
understand the issue at hand and take a call. He is one of the most 
decisive leaders one can meet, and in my experience he is always 
consistent and fair.”

- Suresh Basnayake, Senior Assistant General Manager, General 
Sales

“Prakash was not an easy boss to work for because he is a 
perfectionist, but personally, I enjoyed the challenge.”

- Priyanthi Kuruppu, Former Deputy General Manager, Finance

“Our top level management is very accessible and very decisive, 
which is a great asset to an organisation like this, and our Managing 
Director, Prakash, has an inherent understanding of the business that 
would be hard to match anywhere in the industry.”

- Shehara de Silva, General Manager, Sales & Marketing 

“I found Janashakthi to be an exceptionally entrepreneurial 
company. Mr. Schaffter and Prakash in particular have a very open 
mind when it comes to considering new ideas and seizing business 
opportunities. In an industry like insurance, this is very rare.”

- Kishan Vairavanathan, Former General Manager Investments  

Apart from his inherent ‘gut feel’ for the insurance business, 
Prakash was key in professionalising the company as it grew. He 
brought in a greater focus on profitability and pushed for more profit-
centred process improvements. His insistence on clear, consistently 
formulated and communicated systems and policies also ensured 
that the company became more process-driven, befitting its now 
significant size, and not overly dependent on individuals. 

“Prakash would say, ‘if you went missing tomorrow - the person 
who sat in your seat next should be able to take over exactly where 
you left off", says Dayalanie Abeygunawardena. "That meant that 
everything had to be perfectly documented and all the relevant 
information had to be easily accessible. We shouldn’t have to depend 
on anyone’s memory. This may sound obvious, but in reality it takes a 
lot of time and effort to achieve and it was due to Prakash’ insistence 
that it was done so thoroughly.”  

Duminda Bandara, Senior Assistant General Manager, National 
Sales (Life) comments, “When I joined Janashakthi in 2007 after 
having worked in insurance for many years, one of the first differences 
I noticed was that this company had very clear processes in place 
with well defined parameters and guidelines laid down, and easily 

Facing page: A recent Full Option  
press advertisement

"Operationally, Prakash has an unbelievable grasp of what 
is going on all the time. He seems to know everything about 
everything that the company is doing; all the details and who’s 
responsible for what. His memory and his understanding of the 
business are phenomenal.” 
- Delicia Seneviratne
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accessible information - manuals and handbooks - available on the 
internal web. The level of professionalism was impressive.” 

 
In 2007, Janashakthi also obtained the ISO 9001:2000 certification 

for its general insurance operations, in addition to its life insurance 
operations (for which it had received certification in 2001). 

Another major area of focus was using technology to drive 
innovation in both product features and service delivery, as well as to 
harness the data necessary to make informed management decisions. 
Prakash recognised the potential of technology very early on and 
pushed for the company to develop its own software platform at its 
very inception, making Janashakthi the first company in Sri Lanka to 
issue insurance policies directly off a computer system. Since then, 
Janashakthi has continued to develop almost all its software in-house. 

 
“Prakash mooted the idea of a ‘paper-less office’ ten years ago 

and we began moving towards that concept by digitising all our 
paperwork using a document management system, and storing 
physical documents necessary for legal requirements at an offsite 
location”, says Tilak Vithanage, Assistant General Manager IT. “We 
have now integrated all the operational areas of the business including 
underwriting, claims, finance, re-insurance, claims survey, and MIS, all 
of which are continuously updated in real time.” 

The connectivity and seamless flow of information in this fully 
integrated IT platform (in contrast to the more commonly used 
systems) has been the key to enabling the company to come up with 
a host of home-grown innovations over the years.

Today, for example, agents logging into the network can obtain 
quotations for life insurance policies in English, Sinhala or Tamil; 
customers can view details of their own policies including their 
premium payment histories,  pay their insurance premiums and make 
their claim intimations all online, or via SMS; and customer complaints 
can be tracked through a networked customer complaint management 
system that routes any complaints to the relevant department, and 
automatically issues reminders and escalates the notices up the 
reporting chain until they are satisfactorily resolved.

 
 Motor insurance, which had been boosted with the launch of 

Janashakthi Full Option in 2004, quickly grew to become the company's 
highest revenue contributor. And Full Option became Janashakthi's 
flagship motor insurance brand. The comprehensive motor insurance 
policy’s benefits included on-site damage assessment and claim 
settlement and a dedicated 24 hr, 365 day call centre. 
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“Prakash’s committment and capacity to work is just amazing. I think Prakash and 
Chandra Schaffter, with their contrasting management styles but shared principles really 

complemented each other at Janashakthi.”

Priyanthi Kuruppu, Former Deputy General Manager, Finance
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“Janashakthi is the first insurer in Sri Lanka to own and operate its own garage. To me, this kind 
of new thinking is typical of our company. On average we repair between 150 - 200 vehicles every 
month, and our customer surveys show that we have a very high level of customer satisfaction.” 

Marlon Peter, Deputy General Manager - Full Option
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Over the next few years, it would be seen as one of the most 
innovative motor insurance brands in the market due to the many 
industry firsts that were built into the product in terms of benefits. 
Janashakthi Full Option was adjudged the Most Innovative Service 
Brand of the Year at the SLIM Brand Excellence Awards in 2006.

The following year, the company launched the Full Option Auto 
Centre, a state-of-the-art collision and structural repair service centre 
that was the first of its kind by an insurance company in Sri Lanka. 

“Through Full Option, we aim to provide very prompt assistance 
to any motor policy holder who has met with an accident. We arrange 
for immediate inspection of the damaged vehicle and authorisation of 
repairs, eliminating the tedious delays involved in having to get police 
reports and waiting for the claim to be processed. All a customer 
has to do is to bring the car to the centre and then leave it to the 
professionals to restore the vehicle back to its original condition during 
an agreed time frame. All the paperwork is also handled in-house. 
There is absolutely no hassle and no cost to the customer since the 
policy covers the total cost of the repair.” 

One serious issue we have with motor insurance in particular is 
the very high number of fraudulent claims, often with the garages 
issuing over-priced invoices. The Full Option Auto Centre is one way 
of mitigating our loss. It’s a win-win. We cut down on inflated repair 
costs, and customers enjoy the convenience of the service.”

- S. Thananchayan, Senior Assistant General Manager, Full Option

“Janashakthi is the first insurer in Sri Lanka to own and operate its 
own garage. To me, this kind of new thinking is typical of our company. 
The Auto Centre was also our first operation to be run as a separate 
profit centre.” 

- Marlon Peter, Deputy General Manager - Full Option

In 2006, Janashakthi’s motor insurance product portfolio received 
another interesting addition. Janashakthi Full Option Safety Net was 
introduced to address one of the big worries of motor vehicle owners 
- the possibility that their vehicle may be stolen and lost without a 
trace. The system uses a GPS/GSM device fixed to the vehicle to 
track it down to within fifty metres of its location and, if necessary, 
immobilise the vehicle with a simple SMS message and password 
sent from the owner’s mobile phone.

Janashakthi Full Option was adjudged the Most Innovative 
Service Brand of the Year at the SLIM Brand Excellence Awards 
in 2006.

Above: A Full Option New Year 
press campaign

Facing page: A Full Option  
Auto Centre leaflet
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“Our approach to innovation transcends the traditional product 
design boundaries to cover underwriting and risk management, return 
on investment, technology and better service.”

(Janashakthi Annual Report 2006)

Janashakthi widened its critical illness protection cover from 
five illnesses to twenty-two, without any additional premium, an 
enhancement that would benefit not only new customers but all its 
existing policyholders as well, and it re-launched its flagship life policy, 
Shanthi, known for its lifetime cover for hospitalisation, as Janashakthi 
Life Unlimited, with enhanced features and benefits. The company 
also developed the Janashakthi Pay Direct cashless hospitalisation 
plan, which allows a policyholder to be hospitalised without the need 
for making cash deposits and ensures that the hospital bill is paid 
direct to the hospital by Janashakthi.

Janashakthi was also the first to offer a co-branded insurance credit 
card, which it did in association with Sampath Bank. While cardholders 
are offered the benefit of redeeming loyalty points earned from 
day to day transactions at the time of paying insurance premiums, 
Janashakthi promises to settle the credit card balance in the event of 
the death of a cardholder. 

During the year 2006, Janashakthi recorded its highest ever turnover 
of Rs. 3 billion and the company was able to pay its shareholders a 
dividend for the first time in eight years. The 180% dividend declared 
was also the largest ever in the company’s history. 

The following year, Janashakthi again released a clutch of three 
significant new products: Panchayuda, the first stand-alone child 
critical illness insurance policy in Sri Lanka designed as a simple 
over-the-counter policy for the mass market; Directors’ and Officers’ 
Liability Insurance tailored to address the legal liability of company 
directors under the new Companies Act of 2007, which effectively 
increased the financial liability of company directors and officers; and 
Awaranaya, a unique Household and Traders insurance product which 
incorporates the installation of a burglar alarm system to protect the 
policyholder’s premises; 

“As far as non-motor general insurance goes, we have very good 
technical expertise and dependable re-insurers. We are strongest in 
the corporate sector but I think the retail market is the future. We need 
to improve insurance penetration for homes and small businesses, 

and this requires its own special skill set.  In Colombo, I think we 
have one of the best sales forces among insurers, but we are now 
working towards improving training for our sales people island wide 
by tapping the knowledge and experience of some of our most senior 
sales people.” 

- Suresh Basnayake, Senior Assistant General Manager, General 
Sales

From its inception, Janashakthi has paid special attention to the 
needs of low income earners, and its new Janashakthi Sanasuma 
policy - a simple, over-the-counter product providing an accident cover 
of Rs. 100,000 for an annual premium of Rs. 200, was developed 
specifically for this category.
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However, despite the availability of products like Janasevaya and 
Sanasuma tailored for the low income segment, Janashakthi, like 
many other local insurers has struggled with efforts to grow this 
market. “We have to a large extent been quite successful in reaching 
out geographically through our extensive branch network, but actually 
getting these policies, with their tiny premiums into the hands of the 
poor is very difficult.” admits Prakash Schaffter. “For one thing, they 
still do not fully understand the benefit of spending on insurance 
versus the many other pressing needs they have, and for another, 
with the traditional sales systems of agents and brokers that work 
on a commission basis, there is simply not enough of an incentive 
to go after this segment. It is just not cost effective. For insurance 
for the poor to work properly, we’d need to use different kinds of 
distribution channels such as those of microfinance providers, banks 
and cooperative societies”.

 
Janashakthi Insurance attempted to bridge the gap by partnering 

with an international micro-insurance specialist Planet Guarantee to 
launch a range of micro insurance products for micro-enterprises. 
Prakash explains: "The main objective of micro- insurance is to protect 
micro enterprises against unexpected eventualities. This vulnerability 
keeps them continually trapped in the vicious spiral of poverty. In this 
context, micro-insurance is a complementary financial instrument 
to microfinance, aiming to provide low-income populations with 
protection against known and unknown risks.” Unfortunately, as it 
turned out, Planet Guarantee was not able to provide the required 
support due to various reasons and the tie-up was unsuccessful. 
The approach of providing micro-insurance through micro-finance 
providers however appears to be the way forward.  

Meanwhile, Janashakthi continued to nurture the company’s 
relationships with its international reinsurers, including reinsurance 
giant SCOR which currently ranks as the fifth largest global reinsurer 
in terms of premiums written.

“SCOR and Janashakthi started their partnership in 2007 and 
we became the leader of its proportional treaties in 2010, a position 
which we hold to-date. The past history speaks for itself as we have 
consistently managed to find mutually beneficial solutions, through 
both the good and the less good moments. We have always aligned 
our interests and listened to each other.

Above: Jenck Eric and Cyril 
Empeigne from SCOR Re

“SCOR and Janashakthi started their partnership in 2007 and we 
became the leader of its proportional treaties in 2010, a position 
which we hold to-date. The past history speaks for itself as we 
have consistently managed to find mutually beneficial solutions, 
through both the good and the less good moments. We have 
always aligned our interests and listened to each other."  
- Cyril Empeigne and Eric Jenck
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Upon our various discussions with Janashakthi, we have 
particularly developed a close relationship with Dayalanie and her 
team, especially Shani and Karthigun. The relationship between 
SCOR and Janashakthi, if translated in terms of participating share 
on Janashakthi’s reinsurance treaties, has indeed grown significantly 
over the years. However, a relationship cannot be quantified only in 
terms of numbers as other qualitative considerations are as important 
such as the knowledge of the company’s philosophy, its organisation 
and its people. We are proud today to not only have business partners 
but also friends at Janashakthi. 

Janashakthi is perceived by us as a family, i.e. we can feel the close 
bonds and the immense respect between employees, regardless of 
the hierarchy within the organization. We wish Janashakthi to continue 
growing and developing in the years to come whilst keeping its spirit 
and soul which clearly differentiates it from the rest of the local market”.

 - Cyril Empeigne and Eric Jenck, Chief Underwriting Officer Treaty 
and Treaty Underwriter, SCOR Global P&C, South Asia

2008 was a big year for Janashakthi. It was the year the company 
went public, widening its own horizons while opening itself up to the 
public eye. 

It was the Chairman, Tommy Ellawala, who first pressed the Board 
of Janashakthi to consider the significant step of securing a listing 
on the Colombo Stock Exchange. “I strongly believed that since 
our business was with the public, going public was the right thing 
to do”, he explains. “And with Janashakthi this was even more so, 
because the company was so closely linked with a single family. Quite 
apart from the financial and economic benefits of the listing, it was 
important to bolster the confidence that the public had in Janashakthi 
as a corporate entity. I felt the time was right and the Board agreed 
with these sentiments.” 

2008 was a big year for Janashakthi. It was the year the company 
went public, widening its own horizons while opening itself up 
to the public eye.

Top: Prakash Schaffter speaks 
at the launch of the Janashakthi 
IPO, 2008

Right: Press campaign to 
announce  the Janashakthi IPO

At the time however, the Sri Lankan market was decidedly lacklustre 
and had not seen a single Initial Public Offer (IPO) in two years. Thus 
Janashakthi’s decision to go in for an IPO in June 2008 was seen as 
quite a bold move. 

If it was a gamble, it was certainly one that paid off. The Initial Public 
Offer that opened on Monday the 16th of June was oversubscribed by 
noon the same day, and the company sold a total of 33 million ordinary 
shares, which raised close to Rs. 400 million. 
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“Even before we obtained the listing, we had made it a practice to ensure a culture of compliance 
within the organisation, where our governance and accountability procedures and disclosures 

were consistent and transparent and thus built up trust among the public. This is an imperative in 
the insurance industry as insurance is all about trust.

The IPO was oversubscribed several times over and this was the confidence the public had in the 
company. Our original intention of raising Rs. 200 million was exceeded with an overwhelming 

response, paving the way for us to raise Rs. 396 million by issuing 33 million shares.”

Tommy Ellawala, Chairman



134

In his report to the shareholders at the end of the year, Tommy 
Ellawala comments: 

“The IPO was oversubscribed several times over and this was the 
confidence the public had in the company. Our original intention of 
raising Rs. 200 million was exceeded with an overwhelming response, 
paving the way for us to raise Rs. 396 million by issuing 33 million 
shares. 

The company also obtained a ‘claims paying ability rating’ from 
RAM Rating, which adds to the levels of confidence among the 
public and provides the assurance that Janashakthi is a growing and 
sustainable business.

With the listing, we also underscored the importance of compliance, 
corporate governance, accountability and transparency across the 
organisation, stressing the responsibilities that are inherent in a listed 
company.”

Meanwhile Sri Lanka was beginning to feel the effects of the global 
recession which had begun with the now infamous 2007 sub-prime 
housing mortgage debacle in the United States that led to the credit 
crunch, which in turn triggered a full scale financial meltdown by the 
middle of 2008. The ripples were felt on the island’s shores by early 
2009, as the recession began to impact Sri Lanka’s import markets in 
the US and EU.

The relatively low growth in Sri Lanka’s general economy and a 
sluggish business environment resulted in less disposable income 
in the hands of the consumer. To make matters worse, the country 
witnessed the spectacular collapse of several local finance companies 
and the exposure of some large-scale financial scams (both of which 
had nothing to do with global events), which led, unsurprisingly, to an 
erosion of public faith in financial institutions in general. 

It was a dismal period for the Sri Lankan insurance industry and 
2009 was among the worst years the sector had ever seen, as for 
the first time in twenty years, the industry actually shrank in terms of 
general insurance business. 

In the midst of these already trying times, Janashakthi was dealt a 
wholly unexpected blow. On the 12th of May, with no prior warning, 
the regulators slapped Janashakthi with a three-week suspension of 
its operating license. 

The suspension was imposed due to an alleged non-compliance of 
the solvency ratio, which occurred because the Insurance Board of Sri 
Lanka (IBSL) disallowed the inclusion of a category of assets which 
the company had maintained for solvency since 2006.

 “We had absolutely no warning”, says Ramesh Schaffter. “Not 
even a letter from the regulators notifying us of any transgression, let 
alone any discussion on the issue. We received a letter from IBSL in 
the morning, telling us that we would not be allowed to transact any 
business from 12 noon that day. 

And to make matters worse, the company was also referred 
to the Financial Investigation Unit of the CID, citing a suspicion of 
‘mishandling of funds’. It was a time when the conflict was at its peak, 
in what turned out to be the final week of the war, and emotions 
were running high. This suggestion was enough to ensure that we 
would be spending many, many hours answering questions at the CID 
headquarters. Needless to say, nothing remotely ‘irregular’ was found 
and the whole inquiry came to nothing. 

Meanwhile, once we were told what the non-conformity was, we 
were able to resolve the solvency issue within two weeks and the 
regulators were obliged to revoke the suspension a week earlier than 
intended. 

But in the meantime, over two thousand members of our staff were 
paralysed; our sales force and agents had no income, and we had to 
send everyone who came to us for new policies or even renewals of 
existing policies to our competitors. This was the worst challenge we 
had had to face since our inception”, he says. 

In the midst of these already trying times, Janashakthi was dealt 
a wholly unexpected blow. On the 12th of May, with no prior 
warning, the regulators slapped Janashakthi with a three-week 
suspension of its operating license.
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Above: A press article 
commenting on 
Janashakthi's temporary 
suspension in 2009
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Facing page: Memorable 
advertising images

“The suspension of our license hit us all very hard, and it felt very 
personal. Even Mr. Schaffter, who is the calmest person I have ever 
come across, was visibly upset and under strain - something I had 
never seen before, or since. 

But we all just did what we had to do to get us through those 
two weeks - which seemed like months at the time. For instance, 
Janashakthi has a medical policy which offers cashless onsite 
payments to settle hospital bills. One hospital (that happened to 
belong to a competitor) immediately stopped credit to us, which 
meant they would not honour a policyholder’s Janashakthi card. Since 
we could hardly stand by and let this happen, we decided amongst 
us that the heads of department in the general insurance department 
would draw up a roster so that one of us would be on call at any time 
of day or night to rush over to the hospital and settle policyholders’ 
bills with our own credit cards. And that is what we did.”

- Shani Ranasinghe, General Manager, General Insurance

“The suspension happened just two years after I had joined 
Janashakthi and I was struck by how concerned the Schaffters were 
for their staff - even in the midst of such a crisis for the company. They 
were particularly worried about our sales staff who depended on their 
sales commissions for their livelihood, and were made temporarily 
redundant by the suspension. Fortunately we were able to come 
up with a plan. We told the sales team to go out and start collecting 
overdue payments that were owing to the company, and we paid 
them a commission on their collections, to keep them going.”

- Bertal Pinto-Jayawardana, General Manager Finance & Planning

Despite the manifold difficulties of the year, Janashakthi emerged 
surprisingly unscathed from a crisis that might have seriously damaged 
its credibility. In fact it managed to record a revenue growth of 7.7% 
from the previous year and post a pre-tax profit of Rs. 750 million, the 
second highest the company had ever achieved. 

“The only positive we could draw from the suspension is that 
overall, our customers and business partners did not lose their 
confidence in us”, notes Prakash. “The financial industry is all about 
trust, and if our customers had lost their trust in us, we would have 
been finished. So this, to us, was an affirmation of our good reputation 
in the industry. Overcoming this adversity also made us stronger, and 

made us realise our own strength, just as it highlighted the dedication 
and commitment of our team, who often went way beyond the call of 
duty to pull us through.” 

While Janashakthi was fighting its own battle, the country had 
witnessed the final chapter in Sri Lanka’s long and bloody fight against 
secessionism, as the nearly thirty-year long conflict came to a dramatic 
and violent end with a decisive military victory. On the 19th of May 
2009 peace was finally declared and a war-weary nation awoke to a 
new beginning. 
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Janashakthi's annual report for 
2009 is themed 'Resilience' in 
recognition of the spirit of both 
the company and the country
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While Janashakthi was fighting its own battle, the country had witnessed the final chapter 
in Sri Lanka’s long and bloody fight against secessionism, as the nearly thirty-year long 

conflict came to a dramatic and violent end with a decisive military victory. On the 19th of 
May 2009 peace was finally declared and a war-weary nation awoke to a new beginning. 
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The 
Janashakthi 
Way

07.

Starting with a kernel of hand-picked people, Chandra’s 
personal influence on the Janashakthi team was immense. 
Talk about the company to any random sampling of his 
staff for five minutes, and the description ‘like family’ 
will unfailingly be heard. His legendary people-skills - 
which came from his genuine concern for people rather 
than from some learned or adopted management skill - 
percolated throughout the small organisation. 
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Despite the fact that he is now officially retired, the fingerprints of his personality and ethos 
are still all over the features of the company culture, and it seems this will remain so for 

many years to come.
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From the very inception of the company, with its kernel of 
hand-picked people, Chandra Schaffter’s personal influence on the 
Janashakthi team has been immense. In any conversation about the 
company culture with anyone who has been with the company for a 
while, the description ‘like family’ will almost certainly come up. 

Its founder’s legendary people-skills - which clearly stem from 
his genuine concern for people rather than from some learned 
management skill - have percolated throughout the organisation. 
Despite the fact that he is now officially retired, the fingerprints of 
his personality and ethos are still all over the features of the company 
culture, and it seems this will remain so for many years to come. 

However much opinion may differ on other aspects of the company, 
the admiration and affection his staff has for the man himself is 
absolutely universal. 

“I think it was because he never forgot his own humble beginnings 
that Mr. Schaffter was able to connect to people at any level so easily. 
I know that, particularly in the early days, if he happened to get talking 
to some young person who said he was struggling to find a job, he 
would ask him to come and meet him, and if he was keen enough, 
Mr. Schaffter would take him on. Just like that. They may not have 
been the most skilled people for the job and the line managers may 
have had occasion to hold their heads, but he felt duty bound to give 
anyone who needed it a chance, and needless to say, these people 
were loyal to him and the company for life... 

... In the thirteen years I was there, I never saw him lose his temper 
or shout at anyone. But even though he was so mild and informal, he 
only had to ask and any member of our staff would do anything for 
him. I guess that made him the best HR manager I’ve ever known.” 

- Genie Gunawardene, Former Manager, Human Resources

“He treated his staff just like an extension of his family, and if any 
of us had an issue - whether it was professional or personal - he was 
always there for us. When I was building my house in the nineties, I 
asked the company if they would give me a loan of two lakhs (quite 
a large sum of money at the time) to tide me over until my loan from 
NSB came through. The next morning, Mr. Schaffter asked me to 
come and see him. When I explained my position, he pulled out his 
personal cheque book and wrote me a cheque for three lakhs, and 
simply said, ‘the extra lakh is my gift for your house’. You never forget 
things like that”.

- Mohan Perera, Former Marketing Manager 

“I have been working for Mr. Schaffter from the time he had a small 
insurance consultancy company in 1979. I have never been tempted 
to look for career opportunities outside Janashakthi, because it’s like 
my home. All these years, I have watched so many people go into his 
office with worried faces and come out smiling. He understands that 
we all have our problems and he is always willing to listen. We’ve all 
experienced his kindness at one time or another.

The only difficult part about being his PA is deciphering his notes. 
He tends to write on scrappy bits of paper and when he runs out of 
space, he writes around the margins, over to the other side and back 
again with arrows and stars and all sorts of codes to follow. It’s typing 
plus a puzzle in one.“

- Anastasia Vanderwert, Personal Assistant to Chandra Schaffter 

“He has always been very affectionate towards his staff. Mr. 
Schaffter can be quite blunt, because by nature he is a straightforward 
person, but there is simply no animosity in him. He is always very 
concerned about us. And we can call him any time. It’s unbelievable 
the way he makes himself so accessible to us. If ever I had an issue 
that could not be easily resolved, he would say, “Come home Suresh, 
and we’ll talk” - and I would go to his home after work and we would 
discuss whatever it was and sort it out.” 

- Suresh Basnayake, Senior Asst. General Manager, General Sales

"All these years, I have watched so many people go into his 
office with worried faces and come out smiling."
- Anastasia Vanderwert



144

Left to right:  
S Thananchayan,
Suresh Basnayake,
Shani Ranasinghe
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“We can call him any time. It’s unbelievable the way he makes himself so accessible to us. If ever I had an 
issue that could not be easily resolved, he would say, “Come home Suresh, and we’ll talk” - and I would go 

to his home after work and we would discuss whatever it was and sort it out.” 

Suresh Basnayake, Senior Asst. General Manager, General Sales

“Mr. Schaffter is naturally friendly - and he extends that friendship to everyone, across the board. I have tried 
to follow his lead particularly when interacting with lower level staff of the organisations we deal with. Now 
I find that some of the office assistants I have met ten fifteen years ago have grown into executive positions 
and they still remember and appreciate the fact that we treated them with respect when they were small fry. 

So the goodwill comes back to us.

Shani Ranasinghe, General Manager, General Insurance

“For me, the best thing about the company is that the atmosphere is still so friendly -  
informal - staff are trusted and doors are open.”

S. Thananchayan, Senior Assistant General Manager, Full Option
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Top: Taking to the sacks at a 
Janashakthi Sports Day

Above: An enjoyable 
team-building exercise at a 
beach resort
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“The Schaffters are all very close to the company’s staff, our 
brokers and even our customers. Mr. Schaffter and Prakash still take 
the trouble to entertain quite large numbers in their own homes - 
which is very rare in the corporate world - and the relationships that 
they foster really make a difference.” 

- Shani Ranasinghe, General Manager, General Insurance

“He is really into people. Anyone with a sob story goes running 
straight to him, confident of a sympathetic hearing. Even if someone 
has got into trouble over a disciplinary issue, Mr. Schaffter will listen 
to the details of the wrongdoing and then say, ‘Yes, yes – but the 
issue is why did he feel compelled to do this? He must be having 
some problem, no?’ He is incurably convinced of the basic goodness 
of human nature, and he always puts people first.” 

- Rohan Wijesinghe, Senior Manager, HR

“In those early days of working for Mr. Schaffter (I was Janashakthi’s 
very first Area Development Officer), I was going around on a ‘Thapal 
90’ motorbike. When he realised this, he told me, ‘It’s dangerous to 
do so much travelling on that bike! You need to get yourself a car’. I 
said I would at some point, but explained that I couldn’t afford it yet.’ 
He just said, ‘What nonsense, and immediately gave me an interest 
free loan to buy a car. Just like that. I told him I would pay it back in 
ten instalments, but again he said, ‘No that will be too difficult. You can 
pay it back in twenty five instalments.’ So that’s how I got my first car.”

- M Thangiah, Area Development Officer, Mahawewa

“With more than sixty years’ experience in the insurance industry 
Mr. Schaffter acquired an expertise in the insurance sphere equalled 
by few and excelled by none. He knows all the ins and outs of all 
aspects of insurance - be it risk assessment, pricing, the terms and 
conditions of cover, negotiating and obtaining reinsurance covers at 
the most advantageous terms, assessment of loss, estimation of 
insurers’ ultimate liability in the event of loss,  etc. Yet, Mr. Schaffter 
is always humble and never shows off or flaunts his deep knowledge 
and insight. 

In Janashakthi General Insurance Co., Mr. Schaffter was initially 
Director-Technical and myself General Manager-Technical. There were 
many instances when we had divergent opinions on technical matters. 
Yet when I recorded my opinion on the files, he never viewed my 
action as lacking in official propriety. He always respected my views 
and observations and never brushed them aside. On the other hand 
he was very quick to appreciate the logic in my views. 

He treated all people with respect - always. He believed in the 
dictum to get respect, give respect. In Janashakthi he created a healthy 
working environment conducive to initiative, fair play and innovation. 
One can notice in him the spirit of humanism and genuine endeavour 
which takes men to new frontiers of achievement and excellence.”

- K Rajagopalan, Former General Manager - Technical

Above: Chandra Schaffter 
at the Jaffna Office first 
Anniversary celebration,  
2003
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“I remember once taking Mr. Schaffter along to meet a prospective 
client. The meeting was at the client’s home-office and Mr. Schaffter 
left his shoes at the door. This was soon after he had been removed 
from the his position as manager of the Sri Lankan cricket team in a 
very controversial manner and the first thing our client said was, ‘Ah, 
you are the cricket man, no?’. He followed this up with a whole host of 
comments, which ranged from unnecessarily personal to downright 
rude. I was mortified and burning with anger, but Mr. Schaffter said 
not a word. Even his smile did not leave his face. When the meeting 
was finally over and we got in the car, I apologised profusely for 
bringing him to meet someone who turned out to be so uncouth, 
but he brushed it off saying, ‘these things happen’. I couldn’t help but 
blurt out, ‘But why didn’t you say anything to defend yourself?’ He just 
smiled and said, ‘He’s entitled to his opinion. I know myself and that’s 
all that matters'.” 

- Delicia Seneviratne, Former Senior Manger, Life Insurance 

“There was an informality and close friendship among the 
management team, which I saw during my whole tenure at Janashakthi. 
I have never experienced that before or since. I remember at one of 
our board meetings (which were in contrast very formal), presided 
over by Mr. Nissanka Wijewardane, I was being asked a lot of tough 
questions and I was trying my best to defend my position and keep 
up my end. From the corner of my eye, I saw Prakash - my boss, 
carefully write out a note on a piece of paper and pass it to me. I 
thought it may be an important point I needed to make and read it at 
the first opportunity. It said “Mr. Mohan-tharan, [this was at the peak 
of the career of Mr. Muttiah Muralitharan] - you are bowling some 
good googlies today!”

- Mohan Perera, Former Manager Marketing

“For me, what set the company apart from any other I’ve known is 
its culture. The closeness of the Schaffter family (I have worked with 
Manjula and Dinesh, as well Prakash, Ramesh and Chandra Schaffter) 
was an almost tangible thing and that spirit of unity filtered right 
down through the organisation, even though the company grew at 
a phenomenal rate during the eight years that I was there. Given the 
kind of problems that you see in a lot of family-owned companies, I 
think this remarkable feature of Janashakthi was actually the key to 
its success.”

- Priyanthi Kuruppu, Former Deputy General Manager, Finance

“I think Janashakthi’s culture definitely stemmed from my father’s 
relationship with his staff. He felt a sense of responsibility for all his 
staff and he really wanted everyone in the organisation to matter. Even 
though Janashakthi is such a big organisation now, many of the staff 
still feel a sense of ownership and a kinship with the company and with 
our family as well. And this is true even of people who have left the 
company - somehow there is still a feeling of belonging. Looking back 
over the twenty years, they all share in the pride of what Janashakthi 
has accomplished.” 

- Manjula Mathews, Director
 
Another of Chandra’s personal qualities that have apparently 

rubbed off on his staff is his unaffected simplicity. His lack of concern 
for appearances and dismissive attitude towards what he considers 
stuffy decorum may not always sit comfortably with some of his more 
formal corporate peers, but they have certainly endeared him to his 
staff. 

“Appa needs very little to be comfortable”, notes his son Ramesh. 
“Even now, when he goes on trips with the grandchildren, he will 
quite happily sleep on the floor with them - and he’ll have a perfectly 
good night’s sleep too.” 

Dayalanie Abeygunawardena observes, “Everything about Mr. 
Schaffter is very simple. He dresses for comfort rather than style, and 
if he appears at a function in a short-sleeved bush shirt and everyone 
else is in jackets it will not affects him in the least. He would routinely 
come into office in his loose shirts and chappas on his feet until finally 
the board had to prevail on him to wear closed shoes - ‘as an example 
to the rest of the staff’. But getting him into a suit and tie is still hard! 

Another of Chandra’s personal qualities that have apparently 
rubbed off on his staff is his unaffected simplicity.
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The directors also persuaded him to stop using three-wheelers to 
shuttle between offices - ‘in the interest of safety’. I can’t think of 
any other person of his corporate stature who would ever dream of 
travelling by trishaw. But, I must say, because of him, many of us 
have also learnt not to take ourselves too seriously. We will also not 
hesitate to jump into a three-wheeler if we are in a hurry.

He truly considers all men as being born equal, and he always 
‘sees’ the little people that are all but invisible to others. He usually 
has his lunch delivered from home, and if it’s particularly tasty, he will 
call the maid who cooked it, to say the such-and-such curry was very 
nice today - Thank you! In the same way, he will treat every driver and 
peon and janitor with perfect courtesy. Those of us who have worked 
closely with him have learnt a lot from him that has nothing to do with 
insurance," she says.

"When Mr. Schaffter retired as Managing Director and took up the 
position of Deputy Chairman, he insisted that he only needed a tiny 
office space. Most people in his position would have grand wood 
panelling and several square meters of desk - but not Mr. Schaffter. 
His office is a lot smaller than any of our General Managers’ - and he’s 
perfectly content with that.” 

- Kalum Weerasinghe, Manager, Brand Activations
 

Above: Staff picnic in the shade en 
route to an 'outward bound' exercise

"There was an informality and close friendship among the 
management team, which I saw during my whole tenure at 
Janashakthi. I have never experienced that before or since."
- Mohan Perera
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As an employer, Janashakthi has an unwavering commitment to 
diversity and equal opportunity. It has been a company that has always 
been willing to open doors for anyone who was willing to put in the 
effort, not just the privileged elite of Sri Lanka who usually have all 
the advantages when it come to breaking in to and going places in 
the corporate world. As a consequence of this inclusive culture the 
company has been able to identify and nurture the potential of young 
people who have joined the junior ranks of the company and give 
them the space and opportunity to grow into management leaders of 
exceptional ability.  

“Our non-discriminatory policies apply across the board. The fact 
that we refrain from asking new recruits to disclose their race and 
religion on the personal data form is one example of how this policy 
is being practiced. Janashakthi is home to all who wish to contribute 
to its continuing growth, irrespective of gender, race, different ability 
or religion, as is the community that it strives to serve", a company 
report notes.

“From the beginning, we were very keen to build camaraderie 
among the staff. At orientation for new employees, they were allocated 
a ‘house’, to which they would belong for their entire tenure with us 
- just like in school. The names of the houses though were a little 
different from those a school might have: we had Rioters, Burglars, 
Pirates and Undertakers! We also had a mentor-buddy system, where 
a more senior person is responsible for helping new recruits to settle 
in quickly. In the early years, we organised some kind of staff function 
almost every month - from talent shows to picnics and sports meets 
- something for everyone.

In terms of training, apart from special local and foreign training 
programmes that the company sent them for, staff members were 
encouraged to follow courses in areas of their own interest. Courses in 
English and Computer Skills were offered to everyone free of charge. 
Other courses were subsidised, with the company paying 60% of 
the fee. Even when someone wanted to follow a course that was 
not directly related to his or her work - for instance if an accountant 
wanted to take a marketing course - we would facilitate that by giving 
them an interest free loan to cover the course fee.” 

Genie Gunawardene, Former Manager, Human Resources

“In the eighties, while I was finance manager at Brooke Bonds, 
I started working as an insurance broker part time. When I decided to 
leave the steady job I had with the multinational in ‘87 to become a 
full-time agent with Mr. Schaffter’s P&I Insurance Company, everyone 
thought I was crazy. I opened an office in Maharagama in ‘91. At that 
time it was the only insurance office in the area, and within a year, I 
was earning more than at my old job. 

Janashakthi made me look at insurance differently. Trust was 
everything. Mr. Schaffter wanted to make sure that no policy was ever 
sold based on a false promise. At my first formal training session at 
Janashakthi, Mr. Vernon Fernando (Manager Life at that time) made us 
realise that insurance is not just a business but a service as well. He 
used to say, ‘Putha, when you sell a policy, it is very important that you 
don’t do it with your own pocket in mind. If you use your knowledge 
to sell a policy that suits the needs and the circumstances of the 
customer, then you are doing society a service you can be proud of. It 
is your duty to make sure he or she can afford it, and will benefit from 
it.’ His words really changed the way I thought about my job. After 
that it became like a religion to me. I believe that is what made me so 
successful as an agent. From 1995-2010, I was among the top three 
ADOs for the company every year, and in all my years, I have hardly 
had any policies that have lapsed because clients couldn’t afford to 
meet their premiums.”

- P D Chandraratne, Area Development Officer, Maharagama

As an employer, Janashakthi has an unwavering commitment to 
diversity and equal opportunity. It has been a company that has 
always been willing to open doors for anyone who was willing 
to put in the effort, not just the privileged elite of Sri Lanka who 
usually have all the advantages when it comes to breaking in to 
and going places in the corporate world. 



151

Top: Janashakthi staff who have gained membership 
in the prestigious international 'Million Dollar Round 
Table' for insurance professionals including (at center), 
Ruwan Kumara whose ten consecutive selections 
earned him a lifetime membership to MDRT 

Above: Janashakthi staff perform at the Nelum Pokuna 
auditorium, for an appreciative audience of family and 
friends
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“One of the things I enjoy most about our company is the warmth 
and accessibility of our top management. To me it’s like home 
because I have grown here, starting in 1995 in a junior position as an 
administrative executive. On an informal level, HR has always been 
at the heart of the company, because everyone is recognised as an 
individual, rather than as the holder of a designation. I realised the 
importance of managing our human resources when I worked with 
Genie (who was our first head of HR) during my early years here. 
Later, while I focussed on my core area of sales, and studied for the 
national diploma in sales management, I also did a diploma in human 
resource management, because of this realisation. My team has done 
extremely well over the years, which makes me very proud.”

- T I Jamaldeen, Assistant General Manager, Corporate Sales (Life)

“One of the reasons we are so loyal and committed to the company 
is because of the company’s attitude to its staff. This is one place 
you can be sure your hard work will be appreciated and rewarded, 
regardless of who you are or where you came from, and there are no 
invisible barriers to stop your progress. 

At the time I applied for a job at Janashakthi General in 1996, which 
was at the height of the war, I had fled my home town of Jaffna and 
was basically a refugee in Colombo. I had just sat for my A’ levels, 
hardly having spent any time in school, and had not got my results yet.  
I had nothing. There was a vacancy for a cashier/clerk and I was called 
for an interview. The HR manager was sympathetic but said that since 
I could hardly speak any English or Sinhalese and had no references, 
they couldn’t take me. But then he called me back and offered me a 
temporary post for six months. It was a lifeline. 

Since then, I gave my maximum for the company and the company 
gave me all the support I needed to build a career. I became a 
Chartered Accountant and, as an assistant manager, when I wanted 
to do an MBA, the company made an exception for me and sponsored 
the entire cost of an MBA programme from the University of Wales.”  

- P Pavalachandran, Senior Assistant General Manager, Finance

"Our Human Capital Programme is now fuelled by a massive 
annual training budget of Rs. 40 million, all dedicated for 
investment in the development of employees."  
- Gamini Peiris

Above: Lalith Munesinghe conducts an 
in-house training programme in his own 
inimitable style

Facing page: The annual Awards 
for Excellence ceremony is a time 
to celebrate the performance of 
Janashakthi's stars with pomp and 
pageantry
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“Our Human Capital Programme is now fuelled by a massive 
annual training budget of Rs. 40 million, all dedicated for investment 
in the development of employees”, says General Manager - Human 
Resources & Administration, Gamini Peiris. “We have our own team of 
qualified trainers to drive the process, as well as our own auditoriums 
and regional training centres. At a more personal level, the company 
provides loan facilities for the purchase of vehicles or for further 
education, in a bid to improve the standard of living for our staff.” 

As a company report acknowledges: “From inception it has 
been demonstrably clear that the single defining factor positioning 
Janashakthi as a premier insurance company has been our people 
- every employee of every grade in the company. Their knowledge 
and expertise, coupled with personal attributes such as dynamism, 
enthusiasm and a high level of motivation have been invaluable assets 
throughout the life of the company...”

The unique relationship and the reputation that Janashakthi enjoys 
within the industry are exemplified by the esteem in which it is held 
by Dr. Dayanath Jayasuriya, who served at the apex of Sri Lanka’s 
regulatory body for insurance for several years.

“When I was appointed Director General of the Insurance Board 
of Sri Lanka in 2001, Chandra Schaffter was the Secretary of the 
Insurance Association of Sri Lanka. Since I strongly believed in taking 
a consultative approach to shaping legislation, to balance the interest 
of the industry with the greater national interest, I tried to maintain a 
close rapport with the leaders in the industry. 

What I appreciated about both Chandra and Prakash Schaffter, 
was that they were able to look at the industry in a holistic way. They 
were quite frank and candid in their opinions but in the five years I 
served as a regulator, they never once asked for any special favours or 
concessions for themselves. Nor did they undermine their competitors 
in the field. They were not only very knowledgeable but always totally 
professional and I came to value their opinion greatly. I am pleased to 
see how Janashakthi has emerged as a market leader while staying 
true to their commitment to ethical business practices.”

- Dr. Dayanath Jayasuriya, Former Chairman of the Insurance Board 
of Sri Lanka

“From inception it has been demonstrably clear that the single 
defining factor positioning Janashakthi as a premier insurance 
company has been our people - every employee of every grade 
in the company. Their knowledge and expertise, coupled with 
personal attributes such as dynamism, enthusiasm and a high 
level of motivation have been invaluable assets throughout the 
life of the company...”
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Left to right: T Jamaldeen, Genie Gunawardene, P D Chandraratne
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“From the beginning, we were very keen to build camaraderie among the staff. At orientation for new employees, they 
were allocated a ‘house’, to which they would belong for their entire tenure with us - just like in school. The names of the 
houses though were a little different from those a school might have: we had Rioters, Burglars, Pirates and Undertakers!” 

Genie Gunawardene, Former Manager, Human Resources

Janashakthi made me look at insurance differently. Trust was everything. Mr. Schaffter wanted to make sure that no 
policy was ever sold based on a false promise. At my first formal training session at Janashakthi, Mr. Vernon Fernando 
(Manager Life at that time) made us realise that insurance is not just a business but a service as well. He used to say, 

‘Putha, when you sell a policy, it is very important that you don’t do it with your own pocket in mind. If you use your 
knowledge to sell a policy that suits the needs and the circumstances of the customer, then you are doing society a 

service you can be proud of.”

P D Chandraratne, Area Development Officer, Maharagama

“One of the things I enjoy most about our company is the warmth and accessibility of our top management. To me it’s 
like home because I have grown here, starting in 1995 in a junior position as an administrative executive. On an informal 
level, HR has always been at the heart of the company, because everyone is recognised as an individual, rather than as 

the holder of a designation.”

T I Jamaldeen, Assistant General Manager, Corporate Sales (Life)
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Even its overseas business partners comment on there being 
‘something different’ about Janashakthi.

“Cluttered with the different market opinions, I must say, that the 
beginning of business relations with Janashakthi was very cautious. 
Mr Schaffter was a hard task master (he still is). He would demand 
support for business where it was difficult to get reinsurers. Or he 
would request for reducing the costs, which would again be a tough 
task. He was more akin to the client and would give his version to 
the reinsurers on underwriting business with the available market 
resources... [Since then] the relationship of J B Boda and Janashakthi 
has evolved very nicely... The Reinsurance programs have worked so 
well for Janashakthi that their Net Profit Ratios are better than their 
Gross Profit Ratios, and their Net Profit Ratios have always been on 
the rise over the years.

The senior-most employee of Janashakthi whom I have known for 
more than two decades is Mrs. Dayalanie. Over the years she has 
become a good friend. She is a very kind lady. However she is also 
very tough during business discussions. She has learnt and picked 
up the best qualities of Mr Chandra Schaffter. She is able to conduct 
negotiations, convince brokers and reinsurers and obtain the reinsurers 
terms as per her wishes and protect the interest of Janashakthi and 
the management at all times. 

There is definitely a lot that is special and different about Janashakthi 
-  compared with other companies in the market... The Schaffter family 
is cultured, dignified and at the same time unassuming and humble. 
The management and the employees work in a homely atmosphere. 
This is a very unique experience. Over the years of working together, 
even we feel that it is an extended family, and require the presence of 
each other at important family functions.”

- Prakash Rao, CEO/Managing Director, J B Boda & Co (S) Pte Ltd

"There is definitely a lot that is special and different about 
Janashakthi - compared with other companies in the market... 
Over the years of working together, even we feel that it is an 
extended family... "  
- Prakash Rao

Above: Dayalinie Abeygunawardene 
and Shani Ranasinghe with 
representatives of JB Boda at a 
re-insurers meeting in Singapore

Facing page: Asgi Akbarally with 
one of his prized vintage cars
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“I have been dealing with Janashakthi since 2002. [At that time] 
our involvement with Janashakthi was on the SRCC and Terrorism 
Pool. Since then we established a strong relationship on the life side 
in 2007 which was further expanded in 2009 when we assumed 
leadership of Janashakthi’s XL protecting their non-life portfolio. 

My first impression, which still continues today is that Janashakthi 
is a professionally managed company with Mr. Schaffter at the helm 
being a man of absolute integrity. They have been an absolute joy to 
work with! Janashakthi is tough but fair and a company which values 
its business partners and fosters long term relationships. 

As a company we have interacted with many individuals at 
Janashakthi, including Dayalanie Abeygunawardena (whom I’ve 
found to be a strong leader possessing sound technical knowledge 
and excellent interpersonal skills in managing people), Shelton 
Seneviratna, Shani Ranasinghe, Karthigun Siva, Susil Palihakkara, 
Delicia Seneviratne, Malki Wijeratne, Hashra Weerawardena, Jayantha 
Halloluwa, and Indika Magedara among others. 

The motivation for the vast number of insurers in determining 
their reinsurance placements is price and the dogmatic approach 
is to “squeeze” the last dollar from their reinsurers. Janashakthi 
distinguishes itself from other insurers in that they work towards 
common wins for both themselves and reinsurers. Also, the level of 
professionalism permeating throughout the company is testimony of 
this being a culture deliberately inculcated at all levels of staff within 
Janashakthi.”

- Rohan Kananathan, General Manager, Hannover Re Malaysian 
Branch

And from Janashakthi’s long-standing customers, there is an 
appreciation of the personal connection that has remained unbroken, 
even while the company has expanded exponentially.

”When we deal with Janashakthi, we are dealing with a big 
insurance company. But in a way we are also dealing with a family 
company. Whatever the issue may be, we never need to hesitate 
before picking up the phone and calling either Mr. Chandra Schaffter 
or Prakash.  They are always accessible and we know that we matter 
to them. We are more than a set of numbers to them. Whenever one 
of our claims was processed, Mr. Schaffter would come personally to 
hand over the cheque to my father or myself. That is how personalised 
their service is. 

Janashakthi is also always willing to be innovative with their 
policies. We own a collection of vintage cars, for which there was 
hardly a point getting a normal motor policy (since the cars are only 
valued as old cars rather than as collectors’ items). Mr. Schaffter came 
up with a special policy for us that would insure the cars for their true 
value - rather like you would insure a work of art. I don’t think any other 
local insurance company would do that kind of thing.”

- Asgi Akbarally, Director, Akbar Brothers
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Janashakthi has always thought of its community-related initiatives 
as a natural extension of its business. Many years ago, Chandra 
Schaffter, writing on Janashakthi’s philosophy noted, “Contrary 
to popular belief, CSR is not an esoteric concept introduced to Sri 
Lanka by the developed world. CSR is primarily about integrity, ethics, 
humaneness and philanthropy of corporates in their relationship with 
all sections of society, especially the vulnerable and under-privileged. 
Such social responsibility, whether corporate or individual is not a 
notion alien to Sri Lanka. It is espoused by all religious tenets and 
has been an integral aspect of our culture since time immemorial. 
We believe that the quintessential spirit of CSR eschews ostentation 
in its practice. On the contrary it implies the unpretentious rendering 
of social services to the community at large and supports its weaker 
sections.”

In this spirit, Janashakthi as a young company gave generously 
but quietly to a variety of causes that moved them for one reason or 
another. 

The company also tied some of its branding and marketing exercises 
to projects that benefitted the public in some significant way. 

It began with road safety, when Janashakthi sponsored the 
installation of guard rails to create safer areas for pedestrian movement. 
Other road safety initiatives have targeted specific problems faced by 
commuters on our roads. These have included distributing several 
thousand reflectors to cyclists in areas having the highest mortality 
rates among cyclists, and installing street signs that are visible from 
a reasonable distance away, to reduce the danger posed by drivers 
driving erratically while trying to locate their turnoffs. 

The company also thought up a special scheme for three-wheeler 
drivers who, while providing a great convenience to the public, 
are notoriously prone to road accidents. Every driver carrying the 
Janashakthi identification sticker is given a free accidental death cover 
- giving some financial protection to their families. 

Other projects that have been carried out over the years have 
ranged from constructing tube wells in rural areas of Polonnaruwa 
and Anuradhapura (jointly financed by staff and company) and funding 
the development of a rural school in the Hambantota district, to 
the sponsorship of high-profile corporate awards that recognise 
entrepreneurship, leadership and business excellence. 

Above: Staff donate school bags and 
supplies to a school in Kalugaloya

Facing page, top: Children from a local 
orphanage are treated to an evening out 
at the launch of Janashakthi's corporate 
life insurance campaign, 'Light up your 
Dreams'

Facing page, below: Janashakthi 
sponsored athlete Akila Ravishankar, 
pictured on his way to winning Silver at 
the Junior Athletic Games in Beijing 

"CSR is primarily about integrity, ethics, humaneness and 
philanthropy of corporates in their relationship with all sections 
of society, especially the vulnerable and under-privileged. Such 
social responsibility, whether corporate or individual is not a 
notion alien to Sri Lanka."
- Chandra Schaffter
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Janashakthi has also been very much at the forefront of sports 
sponsorship in the country, primarily because the company believes 
that sport has great potential to develop an individual’s personality as 
well as build close connections across all strata of the community. 

Over the years, Janashakthi sponsorships have covered sports such 
as rugby, basketball, hockey, swimming, badminton, squash, sailing 
and motor sports, and many of these sponsorships have been in the 
form of long term commitments that have had a significant impact 
on the development of the sport at national level. But Sri Lankan 
cricket has undoubtedly been the greatest beneficiary of Janashakthi 
sponsorship. The sport has received support at all levels - from school 
matches to mercantile, club and national level cricket. 

In 2008, Janashakthi began a programme of identifying rural 
athletes who have excelled at school but struggle to pursue their sport 
in the face of economic hardships, and giving them an opportunity to 
develop their talent as well as the confidence they need to compete 
at the highest levels. 

“Twenty-six school athletes have been sponsored under the rural 
athletics programme,” says Bertal Pinto-Jayawardena, Janashakthi’s 
General Manager Finance & Planning, and co-ordinator of the project. 
“The chosen athletes have included students from Kegalle, Ratnapura, 
Vavuniya and Matale and included National Schools record holders in 
short distance sprints, hurdles, discus, putt shot and triple long jump. 

Janashakthi has also been very much at the forefront of sports 
sponsorship in the country, primarily because the company 
believes that sport has great potential to develop an individual’s 
personality as well as build close connections across all strata 
of the community. 
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Above and right: Janashakthi staff take 
part in community-based activities 
in Rahalla to raise awareness of the 
importance of safeguarding the waters 
of the Maha Oya

Following page: It's all about 
teamwork at an 'outward bound' 
programme 
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We are extremely proud of these young athletes who have not only 
achieved personal success with several medals at junior international 
level, but have brought honour and recognition to their schools and 
families and ultimately their country.”

In recent years, Janashakthi has moved towards a more focussed 
and strategic approach to CSR, in line with brand identity and a growing 
concern for environmental and sustainability issues.

“Sustainable development cannot be achieved without a water 
secure world”, says Shehara De Silva General Manager - Sales and 
Marketing. “A water secure world integrates a concern for the intrinsic 
value of water with a concern for its use for human survival and well-
being." 

In 2012 Janashakthi Insurance came together with Lanka Jalani 
(Sri Lanka Water Partnership), the local representative for the Global 
Water Partnership (GWP), and the Colombo University to test the 
water quality in the Maha Oya catchment area as a benchmark in 
public private partnerships, aimed at safeguarding Sri Lanka’s fresh 
water sources. 

The upper part of the catchment area in the Maha Oya faces a 
number of environmental problems. These include soil erosion, 
unplanned settlement, water tapping for mini hydro power projects 
and the direct discharge of effluent from factories and urban waste 
into the river - all of which have contributed significantly to degrading 
the water quality in this area.

So far, Janashakthi has facilitated several community development 
activities in the upper catchment area of Aranayake.  The company 
donated water storage tanks to a school and a hospital and took a 
variety of initiatives to spread awareness of the seriousness of the 
issue and promote responsible water use at all community levels, from 
strengthening women’s groups through special training programmes, 
to organising a children’s Vesak Perahera with a water conservation 
theme.

The programme moved on to Rahalla with a meeting of school 
children, parents, teachers, environmental authorities, and the general 
public of the area, and three schools in Rahalla received grants to 

start herb gardens while a number of environmental experts and 
government officials discussed the problems and solutions with 
regard to the catchment area. Villagers received arecanut plants to 
grow along the banks of the Maha Oya. These plants will serve the 
dual purpose of reducing soil erosion of the river bank and allowing the 
villagers to obtain an additional income by selling arecanut. 

In the wake of increasing droughts, floods, landslides and the 
devastating tsunami, the Janashakthi SLWP joint activity provided a 
timely reminder of the need for drought proofing and an opportunity to 
participate in an environmental activity of major importance to ensure 
water security for Sri Lanka. The programme included working with 
the UN on World Environment Day with a special free public screening 
of ‘One Day on Earth’ in 2012 and Yann Arthus-Bertrand's film 'Home' 
in 2013. 

Janashakthi and Jalani also organised a special forum to bring 
together national bodies that need to work together to achieve water 
security across the whole island, to receive the findings on the water 
quality testing programme and discuss related issues. The forum was 
attended by the Minister of Water Supplies and Drainage, Dinesh 
Gunawardena, Professor of Chemical and Process Engineering at the 
University of Moratuwa, Ajith de Alwis, and representatives from the 
National Water Supply and Drainage Board, the Department of Forests, 
the Kotapola Pradeshiya Sabha and Sri Lanka Land Reclamation and 
Development Corporation.

 
“Water is a basic necessity of life. At Janashakthi, we are proud 

to breathe life into the Maha Oya area in collaboration with the Sri 
Lanka Water Partnership. We have reached out to every section of the 
community through this programme - and we want to make water 
security a national issue of importance”, says Ramesh Schaffter.

As Janashakthi sees it, “We are in the business of safeguarding 
and underwriting the life and property of the wider community. To 
be successful we need to care deeply, for customers, employees, 
shareholders and the community.” 

This is the Janashakthi way.
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As Janashakthi sees it, “We are in the business of safeguarding and underwriting  
the life and property of the wider community. To be successful we need to care deeply,  

for customers, employees, shareholders and the community.” 
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Keeping 
the
Faith

08.

And as the company moves forward with its customary 
spirit and optimism, it has welcomed new blood and new 
thinking, while holding on to its own unique cultural 
touch-points. 
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"Inclusivity and fairness are also cornerstones of Janashakthi. Every employee and 
customer matters to us and our history bears this out - whether it is in our recruitment 
and HR policies or our insurance policies. For example, Janashakthi is still the only 
insurance company to cover HIV/AIDS. And the company took on the massive risk of 
underwriting the armed forces during the war, not shirking what it felt was its duty in 

a time of national crisis."
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As the company moves forward with its customary spirit and 
optimism, it has welcomed new blood and new thinking, while holding 
on to its own unique cultural touch-points. 

“We aim to maintain the company’s inherent simplicity, which is 
one characteristic of the company that has definitely flowed from 
the Schaffter family. That is why, even as we modernise our look - 
of the branches for example - we have aimed for a refreshing and 
contemporary but still homely feel; simple, warm, friendly, and 
authentic. 

Inclusivity and fairness are also cornerstones of Janashakthi. Every 
employee and customer matters to us and our history bears this out 
- whether it is in our recruitment and HR policies or our insurance 

policies. For example, Janashakthi is still the only insurance company 
to cover HIV/AIDS. And the company took on the massive risk of 
underwriting the armed forces during the war, not shirking what it felt 
was its duty in a time of national crisis.

Innovation of course is part of Janashakthi’s DNA. From the very 
first life policies designed by Mr. Schaffter in 1994, there has been 
no shortage of fresh, out-of-the-box thinking when it comes to our 
insurance products. Janashakthi Life Unlimited is the only financial 
plan in the world to provide customers with life time medical 
protection and lifelong natural and accidental death insurance, and 
the company was the first in Sri Lanka to pioneer features such as 
the no-fault pedestrian benefit, child critical illness cover, worldwide 
hospitalisation cover and a pension plan with no age limit at entry and 
a pension for life. We were also the first Sri Lankan insurer to receive 
ISO certification as far back as 2001."

- Shehara de Silva, General Manager, Sales & Marketing
Above: The new-look Janashakthi 
branch office in Negombo 
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As Janashakthi emerged as a significant corporate entity in the mid-
2000s and became a listed entity in 2008, the company’s achievements 
in branding, corporate reporting and business excellence came into 
the limelight. 

From the year 2006 onwards, Janashakthi has won a total of 12 
awards for both its corporate brand and its flagship brand Full Option at 
the Sri Lanka Institute of Marketing (SLIM) Brand Excellence Awards. 
During the past five years, the company has also picked up several 
international awards at the World Brand Congress and CMO Asia 
awards, as well as a coveted Effie Award for its marketing campaign 
leading up to its IPO. And for its innovation and service, Janashakthi 
has won recognition at the National Business Excellence Awards and 
the Asian Leadership Awards as well as the Asia Insurance Technology 
Awards. 

Since 2011, when Sri Lanka adopted the International Financial 
Reporting Standards, Janashakthi has submitted its annual reports for 
review by expert panels, putting its corporate reporting to the test. 
The company has been rewarded with awards from the Institute 
of Chartered Accountants of Sri Lanka (ICASL), the Association of 
Chartered Certified Accountants (ACCA) in Sri Lanka and the South 
Asian Federation of Accountants (SAFA). For a company that has 
always placed great emphasis on governance, these endorsements 
have had special significance. 

Yet, among all the many awards and accolades they had received 
as a company, the Janashakthi team is proudest of the singular honour 
bestowed on its founder Chandra Schaffter in 2012, when he was 
presented with the Lifetime Achievement Award from Asia Insurance 
Review – the only Sri Lankan to have been so honoured. This much-
coveted tribute from his peers in the industry was presented to Mr. 
Schaffter for his exceptional contribution to the insurance industry in 

Yet, among all the many awards and accolades they had 
received as a company, the Janashakthi team is proudest of the 
singular honour bestowed on its founder Chandra Schaffter in 
2012, when he was presented with the Lifetime Achievement 
Award from Asia Insurance Review – the only Sri Lankan to have 
been so honoured. 

Top: Janashakthi wins Gold for Capacity Building 
(overall) and for Business Excellence in the Insurance 
Category at the prestigious National Business 
Excellence Awards of the National Chamber of 
Commerce, 2014

Above: Janashakthi Insurance wins the Global Brand 
Sustainability Award for long term strategic brand 
building at the CMO (Chief Marketing Officer Council) 
Asia Awards held in Singapore in 2012
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Sri Lanka. During a career spanning over sixty years, he has shaped 
the nature of the entire industry from his contribution to national 
legislation in the seventies and eighties, to formulating groundbreaking 
policies for one of the country’s first private insurers and founding an 
insurance company that has grown to become one of the leaders in 
the industry today. 

Above: Chandra Schaffter receives 
the Lifetime Achievement Award from 
Asia Insurance Review in 2012
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Above: Heartfelt sentiments 
expressed in a plaque presented 
to Chandra Schaffter by his staff 
in 2012
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While growing in size and stature Janashakthi does not appear 
to have lost either its innovative spirit or its ability to recognise new, 
more specialised risks that need to be mitigated through insurance. 

With the post-war recovery of the North and East of the Island, 
Janashakthi introduced Crop Insurance for farmers in 2011. This 
allowed farmers to avail themselves of agricultural loans being 
granted by banks, for which insurance was a prerequisite. This product 
complemented the company’s Livestock Insurance Policy, which had 
been developed some time earlier to counter the risks faced by private 
owners, dairy farms, cooperative dairies and livestock breeders. 

Janashakthi also launched Lifesaver, a life insurance cover cum 
pension plan that offers a practical way to save for retirement, allowing 
the policyholder to build up his or her savings as and when they have 
the means. With this product, Janashakthi became the first to remove 
the limit on age of entry and enable a policyholder to secure a regular 
income for life, even providing for a surviving spouse.  The fund is 
very liquid allowing for withdrawals in times of need and the life policy 
never lapses after the first year. 

In recent times, the company has increasingly looked to technology 
to drive innovation. Janashakthi has a team of twenty software 
developers in addition to its team of system administration and 
hardware maintenance staff, dedicated to constantly pushing the 
boundaries of service delivery.

In 2011 the team built a revolutionary new geographical information 
system (GIS), primarily to help the company to identify areas in the 
country that are prone to flooding. The application was created by 
blending data on weather patterns with historical and current insurance 
records from the local insurance industry and publicly available GIS 
services through Google Maps. 

“One of the main reasons we started looking into this area was that 
we had repeated claims for flooding coming from clients who were 
located in areas that were affected by flooding”, explains Dayalanie 
Abeygunawardena. “Even our re-insurers were beginning to raise 
concerns about the frequency with which we were getting these 
claims. Now our underwriters can check on the GPS coordinates of the 
client’s premises, locate it on the digital map, and immediately see the 
location’s flood risk rating on the system. He or she can also instantly 
access the claims history of other clients in the area. This allows us to 
assign a much more accurate risk premium to each policy.” 

Above: Janashakthi's award-winning 
GIS system indicating flood risk and 
claims history

In 2011 the team built a revolutionary new geographical 
information system (GIS), primarily to help the company to 
identify areas in the country that are prone to flooding.
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Building on its GIS, the team also created a ‘Full Option Mobile 
Locator’ for J-mobile, Janashakthi’s suite of smart-phone applications. 
The ‘locator’ allows policy holders who have pre-installed the app 
to instantly relay their GPS location to Janashakthi in the event of 
a road accident. Once the accident is reported, the company’s call 
centre agents, who can also see the location and status of each of 
their mobile assessors on the map, can dispatch the closest available 
assessor to the site.

The system was selected as Asia’s ‘Best Insurer Technology’ at the 
Asia Insurance Technology Awards 2012, for its “use of game changing 
technology to improve risk management and enhance customer 
service”. 

In 2013 the company teamed up with Dialog Axiata to launch a new 
Mobile Worldwide Travel Insurance scheme which includes access to 
a 24-hour global hotline and allows travellers to buy the cover from 
their mobile phones at any time right up to the point of departure from 
Sri Lanka. 

Janashakthi’s e-insurance products for marine and travel insurance 
policies which allow customers to actually buy routine policies online, 
are also now available as an application through J-mobile. 

Among the latest technology-based innovations is Janashakthi’s 
Mobi-cash solution developed in association with Sampath Bank 
to make claim payments to customers who do not have their own 
bank accounts. With this ingeniously simple technology, Janashakthi 
notifies Sampath Bank of the payment details as soon as the claim has 
been processed, and the bank sends a temporary PIN to the customer 
who then uses it in combination with his or her own National Identity 
Card number to withdraw the money from any Sampath Bank ATM.Top: Janashakthi's GIS system is selected 

as 'Best Insurer Technology' at the Asia 
Insurance Technology Awards 2012.

Above: Janashakthi teams up with Sampath 
Bank to offer 'Mobi-cash' claim payment

Facing page: The company's inhouse 
magazine 'Pahansila', celebrates a stellar 
financial performance in 2013

In recent times, the company has increasingly looked to 
technology to drive innovation.
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One of the most recent challenges that the Sri Lankan insurance 
industry has had to navigate are the new regulatory changes that 
will begin coming into effect in 2015. The Regulation of Insurance 
Industry (Amendment) Act No. 3 of 2011 requires all composite 
insurance companies to segregate their business into two separate 
companies by 2015; a stipulation which has significant and far-reaching 
consequences for the industry as a whole.

As Prakash Schaffter noted in his speech as incoming President 
of the Insurance Association of Sri Lanka in 2013, ”The industry 
along with the Insurance Board of Sri Lanka is at the cusp of new 
challenges ... to implement new regulations which are consistent with 
international norms. We must ensure the transition is smooth and 
well thought through… [but] our real challenge is to be more dynamic 
and create greater awareness and knowledge amongst the public, 
regarding the benefits of life insurance in particular.  

In 2013 the company teamed up with Dialog Axiata to launch 
a new Mobile Worldwide Travel Insurance scheme which 
includes access to a 24-hour global hotline and allows travellers 
to buy the cover from their mobile phones at any time right up to 
the point of departure from Sri Lanka. 

Our life penetration is at 11% of the population and needs a huge 
amount of awareness and information generation to move this to 
regional standards which are much greater than this. In India, the ratio 
of life insurance premium to GDP alone is approximately 4%, whereas 
in developed markets it ranges between 6 to 9% GDP. In Sri Lanka 
the penetration of both life and general insurance was 1.2% of GDP 
in 2011 and life insurance penetration approximately 0.54% of GDP".

In segregating its own insurance business, Janashakthi is going 
back to its roots, when it created two separate companies to handle 
life and non-life insurance business. Although it all began with life 
insurance, the subsequent burgeoning of Janashakthi’s general 
insurance business, and the motor insurance sector in particular, 
gradually eclipsed its slower growing counterpart. Now, Janashakthi 
believes that the changes that have been forced on the company by 
the new regulations will result in a resurgence of their life insurance 
business and a shakeup of the industry, which will ultimately benefit 
Janashakthi. 

Jude Fernando, the company’s new Director/CEO elaborates. 
“The mandatory splitting of life insurance and general insurance 
will undoubtedly result in some significant changes in Sri Lanka's 
insurance industry. Most composite companies are much stronger 
in either Life or General insurance, and since each business would 
now have to stand on its own and make commercial sense to run, 
we would expect at least some of them to opt to focus on their core 
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“I think our brand and our reputation are two of our biggest strengths. We have a proven 
track record and the public knows that we will be in Sri Lanka in the long run since we are 

a 100% local company.

Jude Fernando, Director/Chief Executive Officer
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This page: Janashakthi inaugurates 
its dedicated life insurance centre 
in Kollupitiya, June 2014

Facing page:  45 of the 
company's top Life sales 
employees are rewarded with a 
holiday in China, 2014
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business and divest the other. This means there will be opportunities 
for acquisitions, and for some consolidation in the industry. In our 
case, we already have a separation between the life and general 
sales teams all the way down from national sales managers, and we 
also have separate underwriting divisions. So for us, the challenges 
of changing the structure within the organisation to split the two 
business areas are minimal. And since we are keen to develop both 
the businesses, we see it as an opportunity for growth”.

During the past two years the company has adopted some radical 
changes to make sure its life insurance business is given the impetus 
it needs to succeed and thrive as a stand-alone business. 

“The regulatory changes have created an excellent opportunity for 
us to grow the life insurance category and make it the strong, stand-
alone business it has the potential to become. I have been entrusted 
with heading life sales and life operations as well as the life training 
and development, so that our team can give the life business the 
undivided attention it needs to stand independent of Janashakthi’s 
strong general insurance category. We are very positive that we can 
make ‘Janashakthi Life’ into a strong brand in the months to come."

- Hashra Weerawardane, General Manager, Life (Sales & Operations)

“In the life sector, we need to become more proactive, active and 
responsive at all levels. We are talking of ‘changing the game’. Going 
for sizable growth by tweaking our policies and implementing changes 
in structure, providing more focussed training, and offering different 
incentives. For the past few months, we have been working flat out - 
12 hour days - to put these changes in place.”

- Duminda Bandara, Senior Assistant General Manager, National 
Sales (Life)

Jude Fernando is very positive about the future of the company. “I 
think our brand and our reputation are two of our biggest strengths. 
We have a proven track record and the public knows that we will be 
in Sri Lanka in the long run since we are a 100% local company. We 
also have some of the best products in the industry, a great branch 
network and excellent market research and MIS, which allows us to 
be analytical in our decision making. And we are flexible enough to be 
able to take quick decisions on matters that have significant impact on 
our business. 

Mr. Chandra Schaffter and the Schaffter family have built a very 
strong foundation for the company from its inception, but it is not 
typical of a family-owned company because we have a significant 
number of professionals at management level, and not just the highest 
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level of management either. We have many MBA qualified managers 
and a high proportion of our staff have an academic or professional 
qualification in either insurance, marketing, HR, IT or accountancy, so 
we have excellent in-house technical skills.”  

 
Janashakthi maintains one of the largest branch networks in the 

industry, and because of its physical presence, its powerful branding, 
and some innovative marketing over the years, the Janashakthi name 
is recognised across the length and breadth of the island. And it is 
still committed to its dream of ‘lighting the lamp of insurance in every 
home’. 

Janashakthi maintains one of the largest branch networks in 
the industry, and because of its presence and some innovative 
marketing over the years, the Janashakthi name is recognised 
across the length and breadth of the island. And it is still 
committed to its dream of ‘lighting the lamp of insurance in every 
home’. 

Above:  Opening of the Galle 
Branch with some unusual 
entertainment from 'Aarachchi' 

Facing page: The Janashakthi  
logo then and now

“If a breadwinner is not insured, he or she often leaves a tragedy 
behind when they die. Everyone who has a dependent should have 
life insurance and that is why we want to reach every home.”

- Chandra Schaffter

“The penetration of life insurance in Sri Lanka is ridiculously low, 
and this is because the value of insurance is simply not understood 
by those who stand to benefit from it most. However, from a social 
context, we know that the low income families really need the 
protection that insurance offers. Affordable, widespread insurance 
has also been an enduring dream of our founder, Mr. Schaffter, so we 
won’t take our eye off that category. 

But even at a middle income level, we tend to place a higher priority 
on a whole range of expenses, including our children’s tuition fees and 
the mobile phones we carry, than on our life insurance premium. We 
are just not geared to think about the possibility that we might lose 
our ability to earn tomorrow.

If we want the industry to grow, all the players need to think outside 
of the established market for insurance and work towards collectively 
improving the awareness and appreciation of insurance.”

- Jude Fernando, Director/CEO
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As it approached its twentieth year in the insurance business 
Janashakthi took stock of where the company stood and considered 
the challenges and changes it would face in the years to come. It was 
a good time to undertake a review of its brand identity and ensure 
that it was aligned with the company that Janashakthi had evolved 
into, since it began at Staples Street with a handful of staff all those 
years ago. 

The exercise, which elicited the active participation of the staff 
as well the guidance of external expertise, effectively refreshed and 
revitalised the brand. It helped to reaffirm the core values of simplicity, 
inclusivity, fairness and innovation that are a part of the company’s 
legacy from its founder, and also helped to better communicate the 
values which were already implicit in Janashakthi’s visual identity of 
light, stemming from the flame of the Janashakthi lamp... good over 
evil, clarity over subterfuge, truth over lies, knowledge over ignorance, 
energy over apathy, a glimmer of hope and the promise of a new day.

 “Over the past twenty years, Janashakthi Insurance has 
transformed itself into one of the most progressive and innovative 
players in the country. From opening its doors as a single operation 
Life Insurance company in 1994, the company is now the third largest 

non-life insurer and the sixth largest life insurer. Along the way we 
have embraced our responsibilities in supporting the people of our 
country through some very challenging times and our history will 
show that we have always been there when the chips were down.  
It has been a long, hard journey but I believe we have truly made our 
mark, emerging as one of the leading players in the field. And now 
we are poised for another very interesting phase of growth, possibly 
through a strategic acquisition, which will of course mean that our 
position will become still stronger”. 

- Prakash Schaffter, Managing Director 

As it approached its twentieth year in the insurance business 
and began to take stock of where the company stood and the 
challenges and changes it would face in the years to come, 
Janashakthi decided to undertake a review of its brand identity 
and refresh and revitalise it so that it was better aligned with 
the company that Janashakthi had evolved into, since it began at 
Staples Street with a handful of staff all those years ago. 
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Today, Janashakthi is home to 2,857 employees and 1,137 sales 
agents, with a branch network of 112 branches island-wide. The 
company services 186,075 life policy holders and 522,095 policies in 
non-life insurance. 

Since its inception it has paid out Rs. 34 billion in insurance claims. 
The company’s stated capital is Rs. 1.4 billion, and it has been issued 
an A rating from RAM Ratings Lanka, for its long and short term claim 
paying ability.

Janashakthi’s growth over the relatively short period of twenty 
years has been quite extraordinary and it has consistently rewarded 
the confidence placed in the company by its investors with sound 
financial performances; successfully balancing risk with security, and 
profit with stability. Its revenues have grown from Rs. 50 million in 
1995 (its first full year of operations) to 9.9 billion last year, while it 

Janashakthi’s growth over the relatively short period of twenty 
years has been quite exceptional and it has consistently 
rewarded the confidence placed in the company by its investors 
with sound financial performances, successfully balancing risk 
with security, and profit with stability.

Above:  Janashakthi's long-running 
sticker campaign for 
three-wheelers continues

Facing page:  At the opening 
ceremony of Janashakthi's Sports 
Day 2014
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But the numbers only tell part of the story. 
Like every organisation that can be described as truly 
successful, the real story is about people - and about spirit and 
passion, flair and dedication and hard work. Without these, a 
small start-up like Janashakthi could surely not have survived 
and thrived in an industry of giants. 

had recorded a consolidated profit before tax of 1.1 billion for 2013 and 
consistently maintained a Return on Equity of between 20 - 24% for 
the past five years.

But the numbers only tell part of the story. 
Like every organisation that can be described as truly successful, 

the real story is about people - and about spirit and passion, flair 
and dedication and hard work. Without these, a small start-up like 
Janashakthi could surely not have survived and thrived in an industry 
of giants. 

The company and the people behind it have had the vision and 
the courage to grab the opportunities that came their way - and to 
create a few of their own; to innovate fearlessly and always seek 
entrepreneurial new avenues to explore rather than take the well 
trodden paths; and to stand up to challenges and adversity that could 
well have destroyed it - emerging instead with their belief, their spirit 
and their integrity intact, still wholly dedicated to the complex and 
challenging enterprise of taming risk. 
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Members of the Janashakthi family who have served the company for twenty years

From Left to Right:
Standing: Manjula Rudrakumar, Bertha Taylor, S Thananchayan, Shani Ranasinghe, K A C Jayalath,  Dinusha 
Karunaratne, Menaka Rekogama, Nilantha Amarasinghe, Anastasia Vanderwert, Taniya Gunasekera, Udeni 
Samarakoon, Renuka Chandani, Vimalaraj Pakkianayagam, Sujith Ratnaweera, S Thilakawathy, Indrajee 
Goonetilleke, Sugath Silva, Shane Wickramaratne, Nandika Hettiarachchi, Lakshman Kumarasinghe, Dayalanie 
Abeygunawardena, Nelum Subasinghe, Shirlene Cooray, Sarath Devaraja

Seated: Prasad Sirinayake, W M D Siriwardana, M Saravanan, M H J Tissera, Nimal Silva
Absent: Sanath Kekirideniya, Ruby Shanmuganathan
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Back row, left to right:  
Prakash, Dinesh, Ramesh
Seated: Manjula
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“For me, what set the company apart from any other I’ve known is its culture. The closeness 
of the Schaffter family (I have worked with Manjula and Dinesh, as well Prakash, Ramesh and 

Chandra Schaffter) was an almost tangible thing and that spirit of unity filtered right down 
through the organisation, even though the company grew at a phenomenal rate during the 

eight years that I was there. Given the kind of problems that you see in a lot of family-owned 
companies, I think this remarkable feature of Janashakthi was actually the key to its success.”

Priyanthi Kuruppu, Former Deputy General Manager, Finance



186



187

The General Management Committee 
Seated from left: Shani Ranasinghe, 
Dayalanie Abeygunewardena, Shehara 
de Silva
Standing: Gamini Peiris, Hashra 
Weerawardane, Prakash Schaffter, Jude 
Fernando, Bertal Pinto-Jayawardena

 “Over the past twenty years, Janashakthi Insurance has transformed itself into one of the most 
progressive and innovative players in the country. From opening its doors as a single operation 
Life Insurance company in 1994, the company is now the third largest non-life insurer and the 

sixth largest life insurer. Along the way we have embraced our responsibilities in supporting the 
people of our country through some very challenging times and our history will show that we 

have always been there when the chips were down.”
 

Prakash Schaffter, Managing Director
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Board of Directors, 2014
From left: L C R de C Wijetunge, W T Ellawala, 
Eardley Perera, Manjula Mathews, C T A  
Schaffter, Anushya Coomaraswamy, Prakash 
Schaffter, Ramesh Schaffter
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Deshyamana Dr. Nihal  
Jinasena, who sadly passed 
away in February of 2015
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Janashakthi joins  the Eye Care 
Foundation on World Sight Day 
2014 to raise funds for the visually 
impaired through its Wishing Light 
initiative
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The company and the people behind it have had the vision and the courage to grab the 
opportunities that came their way, and to create a few of their own; to innovate fearlessly 

and always seek entrepreneurial new avenues to explore rather than take the well 
trodden paths; and to stand up to challenges and adversity that could well have destroyed 

it and emerging instead with their belief, their spirit and their integrity intact. 
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Janashakthi Insurance has grown from a tiny startup with a 
handful of individuals to an acknowledged leader in Sri Lanka’s 
insurance industry. The growth in business, in profitability and 
in the sheer numbers of people that the Company has touched 
is nothing short of phenomenal. However, as the book says, the 
numbers only tell part of the story. The real story is about people - 
and about spirit and passion, flair and dedication and hard work.

The host of individuals who have put their heart and soul into 
building the Company into what it is today are too numerous 
to mention, but they are each greatly valued and gratefully 
acknowledged by the Janashakthi family.
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