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ABSTRACT

This study aims to analyze the preferences of the Medan City community in choosing sharia insurance by considering
various factors, such as the level of religiosity, financial literacy, service quality, and socio-economic aspects. This study
uses a qualitative approach with an in-depth interview method with five respondents from various professional and
social backgrounds. The results of the study show that the community's understanding of sharia insurance is still
diverse. Some people understand the concept of mutual cooperation (ta'awun), but many still have doubts regarding the
transparency of fund management and the real benefits provided. The religiosity factor plays an important role in
community decisions, but the low level of financial literacy is the main obstacle in understanding the benefits of sharia
insurance. In addition, the affordability of premiums, ease of the claim process, and innovation in marketing also
influence community preferences. The main challenges in increasing community participation include lack of education
and socialization, negative stigma towards insurance, and the assumption that sharia insurance claims are more
complicated than conventional insurance. To overcome these challenges, sharia insurance companies need to improve
digital-based education, involve religious figures in socialization, and develop products that are more flexible and in
accordance with the needs of various segments of society. With the right strategy, sharia insurance can be a more
inclusive financial protection solution that is in accordance with sharia principles.
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1. INTRODUCTION

Sharia insurance is one of the innovations in the financial sector that is based on Islamic principles, especially in terms of
contracts and fund management. The main concept in sharia insurance involves the principle of mutual cooperation
(ta'awun) and grants (tabarru'), which makes it different from conventional insurance (Agustin, 2023). In Indonesia, sharia
insurance has great potential because the majority of the population is Muslim and more and more are looking for financial
products according to sharia principles. However, although this industry has experienced significant growth, the level of
public adoption of sharia insurance is still relatively low compared to insurance. Preference is the tendency or choice of the
community towards a product that is influenced by social, economic, cultural, and religious factors (Al Fazri, 2023). In this
study, the preferences of the Medan city community showed their interest and considerations in choosing sharia insurance
that is in accordance with sharia principles.

related to relevant research, current data, the importance of research, novelty, research gaps, and the objectives and
benefits of research from the title of this journal, namely Sharia insurance is one of the Islamic financial instruments that
has experienced significant growth in recent years. Unlike conventional insurance, sharia insurance is based on the
principle of mutual assistance (ta'awun) and a risk-sharing system (tabarru') which are in line with Islamic teachings (Amri,
2022). According to data from the Financial Services Authority (OJK) in 2023, the total assets of the sharia insurance
industry in Indonesia reached more than IDR 40 trillion with an increase in gross contribution of 12.5% from the previous
year. However, the penetration of sharia insurance to the total population of Indonesia is still relatively low, which is around
2.5% of the total Muslim population in Indonesia. This figure reflects the need for a deeper understanding of what
encourages or inhibits people from becoming sharia insurance participants, especially in urban areas such as Medan City.

A number of previous studies have tried to examine people's preferences for sharia insurance. For example, research by
Hidayat & Firmansyah (2021) in Jakarta shows that religious awareness, sharia financial literacy, and trust in Islamic
financial institutions have a significant influence on the decision to become a participant in sharia insurance. Another study
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by Yuliana (2022) in the Yogyakarta area also found that promotion factors and product understanding play a major role in
influencing people's preferences. However, these results cannot necessarily be generalized to the context of Medan City
which has a unique socio-cultural, economic, and religious diversity background, as well as different demographic
characteristics.

This research is important because Medan City is one of the big cities in Indonesia with dynamic economic growth and
a significant Muslim population. However, the number of sharia insurance participants in this city is still relatively small
compared to the existing market potential. This indicates a gap between the potential and realization of community
participation in sharia-based financial products. In addition, there are limited data and minimal academic research that
specifically examines the factors that shape the preferences of the Medan City community in choosing sharia insurance,
both in terms of religiosity, knowledge, trust, and economic considerations. The novelty of this study lies in the local area-
based preference analysis approach (Medan City) by considering more contextual variables such as the role of the family,
the influence of the social environment, and the characteristics of Islamic insurance institutions in the region. In addition,
this research is also expected to be able to fill the gap in previous research that has focused too much on cities in Java and
has not touched on other areas outside of it. Thus, this study not only provides an empirical picture of Muslim consumer
behavior, but can also be used as a basis for marketing policies and product development by Islamic insurance institutions.

The results of interviews with all residents of Medan City showed that the public's understanding of sharia insurance
still varies. Most respondents understand that sharia insurance is based on mutual cooperation, but they still have doubts
regarding the transparency of fund management and the benefits provided. One respondent stated that he preferred to save
his own money because he was worried that the premiums paid would not provide direct benefits. This is in line with
previous research findings which showed that many people still consider insurance as an unnecessary expense and do not
understand the benefits of long-term protection. In addition, religiosity factors also play a role in people's decisions to choose
sharia insurance (Azri, 2024).

Respondents from Islamic boarding schools stated that many students and teachers are more familiar with the concepts
of zakat and wagqf than sharia insurance. In fact, there is an assumption that insurance contains elements of speculation
that are contrary to Islamic principles. Previous research has shown that this perception is a major obstacle to the adoption
of sharia insurance in several Muslim communities (Rahman & Ridwan, 2021). Therefore, more intensive education is
needed regarding the fundamental differences between sharia and conventional insurance so that people better understand
the benefits and their suitability with Islamic principles. Socio-economic factors are also an important consideration in
people's decisions to take out sharia insurance (Basrowi, 2023). Interview results show that affordability of premiums is
still one of the main obstacles, especially for low-income people. Several respondents stated that if Islamic insurance
companies could provide products with more flexible premiums, they would consider them more. This finding is supported
by research showing that income level and access to information play a role in a person's decision to purchase insurance
products (Handayani, 2025). Thus, Islamic insurance companies need to develop more inclusive products and adjust their
marketing strategies to be more relevant to the needs of people from various economic backgrounds.

In addition to the economic aspect, service quality and ease of the claim process are also important factors that influence
people's preferences for sharia insurance. Several respondents stated that they were reluctant to register because they heard
other people's experiences of having difficulty in the claim process. This shows that public trust in sharia insurance still
needs to be strengthened by increasing transparency and service efficiency (Husni, 2024). In the digital era, the use of
technology such as mobile applications and online platforms can be a solution to increase accessibility and convenience in
policy management and the claim process. The younger generation also shows different tendencies in responding to sharia
insurance. The results of interviews with respondents from social media influencers revealed that young people are more
interested in financial products that provide direct benefits, such as investment, compared to protection products such as
insurance (Irwan, 2024).

This is in line with research which states that sharia insurance is less popular with the younger generation because its
promotion is still too formal and less attractive to this segment (Jannah, 2019). The lack of public understanding of the
concept of sharia insurance, especially in terms of the tabarru' contract and the principle of mutual cooperation, is one of
the main obstacles in increasing public participation (Lubis, 2020). Therefore, sharia insurance marketing strategies need
to adapt to digital trends and use a more creative approach, such as interactive education-based social media campaigns.
Based on these findings, it is important to understand the factors that influence the decisions of the Medan City community
in choosing sharia insurance (Marliyah. 2021). By considering aspects of religiosity, socio-economic, service quality, and
preferences of the younger generation, this study aims to dig deeper into the challenges and opportunities in the sharia
insurance industry in Medan City. It is hoped that the results of this study can provide strategic recommendations for sharia
insurance companies to increase public participation through educational approaches, product innovation, and improving
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the quality of services offered (Maisaroh, 2024).

Based on this description, the purpose of this study is to analyze the factors that influence the preferences of the Medan
City community in becoming Islamic insurance participants. The benefits of this study are to contribute to the development
of Islamic financial literature, as well as provide input for regulators and Islamic insurance industry players in designing
more effective marketing and education strategies that are in accordance with the local characteristics of the community
(Azizah, 2023).

2. RESEARCH METHOD

This study uses a qualitative approach with an in-depth interview method to better understand the perceptions and
preferences of the Medan City community towards sharia insurance. The qualitative approach was chosen because this
study focuses on exploring the subjective experiences of individuals and their meanings of a phenomenon, not on
quantitative generalizations of numbers. Through the data collection technique in this study with in-depth interviews, this
study can explore richer insights into the factors that influence people's decisions in choosing or not choosing sharia
insurance. The number of respondents in this study was set at 5 people, selected using a purposive sampling technique. The
selection of this number is based on methodological and scientific considerations that refer to qualitative research standards.
According to Creswell (2018) in his book Qualitative Inquiry & Research Design: Choosing Among Five Approaches,
qualitative research using a phenomenological approach generally involves 5 to 25 participants, depending on the
complexity of the topic being studied. Therefore, the number of 5 respondents in this study is considered sufficient to provide
rich and in-depth data on the factors that influence preferences. This research was conducted in 2025 in Medan City, North
Sumatra Province. The selection of this location was based on the consideration that Medan City is the largest metropolitan
city outside Java with a high level of community diversity, as well as a fairly large potential for developing the Islamic
financial industry. This research was conducted during the period March to May 2025, involving informants from various
socio-economic and religious backgrounds, who have or have not become participants in Islamic insurance.

In this qualitative research, the data analysis technique used is thematic analysis. This technique aims to identify,
analyze, and interpret patterns or themes that emerge from qualitative data obtained through in-depth interviews,
observations, and documentation. The steps for data analysis are carried out through the following stages:

1. Data Reduction: The researcher selects data from interviews and observations, filters information that is considered

relevant to the focus of the research, and simplifies complex data to make it easier to analyze.

2. Data Display: After the data has been reduced, the researcher presents it in the form of descriptive narratives and
direct quotes from informants that show patterns of thought, preferences, and factors that influence people's
decisions regarding sharia insurance.

3. Drawing Conclusions and Verification: At this stage, the researcher draws temporary conclusions from the data that
has been reviewed and verifies it by returning to the original data source and triangulating data between informants
to ensure the validity of the findings.

To increase the validity and credibility of the data, the researcher also uses source triangulation techniques, namely
comparing data from various types of informants such as users and non-users of sharia insurance, as well as interviews
with sharia insurance providers in Medan City. In addition, member checking is carried out by confirming the results of the
interview with the informant so that there are no misinterpretations. With this analysis technique, researchers are expected
to be able to reveal in depth the motives, perceptions, and values that shape the preferences of the Medan City community
towards sharia insurance contextually and accurately.

3. RESULTS AND DISCUSSION

Based on the results of the interviews that have been conducted, it can be seen that the understanding of the Medan City
community towards sharia insurance still varies. This finding is in line with the literature review which shows that the
level of sharia financial literacy in Indonesia is still relatively low, especially in the aspect of sharia insurance (Zuhdi, 2025).
According to previous research, the main factor influencing the low participation of the community in sharia insurance is
the lack of understanding of the basic concepts, operational mechanisms, and benefits of this system compared to
conventional insurance (Marpaung, 2024). This is also reflected in interviews with various respondents, most of whom do
not yet understand in depth how sharia insurance works, and how the tabarru' and ta'awun schemes can provide financial
protection benefits.

In the literature, it is stated that sharia insurance has a main principle of mutual assistance (ta'awun) in dealing with
unexpected financial risks. However, interviews show that many people still have the view that saving themselves is more
effective than paying sharia insurance premiums. This is in line with the findings of Suryani's (2020) research which shows
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that people with low levels of financial literacy tend to rely more on personal savings strategies to deal with risks, compared
to participating in an insurance system that they consider less flexible. Therefore, there needs to be more comprehensive
education regarding how sharia insurance is not just a premium payment system, but also a form of risk protection based
on solidarity. One of the main challenges in accepting sharia insurance found in interviews is the perception of the Islamic
boarding school community that insurance contains elements of speculation or gharar. This is in line with Hasanuddin's
(2019) research, which states that the understanding of most Muslims regarding sharia insurance is still influenced by
traditional Islamic financial concepts, such as zakat and wagqf, which they are more familiar with (Tila, 2019). The lack of
socialization from Islamic financial institutions is also a factor that causes sharia insurance to be poorly understood in
Islamic boarding schools. To overcome this challenge, the study suggests that an educational approach be carried out
through religious figures and ulama, who have a major influence in shaping the understanding of sharia finance among the
Muslim community (Tampubolon, 2023).

On the other hand, previous studies have also revealed that the level of participation in sharia insurance is influenced
by economic factors and premium affordability (Martowinangun, 2019). Interviews with low-income worker respondents
showed that they tend to avoid insurance because they are worried about the burden of monthly premium costs. This finding
supports the theory that premium prices are a major factor in the decision to purchase sharia insurance products, especially
for groups with limited income (Suripto, 2018). Therefore, the approach that can be taken is to create more affordable and
flexible sharia insurance products, for example with a lower contribution scheme or direct deductions from salaries to ensure
continuity of membership without imposing a heavy financial burden. The literature also highlights that the younger
generation tends to prefer financial products that offer direct benefits, such as sharia-based investments, compared to
protection products such as insurance (Maulidya, 2021).

This is in accordance with the results of interviews with influencers, which stated that many young people are more
interested in investment than insurance (Yusrizal, 2020). Therefore, innovation is needed in marketing and developing
sharia insurance products that can attract the attention of the younger generation, for example by integrating investment
elements into sharia insurance products or by utilizing digital platforms as a means of education and marketing. With this
strategy, it is hoped that the interest of the younger generation in sharia insurance can increase. According to Rahma (2022),
to attract the interest of the younger generation in sharia insurance, companies need to adopt a digital service approach,
such as mobile applications, and develop more creative and interactive marketing strategies in accordance with the
information consumption trends of the younger generation (Meha, 2023).

In addition, transparency in fund management is also one of the factors that influences public trust in sharia insurance.
A study conducted by Nurdin (2022) emphasized that one of the main concerns of the public is how participant funds are
managed by sharia insurance companies, and whether the profit-sharing system implemented really benefits participants.
This is in line with the findings of interviews with respondents from the financial sector, who stated that they were more
interested in products that have high transparency in fund management. Therefore, it is important for sharia insurance
companies to be more open in explaining the tabarru' fund management mechanism, how the underwriting surplus is
distributed, and how participants can benefit from the system (Mutia, 2023). From this discussion, it can be concluded that
there are several main challenges in increasing public acceptance of sharia insurance, namely low sharia financial literacy,
premium affordability, negative stigma towards insurance, and lack of transparency in fund management. However, with
a more education-based approach, more flexible product innovation, and the use of digital technology to increase
transparency and accessibility, it is hoped that public participation in sharia insurance can increase (Nandra, 2024).

Thus, the results of this interview are consistent with the literature review which shows that education, affordability,
and product innovation factors are key elements in increasing sharia insurance penetration in Indonesia. Zainarti (2025)
highlighted that one of the main obstacles in the sharia insurance industry is the lack of transparency in the claims process,
which makes many people reluctant to participate. Therefore, concrete steps such as increasing socialization through
religious figures, developing investment-based products, and simplifying the claims and participation process can be
effective strategies to expand the reach of sharia insurance in various segments of society (Nazla, 2024).

Informant 1: (Mr. R, 42 years old, self-employed, already a participant in sharia insurance)
Researcher: "What is your reason for choosing sharia insurance over conventional insurance?"

Informant 1: "I chose sharia insurance because it is in accordance with religious principles. In Islam, usury is prohibited,
whereas in sharia insurance they say there is no usury, so I feel calmer. Furthermore, I also got information from religious
studies that sharia insurance uses a mutual assistance system, not personal gain."

Researcher: "Do you understand all the products and benefits of the sharia insurance that you are participating in?"

Informant 1: "Honestly, I don't understand everything yet. But the agent who came to my house at that time explained it
well enough, and I also trust him because he is from a credible institution.”

Informant 2: (Mrs. S, 35 years old, housewife, has never participated in sharia insurance)
Researcher: "Have you ever considered participating in sharia insurance?"

Informant 2: "I have, but I'm not sure yet. I'm afraid of being cheated or the funds are unclear. Besides, I don't really
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understand the difference between regular insurance and sharia insurance."
Researcher: "In your opinion, what makes people not participate in sharia insurance?"

Informant 2: "I think there is a lack of socialization. Many people don't understand. If the insurance company were more
active in coming to the community and explaining directly, maybe people would be interested."

Informant 3: (Mr. M, 50 years old, private employee, former sharia insurance participant)

Researcher: "Why did you stop participating in sharia insurance?"

Informant 3: "At that time I joined because I was with a friend. But it turned out that the premium was heavy for me, and
I felt the benefits were not clear. Finally I decided to stop. Maybe because I lacked information too, and the agent at that
time rarely followed up."

Researcher: "If there was a better explanation and more active service, would you consider joining again?"

Informant 3: "It could be. Especially if it is proven to be safe and does not conflict with sharia."

Furthermore, this study also shows that the marketing strategies used by sharia insurance companies still need to be
improved to be more relevant to current digital trends. The younger generation, as a potential market segment, is more
interested in a social media-based marketing approach, where product education and promotion are carried out more
interactively and informatively. Pangiuk (2017) emphasized that the younger generation is more interested in financial
instruments that provide direct benefits, such as investment, than insurance. Therefore, sharia insurance needs to present
more flexible and attractive features for this segment. Therefore, sharia insurance companies need to adapt to the evolving
information consumption patterns by adopting digital-based marketing strategies and building easily accessible educational
platforms (Panisa, 2025).

In addition, from the regulatory side, government support in encouraging sharia insurance is also very much needed.
Incentives for companies that offer sharia insurance products that are more inclusive and easily accessible to the wider
community can be one solution in increasing the level of community participation (Raza, 2020). Therefore, the synergy
between sharia financial institutions, regulators, and other stakeholders must be strengthened to create a more conducive
and sustainable sharia insurance ecosystem (Safitri, 2024). With these various efforts, it is hoped that sharia insurance can
develop more rapidly in Indonesia and become a financial instrument that is more accepted by various levels of society.
Increasing literacy, product innovation, transparency in fund management, and more modern marketing strategies will be
key in ensuring that sharia insurance is not only an option for certain groups, but also becomes an inclusive financial
solution that is in accordance with Islamic principles for the wider community (Selfiani, 2024).

4. CONCLUSION

This study analyzes the preferences of Medan City residents in becoming sharia insurance participants by considering
various factors, such as the level of religiosity, financial literacy, service quality, and socioeconomic aspects. The results of
the study show that public understanding of sharia insurance still varies. Some people understand the concept of mutual
cooperation in sharia insurance, but many still do not know the details of the mechanism and its benefits. The religiosity
factor is one of the main drivers for people in choosing sharia insurance. However, the low level of financial literacy is an
obstacle to understanding the benefits of sharia insurance as a whole. In addition, premium affordability is also an
important consideration, especially for low-income groups who prefer to save rather than pay premiums periodically. The
main challenges in increasing public participation in sharia insurance include the lack of education and socialization,
negative stigma towards insurance, and the perception that the claims process in sharia insurance is more complicated than
conventional insurance. The younger generation tends to be less interested in sharia insurance because they are more
focused on investments that provide direct benefits. In addition, there are still doubts about transparency in the
management of funds by sharia insurance companies. To increase community participation, Islamic insurance companies
need to implement appropriate strategies, such as digital-based education, involvement of religious figures in socialization,
and product innovation that is more flexible and in accordance with the needs of various segments of society.

REFERENCES

Agustin, E., Nawawi, Z. M., & Inayah, N. (2023). Analisis Strategi Pemasaran Asuransi Syariah Dalam Meningkatkan
Daya Saing Di Tengah Pandemi Covid-19. Mandiri: Jurnal Akuntansi Dan Keuangan, 2(1), 1-16.
https://doi.org/10.59086/jak.v2i1.246

Al Fazri, M., & Yusrizal, Y. (2023). Peluang Meningkatnya Eksistensi Asuransi Syariah Di Sumatra Utara. El-Mal: Jurnal
Kajian Ekonomi & Bisnis Islam, 4(5), 1230-1243. https://doi.org/10.47467/elmal.v4i5.2723

Amri, R. A. (2022). Analisis Faktor-Faktor Yang Mepengaruhi Preferensi Nasabah Pada Pt Bank Ntb Syariah Kantor
Cabang Pembantu Alas. Journal of  Innovation Research and Knowledge, 1(9), 951-964.

917


https://doi.org/10.59086/jak.v2i1.246
https://doi.org/10.47467/elmal.v4i5.2723

Awaliya et al. Electronic Journal of Education, Social Economic and Technology, Vol. 6, No. 1, (2025), pp. 913-919

https://doi.org/10.53625/jirk.v119.1433

Azizah, L. N., Harefa, W. N., Amanda, D., Purba, M. S., Nalamjra, A. S., Tampubolon, A. M., & Situngkir, D. (2023). Analisis
Perbandingan Perkembangan Jumlah Perusahaan Asuransi Syariah Dengan Asuransi Konvensional di Indonesia
Periode 2013-2022. Madani: Jurnal Ilmiah Multidisiplin, 1. https://doi.org/10.5281/zenodo.7972630

Azri, A. D., Rezki, M., & Purwanto, M. A. (2024). Pengaruh Literasi Keuangan Syariah Terhadap Keputusan Memilih
Asuransi Syariah: Analisis Tingkat Pemahaman Dan Kesadaran Finansial. Dalwa Islamic Economic Studies: Jurnal
Ekonomi Syariah, 3(1), 68-83. https://doi.org/10.38073/dies.v3il.1514

Basrowi, B., Ali, J., Suryanto, T., & Utami, P. (2023). Islamic Banking Loyalty in Indonesia: The Role Brand Image,
Promotion, and Trust. Share: Jurnal Ekonomi Dan Keuangan Islam, 12(1),
75. https://doi.org/10.22373/share.v1211.15338

Handayani, S., & Aslami, N. (2025). Analysis of EKATIME Product Marketing Strategy at AJB Bumiputera 1912
Medan. Mumtaz: Jurnal Ekonomi dan Bisnis Islam, 4(1), 31-43. https://doi.org/10.55537/mumtaz.v4i1.1072

Husni, M. A. A, Alatas, S. Y. F., & Halawa, R. (2024). Menguak Peran Asuransi Syariah Dalam Memacu Pertumbuhan
Ekonomi: Solusi Cerdas Untuk Masa Depan. Al-iqtishad: Jurnal Perbankan Syariah dan Ekonomi Islam, 2(2), 60-
73. https://doi.org/10.47498/igtishad.v2i2.4308

Irwan, W., & Ashari, N. R. (2024). Pengaruh Kualitas Pelayanan, Manfaat, dan Lokasi terhadap Keputusan Shahibul Mal
memilih Asuransi Syariah di Indonesia. Jurnal Iimiah Ekonomi Islam, 10(3), 2459-2469.
https://doi.org/10.29040/jie1.v1013.14136

Jannah, D. M., & Nugroho, L. (2019). Strategi meningkatkan eksistensi asuransi syariah di Indonesia. Jurnal Maneksi
(Management Ekonomi Dan Akuntansi), 8(1), 169-176. https://doi.org/10.31959/jm.v811.235

Lubis, F. A., Nasution, H. M., & Soemitra, A. (2020). Factors Affecting The Al Washliyah Community In Choosing Islamic
Insurance In North Sumatra. IJLRES-International Journal on Language, Research and Education Studies, 4(2).
https://doi.org/10.30575/2017/IJLRES-2020050808

Maisaroh, N., Hilal, S., & Asriani, A. (2024). Peran Asuransi Syariah terhadap Penguatan Pertumbuhan Ekonomi. Bulletin
of Community Engagement, 4(1), 310-318. https://doi.org/10.51278/bce.v4i1.1278

Marliyah. (2021). Asuransi Syariah: Teori dan Praktik. Medan: Perdana Publishing.

Marpaung, N. A. W.,, & Syafina, L. (2024). Analisis Keefektifan Influencer Dalam Meningkatkan Penjualan Produk
Asuransi Jiwa Syariah. Imanensi: Jurnal Ekonomi, Manajemen, dan Akuntansi Islam, 9(2), 28-43.
https://doi.org/10.34202/imanensi.9.2.2024.28-43

Martowinangun, K., Sri Lestari, D. J., & Karyadi, K. (2019). Pengaruh Strategi Promosi Terhadap Peningkatan Penjualan
Di Cv. Jaya Perkasa Motor Rancaekek Kabupaten Bandung. dJurnal Co Management, 2(1), 139-
152. https://doi.org/10.32670/comanagement.v2i1.162

Maulidya, E., Zahra, S., & Suhamah, A. (2021). Pengaruh Kualitas Produk Dan Harga Terhadap Keputusan Pembelian
Kayu Pada Cv. Harapan Jaya Iii Kasemen Kota Serang. National Conference on Applied Business, Education, &
Technology NCABET), 1(1), 598-608. https://doi.org/10.46306/ncabet.v1i1.49

Meha, M., Ramadhan, M., & Nasution, J. (2023). Hubungan Persepsi dan Preferensi Atasbagi Hasil Pembiayaan
Mudharabah Musytarakah terhadap Minat Menjadi Peserta Asuransi Syariah. ManBiz: Journal of Management and
Business, 2(1), 71-80. https://doi.org/10.47467/manbiz.v2i1.1793

Mutia, F. G., Lubis, F. A., & Syarvina, W. (2023). Analisis Peran Undewriter Dalam Menyeleksi Risiko pada Produk
Asuransi Kesehatan. ManBiz: Journal of Management and Business, 2(1), 122-133.
https://doi.org/10.47467/manbiz.v2i1.1801

Nandra, A. S., Kurniawan, Y. D., & Purwanto, M. A. (2024). Kontribusi Asuransi Syariah Terhadap Perekonomian Syariah
Indonesia. Jurnal Ilmiah Ekonomi, Manajemen dan Syariah, 3(2), 140-149. https://doi.org/10.55883/jiemas.v312.48

Nazla, L., Agustina, R. S., Nuraini, S., Hanapiah, S. N., & Mughni, J. A. (2024). Strategi Dalam Meningkatkan Eksistensi
Asuransi Syariah Di Indonesia. Taraadin: Jurnal Ekonomi dan Bisnis Islam, 4(2).
https://doi.org/10.24853/trd.4.2.%25p

Pangiuk, A., Kurniawan, B., & Ulpa, M. (2017). Pengaruh Citra LAZ OPSEZI Kota Jambi terhadap Minat Muzakki untuk
Menyalurkan  Zakat. INNOVATIO: Journal for Religious Innovation  Studies, 17(1), 15—
27. https://doi.org/10.30631/innovatio.v17i1.12

918


https://doi.org/10.53625/jirk.v1i9.1433
https://doi.org/10.5281/zenodo.7972630
https://doi.org/10.38073/dies.v3i1.1514
https://doi.org/10.22373/share.v12i1.15338
https://doi.org/10.55537/mumtaz.v4i1.1072
https://doi.org/10.47498/iqtishad.v2i2.4308
https://doi.org/10.29040/jiei.v10i3.14136
https://doi.org/10.31959/jm.v8i1.235
https://doi.org/10.30575/2017/IJLRES-2020050808
https://doi.org/10.51278/bce.v4i1.1278
https://doi.org/10.34202/imanensi.9.2.2024.28-43
https://doi.org/10.32670/comanagement.v2i1.162
https://doi.org/10.46306/ncabet.v1i1.49
https://doi.org/10.47467/manbiz.v2i1.1793
https://doi.org/10.47467/manbiz.v2i1.1801
https://doi.org/10.55883/jiemas.v3i2.48
https://doi.org/10.24853/trd.4.2.%25p
https://doi.org/10.30631/innovatio.v17i1.12

Awaliya et al. Electronic Journal of Education, Social Economic and Technology, Vol. 6, No. 1, (2025), pp. 913-919

Panisa, P., & Zainarti, Z. (2025). Peran Asuransi Syariah Pada Perekonomian Indonesia. Jurnal Ilmiah Ekonomi Dan
Manajemen, 3(2), 95-101. https://doi.org/10.61722/jiem.v312.3791

Raza, S. A., Ahmed, R., Ali, M., & Qureshi, M. A. (2020). Influential factors of Islamic insurance adoption: an extension of
theory of planned behavior. Journal of Islamic Marketing, 11(6), 1497-1515. https://doi.org/10.1108/JIMA-03-2019-
0047

Safitri, D., Ramadhan, M., & Aslami, N. (2024). Pengaruh self-Efficacy Dan Strategi Pemasaran terhadap Peningkatan
Kinerja Agen Asuransi Syariah PT. Asuransi Sinar Mas Kisaran Pada Masa Pandemi Covid-19 Tahun 2020/2021. El-
Mal: Jurnal Kajian Ekonomi & Bisnis Islam, 5(1), 151-159. https://doi.org/10.47467/elmal.v511.3448

Selfiani, D., & Lubis, F. A. (2024). Analisis Strategi Pemasaran dalam Menarik Minat Masyarakat Menggunakan Produk
Asuransi Di PT. Prudential Life Assurance Cabang Binjai. Innovative: Journal Of Social Science Research, 4(2),
1914-1924. https://doi.org/10.31004/innovative.v4i2.9643

Suripto, T., & Salam, A. (2018). Analisa Penerapan Prinsip Syariah dalam Asuransi. JESI (Jurnal Ekonomi Syariah
Indonesia), 7(2), 128. https://doi.org/10.21927/jes1.2017.7(2).128-137

Tampubolon, S. R. A., & Lubis, F. A. (2023). Strategi Pemasaran Agen Untuk Mencapai Target Perusahaan Dengan
Penjualan Produk Asuransi Umum Pada Pt. Asuransi Umum Bumiputera Muda Cabang Medan. Jurnal Masharif
Al-Syariah: Jurnal Ekonomi Dan Perbankan Syariah, 8(3). https://doi.org/10.30651/jms.v8i3.20349

Tila, L., Mukhsinun, M., & Fursotun, U. (2019). Dasar Hukum Dan Prinsip Asuransi Syariah di Indonesia. Jurnal Labatila,
2(01), 53—73. https://doi.org/10.33507/1ab.v2i01.107

Yusrizal, Y., & Lubis, F. A. (2020). Potensi Asuransi Syariah Di Sumatera Utara. Human Falah: Jurnal Ekonomi dan Bisnis
Islam, 7(2). http://dx.doi.org/10.30829/hf.v7i2.8851

Zainarti, Z., & Khotima, H. (2025). Perkembangan Dan Potensi Asuransi Syariah di Indonesia. Jurnal Ilmiah Ekonomi Dan
Manajemen, 3(2), 39-49. https://doi.org/10.61722/jiem.v3i2.3780

Zuhdi, M. F., Sitompul, G. S., Fatahilla, L., & Harahap, N. (2025). Peran Asuransi Syariah Dalam Memenuhi Kesehatan
Finansial Masyarakat Perkotaan. Jurnal Bina Bangsa Ekonomika, 18(1), 875-880.
https://doi.org/10.46306/jbbe.v18i1.782

919


https://doi.org/10.61722/jiem.v3i2.3791
https://doi.org/10.1108/JIMA-03-2019-0047
https://doi.org/10.1108/JIMA-03-2019-0047
https://doi.org/10.47467/elmal.v5i1.3448
https://doi.org/10.31004/innovative.v4i2.9643
https://doi.org/10.21927/jesi.2017.7(2).128-137
https://doi.org/10.30651/jms.v8i3.20349
https://doi.org/10.33507/lab.v2i01.107
http://dx.doi.org/10.30829/hf.v7i2.8851
https://doi.org/10.61722/jiem.v3i2.3780
https://doi.org/10.46306/jbbe.v18i1.782

