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O’Kane acknowledges likely Aspen exit

Accredited at front of R&Q Brexit strategy

Aspen Insurance Holdings CEO Chris O’Kane 
has acknowledged there will likely be senior 
management changes at the Bermudian 
firm once the agreed $2.6bn buy-out by 
investment heavyweight Apollo Global 
Management closes next year.

But O’Kane, aged 63, is committed to 
remaining in the industry if he does leave 
following the transaction closing, which is 
earmarked for H1 2019.

Talking to Re-Insurance on the eve of 
the Rendez-Vous, he welcomed the deal – 
struck in late August – as finally bringing 
an end to the “stresses of a process 
which naturally creates uncertainty, 
raises questions and takes up a lot of 
management time”.

He added: “As we said in our 

announcement last month, this transaction 
is testament to the strength of Aspen’s 
franchise, the quality of our business and 
the talent and expertise of our people”.

Aspen had run a sale process for much 
of the year. At around 1.1 x price-to-book 
(marginally lower if foregone dividends 
are taken into account), $2.6bn was 

regarded as a fair price for a business that 
endured a tough 2017 and whose insurance 
operations are regarded as sub-par in 
contrast to its better-regarded reinsurance 
franchise.

“My job now is to get the deal to a 
successful conclusion but also to ensure 
that the day job gets done and that we 
continue to deliver on the strategic 
priorities of the business”, he explained.

“After that, my position is undecided. In 
between now and closing, I will be sitting 
down and discussing this with Apollo 
as they determine what changes they 
wish to make”. O’Kane – who moved to 
Bermuda earlier this year – added with a 
hint of a wry grin: “I 
enjoy gardening as a 

R&Q’s rebranded program underwriting 
division is at the heart of the firm’s “gold-
plated” Brexit solution for (re)insurers and 
MGAs apprehensive about turmoil next year 
when the UK is scheduled to leave the EU, the 
company’s founding chairman and CEO Ken 
Randall has told Re-Insurance.

On the eve of the Rendez-Vous, R&Q 
renamed its transatlantic program 
underwriting division to Accredited while 
also rebadging its AM Best A- rated Malta-
domiciled insurer to Accredited Insurance 
(Europe) Ltd.

The European insurer, together with 
its US namesake, Accredited Surety & 
Casualty Inc, are capitalising on the 
withdrawal of program – or fronting – 
capacity this year on both continents.

Europe, in particular, has witnessed 
the 2018 collapse of Danish insurer Alpha 
and the NZ-Irish carrier CBL, while other 
program writers such as Kudos have 
retrenched.

Accredited Europe – which began 
fronting in 2017 – has agreed four new 
partnerships this year with MGAs and 

their reinsurers in UK, Spain and Italy and 
Randall explains that he expects this to be 
in double figures by year end.

But he also sold that the firm’s EU 
domicile – together with a UK branch – 
ensures it will be able to write business 
across all remaining 27 member states 
following the UK’s withdrawal. It will also 
separately be able to write business via its 
UK branch.

“There is still considerable uncertainty 
about just how regulators will treat 
business across Continued on page 3
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Right now, there can be few tougher jobs 
than being the next CEO of Lloyd’s because 
of the strategic challenges the market 
faces (see pages 22-25) and the difficulty of 
implementing change at any institution with 
no shareholders and – at times – fractious 
stakeholders.

On the 6 
September, 
Re-Insurance 
first revealed 
that Lloyd’s had 
selected the 
former QBE boss 
John Neal as Inga 
Beale’s successor 
and his position 
was formally 
confirmed on the 
eve of the Rendez-
Vous.

One of Neal’s 
first challenges 
will be to create 
an effective 
leadership team. 
Last month, Lloyd’s commercial director 
(and interim head of its critical “Brexit” 
Brussels subsidiary) Vincent Vandendael 
announced his exit to join Everest 
Insurance. CFO John Parry is also 
scheduled to leave once his replacement 
is identified.

On a positive front, performance 
director Jon Hancock is winning cautious 

praise for backing actions with words 
in his post-2017 results “get tough” 
approach to Lime Street’s underwriting 
standards. Neal – a career underwriter – 
was presumably selected over the other 
shortlisted candidate, the well-regarded 
head of Deloitte’s UK insurance Clive 

Buesnel, because 
of his underwriting 
background. 
It’s a signal 
that improving 
results is Lloyd’s 
chairman 
Carnegie-Brown’s 
most important 
priority.

Neal clearly 
likes a challenge. 
He took on the 
daunting task 
of cleaning the 
QBE stables in 
2012 after Frank 
O’Halloran’s long 
and acquisition-

hungry tenure and arguably that was too 
tough a challenge for any one person. But 
he now has an even tougher one on his 
hands. So, he needs a good team around 
him and the support of the market if he 
is to restore positive momentum on Lime 
Street. It won’t be easy. 

As we are in Monte Carlo,  
Re-Insurance wishes him bonne chance.

borders post-Brexit but Accredited 
provides a gold-plated solution for MGAs 
and their reinsurers”, he explained.

He added: “Post-Brexit, the renamed 
Accredited Malta will retain its ability to 
underwrite all P&C classes of business 
across the EU. We are also establishing 
a UK branch of Accredited Malta to 
secure continuity for our portfolios of UK 
domiciled business. The UK branch will 
continue to have the benefit of our A- 
credit rating with AM Best”. 

Randall told re-insurance that at 

the heart of Accredited is “high quality 
capacity and 100 percent P&C licence 
coverage”. Randall added that since 
R&Q’s program initiative began last year, 
the Group has entered into partnerships 
valued at circa $200mn in annualised 
GWPs and it expects this number to at 
least double by year-end.

R&Q’s other core operation is legacy 
acquisitions and last week it announced 
its largest ever LPT for an unnamed US 
RRG providing more than $146mn of 
ground up limit.
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recreational 
activity but I’m 

certainly not ready for gardening full 
time”.

This is a wonderful industry. Yes, 
with many challenges but also many 
opportunities”.

O’Kane’s comments highlight he hasn’t 
lost any enthusiasm for the sector after 
seventeen years with Aspen and would 
look to return in a different role if he does 
depart next year.

The executive is entitled to a $10.9mn 
severance payment following the change 
of control once the takeover of the NYSE-
listed carrier completes. 

The entitlement was increased for both 
O’Kane and CFO Scott Kirk earlier this 
year to bring more in line with industry 
peers.

In contrast to O’Kane, Kirk is currently 
expected to stay in the longer term, 
according to market sources.

An obvious comparison is being drawn 
with Brit Insurance, the Lloyd’s insurer 
that Apollo and CVC Capital Partners 
acquired in 2011 for £888mn, or 1x book. 
The two owners rationalised the business 
to focus it on Lloyd’s/specialty rather than 
UK commercial, cut costs, sold off sub-
scale and non-core businesses, optimised 
its capital structures and parachuted in 
a new management team led by Mark 
Cloutier, before returning the carrier back 
to the London Stock Exchange.

All in, it was a successful investment. 
The owners extracted dividends of 

£550mn before relisting at £960mn or 
1.5x NTA. The newly streamlined, Lloyd’s 
focussed business was then sold to Fairfax 
less than a year later in 2015 for around 
1.6x price-to-book, or £1.22bn. At the 
time of the Fairfax buy-out, Apollo and 

CVC remained the largest shareholders 
with a combined 73 percent stake.

This suggests Apollo doubled its money 
in approximately four years. A decent, if 
not stellar, return by their standards.

Canadian Mark Cloutier, the 
executive parachuted into Brit by Apollo 
following their 2011 buy-in and who 
led the turnaround, still remains at Brit 
Insurance as executive chairman. 

It is now regarded as a leading Lloyd’s 
insurer and is also building out its US 
and Bermudian platforms, together with 
growing its third-party assets under 
management.

But the parallel with Brit only goes 
so far. Aspen is a larger business and 
has also already begun an aggressive 
efficiency drive following the appointment 
of McKinsey in 2017 which, O’Kane 
estimates, may lead to a total headcount 
reduction of up to 20 percent between 
2017-19.

In 2018, O’Kane appears to have 
accelerated this process with the closure 
of a number of offices and the scaling 
back of some classes, including those 
written on its Lloyd’s platform which is 
responsible for around one-quarter of its 
Insurance segment’s revenues.

Speaking to Re-Insurance, O’Kane 
said he believes Apollo is supportive of 
the current cost reduction strategy but 
is also sympathetic to retaining Aspen’s 
professional culture.

“Will there be more changes? he asks 
rhetorically.

“Probably”, he answers, “but Apollo 
also likes our culture. It will want to 
retain and attract our talent and maintain 
our professional culture in both the front 
and back office”.

Other changes are likely to include 
the investment strategy of Aspen’s $8bn 
assets (cash and investments) – to target 
a greater return – and perhaps a more 
precise approach to buying reinsurance.

In 2018,
 Aspen aggressively de-risked, cutting 

back some gross lines while also buying 
substantially more reinsurance. 

While protecting against heavy cat 
losses (important considering one adverse 
material development trigger of the 
Apollo buy-out is net cat losses in excess 
of $360mn between now and January 
2019), it can also act as a drag on net 
earnings.

Apollo’s Bermudian run-off manager 
Catalina may also become the destination 
of some of Aspen’s back year legacy book 
which could free up capital. Finally, 
Apollo is likely to take a sharper scalpel to 
underperforming classes, in particular in 
Aspen’s Insurance operation. 

All in, this could 

Continued from page 1
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Guy Carpenter has launched a new advisory 
arm, GC Genesis, designed to guide  
(re)insurers through the 2000+ InsurTech 
start-ups and linking them to those best 
suited to their business needs. 

Claude Yoder, Chief Innovation and 
Product Development Officer at Guy 
Carpenter, told Re-Insurance that 
the initiative will enable clients to 
understand the rich potential of many 
start-ups and even to enable them to 
become trialists and possible investors in 
these nascent tech businesses. 

“In an ideal world, insurers and 
reinsurers ought to be looking at 
this space constantly to see the fast-
evolving ideas and companies that can 
best help them but with thousands of 
start-ups that is not feasible for most 
organisations. This is where GC Genesis 
comes in”. 

6 | Day 1 | Monte Carlo Rendez-Vous 2018 www.re-insurance.com
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GUY CARPENTER LAUNCHES INSURTECH 
ADVISORY ARM GC GENESIS

ANTARES AND QATAR RE MULL REINSURANCE 
MERGE AS INTEGRATION CONTINUES

GC Genesis comes in two stages. 
The first, “fitting” stage is designed to 
understand a carrier’s business needs 
and priorities, creating the firm’s own 
“roadmap to InsurTech”.

The second, however, is the InsurTech 
Alliance, a collaboration with New York-
based Numerati Partners LLC, which 
enables firms to assess its needs with 
data scientists and engineers.

“This is where we can do a lot more 
technical ‘tyre kicking’”, explained 
Yoder, “and really examine in more 
detail our clients’ needs in association 
with Numerati Partners’ ecosystem of 
scientists and engineers”. 

Vicky Carter, Vice Chairman of Global 
Strategic Advisory at Guy Carpenter, 
added: “Arguably, there are three big 
themes impacting (re)insurers. Reducing 
costs, how to grow profitably and 

InsurTech”.
“In many senses, they are entwined 

because technology deployed well can 
assist on the first two. However, there is 
a natural fear of getting it wrong and for 
many clients, InsurTech’s potential is 
exciting but also daunting. This is where 
GC Genesis steps in.

Yoder added that it was even possible 
that GC Genesis could ultimately lead 
to some carriers investing in potential 
start-ups. 

“The introduction will be operational. 
Can this InsurTech start-up really assist 
the client? Of course, if the carrier 
then really values the start-up then it’s 
decidedly possible this could lead to an 
investment. Many carriers are investing 
first and piloting second. Arguably, it is 
better to get the operational and strategic 
fit first.” 

QIC-owned sister (re)insurers Antares and 
Qatar Re are mulling both the integration of 
their back office capabilities and combining 
their reinsurance buying in the next chapter 
of a 2018 efficiency drive at the group.

Speaking to Re-Insurance on the eve of 
the Monte Carlo Rendez-Vous, Antares’ 
head of ceded reinsurance Richard 
Anson said the carrier was working with 
colleagues at Bermudian bedfellow Qatar 
Re, as well as parent company QIC, to 
explore jointly purchasing reinsurance 
cover possibly in time for 2019 renewals. 

“We’ve kicked off a project with Qatar 
Re and are looking at the potential to 
join up reinsurance covers,” Anson said, 
adding that the firms will be speaking to 
their carriers over the next few days.

Anson said the move would make it 
easier to manage retention levels at group 
level. Also speaking to this publication, 
Antares’ head of reinsurance Alex Craggs 
said both carriers felt it was “entirely 
appropriate” to consider buying combined 
reinsurance across the portfolios.

“It makes no sense for Antares and 
Qatar Re to buy cover individually,” 
Craggs said.

“There’s going to be harmonisation,” 
he added. This “harmonisation” between 
Antares and Qatar Re, Craggs said, would 
also extend to administration functions 
across both carriers.

“We’ll certainly be looking at the back 
office,” Cragg said.

“We’ll be looking at the areas where we 
can make efficiencies,” he added.

However, both Cragg and Anson 
stressed that they did not expect these 
changes to impact frontline underwriting 
or involve any restrictions on the products 
either carriers currently offer.

“From an underwriting perspective 
we will remain sister companies and 
we’ll continue to be run completely 
independently,” Cragg said.

“There’s no harmonisation of 
underwriting philosophy or portfolios on 
the cards,” he went on.

“I don’t envision the underwriting 

environment being impacted either at 
Antares or Qatar Re,” Anson said.

Cragg added that the initiative 
wasn’t thought up as a way of making 
redundancies at either firm.

“I would stress this isn’t aimed at 
reducing headcount,” he said.

Anson said that the he would be using 
this year’s Rendez-Vous as an opportunity 
to inform Antares’ reinsurers of the 
potential changes afoot to the carrier’s 
reinsurance purchasing.

“At this point I don’t know exactly what 
this will all mean for the programme,” 
Anson said.

“But I need to warn them that change is 
coming,” he concluded.  

QIC has already undertaken a number 
of what it has deemed “streamlining” 
activities so far in 2018, with these mainly 
focused at Qatar Re which was hit by 
significant losses in 2017 both from cats 
and UK motor. These included the closure 
of Qatar Re’s facultative business in Dubai 
and its Singapore office.
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Scor, one of the leading capital providers 
to the Lloyd’s market, has lent its support 
to the market’s 2018 restructuring drive 
which is forcing syndicates to strip back 
unprofitable lines of business and accounts.

Scor’s head of global P&C Victor 
Peignet told Re-Insurance: “Lloyd’s has 
spread into businesses where it did not 
bring higher value, but did bring higher 
costs”.

He added: “It’s often a good idea 
for organisations facing big strategic 
questions to return to what they do best, 
which for Lloyd’s is the underwriting of 
specialty risks, using its global licenses 
and capital efficient model in a nimble 
way and putting the clients’ interests 
first”.

But he warned the as-yet-unnamed 
new market CEO that strategic change is 
not easy to implement. 

“We need a re-balancing of the 
wholesale London-centric mindset. That 
will be difficult, because many people in 
London depend on the old ways to earn 
a living.”

“Nonetheless,” he said, “Lloyd’s will 
have to develop greater proximity to 
customers and focus on their needs, 
concentrating on lines of business that 

lead to perhaps as 
much as $500mn of 

annual premiums not being renewed, Re-
Insurance estimates.

Aspen has also already parted company 
with a number of senior executives 
this year, including former reinsurance 
chairman Brian Boornazian (now at 
Ryan Re) and more recently, Aspen Re’s 
CEO Thomas Lillelund, who joins AIG in 
November.

O’Kane predicted that Aspen will adapt 
quickly to the change of ownership.

“Don’t forget, Aspen started life 
being owned by a private equity firm 
(Blackstone led a consortium of PE 
Investors behind the carve-out of Lloyd’s 
carrier Wellington’s reinsurance business 
after 9/11 – a move which, at the time, 
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SCOR SIGNALS SUPPORT 
FOR LLOYD’S REFORM AGENDA

are resistant to commoditisation in a 
more cost-efficient marketplace”.

His comments came shortly before 
Lloyd’s chairman Bruce Carnegie-Brown 
announced the selection of former QBE 
CEO John Neal to lead the market as 
CEO following Inga Beale’s resignation 
earlier this year.

In addition to its own Channel 
Syndicate, Scor is a major provider 
of reinsurance capital to a number of 
different Lloyd’s Syndicates and also 
operates a company market (re)insurer.

Lloyd’s has responded to criticism 
over its high costs and poor attritional 
underwriting by imposing a new drive 
to shrink unprofitable lines and, in some 
cases, unprofitable syndicates.

It is also driving forward mandatory 
use of its e-placing platform, PPL, which 

is now being championed by Hiscox 
CEO Bronek Masojada, a senior London 
market figure. However, a plethora of 
owners of Lloyd’s insurers have put 
their businesses up for sale, not least US 
specialty insurer The Hanover who is 
expected to shortly announce the agreed 
sale of its Lloyd’s business Chaucer to 
China Re. 

Peignet was keen to reiterate that 
Scor remains a supporter of Lloyd’s 
and supports its change management 
program. Referring to Scor’s recent 
London market restructuring which 
included the appointment of former 
head of South African insurer Santam’s 
reinsurance business Stuart McMurdo 
to lead its London market operations – a 
move first revealed by Re-Insurance on 
18 May – he said: “We recently combined 
our management of Lloyd’s and London-
market specialty insurance to further 
develop business and enhance cross-
benefits.”

“At a time when certain players are 
disposing of their Lloyd’s operations, we 
have made ours an integral part of our 
business proposition.”

See pages 14-16 for a full interview with 
Victor Peignet.

Continued from page 4 was mired in some controversy within 
Lloyd’s circles).”

He added: “Yes, the business will be 
different but our core values of delivering 
to our clients and brokers will remain”.

“We also still want to attract talent. 
Apollo will help us. It is a successful 
business with a record of making money 
out of Insurance. People want to partner 
with them”, he concluded.

If O’Kane does step down from Aspen 
next year he will be another senior global 
executive leaving a well-established 
post following the current M&A craze 
which even swept-up tier one French 
reinsurer Scor last week. Other high 
profile executives who are stepping down 
from their hot seats include Ed Noonan, 
the group CEO of Validus, and Mike 

McGavick, the XL Group CEO (albeit 
he stays on in a less executive role once 
AXA’s $15.3bn acquisition completes later 
this year). While in Europe, Novae CEO 
Matthew Fosh has stepped back this year 
following the sale of his Lloyd’s  
(re)insurer to Axis last year for £468mn 
and Amlin CEO Charles Philipps retired 
at the beginning of this year, shortly 
after his organisation’s heavy 2017 losses 
which came a year after MS&AD paid a 
handsome premium of around 2.4x price 
to book, equivalent to $5.3bn.

The price of M&A is often the exit of 
the acquired business’ CEO and we will 
find out next year whether that includes 
Aspen. O’Kane’s comments – albeit 
diplomatically worded – suggests he is 
aware it is a possibility.
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Reinsurance intermediaries from across 
the size spectrum are continuing to find 
opportunities to grow as many buyers 
appear willing to look beyond the 
traditional giants of the sector for specific 
transactions. 

Some observers have signaled the 
death knell for small, independent 
firms in recent years as Aon Benfield, 
Guy Carpenter and Willis Re have got 
ever bigger, supported by vast data and 
analytics capabilities.

However, Re-Insurance’s inaugural 
study of reinsurance broker revenues 
reveals strong growth at a number of 
the segment’s mid-tier intermediaries 
including those without a major retail 
parent. Evaluating the top line progress of 
reinsurance intermediaries is challenged 
by the inconsistency – or absence in the 
case of many smaller firms – of public 
reporting.

Even among the quartet of publicly-
traded firms led by the giants of Aon 
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REINSURANCE BROKERS BIG AND 
SMALL FIND GROWTH OPPORTUNITIES

Benfield and Guy Carpenter apples-
to-apples comparison is difficult, with 
different approaches to some revenues 
derived from insurer clients beyond 
straight commission and fees.

Structural and reporting changes at the 
largest firms that will align reinsurance 
and retail businesses more closely will 
only make that assessment tougher.

In 2017 Aon Benfield and Guy Carpenter 
both delivered organic growth ahead of the 
underlying growth across the businesses 
that house them (see table).

At Willis Re, sources suggested a 9 
percent year-on-year increase, including 
reinsurance and fac (with Miller’s share 
added to 2017 data) – although the firm 
actually lumps reinsurance revenues into 
its larger investment, risk and reinsurance 
division, with more than $1.5bn in revenue 
last year. At JLT Re overall revenues were 
up 11 percent to £217.1mn ($280mn), 
including 4 percent organic growth.

A significant jump down to the next 

tier of brokers, led by TigerRisk, shows 
revenue growth at many of the firms 
that make up our rankings, based on 
2017 figures. In the absence of publicly-
available information, our rankings must 
come with the caveat that several revenue 
numbers for the smaller brokers are based 
on market source information and not all 
have been verified by the firms themselves.

Of the smaller brokers studied, 
Capsicum Re was notable for the strength 
of its top line growth, with sterling 
revenues up almost 50 percent. 

There was also strong growth at BMS 
and Beach & Associates, now part of US 
retail consolidator Acrisure.

Industry sources have noted that 
several of the smaller firms, including 
TigerRisk, BMS and Beach, have achieved 
growth by executing a number of one-off 
transactions for some of the larger US 
carriers. These have been notable in the 
casualty arena where they wield strong 
expertise.

Global top 12 reinsurance brokers by revenue (2017)
Rank Company $mn Comment

1 Aon Benfield 1,429 Top line benefited from organic revenue growth of 6% in 2017 in Aon’s Reinsurance Solutions division, outpacing group organic 
growth rate of 4%

2 Guy Carpenter 1,187 Guy Carpenter grew organically at 4% in 2017, compared to 3% for MMC’s risk and insurance services division

3 Willis Re 860 The total counts fac (including Miller in 2017) but not capital markets. 2016 estimate for Willis Global Re and Fac is thought to 
be $787mn

4 JLT Re 280 In £ terms JLT Re revenues climbed 11% to £217.1mn in 2017, with 4% organic growth

5 TigerRisk 90 Revenues can be lumpy, with several significant one-off casualty deals in recent years; 2016 revenue thought to be in region of 
$70mn

6 UIB Holdings 60 Total revenues of £50.6mn for 2017 (2016: £46.5mn) - sources suggest 90-95% of business was reinsurance, or at midpoint 
£46.8mn ($60.4mn), for the firm that specialises in emerging markets

7 BMS Group 58 Revenues from US platform in 2017 thought to be close to $40mn (2016: $30mn) with balance from rest of group. US platform 
bought Advocate late 2016

8 Beach & 
Associates

55 Midpoint of an estimated range of $50-60mn for 2017, including solid year-on-year growth. Beach was bought by $1bn+ 
revenue US broker consolidator Acrisure this year

9 Lockton Re 52 Reinsurance revenues of US-based parent estimated at >$50mn across all lines (up from $46.5mn in 2016), with around half 
from London platform

9 THB Group 52 Unclear how much of the revenue figure is true reinsurance or traditional wholesale business into the London market at the 
AmWins-owned broker

10 Capsicum Re 48 2017 revenues of £37mn (2016: £25mn) at fast-growing firm - Capsicum uses internal peg rate of $1.45:£1, we have converted to 
$ at average 2017 FX rate

11 Holborn Corp 35 Market estimate. New York-based US broker does not disclose revenues

12 RKH 33 Hyperion-owned RKH has a significant fac book. Parent reported 20% revenue growth in year-ended 30 Sep 2017 to £535mn
Source: Company announcements, reInsurance estimates based on market research Notes: Where revenues are in GBP, 2017 avgerage FX rate of $1.29:£1 has been used to convert ($1.33:£1 for 2016)
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S tart by not fretting. We propose two considerations to 
facilitate a sleep-at-night perspective. First, insurers 

are already good at AI or its precursor technologies. 
The applicability of AI in the present and near future is 
entirely based on narrow AI technologies. For example, 
natural language processing and image recognition are 
both machine learning implementations with working 
business applications right now. Both use predictive 
models to achieve results. The software may be artificial 
neural networks trained on vast data sets, but they 
are nonetheless conceptually compatible with things 
insurance carriers have used for years, like actuarial 
pricing models. The point is that the application of AI is 
an incremental step forward in the types of models and 
data already applied in the business.

Second, sorting through the hype requires a staple of 
good business decision making: the risk-cost-benefit 
analysis. Determining which technologies are worth 
investment is within scope for decision makers that 
otherwise know how to make selective investments in 
growing the capabilities of their firm. The problems 
faced by a carrier are much bigger than sorting out AI if 
management lacks the basic skill set for making business 
investments. Providing an inventory of every application 
of AI is beyond the scope of this article. DeepIndex 
provides a list of 405 at deepindex.org, from playing the 
Atari 2600 to spotting forged artworks. Instead, suppose 
that AI, like electricity, will be broadly applicable across 
industries and functions, including the components of 
the insurance value chain from distribution to pricing 
and underwriting to claims. The goal is to identify and 
implement the AI empowered solutions that will further 
a competitive advantage. Our view is that carriers’ 
success with AI requires three key ingredients: data, 
infrastructure, and talent.

Data: AI might be considered the key that unlocks 
the door of big data. Many of the modeling techniques 
that fall under the AI umbrella are classification 
algorithms that are data hungry. Unlocking 
the power of these methods requires 
sufficient volume of training data. Data 
takes several forms. First, there are 
third party data sources that are 
considered external to the 
insurance 

industry. Aerial imagery (and the processing thereof) 
to determine building characteristics or estimate post-
catastrophe claims potential are easy examples. Same 
with the vast quantities of behavioral data built on the 
interactions of users with digital platforms like social 
media and web search. Closer to home, insurance has 
long been an industry of data and carriers are presumed 
to have meaningful datasets in claims, applications, and 
marketing, among others.

Infrastructure: Accessing the data to feed the AI 
requires a working infrastructure. How successfully can 
you ingest external data sources? How disparate and 
unstructured can those sources be? Cloud computing 
is not necessarily a prerequisite to successful AI, but 
access to vast, scalable infrastructure is enabling. Are 
your information systems equipped, including security 
vetting, to do modeling in the cloud? Can you extract your 
internal data into forms that are ready to be processed 
using advanced modeling techniques? Or are you running 
siloed legacy systems that prevent using your proprietary 
data in novel ways?

Talent: Add data science to the list of AI-related 
buzzwords. We claimed earlier that many of the 
advancements attributed to narrow AI are predictive 
models conceptually like modeling techniques already 
used in the insurance industry. However, the fact that 
your pricing actuary conceptually appreciates an artificial 
neural net built for fraud detection using behavioral 
data does not mean you have the in-house expertise to 
build such a model. Investments in recruiting, training, 
and retaining the right talent will provide two clear 
benefits. The first benefit is being better equipped to do 
the risk-cost-benefit analysis of which data and methods 
to explore. The second is having the ability to test and, 
ultimately, implement.

If your business doesn’t have the data, or the 
infrastructure, or the talent to bring the newest 
technologies to bear, then perhaps consider partnering 
with a firm that does.
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Demystifying artificial intelligence
The hype around AI and its potential is extensive, so 
what is an insurer to do to bring AI to their businesses, 
asks Paul Eaton, managing director in the analytics 
division of Aon’s Reinsurance Solutions business
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Victor Peignet on M&A, the lessons of 2017, 
market conditions and its patience with 
US expansion…

S ixteen years ago, French reinsurance powerhouse 
Scor was on the ropes. A profits warning, a flurry of 

downgrades into the treacherous waters of below A- and 
the departure of long-serving CEO Jacques Blondeau 
(the man who infamously described Bermuda as a 
“speck” in the Ocean) came in the immediate aftermath 
of the 2002 Monte Carlo Rendez-Vous. 

Few gave it much chance of survival and that 
scepticism hardly dimmed when the Paris-
headquartered firm selected a relatively unknown figure 
in the form of Alsacian economist and academic Denis 
Kessler to become its new leader. 

But it proved to be an inspired move. The renaissance 
under Kessler was remarkably swift and those dark 
days are themselves long forgotten because Scor has 
now for many years been a member of the reinsurance 
aristocracy as the industry’s fourth largest reinsurer with 
shareholder equity of EUR6048mn.  

But ever since Kessler arrived at avenue Kléber he 
has had alongside him Victor Peignet, one of Scor’s 
longest-serving executives (he joined Scor’s facultative 
department in 1984 from Oil & Gas industry) and the 
CEO of Scor Global P&C since 2005. 

Like Kessler, Peignet is famous for speaking directly 
and with a certain je ne sais quoi flourish. Re-Insurance 
sat down with him on the eve of the Rendez-Vous to 
take his pulse on the industry. It makes for fascinating 
reading…

What will be the main themes over the next few days 
at the Rendez-Vous?
VP: Two themes are the same every year! Namely, rates 
and who’s buying whom. But I also expect there to be 
a lot of focus on the growing demand for reinsurance 
as a product for earnings protection, including through 
structured products, whole account products, and stop 
loss covers written on a fiscal year basis.

Naturally, there is Cyber and technology. Insurtech 
seems to have supplanted ILS as the “topic du jour”, now 
that ILS is here to stay on many reinsurance and retro 
programs.

There will be much more focus on the London market 
and Lloyd’s in particular this year compared to 2017 and, 
of course, we are one year closer to Brexit than last year. 

While other industry themes such as human capital 
corporate and environmental social responsibility 
remain high on the industry agenda as well.

Speaking of last year, what are the lessons to be 
learned from $140bn of cat losses?
VP: That cats happen and it could easily have been a 
lot worse! Thinking about the Saturday and Sunday of 
Monte Carlo last year with Irma, as-if scenarios can be 
scary if you’re not adequately protected. 

You must understand local market dynamics, 
otherwise you get surprised or have adverse 
development.  

ILS paid as expected and reloaded but, at least for 
some, they are now struggling with the tail and lower-
than-promised price increases in cat for investors who 
reloaded. The pitch by asset managers to investors has 
been to invest in advance of post-event price increases. 
That pitch was wrong in the markets most affected by 
third-party capital, where pricing has not been corrected 
as expected this year because so much third-party 
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capital rushed in. Meanwhile, pricing has improved 
for “diversifying” exposures, which have historically 
been cross-subsidised by cat profits – profits that have 
been competed away. The realisation that a cat loss 
does not always improve cat prices should make it 
clear in the industry that expected profit in cat can no 
longer subsidize poor pricing or even expected losses in 
“diversifying” perils.

Was another lesson then that cats have longer tails 
than we think?
VP: It was a reminder that all cat losses have a tail, and 
tails last years rather than months – as demonstrated 
by earthquake events of several years ago that are still 
running, or by the development of the HIM events of 
2017. That’s why buyers prefer indemnity cover and 
pay more for it. Retro is a no-tears market, so buyers 
will hold capital providers to their promises. Providers 
who are uncomfortable with capital lock-up and adverse 
development in the tail may be better off offering 
parametric or index-based products that settle more 

quickly, or only offering extremely remote layers.  

SCOR has a stated ambition of growing in the US. How 
is this progressing? 
VP: We’re quite pleased. It’s progressing at a controlled 
pace, one that’s designed to last over the long run. The 
most important groundwork has been laid, namely client 
segmentation and establishing relationships with the 
clients with whom we want to grow our franchise, and 
we’re continuing to build our position client by client.  

Overall we’re doing $1.5bn of business in US P&C, 
with over 250 clients, 6 top MGAs, and a solid large 
commercial lines insurance portfolio through Business 
Solutions. We know the clients and are confident that 
when they look to improve the quality of their panels, 
SCOR will be among the very first reinsurers asked to 
step up, since we have a very strong rating, a sizeable 
balance sheet (statutory surplus of over $1bn in the US 
and shareholders’ equity of over $7bn for the Group), 
low receivables outstanding with US clients, and a 
growing reputation for providing 

KEY 
FACTS:
Eur6048mn 
shareholder 
equity
2017 P&C 
GWP 
Eur6025mn
2017 Life 
GWP 
Eur8764mn
38 offices
2800 
employees
Over 4000 
clients
2017 net 
income Eur 
286mn
A+ AM Best
AA- S&P

A higher-rated 
tier-one reinsurer has 

a better pick of the 
programs and layers 
where it wants larger 

shares

Continued on page 24
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good service in the US. Similarly, when 
these clients are considering restructuring 
their programs or buying new or 
additional covers, SCOR is now on their 
list of pre-qualified quoting markets. The 
fact that we operate as a US-based carrier 
with empowered teams in the US is also a 
plus.

Although pricing and loss trends have 
not enabled us to re-enter the US market 
at the speed and depth we had initially 
envisaged, we are seeing signs that 
primary rates are slowly evolving in the 
right direction, and reinsurance demand 
remains strong. 

What other classes/geographies have 
SCOR earmarked for growth? Conversely, 
are there areas where SCOR feels too 
exposed to?
VP: In addition to the US market, our 
“Vision in Action” strategy includes 
growing our international presence 
including Lloyd’s, SCOR Business 
Solutions big ticket insurance business, 
and our MGA business. 

Across the business, we are seeing rising 
demand for broad, if not whole account 
pro-rata multi-line covers and structured 
solutions that combine traditional 
risk transfer with risk financing over 
time. Global clients are increasingly seeking earnings 
protection and are shifting back to more regional covers, 
while maintaining central control of structures and 
placements. And we are seeing growing demand for 
products such as Nat Cat (with a focus on aggregate), 
casualty, mortgage, and specialty risks like cyber and 
agriculture. SCOR has the technical skills and the 
capacity to profitably serve all these markets, though we 
participate more heavily in some than others.  

Where pricing is weak, we make decisions 
individually, while respecting the strength of 
the relationship. We have certainly had more 
portfolio management this year than in the past.  

We recently combined our management of 
Lloyd’s and London-market specialty insurance 
to further develop business and enhance 
cross-benefits. At a time when certain players 
are disposing of their Lloyd’s operations, 
we have made ours an integral part of our 
business proposition. We also recently created a new 
organisational structure for the large corporate business 
written by SCOR Business Solutions, combining 
enhanced client and broker relationship management 
with global Business Line expertise and a wider offer of 
products and solutions. 

Why do higher rated, tier one reinsurers 
receive the same rate for their capacity 
as following/capacity markets? Is this 
a source of frustration for tier one 
reinsurers?

VP: They don’t. Perhaps in a narrow 
sense, yes, we’re all on the same 
risk at what appears to be the same 
price. But in practice, a higher-rated 
tier-one reinsurer has a better pick 
of the programs and layers where it 
wants larger shares, sometimes in the 
form of private layers or with other 
sweeteners. It’s easier for us to push 
back against writing the leftover scraps 
that remain when brokers are trying 
to fill placements. We are less likely to 
get signed-down or signed-off a layer. 
In short, a better rating brings more 
influence, allows for more pro-active 
and efficient portfolio management, 
and lays the groundwork for broader 
partnerships. What gets frustrating is 
when clients or brokers do not recognize 
the value of large, highly-rated capacity 
and swap out high-quality reinsurers for 
lesser names simply because the lesser 
names offer a slightly cheaper price. In 
reinsurance, just like anywhere else, you 
get what you pay for, as naïve buyers 
eventually learn the hard way.  

What does SCOR think will happen to pricing and 
conditions in 2019? 
VP: We expect a positive picture for big global reinsurers 
at 1/1/19. Demand for reinsurance should remain robust 
as insurers continue to shed volatility in their P&Ls 
and balance sheets. Supply should remain high too, 
provided there are no major Cats, with financial markets 
and smaller reinsurers angling for increased shares. 

However, while reinsurance prices have 
stopped going down, they aren’t where they 
should be following six consecutive years 
of continued erosion, and one of the three 
costliest years of insured Cat losses in the 
history of (re)insurance. 

Meanwhile, insurers are showing a 
willingness to react to recently observed 
or projected underwriting results and loss 
trends. 

This is hardly surprising in the face of low financial 
returns, increasing operating costs and deteriorating 
technical margins. Insurance CEOs are seeking stability 
in technical earnings, in addition to focusing on capital 
preservation and optimization, which has fuelled 
reinsurance demand in recent years.

ILS paid as 
expected and reloaded 
but, at least for some, 

they are now struggling 
with the tail
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“We have a very different business model to others in 
the market,” Bredahl said.

“We take a lot of risk on the investment side – we drive 
enough diversification from that and reinsurance,” he 
added.

Mark Watson, CEO of Bermudian (re)insurer Argo 
Group also acknowledged the conflict developing in the 
market and blamed reinsurance carriers who venture 
into the primary market as responsible for driving down 
prices. “I’ve witnessed a number of our competitors go 
into the primary space,” Watson said.

“They offer the lowest price and create the most 
frustrating results for the rest of us,” he added.

“I prefer buying reinsurance from reinsurers rather 
than my competitors.”

While Vickers said he remains “ambivalent” on the 
issue, he said the situation is being exacerbated by 
the lack of alternative areas of growth available for 
reinsurers. 

“They [reinsurers] are moving into primary as can’t get 
growth anywhere else,” Vickers said.

“But if it looks like they can achieve growth elsewhere 
primary will become less attractive,” he added.

Vickers pointed to third party capital management as 
an area he foresees reinsurers having better luck. 

“It not only brings benefits from a diversification point 

Reinsurers continuing to move into the primary 
markets is prompting growing tensions between them 

and insurers, the chairman of Willis Re International 
James Vickers has warned.

Speaking last week at Re-Insurance’s Pre-Monte Carlo 
Briefing in London on the 6th September, the broking 
executive said strains were developing as reinsurers 
expanded their remit into the primary markets in a bid to 
grow and diversify.

“Channel conflict between reinsurers and insurers is 
growing,” Vickers said.

“We’re seeing more of it – a number of our primary 
insurance clients are starting to ask whether a reinsurer is 
their partner or their competitor,” he added.

Third Point Re’s president and CEO Robert Bredahl, 
another speaker at the Pre-Monte Carlo Briefing 
acknowledged that tensions are bubbling between the 
different players in the market. However, Bredahl said 
there were advantages to the situation.

As a total returns reinsurer, Bredahl said the growing 
animosity between primary insurers and what he deemed 
“combo-companies” was working in the carrier’s favour.

“We’re not seen as a threat,” Bredahl said.
Bredahl explained that carriers seek out cover from 

Third Point Re as it is not dipping a toe in the primary 
insurance market.

Conflict between insurers 
and reinsurers intensifying

re Pre Monte Carlo

Channel conflict 
between reinsurers and 

insurers is growing
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The industry faces many challenges but there are also 
positive signs in 2018 that the potential of technology 

to improve efficiencies and products is beginning to 
being realised.

Historically, the insurance industry has not always been 
an enthusiastic adopter of technology but that is changing. 
In 2018, we have already seen around 500 new start-ups 
enter insurance, particularly in Artificial Intelligence 
and IOT (Internet of things) to develop new sources of 
information new product design, improved decision-
making. 

An intriguing dynamic in support of these trends is 
the emergence in blockchain which has brought with it 
a renewed sense of industry collaboration and sense of 
market responsibility that goes hand in hand with this 
kind of disruptive, democratic technology. 

Around $100m is thought to have been invested in 
blockchain in specialty (re)insurance alone – a figure 
which is set to rise to around $1bn according to some 
analysts by 2025. Some blockchain platforms (e.g. 
Insurwave, Blocksure, Axa’s “Fizzy”) have gone live and 
a number of networks (B3i, Riskblock and applications 
– e.g. Chain That – are among other initiatives pushing 
towards production for 2019.

 To date, (re)insurance CEOs have been attracted by 
opportunities presented by blockchain – the technology is 
secure, decentralised and, with the use of smart contracts, 
can connect insurance parties across distributed networks 
and automate multi-party processes – and insodoing, 
promise to remove an estimated 5-15 percent of expenses 
from businesses.

Going forward, there is a far more important, strategic 
alignment of historical values and social responsibility 

emerging along with this technology, which far outweighs 
any tactical, individual successes: 
c  It is self-evident that clients paying up to 50 percent of 

their premium towards the industry’s inefficiencies is 
unacceptable

c  The priority for a connected industry is to improve 
trusted data sources for better pricing and service 
proposition, including possible move to continuous 
contracts 

c  The ultimate goal is to drive new business models, 
access to new markets, including addressing widening 
insurance gap and financial inclusion which will benefit 
all parties in the value chain
Perhaps the most striking cultural development is 

the renewed sense of collaboration. There is a general 
acceptance emerging amongst competitors, technologists 
and regulators, that the effective sharing ideas is a 
minimum requirement to find solutions across a variety of 
challenges: to mature the technology platforms to create 
connected enterprises and necessary improvements to 
permissioned networks and performance:  
c  To evolving regulatory and compliance frameworks to 

support the sharing of data and legal interpretations of 
smart contracts

c  To understand the impacts to organisations, the 
current roles and future skills gaps which will need to 
be addressed.  Change will take time, but it has started 
more quickly than we had anticipated. The industry 
now appears to be facing down the potential and impact 
of blockchain technologies head on and in particular 
how it aligns with AI, Robotics and IOT. 
It may be the nature of the underpinning democratic 

design of blockchain technology which makes us think 
differently. Perhaps now, as we exit from one industrial 
age to another, we have emerged with a greater sense 
of community and can yet to find some answers to the 
industry’s biggest challenges.
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Blockchain is reconnecting 
the industry with its potential
EY’s Ian Meadows on a landmark year for 
the embracing of new technologies…
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Toby Esser, chairman of AFL Insurance 
Brokers, on what he’d like to see 
the incoming market CEO John Neal 
concentrate on…

Unlikely though it might seem at first glance, but 
Lloyd’s is more important to the independent small 

to medium wholesale broker than anybody else.
Whilst the “Big Guys” place more income than 

anybody else in Lloyd’s, this represents a much smaller 
percentage of their total global 
income than most of the rest of us. 
In a nutshell, Lloyd’s is an extremely 
important market to brokers such as 
AFL as we place the majority of our 
business in Lime Street.

In my view, the independent’s voice 
not heard enough and it is vital that 
Lloyd’s moves in the right direction 
and recognises its importance to 
independent to wholesale brokers – the incoming CEO 
could do a lot worse than follow the motto of the famous 
hamburger chain Hard Rock: “Love All Serve All.”

Clearly to secure the right clients – and therefore good 
business – into Lloyd’s is a key objective, the Holy Grail; 
but – to this end and put simply – Lloyd’s as a market 
is still not efficient and continues to underwrite sub-
standard business.

 Its future lies in becoming a lot more tech savvy, 
which in turn will make it more efficient, and there are 
encouraging signs abound. PPL is at last moving in the 
right direction and the appointment of Bronek Masojada 
as its chairman a further good sign. Lloyd’s needs to 
drive through the mandate for all brokers to use PPL and 
make this another absolute objective

Secondly, he needs to establish a clear strategy for 
international distribution which, at the moment, appears 
pretty muddled for independent brokers.

The policy of opening new offices in different 
territories looks as if it is being pulled back,  and surely 
the issue is about licences to underwrite business rather 
than offices and flags – we must ensure that we have 
these in place in territories where Lloyd’s isn’t as strong 
as it could be, for example Latin America.

The Lloyd’s model must be right for the future and 
concentrate on wholesale and specialty – not become 
more directly involved retail and personal lines which 
would be disastrous. It also needs to take into account 

looking at its distribution chain, in particular accessing 
MGAs.

So what skills and priorities does John Neal need to 
bring to bear? A thorny question! To my mind, there has 
for far too long been a convergence and clash between 
the Lloyd’s Chairman and CEO which clearly has been 
a hindrance to both roles. Lloyd’s needs a doer and 
somebody who understands technology and can manage 
change; in other words, a person who can input the right 
technology, to ensure that the necessary and correct 
changes are made, to improve and uplift the business the 

market underwrites.
It will take a bit of a politician, not 

necessarily an entrepreneur – and 
certainly not a typical CEO who might 
lean towards the dictatorial side. 
Lloyd’s needs someone who is adept at 
bringing people together, not someone 
who is just interested in owning the 
P&L but a person who gets technology 
– and really gets that this is a people 

market.
Ultimately, the new Lloyd’s CEO also needs to be 

someone who is used to change management, who is 
qualified at looking at cost and creating efficiency, and 
not necessarily from the inside – but certainly someone 
with a very intimate knowledge of the insurance market. 
Good luck, John!
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He needs 
to establish a 
clear strategy 

for international 
distribution
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One of the sub-themes at this year’s Monte Carlo 
Rendez-Vous will be Lloyd’s following 2017’s poor 

results, the “get tough” approach on Lime Street’s varying 
underwriting standards and the decision of a number of 
senior Corporation executives – not least CEO Inga Beale 
– to resign this year.

Last week, Re-Insurance began by publishing the six 
essential requirements that chairman Bruce Carnegie-
Brown had outlined to market figures for Beale’s 
replacement (see summary on right hand page), including 
headhunter Ian Lazarus who led the process.  

And towards the end of last week we revealed the 
former Lloyd’s underwriter and erstwhile QBE boss 
John Neal had been selected following ratification at a 
Council meeting, the Society’s ruling body.  His direct 
underwriting experience having apparently been a 
key factor in his selection over Clive Buesnel, another 
shortlisted candidate and head of Deloitte’s UK insurance 
business. Lloyd’s confirmed the appointment on Friday 7 
September.

On the right-hand page we itemise Carnegie-Brown’s 
six requirements and then on the following two pages we 
look at the career of the new CEO-elect.

But what was also revealing in this process is that it 
demonstrates the chairman’s clear view that what Lloyd’s 
requires is a leader who can lead a change programme by 
implementing incremental and achievable goals.

Carnegie-Brown is a pragmatist who was not looking 
for a revolutionary (or even a visionary) because he 
knows this person would swiftly come up against a wall of 
opposition on Lime Street.

He expects the next CEO to challenge established 
market practices that may no longer be fit for purpose 
and also to support strategic initiatives already underway, 
such as PPL and head of underwriting Jon Hancock’s 
“Closing the Performance Gap”. His choice of a former 
underwriter is probably also a signal of how important 
he sees Lloyd’s arresting the recent decline in its 
underwriting results (see below). He understands that the 
market faces significant challenges: sluggish processes; 
poor attritional underwriting and a clear divide between 
brilliant underwriting businesses and poor ones. It 
also – like the rest of the industry – needs to rethink 
distribution strategies in a world where technology is 
crushing barriers to entry and risk capital is plentiful and 
cheap. Neal has impressed Carnegie-Brown who clearly 
believes he can lead a process of steady improvements in 
underwriting and efficiencies. 

Now he has to impress the market…
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Spotlight on Lloyd’s 
and its reform agenda
The focus is on Lloyd’s – and its new CEO-elect John 
Neal – at this year’s Rendez-Vous. But what the recent 
recruitment process also revealed was how chairman 
Bruce Carnegie-Brown expects to see positive change 
implemented in the market…

Carnegie-Brown: Lloyd’s chairman
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1. Knowledge of Lloyd’s
In addition to knowledge of the industry, Carnegie-

Brown believed it was essential that Beale’s successor has 
direct working knowledge of the Lloyd’s market.

Why? The market has a number of critical work streams 
currently being undertaken; market modernisation and, 
in particular, adoption of the e-placement system PPL.

He didn’t want to risk a hiatus in these initiatives as an 
outsider gets up to speed with these projects and he also 
believed that a “Lloyd’s person” is important to ensure he 
or she has the credibility to win the early support of key 
stakeholders, including the senior leadership of some of 
the largest brokers and underwriters.

2. Transformation/managing change;  
not a big picture revolutionary

The new CEO must have a successful record in 
transformation and change management but must also 
be mindful of the need to deliver steady, incremental 
improvements rather than attempt to lead a revolution 
that will be resisted by threatened interests.

Carnegie-Brown’s view is that what the market requires 
is a CEO that can lead an evolution in cost reduction, 
efficiency of processes and to lead a debate on changing 
market practices that are outmoded.

This should be an incremental evolution of steady 
and realisable improvements. Market figures say that 
Carnegie-Brown was reluctant to support a CEO with a 
big vision of transforming Lloyd’s, which will face strong 
resistance without consensus (“If you’re going to take a 
horse to drink water, you better make sure it isn’t spooked 
beforehand and bolts”, he told market insiders).

In other words, the next CEO must be bold but realistic. 
If the Corporation achieves a digitalisation of processes 
within the next three years through complete PPL 
adoption then that is a big win. More profound changes 
must be led by market pressures and consensus not the 
Corporation.

3. CEO/Leadership
The incoming Lloyd’s boss needed to have a proven 

track record of leadership – for obvious reasons. The 
market’s CEO must come into the job with the gravitas 
and credibility to win “hearts and minds”. It needs a 
proven business leader.

4. Effective leadership team
In addition to leading the market, the next CEO 

must build an effective working relationship with 
Carnegie-Brown. This working partnership needs also to 
be extended to the CEO’s two key lieutenants: Hancock 
and the new CFO. The next CEO must be the head of 
a working triumvirate that dovetails effectively with 
Carnegie-Brown as chairman.

5. International (and US in particular)
Carnegie-Brown believed it was essential that 

Inga Beale’s successor must have significant levels of 
international experience – and ideally in working in or 
with US businesses. While he recognises the strategic 
sense of overseas “call options” on key strategic emerging 
markets such as China and India, the chairman is very 
aware that Lloyd’s heartland is North America which, 
even in 2017, was responsible for 50 percent of the 
market’s entire business. The next CEO must therefore 
have had international experience and especially in the 
US. After all, if the market reduced its costs by 5 percent, 
reduced its expense ratio by a few points and increased 
its share of US non-admitted business by 2 percent, then 
the slow puncture would be well on the way to being 
mended immediately. But the corollary is equally true 
– an uncontrolled 2 percent reduction in its share of US 
business would be damaging. Lost business is difficult to 
recapture.

6. And finally… must want the job
In addition to the five characteristics above, 

Carnegie-Brown added a sixth. The next CEO must 
passionately want the job and be willing to put the market 
before his or her career.

He’s right. Re-Insurance has previously described the 
job as the most difficult in the City based on the strategic 
challenges facing the market and the imperative of 
gaining consensus to support change (an unnecessary 
requirement for most CEOs who can use the tried-
and-tested lever of “hiring and firing” to exact internal 
change). But there are other obstacles. The job doesn’t pay 
well by corporate standards. Inga Beale earned £1.3mn 
in 2017. By comparison, AIG head Brian Duperreault 
pocketed $43mn. And as the CEO of a market with many 
different stakeholders, you will be criticised regardless 
of how well you are doing while others will try and steal 
your credit. Carnegie-Brown is well aware of this. The 
next CEO must passionately want the job because they 
are inspired to change the market for the better. At some 
point in the past few weeks or months, Carnegie-Brown 
decided it was Neal…
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John Neal is clearly a man who relishes a challenge. 
Not content with a bruising five years at the helm of 

QBE, a tenure which included four profits warnings and 
some unwelcome attention on his private life, last week 
he accepted what Re-Insurance believes is arguably the 
toughest job inthe industry. He will 
become CEO of the Lloyd’s Corporation 
and the man tasked with leading a 
turnaround in the market’s fortunes. 

As this publication exclusively 
revealed on 6 September, John Neal 
was selected CEO of Lloyd’s following 
a meeting of the Council of Lloyd’s 
last week, where his appointment was 
approved unanimously.

The 54-year-old Brit will take up his 
position on 15 October 2018 replacing 
the current incumbent Inga Beale who led an admirable 
agenda of a more inclusive and diverse insurance market 
but who was also criticized for not recognisng the scale 
of reform that was required around costs, processes and 
underwriting standards until the sheer horror of 2017’s 
£2bn market wide loss.

Neal is already a well-known figure on Lime Street. 
His early career was at Lloyd’s as a motor underwriter 
and then as CEO of the Ensign Managing Agency, part of 
the QBE Group. In 2012, he replaced QBE’s long-serving 
CEO Frank O’Halloran and had to confront a business 
that faced a number of challenges in part 
because of its rapid expansion through M&A. 

 In this role he was responsible for running 
a $14bn gross written premium business 
with over 14,000 employees in 37 countries 
before he left in 2017; ironically to be 
succeeded by Pat Regan, the former Willis 
CFO who was initially earmarked to succeed 
Richard Ward as Lloyd’s CEO before Inga 
Beale was instead chosen. 

On 7 September, Lloyd’s said he brings 

significant experience as a global CEO and has a track 
record as a highly effective leader who can deliver 
business transformation.

Bruce Carnegie-Brown, chairman of Lloyd’s, said: “On 
behalf of the market, I am delighted to welcome John to 

Lloyd’s. His wealth of experience both 
at Lloyd’s and internationally, including 
the US, will bring new insights and 
fresh thinking at a challenging time for 
the global insurance industry.

“John will continue Lloyd’s focus 
on delivering sustainable profitability, 
through a combination of underwriting 
discipline and market modernisation. 
An immediate priority will be the 
successful launch of Lloyd’s Brussels 
subsidiary which will enable Lloyd’s 

to continue serving its customers in the European 
Economic Area after Brexit.”

Speaking to Re-Insurance before the news of Neal’s 
appointment, market voices reported that Carnegie-
Brown had a list of six minimum requirements setting 
out what he expects from the next Lloyd’s CEO following 
the resignation of Beale in June (see former page). 

The Lloyd’s chairman believed it was essential that 
Beale’s replacement had a direct working knowledge of 
Lloyd’s. As if to highlight the need for a Lloyd’s veteran, 
leading the hunt for Beale’s successor was Sainty, Hird 

partner Ian Lazarus, a former Lloyd’s 
broker himself and an expert on the  
(re)insurance world. 

In this regard, Neal represents a perfect 
candidate. 

He is also someone who understands the 
importance – and difficulty – of turning 
around a large and unwieldy institution. 
After taking up the QBE hot seat – and a 
company created from a frenzy of M&A – he 
immediately set about streamlining QBE to 

Introducing the new  
man on the Lloyd’s stage

John Neal, CEO Lloyd’s elect

How the FT 
highlighted 
our exclusive 
news of the 
John Neal hire, 6 
September
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simplify its structure and cut costs. 
A man not afraid of making tough calls, he was forced 

to write down the value of a number of the firm’s earlier 
acquisitions causing a share-price slump in 2013.

This first profit warning in December 2013 was a sign of 
things to come. His five years in the top job included three 
further profit warnings; the second in 2014, and third and 
fourth coming in quick succession in the summer and 
autumn of 2017. Shareholders and analysts alike were 
frustrated – shares and confidence took regular dips and 
his departure last year was probably a relief to him after 
he faced heavy criticism about the company’s performance 
(despite the fact that many of the problems were hangover 
legacies from the past).

Neal will face fresh challenges at Lloyd’s. The 330+ year-
old market is currently reeling from its worst loss since 
2001. One of Lloyd’s priorities for the coming few years is 
to drive process efficiencies and, as a consequence, cut its 
expenses which are primarily acquisition costs flowing to 
the brokers. Its 2017 financial results revealed the Lloyd’s 
expense ratio was 5 to 8 percentage points higher than its 
rivals. In this area in particular, Neal’s experience in cost 
cutting and simplification will surely prove helpful. 

But the Lloyd’s top job also requires thick skin. 
Chairman Bruce Carnegie-Brown would tell people that 
the right candidate needs to be someone willing to put 

the market before their career. You have to steel yourself 
to criticism regardless of how good a job you are doing 
because vested interests have to be challenged. 

Neal is no stranger to negative publicity however. He 
left QBE in December 2017 following yet another profit 
warning. It came only weeks after his bonus was cut by 
$550,000 for failing to disclose to the board a personal 
relationship.

He succeeds Inga Beale whose tenure will be defined for 
many by an admirable focus on cultural change. 

However, her critics will say it was an agenda that 
took up too much attention at the expense of reforming 
initiatives. 

History will determine whether this criticism is valid. 
In the meantime, Neal will take up the mantle as a 

passionate Lloyd’s insider. 
 “I am thrilled to be offered the opportunity to lead 

Lloyd’s, and will do so with the same excitement I felt 
when I first stepped into the underwriting room back in 
1985,” Neal said.

“The insurance sector is facing many challenges. For 
330 years the Lloyd’s market has demonstrated its ability 
to innovate and adapt, and I look forward to playing my 
part to ensure this unique marketplace remains at the 
forefront of global commercial corporate and specialty 
insurance and reinsurance.”

CV:
October 2018: 
CEO, Lloyd’s of 
London
August 2012 
– December 
2017: Group 
CEO, QBE 
Insurance
January 2011 
– August 2012: 
CEO Global 
Underwriting 
Operations, 
QBE Insurance
June 2009 – 
July 2012:  
Chief 
Underwriting 
Officer, QBE 
Europe
February 
2007 – June 
2009: Chief 
Operating 
Officer, QBE 
Europe

The highs and lows of Neal’s QBE tenure…
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Final profit warning 
as a result of huge 
nat cat claims from 
Cyclone Debbie and 
HIM cats

Second profit warning 
as a result of needing 
to make unexpected 
increase in its claims 
reserves, driven 
primarily by a $170m 
increase for its Latin 
American operations

First profit warning as a 
result of estimated 
$250m net loss due to 
unexpectedly large 
claims after weak crop 
prices hit its US 
operations

Third profit warning as 
a result of lower than 
expected earnings due 
to underwriting losses 
in its emerging markets 
division
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A lmost every primary insurer is articulating a desire 
for growth – whether that is organic or through 

acquisition. Indeed, eight out of ten insurance companies 
with $1.5bn (£1.13bn) in annual revenue will look to 
acquisitions and partnerships in search of growth over 
the next three years according to a new global survey 
by KPMG. So, insurers need partners in their search for 
growth and this is where we, as reinsurers, have a key 
role to play, explains Jim D’Onofrio, Executive Vice 
President & General Manager, LM Re US. 

New sources of growth 
New products or areas of risk are cited by many as prime 
sources of growth. There is no doubt that reinsurance 
provides a deep pool of capital that can be matched with 
investors who have risks they want to mitigate. There 
is much debate around emerging niche risks (cyber) or 
property cat in developing economies and in response to 
issues such as climate change. But there is also a range 
of other macro-economic risks where this pool of capital 
can also be successfully deployed – for example the US 
mortgage market and in helping financial institutions 
access more risk bearing capital to meet their Basel III 
requirements. The ability of reinsurers to add intellectual 
capital or innovative thinking around specialist areas can 
add real value to insurers looking to enter new sectors. 

Being in the growth business
To be a 21st century reinsurer, we 
need to always be asking ourselves: 
“How can we help our clients to 
grow?” In my view this means 
evolving from a role as efficient 
and cost- effective risk transfer 
businesses into more fully rounded 
business partners. Growth is a long-
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term goal, so our credibility as a partner is predicated on 
our ability to be there through the ups and downs of the 
cycle. Our status as a mutual for over a century is a vital 
ingredient in this, offering tangible reassurance in terms 
of stability and security. 

For our cedents, it means that pricing is less impacted 
by events and decision-making can be longer term, safe 
from the pressure to maintain quarterly earnings or 
satisfy analysts. There is also no threat from third-party 
acquirers causing share price disruption or changes of 
ownership. We believe this working environment is one 
of the key reasons that our people tend to stay with us a 
long time. This allows our professionals to get to know 
their brokers and clients very well.

But being focused on growth also offers some unique 
challenges. It means moving away from just acting as 
a syndicated business offering specific covers.  Instead 
we need to package our scale and mutuality in a way 
that is entirely customer-centric, so we are having high 
quality conversations that run throughout the year and 
look across business lines and geographies. And finally, 
it means a consistent and recognised brand. Liberty 
Mutual is a household name across the US and the sixth 
largest P&C business in the world. 

Staying relevant
Some may be gloomy about the prospects for 

reinsurance in a world seemingly 
awash with capital, but our view 
is much more positive. Staying 
relevant means combining an 
understanding of what motivates 
our buyers with an improved 
customer service, and backing it 
with a powerful balance sheet and 
brand.

Helping to resolve the 
growth conundrum
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Speaking to Re-Insurance on the eve of this year’s 
Monte Carlo Rendez-Vous, Andreas Loucaides said 

the sector must adjust to the “new normal” as property 
rates remain roughly flat, defying speculation that they 
would spike following last year’s catastrophes.

“The rating environment isn’t moving as much as 
everyone would like it to,” Loucaides said. “While we’ve 
seen some pockets of movement, it isn’t enough,” he 
added.

Loucaides said it shouldn’t be the norm for “nearly 
everyone to lose money” in a year like 2017, which was 
marred by Hurricanes Harvey, Irma and Maria as well 
as wildfires across the state of California.

“In a non-cat year, most underwriters can just about 
walk away with a profit,” Loucaides said.

“We can’t have an industry that relies on not having 
cats,” the executive went on. 

“Our industry is built around protecting people in the 
event of catastrophes,” he went on.

For IGI’s president, Waleed Jabsheh, diversification 
is the key to ensuring profitability in the prolonged soft 
market.

He explained that IGI’s network of regional hubs in 
London, Bermuda, Kuala Lumpur and most recently 
Casablanca, as well as offices across the Middle East, 
allow the carrier access to the more “vanilla” business 
that he said is increasingly “staying at home” rather than 
going to traditional 
international  
(re)insurance 
markets.

Jabsheh stressed 
that – in order to 
access certain books 
of business – it was 
crucial for carriers to 
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have a presence in those regional hubs, which he said 
have become a lot stronger than they were 10 to 15 years 
ago.

“Most international brokers are in these territories 
with boots on the ground – the prevalent tendency is a 
drive to feed local markets first and foremost,” Jabsheh 
said.

“There are also indigenous brokers that are very 
strong in their respective territories – and you cannot be 
ignored as they do hold and control plenty of attractive 
business,” he added.

“If you’re not physically present within these regional 
hubs, you’re ultimately not going to have access to the 
wider spread of business.”

However, despite buyers increasingly staying in their 
own territories to purchase insurance where possible, 
Jabsheh said that London remains the centre of the 
specialty (re)insurance market.

“Between Lloyd’s and the company market more 
than £70bn of premiums is underwritten in the London 
market,” he said. And IGI is keen to capture a greater 
slice of that pie.

“It’s no secret that we’ve been looking at Lloyd’s and 
exploring the possibility of an entrance,” Jabsheh said.

He said that a move into Lloyd’s would “bring a lot 
of benefits” to IGI, however, under current market 
conditions, Jabsheh said “the right steps need to be 
taken at the right time”.

“We continue to evaluate and explore the opportunity, 
but concrete decisions have yet to be made,” Jabsheh 
said. “An entry into Lloyd’s would be a very big step for 
IGI – a step that would involve a significant amount 

of investment and a 
significant amount of 
risk,” he went on.

“We’re in no rush, 
we are happy to sit 
tight and wait for the 
right opportunity to 
present itself.”

The industry 
can’t just rely on 
cat free years to 
make money: IGI
(Re)insurers cannot count on benign 
catastrophe years in order turn a profit, the 
chief executive of IGI UK has said

Andreas 
Loucaides

Waleed 
Jabsheh
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In today’s market, insurers and reinsurers must always 
be looking for ways to adapt and change, in order to 

add value and stay relevant to existing clients while 
identifying new potential clients. Luckily, for those 
who know where to look, there is no shortage of new 
opportunities.

All these new business opportunities present unique 
considerations – namely, what are the legal and 
regulatory implications that might apply to these new 
sources of business?

Let’s take for example drones. Drone usage is soaring 
(pun intended), and with it the need for insurance. But do 
insurers know what they are insuring? Do you know how 
drones are regulated in the country (or countries) where 
you might want to sell insurance? Are there mandatory 
minimum insurance requirements? Who are your 
customers – are they licensed to operate drones and do 
they have to be? Is short duration “on demand” 
coverage even permitted?

Another area with significant opportunities 
is the rise of autonomous vehicles, but 
the regulation around this burgeoning 
technology is varied. What if you want 
to offer coverage to participants in the 
autonomous vehicle industry in the US, 
are you aware of both state and federal 
regulation on the use and testing of such 
vehicles? It is important to know who will 

truly be liable for a loss – the manufacturer of the vehicle, 
the software developer, or the human driver who might 
be testing the vehicle, for example. Given how new this 
field is, close monitoring of legal (and technological) 
developments is key.

What about insuring participants in the fast expanding 
US (and Canadian) cannabis industry? Some states, such 
as California, have been welcoming insurers to provide 
such capacity –indeed, insurers have been invited with 
open arms by the Commissioner. 

However, there is of course a conflict between state and 
federal law since the use and sale of cannabis remains 
largely (but not entirely) illegal at the federal level. The 
US political landscape plays a role here too, leading to 
much uncertainty about the future of cannabis regulation 
in the United States. Before entering this market, it is 
important to undertake a very careful legal analysis as to 
what exactly you intend to insure and what are the risks 
that the policy would be insuring an illegal act—today, as 
well as in the future.

Parametric property cover is another popular (if not 
entirely new) source of business, but do insurers know 
if the policies they have drafted are actually regulated as 

insurance? Is it enough to include a dual trigger, 
or could the policy be regulated as a swap? If the 

policy is a swap, what implications does 
that have? Examples such as these and 
more abound. The common thread is that 
insurers and reinsurers should not just 
jump into these uncharted waters without a 
guide. Careful legal and regulatory analysis 
is required in order to ensure that a new 
business opportunity does not turn into a 
significant new liability.
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The fast-changing world is fuelling new 
perils to underwrite. But with opportunity 
comes risk, warns Drinker Biddle partner 
Andrea Best

The perils of 
driving blind
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More than two million Americans are addicted to 
opioids, and more than 100 of them are dying from 

overdoses each day. 
To put that figure into perspective, 

opioids are killing more people 
each year than car crashes. And the 
fatality rate is expected to rise at a 
rate not seen before in the country’s 
history.

Blame for the growing crisis has 
been leveled squarely at the drug 
manufacturers and distributors, 
which have been the target of 
hundreds of lawsuits. Lawyers for 

cities, counties and states across the US have sued the 
firms they claim are responsible for coordinating a 
criminal and fraudulent scheme with doctors to deceive 
the public at large. 

The suits allege that the companies misled patients 
into thinking that opioids are safe, effective and 
required for both acute and long-term treatment of 
chronic pain.

Just last month, pharmaceutical firm Insys 
Therapeutics negotiated a settlement of at least $150mn 
with the US Department of Justice which had accused 
the firm of paying kickbacks to doctors who prescribed 
the addictive prescription painkillers. In 2017, the firm’s 
founder was arrested on the charges, which he denies.

The Insys case is far from an isolated incident and 
undoubtedly a sign of things to come. The past two 
years alone have seen at least three other settlements. 
US distribution giant McKesson agreed to a $150mn 
settlement in 2017 after it was accused of failing to 
detect “suspicious orders” of opioids. 

Meanwhile, rival Cardinal Health 
was fined $44mn on similar charges 

and CVS paid out at least $6.5mn 
for failing to report thefts of opioids 
from its pharmacies.

To date, the punchiest suits 
have been brought by government 
agencies, states, cities, counties, 
and municipalities, all trying to 
recoup damages incurred in their 
jurisdictions. But pension funds, 
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Could opiates  
be the next 
casualty cat?
(Re)insurers must be ready to respond to the 
profound challenges posed by the US opioid  
crisis, argues Erik Soria who heads up casualty 
reinsurance, Sirius Bermuda
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hospitals and unions have all begun to follow their lead. 
The damages sought range from the costs of health care, 
social services and law enforcement to charges taken by 
employers, who have found themselves on the hook for 
lost productivity, health insurance and rehab bills.

Typically, there are two categories of defendants in 
which insurance and reinsurance companies should 
be watching closely. The first is the prescription opioid 
manufacturers themselves, as well as the doctors and 
clinics that partnered with them. 

The second category is the prescription opioid 
distributors, pharmacies and pension benefit 
manufacturers, which all form part of the distribution 
chain.

Data from the Centers for Disease Control and 
Prevention show a sharp upward trend in opioid use 
starting in the late 1990s. By 2014, prescriptions for the 
addictive drugs were at five times their 1999 levels. And 
preliminary data suggest that trend 
continued well into 2018.

That macro data twinned with 
discoveries resulting from the 
numerous – and in some cases ongoing 
– government investigations have 
unearthed evidence that is being used 
by claimant lawyers, who are taking 
their clients’ cases to the courts.

And that should be a concern to 
carriers. Not least because older 
liability policies out there – without an opioid exclusion – 
will certainly have limits exposed that both plaintiffs and 
insureds will want access to. Even more recent policies 
that do include exclusions could be at risk. Until the 
wordings have been tested, the exclusions are anything 
but foolproof.

Data from earlier lawsuits is likely to beget further 
litigation as each case bolsters the volume of information 
in the public sphere. And that will be a concern to  
(re)insurers.

Plaintiff lawyers are likely to look for evidence of 
commercial general liability (CGL) policies, product 
liability (PL) cover as well as protection for directors and 
officers (D&O).

The CGL cover will be the first focus of insureds 
and will invoke a duty to defend. However, it may be 
a challenge for those policyholders to prove that the 
allegations against them represent an “occurrence” under 
the cover because claimants have argued that the damage 
was intentional.

Meanwhile, PL carriers typically cover damages due to 
bodily injury from products and those policies are almost 
certainly in play. Meanwhile, D&O insurers are already 
on risk after suits from shareholders against opioid 
manufacturers who stand accused of making false public 
statements.

And if the causes for action were not enough, there are 

a number of factors that threaten to make things much 
worse for insurers. Not least because, entire towers are 
exposed. For example, it seems highly likely that even 
the top layers of liability towers for the likes of CVS, 
Walmart and Costco are vulnerable. Insurance carriers 
on those towers will all be pulled in for their respective 
shares, meanwhile, reinsurers face a potential clash if 
they participate on multiple reinsurance treaties. There 
are, of course, max limits and loss ratio caps to limit the 
downside for reinsurers, but underwriting results will 
inevitably be impacted if and when all these claims come 
barreling down.

Those concerns will undoubtedly be compounded by 
the fact that reinsurance casualty treaties have been 
consolidated over the past decade, raising the probability 
that carriers will find themselves on the hook for any 
settlements that are negotiated between claimants and an 
insured that has cover under various insurance coverages 

buried within one of those treaties. 
Further, the ability to comfortably 

pay those claims has been hampered by 
the soft market environment, which has 
reduced the margin available to absorb 
the cost of damages from the opioid 
epidemic.

Meanwhile, opioid exclusions, 
which have been introduced to liability 
policies in recent years, remain 
untested and can include coverage 

givebacks if the damage is not a result of violating federal 
drugs laws and other regulations.

At the same time, the issue is front and foremost in the 
public consciousness with more than 50 bills currently 
before congress designed to address the growing crisis. 
And that is all the more reason for the industry to stand 
up and take note. We cannot forget the public backlash 
over tobacco and asbestos.

The exposure from opioids is far reaching, similar to 
that of cyber security and other emerging risks. That, 
in turn, has created a systemic risk that is driven by 
solid data and evidence of wrongdoing, which has been 
the subject of government enforcements for large and 
meaningful dollar sums. 

But there could be more to come. And it has the 
potential to affect the casualty liability space for decades 
because the crisis will take years to rein in.

Even when it abates, the fallout is likely to leave 
insurers to pick up the cost of damages ranging from 
birth defects, overdose deaths and broken families to lost 
jobs and the bill to get communities back on their feet.

There is more to come with this societal tragedy and it 
will likely get worse before it improves. 

The federal and local government is finally acting after 
feedback and pressure from its citizens and constituents. 
We, the insurance and reinsurance community that 
serves them, should get ready to react as well.

Opioids are killing  
more people each  

year than car crashes
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2017 was a record-breaking year for insured losses, due 
by and large to the North Atlantic hurricane season. 

Not since 2004 and 2005 had the U.S. witnessed so 
many landfalling hurricanes. Over a two-month period, 
starting from the second week of August, each of ten 
atmospheric circulations that started to form over the 
tropical Atlantic, from “Franklin” to “Ophelia,” turned 
into a hurricane. Never before has there been such an 
exemplary production line of hurricane generation.

Hurricane Harvey did not start breaking records until 
it was well past its prime. The circulation stalled for three 
days at the Texas coast close to the city of Houston. By 
stalling half onshore and half offshore, it could “refuel” 
and acquire moisture over the exceptionally warm 
western Gulf of Mexico. It then released this moisture 
out over greater Houston, where it proceeded to shatter 
the all-time records for three-day rainfall totals, both for 
Texas and for the whole U.S. Since 1950, the trend has 
been for hurricanes to move more slowly…so perhaps it 
is not unexpected that a storm should stall right at the 
coast? Hurricane intensity is strongly correlated with sea 
surface temperatures as well as the depth of the surface 
warm layer. To experience two Category 5 hurricanes, one 

of which broke records for wind speed and duration at 
peak intensity, requires some extraordinary sea surface 
warming beneath the path of these storms. The notorious 
1780 hurricane, which more or less levelled all buildings 
in Barbados, was clearly at the same top Category 5 
intensity of Hurricane Irma when it passed over Barbuda 
or BVI. Such incredibly intense hurricanes have happened 
in this region in the past and it is suspected that they may 
be more frequent in the future. The buildings and people 
of Florida were extraordinarily fortunate that Irma had 
the stuffing knocked out of it when it passed over Cuba 
before making landfall on the Florida Keys.

Hurricanes Irma and Maria devastated the 
infrastructure of these Caribbean islands. A year on, 
Puerto Rico is only now completing the final electricity 
reconnections. On the island of Dominica they still have 
months of work before everyone is reconnected. Is the 
call to ‘build back better’ going to be matched with real 
change in what gets constructed? 

And then there were the wildfires in California, 
breaking records for the numbers of houses destroyed, 
the total cost and the area burnt (until that record was 
broken once again in 2018). The Tubbs fire highlighted 
what RMS first modelled in 2004 – a wildfire dependent 
on vegetation fuel, blown out of control in the fierce 
winds, transformed into an urban conflagration in which 
the closely packed wooden buildings of northern Santa 
Rosa were the fuel. The fires reflected an intersection 
of a multi-year drought, millions of dead trees, thick 
vegetation after a previous wet winter, a record heatwave 
and an extended fire season: with an unmistakable 
signature of climate change. Each high catastrophe loss 
year is different, yet each are carefully considered in 
RMS product suite: the 2017 losses were almost all in the 
US, Mexico and Caribbean. The last high loss year 2011 
was almost all outside North America: in Japan, New 
Zealand and Thailand. The region with the highest growth 
in catastrophe insurance risk is Asia and RMS model 
releases in 2017 and 2018 highlight our commitment to 
modelling these new frontiers for the insurance market 
across the Philippines, South 
Korea and India. Finally, there 
are the catastrophe risks that 
have no geographic location: 
like the NotPetya contagious 
malware attack, the largest 
cyber insurance loss so far, for 
which RMS has released the 
first probabilistic cyber risk 
model.
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re Opinion

Why do you need a weatherman to 
know which way the wind blows?
RMS’ chief research officer Robert Muir-Wood 
reviews 2017, a year which will define the  
(re)insurance industry for years to come…
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GLOBAL EXPERTISE
LOCAL PRESENCE

We specialise in providing customised solutions 
to our clients across an array of geographies and 
products. Our network of offices gives us access 
to expertise around the world. Our relationships 
are far reaching.

360° THINKING  Find out more at aspen-re.com
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MUMMY, WHAT’S A 
STEERING WHEEL? 
Who’d have thought that driverless  
cars would become commonplace  
within the next decade? Thanks to our  
partnership with autonomy software  
specialist Oxbotica, we’re not just  
investigating the future of risk.  
We’re also asking the right questions 
and investing in the future of mobility. 

For more Forward Thinking,  
visit xlcatlin.com/wheel  

XL Catlin, the XL Catlin logo and Make Your World Go are trademarks of XL Group Ltd companies. XL Catlin is the global brand used by XL Group Ltd’s (re)insurance subsidiaries.
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