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Sanctions a thorn in Hannover’s side
The growing use and complexity of sanctions by the
US is becoming a thorn in the side for one of the
world’s largest reinsurers, Hannover Re.
Of course sanctions at times lead to some difficult
decisions, said Ulrich Wallin, chairman of the
executive board at Hannover Re.
Michael Pickel, member of the executive board –
property & casualty target markets (pictured), echoed
Wallin’s sentiments. “I think we have to check and
double check everything. The big threat to us that we
could get banned from the Office of Foreign Assets
Control’s (OFAC) list if we do not. So we have to
monitor carefully all the databases we get from our
clients. Unfortunately, it’s becoming more of an issue
because we get lots and lots of accounts and detailed
policy information and so far we’ve significantly
built up a team for sanctions screening. Honestly, I
think life was much easier before,” Pickel said
at Hannover Re’s press conference at the
Rendez-Vouz de Septembre in Monte Carlo.
“When I started in reinsurance there were
only two areas which were banned, it was
Cuba and Libya, and meanwhile now I think
the sanction screening process is all over the
world. We have never stepped
into the Iranian business,
even when the sanctions
were partially lifted. We
have never made any moves

into the Iranian business, which has been consistent
for the Hannover Re group,” Wallin said.
“Another problem with the Iran business is that of
course, you need a bank to transact the money flows
on the business, and we couldn’t find any European
bank that would be prepared to deal with that,” pointed
out Jürgen Gräber, member of the executive board –
property & casualty coordination and global reinsurance.
The market’s ears collectively perked up following
the “Iran deal” when the US began to partially loosen
sanctions placed on Iran following the passage of the
legislation under President Obama’s administration.
SCOR, in particular, was quick to jump into
the market when in October 2017, two years of
negotiations came to an end and local Iranian carrier
Bimeh Markazi concluded a catastrophe excess of
loss treaty reinsurance deal with the French reinsurer
leading the programme.
That deal came about following an easing of
sanctions relating to the regulation of Iran’s nuclear
programme. It was the first catastrophe protection
written by foreign reinsurers in Iran since 2010
prior to a re-tightening of sanctions under the
current administration.
Current country sanctions by the US include
Burma, Côte d’Ivoire, Cuba, Iran, North
Korea, and Syria, although there are many
more country-related and individual
sanctions listed by OFAC as well. l
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Great things
happen together

Increasingly natural disasters like flash and river floods are putting an uncertain global economy under
even more stress. At times like these, it’s more important than ever to work with a strong and experienced
partner who really knows the market and the challenges ahead. At Swiss Re, we work together with you,
leveraging tech, data and our extensive natural catastrophe expertise to help your business succeed and
make you and the world more resilient. From flood solutions for an underinsured market, to business
continuity parametric solutions, to a better understanding of customers through behavioural economics,
we can help you protect and grow your business. Because great things happen together.
We’re smarter together.
Come and join us on Avenue de Monte Carlo, 9–12 September.
swissre.com/montecarlo2018
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Flood insurance: new models have become a game changer
Fifty years ago, Swiss Re published the first issue of its
flagship report sigma. The publication has since become a
must-read source of information on natural catastrophe risk
for the insurance industry. The initial idea behind sigma was
borne in the wake of the 1965 Hurricane Betsy, which
caused extensive flooding across the state of Florida and
the US Gulf Coast. The resulting damage exceeded
USD 1 billion – at the time an unprecedented loss from a
single storm event. The insurance industry was caught off
guard. This motivated Swiss Re to address, in the company’s
own words, “the lack of useful statistical data” which made
it “either very difficult or altogether impossible to provide
insurance for the power of nature risks”.

The risk from flooding Keeps on rising
The insurance industry has come a long way since the
first sigma in 1968. But the threat from flooding remains
formidable. Floods continue to affect more people
worldwide than any other type of natural disaster. An
average half a billion people are impacted by river flooding,
storm surge or flash floods every year. With USD 50 billion
in annual global losses, the economic damage caused by
floods is staggering. These costs are set to rise even further,
as more people and businesses move to densely populated
urban areas. Some of the world’s major economic centres
face the greatest risk of flooding, particularly in the US,
China and India. In Europe, the metropolitan regions of
Amsterdam-Rotterdam, Paris, London, Milan and Hamburg
are among those most exposed to coastal or river flood risk.
What is worrying is that less than a third of global flood
losses are insured. In many countries, insurance rates are
substantially lower. In the United States, for example, just
1 in 10 households are insured against flood. It’s a similar
picture in Italy, where less than 10% of the population has
flood insurance. Such low insurance rates leave many local
communities faced with a serious protection gap. For those
without insurance, damage from flooding can have
catastrophic consequences. High premiums, an overreliance
on state relief and inadequate risk awareness may all be
reasons for the general reluctance to buy insurance.

Advances in flood modelling offer more options
for insurance
The good news, however, is that flood insurance is
becoming more widely available and affordable. While for
a long time flood risk was deemed uninsurable, recent
breakthroughs in flood modelling have become a game
changer. Satellites, digital elevation models and historical
flood data help us to better understand the risk. Flood
models have now reached a level of sophistication that gives
us the confidence to price flood risk adequately. Swiss Re’s
own global flood and storm surge model is part of our
CatNet® platform, so that all relevant information to assess
flood risk exposure is only a click away.

Flood resilience means a combination of
insurance and preventive measures
Insuring those currently uninsured is a key step towards
making communities more resilient to flood risk. It enables
property owners to rebuild their homes quickly as soon as
the waters recede and gives businesses the means to get
their trade up and running again following a disaster. But
true resilience requires a broader approach to flood risk
management that focuses on saving lives and preventing
damage in the first place. Such an approach seamlessly
combines risk assessment, prevention, response and
recovery in a cost effective way.
The Economics of Climate Adaptation (ECA) methodogy
was designed with this in mind. Developed by a research
consortium including Swiss Re, the approach gives practical
guidance on the type of flood protection measures that offer
the best return on investment. As many ECA studies show,
local planning and engineering measures help to mitigate
and prevent a significant part of the flood risk in most

locations. After implementing preventive measures and risk
controls, financial instruments such as insurance effectively
address the remaining risk. With our modelling capabilities
and ECA methods, Swiss Re has been helping clients design
a flood insurance programme that supports reconstruction
while being affordable for all.

The time to act is now, the way to do it is together
Much is already at stake. Climate change and sea level rise
could make things even worse. An estimated 650 million
people will be living below sea level or in areas affected by
regular flooding by the end of this century. If we do not take
action to prevent damage from the increasingly common and
heavy floods and storms we expect to see in the future, the
protection gap is likely to widen even further.
To tackle this challenge, the insurance industry should work
more closely together with governments, the financial
sector, local planners and civil protection experts. Because
only together can we address the specific needs of various

sections of the economy and society and deliver bespoke,
need-specific, and affordable insurance products. One such
collaboration is Flood Re, a consortium comprising the UK
government and several insurers and reinsurers. Flood Re
provides affordable cover for floods to over 170 000 UK
homeowners and is a good example of how the public and
private sectors can effectively join forces to close the flood
protection gap.
With floods affecting populations practically everywhere,
there are plenty of opportunities – and great demand – for
similar solutions in many more markets around the world.
Clearly, insurance cannot prevent floods. But it can help
residents and businesses recover from the havoc they
wreak. We have the knowledge, the data and the solutions
to offer flood protection to many more communities. What is
needed now is the collective will to do so. Together we can
make it happen.

NEWS

Toa Re ready to grow in Europe
Slow and steady is the name of
the game for Japanese reinsurer
Toa Re, following the launch of its
new European business with the
company considering opening a
fully-fledged Lloyd’s syndicate.
“We already have a Lloyd’s
SPA, but we haven’t decided
yet if we should have an entire
syndicate, which is something we
are investigating,” said Tomoatsu
Noguchi, president and chief
executive of Toa Re.
“It makes sense in terms of
business opportunity,” he said.
Toa Re is currently gearing up to
grow its business in Europe. Most
of its business is currently written
in Japan.
Toa Re Europe, which was
previously a captive of Toa Re from 2002 and was activated
to write third-party business this year, is the firm’s attempt at
building an underwriting arm in continental Europe, while
its potential syndicate plans, and its current special purpose
arrangement set up alongside Barbican Insurance Group are part
of its bid to break into the Lloyd’s and London markets.
Phillipe Regazzoni, chief executive of Toa Re Europe explained
Toa’s plans for its new European subsidiary.
“We’re looking to start with France, Belgium, Switzerland,
the UK on the long tail side, Israel, and a few central and

Eastern European countries,” he
told Reactions.
“We have a very small team,
a bit more boutique style, with
very high‑quality underwriting,”
he continued.
“We just received ratings from S&P
in July, and AM Best in August, so
we’re now in a position to transact,”
he said, highlighting the fledgeling
status of the operation.
Regazzoni also highlighted the fact
that Toa Re’s strategy was very much
based on the long-term market
conditions.
“I think a stable base and laying
a foundation for the next 10 to 15
years is just another type of strategy,
Tomoatsu Noguchi
amidst all of the M&A and volatility
going on in the market right now.”
“We launched the company not with the ambition to have
a very big growth initially in a very difficult market, but to
establish the foundation for growth in the next 10 to 15 years in
the European market.”
“There’s a bit of insecurity in the market, especially in the
strategy of the incumbent players, so we get a lot of interest from
quality underwriting staff, and we’ve had quite a bit of success
in recruiting. We’re eight people now, which is what we think is
an appropriate number for the first couple of years, very highquality good people,” he said. l

MS Amlin and Envelop
Risk in cyber partnership
A cyber risk underwriting partnership
has been announced by reinsurer MS
Amlin and Envelop Risk, the cyber
reinsurance analytics firm. MS Amlin is
to offer reinsurance capacity supported
by Envelop’s advanced data analytics and
augmented intelligence underwriting.
Envelop Risk will be responsible for
the sourcing, underwriting, product
development and marketing of cyber
reinsurance deals, led by Ari Chatterjee,
Envelop Risk’s chief underwriting
officer, while MS Amlin will assist with
risk management and advising on the
reported claims.
The portfolio will cover both
proportional and non-proportional

structures and target multiple
geographies. Underwriting capacity will
be available from October 1 with various
transactions already under consideration,
the companies said in a joint statement
issued at Monte Carlo.
Envelop Risk CEO, Jonathan Spry, said
in a statement: “We are delighted to be
partnering with MS Amlin, to address
the material and growing reinsurance
of cyber related risks, embracing the
complexity which has to date prevented
an efficient risk transfer market
developing. We believe MS Amlin’s global
capability and expertise to be an ideal
fit for our approach, underpinned by
Envelop’s proprietary AI analytics.” l

Managing Editor
Reactions: 3rd Floor, 41 Eastcheap,
Christopher Munro
London, EC3M 1DT, UK
+1 212 224 3473
Printing: Pure Design, France
christopher.munro@euromoneyplc.com
Annual subscription rates:
Editor
Corporate multi-user rates are
Andrew Putwain
available, please contact
+44 (0)20 7779 8789
gpandzic@euromoneyny.com
andrew.putwain@euromoneyplc.com
Single user: £1,092 / $1,837.50 /
Senior Reporter
€1,485
Heather Jimaa
Subscription hotline:
+44 (0)20 7779 8046
London: +44 (0)20 7779 8999
heather.jimaa@euromoneyplc.com
New York: +1 212 224 3570
US Reporter
Back issues:
Michael Heusner
+44 (0)20 7779 8999
+1 212 224 3479
Subscribers: £27.50;
michael.heusner@euromoneyny.com
Non-subscribers: £45.00
Contributing Editor
ISSN 0953-5640
Garry Booth
Customer services:
+44 (0)1986 874161
+44 (0)20 7779 8610
zigzagpublishing@btconnect.com
Reactions is a member of the Audit
Bureau of Circulations. Reactions (ISSN
No. 002-263) is an online information
Publisher
service supported by a print magazine
Goran Pandzic
published by Euromoney Institutional
+1 212 224 3711 or +1 917 340 6197
Investor PLC.
gpandzic@euromoneyny.com
©Euromoney Institutional Investor
PLC London 2018. Although
Business Development Manager
Euromoney Institutional Investor PLC
Bill Schauer
has made every effort to ensure the
+1 212 224 3485
accuracy of this publication, neither
bill.schauer@euromoneyny.com
it nor any contributor can accept any
Conference Producer & Coordinator legal responsibility whatsoever for
David McClure
consequences that may arise from
+1 212 224 3712
errors or omissions or any opinions or
david.mcclure@euromoneyny.com
advice given. This publication is not a
substitute for professional advice on a
Divisional Director
specific transaction.
Danny Williams
Design & Production
Siobhan Brownlow

RENDEZ-VOUS REPORTER: TUESDAY SEPTEMBER 11 2018www.reactionsnet.com | 3

NEWS

Argo continues tech integration
Argo Insurance is already utilising
artificial intelligence (AI) in its business
but, as chief executive Mark Watson
explained, it is still early days in the
company’s adoption of the technology.
Watson confirmed to Reactions that
Argo is using AI, but admitted there is
still some way to go before the business
starts utilising neural networks rather
than just algorithms. However, the Argo
head said he expects to increase the use of
such tools in the coming years.
“We will use [AI] more and more
to help us understand the unique risk
characteristics of our clients,” Watson said.
“It will enable us to help them manage
their risks more precisely and, more
importantly, in more real time. That will
evolve over the next few years though, not
decades. For us, we will take a different
approach to how we use technology than
some of our competitors. But I’ll talk
more about that when we’ve achieved
something rather than it being something
we aspire to.”
The use of AI could help transform the
industry, but such predictions have been
made before. Back in the dotcom and

fintech eras, the cost of utilising such
technology was prohibitive to all but
the largest players. Since then, the cost
of computing has reduced considerably
which means that such technologies are
now available to an increasing number of
companies.
“Today, investments in technology are
much more distributed,” Watson said.
“If you look back a decade ago after the
dotcom era but before the fintech era, you
had people investing in enterprise-wide
solutions. We were just barely big enough
to afford to do it, while the big guys were
throwing hundreds of millions of dollars
or more at it.”
Argo has been investing in the
technology side of its operations for
some time now, and has already benefited
from taking a forward-thinking look at
some parts of the industry. Its digitallyfocused Protector platform in Brazil has
been winning plaudits, while eager.to – a
liability insurance offering for freelancers
– has also enjoyed success.
As Watson explained, Argo is itself
making investments in tech startups, and
the company has now created a formal

Mark Watson

platform where it can undertake further
such deals.
“Over the last year, we’ve made
investments in half a dozen tech startups,”
said Watson.
“We haven’t advertised that, but we’ve
done it. My colleagues on the investment
committee on the board and I went so
far as to formalise how we go about
doing that, and we’ve set up a tech fund
which I’m personally involved in. The
investments we’ve made to date are in
companies which we think can help us
in every aspect of our operation, not just
service delivery to the policyholder.” l

Florence takes aim at East Coast
As the reinsurance industry gathers at
Monte Carlo, Hurricane Florence bears
down on the Carolinas in the US.
The storm, which is expected to make
landfall late this week as a category 3
storm, was the first category 4 storm to
form in the Atlantic this season, although
it has since weakened due to wind shears
and cooler waters.
Forecasters believe that Florence
could potentially strengthen back into
a category 4 storm, and some believe
that it might stall over land, similar to
hurricane Harvey last year which dumped
record amounts of rain after it slowed
following landfall.
“Florence is a category 3 hurricane on
the Saffir-Simpson Hurricane Wind Scale.
Further strengthening is anticipated, and
Florence is expected to be an extremely
dangerous major hurricane through
Thursday,” reads a communiqué from
4 | www.reactionsnet.com	

the National Hurricane Centre, part of
the National Oceanic and Atmospheric
Administration (NOAA).
If Florence comes ashore as a category 4
storm, it would be the strongest hurricane
of that strength to make landfall that
far north.
Evacuations have already begun in
coastal areas of North Carolina.
The storm skirted Bermuda, with lifethreatening swells reported. According to
the NOAA, damaging winds could impact
regions of the Carolinas and Virginia that
are further inland.
Ralph Northam, governor of Virginia,
has declared a state of emergency as
well and believes that Florence may
be the most “significant hurricane for
Virginia in decades”, as reported by local
news outlets.
According to AccuWeather, Should
Florence come ashore as a Category 4

hurricane and move swiftly inland,
damaging winds and power outages may
extend inland more than 100 miles.
The track that would put Florence
further east and back out into the
Atlantic, causing minimal damage
is now the least likely, according to
meteorologists.
Last year’s Hurricane Irma struck
Florida at roughly the same time of year.
After initial fears the storm would strike
Miami, it ultimately missed the Floridian
city, although Irma still caused billions of
dollars of damage which contributed to
the record levels of insured catastrophe
losses experienced by the industry
in 2017.
Hurricane Hugo, which impacted the
Carolinas in 1989, caused $4.2bn of
insured losses. According to RMS, that
same storm would cause $20bn in insured
losses today. l
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The pricing cycle is primed for re-start
Excess capital continues to be the
dominant driver of pricing in the
reinsurance market – but it won’t always
be so, according to JLT Re’s David Flandro.
An accumulation of factors, including
rising interest rates, the attenuation
of casualty reserves and also reinsurer
consolidation, could combine to disturb
the underwriting cycle.
In recent years, the level of excess capital
in the reinsurance sector has had more
bearing on pricing than any other factor,
Flandro said at JLT Re’s Monte Carlo
press call. Even after the heavy losses from
2017’s hurricanes Harvey, Irma and Maria,
capital markets responded so quickly
and smoothly that capacity levels often
reached higher levels in 2018
than at corresponding renewals
last year.
“The potential for trapped
capital was a headline issue
last year but actually the rapid
reload after the biggest cat year
ever surprised many and
sustained the pressure on
pricing,” Flandro said
An additional factor

contributing to lower than expected
rate increases in 2018 highlighted by
Flandro is claims development trends for
Hurricanes Harvey, Irma and Maria so
far. Losses for previous costly events have
usually ended up considerably higher
than original expectations. The lack of
comparable development for HIM within
250 days of landfall was striking, he said.
“It’s still not clear whether aggregate
losses from HIM will reach some of
the higher end ranges predicted by the
modelling companies after the events,”
Flandro said.
“However, it is worth pointing out that
last year’s losses are taking longer to
develop fully than has been the case in
the past. Irma and Maria look set
to have longer tails than usual for
hurricane events.”
But if conditions are likely
to remain relatively stable in
the short term, stability is not
guaranteed, Flandro warned. “The
reinsurance cycle is changing –
it’s not dead,” he said.
Pointing to a
combination of

stronger GDP growth, higher yields
and rising inflation Flandro, said that
a transitioning global economy could
have big implications for reinsurance
carriers’ growth and profitability – as well
as pricing.
A shifting yield curve on fixed income
securities could lead to asset values
coming under pressure, stressing balance
sheets and potentially creating short term
liquidity problems for some companies.
Rising inflation is also likely to
exacerbate pricing pressures on longtail
business: the benign inflationary
environment after the financial crisis
helped carriers release large amounts of
redundant reserves to compensate for low
investment income.
“Reserves are a lot less redundant today
and inflationary pressures are rising,
putting the reserving cycle under the
microscope,” Flandro said. “It could be at
an inflection point.”
JLT Re’s own analysis implies that re/
insurance carriers are continuing to
release reserves even as accident year
experience indicates that redundancies
are diminishing. l

Technology is not the devil’s spawn
The disagreements over insurtech and
what it can offer the insurance industry
are holding the whole process of
modernisation back and the market must
come together if it is to progress.
This was just one of the forthright
opinions put forward during a roundtable
hosted by Reactions in partnership with
IBM during the Monte Carlo RendezVous on Monday morning.
Major industry figures such as Michael
Millette, founder and managing partner of
Hudson Structured Capital Management;
Jean-Paul Conoscente, CEO of reinsurance
at SCOR; Ben Canagaretna, group chief
actuary, Barbican; Chris Hardcastle,
managing director, Capsicum Delegated
Authority; Eric Schuh, head of P&C,
Swiss Re; Michael Lyons, CEO of Weston
Insurance; Hugo Crawley, chairman and
UK CEO of TigerRisk; Luke Ledbetter;
EVP and CUO at State National; Jonathan

Prinn, group head of broking at Ed;
and Sandeep Patel, general manager
for insurance, IBM, all took part in the
discussion.
“There’s been a lot of bodies in the road
of companies that have experimented and
it’s not worked out,” said Lyons when it
came to the tricky question of what keeps
the group up at night as they worry about
the future of reinsurance.
The group were reticent about the latest
trends and technological revolutions that
the market was supposed to be benefiting
from, with Millette stating he has been
hearing about the same new gamechanging ideas and latest things since he
started in the industry in 1988.
“Technology doesn’t create new products,”
argued Conoscente. “The issue is always
will the consumer be willing to buy it?”
“I disagree completely,” Millette said,
hotly contesting the idea that consumers

were scared or not interested in new
technology. If the forms were simple
and the product was a proper solution
for a real issue that people faced, then it
would work.
“Technology is great and people want
it. We’ve been talking about this issue for
so long.”
He suggested it was easy to make
insurtech profitable and simple, and that
underserved and underinsured markets
and lines could be better served with the
proper use of technologies.
Consumers want to buy the same
product as everyone else, for a good price
and not to be swindled, Millette insisted.
As an industry, insurers should learn
to “hate” mini-policies, going so far as to
call the idea of having a separate home,
contents, flood or other insurance policy
instead of having it under one deal, as
“devil’s spawn”. l
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Hamilton targeting new growth opportunities
Hamilton Insurance Group is targeting
further growth across its operations with
the Bermuda-based business looking at
building out its book of US reinsurance
as well as dedicating more resource to the
specialty sector.
Until recently, Hamilton had three
separate parts to its business – a Bermudabased reinsurer; Lloyd’s Syndicate 3334
which is managed by chief executive
Dermot O’Donohoe; and the Attune
platform. Attune is a digitally-focused
managing general agent operating in
the US that targets the $150bn small to
medium-sized enterprise market.
Hamilton added a fourth aspect to its
operations with the arrival of Brenton
Slade from Horseshoe Group to lead a
new capital markets platform.
The recently unveiled Hamilton Capital
Partners will further build out Hamilton’s
existing capital management capabilities,
complementing Turing Re, the special

purpose vehicle established in June 2017
that provides collateralised capacity to
Hamilton Re’s global reinsurance portfolio.
But now Hamilton is looking to
further add to its scale and scope around
the world, the firm’s CEO Pina Albo
told Reactions.
“From a reinsurance perspective, we
are looking at the US and that would be
an organic expansion for us,” she said.
“There’s about $40bn of reinsurance
business that doesn’t leave the US, so that’s
an opportunity for expansion for us.”
Hamilton has what Albo described as “a
diversified book of reinsurance business”.
“We are not all property catastrophe, but
both short tail and long tail [and] that’s a
deliberate move on our part.”
As part of the move that saw founder
and former CEO Brian Duperreault leave
and join AIG, Hamilton Re now has
access to a portion of the US insurance
giant’s ceded reinsurance portfolio. That

relationship, Albo said, continues to grow
over time.
Aside from bulking up the amount
of US reinsurance it writes, Albo said
her business will also look to round
out its specialty insurance offering and
hinted that might be through the form
of an M&A deal either in Europe or the
US. Such a move would complement
Hamilton’s existing commitment in the
property direct and facultative and excess
casualty markets in the US.
Many of the opportunities Hamilton is
witnessing in the market emanate from
the availability of good quality teams and
individuals as a result of the current wave
of industry mergers and acquisitions.
“Consolidation has provided us with
opportunities and will continue to do so,”
explained Albo, adding: “Those kinds of
opportunities are certainly on our radar
– we will look for them and we have been
approached by them.” l

Pragmatic through thick and thin
Senior managers at Willis Re are
optimistic about the reinsurance sector’s
prospects in 2019, with the caveat that
pricing improvements must be sustained.
Willis Re said that 2017 and the first half
of 2018 had been good financially despite
the losses from the natural catastrophes
last year, but the company’s chief executive
said that there are some issues that
reinsurers need to look into and try to fix.
“It’s interesting,” said James Kent, Willis
Re’s chief executive (pictured).
“As an industry, with all the darkness,
the revenue is still going up. We’re
pretty positive going into H1 [2019],”
he stated, adding: “We’re seeing
pricing corrections on some lines
in reinsurance...Hopes for a
hard market after the natural
catastrophe losses of 2017
were not satisfied, but property
catastrophe pricing did rise
overall during the first half of
the year.”
He stated that
earnings recovery
is reflected in
8 | www.reactionsnet.com	

stable capital and abundant capacity in
the market. “Organic growth is growing
and there is increased demand,” Kent
added.
Despite the lack of hardening, Willis Re
remains bullish about the industry and
highlighted the recent trend of increasing
dividends as a case in point.
The comments from Kent come just days
after the broker published a report that
showed aggregate shareholders’ equity
across a group of the largest reinsurance
companies in the world fell during the first
half of 2018 as they returned capital to
investors through share buybacks and
dividends amounting to $11.1bn
during the period.
The report tracked 34 global
reinsurance companies and
revealed a 1.6% decrease in
shareholder’s equity from
$371bn at year-end 2017
to $365bn after the first six
months of 2018.
The decrease
occurred despite
a 75% rise in net

profit to $14.5bn owing to a lower level of
catastrophe losses. This rise in net income
also resulted in a 0.7 percentage point
reduction in combined ratio to 94.3%.
Aside from the desire to see pricing go
up, Kent and his Willis Re colleagues feel
that more could be done by the industry
to take advantage and expand in some
of the new and emerging risk classes.
Elsewhere, the broker said there was
a growing opportunity in the life and
health sector.
As James Vickers, chairman of Willis
Re International, explained, the life and
health sector is “under-brokered”, with
just 10% of such deals being placed
via an intermediary. That compares
with the property and casualty sector
where between 60% and 70% of such
transactions are brokered.
Another important area of growth is
the privatisation of government risk.
Government agencies are coming to the
commercial reinsurance market to search
for ways of getting protection to offset
some of their risk, and the industry is
stepping up in response. l
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Lloyd’s future lies in insurtech
Lloyd’s is not worried about the naysayers
in the industry who think it has taken its
eye off the ball in regards to profitability.
It knows it has the history, the reputation
and the branding to see it through any
short term problems, and carry on with a
profitable long-term strategy.
At least that’s according to Jon Hancock,
performance management director at
Lloyd’s, who understands the argument
that One Lime Street is not making
enough money, but also knows that it will
return to strength once again.
Hancock said Lloyd’s is asking itself
“what do we want to achieve?”
His own role means he has
responsibility for performance
management, capital setting and risk
management in the market, and these
three issues are key to Lloyd’s profitability
in the years to come.
Lloyd’s history, he adds, gives it
experience and perspective. “We have
strong branding [and] we have franchises
all around the world,” he told Reactions.
Hancock has issued a call to arms in the
market, urging them to consider their
loss making business lines and formulate
remediation plans to turn around those
that need to improve.
“This,” he says referring to the short team
pain of the cutbacks in writing lines, or
reorganisation of a syndicate to make it
profitable, “is making it safe and profitable”.
“Every syndicate has pros and cons,”
he says, “and yes, the market needs to
improve their profitability.”
He adds that some underwriting firms
have been dragging others down, but it
was by no means endemic, and that in
Lloyd’s 330-year history there have been
other soft markets or other lean times,
and he does not worry that the market is
in any sort of terminal decline.
Was this done fast enough?
“We shouldn’t lose sight of what
Lloyd’s has achieved on underwriting
performance,” he says. There had been
some in the market who had been
betting on a market correction, and the
fallout, and somewhat lack of a major
pricing response from the 2017 natural
catastrophes and Hurricanes Harvey,
Irma and Maria, led to disappointment.
Hancock remains upbeat however.
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Jon Hancock

While Lloyd’s had made little public
comment about the performance
management directorate’s bid to rid the
market of under performing business, the
moves have been regarded as a step in the
right direction.

Lloyd’s labs
Aside from leaning on those syndicates
regarded as under performing, Hancock
is passionate about the newly launched
Lloyd’s Labs. At the beginning of
September, Lloyd’s unveiled its Lloyd’s
Labs initiative, an insurtech start-up
incubator competition for a coveted place
inside Lime Street, to build the platforms
of the future for insurance.
Hancock is keen to see the project
succeed. The project received 218
applications from teams based in 36
countries. After being whittled down,
20 were brought into pitch and 10 have
been selected to take up residence in the
building.
Those final 10 will be announced in
due time, and Hancock says they are an
exciting selection. “Even if only one in 10
of them succeed, it’ll still be a great idea
and we’ll be pleased,” he adds.
This is not the only significant insurtech
announcement Lloyd’s has made in recent
times. Earlier this year it launched a new
digital distribution platform – Lloyd’s
Bridge – designed, it said, to quickly,
easily and efficiently connect insurance
businesses and entrepreneurs with Lloyd’s
underwriters.

The platform matches insurance
businesses with underwriters from the
Lloyd’s market, enabling these businesses
to underwrite certain policies on behalf of
One Lime Street as coverholders.
Lloyd’s is committed to continuing to
grow through the distribution channel,
with brokers having access to the
platform if they act as a coverholder or
are acting on behalf of a coverholder.
It is this world of digitisation and
modernisation that Hancock sees the
future in. Asked what he is most excited
about, he says it’s data: “The secrets of
data are only now just beginning to be
understood and harnessed – we, as the
insurance industry just need to get better
at using it.”
The insurance industry has a lot of
information, and viewing it as an open
source is fascinating, Hancock said.
“There are so many ideas to use it
in completely different ways,” he said.
Hancock is also keen to consider the
distribution side of the market, and how
Lloyd’s can improve in this regard.
Despite some of the difficulties
facing the market, Hancock believes
the future is bright. Lloyd’s embrace
of technology means it is prepared for
future developments and of the short
term problems it is facing are merely
speedbumps along the way.
“The world of insurance is more
dynamic than it ever has been,” he says,
“but it hasn’t been overnight. It’s been
something that’s evolved.” l
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IGI weighs its options in London and EU
Fast growing commercial insurer and
reinsurer International General Insurance
(IGI) is considering its options over
forming a European company to retain its
passporting rights in the region.
But, according to chief executive
officer Andreas Loucaides, IGI is also
considering a move into Lloyd’s to take
advantage of its licensing franchise.
On the Lloyd’s question, Loucaides
says he welcomes the moves taken by the
corporation’s franchise department to
improve underwriting standards.
“The heavy losses incurred by the
market in 2017 was a wake-up call for
the market: it gives syndicates and Lloyd’s
itself an opportunity to re-examine
themselves,” Loucaides told Reactions.
“Lloyd’s is reviewing its identity, how it
adopts technology and how it can reduce
its cost base.”
Loucaides said that costs and the soft
rating environment had been a deterrent
to IGI entering Lloyd’s in the past, but

Andreas Loucaides

added that its licensing franchise, strong
financial strength rating and distribution
network are big plus points.
“It’s a timing issue for IGI. We will wait
for the new CEO to bed in and for the
market to react to the review that’s taking
place in the context of premium rate
levels,” Loucaides said. “It’s a big decision
but we’re not ruling it out.”

Discussing the possible effects of Brexit,
Loucaides said that although the majority
of IGI’s business is sourced in the UK,
it views the EU as an important future
growth area. “We are exploring our
options to take account of a hard Brexit
and analysing the relative advantages
of different EU hubs,” Loucaides said.
“Dublin, Brussels and Luxembourg are on
the shortlist.”
IGI reported a net profit of $11m for
the first six months of 2018, compared
with $14.8m last year. Growth across all
IGI’s major lines of business produced a
20% rise in gross premiums written from
$138.12m in June 2017 to $165.87m.
The company posted a 7% rise in gross
underwriting profits of $23.75m, mainly
due to growth in gross earned premium
from last year, partially offset by an
increase in net claims incurred primarily
due to strengthening of IBNR.
IGI posted a combined ratio of 91.3%,
compared to 89.8% in June 2017. l

Peak Re ready for Hong Kong renaissance
Chris Kershaw, Peak Re’s Hong Kong
based managing director for global
markets has moved seamlessly from
discussing July 1 renewals with his Asia
Pacific clients to Monte Carlo and the
initial January 1 discussions with the
reinsurer’s European customers.
Peak Re formed a reinsurance
subsidiary in Zurich, as well as a company
in Labuan, Malaysia last year.
“We received our European subsidiary
licence at the end of 2016 and we
are committed to continue growing
our business in Europe,” Kershaw
told Reactions. “We are attractive to
European cedants because we provide
them with capital diversification and
support them with strong traditional
reinsurance values.”
Peak Re posted an increase in premium
income to $671.2m in the first half
of 2018, compared with $472.4m for
the same period last year. The result
was attributed to the strengthening
of Peak Re’s presence in Asia Pacific,
particularly in China and India, as well

as the development of the company’s
book internationally across Europe and
North America.
Nearer to home, Kershaw sees potential
for Hong Kong’s re/insurance market to
benefit from growth coming out of the
fast developing greater bay area, a vibrant
city cluster spanning the GuangdongHong Kong-Macau region.
In addition, Kershaw says the formation
of Hong Kong’s Independent Insurance
Authority (IA), which replaced the Office
of the Commissioner of Insurance (OCI),
a Government department, and the
establishment of equivalence
between onshore (mainland
China) and Hong Kong
registered reinsurers, stands
to further benefit Hong
Kong as a hub.
“Hong Kong is an exciting
place to be now, especially
with the extra stimulus
provided by
China’s belt
and road

initiative,” Kershaw says. “It’s re-emerging
as a significant financial centre.”
In April this year, Peak Reinsurance
Holdings, the direct shareholder of Peak
Re, completed the previously announced
transaction to sell a 13.1% stake in Peak
Re Holdings, via an issuance of new
shares, to a wholly-owned subsidiary
of US-headquartered Prudential
Financial, Inc.
In the run-up to the transaction, the
shares of Peak Re Holdings held by
International Finance Corporation,
a member of the World Bank Group,
were purchased by Fosun. Fosun
International Limited and PFI now
hold 86.9% and 13.1% of Peak Re via
Peak Re Holdings, respectively.
At the time, AM Best commented
that it expects that the new capital
injected by PFI through the
transaction will be used to support
business growth and maintain a
risk-adjusted capitalisation
supportive of Peak Re’s
current ratings. l
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Antares refocuses with new plan
Antares is refocusing its operations
and looking for opportunities where it
can work more closely with its parent
Qatar Re, including the joint purchase of
reinsurance.
Richard Anson, head of ceded
reinsurance at Antares, told Reactions the
business is looking to focus on its core
strengths whilst engaging with the rest of
the group to offer a more cohesive and
strategic plan.
“There’s a project ongoing at the
moment for Antares to work a lot more
closely with our sister company Qatar Re
and one strand of that is to look at the
reinsurance that we purchase and to see if
there are areas where we can work, plan
and buy together,” says Anson.
“We’ve done a bit of joint buying in the
past, but potentially over time this will
grow into a wider more group-focused
purchase.”
Antares firmly sees itself as part of the
family, but it respects the boundaries of
the other members within the Qatar Re
family. The larger group will be focusing
on its core accounts, and this approach
means that, as Anson explains, there
will still be cases where Antares is in
competition with its parent company,
although work is underway to try and
stop that from happening in the future.
“The process is more on the back office
than on the underwriting side,” explains
Alexander Craggs, head of reinsurance.
“It’s not an intention to cut headcount,”
he adds.

shift in our fundamental underwriting
philosophy post those events. None of
those losses caused us any pain needing
to reassess what we do.”
Because of this, their 2018 plans remain
unaltered and they do not foresee any big
changes. However, they were surprised by
the lack of reaction from the markets to
the event rating wise.
“The environment was not what I
expected,” says Craggs, “but despite the
fact that prices didn’t move as much as I’d
like them to have done, we renewed our
portfolio and we’re very happy with the
balance. Monte Carlo is definitely more of
a buying than selling conference for us.
“Going into 2019 the business plan is very
similar for this year, and maintain the same
underwriting philosophy; if something isn’t
broken, don’t change it,” he adds.
“From the outwards perspective,
the atmosphere in the market has
actually moved along quite a lot, from
January renewals to where we are now,”
says Anson.
Some hoped this could see the
beginning of the end of the soft market.
“There was still a lot of uncertainty
in January in the market, about where
HIM losses would end up. It took a while
after the events, especially for Hurricane
Maria, for companies to get their loss
estimates into the market. But the market
hasn’t quite shown, on the inwards book,
the increases that we were hoping for,

but I think we’ll get something back,
assuming nothing happens in this
hurricane season.”
Anson and Craggs voiced their surprise
at the level of capital that quickly came
into the market to replace any outgoing
investors after last year’s cat events.
“Whether that [new capital] came
from ILS funds raising new capital
from the capital markets, or whether it
was traditional reinsurers behind the
scenes, actually buying ILS, then selling
it through as traditional cover,” Anson
says, “there was still capacity there. And
it was quickly refilled. Another year of
losses might put some of that capacity
off reinsurers.”
He says another year of losses would
make some of the entities backing the
industry at the moment, look again.
Offsetting that, though, Anson adds, is
the ILS outfits say they have X amount
of capital and that’s lined up and waiting
for prices to increase and then it’ll come
straight in.
“Which would mean the price increases
won’t happen. It’s a chicken and eggs
scenario. Everyone wants to jump in if
prices shoot up post-loss, but because
that option is there the prices don’t
shoot up.”
“This business is always very easy when
losses don’t happen,” Anson says. “But
the reason we’re here is because there’s
volatility in the world.” l

A repeat of HIM
Like many of their market peers, Anson
and Craggs feel the current trading
environment would be significantly
different if the trio of Hurricanes Harvey,
Irma and Maria had been worse. They
believe that if another major storm series
hits during this year’s North Atlantic
Hurricane Season, the market could get
more interesting.
“The headline of the last 12 months
was obviously the windstorms and
the wildfires in North America,” said
Craggs.
“As a company we navigated
through that quite comfortably. Most
Richard Anson
importantly there hasn’t been any
14 | www.reactionsnet.com	
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In a league of their own
Aon’s newly-launched Capital Advisory unit was created to advise clients on both their asset and liability
strategies, specifically in order to help them optimise the use of capital across all operations. Its leader,
Eric Paire, who joined Aon at the beginning of 2018, explains why now is the time for a new and united
approach to capital optimisation.
What’s the thinking behind
the role of the Capital Advisory
unit?
It really came out of the Aon
United ethos, which emphasises
our group’s ability to work as a
unified team to provide advice and
solutions across many different
areas of clients’ businesses. For
Capital Advisory, that meant
pulling together a range of Aon
resources to help clients manage
their capital more proactively
and effectively. And by clients we
mean insurers, reinsurers, Lloyd’s
syndicates, and even captives
potentially.
Our overarching aim is to help
all our clients fine tune the level
and the composition of their
capital structure in relation to
the business they write, utilising
Aon capabilities in areas such
as structured and alternative
reinsurance, life reinsurance,
financial modelling, and rating
agency expertise for example.
But, importantly, we are also
utilising expertise from Aon’s
investment unit, so that we can
advise on the asset side, as well
as the liability side of clients’
businesses.
So Capital Advisory functions
both as a dedicated team, but also
as a networked group of internal
resources. You could say we’re
building a closely coordinated
ecosystem.

It’s not about providing access
to an array of products?
We deliberately called it ‘Capital
Advisory’ to emphasise that
analysis and advice is the first
step: it’s not a product push. We
want to identify the drivers of the
client’s capital needs, now and in
the future, depending on their
business plan. Then we examine
16 | www.reactionsnet.com	

the quantum of capital needed
and how it can be reduced or
reconfigured, perhaps by adjusting
their internal model or changing
their asset allocation. Equally, we
could have a discussion on the
available practical options to do
with conventional/customised
reinsurance, or the capital markets.
The underlying theme is that
if a client is constrained on their
margins, we can find a way to
optimise their capital. It’s actually
possible to make a sizeable impact
through this process of fine tuning.

Is it for everyone, big and small?
It’s certainly not an advisory
service that only major clients can
afford. Our aim is to deliver the
support to the clients that need
it – including the smaller and
mid-sized players – plus Lloyd’s
syndicates. Often, such entities
don’t have the resources to do the
work themselves. Also, where we
have an existing relationship, we
already have good insights into the
client’s business.
With the bigger, more
sophisticated clients, it follows
that our intervention is going to
be more customised and related to
specific needs.
The challenge for all insurers is
that they have to contend with
small margins on the underwriting
side and on the investment side,
while feeling the pressure on capital
levels from regulators and rating
agencies. It’s important for clients
to understand the link between
the investment and underwriting
strategies, and the potential that
exists for us to improve returns
on both sides. We work closely
with our client teams and
that allows us to deploy
our experts in a short
timeframe.

Alternative capital is making
big inroads into the industry:
how do you see its deployment
evolving?
Reinsurers have, and will continue
to make use of alternative capital to
ensure they can continue to service
their clients effectively, particularly
in terms of retrocession. But now,
such [third party] capital is finding
ways into primary insurance. The
challenge for us is to find the most
efficient way of connecting capital
with risk. There’s still a lot of work
to do in terms of bridging the gap
between the capital markets and
the very different world of primary
insurance. Our role is to ensure
that both sides benefit by making
the link work.

Are clients ready for the Aon
United approach?
Absolutely, and in many ways
the Aon United approach is
really pushing at an open door
because there is a growing
willingness among insurers
towards eliminating operating
siloes. They appreciate that we can
bring different forms of expertise
together for our clients in a
structured way. We have the size
and breadth of expertise that other
professional advisory firms simply
can’t match.
Speaking as a Frenchman, I
would say that France won the
football World Cup because
their manager chose strong team
players, instead of individual
superstars. We’re aiming to
take a similar approach with
Capital Advisory – whereby
the effectiveness of the
unit is a result of an
extensive network of
experts, each with
their own particular
strengths. l
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Lancashire promotes pair to replace Perrier
Lancashire Holdings Limited has
made a pair of senior appointments to
replace Sylvain Perrier. Perrier held the
positions of chief underwriting officer
(CUO) for Bermuda-based Lancashire
Insurance Company Limited (LICL) and
was also group chief actuary since March
2013 and March 2006 respectively.
The responsibilities of CUO for LICL
have been passed to James Irvine with
immediate effect. Perrier will remain
group chief actuary until January 1, 2019
when the position will transfer to Ben
Readdy. Once that transition takes place,
Perrier will continue to serve the business
in a strategic consultancy role.
Perrier has had a significant role
in building the group’s actuarial
function, Lancashire said in a statement.

Irvine first joined Lancashire Holdings
in April 2010 and is currently LICL’s
deputy chief underwriting officer in
Bermuda with responsibility for the
outfit’s property reinsurance portfolio. In
his new role as chief underwriting officer
for LICL, he will report into Lancashire’s
overall CUO Paul Gregory. Readdy joined
Lancashire in June 2010 and is currently
deputy group chief actuary.
“James has played a key role in the
development of LICL’s business and
underwriting strategy and will continue
to uphold our very high standards of
underwriting discipline, client service and
risk management,” said Gregory of the
appointment.
He added: “Ben has played an important
part in the development and management

of the group’s actuarial functions and I
know will continue to bring insight and
rigour to his new role.
“I would also like to thank Sylvain for
all his hard work and support in the roles
to date, and I look forward to continuing
to work with him as a consultant to the
group going forward.”
Earlier this summer, Lancashire said
goodbye to its long-standing head
of investor relations and marketing,
Jonathan Creagh-Coen. In what has
been something of a well-trodden
path, Creagh-Coen has now joined
Fidelis Insurance as head of strategic
relationships.
Fidelis was established by former
Lancashire alumni Richard Brindle and
Neil McConachie back in 2015. l

Data mining for the next asbestos
Data mining for potential mass litigation
topics may not be the most glamorous way
of going about casualty modelling but it
is going to identify the next asbestos, says
Bob Reville, CEO of Praedicat.
Since its inception in 2012 the Los
Angeles-based firm has been going about
this task methodically, looking at over
60 million files through its aggregators,
including scientific papers and many
other forms of information to see the
links between diseases and other issues,
and where the casualty markets could
be interested. Reville now thinks it
has possibly found the next new set of
chemical and manufacturing toxins that
occur in everyday household goods – just
like asbestos once did.
Plastic softeners – the chemicals that do
everything from making rubber duckies
squeezable, through to hardeners – the
additives that are in the special paper that
receipts are printed on – are both seen as
future cases, and possibly even, the next
asbestos. The most common member of
this class of phthalates is DEHP, which
are used as plasticisers.
These chemicals are what some of the
literature mined by Praedicat says could
be causing the so-called “diseases of
modern living”: autism, attention deficit

hyperactivity disorder (ADHD), obesity,
and even type one diabetes.
What this means is that these are the
potential law suits of the future and
insurance could be missing out on a
valuable market of premium. Praedicat
estimates that there is $86bn in future
expected losses.
Praedicat further estimates that there’s
$11bn per annum of new exposures
added every year to the market when
these types of cases, like DEHP, are
included.
So with obesity and autism, amongst
many others, possibly being something
there could be a market for, it means

casualty could grow. The biggest source of
losses in the sector to date is the $200bn
in litigation and $100bn insured loss that’s
come from the fallout of asbestos.
Reville says that if the line around these
future modern disease risks were covered
with adequate insurance it could result in
a casualty risk transfer of $86bn in legacy,
$15bn in annual latency cat market and a
whopping $90bn in annual coverage.
“We are talking about some of the biggest
problems of today’s society,” said Reville,
“and if insurance incorporates scientific
findings into its pricing it will then signal
to corporates what to do to make the
world a cleaner and safer place.” l
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Jebi to cost industry $2.3bn-$4.5bn
Typhoon Jebi will see
reinsurance companies’
fork out significant sums
due to the significant
damage wrought by the
storm earlier this month.
Japan’s latest typhoon
caused major damage
to buildings and
infrastructure and will
leave re/insurers with losses of between
$2.3bn and $4.5bn, according to estimates
by risk modeller AIR Worldwide.
The typhoon caused significant business
interruption to a variety of sectors
including manufacturing and tourism, in
addition to impacting the shipping and
transportation industries. Major damage
to buildings and infrastructure was also
brought about by the typhoon.
Japan’s Kansai international airport saw
significant disruptions after the typhoon
forced a tanker to crash into the airport’s
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access bridge, according
to local media.
The airport plays a
significant logistics role
in the region, and its
closure may disrupt
supply chains.
Jebi struck Japan
midday on September 4
on the island of Shikoku.
The category 3 hurricane was the strongest
typhoon to make landfall in Japan in
25 years, with 1-minute sustained wind
speeds of 180 km/h (112 mph).
It made a second landfall on the main
island of Honshu striking the major
urban centres of Kobe and Osaka with
winds that flipped vehicles, ripped
cladding off buildings, and downed trees
and power lines.
Jebi intensified to become a super
typhoon with wind gusts of over 190
mph, the equivalent of a Category 5

hurricane – four days before landfall.
As it headed north of the country the
typhoon faced wind shear and cooler
water, which caused it to lose some
strength but remained an intense storm as
it approached Japan.
The storm caused severe tides and
intense rainfall, with 3.9 inches of rain in
an hour at the tourist city of Kyoto, and
20 inches of rain in some areas.
In 2016 Typhoon Malakas hit Kyushu
Island in Japan, the site of the country’s
only operable nuclear power plant.
The storm made landfall with wind
speeds of 115 mph, the equivalent of a
category 3 hurricane.
More than 22 inches of rain were
reported in Japan’s Noboeoka and
Myazaki prefectures, while other areas
saw approximately 5 inches of rain an
hour. The 2016 storm caused flood
damage and power outages which affected
114,000 households. l
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CCR RE

Montador meets Reactions
Part two of a Q&A with Laurent Montador, Deputy Chief Executive at CCR Group.
A variety of reinsurance operating
models have emerged in recent
years, but CCR’s is arguably unique.
What advantages does CCR’s ‘split
personality’ structure provide?
The creation of CCR Re means the
company now has its own capital,
its own rating, its own technical and
market-facing staff for its international
reinsurance business.
CCR recognises the challenging market
conditions for its subsidiary but believes
in the returns it can create if it is well
organised and dedicated to its clients.
CCR Re has had a successful launch, and
the flow of new clients and proposals,
both direct and through brokers, makes
us believe we were right in creating it.
CCR remains dedicated to state-backed
risk transfer solutions and reinsurance
for natural catastrophes, terrorism and
other exceptional risks where it is felt
we should intervene as a risk taker. The
state provides a guarantee to CCR while
we are also used as an architect for risk
management solutions and prevention for
issues in the public interest.

CCR Re finished its first full year
of operation in 2017. How are the
targets for 2018 shaping up following
renewals at January 1 and April 1?
CCR Re received a significant flow of
new business at each of these respective
renewals, including July 1. Our riskfriendly attitude does not exclude strict
underwriting discipline and tight control,
and we have not hesitated to decline or
cancel business when we could not get
terms that meet our return targets.
For 2018, we expect gross premium
growth of around 10%, a significant
improvement in our combined ratio
and an increased net profit after
allocation to the equalisation reserve. In
addition, we will continue our prudent
reserving policy.

In which geographies and products
do you expect CCR Re to expand its
activities?
Our vision is that a medium-size
reinsurer can be relevant when it meets
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its clients’ expectations with a clear
differentiation. Our size gives each team
a clear transversal view from the liability
side of the business to the asset side
across our global risk framework with its
regulations and constraints. Our agility
and responsiveness are of real value to
clients, and our proximity to them is
essential. We have a selective approach
through partnerships and long-term
commitment, direct or via brokers, and
we focus on the bottom line.
We have developed expertise in
specialty lines like credit and terrorism
and political violence, and we can grow
in volatile lines of business where our
book was too small and geographically
concentrated, for example in property
catastrophe and agricultures sectors. We
are also increasing the amount of life
business in our overall book.
Geographically, we have a good
presence in France and Europe, as
well as Canada and the Middle East,
North Africa and Asia. We have room
to continue to grow profitably in the
coming years.

CCR plays an important role in
providing natural catastrophe
reinsurance to French cedants, and
has the backing of the French state.
In the face of climate change, should
other states adopt a similar model?
We have just published a study about
climate change and its effect on French
natural catastrophe activity in 2050.
Annual drought losses would increase
by 23%, 38% in flood, 82% in sea surge
and sea level risks. All perils would
increase by more than 35%. Taking
into account further increases
due to higher concentration in
risk areas, the country’s loss
ratio should increase by 50%.
We believe we could limit
the risk through improved
mitigation, prevention and crisis
management.
We do not believe in the
“one model fits for all”
formula, but the French
nat cat regime has proven

its robustness and efficiency in the last 30
years. It adapts to fulfil the requirement:
to get an affordable and sustainable
system that makes people, businesses
and communities in France well insured
against multi-perils. For this protection,
French people pay less than €30 per year.
This is clearly a Public Private Partnership
that is widely supported by the insurance
industry, even if the last two years have
been costly.
There are other forms of PPPs, of
course, and other type of organisations of
nat cat risk management from different
governments as well. I cannot imagine a
government not being concerned about
natural catastrophes, and we see a lot of
countries visit to better understand our
regime and the way it has evolved.

What are the biggest challenges
facing primary insurers in CCR
Re’s target markets? How do these
pressures inform their reinsurance
buying strategies?
Our world is changing fast, and concepts
such as fintech, insurtech, blockchain and
AI are a reality. We can expect dramatic
changes in life and health insurance,
as well as in property and casualty and
motor in the coming years as GAFAM/
BATX could enter the industry on top of
all the ILS capital.
We all need to prepare for that, with
a common goal to increase insurance
penetration rate and better serve an
evolving population. We discuss with our
partners their focus, clients, products,
lines of business, distribution channels,
mergers and acquisitions, partnerships,
managing general agents,
investments, etc.
To achieve their targets, they
may use third party capital or
reinsurance. Our assessment
of the quality of their vision
is an important aspect of our
own willingness to accompany
them on this path with a
reasonable expectation
of return for
the service
provided. l
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JLT Re adds to capital solutions team
JLT Re has added further to its
capabilities in the capital solutions sector
with the addition of Martin Blackwell
as a partner. The reinsurance broker has
named Blackwell as partner of capital
solutions, a position he will formally take
up in October.
Blackwell brings over 40 years of
market expertise and experience across
the market. Most recently, he was a
senior consultant at Aon Benfield, and
before that he was the head of client
management at Capita.
“We are delighted Martin is joining
our growing team with capability in
structured reinsurance and Lloyd’s/
MGA Capital. His expertise and market
reputation will bring invaluable insight
to our clients,” said Bradley Maltese,
deputy CEO, UK & Europe, JLT Re, of the
appointment.

Keith Harrison, CEO, UK & Europe,
JLT Re, added: “JLT Re have strength
and depth in advisory and broking
capabilities around capital and balance
sheet management. I look forward to
welcoming Martin to JLT Re.”
Earlier this month, JLT Re brought
Vijay Mavani into the business, also as a
partner within its capital solutions unit.
Like Blackwell, he will join JLT Re once
he completes his contractual obligations
with Aon Benfield. In Mavani’s case,
that is expected to be in early 2019, the
reinsurance broker said.
Mavani brings almost 40 years of
industry experience to JLT Re. His career
began with NWRe before he moved to
Aon Benfield where he has spent the
last 17 years, most recently as corporate
solutions director.
The arrival of Blackwell and Mavani

at JLT Re follows on from the recent
addition of Henry Sanderson to its
London global markets division.
Sanderson will be focusing on digital
risks and innovation – cyber and related
products.
“With our recent hiring of Erica Davis
in New York and our partnerships with
Cybercube and Corax Henry joins us at
an exciting time in the development of
our cyber offering,” said Mike Reynolds,
global CEO, JLT Re.
Sanderson joins JLT Re from Safeonline
cyber insurance brokers, and prior to that
he held underwriting positions at CFC
and XL.
Maltese added: “His specialist knowledge
will significantly broaden our capability to
offer innovative solutions for our clients’
evolving needs in this exciting and rapidly
growing area of our business.” l

Blockchain will bring contract certainty
B3i’s CEO Paul Meeusen doesn’t think
that the market needs overhauling, but
it does need to properly take on the
opportunities that blockchain offers
instead of paying it lip service. “A good
way of paraphrasing what we want to
do is to bring contract certainty to the
market,” says Meeusen.
B3i, which was incorporated into a
fully-fledged company earlier this year,
has announced that it will develop its
products and technologies on the corda
platform, ditching the open source
Hyperledger Fabric it had been utilising
previously. Meeusen, who was with Swiss
Re for 12 years prior to joining B3i, says
there are many other initiatives they’re
also keen to work on.
“We’d like to partner with these
initiatives instead of trying to reinvent
the wheel all the time,” he says, and lists
opportunities in markets like China
where a host of insurtech startups are
offering exciting opportunities.
The consortium is also looking to
develop its first P&C smart contracts.
B3i is moving into commercial insurance
in 2019 and has hired Antonio di Marzo
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Paul Meeusen

from Generali to lead its efforts in the
sector. Meeusen said the opportunities
here were amazing as the scale of this
sector is “huge”.
Marzo joined from Generali’s

multinational programmes and network
management business to “lead the
commercial insurance project and build
the team”, Meeusen said.
One of the ways they see blockchain
come to fruition as a respected part of
normal practice is the “breakthrough”
for these smart contracts to be
legally binding.
Meeusen believes that blockchain’s
development into a way of structuring
a shared database, is already proven as
fundamentally necessary and positive.
He cites the recent deal between Maersk,
Willis Towers Watson, MS Amlin and XL
Catlin to work on Guardtime blockchain
for shipping as a prime example of what
can be done right in this arena. A fairly
simple blockchain formula now involves
some of the biggest names in the business
and the world’s largest shipping lines.
B3i is aiming to create a network of re/
insurers and brokers that can transact
on the blockchain, cutting costs and
errors. Meeusen believes this is the most
exciting time “in 20 years he’s been in the
industry” and could help fundamentally
transform the risk business. l
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LONG ON PROMISES,
SHORT ON DELIVERY.
UNTIL NOW.
Bringing industry-changing efficiency to the insurance
and reinsurance business network is no longer just an idea.
It’s a reality.
Using Blockchain and Smart Contracts, our solutions
instantly synchronise data and automate operational
processes with your trading partners, saving up to 30% of
frictional costs. From global risk placement and facilities
to claims, accounting and settlement, to multi-national
programmes, our applications generate a trusted, single
source of the truth that all parties can access.
The promise of innovation, delivered.

chainthat.com
Strategic partner of Xceedance

We invite your firm to join Reactions in celebrating
the anniversary in 2019. For more information please
contact Goran Pandzic on gpandzic@euromoneyny.com
or Bill Schauer on bill.schauer@euromoneyny.com
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eactions has created an editorial board to
help inform and direct our editorial policy.
The board consists of some of the most
senior figures from the global re/insurance market
who will provide us with insight and guidance on
the biggest topics impacting the industry.
These individuals work for insurance and
reinsurance underwriters, third party capital
managers, brokers, industry bodies and a variety
of service providers. It consists of members based
around the globe in re/insurance industry centres
such as London, New York and Bermuda.
Reactions’ editorial team regularly speaks
with many of the leading figures in the global
re/insurance industry to hear their thoughts on
the major issues and topics affecting the market.
These conversations form the basis of many of the
interviews and features we publish online and in
print, but they also help to inform us of issues and
themes that may be of interest to future articles.
But we wanted to formalise that entire process
through the creation of the Reactions Editorial
Board. The board will provide a valuable industry

insider’s insight with what the true talking points
within the industry are.
The Editorial Board would also help to direct the
tone and publishing policy of the magazine. The
board’s members will provide a sounding board
when new ideas for the publication are put forward.
Furthermore, the executives that sit on the
Reactions’ Editorial Board will provide feedback
on the articles and wider coverage we generate
so that we can gain better insights into what it is
our readers want. These discussions will also help
influence what we offer our subscribers in the
future.
We are pleased to present the current makeup of our Editorial Board. This group of senior
industry executives from around the world includes
the leading figures from some of the biggest
re/insurance businesses in existence.
The group is not complete however, and we are
striving to make sure that our Editorial Board
better reflects the diverse nature of the vibrant
industry that Reactions reports on. As such, you
will see this group evolve in the coming months.

Dominic Addesso,
President and Chief
Executive; Everest Re

Grahame Chilton,
Chairman; Capsicum Re
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Pina Albo, Chief
Executive; Hamilton
Insurance Group

Dominic Christian,
Executive Chairman;
Aon Benfield
International and Chief
Executive; Aon UK
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Michael Consedine,
Chief Executive;
National Association
of Insurance
Commissioners

Eduardo Fábrega, Chief
Executive; ASSA

Franz-Josef Hahn, Chief
Executive; Peak Re

Andrew Horton, Chief
Executive; Beazley

Corneille Karekezi,
Group Managing
Director and Chief
Executive, Africa Re

Steven Levy,
President and CEO –
Reinsurance; Munich
Re America

Howard Mills, Global
Insurance Regulatory
Leader; Deloitte

Mike Morrissey,
President and Chief
Executive; International
Insurance Society

Frank Nutter, President;
Reinsurance Association
of America

Maamoun Rajeh,
Chairman and Chief
Executive; Arch Re

Benedict Reid, Associate
Partner; EY

Stephan Ruoff, Chief
Executive and Head
of Europe; Tokio
Millennium Re

David Sampson,
President and Chief
Executive; Property
Casualty Insurers
Association of America

Brandon Sweitzer,
Dean; St John’s School
of Risk Management,
Insurance and
Actuarial Science

Mark Watson, President
and Chief Executive,
Argo Group

Karen White, Chief
Executive, RMS
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North America
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September 27, 2018
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Your

NatCat challenges

Our

flood modelling
expertise

Great things
happen together

Increasingly natural disasters like flash and river floods are putting an uncertain global economy under
even more stress. At times like these, it’s more important than ever to work with a strong and experienced
partner who really knows the market and the challenges ahead. At Swiss Re, we work together with you,
leveraging tech, data and our extensive natural catastrophe expertise to help your business succeed and
make you and the world more resilient. From flood solutions for an underinsured market, to business
continuity parametric solutions, to a better understanding of customers through behavioural economics,
we can help you protect and grow your business. Because great things happen together.
We’re smarter together.
Come and join us on Avenue de Monte Carlo, 9–12 September.
swissre.com/montecarlo2018

Follow us on

The

POWER

of

PARTNERSHIP
When you seek new paths to success, you need
a partner that has a firm grasp of your business.
Aon builds and maintains the close relationships
required to propel your firm forward and gain
a foothold in profitable environments.
Find out more at aon.com

Risk. Reinsurance. Human Resources.

