
Ageas Re targets €1bn GWP in long term but will have “modest impact” at 1.1

Ageas Re, the newly launched third-party reinsurance operation 
of Belgian insurance group Ageas, has long-term ambitions 

to write gross premiums of €1bn ($1.02bn) but expects to have a 
“modest” and “limited” impact at the upcoming 1 January renewals.

Speaking to The Insurer on the sidelines of the annual 
Rendez-Vous in Monte Carlo, Joachim Racz, group director of 
non-life reinsurance and operations at Ageas Group and Ageas 
Re, said he wished to “manage expectations”, noting that 
Ageas Re would be starting “humble and small”.

“We’re not going to have a massive impact on the 2023 
renewals, let’s be clear,” Racz explained.

“What we’re doing here is managing the expectations of our 
brokers and clients to avoid a situation common with new 
market entrants where [risk] appetites are over-promised and 
under-delivered.”

The executive said Ageas Re’s short-term aim is to establish 
a “robust” reinsurance operation that serves predominantly 
local and regional European clients with a personal lines 

Tightening QS reinsurance market 
drives increased surplus notes activity
The growing cost and shrinking availability of whole account 

and net quota share capacity for some insurers is leading to 
heightened demand for alternative capital solutions including 
surplus notes, The Insurer can reveal.

Sources said the capacity issue is most noticeable where 
there is cat exposure as reinsurers continue to retrench, but is 
also being seen in more casualty-focused situations.

The growing demand to issue surplus notes is thought to 
be attracting interest from a number of specialist investors 
including funds such as Twelve Capital, the credit arms of 
private equity houses like Bain Capital and in some cases  
large insurers including those in the life space seeking 
diversifying risk.

Boutique investment banking and advisory firms such as 

Stonybrook are understood to be active in the space to bring 
the solutions to insurer clients, as are the corporate finance 
arms of intermediaries such as Acrisure Re.

Multiple market sources have highlighted a retrenchment 
by a number of reinsurers from proportional business that is 
having a significant impact on cedants, especially those with 
meaningful cat exposure that rely on quota share support as 
part of their capital stack.

Public statements on quota share appetite have not been 
widespread, but Munich Re on its second quarter earnings call 
revealed that it reduced its proportional property writings at 
mid-year renewals.

The reinsurance giant’s CEO Joachim Wenning said that 
after factoring in conservative inflation Continued on page 16

You care about

So do we.
The Feeling’s Mutualagility.

Discover more at www.libertymutualre.com

LMRe22_Theinsurer_FrontcoverStripAd-Print_215.9x30mm.indd   1LMRe22_Theinsurer_FrontcoverStripAd-Print_215.9x30mm.indd   1 01/08/2022   10:2901/08/2022   10:29

theinsurer.com
#ReinsuranceMonth

• MS Reinsurance
• Top 10 Ri brokers
• Legacy reinsurance
• Hybrid capital boost
• Bermuda OECDMONTE CARLO RENDEZ-VOUS

(Re)insurance | Insight | Intelligence

Daily edition two
12 September 2022

Monday

profile, with the unit targeting a “gradual expansion” by both 
line of business and geography.

He said Ageas Re’s risk appetite for property cat would be 
limited at circa 20 percent of written premium at launch. The 
business will take up to €40mn of risk Continued on page 10
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$2.2bn MS Amlin AG 
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Everest Re names Nationwide’s 
Rudow cyber re global head
Everest Re has hired Catherine 
Rudow to take on the newly 
created role of global head of cyber 
reinsurance as the Bermudian looks 
to position itself to respond to the 
increased demand for solutions in 
the class.

Rudow will report to Jill Beggs, 
head of North America reinsurance.
 
Aurenity in $10mn excess 
casualty launch with Fortegra
Aurenity has officially launched 
its excess casualty program in the 
US with A- capacity from Fortegra 
Specialty Insurance Company backed 
by a panel of reinsurers that will 
allow the tech-enabled E&S MGA 
start-up to write a line size of up to 
$10mn.

The capacity will be deployed 
on a mix of mid-market products, 
premises, hospitality and 
construction risk.
 
Supply chain to drive $33bn 
premium boom
Supply chain restructuring activities 
in the wake of Covid-19 and the 
Russia-Ukraine conflict are set to 
generate an additional $33bn in 
commercial P&C insurance premiums 
in the next four years, according to a 
new study by Swiss Re Institute.

Swiss Re said restructuring is 
essential as the Covid-19 pandemic 
and conflict in Ukraine exacerbated 
de-globalisation, causing concerns 
over supply chain resilience, energy 
and food security.

 
HSCM Bermuda reshuffles
Hudson Structured Capital 
Management has promoted Rachel 
Bardon to deputy chief investment 
officer for HSCM Bermuda, with 
Gokul Sudarsana named as her 
successor in the newly vacant chief 
actuary role.

NEWShorts

MS Amlin AG has rebranded to MS 
Reinsurance as it looks to cement its 

identity as a pure-play reinsurer. 
The rebrand of the reinsurance arm of 

MS Amlin will see the business continue 
to operate alongside the MS&AD-owned 
carrier’s two other legal entities: Lloyd’s 
(re)insurer MS Amlin Underwriting 
Limited and MS Amlin Insurance SE.

Zurich-domiciled MS Reinsurance 
– which in 2021 wrote $2.2bn in GWP 
– will continue to use the MS Amlin 
AG balance sheet as the risk-carrying 
entity, as will its Bermuda branch.

Unveiling the company’s new name 
at the Rendez-Vous in Monte Carlo 
yesterday, CEO Robert Wiest said that 
coming under the MS Reinsurance 
banner was just one step in the wider 
transformation programme the carrier 
is in the midst of undertaking.

Wiest said the rebrand marked a key 
milestone in its journey and would 
better communicate its offering to the 
market as a pure-play reinsurer. 

“The need for rebranding is just one 
signal of our transformation,” Wiest 
said.

“It’s an important signal internally, to 
our own employees, but also a signal 
to our clients – to all of you,” Wiest 
told the guests present at the event in 
Monte Carlo.

The former Swiss Re reinsurance 
COO – who joined the MS&AD 
reinsurance arm in January – said the 
transformation programme did not 
involve dramatically changing its risk 
appetite or an overhaul of personnel.

“So you might come to the conclusion 
that it’s just a name and everything else 

remains the same,” he said.
“I can assure you that is very, very 

wrong,” Wiest continued.
“At this point in time, under the hood, 

we are changing the entire company 
upside down.”

Wiest said that as MS Reinsurance 
the carrier was positioning itself as 
“a trusted long-term partner to our 
clients” as well as creating a new 
banner under which it could attract new 
talent.

In an interview with The Insurer TV 
on the sidelines of the Rendez-Vous, 
Wiest further expanded on the rationale 
behind the rebrand and how its new 
name would allow the firm to better 
position itself to clients.

“The name tells the clients and the 
market who we are and what we are 
doing – we are a pure-breed reinsurer,” 
he said.

“So, there’s no confusion when you 
look at the name,” Wiest added.

He said that the presence of parent 
company Mitsui Sumitomo – which 
acquired Amlin in 2016 – in its name 
demonstrated the strength of capital 
behind the firm. 

MS Reinsurance’s Bermuda office 
writes as a branch office of the Zurich 
reinsurer on MS Amlin AG paper. It also 
has underwriting offices in Miami and 
New York.

See page 12 for more on Wiest’s 
priorities since joining the firm, 
MS&AD’s recent $400mn+ acquisition 
of Transverse and what it means for MS 
Reinsurance, as well as his thoughts on 
the upcoming 1.1 renewals.
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With property cat reinsurance purportedly teetering 
on the brink of a true hard market much has been 

said about the drivers of conditions in a year that is yet to 
actually see a major industry loss event.

Different territories and perils may have their own 
unique set of circumstances of course. From Florida’s 
perfect storm of tort, fraud, political risk and inflation, 
to California’s new world of wildfires and Europe and 
Australia’s flooding surprises, there have been many 
factors impacting renewal dynamics at the regional level 
but 2022 has yet to see a $10bn+ reinsurance loss.

But if there is one unifying factor influencing the 
behaviour of reinsurers more than any other it is an 
acknowledgment that climate change and its impact on 
frequency and severity of loss for primary and secondary 
perils is not fully understood.

For an industry that for much of the three decades 
since Hurricane Andrew has talked up the sophistication 
around the underwriting of cat risk, addressing this 
deficit in understanding about the growing threat 
presented by climate change is now of paramount 
importance if reinsurers and the investors that back 
them and ILS funds are to walk towards that risk rather 
than away from it and provide the solutions 
that clients and broader society needs.

Perhaps it was of little surprise that it 
was Kevin O’Donnell of RenaissanceRe – a 
long-time pioneer in the cat space – who 
was prepared to call out the elephant in 
the room as he discussed with analysts 
dynamics of a mid-year renewal that 
was the toughest in years as reinsurers 
retrenched from Southeast risk.

For O’Donnell, one of the major factors 
behind the market’s perception of property 
cat risk is the “poor historic performance” 
of cat models.

“In no small part, this is due to an overreliance on 
vendor models that inadequately capture the growing 
influence of climate change. Our scientists and engineers 
at RenRe Risk Sciences believe that the commercially 
available models do not properly reflect climate change 
as an evolving phenomenon,” the executive said.

He suggested that while for some perils vendors have 
adjusted their views to reflect recent experience, they 
have failed to fully capture the physics of climate change.

As a result, model output is likely to underestimate the 
risk insurers and reinsurers are managing.

“This could cause companies to expose more capital 
than intended, and the returns for managing cat risk will 
be lower than expected.

“Consequently, investors may question whether the 
entire insurance industry truly understands the potential 
impact of climate risk, whether it is being correctly 
incorporated in the industry’s evaluation of risk and 
most critically, whether it is appropriately reflected in 
rates,” he continued.

The assessment comes after a sequence of events 
where there has been a clear model miss – not just 
for lesser-modelled or unmodelled secondary perils 
like Midwest derechos or Texan winter freezes, but for 
primary perils about which the industry has tons of 
historical data and experience.

For instance, last year’s Hurricane Ida proved a 
surprise not just for its flooding impact in the Northeast 
but also the way it went through the top of cat towers 
purchased by a number of Louisiana insurers based on 
modelled output to conservative return periods required 
by rating agencies.

There are of course other factors at play, including 
the impact of surging inflation that 
underwriters will hope is not a long-term 
phenomenon.

But the imperative to develop a view of 
risk that is able to properly reflect evolving 
climate change science is key to winning 
back the confidence of capacity providers 
and investors.

Of course, some of O’Donnell’s comments 
were self-serving. The Bermudian has 
invested heavily in RenRe Risk Sciences 
and its proprietary underwriting system 
REMS and believes its models are better 

predictors of how climate change is impacting loss costs, 
allowing it to price properly for the risks it assumes.

The reinsurer has over the last year been able to 
attract third-party capital to its joint ventures and 
managed vehicles in a climate of broader retrenchment.

Others are active too. Aon for example has been 
working with universities to redefine its convective storm 
model and there are other reinsurers and brokers that 
invest heavily in working with science to develop a better 
view of climate risk.

A dynamic and evolving approach is necessary across 
the sector as it grapples with arguably the biggest 
challenge it has faced within a core product line so it can 
continue providing the risk transfer product that is its 
raison d’être.

This is due to an overreliance 
on vendor models that 

inadequately capture the 
growing influence of climate 

change
Kevin O’Donnell, RenRe

David Bull
North 
American 
editor
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The model challenge
The cat is now out of the bag



Gallagher Re is combining its existing 
capabilities into a dedicated global 

programs practice with plans to invest 
further in talent and technology to provide 
a one-stop shop for the MGA space, with 
an initial focus on the fast-growing North 
American market, The Insurer can reveal.

The new division will be led by Andrew 
Moss as global head of the programs 
practice and will bring together a range 
of resources from the legacy Gallagher 
Re and Willis Re operations, which both 
had a meaningful presence in the space 
before the merger that closed late last 
year.

The global practice will incorporate 
Gallagher Re’s international division 
as well as its UK and North America 
divisions and will initially have 45 
brokers dedicated full time to the 
programs space, with the overall team 
120 strong. Each region will have a 
dedicated head of programs.

The firm aims to double headcount in 
the practice to also drive a doubling in 
commission revenues over the next five 
years.

The new initiative was detailed in an 
internal memo by Gallagher Re’s global 
CEO James Kent last month, along with 
a four-man committee tasked with 
establishing the combined business 
brand, driving strategic direction and 
being accountable for that process.

London-based Moss is joined on the 
committee by Matt FitzGerald, UK chair 
of products and programs at Gallagher 

Re, along with US-based former Willis Re 
executives Allen Cashin and Simon David.

Cashin is executive vice president of 
alternative distribution at Gallagher 
Re, while David is vice chairman of the 
reinsurance broker’s North American 
operations.

In an interview with this publication, 
Moss said: “What we’re trying to do here 
is create a one-stop shop for all forms of 
capacity and capital around the MGA.”

He highlighted the significant 
delegated authority business that parent 
Gallagher has built, as well as Gallagher 
Re’s portfolio of MGA, hybrid and 
delegated authority clients, while Willis 
Re had a significant book of program 
business in the US under Cashin and his 
team.

Moss said the combined practice has 
teams that can cover the full spectrum 
of MGA needs from capital raising to 
tribunalisation, as well as full access to 
the global reinsurance market through 
the fast-growing fronted programs space.

It also has access to captive 
capabilities in the wider Gallagher 
group through the former Horseshoe 
Re business that recently rebranded as 
Artex to help MGAs when they are looking 
to retain risk.

 
$70bn+ US MGA market
FitzGerald highlighted the significant 
opportunity to deliver capital and 
capacity in all of its forms along with a 
range of other services to MGA clients 

with a more “joined-up” approach to the 
booming programs sector.

As previously reported, Conning 
estimates the US MGA market to have 
written $70bn in direct premiums last 
year.

That total is likely to have grown by 
a healthy rate this year of at least the 
mid-teens and is predicted by multiple 
sources to soon be closing in on the 
$100bn mark.

“The programs sector, particularly the 
US, is a huge, growing space, and we see 
a huge opportunity there.

“We see an opportunity for a 
reinsurance broker to bring together all 
the capabilities that MGAs need from 
us in terms of analytics and the overall 
approach to programs in a joined up way. 
We think that operating in our new world 
of Gallagher we can make real headway 
and put our stamp on the market,” 
FitzGerald said.

Investment from Gallagher will see 
funding to support headcount growth 
and technology development in the next 
couple of years.

“Our growth aspirations are to be 
twice as big as we are today in five years 
and while the macro underlying growth 
story of the sector will support that, we 
also have to hold ourselves out there as 
differentiators,” FitzGerald continued.

Part of that would be achieved by 
creating a “really wide estate” where 
the firm can bring all of its product and 
placement expertise under one roof.

Gallagher Re targets MGA space  
with new global programs practice
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The global (re)insurance industry should 
now expect average annual catastrophe 

losses to total $123bn, according to the latest 
study by Verisk Extreme Event Solutions.

The modelling firm, previously known 
as AIR Worldwide, produces 
its average annual loss (AAL) 
figure every year and the 
latest update represents a 
16 percent increase on the 
$106bn AAL published in 
2021.

Verisk said the increase 
had been driven by inflation 
and exposure growth, as 
well as adjustments to its 
US thunderstorm model 
to reflect the near-present 
climate. 

The adjustment follows a 
five-year period in which the 
industry has seen average 
catastrophe losses of ~$100bn.

Following the latest study, the return 
period for a year with a loss of $100bn or 
higher is approximately three years. An 
annual loss of $150bn now has a return 
period of 10 years.

Excluding earthquake, the AAL now 
stands at $86bn, with a return period for 

a loss of $100bn or greater rising to four 
years. A $150bn annual loss has a return 
period of 15 years.

Speaking to The Insurer at this year’s 
Rendez-Vous in Monte Carlo, Milan Simic, 

managing director of global business 
development at Verisk Insurance, said 
the key takeaway from the study was that 
the losses seen over the past five years 
should not be seen as extraordinary.

“Pricing models, capacity and capital 
need to be adjusted in line with this new 
world,” he said.

“While the industry has experienced 
average losses of $100bn over the past 
five years, during the previous five the 
total was much lower and questions 
have been asked whether this is the 

new normal, with some 
companies pulling out 
of nat cat.” Simic said 
exposure growth, inflation 
and updates to models 
were the main drivers of 
the year-on-year increase 
to the AAL.

“Firstly, exposure 
growth. Each year more 
and more properties and 
assets are being insured. 
This is compounded by 
inflation – we are now in 
a double-digit inflation 
environment.”

An update this year 
to Verisk’s US thunderstorm model is 
understood to have added between $5bn 
and $10bn to the average. 

Verisk said severe thunderstorm, 
alongside other “secondary perils” such 
as flood and wildfire, had accounted for 
56 percent of all cat losses over the past 
10 years.

Developing common language for climate 
risks beyond the insurance community is 

bringing fresh benefits in how such risks are 
managed and modelled within the insurance 
sector, according to Michael Steel, general 
manager at RMS.

“The sector has been using our models 
for 30 years, so they’re familiar with our 
catastrophe models and they’re familiar 
with our approach to climate risk. Now 
they have a much greater expanded 
customer base using that same 
common language. So it creates more 
opportunities for them to expand in that 
space,” he said.

This is the biggest strategic benefit 
of the modelling firm’s acquisition by 
Moody’s last year, Steel emphasised. 

Steel said the two companies 
are already well into the process of 
integrating their products and services 
to help improve the industry’s response 
to an increasingly volatile nat cat 
environment

Historically Moody’s has had a small 
footprint in the property and casualty 
insurance space, but has been stronger 
in the life insurance sector, as well as 
banking and asset management.

“It’s a natural fit into the Moody’s 
business, they have a very strong 
footprint in financial services, looking 
at banks, looking at asset managers, 
looking at a broad landscape of 
other financial services companies. 
RMS brought the insurance industry 

dimension to that, and the ability to 
deliver climate change across all of 
those other industries,” Steel said.

Verisk raises average annual loss figure to $123bn 
and warns of need to adjust pricing models

RMS’ Steel: Common language on climate improving risk management
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Steel was speaking on The Insurer TV, as 
part of our #ReinsuranceMonth coverage. 
The televised interview can be viewed in 
full at www.theinsurer.com. 

Global insured average annual loss 
(AAL) and key metrics from aggregate 
exceedance probability (EP) curve

Aggregate EP loss ($bn)

Year AAL ($bn) 5.0% (20-year 
return period)

1.0% (100-year 
return period)

0.4% (250-year 
return period)

2020 99.6 192.5 301.1 376.3

2021 106.3 203.4 320.5 397.0

2022 123.3 224.3 345.0 441.4

Source: Verisk Extreme Event Solutions
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Munich Re’s reinsurance CEO Torsten 
Jeworrek has said the firm will 

maintain its appetite for both natural 
catastrophe and cyber business as long as 
pricing is “prudent and conservative”.

During the reinsurer’s Rendez-Vous 
press conference, Jeworrek said the 
group had “no ambition to shrink our 
cat capacity” and wanted to remain a 
“very reliable partner to our clients”.

But with more than 60 percent 
of Munich Re’s treaty reinsurance 
premiums up for renewal in January, 
he said the company was taking steps 
to ensure factors such as inflation and 
exchange rate impacts were built into 
pricing at 1.1.

“It is at this point in time that we 
determine, calculate and then negotiate 
the terms and conditions with our 
clients, then we fix them and put them 
in writing,” he said.

“The inflation assumptions built into 
pricing must be prudent enough to hold 

for the 12-24 months after a renewal is 
fixed.

“Pricing-wise we have to remain 
disciplined and only sell 
capacity where prudent 
assumptions on inflation 
have been made. There 
needs to be reasonable 
conservatism in the pricing.

“We have no ambition to 
shrink cat capacity as long 
as pricing is prudent and 
conservative.”

Cyber position 
“unchanged”
Jeworrek said Munich Re was also 
maintaining its appetite for cyber 
business, where it has traditionally 
been a leading player with a market 
share of around 10 percent.

However, he said the company did not 
have a targeted market share for cyber 
as the segment grows, amid projections 

it could reach $22bn worldwide over the 
next four years.

“As the cyber market grows over time 
our share will shrink,” he 
said. “But our position 
regarding cyber risk has 
not changed.

“The cyber market is 
growing and there is strong 
demand. This will continue 
as we increasingly operate 
in a digital environment.”

He acknowledged that 
the market had seen 
losses which had led some 
carriers to pull back. “If 

our industry does not have an ambition 
to find ways to meet this demand 
then we may find we lose relevance. 
“Our position is that we always said 
we want to develop that market with 
good underwriting expertise. We want 
to be a good technical, conservative 
underwriter of cyber.”

Munich Re to maintain cyber and cat 
capacity as long as price is right
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Munich Re’s reinsurance 
CEO Torsten Jeworrek 

per any one uncorrelated event with an 
average line of €5mn and maximum line 
of €10mn.

In the longer term, the platform 
will develop into a Europe-based 
reinsurance operation focusing on 
purely non-Asian markets and offering 
all major lines of business across most 
non-Asian geographies with a GWP 
target of €800mn to €1bn.

Ageas’ entry into third-party 
reinsurance comes at a time when 
some carriers are leaning into the 
strong pricing environment and 
deploying more capital on property 
catastrophe reinsurance, while others 
have announced exits or significant 
pullbacks, including Axis Capital, 
Markel, Axa XL, TransRe and Scor.

The impact of inflation – together 

with concerns over climate change 
modelling, “angry” jury awards, 
Ukraine uncertainty and the rise in loss 
frequency/severity – is expected to 
result in rising rates in 2023.

While Racz acknowledged that the 
improved rating environment was also 
a factor in the decision to launch Ageas 
Re, he dismissed the notion that the 
firm’s entry into third-party reinsurance 
was a purely opportunistic move.

“The fact that we have launched 
Ageas Re at a time when market 
circumstances are extremely favourable 
is pure coincidence. We would have 
done this in any event,” he said, adding 
the move was a “principal tenet” within 
its Impact24 three-year strategic plan, 
which identified reinsurance as a “key 
engine” for future growth.

“We declared that reinsurance would 

be a key driver of growth before the 
hard market really kicked off,” he 
continued.

“We declared reinsurance as a 
strategic field, and have made a strong 
commitment at the senior level. It’s 
part of our long-term strategy and part 
of a long-term commitment to building 
a dynamic market.”

As previously reported, the 
reinsurance business will be 
underwritten by Ageas’ holding 
company, Ageas SA/NV, a licensed 
reinsurer since 2018 which benefits 
from an A+ rating from S&P.

In a statement announcing the launch 
last week, Ageas said that reinsurance 
has grown from an internal activity to 
become a significant segment of the 
group with a top line of €1.6bn and net 
profit of €87mn in 2021.

Ageas Re targets €1bn GWP in long term 
but will have “modest impact” at 1.1
Continued from page 1
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Long-tail business is increasingly at 
the mercy of rampaging inflation, MS 

Reinsurance’s chief executive Robert Wiest 
has told The Insurer TV, and this will lead to 
increasing discipline at upcoming renewals.

He expects inflation risk will be top 
of the agenda in meetings taking place 
at this year’s Monte Carlo Rendez-Vous, 
traditionally the starting gun for pricing 
discussions ahead of 1 January.

Wiest has been at the helm of the 
business – which recently rebranded from 
MS Amlin AG –  for nine months, taking 
over as CEO in January after leaving his 
previous role as COO at rival reinsurer 
Swiss Re.

“I expect that how to deal with inflation 
will play a big role in discussions in Monte 
Carlo,” Wiest told The Insurer TV, reporting 
live from the Rendez-Vous.

“Underwriters will be most disciplined 
in the lines which are impacted by 
inflation, and of course long-tail lines are 
most impacted. The scenario has shifted 
from last year: inflation is there and I think 
we’ll now see that inflation will remain for 

quite a while,” he said.
On natural catastrophe risk business, 

the picture is more enigmatic, he 
suggested.

“Some nat cat players will come back 
because the pricing levels are attractive. 
This is a bit more of an enigma, but 
definitely those lines will be approached 
in a more cautionary way,” Wiest said.

That caution has been reflected in the 
carrier’s own strategy. Wiest’s tenure, thus 
far, has seen it scale back its capacity 
deployed to catastrophe-exposed 
business, something he says has now 
been successfully accomplished.

“Throughout the past 1.1, 1.4, 1.6, 1.7 
renewals, we brought our nat cat portfolio 
back to the levels we think are adequate. 
We do have the capacity, but it will always 
be deployed in the context of larger client 
portfolios, not anymore as a standalone 
capacity,” he said.

Wiest said he began at MS Amlin by 
taking stock of the company’s situation 
before defining a new strategy for the 
business, “to get to the full potential of 

the company”.
Rebranding is one of the more obvious 

parts of that new direction, he noted.
“One of the elements is establishing 

a transformation programme, which we 
are now in the middle of. An important 
element of that is the rebranding to MS 
Reinsurance,” he said.

Watch the full interview with Robert 
Wiest, filmed on the balcony of The Insurer 
TV’s pop-up studio suite in the Hôtel de 
Paris during the Monte Carlo Rendez-Vous. 
Visit www.theinsurer.com for more on:
• Inflation risk on the menu
• Cat business in a client context
• Pure-play strategy for MS Reinsurance

Retro is grappling with change and some 
of its structures have been shown to be 

broken, according to Peter Smith, executive 
vice president and managing director of 
Liberty Mutual Re.

In an interview with The Insurer TV, 
Smith said he expected retro hardening 
to continue at 1 January, as the market 
introduces changes to retentions and 
program structures. 

“There’s going to have to be change, 
It can’t be more of the same. Ultimately, 
some of the retrocessional structures out 
there are broken and haven’t worked,” he 
said.

“That’s where the struggle will be, 
in the aggregate covers, for example. 
It’s not a place we’ve been, and it’s not 
where our appetite is. We’ve seen that 
hasn’t worked, and I think there will need 
to be changes. Cedants, customers and 

brokers recognise that,” he added.
While reinsurance rate increases 

have lagged those in the retro and 
primary markets, Smith said there were 
signs it was now seeing increased rate 
movements. 

“[The reinsurance market has] 
struggled to cover the cost of its capital 
over the last five or six years. I think the 
reinsurance market will catch up,” he 
said.

Liberty Mutual Re has historically been 
a leading player in the retro market, 
but Smith emphasised a steady course 
rather than a sudden rush to increase or 
decrease market share.

“The message that we have is one 
of stability, and I think that’s really 
important,” Smith said. “We’re not 
shrinking it but we’re not growing it. The 
approach that we’ve taken historically is 

to focus on the right business, the right 
relationships and the right pricing curve 
through the cycle.

“I think we’re well positioned, with a 
very strong, stable, supportive capital 
partner in Liberty Mutual Group. They 
have real confidence in the business, and 
we’ve spent a lot of time focusing on the 
challenges that we foresaw which are 
now playing out in the market,” he said. 

He underlined the value of stability, 
purpose and the resilience of market 
partnerships. 

“Resilience for me is about stability. 
It’s about being able to weather those 
storms; it’s about not being knocked off 
course by short-term problems. We have 
been optimising the book, so we’re in a 
great position to take advantage of some 
of the opportunities out there,” Smith 
added.

MS Reinsurance’s Wiest: Inflation risk will 
increase discipline in long-tail lines

Liberty’s Smith: Retro hardening will continue as market “grapples with change”
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The (re)insurance industry’s approach to 
climate change needs to be sustainable 

to succeed, industry leaders have warned. 
Speakers from Guy Carpenter, Swiss 

Re and Conduit Re said strides taken 
towards net zero and a greener world 
need to be backed by market discipline 
and strong underwriting standards if 
they are to work in the long run.

This was the key message from a 
climate risk panel discussion held by The 
Insurer TV on the first day of the Monte 
Carlo Rendez-Vous, in our pop-up studio 
suite in the Hôtel de Paris.

“There needs to be discipline in the 
marketplace, which is where a crowded 
marketplace can be counterproductive,” 
said Mike Mitchell, head of property and 
specialty underwriting at Swiss Re.

Mitchell urged “strong technical 
leadership” in risk assessment and 
maintaining risk management standards, 
in order for the industry’s efforts to not 
be in vain.

“Everyone wants to lean into protecting 
green assets, but if that develops into a 
market that is unsustainable, then I think 
we’re actually delaying progress that we 
can make as an industry,” he said.

In May this year, Swiss Re was named 
as one of five founding buyers of 
credits from a scheme set up by climate 
solutions provider South Pole aimed at 
driving down the cost of taking carbon 
dioxide out of the atmosphere.

Climate risk is of “paramount 
consideration” in discussions between 
broking clients and reinsurers, 
underlined David Priebe, chairman at 
Guy Carpenter.

Priebe also spoke about the need for 
shorter-term goals, amid the medium- to 
long-term net-zero efforts.

“Targets are realistic, but we also need 
interim steps to ensure that we’re making 
progress towards them. 2050 might seem 
a long way to wait, but it’s really here 
sooner than we realise,” he said.

Reinsurance is at the forefront of 
insurance industry initiatives, he 

stressed, but “the industry can also only 
move as fast as the entire system”.

“There needs to be continued 
momentum on the governmental front 
to sort of set forth consistent standards 
of how we’re going to measure climate 

change. In all those aspects, I think the 
industry is ready.”

Conduit Re executive chairman Neil 
Eckert was upbeat about the insurance 
industry’s efforts.

“Every single insurer is walking the 
walk,” he said. “The capacity is out 
there. I don’t think there’s a shortage of 
capacity for insuring renewable assets at 
the moment. I think that’s even quite a 
crowded marketplace.”

He stressed the value of bringing along 
carbon-intensive insureds, as insuring 
their green transition would be even 
more important than insuring renewable 

energy or green technology. “What we 
don’t want to see is ostracising clients 
and customers,” said Eckert. “The people 
that can have the most impact are the 
current energy-intensive businesses that 
can be transitioned.”

Rather than insuring a new wind farm 
that is already net zero – commendable 
though that is – it is the traditional big 
energy companies that represent “some 
of the most responsible custodians of 
assets in the industry”, he noted.

“They’re the people we have to work 
with to try and find the solution into the 
sustainable economy,” said Eckert.

As part of that transition, Eckert 
pointed to the importance of insuring the 
decommissioning of dirty energy assets.

“When you decommission assets, 
you leave huge liabilities in the ground, 
which will be really fascinating. Also 
how the market approaches capture and 
storage. There are potentially some really 
big environmental issues on capture and 
storage and insurance that will be just as 
fascinating,” he said.

Eckert also referred to the ClimateWise 
initiative launched in 2007.

Run through the University of 
Cambridge Institute for Sustainability 
Leadership, the initiative requires 
members to report annually on actions 
taken against seven principles aligned 
with the Task Force on Climate-Related 
Financial Disclosures. Fidelis was the 
latest carrier to join in August 2021, 
bringing the number of ClimateWise 
members up to 41.

Watch industry leaders discuss the 
industry’s role in combating climate 
change, filmed on the balcony of The 
Insurer TV’s pop-up studio suite in the 
Hôtel de Paris, for the Monte Carlo 
Rendez-Vous. Visit www.theinsurer.com 
for more on:
• Meeting the industry’s net-zero 

targets
• The race to improve cat risk models
• Insuring the green energy transition

The Insurer TV panel calls for 
sustainable approach to climate risk

14 | Panel: Climate Change

theinsurer.com | #ReinsuranceMonth Monte Carlo Rendez-Vous 2022 | Day 2

What we don’t want to see 
is ostracising clients and 

customers. The people that 
can have the most impact are 
the current energy-intensive 

businesses that can be 
transitioned

Neil Eckert, executive chairman, 
Conduit Re

L-R: Swiss Re’s Mike Mitchell, Conduit Re’s Neil 
Eckert and Guy Carpenter’s David Priebe
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assumptions the 
company had concluded that pricing had 
moved negatively, prompting it to reduce its 
exposures, particularly in the US.

Munich Re also said it had written 
no new casualty quota share business, 
although it had increased its support for 
some cedants already in its portfolio.

The comments are in line with market 
intelligence as several sources have 
alluded to retrenchment at others such as 
Swiss Re, while a number of reinsurers are 
only prepared to offer capacity at onerous 
prices.

In the US, the shift in reinsurer 
sentiment is seen as having the biggest 
impact on smaller specialty insurers that 
tend to utilise proportional treaties more, 
and those regional or single-state carriers 
with cat exposure, some of which are 
relatively thinly capitalised and heavily 
reliant on net quota share protection.

“Any big user of quota share is impacted 
by this,” said a senior executive from an 
investment bank focusing on the sector.

They noted that the smallest mutuals 
tend to rely on reinsurance capacity 
from a small number of providers such 
as Wisconsin Re or Guy Carpenter’s RAP 
(regional accounts program) facility, while 
large nationwides would simply retain 
more in response to limited quota share 

availability.
“But those in the middle have very real 

decisions to make and they’re all playing 
chicken right now with the reinsurance 
market,” said a source.

In addition to cat-exposed companies, 
demand is coming from non-standard auto 
companies and mutuals with meaningful 
auto books, both areas that typically are 
significant users of quota share capacity.

The surplus note solution
Multiple sources have said that buyers are 
looking in particular to the surplus note 
market as an alternative to quota share 
reinsurance.

Although surplus notes are debt 
instruments and share similarities with 
corporate bonds offering a coupon with 
a maturity date, they are treated under 
statutory accounting principles as equity 
and are considered as part of an insurer’s 
total adjusted capital under the state 
regulatory system in the US.

Rating agencies are typically aligned 
with the regulatory view of surplus notes, 
although AM Best and Demotech do have a 
different view on the amount of debt that 
can form part of a capital structure.

According to banking sources, there 
is a relatively narrow pool of potential 
investors that will consider surplus notes 

for insurance companies, especially for 
Southeast risk, where the MGA-carrier 
model is prevalent among small, regional 
or single-state carriers.

“You’re merging together two business 
models: you’ve got a fee model, and you’ve 
got an insurance balance sheet. So you’ve 
got to be sophisticated enough that you 
can understand what the insurance risk is 
and not all debt providers are comfortable 
with that, because it’s not their area of 
expertise,” said one executive.

Surplus notes are relatively common as 
part of a carrier’s capital stack in markets 
such as Florida.

Indeed sources have said there are a 
number of examples of Florida and other 
Southeast firms looking to raise funds via 
surplus notes to inject capital.

They are thought to include Florida 
Peninsula, which is understood to be 
looking to raise capital and has been 
linked with Stonybrook in the process. 
Stonybrook has previously raised surplus 
note funding for a number of cat-exposed 
coastal operators, including Florida 
Peninsula.

Investor base
More broadly, investors in surplus notes 
fall into three groups: private equity 
houses that have specifically raised a 

Tightening QS reinsurance market drives increased surplus notes activity 

16 | Analysis

theinsurer.com | #ReinsuranceMonth Monte Carlo Rendez-Vous 2022 | Day 2

Continued from page 1

Typical surplus note transaction structure
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Source: The Insurer, Aon

• Simple method of capital 
injection to grow insurer 
balance sheet

• Surplus notes can be treated 
by regulators and ratings 
agencies as regulatory 
surplus capital



fund to do credit or debt facilities; fund 
managers, including those involved in 
ILS; and trade insurance carriers that 
have the capabilities to do capital 
markets transactions as well.

Life insurance mutuals are also 
thought to represent a big investor base 
for surplus notes.

Bain Capital is an example of a private 
equity firm that has raised a specific 
fund for the purpose of providing debt 
facilities. Earlier this year the firm 
appointed former National Association 
of Mutual Insurance Companies CEO 
Chuck Chamness as a senior advisor as 
it looked to target the segment. Bain 
Capital has also recruited Will Generous 
from Stonybrook.

Other private equity names linked 
with surplus notes appetite include 
Bridgepoint Group and Centerbridge 
Partners.

Meanwhile, KKR-backed Kilter Finance 
– a specialist lender providing flexible 
capital to the insurance industry – has 
also been mentioned in dispatches, 
although its focus is more on the life and 
annuities segment.

Credit or debt-focused funds tend to 
have a lower return profile than typical 
private equity investments but are seen 
as being less risky, at least in theory.

Stonybrook Capital CEO Joe Scheerer 
told this publication that risk-adjusted 
returns on surplus notes could be 
measured in the 40s.

“There is a high degree of certainty 
that you will get your money back and 
when you marry high single-digit interest 
rates with that high degree of credit 

quality, you find yourself with some of 
the best risk-adjusted returns in the 
market.

“This is especially true in today’s 
choppy equity markets – both public and 
private,” he added.

ILS funds active in the space include 
Twelve Capital, with Hudson Structured 
Capital Management also previously 
involved, although sources said its 
appetite at least for coastal exposure is 
likely to have dimmed after taking heavy 
losses on its investments in Southern 
Fidelity and Weston. Other active players 
are thought to include Cohen & Co.

Sources said large mutuals sometimes 
look to invest a surplus note into 
a carrier they may be interested in 
acquiring but that isn’t for sale.

“The note is a way to build a strategy 
relationship with a group in which you 
have an M&A interest and see where it 
goes over time,” said one source.

The reciprocal benefit
Sources pointed to strong demand for 
surplus notes to initially capitalise the 
flurry of reciprocal exchanges that have 
launched to target coastal homeowners 
and other cat-exposed business in the 
last couple of years.

Recent examples include Cajun 
Underwriters, SageSure-sponsored 
SureChoice Underwriters Reciprocal 
Exchange, Kin Interinsurance Network, 
Trusted Resource Underwriters 
Exchange, Tower Hill Insurance Exchange 
and American Mobile Insurance 
Exchange.

Reciprocals are similar to mutual 
companies in that the policyholders own 
the entity, with the platform manager 
an attorney-in-fact (AIF). That AIF is 
frequently owned by the reciprocal’s 
sponsors.

One key advantage reciprocals have 
over traditional insurers or MGAs is they 
are not exposed to any balance sheet 
risk themselves.

“The reciprocal exchange is where 
the classic surplus note is best served, 
because of the tax advantages and 
the way you can recycle within the 
reciprocal,” said a source.

In reciprocal exchanges, however, 
surplus notes have to come from third-
party investors otherwise the owners 
of the AIF will have to consolidate the 
results of the reciprocal.
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Investor appetite and buyer economics
Investor appetite for surplus notes is 
likely to be fuelled – at least in part 
– by a desire for diversification away 
from volatile equity and fixed income 
markets.

With regulators approving interest 
rates on surplus notes, sources said the 
going rate now is in the high single digits 
of interest on the coupon.

“If you can get 7, 8 or 9 points of 
interest from a 150-year-old mutual 

that’s been through world wars and 
great depressions, then why wouldn’t 
you put $20mn into that?” said 
Stonybrook’s Scheerer.

For issuers of surplus notes the 
economics may look attractive 
compared to the cost of a quota share, 
even if that capacity is available.

In simple terms, the cost of capital 
associated with a quota share is a 
carrier’s net premiums to surplus ratio 

times the margin in the quota share 
contract.

So if the margin is 6 percent and an 
insurer is writing a two-to-one net then 
the cost of capital is around 12 percent.

With some quota shares with 
reinsurers in areas like non-standard 
auto building in higher margins of say 8 
points, if the cedant has a more levered 
premium to surplus ratio that could be 
equivalent to paying 24 points.

When you marry high single-
digit interest rates with that 
high degree of credit quality, 
you find yourself with some 

of the best risk-adjusted 
returns in the market

Stonybrook Capital CEO Joe 
Scheerer



The ravages of a global pandemic, the creeping 
consequences of climate change and the outbreak 

of conflict in Europe have all exposed the fragility and 
inadequacies of our current risk management models. 

Today’s macro-level risks demand a new approach 
that recasts the roles of public and private actors as 
complementary partners in a new risk management 
paradigm. The World Economic Forum 
recently called it a “new societal risk 
compact”, and the insurance industry 
needs to play a core role.

In the decade preceding the financial 
crisis, global insurance markets grew 
generally in line with GDP. However, since 
then, world GDP has outpaced insurance 
premium growth by a wide margin. 
Combined with a stark increase in risk 
exposures, these factors have led to the 
broadening of the protection gap, which 
must be closed.

Covid-19 pushed the theme of systemic 
risk to the forefront. Unfortunately, for many observers 
“systemic” could just as easily be replaced with the 
word “uninsurable” since many of the risks we face 
today – climate change, catastrophic cyber attack and 
human communicable disease – all defy the principle 
on which our industry was built: that the premiums of 
the many will pay for the losses of the few. The focus 
of both governments and insurers, therefore, needs to 
be on holistic risk reduction.

The UK government recently acknowledged these 
systemic challenges and proposed a whole-of-society 
approach – including the insurance sector’s deep 
expertise in risk mitigation, modelling and risk pricing 
– as the underpinning of a comprehensive national 
resilience strategy. In response, Guy Carpenter, in 
conjunction with others, established the Resilience 

UK initiative, which seeks to design insurance 
solutions that incentivise risk mitigation and allow the 
government to concentrate its liquidity post-event if 
the industry’s own pooled capacity is exhausted.

In the US, innovative insurance schemes are being 
tested that blend the de-risking effects of pooling 
with the efficiency gains of parametrics to create 

community-wide programs whose 
lowered costs can then finance risk-
reduction interventions. The G7’s recent 
Global Shield announcement expressly 
calls for public-private approaches 
to incentivising and reducing climate 
risks. Public sector risk pools are 
increasingly leveraging private sector 
capital.  Anticipatory finance is emerging 
as a hyper-effective means of deploying 
blended capital to fund targeted and 
timely risk-reduction interventions. New 
technologies – as well as nature’s older 
tricks – are being combined with risk 

incentives to protect communities and reduce the 
protection gap.

This “new societal risk compact” is happening, just 
not fast or broadly enough. At Guy Carpenter, and 
across Marsh McLennan, we have developed end-to-
end solutions combining our strategic advisory, risk 
mitigation and transactional capabilities to provide 
comprehensive support for government entities 
seeking to de-risk their balance sheets through both 
better risk management and efficient risk transfer. 
Advising on and designing these solutions is our 
specialty – pre- or post-funded, risk socialisation 
or mutualisation, and how to encourage take-up 
and avoid moral hazard. We are proud to be part of 
a purpose-driven business and are ready to meet 
today’s challenges.

New world + new risks = new approach

Anticipatory finance is 
emerging as a hyper-effective 
means of deploying blended 
capital to fund targeted and

timely risk-reduction 
interventions

Julian Enoizi, 
global head of 
public sector, 
Guy Carpenter

Guy Carpenter’s Julian Enoizi examines the vital role the industry can play in enabling government 
entities to de-risk their balance sheets through both better risk management and efficient risk transfer
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For the fourth year in a row significant M&A means our 
annual Top 10 Reinsurance Broker Rankings feature 

a series of pro forma estimates and a line-up based on 
2021/22 revenues that will look different when we revisit the 
exercise this time next year.

Guy Carpenter parent Marsh McLennan’s $5.6bn 
acquisition of JLT announced in 2018 and closed in the 
spring of 2019; Aon’s long and unsuccessful pursuit 
of Willis Towers Watson through 2020 and 2021; the 
subsequent $3.25bn+ acquisition of Willis Re by Arthur J 
Gallagher that closed last December; and now Howden’s 
ambitious $1.6bn move for TigerRisk, which is expected 
to close in early 2023.

The rampant pursuit of scale in the sector means that 
even with a relatively small number of players the deals 
have kept coming.

And because we have made it our approach to 
include pro forma estimates for announced but not 
consummated transactions, that makes for plenty of 
caveats and wonky prior-year comparisons.

In a sense though, the final standings in our latest 
Top 10 Reinsurance Broker Rankings represent no real 
change in the global order, with the top three firms 
holding their positions – as legacy Willis Re accounts 
for the lion’s share of pro forma Gallagher Re revenues 
based on 2021 estimates by this publication.

That means that Aon, Guy Carpenter and now 
Gallagher Re continue to unequivocally call the shots of 
the global brokered reinsurance market.

However, the 2021 revenue figures compiled in our 
latest survey show small and mid-size rivals are wasting 
no time in carving a place for themselves in the current 
hardening market, with significant uplift at several firms 
driven by strong organic growth and strategic build-
outs.

Defining transactions
For much of 2020 and 2021 (the year we are surveying) 
the Aon-WTW deal appeared as if it would be the 
defining transaction of the global insurance broking 
market.

The proposed deal looked set to disrupt a status 
quo that had seen the big three global brokers reign 
supreme for an extended period of time, giving way to a 
duel between a JLT-expanded Marsh McLennan and its 
former second contender.

For the global brokered reinsurance market in 
particular, the idea of a combination between 
Aon’s Reinsurance Solutions and Willis Re was also 
transformative as it would create a new indisputable 
leader, opening a big gap on Guy Carpenter in second 
place.

That possibility, of course, did not last long as both 
US and European competition regulators quickly pushed 
for the divestment of the WTW reinsurance broking 
business, with Gallagher coming onto the scene in May 
2021.

Two months later, the termination of the deal 
between Aon and WTW – by grace of the US Department 
of Justice – sent shockwaves across the insurance world 
and left Willis Re in an uncomfortable limbo, until the 
Gallagher deal was revived as a standalone acquisition.

Ultimately, the outcome within the global brokered 
reinsurance market ended up being very similar, with 
the reverse merger of erstwhile second-tier player 
Gallagher Re into the much larger Willis Re placing the 
combined business among the dominant triad of global 
reinsurance brokers.

Gallagher completed the acquisition of Willis Re on 1 
December 2021 and some observers may have predicted 
a calming in M&A activity after the long-running saga.
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Top 10 reinsurance brokers by revenues ($mn)
2021 2020 2019 2018 20/21 % 

chg
Note

1 Aon’s 
Reinsurance 
Solutions*

1,997 1,814 1,686 1,563 10.1% Holding on to the top spot for yet another year, Aon's Reinsurance 
Solutions reported 8% organic growth for 2021, benefiting from strong 
growth in treaty, as well as solid growth in facultative placements and 
capital markets transactions. Also reported strong organic growth in 
2022 to date

2 Guy Carpenter* 1,867 1,696 1,598 1,442 10.1% Marsh McLennan reported 9% organic revenue growth for Guy 
Carpenter in 2021, up from 6% the previous year. Figures for 2019 and 
2018 were restated in the 2020 10-K to include JLT Re for full year for 
comparison purposes

3

Willis Re **

925

745 1,022 966 NA
Gallagher Re assumes the third position in 2021 with the acquisition of 
Willis Re, which we estimate as having pro-forma combined revenues 
of $925mn last year. In its latest market update, Arthur J Gallagher’s 
chairman, president and CEO Pat Gallagher delivered a positive note 
about the acquisition adding that his company’s recently-expanded 
reinsurance unit Gallagher Re grew organic revenues 7 percent in Q2 
2022. He called the business’s progress “right on target”

Gallagher Re ** 130 100 70 NA

4 TigerRisk** 180+ 140+ 125 100+ 29% Our estimate reflects growth momentum in 2021 driven by active hiring 
strategy and build out across the business bearing fruit, as well as 
strong capital markets and legacy deal flow, and synergistic interaction 
between reinsurance, capital markets and TigerRisk’s strategic advisory 
businesses. Soon to join forces with Howden Re as Howden Tiger to 
become the fourth largest reinsurance broker

5 Howden Re**  
(including 
Bowood)

170 - - - NA 2021 revenue number is presented in a new line as this year includes 
Lloyd's broker Bowood which is thought to account for $55m of the 
$170mn total figure for the year.  The estimate also includes Howden 
Specialty reinsurance business alongside Howden Re. The company's 
fiscal year runs from 1/10 to 30/9 so the latest figure corresponds to the 
2021-22 year. Key drivers for growth include London market specialty 
treaty, MGA and Fac plus international office growth. 2022 revenues are 
expected to be well over $200mn

Howden Re ** 
(excluding 
Bowood)

115 71 52 45 62.0%

6 Lockton Re** 155 87 55 50 78.2% Estimated revenue growth amounted to an impressive 78% in 2021. The 
business now has nearly 300 staff globally in 15 locations. It continues 
to see expansion with large global clients as well as with regional 
clients, Lloyd’s syndicates and specialist companies. Continuous 
development of SAGE, Lockton Re’s propriety analytics platform

7 Acrisure Re** 125 100 80 68 25.0% Most of the estimated growth has come from North America but also 
from London wholesale. Combination of new clients, growth on existing 
clients and strong growth in programs and insurtech space in the 
US. Also, launch of ARCAS, which is the Acrisure Re Capital Advisory 
Solutions business – off to a roaring start – some deals are likely to 
have boosted 2021 numbers but most of impact will be in 2022 as 
they’re currently very active

8 BMS Re** 113 95 68 65 19.1% Our 2020 estimate for BMS Re has been reinstated to include the 
acquisition of Trean. For 2021, the sectoral evolution throughout the 
course of the year to E&S from admitted paper reflected in significant 
growth in programs, commercial primary and excess casualty placements, 
including E&O, D&O, facultative and professional liability as well as 
captive and RRG covers; also growth from P&C fac and property treaty

9 UIB* 95.5 76.3 70.2 72.4 25.2% UIB entered our top-10 ranking last year providing what it describes as 
"group reinsurance revenues". The company has seen steady growth 
across all lines of business, helped by its international footprint of 
overseas offices, with major successes in London, India, South Korea, 
Turkey, Colombia and Dubai

10 Holborn* 50.4 47.0 42.0 40.0 7.2% The US treaty reinsurance broker had placed premium exceeding $1bn 
for the first time in 2021. They continue to grow in the regional, super-
regional and mutual insurer marketplace, placing a number of “bolt-on” 
products for clients including (commercial, personal and farm) cyber, 
flood and excess umbrella

*Official revenue number; The Insurer estimate



But then in May this year came the announcement of 
the proposed $1.6bn combination of Howden RE and 
TigerRisk.

The transaction will be transformative for both 
parties, cementing the position of the combined 
Howden Tiger entity as the industry‘s fourth-largest 
global reinsurance intermediary.

And so our Top 10 Reinsurance Broker Rankings – now 
in its fourth year – 
will likely change 
meaningfully by 
the time of the next 
survey, as it has done 
every previous year.

But how does 
the picture look for 
2021/22 and what 
does it tell us about 
the direction of travel 
for the sector?

For the purposes of 
our updated Top 10 
Reinsurance Broker 
Rankings table, we 
have decided to 
present all Willis Re 
and Gallagher Re 
past year pro forma 
revenues separately, 
which provides a better picture of their relative weights 
prior to last year’s combination.

There are also a few other caveats around the 
historical figures for the top three players that are 
worth mentioning.

We have used the $745mn 2020 pro forma revenue 
number for the acquired Willis Re business referenced 
by Gallagher in its investor presentation when the deal 
was announced last year.

Our 2019 and 2018 numbers for Willis Re were both 
estimates, with the 2019 estimate including $350mn 
of facultative business not included in the sale to 
Gallagher, while the 2018 number did not include fac 
but did include Miller.

As for Guy Carpenter, although Marsh McLennan’s 
acquisition of JLT only closed at the start of the second 
quarter of 2019, we have used reinstated 10-K revenue 
figures provided by Guy Carpenter’s parent that factor 
in JLT Re turnover as if the firm had been acquired at 1 
January 2018 for full prior-year comparisons.

A view from the summit
As shown by the results of our survey, Aon’s 
Reinsurance Solutions continues to lead the rankings. 

The unit grew overall revenues by 10 percent in 
2021, and reported 8 percent organic growth as it 
benefited from strong growth in treaty, as well as solid 

growth in facultative placements and capital markets 
transactions.

Rival Guy Carpenter also grew revenues by 10 percent 
in 2021 but reported higher organic growth than Aon’s 
Reinsurance Solutions. 

With its aggressive hiring strategy over the last two 
years finally bearing fruit, it recorded 9 percent organic 
growth for 2021, outpacing its largest rival in three of 

the four quarters of 
the year.

Meanwhile 
Gallagher Re, 
which officially 
completed the 
acquisition of Willis 
Re on 1 December, 
is estimated to have 
delivered revenues of 
$925mn for the year, 
reaching roughly half 
the size of the two 
main sector players.

The combined 
business also 
reportedly managed 
similar revenue 
growth of around 10 
percent, despite the 

challenges of the integration.
In its latest market update, Gallagher’s chairman, 

president and CEO Pat Gallagher delivered a positive 
note about the acquisition, saying progress was “right 
on target”.

 
The rise of the challengers
The rising tide of the hard market for commercial 
insurance has swollen premium volumes coming 
through proportional, or quota share, treaties – which 
in turn feeds increasing commission revenue for 
reinsurance brokers.

The last three years have also seen strong demand 
for facultative reinsurance, providing another source of 
revenue growth for reinsurance brokers that include fac 
operations.

These dynamics have also proved to be strong drivers 
of growth at several of the small to mid-size reinsurance 
brokers.

Six of the seven firms below Gallagher Re in our 
rankings delivered double-digit revenue growth in 2021 
as their aggressive hiring strategies translated to new 
business wins and additional opportunities from their 
expanded capabilities.

TigerRisk, soon to be combined under the new 
Howden Tiger banner, saw solid 2021 growth of 29 
percent, based on our estimated revenue numbers.
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** Howden-Tiger combined pro forma 2022 estimate. Excludes Bowood

Howden-Tiger v the big three reinsurance brokers
(2021 revenues and pro forma 2022 for Howden-Tiger)
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WHAT VALUES DRIVE YOUR SUCCESS?

We believe that core values drive success — that when 
ethics and integrity are the foundation, we can weather  
any storm. At Sompo International, our people are your 
people. We promise to deliver on high standards and  
to be transparent every step of the way. You can trust  
that when you approach Sompo International that your 
world becomes our world. We will face challenges 
alongside you and promise to protect what you stand for.

The Sompo International ring is more than a logo —  
it’s a symbol of our promise. That is why promise, trust  
and protect are at the center of everything we do.

PROMISE 
TRUST 
PROTECT
AT THE CENTER OF 
EVERYTHING WE DO.

www.sompo-intl.com
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The firm’s growth momentum was driven by an active 
hiring strategy and build-out across the business 
bearing fruit. 

Strong capital market revenues and legacy deal 
flow, as well as synergies between reinsurance, capital 
markets and TigerRisk’s strategic advisory businesses, 
were also understood to be contributing factors.

The combination with Howden RE will cement the 
position of the new Howden Tiger as the fourth-largest 
reinsurance broker. 

On a pro forma basis, the combined business would 
have achieved revenues of around $300mn in 2021 – or 
over $350mn if Howden-owned Lloyd’s broker Bowood’s 
revenues are also included.

Indeed, turnover figures estimated for Howden RE 
(which includes reinsurance business placed by Howden 
Specialty) are 
presented this 
year both with 
and without 
Bowood 
revenues.

A like-for-like 
comparison 
excluding 
Bowood suggests 
an impressive 
growth rate of 
over 60 percent, 
which sources 
have attributed 
to the expansion 
of London market 
specialty treaty, 
MGA and fac as 
well as international office growth. 

Lockton Re is the other growth story of 2021, with our 
estimates placing revenues at around $155mn, up 78 
percent on the previous year. 

Although the Tim Gardner-led firm would not confirm 
the 2021 revenue number, a spokesperson said that 
Lockton Re’s “impressive growth over the last 12 months 
has been predominantly a result of the phenomenal 
success the business has seen with treaty clients”.

The business is now operating from 15 locations 
globally with nearly 300 staff and continues to see 
expansion with large global clients as well as with 
regional clients, Lloyd’s syndicates and specialist 
companies.

The spokesperson also highlighted the continuous 
development of Lockton Re’s proprietary analytics 
platform SAGE.

Acrisure and BMS press ahead
Acrisure Re is also thought to have maintained strong 
momentum in 2021.

The firm is understood to have grown by 25 percent 
in 2021, with most of the expansion coming from North 
America as well as from London wholesale business.

Strong growth in programs and in the insurtech space 
were also seen as contributing factors.

Last year also saw the successful launch of the 
Acrisure Re Capital Advisory Solutions business, which 
is understood to have boosted 2021 top line figures.

Meanwhile BMS Re held on to eighth place in this 
year’s rankings, delivering 19 percent revenue growth.

According to our estimates, which now include Trean 
since 2020, the firm produced $113mn in revenue in 2021.

Sources said the continued flow of business to 
the E&S space from admitted paper has resulted in 
significant growth in programs, which drove demand for 
commercial primary and excess casualty placements 

by the firm, 
including E&O, 
D&O, facultative 
and professional 
liability as well as 
captive and risk 
retention group 
covers.

BMS Re’s 
facultative team 
is thought to 
have delivered 
significant 
property and 
casualty capacity 
to stressed areas 
of the market 
to fill gaps in 
treaties placed 

by competitors, while its property treaty team placed 
quota share, aggregate, per risk, structured and cat 
capacity for its clients as they saw strong underlying 
growth in the hard market.

UIB and Holborn
UIB retained the ninth position it had achieved in 
our rankings last year as it generated what the firm 
describes as “group reinsurance revenues” of $95mn.

Meanwhile Holborn clinched last place in our top 10, 
reporting 7.2 percent revenue growth in 2021. 

The New York-based firm reported a $50.4mn figure 
on a net brokerage basis and exclusive of income from 
consulting, interest or other income, in contrast with 
some of the other firms in our survey.

As we reported last year, there are significant 
differences in the way companies report reinsurance 
revenues, with some participants contending that 
certain figures provided to this publication do not 
correlate with the definition of “pure cedant-based 
reinsurance” that others are reporting. 
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Organic growth for top reinsurance brokers
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Clients demand better data, world-
class analytics, scale and a unique 
blend of capital markets and risk 
transfer. In these market conditions, 
clients need a new approach 
to broking that is innovative, 
aggressively entrepreneurial and 
home to the sector’s strongest 
talent. We will be delivering just that. 

Talk to one of the team at Monte 
Carlo or Baden Baden or contact us 
at info@howdengroup.com

howdengroup.com

Demand,   
     meet 
      supply

Howden Re is a trading name of Howden Reinsurance Brokers Limited, part of Howden Group Holdings. Howden Reinsurance Brokers Limited is authorised and 
regulated by the Financial Conduct Authority in respect of general insurance business. Registered in England and Wales under company registration number 7142031. 
Registered Office: One Creechurch Place, London EC3A 5AF.  Calls may be monitored and recorded for quality assurance purposes. 08/22 Ref: 7842



With the commitment to the reinsurance industry by 
third-party capital and significant reinsurers increasingly 

in question, one organisation is clarifying its role and 
strengthening its commitment to providing reinsurance.

MS Reinsurance is the new trading name of MS Amlin 
AG, a global reinsurer headquartered in Switzerland, with 
underwriting offices in Zurich, Bermuda, Miami and New 
York.

Traditional reinsurance is seen as steady and 
dependable: a foundation of strength which underpins 
the global economy. Yet, exits from the business by 
third-party capital providers, traditional reinsurers and a 
“quiet de-emphasis” by some hybrid players have shaken 
many reinsurance brokers and buyers. 

MS Reinsurance is committed to growing 
and evolving with our clients, building on 
our long-standing underwriting expertise, 
understanding of client needs and strong 
shareholder investment to provide best-
in-class service. As a global, pure-play 
reinsurer, our new name reflects and 
defines our place in the market.

 
What’s happened and what’s new?
There have been changes in the Amlin 
companies over the past few years. But 
a consistent thread is the backing of our 
shareholder, Mitsui Sumitomo Insurance Group, part 
of the MS&AD group, which is focused on growing its 
international business by building a market-leading 
global reinsurer. With a new leadership team led by 
Robert Wiest, formerly of Swiss Re, MS Reinsurance is 
well on its journey to achieving these aspirations.

The transition to MS Reinsurance is a natural evolution 
in establishing MS Amlin AG’s position in the market, and 
it will continue to offer the same products and services. 
As MS Reinsurance further develops, we are focused on 
building a well-diversified reinsurance portfolio. We plan 
to supplement our existing suite of product offerings 
with an increased presence in the US market as well as 
additional specialty offerings.

In order to serve clients well, it is important to 
understand their needs. A successful multi-line 
relationship requires close relationships with our 

clients and their closest advisors. To facilitate this, we 
will transition to local distribution channels for our US 
clients. With an established professional underwriting 
team and a clear strategic focus, we are well-positioned 
to support the needs and goals of our clients and 
potential clients.

What are the risks and opportunities in the market?
And how will MS Reinsurance act as a reliable long-
term risk partner for clients against this backdrop?
There are a few critical challenges in the industry 
starting with the shortage of property cat capacity. 
Property cat is a market where we have a long history. 
We are comfortable with the size of our current cat 
portfolio and look to deploy that capacity with our 
target clients. It is, however, not a growth area for us. 

We have little interest in unbalancing our 
portfolio with additional property cat 
exposure – even at substantially higher 
prices.

Secondly, the unknown path of inflation is 
another challenge in the market. Recently, 
we have spent quite a bit of time exploring 
how to build the current inflation situation 
into our risk analysis. And we expect our 
clients have as well. Reinsurance buyers 
who have thought through the impact 
of this unique time on their specific 
business(es) will certainly find themselves 
with a preferred status. A third challenge 

in our industry is the volatility allergy. Reinsurance has 
typically served two main functions – providing capital 
support and helping to smooth volatility. With public 
equity markets harshly penalising volatility, it has 
become increasingly difficult for many reinsurers to offer 
the full suite of reinsurance products. 

We are confident that with our well-diversified 
portfolio we will be able to support the reinsurance 
needs for both capital-support purchasers and volatility-
protection purchasers. It has been inspiring to see the 
industry back together again, in person, in Monte Carlo 
to share ideas, build connections and consider the 
future. With a clear strategy, strong support from our 
shareholder and a talented, experienced underwriting 
team, MS Reinsurance stands ready to help our clients 
tackle the challenges in the market and build their 
businesses.

We are quite comfortable 
with the size of our current 

cat portfolio and look to 
deploy that capacity with our 
target clients. It is, however, 

not a growth area for us

Charles 
Goldie is chief 
underwriting 
officer at MS 
Reinsurance 
(formerly MS 
Amlin AG)
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Charles Goldie explains the rationale behind the 
rebranding of MS Amlin to MS Reinsurance

Underscoring our commitment: 
Introducing MS Reinsurance
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The new UK government is being urged to pause its fast-
track adoption of the landmark OECD global minimum 

tax agreement which – if implemented – could have a 
significant impact on offshore markets such as Bermuda 
and the wider P&C industry

Last week Liz Truss became the fourth UK prime 
minister in six years, triggering a cabinet 
reshuffle that saw Kwasi 
Kwarteng named chancellor 
of the exchequer – the role 
formerly held by her leadership 
rival Rishi Sunak.

While in the role Sunak was 
a champion of the OECD global 
tax initiative and had committed 
the UK to fast-tracking its 
implementation via the planned 
Finance Bill next month.

But the deal – which consists 
of a digital tax and a minimum 15 
percent levy on corporate profits – 
is struggling to make progress at a 
domestic level despite 136 nations 
committing to it in October 2021. This includes the two 
prime movers: the US and the EU. President Biden’s 
room to manoeuvre is hampered at a Senate level while 
Hungary is threatening to veto the deal within the EU. 
If these two countries fail to implement the agreement 
then it is effectively dead in the water.

During the recent UK leadership election, high-profile 
Truss supporters also spoke out against the agreement, 
which seeks to implement a new global minimum 

company tax rate of 15 percent for larger companies.
Bermuda – the home of cat reinsurance and largest 

provider of capital to the Lloyd’s market – would be 
particularly affected because it does not tax company 
profits. Shortly after the agreement was unveiled in 

October 2021, Ireland – a 
popular European base for 
(re)insurer hubs – announced 
plans to raise its corporation 
tax from 12.5 percent to 15 
percent to accommodate the 
OECD deal.

But with Sunak 
now relegated to the 
backbenches, the UK 
government is being urged 
to slow down its fast-track 
adoption strategy. Among 
Truss’ Brexit-leaning 
supporters, concerns 
have been expressed 

that the deal would sign away UK 
tax sovereignty and as a consequence the ability 
to introduce fiscal stimulus policies. “If we want to 
be competitive, pro-growth and pro-investment, we 
need to leave this deal and be free to set our own 
corporation taxes as we wish, starting with reversing 
Sunak’s forthcoming corporation tax increase,” 
prominent Conservative politician Jacob Rees-Mogg 
argued last month.

Influential UK trade body the Association of British 
Insurers (ABI) is also urging caution.
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“The reforms have always intended to be a global 
agreement, so by definition need global consensus,” 
commented Mervyn Skeet, ABI assistant director and 
head of taxation.

“Rather than rushing ahead and being the first to 
implement these changes, the UK government should 
instead focus its efforts on ensuring work at the OECD 
is completed and agreed, and the reforms are workable 
on a global level. Only if countries implement the same 
changes together can the reforms achieve their core 
purpose.”

He added that if the UK were to implement rules that 
differed from other jurisdictions, this would increase 
the administrative burden and therefore impact the 
competitiveness of UK businesses.

Industry entrepreneur Stephen Catlin – the founder 
of Bermuda/London (re)insurer Convex Group – echoes 
these concerns and points out there are other flaws.

“The agreement is silent on how it is to be policed 
yet this is crucial. It is also silent on how to take 
account of different accounting policies. This is clearly 
critical to the insurance industry where profit or loss is 
determined by reserving strategies.

“It is disappointing because all like-
minded people recognise there is an 
issue with the multinational technology 
giants minimising their tax obligations by 
exporting global profits,” he added.

Catlin has played a significant role in the 
development of the Bermuda (re)insurance 
market, making the island the home for 
Catlin Insurance Group, which he started 
in Lloyd’s in 1984 with £25,000 of capital 
and grew into a global specialty (re)insurer 
before XL Group acquired the business for $4.1bn in 
2015. His 2019 start-up Convex has also adopted a 
similar Bermuda-London strategy.

As a member of the OECD, Bermuda has committed to 
implementing the framework but this hasn’t prevented 
concerns being voiced on the island. These include 
former finance minister Bob Richards, who recently 
pointed out that if Bermuda levied a 15 percent 
corporate tax, it might eventually make the public 
finances dependent on volatile (re)insurance markets 
rather than the more stable sales and payroll taxes.

Given Bermuda’s position as the world’s largest cat 
reinsurance market, if a major cat event occurred it 
might mean no (re)insurance profits and therefore 
reduced government income.

“With red bottom lines, insurance companies may 
pay no income tax for consecutive quarters – if the 
government is dependent on revenue from corporate 
taxes, this creates a highly volatile and unpredictable 
revenue stream that would make government 
budgeting virtually impossible,” Richards warned.

Fitch Ratings points out that there are many reasons 

why (re)insurers choose Bermuda – including the 
reputation of the Bermuda Monetary Authority, 
Solvency II equivalency, talent and a respected legal 
system – but tax is also one of them.

In a commentary on the OECD agreement, Fitch 
predicted: “The overall benefits of maintaining a 

Bermuda market domicile and operations 
will likely endure, but the net profitability 
gap between Bermuda and non-Bermuda 
incorporated companies is expected to 
narrow over time.”

Bermuda is a British Overseas Territory 
but is administered independently with 
full tax sovereignty. The durability of its 
economy was tested with the Trump tax 
reforms that lowered the US corporate 
tax rate from 35 percent to 21 percent 

and established the base erosion and anti-abuse tax. 
It passed that test and will no doubt do so if the OECD 
agreement is globally ratified but there are possible 
consequences.

The cost of cat reinsurance and other lines might 
rise further to accommodate the new tax impact and 
its entwined relationship with Lloyd’s and the London 
market may also be affected. Association of Bermuda 
Insurers and Reinsurers (ABIR) members provide an 
estimated 42 percent of underwriting capital at Lloyd’s, 
the world’s largest (re)insurance market, for example. 
Earlier this year, ABIR estimated Bermuda reinsurers 
wrote 20 percent of brokered European cat business 
and 60 percent of Florida and Texas cat accounts in 
2021 (see above).

ABIR has not commented recently on the OECD 
agreement but it and its members will be watching 
political developments in the UK closely as to whether 
its new political administration will revitalise the 
global agreement by proceeding with the fast-track 
implementation plans this autumn or whether it will 
press the pause button…
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Bermuda reinsurance in numbers…
• 42% of Lloyd’s capacity
• 36% of global cat reinsurance market
• Provides more than 60% of hurricane reinsurance in Florida 

and Texas 
• 20% of brokered European cat market
• Aggregate global capital of $124bn
• Paid $209bn to US cedants and policyholders between 1997-

2016
• 40% of UK brokered cat market
• 32% of Pool Re terrorism retro
• Source: ABIR. Business written by ABIR member companies

Convex 
founder 
Stephen Catlin 
is concerned 
about lack of 
detail over 
accounting 
rules and 
policing



The boundaries between policyholders, agencies and 
carriers are shifting and new entity structures are 

emerging, offering greater value for stakeholders. For 
advisors, this will require a wider suite of skills.

The insurance value chain continues to evolve with 
companies becoming more specialised. New types of 
entities and new structures are flourishing from MGAs to 
fronting operations and, in the US, reciprocal exchanges.

While these entities and structures all take different 
forms and play distinct roles, they are all part of the 
evolution in the relationship between risk and capital, 
which is being driven by a changing risk environment 
and revised expectations from ultimate investors. We 
believe our industry is just at the beginning of a journey 
that will see a significant restructuring of its business 
operations and capital framework.

Underlying these developments is a valuation 
arbitrage between insurance services and insurance 
risk bearing vehicles. The arbitrage is clear to see in 
valuations of both publicly traded entities and private 
M&A transactions, with insurance services businesses 
trading at long-term premiums while balance sheet 
entities are trading near cycle averages.

Steady fee-based, low-volatility earnings are more 
appealing than balance sheet risk, susceptible as it is 
to underwriting volatility, and this creates enormous 
potential for further bifurcation between managing and 
assuming risk.

Reciprocal exchange model on the rise
The reciprocal exchange model, which is gaining 
momentum in the US, points to one of these innovative 
structures. In the reciprocal model there are two entities. 
Firstly, the reciprocal exchange, which is a risk-bearing 
balance sheet entity owned by its policyholders. 

Members provide surplus contributions, which are 
tax-efficient as they amount, in addition to premium 
payments. Policyholders are not seeking similar capital 
returns as typical shareholders; they are looking for 
adequate insurance coverage and the cost of capital is 
therefore much lower than in the traditional model.

The second entity is the attorney-in-fact. This is the 
management function, and the fee-earning business 
which is independent of the reciprocal exchange and 
typically a highly valued business. It may be owned by 
the reciprocal exchange in older vintage models, or by 
separate third-party investors in recent formations.

At TigerRisk Capital Markets & Advisory (TCMA) 
we have played a significant role in the growth of 

reciprocals. There are now approximately 70 such 
structures in the US. Eight of these have been 
established in the last five years and TigerRisk has 
played a key role in seven of those formations across 
structuring, advisory, capital raising and reinsurance 
brokerage.

The reciprocal model depends on a US legal 
framework, but we believe the principles are 
transferable to other geographies. TCMA has held 
discussions with insurance players in Europe and 
London about how a similar model could be developed 
in those markets.

Innovation requires a complete skill set
While reciprocals are one of the fastest-growing 
new structures, there are many other models and 
transactions evolving from this shifting landscape. 

For example, there are now approximately 15 
dedicated fronting companies in the US that provide 
balance sheet capital and licences but pass on the core 
capital risk to other reinsurers and capital markets 
investors. 

Other recent transactions have involved utilising 
Lloyd’s capital providers, affiliate-owned balance sheets 
and other third-party capital vehicles.

We believe the best structure is one that combines 
a variety of disparate balance sheet solutions and 
capital providers including reciprocals, fronting carriers, 
Lloyd’s vehicles, other primary and reinsurance capacity 
providers and more.  

However, it is critical to keep in mind that structuring 
alone will not create profitable underwriting and a 
profitable underwriting model is paramount for any of 
these structures to ultimately succeed. 

In this evolving relationship between balance sheet 
and fee-based entities, there are many permutations 
and doubtless more will arise as market leaders 
continue to innovate. 

As the market is evolving, those of us helping to shape 
these strategies need a suite of skills to match and as 
the leading risk to capital strategic advisor, TigerRisk has 
built in these capabilities from the ground floor. The skill 
set covers new company formation structuring, strategic 
and M&A advisory, capital raising, rating agency advisory 
and reinsurance/capacity solutions.

When it comes to capital structures, the insurance 
sector is undergoing a phase of great innovation. It will 
take innovative advisory services to keep pace and to 
take advantage of the opportunities.

Insurance industry is 
embracing structural change

Jarad Madea 
is CEO at 
TigerRisk 
Capital 
Markets & 
Advisory
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Property catastrophe continues to represent one of the 
“best areas for growth” for Hiscox Re & ILS with rising 

rates and a capacity crunch leading to increased demand for 
limit, according to group CEO Aki Hussain.

Speaking to The Insurer, Hussain said Hiscox had 
put its “cautionary stance” on property catastrophe 
behind it and would now look to deploy capital where 
it saw opportunity supported by adequate rate rises, 
highlighting the class as a particular growth prospect.

He said the carrier’s Bermuda-based Hiscox Re & 
ILS unit – led by Kathleen Reardon – views property 
catastrophe as “one of our best areas for growth”, 
primarily as a result of the heightened demand for 
limit. 

His comments come after Hiscox Re & ILS delivered 
a 37.1 percent uplift in gross premiums written to 
$822.7mn in the first half of 2022, which Hussain 
described as an “excellent” result, underpinned by 
growth in property cat and retro and rate increases of 
13 percent.

“On our property catastrophe portfolio, the team 
were ahead of the curve in addressing the recent 
loss trends and are now in a strong position to 
support clients with meaningful capacity and quoting 
capability,” he said in an interview with The Insurer.

“After a relatively cautionary stance in Re & ILS in 
recent years, driven by market conditions, this year we 
have seen significant rate increases in US property cat, 

retro and cyber in the reinsurance space. That is driving 
the 37 percent growth you have seen in the first half; 
property cat and retro in particular because of capacity 
crunch,” he said.

“Some markets have also decided this is not the right 
place for them which has compounded the capacity 
issue,” he continued.

Hussain – who replaced the long-serving Bronek 
Masojada as CEO of the London-listed (re)insurer in 
January – said “there is a real expectation” that the 
market will see further increases into 2023. 

“Whilst there are segments of the market that are 
now demonstrably hard, the majority of the market 
is still going through the process of hardening which 
as we know comes with time,” he said, noting that 
the demand for reinsurance exceeded capacity in 
“the hardest segments of the market” during the June 
renewals period.

The executive – who joined Hiscox as group chief 
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financial officer in 2016 – gave 
the example of the Florida 
mid-year renewals, where a 
well-documented capacity 
crunch following reinsurer 
retrenchment led to year-on-
year price rises in property cat 
business. 

“To put into context what 
has been happening, if I give 
you one very specific example, 
in Florida, which is a big buyer 
of property cat insurance and 
reinsurance, the reinsurance 
rates last year were up 
between 20 and 30 percent. 
They were up again 30 percent this 
year, so it is beginning to get very 
interesting,” he explained.   

“We deploy capital depending 
on market opportunity so when 
you look at the group overall, I 
would expect on our own balance 
sheet that the property cat 
exposures will not decline, but 
rather be flat to slightly rising, 
as we rebalance more towards 
reinsurance.”

Despite the opportunity, Hussain 
said Hiscox would continue 
to reposition its reinsurance 
underwriting strategy ahead of 
the 1 January renewal, warning 
that decision-making will need 
to factor in the impact of the 
hurricane season, with forecasters 
expecting an above-average level 
of activity.

“We are growing where we see 
attractive opportunities,” Hussain 
said. “But the wind season is still ahead of 
us so we’ll be reviewing our strategy for 1.1 
again after that.”

And there are other headwinds that 
need to be taken into account, he 
explained, flagging spiralling inflation as 
an issue that requires a “multi-faceted 
approach” that has to look at both the 
client’s approach to inflation risk and 
appropriate load for other portfolios that 
need adjustment.

“The group is taking a multi-faceted 
approach to inflation and always has 
done,” he said. “There are considerations 
for claims you have yet to pay, and for 
business you have yet to write. Specifically 

in our reinsurance 
business, we have a 
robust approach which 
assesses the exposures 
in our client’s portfolio 
and determines how they 
compare to exposure in 
similar regions in our 
overall portfolio.”

Hiscox’s ILS proposition 
has been a notably strong 
performer in 2022. The 
unit continues to attract 
new inflows, $550mn in 
H1, while assets under 
management stood at 

$1.9bn at 1 July 2022, both metrics 
that outstrip the full-year 2021 
figures.

“We are operating in a complex 
environment where there are 
concerns around inflation, 
recession and the supply chain 
driven by geopolitical and 
macroeconomic factors. This 
dynamic is increasing the demand 
for reinsurance protection, but at 
the same time clients are quickly 
adjusting their approach to ensure 
they are adequately adapting to 
the evolving risk – particularly 
as insured values and cost of 
claims are likely to rise,” Hussain 
explained.

“These challenges are not limited 
to the insurance industry though. 
As we speak to our ILS investors, 
we make sure they understand our 
approach of how we are navigating 
through a challenging, but 

improving market.”
And while the catastrophe bond market 

produced a small negative return in the 
first half of the year, according to Swiss 
Re, Hussain predicted that performance 
will recover strongly in the rest of the 
year with investors drawn to the better-
performing ILS managers.

“While some investors are reconsidering 
their positions in the sector given 
historical loss performance and broader 
macroeconomic factors, others are 
looking to deploy more in an improving 
sector and will align themselves with ILS 
managers such as Hiscox ILS who have 
performed well,” he concluded.
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Reinsurance buyers should not expect a “business as 
usual” renewal, according to Mike Van Slooten, head of 

business intelligence for Aon’s Reinsurance Solutions.
Van Slooten told The Insurer that the challenging 

operating environment meant reinsurers were being 
increasingly careful about how they were deploying 
their capacity.

“This may result in some difficult conversations, 
but there are things buyers can do to 
optimise their positioning for the renewal 
negotiations.”

“The ability to articulate how you are 
managing inflation in your own book and 
your own views of risk will be critical, 
alongside the quality of your data,” he 
said.

Van Slooten said the picture at 1 
January will be one of increasing demand 
and constrained supply.

“Reinsurers have absorbed a lot of 
volatility over the past five years and 
deserve credit for having done so with 
minimal impact to capital adequacy and ratings,” he 
said.

However, earnings have suffered and some capacity 
is exiting, particularly for property catastrophe-
exposed business, with not a lot of new capital coming 
in.

“It’s a bifurcated market – not everyone is pulling 
back, but there are not a lot of signs of new capital 
or new entrants coming in. This may change if we see 
more loss activity.

“Inflationary pressures are also a factor. Property 
rebuild costs are at elevated levels and there are 
concerns about social inflation in the casualty market 
as well.

“Reinsurers will look to address rising loss cost 
trends through higher pricing, in the absence of 
compelling counter-arguments,” Van Slooten said.

Strong cat bond market
In the alternative capital space, Van Slooten said the 
property cat bond market has remained strong.

“Buyers are looking across the spectrum of available 
products, because the availability of traditional 
capacity is becoming more constrained,” he said.

Cat bonds have become relatively more attractive, 
including for reinsurers looking to secure retrocession 

protection. 
“There is still strong investor appetite 

in this area, because the loss triggers can 
be more narrowly defined and the product 
offers them the ability to trade in and out.

“For private collateralised reinsurance, 
there is not as much capacity available as 
there was in the past.”

Van Slooten said that Aon was engaging 
its global resources and relationships to 
widen the availability of capital to help 
clients achieve better outcomes at the 
renewals.

Challenging investment environment
Van Slooten said 2022 will likely be another challenging 
year from an earnings perspective, because of what has 
happened on the asset side of the balance sheet.

The faster-than-anticipated rise in interest rates has 
undermined bond values, resulting in large unrealised 
losses in the first half of the year.

While he acknowledged the short-term adjustment 
was painful, he said that most of the impact was 
“accounting noise” and more of a timing issue. 

“Rating agencies seem to be treating most of these 
losses as non-economic – we are not seeing rating 
downgrades as a result,” he said.

“The industry will work our way through this difficult 
period, then the benefit will start to feed through – 
higher interest rates represent a long-term positive for 
earnings.”

The ability to articulate how 
you are managing inflation in 
your own book and your own 
views of risk will be critical, 

alongside the quality of your 
data
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The reinsurance industry is changing, and rapidly. Emerging 
perils, such as intellectual property (IP) coverage and 

cyber, have pushed the market out of its traditional comfort 
zone and will continue to push it further. 

For new exposures across the industries we serve, 
be it cross-class threats such as climate change and 
cyber or specific perils coverage, we need to shift our 
approach and fundamentally change the mindset of the 
industry. Simply put, the industry needs to ‘get out of 
its own way’.

Broadening the talent pool
For risk carriers to grow, they need to stay relevant, 
work with broker partners and match their offering 
with demand from the broader economy. We need to 
offer products for new exposures that boards and chief 
risk officers are grappling with. A sign of this shift in 
approach is the growing (and still insufficient) pool of 
external talent that (re)insurers are engaging to identify, 
quantify and therefore ultimately price risk adequately.

Emerging perils present carriers with challenges: how 
to quantify exposures on intangible assets such as IP, or 
how to manage enterprise risk where no model exists. 
Unlike, say, traditional property treaty, IP underwriters 
have engaged with experts from both the wider 
industry and the legal sector to assess the value of the 
assets, to identify exposures and to build familiarity 
and understanding of the risk. But it is the market’s 
experience with cyber that has prompted the most 
significant and lasting change.

The early cyber market
In the early phases, cyber underwriters struggled to 
build confidence in the risk and therefore to attract 
sufficient capital to build a sustainable marketplace.

Traditional perils such as wind or quake have 
decades, if not centuries, of loss data, with dynamic 
and respected models that help build insurers’ and 
investors’ confidence in these risks. With the impact of 
potential losses relatively well understood, insurance 
structures can be transparently and adequately priced. 
However, even this is changing. Climate change has 
increased the quantum of unmodelled peril exposure 
and is shifting the severity, frequency and spread, with 

greater pace than models and pricing adjustments.
Cyber, on the other hand, lacked not only loss data 

and relevant models, but also expertise. Nevertheless, 
the sheer demand for cyber coverage meant multiple 
primary insurers were entering the market – but without 
the reinsurance capacity backing required to stabilise 
and capitalise the market at scale.

Maturing cyber cover
As primary cyber insurance grew, reinsurance and retro 
markets struggled to keep pace. The datapoints, limits 
and exclusions that come with more familiar perils were 
not there in early cyber contracts.

This is changing, though often through some painful 
experiences for carriers. Recent loss history has meant 
that wordings, clauses and portfolio management 
have improved significantly, enabling reinsurance and 
retro players to either grow their presence or enter the 
market.

The emergence of cyber hours clauses, for one, is 
a positive sign: it begins to put limits and caps on 
catastrophic risk. Working with our broker partners 
and the primary coverage providers, we have seen the 
emergence of a sustainable cyber market. There is still 
a long way to grow to reach a point of relevance that 
our customers demand.

External talent will be key to its long-term 
functioning: at Liberty, we identified the military as 
a potential source of expert knowledge about cyber 
perils, and our recruitment strategy has been to seek 
external knowledge outside the (re)insurance industry.

Lessons from cyber
It has taken a sustained effort and an influx of fresh 
talent from industries outside our own to build a more 
mature cyber market. But the opportunity was and is 
enormous, given the ever-increasing exposures.

Reinsurers and insurers need to stay relevant – cyber 
is one example where emerging threats that corporates 
face on a day-to-day basis require a (re)insurance 
response. As an industry, we should take the lessons 
learnt from underwriting cyber – they will be relevant to 
future emerging perils, to quote a classic, the “unknown 
unknowns” that lie ahead.

New perils, innovative responses: how cyber 
risk is teaching reinsurers to think differently

Peter Smith 
is executive 
vice president 
and managing 
director, 
London, at 
Liberty Mutual 
Reinsurance
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What trends are you seeing in the casualty reinsurance 
space in North America?

The primary insurance portfolios that we cover have 
seen improvements over the last few years which were 
necessary and recognised by reinsurers. Rate increases 
are now slowing and in some cases, such as public D&O, 
the industry is seeing rate decreases and competition 
from both new and established players. The limits 
deployed are generally remaining stable and the 
industry has made an effort to be disciplined; however, 
there are examples of some portions of the sector 
increasing the limits deployed, which 
we are monitoring closely. There is also 
increased acknowledgement that high 
ceding commissions are not sustainable. 

Many other factors contribute to 
these market dynamics. The legislative 
environment in the US has complexities 
which make it more difficult to evaluate 
and estimate loss costs. This includes 
broad trends like the courts still working 
through significant backlogs brought on 
from the pandemic and future legislative 
changes which bring new uncertainties. As an example, 
the proposed Bill S74A in New York, also known as 
the “Grieving Families Act”, could materially increase 
potential exposure for (re)insurers in the state. 

What do you think will be one of the biggest topics 
of discussion ahead of 1 January renewals in casualty 
reinsurance? 
Inflation will likely be the biggest topic of conversation 
at the upcoming 1.1 renewals, from both social and 
economic perspectives. The industry has been grappling 
with social inflation for years and there continues to be 
examples across the industry each week which reinforce 
the various issues related to social inflation.

More recently, economic inflation has triggered 
further reflection on loss trends as higher loss trends 
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are warranted depending on product and attachment 
point. It remains to be seen if underlying rates will keep 
up with elevated loss trends to ensure price adequacy, 
but it is clear there is more uncertainty around loss 
trend assumptions. We are looking forward to having 
more in-depth discussions with partners about 
inflation overall, including the potential positive uplifts 
from products that price off of an inflation-sensitive 
exposure base and how that is being captured and 
quantified. 

Where do you see opportunities in casualty moving 
forward?
Our North American casualty team at Axis Re brings 
a broad view of casualty, which includes traditional 

casualty, professional lines and workers’ 
compensation. These areas all have 
their own distinctive dynamics which 
makes it difficult to generalise but we see 
opportunities within each.

Cyber is perhaps the most dynamic 
currently and the industry is exploring 
the various opportunities it presents. 
To address this area, Axis Re recently 
appointed Lydia LaSalata as its new global 
head of cyber. 

Across many segments reinsurance 
clients continue to evolve including captive 
arrangements and hybrid fronting carriers partnering 
with MGAs. Collaboration, dedicated expertise and 
alignment of interest are key in these spaces. 

Axis Re recently identified casualty reinsurance as one 
of its key areas of focus, in addition to A&H, credit and 
surety, and specialty. Why?  
Axis Re recently shifted its focus to specialist 
reinsurance lines with a commitment to A&H, casualty, 
credit and specialty. Axis Re’s interest in the casualty 
market is long-standing, and many of our clients are 
casualty focused. We bring deep expertise in the space 
and a strong track record of paying claims. This line of 
business will remain a focus and a growth area for us, 
alongside A&H, credit and surety, and specialty.

Inflation will likely be the 
biggest topic of conversation 
at the upcoming 1.1 renewals, 

from both social and 
economic perspectives
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The “wind” season is always a pivotal moment for the 
reinsurance industry, but with climate less predictable 

than ever and reinsurance facing a capacity squeeze, 
January renewals will be even more important. A quiet 
wind season might ease the pressures, but 
capacity will still be tight and we can expect 
a tough 2023.

But a tougher market and strong 
pricing levels are also good conditions to 
entice new capital into the market and, 
while challenging, the year ahead also 
represents an opportunity. Weathering 
whatever the next few months hold in 
terms of activity and being able to grasp 
the opportunities of the year ahead 
will require a first-class performance from industry 
professionals, and intermediaries in particular.

Delivering for clients will require a combination of 
youth and innovation with the experience and depth 
of knowledge that comes from our senior colleagues. 
Clients also need, and deserve, a quality service that 
goes beyond just clocking up the deals.

Building specialist teams
Howden has made it a priority to ensure we have the 
best possible teams in place – teams that blend youth 
and innovation with seniority and experience. Our 
treaty business, one of our key areas of expansion, has 
been built with talent as the top priority.

Meanwhile, the Howden-TigerRisk deal will 
create on completion a business of 450 insurance 
professionals with global specialist expertise, filling 
a gap in the market. Both Howden and TigerRisk have 
complementary strengths, and together we will be 
leaders in the treaty, fac, capital markets, MGA and 

analytics space, representing a powerful force in the 
market.

We have hired nearly 100 new people over the past 
year in reinsurance alone; many of those are on the 

facultative side, as well as on the program 
side of the business in the US and UK. 
And we now have a team of 50 in London 
set up for the treaty business.

The global political and economic 
environment will require expertise in 
political risk and trade credit risk, which 
the Howden-TigerRisk combination also 
delivers.

The specialist capabilities we now 
offer are: property D&F/retro, marine 

and energy, casualty, aviation and space and capital 
solutions. This is no small achievement in an 
environment in which experienced specialists are in 
high demand. Outside of the global specialties we are 
focusing on expanding internationally, and attracting 
the top talent in the industry is a top priority.

Clients expect a full service
Investment in talent is essential in a market where 
clients are expecting a fully joined-up service and 
where they need intermediary expertise more than 
ever. We feel we can really make a difference with 
service levels from “cradle to grave” that clients want 
and deserve. Yes – our job is to get the deal done, but 
paying premiums correctly and on time, with swift 
time-monitored claims recoveries is also important.   

As we all adapt to the new climate – in both the 
weather and the economy – we believe having 
specialist capabilities and the best talent available 
will be the decisive factor in delivering success.

A quiet wind season might 
ease the pressures, but 

capacity will still be tight and 
we can expect a tough 2023

Bradley 
Maltese is CEO 
at Howden RE
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Severe convective storms are a frequent peril on the 
European climate risk landscape and cause significant 

losses every year. Sometimes viewed as attritional, the 
risk is often managed using historical experience, despite 
incomplete observational reporting.

Nevertheless, recent events have shown 
the potential cost this peril can cause 
for the (re)insurance industry. The broad 
spectrum of sources of severe storm loss 
includes localised tornadoes, damaging 
straight-line winds, destructive hailstorms 
and large derechos.

2022 has produced a significant number 
of these types of events. France alone 
has been bombarded by three separate 
periods of severe thunderstorms this 
year. The storms, running from 21-23 May, 
then 2-5 June and finally 18 June to 4 July, 
combined to deliver baseball-sized hail, 
damaging winds, flooding from torrential 
rains, tornadoes and lightning strikes. 
The storms in May struck across portions 
of western coastal France into northern 
France and the Paris Basin, with the early 
June storms extending through the remainder of France 
and then slamming the country again from mid-June 
into early July.

The magnitude of these losses is quite notable. 
France Assureurs, the French federation of insurance, 
announced that these three periods combined 
generated nearly 975,000 claims for insurers totalling 
€3.9bn ($3.99bn). Around 87 percent of total losses 
were for homes and automobiles, with the remaining 
13 percent related to commercial losses, crops and 
agriculture. As a result insurers have been racing to 
fulfil the unprecedented number of claims filed by 

insureds. Derechos are becoming a more common 
household meteorological term due to notable recent 
events. A derecho across southern Europe on 18 August 
tracked over 620 miles (1,000 kilometres) from southern 
France to southern Poland.

A derecho, taken from the Spanish word 
for “straight”, is a cluster of thunderstorms 
producing destructive wind gusts for 
hundreds of miles. As defined by the 
US National Oceanic and Atmospheric 
Administration, a derecho has the 
capability of producing damaging wind 
swaths over 400 miles (650 kilometres) 
long and 60 miles (about 100 kilometres) 
wide, with wind gusts of 75 miles per hour 
or greater along its path.

At the time of writing, losses are being 
assessed but wind damage was reported 
in several countries, while hail damage 
was reported in Italy. More than 45,000 
homes experienced power outages on the 
island of Corsica, France. There have been 
widespread reports of uprooted trees 
and downed powerlines and at least 13 

fatalities.
Losses of this size from the severe convective storm 

peril cannot be considered as just attritional. They 
show the need for explicit modelling of tornadoes, 
large hail and damaging straight-line winds across 
Europe in order to get a true representation of the true 
risk. Utilising the latest science and claims history, the 
RMS Europe Severe Convective Storm HD model informs 
the industry through a 50,000-year probabilistic event 
set spanning 17 countries. Losses reaching nearly €4bn 
for one country in less than three months underlines 
the need for effective modelling.

Losses of this size from the 
severe convective storm peril 
cannot be considered as just 

attritional. They show the 
need for explicit modelling 
of tornadoes, large hail and 

damaging straight-line winds 
across Europe in order to get 
a true representation of the 

true risk

Steve Drews is 
senior product 
manager at 
RMS
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RMS’ Steve Drews looks back at the recent severe 
convective storm outbreak in France 

Severe storm losses 
in France show need 
for effective models
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The pandemic and Ukraine invasion have accelerated 
the transition to a multipolar world order, with a few 

large powers creating something distinct from the unipolar 
system that emerged from the Cold War. The 
dimensions of the shift may be open to debate, 
but it’s clear the current system is moving 
rapidly to something new. (Re)insurers are 
partnering with clients and society to shape 
and stabilise this new era, as supply chain, 
climate and food and energy security risks 
grow more complex.

Peeling back the layers of human 
history, we see patterns that observers 
likely missed in the moment. For instance, 
the Sumerians and Egyptians who began 
drafting the first written records 5,000 
years ago may not have immediately 
grasped the revolution they were unleashing. There 
probably wasn’t somebody standing there by the Nile 
saying, “I was there when the world changed.”

Even so, time and perspective have taught us how 
this marked the juncture when humankind emerged 
from its pre-historic darkness, clearing the way for 

the rapid development of religion, 
education, philosophy, science, law – 
in short, the foundations of modern 
civilisation. Nothing would ever be the 
same again.

As we gather at Rendez-Vous in Monte 
Carlo, we have landed in front-row 
seats to another, critical turning point 
for civilisation: The transition from a 
unipolar to a multipolar world order. 
In Swiss Re’s latest sigma publication, 
entitled “Maintaining resilience: the role 
of P&C insurers in a new world order”, 
our experts document forces shaping 

this new paradigm. In the making for some time, this 
shift has been catalysed by both the pandemic and 
war in Ukraine.
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As we gather at Rendez-Vous 
in Monte Carlo, we have 

landed in front-row seats to 
another, critical turning point 
for civilisation: The transition

from a unipolar to a 
multipolar world order

Swiss Re’s Moses Ojeisekhoba believes the 
(re)insurance sector has a front-row seat 
at a turning point for civilisation



Moses 
Ojeisekhoba 
is CEO for 
reinsurance at 
Swiss Re

Multilateral reboot
This new order is a more fragmented construct than 
what followed World War II. The dominant system of 
governance and cooperation is unravelling, probably 
irreversibly, posing challenges to the multilateralism 
we once counted on to promote global stability. 

Power centres such as China, Europe, India and the 
US are set to redefine multilateralism, not exactly 
abandoning cooperation, but instead pursuing 
relationships more strongly defined by their individual 
interests.

Amid this sea change, we see a role for P&C  
(re)insurers, to facilitate as orderly a transition as 
possible. More than ever, our industry must step 
forward as an agent of societal resilience.

Among the first significant new order 
features to emerge from the pandemic 
and Ukraine invasion is the realignment 
of supply chains to avoid future crisis-
driven trade disruptions. Some describe 
this as a retreat from globalisation, or a 
deceleration. 

Regardless of how you define it, 
re-shored or “friend-shored” supply 
chains will no longer be based on 
pure efficiency, as assurances that supply chains 
are resilient enough to withstand crises are also 
paramount.

Smoothing complexity
This rebooted system, with relocated facilities running 
in parallel, will require insurance solutions to smooth 
how business is conducted. 

Companies must increasingly harness data to 
overcome the heightened complexity that will 
now accompany getting products from factories to 
customers, and insurance solutions will be critical in 
enabling this transition.

The shift to a green economy was already 
unavoidable, to mitigate climate change’s existential 
threat. Russia’s invasion of Ukraine has only 
heightened urgency, as leaders fret over energy 
security. Such a transition extends far beyond 
renewable energy, as virtually every element of the 
global economy requires reconfiguration in order to 
meet climate goals. 

I’d argue that this is where the (re)insurance 
industry can really shine, by helping de-risk this shift 
for our stakeholder clients and by simultaneously 
deploying our own financial muscle to actively 
participate in the financing of new climate-friendly 
infrastructure.

Think multipolar, act globally
One thing all of us at the Rendez-Vous know 
instinctively is that the push to combat climate 

change transcends borders. Climate change and 
the extreme weather events it fuels care nothing 
about particular geopolitical interests. That’s why 
multilateral action remains indispensable even in a 
world order characterised by large players serving 
narrower interests. No less than the planet’s future is 
in the offing. 

Here, (re)insurers’ solutions to bolster climate 
resilience can be the glue keeping a fragmented world 
from splintering further.

A third defining feature of this emerging order 
dominated by multi-polar blocs of economic influence 
is the potential for worsening disruptions to food 
supplies, a scenario that would accelerate widening 
inequality. Food prices were rising before Russia’s 

invasion of Ukraine; the invasion poured 
fuel on the fire. The most vulnerable are 
hurting most. Large swathes of Africa and 
south Asia face acute hunger while the 
United Nations says the number of people 
just a stumble away from famine has more 
than doubled since 2019 to 345 million; 
many are children. This is devastating.

This problem is multi-faceted, given 
so much is currently out of whack, from 

energy costs, fertiliser and grain supplies to climate-
driven drought and the challenges inherent to feeding 
a growing population.

That’s why agriculture insurance, from parametric 
drought solutions to products that smooth out volatile 
production costs, is expected to assume a more 
important role in managing growing risks stemming 
from a multipolar world order’s impact on the food-
production value chain. 

Public-private partnerships involving the insurance 
industry will also be essential, to boost protection in 
markets that historically have been underserved.

When the world changed
As provocative as this may sound, civilisation finds 
itself at another pivotal turning point, as a new 
multipolar world order takes shape.

While it may have taken humankind centuries to 
put previous shifts – including the one ignited by 
written communication, to return to my initial example 
– into their revolutionary place, technology now at 
our fingertips makes it possible to quickly assess, 
understand and respond in real time to the new order 
taking shape this time.

This is what I call data-driven risk knowledge. As  
(re)insurers, it gives us the power to be the architects 
of our destinies, not merely passive observers of 
events. When we recall this moment in history, I’m 
optimistic we’ll be able to say that when the world 
changed in 2022, our industry was there not just to 
maintain resilience, but to strengthen it.

Viewpoint: New World Order | 45

Day 2 | Monte Carlo Rendez-Vous 2022 theinsurer.com | #ReinsuranceMonth

More than ever, our industry 
must step forward as an

agent of societal resilience



There is a significant growth opportunity 
for reinsurers that can deliver a fully 

connected value exchange that replaces the 
mostly manual processes we’ve all suffered 
with for decades.  

Integrated platforms will directly 
connect market stakeholders for real-time 
data sharing and more fluid collaboration 
to develop solutions customers want, 
including capital allocations, risk triggers 
for provisional notices of cancellation and 
loss prevention services. Such platforms 
will also enable the sharing of risk 
insights during the underwriting year (rather than in 
hindsight) and coverages that better reflect the nature 
of their assets.

As critical members of the overall value chain, 
reinsurers have catalysed the growth of the global 
insurance industry. Proper and appropriate reinsurance 
enables cedants to write more profitable business, 
take greater lines in longer-tail products and lines of 
business, and ultimately fulfil our noble purpose to 
protect and support the evolution of society.

Digital experiences and tools can streamline not only 
purchasing but also the risk management process with 
easier data sharing and increased transparency on 
coverages and risk performance. Instead of traditional 
trading practices, modern tech can provide clear, end-
to-end visibility from quoting to binding to claims and 
through reserve analysis and portfolio management.   

Whether you choose to vertically integrate or 
participate on a platform or adopt a hybrid model to 
support different lines of business, reinsurers have 

more freedom to innovate with more 
diversified offerings, including primary 
insurance products and risk management 
guidance. 

Their ability to match new products 
to different risk appetites will open 
access to secondary markets and allow 
reinsurers to engage more stakeholders 
profitably. They will take the lead in 
designing coverages for the unthinkable, 
such as future pandemics, “cybergeddon” 
events and climate catastrophes.

Reinsurers that want to lead in our 
evolving industry will need to upgrade their technology 
platforms to enable seamless and transparent plug-
and-play connections for clients, brokers and other 
service providers. Strong, effective micro services to 
enable rapid integrations will be key. The benefits – 
more accurate pricing, more appropriate coverages for 
cedants, more efficient sales and servicing processes – 
will more than justify the effort and investment. 

Reinsurers need to recruit new talent as the current 
workforce retires. Data scientists and actuaries will 
use advanced data and analytics to optimise cedant 
exposure and accumulations. Future market leaders 
won’t pit people against machines, but rather create 
hybrid models with talented professionals empowered 
with powerful technology. In other words, it’s a race to 
the top, which means reinsurers need a plan.

For more on how reinsurers can spark  
growth through advanced connectivity, please contact 
us global.insurance@ey.com.

How reinsurers can spark profitable 
growth through advanced connectivity

Future market leaders 
won’t pit people against 

machines, but rather create 
hybrid models with talented 

professionals empowered 
with powerful technology

Sophia Yen is 
EY Americas 
insurance 
strategy and 
innovation 
leader 
and David 
Connolly is EY 
global nexus 
for insurance 
leader
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EY’s Sophia Yen and David Connolly highlight the need for a technology upgrade in the race to the top
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Fitch Ratings has maintained a neutral outlook on the 
global reinsurance sector amid predictions that the 

sector’s underlying financial performance will be broadly 
stable throughout the remainder of 2022 and into 2023.

The rating agency anticipated that the demand for 
most reinsurance business will be relatively unaffected 
by economic slowdown, with the expectation that 
underlying profitability will remain broadly stable in 
2022 and 2023.

High macroeconomic uncertainty has led to an 
increased demand for reinsurance covers, Fitch said. 
However it said that an impending global recession 
may stifle demand for risk covers that are exposed 
to the economic cycle, such as trade credit and 
construction.

Fitch added that price discipline in the hardening 
market environment and higher reinvestment yields 
will largely offset the impact of rising claims inflation 
and falling asset values.

The outlook noted that premium rate increases had 
accelerated in 2022 after a slowdown during January 
2022 renewals.

Property premiums increased the most in response to 
the effects of high inflation, higher frequency of natural 
catastrophes and the Russia-Ukraine conflict, Fitch said.

The rating agency added that it expects property 
premiums to increase further in 2023 as high inflation 
and the impacts of climate change continue to push up 
claims.

Fitch stressed it is important that pricing keeps up 
with rising claims inflation. It explained that capital 
repatriation – such as share buybacks and special 
dividends – will become more important over the next 
18 months as more reinsurers cut back on capital-
intensive property cat business.

Elsewhere, casualty premium rates are likely to 
remain stable as casualty business benefits from a 
higher reinsurance capital allocation. 

Fitch added there is a potential that long-tail casualty 
lines could face reserve deficiencies – and in severe 
cases, this could weaken reinsurers’ capital.

Fitch noted the increasing importance of cat bonds in 
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Fitch: Strong property cat pricing will 
compensate for rising claims inflation

the alternative capital space, anticipating that capital 
inflows in this space will remain strong as peak risks 
are increasingly placed with institutional investors.

Fitch said the outlook remained optimistic with a 
projected sector combined ratio of 96 percent for 2023, 
although sustained high inflation and the effects of 
climate change make claims trends less predictable. 

With risk aversion driving strong premium growth, 
Fitch concluded that the global reinsurance sector is 
positioned for strong premium growth in 2022 and 
2023, with demand for reinsurance covers growing as a 
result of the uncertainty linked to high inflation, rising 
interest rates and financial market volatility.

Fitch Ratings’ Global 
Reinsurance Forecast
($mn) 2021A 2022F 2023F

Net premiums written 158,853 172,350 186,150

Catastrophe losses 19,475 15,400 17,550

Russia/Ukraine losses - 2,450 -

Pandemic-related losses (non-life) 525 - -

Net prior-year favourable reserve 
development

4,286 3,480 3,500

Calendar-year combined ratio (%) 98.0 95.2 93.6

Accident-year combined ratio (%) 100.8 97.4 95.6

Accident-year combined ratio excl. 
catastrophes/Russia/pandemic (%)

87.6 86.4 85.6

Calendar-year operating ratio (%) 91.5 88.5 86.6

Shareholders’ equity (excl. Berkshire 
Hathaway)

232,599 209,340 219,810

Net income return on equity (excl. 
Berkshire Hathaway) (%)

10.4 5.2 9.5

Source: Fitch Ratings
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S&P Global Ratings has maintained a negative outlook on 
the global reinsurance sector despite expectations that 

improvements in underwriting profitability will continue in 
P&C reinsurance into 2023. 

Reinsurers will continue to struggle to sustainably 
earn in excess of their cost of capital over the next year, 
S&P said, owing to potential heightened 
natural catastrophe losses, capital market 
volatility, the increasing cost of capital 
and high inflation.

The rating agency said high inflation 
was “no longer a transitory phenomenon”, 
having prompted a rapid change in central 
banks’ course of action. 

S&P warned of the threat of stagflation, 
leading to slowing economic growth and 
lower demand for insurance.

The rating agency flagged natural 
catastrophe risk as another significant headwind, amid 
heightened frequency and severity of weather-related 
events as a result of climate change.

On average, the capital of the top 21 reinsurers is 
more exposed to natural catastrophe risk, with S&P 
noting that net exposure as measured by a 1-in-250-
year return period had grown 4 percent year on year.

In addition, average capital at risk increased by 1 

percentage point year on year to 28 percent in January 
2022.

S&P said that reinsurers are increasing their nat cat 
budgets to allow for this exposure growth, with the 
top 21 reinsurance groups increasing their budgets to 
$15.5bn.

The outlook noted figures from Swiss Re 
on the protection gap, with the reinsurer 
estimating the (re)insurance industry 
covered around 40 percent of the $270bn 
total global economic losses due to nat 
cats in 2021.

In addition, secondary perils – such 
as severe convective storms, floods and 
wildfires – accounted for 73 percent of all 
nat cat losses in 2021.

S&P added that losses have been 
exacerbated by factors including 

urbanisation, higher asset values, underestimated 
exposures, supply chain disruption, increased material 
costs and labour shortages due to Covid-19, inflation 
and climate change.

The rating agency noted a divergence of strategies 
over nat cat risk, with some reinsurers growing their nat 
cat net exposure while others adopt a more cautious 
and defensive stance.
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Secondary perils – such as 
severe convective storms, 

floods and wildfires – 
accounted for 73 percent of 

all nat cat losses in 2021
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This divergence in strategies reflects assessment of 
risk appetites, uneven pricing adequacy despite years 
of improved pricing and loss fatigue, S&P said.

Turnaround?
Elevated nat cat losses in recent years have also ignited 
reinsurance pricing increases – a trend 
S&P expects to continue into the 2023 
renewals.

Pricing momentum is supported by a 
combination of inflation, climate change, 
macroeconomic uncertainties and rising 
unmodelled risks.

The global reinsurance sector entered 
2022 with robust capitalisation – however, 
S&P expects the capital adequacy buffer 
to erode in 2022 owing to market volatility 
and mark-to-market losses.

The sector outlook added that this 
will be offset by prospective strong underwriting 
earnings and increasing investment income, noting that 
the majority of the top global reinsurers have well-
diversified investment 
portfolios that are 
generally conservatively 
managed.

S&P noted that 
reinsurance renewals 
have become an 
increasingly dynamic 
process in recent 
years, with property 
cat reinsurance rates 
increasing since 2018 
owing to higher cat 
losses exacerbated by 
inflation and supply 
chain issues.

Elsewhere, casualty 
reinsurance lines have 
also seen compounded 
multi-year rate 
increases owing to 
adverse loss trends in 
certain lines and rising 
loss-cost trends from 
social inflation.

Although these 
tailwinds of pricing 
improvements, robust 
capitalisation and higher investment income partially 
offset the headwinds in the global reinsurance sector, 
S&P does not expect that they will be sufficient to fully 
offset the conditions and prompt a turnaround in the 
sector.

Looking forward
S&P expects alternative capital to remain an important 
pillar in the reinsurance space going forward.

Alternative reinsurance capital sources held their 
ground amid rising interest rates and capital markets 
volatility, reaching the previous all-time high of $97bn 

from 2018.
This growth, particularly in catastrophe 

bonds, demonstrates that reinsurers 
are more sophisticated in terms of their 
capital management and can better 
address shocks.

However, ILS investors are wary of 
elevated losses and trapped collateral, 
with a separate report by S&P forecasting 
that growth in cyber ILS will be slow in the 
short to medium term as investors remain 
hesitant over the potential for significant 
accumulation risk.

Overall, S&P described reinsurance sector 
performance over the past five years as poor, but 
recognised that the last 18 months have seen improved 

underwriting 
results.

The sector 
outlook concluded 
that disciplined 
underwriting and 
adequate risk 
pricing, as well as 
tighter terms with 
clear exclusions 
and overall 
sophisticated risk 
management, 
will be key for 
reinsurers to 
defend their 
competitive 
position and 
preserve earnings 
and capital 
strength.

The rating 
agency originally 
placed the sector 
on a negative 
outlook in early 
2020 – prior to 
the pandemic 

outbreak – as reinsurers found it difficult to meet cost 
of capital.

As of 31 August 2022, S&P noted that 19 percent 
of ratings on the top 21 global reinsurers were on 
CreditWatch with negative implications or a negative 
outlook.
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S&P described reinsurance 
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past five years as poor, but 
recognised that the last 18 

months have seen improved 
underwriting results

Insured global catastrophes: 
2021 another record year
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Reinsurance earnings will be bolstered by rising prices and 
higher investment income with a stable outlook for the 

sector amid inflationary concerns, according to Moody’s new 
reinsurance outlook report.

The stable outlook was supported by good 
underwriting discipline, strong demand and rising 
interest rates, which will increase prices, investment 
income and overall profitability.

Moody’s added that balance sheets will remain solid 
despite market volatility, with healthy capital ratios 
and resilient sector solvency against financial market 
and underwriting shocks, supported by conservative 
investment portfolios, internal capital generation and 
rising interest rates.

The rating agency 
noted that recent cat 
losses and pandemic-
induced awareness of 
risk have generated 
sustained demand for 
primary commercial 
and reinsurance P&C 
policies.

Moody’s added that 
these cate losses have 
also raised concerns 
around climate change, 
which in turn has caused a sector-wide reassessment 
of catastrophe risk with many reinsurers beginning to 
restrict capacity and limit exposure.

The rating agency forecast that over-the-cycle earnings 
from property cat reinsurance to strengthen owing to 
rising prices and improved risk modelling for secondary 
perils, which accounted for 63 percent of total cat losses 
between 2019 and 2021.

A survey of reinsurance buyers indicated that many 
expect prices to rise rapidly in 2023 as a result of climate 
change, inflation trends and strong demand.

Forty percent of respondents said they expect price 
rises of more than 7.5 percent in property lines, marking 
the third consecutive survey where respondents 
anticipated no overall price decline in P&C reinsurance.

Moody’s said it expects property cat reinsurance 
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Moody’s: P&C pricing will continue to rise on 
climate change, inflation trends and strong demand

earnings to improve, noting that in 2021 insured nat cat 
losses reached around $110bn – the third costliest cat 
year since 2011. However, Moody’s noted that reinsurers 
still achieved an overall return on capital of 10 percent, 
similar to the lighter cat claims years of 2015 and 2016.

“We expect continued price increases, and higher 
investment yields on the back of rising interest rates to 
improve earnings,” commented Helena Kingsley-Tomkins, 
vice president at Moody’s.

The report underlined inflation as a significant threat 
to Moody’s stable outlook for the reinsurance sector, 
particularly related to litigation and medical costs owing 
to increasing claims costs.

Moody’s noted 
that in 2021, global 
reinsurers reported the 
largest reserve release 
in the past three years 
at 2.3 percent, with 
the US remaining a 
significant source of 
casualty business 
for global reinsurers 
despite social inflation 
trends.

Sustained high 
inflation may increase 

long-term care and medical costs, increasing claims 
and reserving risk in long-tail liability lines, the rating 
company said.

Moody’s added that post-pandemic supply chain 
disruption has exacerbated rising material and labour 
costs, contributing to the existing deterioration of 
reinsurers’ earnings in commercial property and motor 
(re)insurance lines.

Kingsley-Tomkins warned reinsurers remain “highly 
vulnerable” to outsized losses from physical climate 
risks, with firms unable to cut down their catastrophe 
exposures without “eroding the value of their franchise”.

“Over recent years they have been taking a 
disproportionate quantum of catastrophe losses. 
They’re not being remunerated for the risk that they are 
undertaking,” she concluded.

Price and yield rises will improve reinsurers’ returns after years of weak and volatile results
Five year rolling median ROC and combined ratios
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The global non-life run-off market continues to grow, 
with estimated liabilities rising 11 percent to $960bn 

since the beginning of 2021, according to PwC’s latest global 
insurance run-off survey. 

PwC said the growth reflects a number 
of factors, including the fundamental 
underlying increase in insurance business 
being transacted across the world and 
the knock-on effect for policies entering 
run-off, either through natural expiry or 
strategic exits as insurers discontinue 
non-core or unprofitable business. 

It is estimated that over 50 percent of 
the growth since PwC’s last survey has 
emanated from North America.

While the past 18 months has seen 
high levels of deal flow for all transaction 
sizes, PwC noted an increasing number of 
transactions valued at over $300mn. 

PwC said that of the 400+ publicly 
disclosed deals completed in the last ten 
years, 150+ have been in the last three 
years.

It also noted it was observing an 
increasing number of $500m to $1bn+ 

transactions, driven by strong, long-term capital being 
deployed and both buyers and sellers becoming more 
innovative when designing legacy solutions. 

PwC said the deals have been driven by 
strong demand from insurers for capital 
relieving legacy solutions, supported by a 
plentiful supply of capital from investors, 
which acquirers have used to take on 
larger and more diverse portfolios.

While PwC estimated that insured 
liabilities have reached $960bn, it also 
highlighted material legacy liabilities held 
on the balance sheets of manufacturing 
companies and other non-insurance 
corporations of ~$68bn globally.

PwC noted that established run-off 
acquirers and new bespoke entrants 
are increasingly targeting the sector as 
corporations look to gain finality for 
long-running asbestos and environmental 
exposures that continue to be a drag on 
financial performance.   

The report highlighted that while 
significant opportunities exist, the legacy 
sector also faces some challenges, 
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with retaining non-core 
books.

Andrew Ward, liability 
restructuring partner at PwC UK



and increased 
uncertainty as a 
result of inflation 
will be a factor 
for acquirers in 
valuing reserves 
and pricing 
transactions.

It warned 
that the highly 
competitive nature 
of the environment 
means that maintaining pricing discipline is critical 
when assessing opportunities to generate target 
returns.

Andrew Ward, liability restructuring partner at PwC 
UK, said: “As the sector has successfully demonstrated 
for some time now, pro-active run-off management 
can free up the capital tied up in legacy books and 
allow live insurers to focus on writing core profitable 
business. 

“We see further opportunities for run-off acquirers 
as insurers assess portfolios in line with strategic 
objectives and the ongoing inflationary environment 
may be a catalyst for more activity as insurers look to 
alleviate capital pressures associated with retaining 
non-core books,” Ward continued.

“However, the run-off market itself is not immune 
and is likely to face similar pressure on its reserves, 
meaning players will need to be creative and strategic 
in how they operate in this environment.”

Competition and pricing trends
Of the respondents to PwC’s survey, 99 percent said 

the market has 
medium or 
high levels of 
competition, 
and the growing 
number of players 
and availability 
of capital in the 
market means 
many deals 
are becoming 
increasingly 

competitive. 
In some instances, PwC said acquirers are being 

forced to show more flexibility with their pricing 
strategies in order to compete. 

PwC noted that underwriting discipline has remained 
strong without the requirement of arbitrary changes to 
pricing and modelling assumptions to compete. PwC 
said it had witnessed a trend for acquirers to remain 
aligned to their strategic priorities but this has meant 
that some acquirers may have not been able to execute 
on the number of deals they hoped.

In addition, the report highlighted that buyers 
are becoming more selective at evaluating and 
participating in deals due to the higher volume coming 
to market. If processes don’t feel right, don’t deliver 
the strategic fit desired or match return expectations, 
then buyers are walking away. 

This has manifested itself in many deals being left on 
the table.

How the market reacts to this on both sides will be 
interesting to see, PwC said.
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“The market is seeing an unprecedented number 
of opportunities across all segments from very large 
loss portfolio transfers to small captive sales and 
increasingly, corporate liability deals,” Ward said.

“We are seeing greater levels of segregation and 
specialisation amongst the acquirers as a result and 
whilst competition in the $100mn to $300mn deal size 
range is fierce, there is plenty to keep everyone busy,” 
he added.

“The momentum we’ve seen 
over the past three years shows 
no sign of subsiding. The ongoing 
professionalisation of the sector, 
supported by strongly capitalised 
buyers, will see the sector thrive 
as long as pricing discipline is 
maintained. Overall the future is 
bright and we should expect to see 
deal numbers rise and the size of 
deals grow.”

New targets and lines of business
Survey respondents selected 
general liability, property and casualty, and workers’ 
compensation as the lines of business most likely to 
attract interest in 2022. 

PwC highlighted that motor and financial lines make 
up the top five, reflecting the growing appetite for 
younger and shorter-tail exposures.

The report said there remains a great deal of 
untapped potential in the US and European markets, 
especially with many insurers and reinsurers currently 

assessing what business is core and non-core. 
The market is also slowly beginning to see increasing 

awareness and acceptance of run-off solutions in new 
geographies and classes of business.

The PwC survey results pointed to North America 
being viewed by respondents as the most likely to 
see a growth in transaction activity, with 57 percent 
of respondents predicting a greater number of 

transactions in the future and a further 40 
percent expecting a repeat of current volumes. 

PwC said that this is in large part driven by 
the increasing demand for and availability 
of sophisticated reinsurance solutions and it 
will also be interesting to observe the impact 
on deal flow and deal type as a consequence 
of the evolving IBT environment – two IBTs 
have now been completed in Oklahoma with a 
number of others believed to be in progress.

Continental Europe remains relatively close 
behind North America in terms of forecast 
deal activity, but with a slightly less optimistic 
view.

“The run-off market continues to evolve and 
establish itself as part of the mainstream insurance 
sector,” Ward continued.

“Deal activity in the third quarter has been 
encouraging, with activity in all of the major markets 
and a number of acquirers transacting,” he added.

“We are seeing an ever more diverse range of risks 
reaching the run-off market, including far more 
recently underwritten business, and the pipeline looks 
strong for the foreseeable future.”
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We are seeing an ever 
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including far more recently 
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the pipeline looks strong for 

the foreseeable future
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Following legacy specialist Marco’s acquisition of Capita 
Insurance Services and Capita Managing Agency and the 

swift rebrand to Polo just over four months ago, the firm has 
wasted no time in developing an active pipeline and is in 
the advanced stages of bringing several businesses into the 
Lloyd’s market.

Speaking to The Insurer, Marco CEO and founder 
Simon Minshall and Polo CEO Simon Sykes discussed 
how the change in ownership has breathed new life 
into the old Capita business. 

Sykes – who has led the Capita insurance operation 
since late 2019 – explained that “before the acquisition 
by Oaktree Capital-backed Marco completed in May, 
the Lloyd’s managing agency and outsourced services 
unit were managed as standalone businesses as 
Capita wanted the option of selling the businesses 
separately”. 

“Now, with the acquisition by Marco, for the first time 
ever we have been allowed – actually encouraged – to 
bring the two fully together – and we’ve now fused 
these businesses,” he continued. “We offer this wide 
range of capability in the market – which I don’t think 
has been available before.” 

The acquisition of Polo saw around 300 staff based 
in Cheltenham and London transfer to Marco. 

Polo Commercial Insurance Services (PCIS), the 
outsourced services arm, provides a host of solutions 
– including underwriting support, management 

accounting, claims management, compliance and 
regulatory and workflow management – to MGAs, 
(re)insurance brokers and London market carriers 
including prospective and existing Lloyd’s syndicates. 

Polo Managing Agency is one of a very small handful 
permitted by the Corporation of Lloyd’s to provide 
third-party management services to businesses looking 
to enter the market, either in the form of a syndicate 
or a syndicate in a box (SIAB). 

Sykes explained that Polo is able to uniquely offer 
end-to-end solutions for new entrants to the market – 
whether that be an MGA, SIAB or syndicate. 

“It’s a very differentiated offering,” Sykes said.  
Through the plug-and-play approach Polo offers to 

start-ups, “we are able to provide tailored services 
and the required licences to launch new insurance 
ventures”, Sykes said.   

“We offer a menu of UK based services to our clients 
can pick from,” he said. “We’re never going to impose a 
fixed model, our clients can take what they want from 
us and get the operating model that works for them.”

Rivalling Asta 
Davies Group-owned Asta – which currently manages 
10 Lloyd’s syndicates, four SIABs, one special purpose 
arrangement, four MGAs and £1.5bn+ of capacity – is 
currently the market-leading third-party managing 
agency at Lloyd’s.  

60 | Interview: Marco Capital

Polo aims to provide a fresh 
alternative for Lloyd’s entrants in 2023

theinsurer.com | #ReinsuranceMonth Monte Carlo Rendez-Vous 2022 | Day 2

Marco CEO 
and founder 
Simon 
Minshall and 
Simon Syke, 
CEO Polo



While other agencies – such as Apollo – provide 
similar ‘turnkey’ services they do not do so as a core 
business offering.  

Sykes said that while he admires Asta, Polo has 
a number of “big differentiators” which give a 
competitive edge that will be harnessed to position 
Polo as the go-to provider of Lloyd’s managing agency 
services to new entrants. 

“We are unburdened by legacy systems and 
processes. Under our new ownership, we 
are investing to create a digital managing 
agency which will provide our clients with 
a lower operating cost. Combined with 
PCIS’ capabilities, we offer our clients a 
superior operating model within which 
they can ‘dial up and down’ resources 
required, at a low cost of operations, 
and which benefit from high operational 
resilience by being based in the UK.”    

Polo, whilst part of the Marco Group, is 
and will remain a distinct and separate 
business. “We have the benefits of being 
part of a financially strong group which 
offers a shared IT hosting backbone while allowing us 
to remain a nimble and entrepreneurial operator able 
to meet our clients’ needs, flexibly and efficiently.”

Sykes’ comments were echoed by Minshall – who 
launched run-off specialist Marco in 2020 with €500mn 
of committed capital. He explained that Polo was in 
talks with a number of established Lloyd’s vehicles 
that were interested in transferring over to its 
platform.

“There’s a lot of interest in moving to us because of 
the fact that we’re independent,” the former Darag and 
Endurance CFO told this publication.

Minshall said that Polo’s new pricing methodology, 
introduced by Marco, is a major differentiator for 
a Lloyd’s managing agency as it is built around 

clearly defined KPI milestones as opposed to profit 
commissions – and this is also driving inbound 
enquiries from established Lloyd’s players. 

“It’s really resonating with clients,” he said. “They’re 
far more relaxed about rewarding the business for 
(over)delivering on contracted for services than 
extracting a share of profit in good markets (but not 
suffering when profits turn down) earned on risk 
capital.”

 
Importance of innovation 
Another key differentiator for the Polo 
business in attracting both established 
and ‘new model’ clients seeking market 
entry is its focus on innovation.

“We’re positioning ourselves to be a 
force for innovation in the marketplace,” 
Sykes said.

“When we talk to potential SIABs 
and MGAs we’re focused on bringing 
new ideas and opportunities to the 
market rather than just recycling an old 
underwriter,” he continued. 

Minshall said that during a hard market cycle turning 
an underwriting profit can be relatively easy, yet many 
start-ups have fallen victim to ignoring the importance 
of innovation in their business models.

“In the current market it would be easy for a copy-
cat syndicate to set up shop at Lloyd’s and just 
underwrite the same lines of business as every other 
Lloyd’s syndicate does,” he said. 

“There’s a well-trodden pathway of failures like this 
because when the market turns soft, or if they fail to 
gain traction, they just implode,” he continued. 

“Entrants with an innovative focus are valuable 
to the market overall because everybody’s not just 
fighting over the same piece of pie, while it allows Polo 
to position itself as the go-to place for new things.”
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When we talk to potential 
SIABs and MGAs we’re 

focused on bringing new 
ideas and opportunities to 
the market rather than just 
recycling an old underwriter

August 2020
Marco Capital was 

launched with €500mn 
of capital from 
Oaktree Capital

Marco Capital milestones

January 2021
Completes 

acquisition of UK 
non-life insurance 
company British 

Reserve Insurance 
Company Ltd from 

Allianz

June 2021
Seals its first 

captive acquisition 
with Isle of 

Man-based VA 
Insurance Services 

Limited

June 2021
Receives regulatory 
approval for Malta 
subsidiary Marco 

Insurance PCC

October 2021
Gains in-principle 
approval to launch 
RITC syndicate at 

Lloyd’s

October 2021
Strikes deal with 

Allianz UK for 
Gibbon Pools 

liabilities

February 2022
Granted permission 
by Lloyd’s for RITC 
Syndicate 1254 to 

underwrite

May 2022
Completes 

acquisition of 
Capita Insurance 

Services and Capita 
Managing Agency

February 2022
Marco completes 
RITC transaction 

with Verto Syndicate 
2689

October 2021
Acquires Guernsey-

domiciled ILS 
vehicle Humboldt 

Re from 
Credit Suisse



Pricing discipline will be critical if the legacy market is 
to maintain its hard-fought reputation amid a surge in 

interest from carriers seeking solutions for prior-year books 
of business, R&Q’s group head of legacy M&A Paul Corver has 
warned

At a time when more run-off counterparties are 
entering the space in response to increased demand 
from carriers, Corver told The Insurer of his concerns 
that the current “competitive streak” in the sector 
may lead to “some unfortunate transactions being 
undertaken”. 

“Competition has increased but we can’t forget 
that the market has worked hard to develop a good 
reputation over the years to encourage live insurers to 
come and transact,” Corver said. “We have to make sure 
we maintain our discipline and reputation.”

Corver said the run-off sector was 
“markedly different” now compared 
to previous perceptions of a “toxic 
environment” with a focus on distressed 
and bankrupt entities. 

Once the preserve of a handful of 
players, the market has seen a swathe of 
new counterparties enter in recent years 
with established players also scaling up 
by attracting capital from private equity 
houses in response to an increase in 
appetite for legacy solutions among P&C 
players.

Corver said that as well as increased competition, 
legacy counterparties needed to be mindful of where 
the P&C market is in the cycle and the impact this 
has on the portfolios that brokers are bringing to the 
market.

“We’re coming out of a lengthy soft market where a lot 
of lines were underpriced in regard to premium,” he said.

In addition, Corver said the legacy market needed to 
be aware of the impact of social and economic inflation 
on prior-year books.

“Brokers are very actively working with clients to look 
at capital relief solutions and the removal of unwanted 
portfolios,” he said.

“We’ve got to be even more aware now of the 

incentives behind the party in undertaking a transaction 
as some may use it as a solution to a previously under-
priced problem portfolio,” Corver added.

Corver said that there would inevitably be different 
motivators for parties looking to offload certain 
portfolios, with these needing to be “very carefully 
assessed” with strong due diligence undertaken. 

“Legacy acquirers need to be going in with both eyes 
wide open to make sure that they fully understand what 
it is they’re taking on,” he added.

Portfolio pipeline
Corver said that prior-year books of liability business – 
particularly US casualty portfolios – continued to be the 
mainstay of legacy transactions undertaken at R&Q and 
by other counterparties in the sector. 

“That’s not really a surprise because of 
the impact of social inflation and the soft 
market environment that was around for 
the last five or six years,” he said.

“So it’s inevitable that will cause some 
distress as losses come through and 
mature,” he continued.

While not “the main thrust”, Corver noted 
that portfolios with cyber exposures were  
appearing in the market. 

He also pointed to longer-tail political 
and credit risk classes being present in 

portfolios recently marketed to legacy counterparties, 
which he said hadn’t traditionally been “a natural fit” for 
a legacy transaction due to the length of the unexpired 
period on some lines. 

Corver said while property portfolios were generally 
too short-tail for the legacy market to transact, there 
were “some opportunities out there”. 

Discussing the outlook for the legacy sector – which 
according to a recent PwC report saw a record $5.4bn 
of liabilities transferred to run-off specialists in H1 
2022 – Corver described the market as “buoyant and 
competitive”. 

“It’s what you expect a mature market to look like,” 
he said. “We just have to ensure that we continue in the 
same vein.”

R&Q’s Corver: Discipline and 
reputation crucial as legacy 
market enters next chapter

Legacy acquirers need to be 
going in with both eyes wide 
open to make sure that they 
fully understand what it is 

they’re taking on
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Parametric insurance offers huge potential to fill significant 
gaps in protection against flood risk that traditional 

insurance products are not able to bridge. Such structures 
are complementary to indemnity cover but deliver a level of 
responsiveness and payment simplicity and certainty that 
cannot be achieved through a traditional insurance program.

Reducing the risk
Parametric solutions require a detailed understanding of 
the peril and the level of loss that it can create. A trigger 
mechanism is designed such that when a predefined 
event occurs, or a certain predefined index threshold 
is reached, a payment is triggered of a value that is 
calibrated to relate to the level of loss that it is envisaged 
will have been suffered in those circumstances. 

Because the payment relates to specific circumstances 
occurring, and not assessment of the actual loss related 
to an underwritten asset, a parametric contract will 
always involve a level of basis risk. While basis risk is 
also present in traditional indemnity insurance contracts, 
it is a more profound feature of parametric insurance. 
Minimising that basis risk requires the definition of 
trigger thresholds that are as closely calibrated as 
possible to the likely loss. 

In the case of flood, the impact of a particular event 
on different properties can vary significantly within a 
relatively small geographic area, as different levels of 
water depth occur across the underlying terrain. Accurate 
ground level measurement data plays an important 
role in understanding inundation and enabling the 
estimation of potential damage and loss, but it is not 
possible to measure every point of interest at ground 
level, for every event.

Fortunately, advances in technology and data analytics 
can help with the measurement challenge. In particular, 
the combination of satellite imagery with auxiliary 
information, such as elevation models, ground sensors 
and river gauges, enables significantly more complete 
and accurate measurement of the extent and depth of 
flooding over even the most major events. This provides 
the potential for huge forward strides in the application 
of parametric solutions to address the flood events.

ICEYE’s constellation of miniaturised synthetic 

aperture radar (SAR) satellites can generate detailed 
flood imagery in any conditions – darkness, clouds, 
smoke – within 24 hours of a flood peak anywhere in the 
world. When combined with other aerial images and on-
the-ground data, it is possible not only to map precisely 
the extent of the flood, but also to measure water levels 
around buildings, often with levels of accuracy measured 
in centimetres.

Growing access to such high-resolution data within 
much shorter timeframes is a game-changer for 
parametric flood insurance.

Upping insurance penetration
The appetite for parametric insurance solutions to 
bolster socioeconomic resilience, particularly for those 
most vulnerable to the impacts of climate change, is 
demonstrated by the recent announcement of a risk 
transfer scheme for urban floods focused on the flood-
prone city of Accra in Ghana.

The scheme is a clear example of the power of 
collaboration, with parties to the project including the 
United Nations Development Programme, the German 
government, the Ghana Ministry of Finance and the 
Insurance Development Forum, with two of its members 
– Allianz and Swiss Re – spearheading the risk transfer 
component of the initiative.

The flood initiative is based on a parametric insurance 
structure. In the event of a large-scale flood event 
impacting the Accra region, ICEYE will provide high-
resolution hazard data on the incident which combines 
SAR imagery with additional data sources. This will 
enable those managing the programme to verify both 
the extent of the flood water and the depth of any 
inundation to establish whether the trigger threshold 
has been met or exceeded.

The comprehensive and accurate nature of the ICEYE 
solution reduces basis risk, ensuring that payouts are 
both timely and in line with expectations. Importantly, 
the flood data is also expected to inform response and 
recovery decisions throughout the region.  

Shoring up the flood market
Continued advances in technology and data analytics 
will enable more sophisticated indexes and triggers to 
be created and help parametric solutions to play an 
increasingly important part in protecting communities 
from the threats posed by natural catastrophes and 
other perils.

Rafal 
Modrzewski 
is CEO and 
co-founder of 
ICEYE
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How data advances are opening the 
parametric gates for flood protection
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Increased collaboration and transparency will be a critical 
part of the connected risk response. Russell’s Corporate 

Working Group now comprises more than 20 risk managers 
representing trillions of dollars of balance sheet capital. 
In July, Russell hosted an event which identified 10 key themes 
as the industry addresses the corporate risk challenge.

1(Re)insurers and corporates are siloed. (Re)insurers are 
siloed by product class and corporates are siloed by 

function. Both need to understand how end-to-end processes 
across the business are affected by events to ensure current 
and future resilience. We need to break down barriers to find 
ways of working that enable more collaborative 
approaches to risk sharing.

2The talent gap. A key requirement for brokers 
in the market is to get the best industry talent 

on board. Unless we get really talented, bright 
people who can provide solutions, we are going 
to fail because it starts with the talent.

3 Finding capital. A key role for brokers is also to find capital, 
whether that’s traditional capital, alternative capital, third-

party capital or insurance-linked securities. The equity and 
debt capital cost for corporates in some instances is almost 
twice as high as it is in insurance, so the insurance sector 
is well-placed to be involved in conversations that revolve 
around major capital-raising exercises.

4 Delivering innovation to address capital risk. Where are 
we actually addressing the capital risk and thinking about 

this? If we can get the best people, really talk to our clients, 
innovate and bring capital, we will be relevant.

5 Creating connected outcomes. We are still working on 
backing out specific risks, rather than the actual outcome. 

Because loss of network, for example, could come from loss of 
infrastructure, or a cyber attack threat, maybe non-malicious, 
there is a requirement to buy insurance for that outcome to 
protect my business.

6  Aligning insurer solutions to business growth. The 
insurance industry is there to help you grow as a business, 

not to be there when things go wrong. Back to the whole 
concept of pre-event resiliency, utilising the insurance 
market’s capabilities, capacity and, in this world of data-driven 
information, harnessing that power to create new products as 
well as to use that capital to support growth. Promoting the 
concept of comprehensive insurance.

7   One of the biggest challenges we face is climate change. 
Why? Because insurance is not long-term. Big corporates 

come to us for big long-term projects, but the industry works 
on an annual basis, which isn’t really supporting companies in 
their development. We have to be more long-term. Not what’s 
going on in the next 12 months, what are we doing over the 
next five years? What is the direction of travel, and how can we 
try and smooth out these peaks and troughs?

8 Need to rethink insurance. Think like a software company, 
which deals with intangible products and services. From 

a technology and data point of view, we are creating new 
jobs: the data stewards, data curators, data 
owners. There is a new job and responsibility 
here. Now flip it over to the corporates, which 
often remain wedded to often outdated 
‘bricks and mortar’ solutions. They are 
experiencing exactly the same problem in 
understanding the new intangible economy 
and opportunity.

9How do we recognise the correct data? How do we 
correctly analyse that data? We need to help individual 

risk managers one at a time versus a blanket approach. It 
is about having meaningful data but also there needs to be 
collaboration within the insurance industry to accept and 
agree what data we provide. 

10An approach that is shock-resilient. Many corporates 
are asset rich but cash poor. Do indemnity-based 

approaches sufficiently factor in the actual cost of both 
recovery, potential liquidity problems, being better prepared 
for the next shock and being more resilient to the turbulence 
that results from multiple shockwaves? The answer is, no. 
Build back better, build back quicker in your thinking. Be 
better prepared to absorb the shock and move on to the next 
opportunity.
 
As the global economy has become more interconnected, 
the risk landscape has become more complex. Companies 
are facing direct and indirect consequences of trading in 
the interconnected economy. This has led to rising balance 
sheet exposure, as insurance isn’t covering most of the 
loss, which hampers risk taking as risk appetites are being 
squeezed, thus stifling opportunity. We need a way of freeing 
up balance sheets to enable risk and encourage opportunities 
that improve return on equity. To conclude, in such an era of 
complexity and unknown risks, we need calculated simplicity. 
Hence, we predict the rise of outcome-based insurance.

Implement outcome-based 
solutions or face irrelevancy

A key role for brokers is also 
to find capital

Suki Basi, 
managing 
director at 
Russell Group
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Reinsurance executives on second quarter earnings 
calls expected continued pricing improvements at 

the upcoming 1 January renewal but this comes against 
a backdrop of the uncertainty caused by inflation and 
some pulling back from property business in response to 
volatility.

After lagging the primary insurance and retro 
markets for some time, reinsurers are now seeing some 
momentum on pricing. 

For example, AM Best in a report released in August 
noted that pricing was strong in the 
reinsurance segment in 2021, with many 
companies reporting that a third to a 
half of their premium growth could be 
attributed to pricing increases rather than 
exposure growth. 

The pricing momentum has continued 
into this year. AM Best forecasts more of 
the same for next year but with the caveat 
that not all will maintain their premium 
growth levels.

“Rate increases in many of the 
reinsurance lines are expected in 2023, 
although they will vary by line of business 
and territory,” AM Best said. “However, 
growth could be countered by reductions 
in property cat reinsurance premium, as 
many companies have begun to withdraw 
or substantially reduce their participation 
in that market.”

As the rating agency noted, reinsurers 
have undertaken a reassessment of their 
commitment to the property catastrophe 
market. 

Moody’s also highlighted this in a report on US and 
Bermuda reinsurers’ Q2 results.

“Reinsurance management teams took different 
strategic approaches to property catastrophe writings 

during the quarter, with companies such as Arch and 
PartnerRe reporting healthy growth in property lines, 
while others such as Everest Re and Alleghany [parent 
of TransRe] chose to reduce property catastrophe 
exposures,” Moody’s said.

The property pullback was also a big topic of 
discussion on reinsurers’ earnings calls.

A prominent example was Axis Capital, which during 
the second quarter announced its complete exit from 
property reinsurance business, after scaling back 

in recent times. This led to its overall 
reinsurance renewal volume dropping by 
32 percent at the 1 July renewal.  

Axis Re is being repositioned as a 
specialist reinsurer focused on casualty, 
specialty, accident and health, and credit 
lines. 

Axis president and CEO Albert Benchimol 
on an earnings call explained: “We find 
that reinsurance remains an attractive 
channel to access specialty risks that we 
can’t easily obtain through our insurance 
business. It provides additional scale, 
balance and geographical diversification to 
our consolidated portfolio, and we’re very 
good at it.

“On the other hand, we do not believe 
that the Axis we are building is the 
best market for volatile property and 
catastrophe reinsurance lines. We felt it 
best to be clear with our broker partners 
and customers as to the sustainable long-
term risk appetite of our business.”

Benchimol noted the strong reinsurance price 
increases Axis has been getting on the business it is 
writing, with an average increase of close to 9 percent 
in Q2 and 8.5 percent year to date. Aviation generated 
increases of more than 13 percent in Q2, and liability 
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was up more than 11 percent. Professional lines were up 
9 percent, while motor, marine, credit and surety all saw 
modest gains below 5 percent.

Property improvement predicted for 1.1
Benchimol stressed that his company’s exit “is not a 
view on the catastrophe business within the broader 
industry”.

“Indeed, we expect that this line will 
continue to improve at the 1 January 
renewals. Rather, this is a strategic decision 
to advance our progress towards the 
company we choose to be: a leader in 
specialty underwriting with a strong and 
consistent earnings profile,” he said. 

Other reinsurers displayed an appetite for 
writing catastrophe business. 

Arch Capital CEO Marc Grandisson said the 
June and July renewals “showed a property 
cat market in transition”.

“While I hesitate to make predictions, 
we are cautiously optimistic that this 
momentum will continue into 1.1.23,” 
he said. “The general psychology of the 
market appears to have shifted to requiring 
substantial rate increases to accept cat 
exposure.”

He added: “As an example, in Florida, 
where capacity remains constrained, property cat rates 
were up in excess of 30 percent and our PML in a 1-in-
250-year event increased as we selectively expanded 
our writings.”

Grandisson said that rate pressure was also evident 
also beyond Florida. “However, we will need a few more 
quarters to confirm we are facing a hard property cat 
marketplace,” he said.

Juan Andrade, president and CEO of Everest Re, said 
overall reinsurance market conditions have steadily 
improved over the course of 2022. 

Discussing property cat, the executive said Everest 
is “seeing improved economics”. He added: “Everest’s 
position as a preferred market has allowed us to 
reposition our participation in key programs, further 
away from frequency losses and achieve better 
expected profit or reduced cat exposure.”

RenaissanceRe president and CEO Kevin O’Donnell 
described the Florida renewal at 1 June as “dislocated 
with continued upward rate momentum driven by 
reduced reinsurer and third-party appetite, limited retro 
capacity and severe financial distress at many domestic 
Florida insurers”.

He estimated industry rate increases in Florida 
averaged 10 percent to 30 percent with pricing 
particularly challenged in the lower layers.

RenaissanceRe has been reducing exposure to Florida 
over the last five years and currently only provides 

material support to six domestic insurers. Southeast 
wind remains the peak risk in its portfolio, however, as 
the reinsurer has moved away from Florida domestic 
carriers to more regional and nationwide programs. 

“Overall, at the mid-year renewals, we decided to hold 
our PMLs flat while taking the benefit of increased rate,” 
O’Donnell said. “More broadly, across the US we saw a 

significant increase in demand mid-year 
with about $5bn of new limit purchased. 
This was a mixture of mid-year renewals 
and some 1 January clients coming back 
to buy additional limit.”

As a result, O’Donnell said favourable 
pricing continued into 1 July with non-
loss-impacted risk-adjusted business 
rates up 10 percent to 20 percent, while 
loss-hit programs were up by over 50 
percent in some cases.

Discussing international renewals, 
O’Donnell said renewals in Australia 
were dislocated because of losses over 
the last year while European business 
also experienced rate increases, 
although at a more moderate pace.

Responding to an analyst who 
suggested “property reinsurance has 
increasingly become a negative word 
for a lot of your competitors”, O’Donnell 

noted that “supply is decreased, but it’s pretty closely 
matched to where the market is buying”.

The executive added: “I think with increased demand 
at 1.1, we’re going to see further rate pressure come 
into the market and reinsurance-led pricing, which we 
haven’t seen for a long time, or at least that’s what I’m 
optimistic for.”

Swiss Re eyes cat growth
The European reinsurance giants have also been taking 
divergent paths on property business. 

Swiss Re reported that it achieved price increases of 
12 percent at the July reinsurance renewals. However, 
the reinsurer said it was needed to fully offset higher 
loss assumptions, reflecting a view on inflation and 
other changes in exposure. 

Year to date, Swiss Re has seen 6 percent price 
increases in its P&C reinsurance business.

At the July renewals, the reinsurer said nat cat growth 
was in line with January/April renewals, with the 
company shifting capacity to higher-attaching layers 
with attractive economics

For property business, Swiss Re has reduced 
proportional property year to date, largely driven by July 
renewals to mitigate inflationary impacts.

“We do indeed see cat as an attractive area to grow 
further,” Swiss Re group chief underwriting officer 
Thierry Leger said on an earnings call. “We think the 
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market has arrived to a hard market positioning, and we 
feel that continued hardening will happen in the next 18 
months or so. So we are very optimistic with regard to 
the market out there.”

However, CFO John Dacey also indicated that Swiss Re 
believes the Florida market is still not well priced, and 
the company remains underweight there.

Scor during the June and July property 
casualty renewals reduced its 1-in-250-year 
PML by 21 percent, which was significantly 
ahead of its original 11 percent projection 
for 2022 at the start of the year. 

“Since then we have reshaped our cat 
risk profile, reducing both earnings at risk 
and capital at risk,” said Scor CEO Laurent 
Rousseau on an earnings call.

The executive added that Scor has 
also reduced volatility by cutting the 
net PML by 50 percent in its agriculture 
portfolio and rebalancing it towards 
non-proportional business to improve the 
profitability.

Jean-Jacques Henchoz, chairman of 
the executive board at Hannover Re, 
highlighted “an improving reinsurance 
market price environment”. 

He said at the mid-year renewals Hannover Re saw 
“favourable demand overall” while “limit management 
and inflation were the most notable topics during the 
renewal”.

Hannover Re has not changed its view on nat cat-
related business in the Americas, and so has not 
increased risk appetite for US wind and earthquake-
exposed business.

Commenting on the P&C reinsurance market in 
general, Henchoz said: “Inflation will clearly be one of 
the key topics, both in renewal negotiations ahead of 
2023, but also in discussions with our investors. In our 
pricing, we adjust the inflation expectation regularly 
and have done so last year and this year, in particular.”

He added: “The recent renewals show that we are 
in a position to ask for higher rates, and we were able 
to integrate these higher inflation expectations in our 
pricing.”

Joachim Wenning, chairman of the board at Munich 
Re, also noted the impact of inflation on the P&C 
reinsurance business on his company’s earnings call. 

“We have seen significant nominal price increases in 
this year’s renewals which were, to a large extent, driven 
by inflation and will be supportive for a continuation of 
the hardening market,” he said.

Casualty cedes stabilising 
On the casualty side, Everest Re’s Andrade said the 
market remained stable with some tightening of terms 
driven by concerns over social inflation and emerging 

risks. “The market is showing signs of discipline, 
especially in pro rata, where cedes appear to be 
stabilising,” he said.

Jim Williamson, group chief operating officer and head 
of reinsurance at Everest Re, added the levelling off of 
pro rata commissions was certainly seen in the US and 
some of its international treaty casualty businesses.

Williamson added, however, that there 
are still areas of the market where ceding 
commissions are increasing. The executive 
noted that there has been three and a half 
years of rate increases in casualty.

“We’ve also seen really significant 
re-underwriting actions by many of our 
cedants,” Williamson said. “That’s risk 
selection, that’s attachment points, 
that’s limits, that’s terms and conditions. 
And that builds a significant amount of 
underlying margin into the treaties that 
we’re writing.”

RenaissanceRe’s O’Donnell also 
highlighted the stabilisation in the 
casualty market on his company’s earnings 
call.

“In our traditional casualty book, we 
are seeing reduced overcapacity on the best deals 
as well as reduced pressure on ceding commissions,” 
he said. “These trends are in response to underlying 
rate moderation and general inflationary fears, and 
we expect them to persist and drive bottom-line 
profitability.”

O’Donnell added that market conditions in 
RenaissanceRe’s specialty book continued to improve, 
driven by uncertainty from the Russia-Ukraine war and 
concerns related to cyber risk. 

“Cyber has presented an ongoing opportunity with 
demand consistently exceeding supply and rates up 
significantly,” he said.

The Moody’s report reflected the feedback on the 
overall reinsurance market from the earnings calls, with 
the rating agency stating that pricing conditions will 
remain favourable into 2023 January renewals but risks 
remain.

Moody’s said that, with the Atlantic hurricane season 
still to run its course, it is too soon to determine 
whether reinsurers will post strong profit for the full 
year 2022, while inflationary pressures will also drive 
pricing momentum.

“Management teams remain focused on improving the 
underlying margins for property catastrophe coverages,” 
it said. “Despite the favourable pricing conditions, the 
sector remains exposed to potentially large catastrophe 
events, rising loss costs as a result of economic and 
social inflationary trends, and uncertainty with regard 
to exposures related to the ongoing military conflict in 
Ukraine.”
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“Rising to the Exposure Challenge”

The Guy Carpenter Baden-Baden 
Reinsurance Symposium

This year, the highly anticipated Guy Carpenter Baden-Baden Reinsurance 
Symposium will once again take place on Sunday 23 October 2022, gathering over 
600 senior executives.

You will hear from Axis Re’s Ann Haugh, Hannover Re’s Jean-Jacques Henchoz and 
Guy Carpenter’s Massimo Reina in a panel hosted by The Insurer’s Sophie Roberts.

We will explore how the reinsurance industry can develop solutions of scale 
to address the shifting risk environment, bolster capital market participation, 
advance data analytics, and expand capabilities to meet clients’ evolving strategic 
goals in such a dynamic and fast-changing market context.

The symposium will be followed by a cocktail reception, offering attendees an 
excellent opportunity to network with industry peers.

So why not join them?
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Protecting 
what matters

At AXA XL, we believe in acting for human 
progress by protecting what matters. 
Reinsurance helps get communities 
back on their feet quickly and in a more 
resilient position after a disaster. 

We collaborate with a variety of leading 
experts to better understand climate risk 
and deliver solutions to help move the 
world forward.

Know You Can


