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Global Programmes Report 2022

 R isk and insurance managers at 
multinational companies have 
endured a tumultuous last few 

years as they dealt with the Covid-19 
pandemic, a hardening insurance market, 
huge supply chain disruptions and then, 
just as we all hoped things would begin to 
settle down, the war in Ukraine. 

With inflation now ramping up, 
a global recession on the cards and 
other mounting risks exacerbating the 
extremely complicated risk outlook, 
Commercial Risk held its two-day in-
person and online Global Programmes 
Conference 2022 to help our readers 
navigate the choppy waters.

We have all learnt to adapt and cope 
with rapid change during recent times, 
and the event focused on what that will 
look like for risk managers and global 
insurance programmes in particular. 

The ‘Managing global programmes in a 
changing world’ conference was sponsored 
and supported by AIG, Zurich, AXA XL 
and Marsh, and held in association with 
UK risk management association Airmic 
and the IRM. AXCO, ChainThat, Generali 
Global Corporate & Commercial, Globex, 
QBE, Sompo International, Swiss Re 
Corporate Solutions, TMF and WTW were 
also sponsor partners at the recent event 
held in London’s Leonardo Royal Hotel.  

In this report, we bring you highlights 
from the discussion, during which 

delegates heard that the new IUA model 
FINC clause is a promising development 
for global insurance buyers. There is focus 
on better signs from the insurance market 
where hardening is easing, but on the flip 
side a fear that inflation is set to drive up 
claims and possibly prolong rate increases. 
We look at how multinational insurance 
buyers can get the best out of this market, 
not least through the boom in captives. 

Then, of course, we focus on the 
war in Ukraine and what it means for 
both risk and insurance managers. A 
leading Ukrainian risk manager urges the 
insurance industry to step up and help his 
country in its hour of need. We also cover 
news that global insurers are starting 
to underwrite local policies in Ukraine 
after initial reticence following Russia’s 
invasion, and bring you advice on how to 
navigate the complex sociopolitical risk 
landscape.

And we tackle some of the evergreen 
issues with global programmes such as 
delivering contract certainty, finding the 
right balance between costs and reward 
of uniform cover, and what insurance 
buyers want – and can expect – from 
the ongoing efforts to digitalise global 
programmes. 

Ben Norris 
Editor 
Global Programmes Report

https://www.commercialriskonline.com/
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insurers and legal experts. The 
wordings has now, therefore, been 
ratified by the insurance industry.

STEP FORWARD
Peter Den Dekker, former Ferma 
president and head of insurance and 
risk management, group treasury 
at IRMD, also welcomed the 
IUA FINC clause as a “great step 
forward”. 

And he urged the IUA and 
insurers to now reach out to 
multinational insurance buyers 
to discuss its contents and get 
feedback. As far as Sharma is 
concerned, this is the logical next 
step. 

“We should now approach 
the various risk management 
associations with that wording to 

u FINC

news@commercialriskonline.com

@comriskonline

The International 
Underwriting 
Association’s (IUA) 
new model financial 

interest cover (FINC) clause has 
been welcomed as a major step 
forward for multinational insurance 
buyers, who will now have a chance 
to digest the wording, give their 
feedback and, hopefully, help bring 
some much-needed clarity to this 
complex aspect of multinational 
insurance programmes. 

The IUA published its model 
FINC clause in April, in a bid to 
work towards a standard wording 
and end problems created by the 
myriad of versions used by different 
insurers.

Praveen Sharma, global practice 
leader, insurance regulatory and tax 
at Marsh, was a member of the IUA 
working party that came up with 
the clause and believes it is a big 
step forward for buyers, brokers and 
insurers alike. 

“This is a huge step forward 
for everyone. Until now we have 
had different clauses from different 
insurers. So we now have this model 
clause that we can build on,” he said.

Sharma has been calling on the 
insurance industry to collaborate 
and come up with a standard FINC 
wording for the benefit of insureds 
for several years, to end some of the 
confusion and ambiguity over their 
use.

“There remain disparate FINC 
clauses being used by various 

insurers, and multinational clients 
can have a liability policy with one 
carrier and a property policy with 
another with a different FINC 
clause. And clients want to know 
which one is right. So to alleviate 
that discrepancy, the IUA came up 
with this clause that I am hoping 
the market will embrace and use 
on a consistent basis. This is what 
we want to do at Marsh and I am 
hoping insurers will want to do the 
same. I think it is a win-win for all 
involved, not least insureds,” he said. 

Sharma explained that the IUA 
clause was written by brokers, 

Brokers and buyers welcome IUA’s 
new model FINC clause

Next step is to bring risk managers into discussion

“ I think it is a win-win for 
all involved, not least 
insureds” 6  

Praveen Sharma 
explained that the 
IUA clause was 
written by brokers, 
insurers and legal 
experts

https://www.commercialriskonline.com/
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get their opinion. This is phase one, 
so let’s take it to Airmic, Ferma, 
Ifrima, Parima and other risk 
management associations around 
the world, to see what their views 
are and adapt,” he told the audience 
of people from across the insurance 
buying and risk transfer community. 

Sharma explained the clause is 
adaptable and can be amended if 
people desire, but he stressed that 
the basic principles are set. 

A FINC clause covers the parent 
company for a loss suffered by a 
subsidiary and seems an increasingly 
viable solution for multinationals 
when local insurance regulations 
forbid non-admitted insurance. 
They are used to insure the parent 
company’s balance sheet for losses 
originating in foreign countries on 
top of exhausted local policy limits 
and conditions.

FINCs are a provision within a 
global or master policy that can step 
in where difference-in-conditions 
(DIC) and difference-in-limits (DIL) 
solutions do not work.

The clauses have been around 
for more than a decade but there 
has been heated discussion in the 
international commercial insurance 
market about the legal viability and 
practical feasibility of the FINC 
concept ever since.

VALIDATION
Although there has been a lack 
of test cases, experts have argued 
that the fact claims have been paid 
under a FINC and not come to court 
suggests the principle works. And a 
ruling in India that upheld the FINC 
clause used by Adidas has given 
further validation to the concept.

“In 2019 the Indian tax tribunal 
ruled that the financial interest 
cover clause used by Adidas covered 
the intangible asset of the parent 
and not the tangible asset of the 
Indian subsidiary and so was a valid 
claim,” explained Sharma. 

This ruling will have given risk 
managers more confidence to use 
FINC. But there are still many 
different FINC clauses used by 
insurers, which potentially makes 
them less appealing for customers 
that are seeking contract certainty 

and want to know they will work. 
The model IUA clause should go 
some way to reducing some of this 
ambiguity.

PROS AND CONS
But while FINC clauses clearly 
have a role to play in multinational 
programme compliance, they 
are not without limitations. For 
example, an overseas subsidiary is 
not insured under FINC and there 
is no local premium allocation, with 
any financial interest loss payable to 
the parent/policyholder.

FINC may not be suitable for all 
classes of insurance, such as Side–A 
D&O. It is important therefore for 
clients and brokers to weigh up all 
the pros and cons when considering 
using a FINC clause. 

Sharma reminded risk managers 
that FINC is a backup solution that 
should only be used when all other 
avenues have been pursued. 

“FINC clauses are not the 
panacea to your compliance 
ailments. Let me put that straight. 
It should be used as a matter of 
absolute last resort once you have 
exhausted all other options. That’s 
when you fall on the FINC, not 
least because there are some tax 
implications to bear in mind,” he 
said.

“FINC clauses are not the 
panacea to your compliance 
ailments. Let me put that 
straight. It should be used 
as a matter of absolute last 
resort”

In 2019, the Indian 
tax tribunal ruled 
that the financial 
interest cover 
clause used by 
Adidas covered the 
intangible asset 
of the parent and 
not the tangible 
asset of the Indian 
subsidiary and so 
was a valid claim

https://www.commercialriskonline.com/
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market conditions 
are easing for 
global programmes 
but rates are still 

increasing, with risk management 
and data now big differentiators in 
the market. But buyers and brokers 
say that if insurers push them too 
far, more companies could yet turn 
to captives. 

Clarissa Franks, UK placement 
leader at Marsh, said average 
rate increases are reducing on 
most lines, with the exception 
of cyber. Franks said the market 
isn’t softening but she is seeing a 
broad range of outcomes, with rate 
reductions for some programmes 
and increases on others. But 
generally the trend is getting easier 
for buyers, she said. “It feels like a 
much easier trading environment 
to me in most areas of the market,” 
said the broker. 

She noted that clients are 
beginning to be able to build 
towers of capacity again for D&O, 
a particularly troubled line during 
the last couple of years, and there 
is much more confidence in the 
market. Franks also stressed that 
insurers are now rewarding risk 
management with lower prices and 
better cover. 

Bart Smets, head of insurance 
and risk at Umicore, said there are 
definite signs that the market is 
“cooling down”. 

Tony Hills, client executive 
at QBE, agreed that market 
conditions have eased, and that 

broadly the pace of increase is 
lifting. He acknowledged that 
insurers have, by and large, made 
a profit during the last couple of 
years, but asked: “Do margins 
truly reflect the risk and volatility 
carriers are taking on, particularly 
against a backdrop of underwriting 
losses for the market for a number 
of years leading up to the start of 
the hard market cycle?”

When asked to look into 
a crystal ball to see where the 
market will be in six to 12 months’ 
time, Franks thinks things will 
ease further for buyers. She 
predicts buyers may well see more 
favourable pricing from insurers at 

Conditions easing for multinational 
insurance buyers

Risk management and data growing factors in renewals 

“It feels like a much easier 
trading environment to me 
in most areas of the market”

the end of the year as they try to 
hit growth targets.

Hills said market predictions 
are notoriously tricky but, if 
pushed, he believes things will 
look similar to now. He noted that 
many of the features that led to the 
current market conditions are still 
here and we now face economic 
uncertainty, as well as the war in 
Ukraine. “So I would question 
whether we will see a fundamental 
shift in the way the market is going 
to operate over the next six to 12 
months,” he said.

SECURING COVER
Insurance buyers have had to 
navigate a difficult global insurance 
market for several years now and 
are still looking for the best ways to 
secure cover. Elke Vagenende, global 
head of multinational at AIG, said 
risk differentiation is key. 

She said this has been a trend in 
2022, with insurers differentiating 
between those who actively 
manage the risk and want to work 
together with insurers on data 
and risk information, and those 
who don’t. The latter, she said, 
are going to struggle. “It is not 
just a passive relationship – it is 
now more important than ever to 
have that proactive approach,” she 
explained.

Risk manager Smets agreed 
that the more information you can 
provide to underwriters, the better. 
“It is important to sit around the 
table and explain what you want. A 
tailor-made approach to insurance 
coverage is important. Price is 
important of course but it is not 
the only element,” he said.

Hills said data and early 
engagement are key to getting the 
best out of the market and urged 

Clarissa Franks 
said buyers may 
well see more 
favourable pricing 
from insurers at 
the end of the year 
as they try to hit 
growth targets

https://www.commercialriskonline.com/
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both buyers and carriers to up their 
game. 

“One of my biggest frustrations 
having been a broker for many years 
is getting submissions four, five or 
six weeks from renewal. We want 
to be helpful but this makes things 
difficult, particularly for global 
programmes where it might be 
necessary to undertake catastrophe 
risk modelling, or engage with 
overseas offices in relation to tariff 
rating or access to government 
pools,” he said.

“Insurers also have to improve 
their levels of engagement. A yes-
or-no, take-it-or-leave-it response 
is not acceptable in a professional 
environment. But engagement is 
a two-way thing. To give the best 
outcome, particularly in a hard 
market, it helps enormously if clients 
engage early, share their data, give 
us time and talk to us. We need to 
hear our clients’ wants and needs as 
much as the broker does,” he added.

Smets went on to warn that 
risk managers will start to question 
whether it is useful to take out 
insurance at all if the market 
continues to push prices higher and 
reduces cover too much.

And Franks said she had heard 
a few insurance CEOs “reflecting 

on treading the line really carefully 
towards driving profitability while 
keeping premium volume in the 
market”.

“Once the client sets up a captive, 
it is very unusual for all lines to move 
out of the captive and back into the 
market,” she warned insurers.

UNRAVEL
COMPLEXITIES

Global Platforms: Simplifying Data, 
Work and Information Flow.

 Advancing International Programmes Together.

Bart Smets warned 
that risk managers 
could start to 
question whether 
it is useful to take 
out insurance at all

https://www.commercialriskonline.com/
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ever-rising inflation is 
set to lead to further 
P&C market hardening 
as insurers face up to 

higher claims severity from the 
rising cost of materials and labour, 
Andreas Berger, CEO of Swiss Re 
Corporate Solutions, told delegates 
at Commercial Risk’s latest event.

Giving the keynote speech, 
Berger said already-high inflation 
is only going to rise further because 
of the war in Ukraine and supply 
chain disruptions escalated by 
geopolitical tensions and the 
ongoing pandemic, as well as new 
Covid-19 lockdowns.

When high inflation and 
social inflation reared their ugly 
head back in the 1970s and early 
1980s, it led to a “full-blown” 
and “disastrous” liability crisis in 
the insurance industry, he said. 
To ensure the market doesn’t get 
into trouble again, Berger warned 
risk managers that the insurance 
market, which has recently shown 
signs of stabilising, will need to 
harden in both liability and other 
P&C lines. 

“We expect claims inflation to 
impact P&C insurers’ profitability 
in 2022, leading to further market 
hardening in 2023. That is at 
least what the models say at the 
moment,” he said. 

“In the face of rising inflation 
and increased costs, the insurance 
industry must make sure that 

inflation is factored into our costing 
and reflected in pricing,” said 
Berger.

Otherwise, there is a danger of 
recreating “the huge gap” between 
insurance pricing and losses that 
previously led to the “sustained 
unprofitability of our sector”, he 
added.

Inflation impacting claims severity 
and set to drive further market 

hardening, says Berger

“We expect claims inflation 
to impact P&C insurers’ 
profitability in 2022, leading 
to further market hardening 
in 2023”

EXPOSURE
The CEO said that in the medium 
to longer term, business lines with 
long tails, such as general liability, 
motor liability and workers 
compensation, will be the most 
exposed to sustained, elevated 
inflation.

In the near term, property 
and motor damage will likely 
be hit hardest, with price rises 
in construction and car parts 
outstripping those in the wider 
economy, he continued. 

“Increasing construction 
prices, growing at rates faster than 
general CPI inflation, are putting 
particularly high pressure on 
property claims,” said Berger. 

Andreas Berger, 
CEO of Swiss 
Re Corporate 
Solutions, gave the 
keynote speech 
via video link at 
Commercial Risk’s 
latest event

https://www.commercialriskonline.com/
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“In the US, since the summer 
of 2021, the rising demand for 
single-family housing and home 
improvements has overwhelmed 
the shrinking supply of materials 
required for building, pushing 
up the construction inflation 
rate to 18.4% this April, more 
than double the general inflation 
for the same period. In the EU, 
for example in Germany, we 
expect the construction price 
index (PPI-C) for non-residential 
commercial buildings to average 
around 18% this year. This will 
lead to an increase in repair and 
rebuilding costs, which in turn will 
likely show in higher claims,” he 
explained.

ENGAGE EARLY
Berger advised corporate risk 
managers to engage early with 
insurers and brokers to help deal 
with what he predicts will be further 
insurance market hardening. They 

should also ensure they have properly 
set property valuations, are focused 
on risk management and have 
enough budget to cope with the 
rising costs of inflation, he said.

“Early conversation will be key 
for all parties – clients, brokers and 

insurers – to prepare for potential 
changes in policy structures and 
wordings. Reassessment of property 
valuation is also key to ensure 
correct property valuations are 
provided to the market and to 
confirm that policies can cover 
increased recovery expenses and, 
especially, longer business inter-
ruption periods,” said Berger. 

“A focus on risk management 
measures is also important to 
help prevent potential claims. 
Ultimately, effective risk 
management is at the heart of 
ensuring businesses are resilient 
and ready for a change in economic 
conditions,” he continued.

“And it is the budgetary 
period soon. We recommend risk 
managers bring all these elements 
on inflation into your budgeting 
process, so there are no bad 
surprises. It is also about managing 
expectations internally,” added 
Berger.

Construction costs 
are on the rise due 
to inflation

https://www.commercialriskonline.com/
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Ukrainian risk manager says now is the 
time for insurance to prove its worth

Joining the 
conference via 
video link live from 
Ukraine, Mykhailo 
Rushkovskyi urged 
insurers to step up 
and help insureds 
in his country, as 
well as others 
around world 
affected by the war

u UKRAINE

news@commercialriskonline.com

@comriskonline

A 
Ukrainian risk manager 
has said now is the 
moment for insurance 
to prove its worth and 

help his country in its hour of need.
Speaking at our Global 

Programmes Conference 2022, 
Mykhailo Rushkovskyi, risk 
manager at DTEK and founder 
of RUNDERC.com, also believes 
business needs to urgently review 
its approach to risk and insurance 
management following his 
country’s invasion by Russia, in 
order to deal with future systemic 
shocks.

He urged insurers to step up 
and help insureds in the Ukraine, 
as well as others around world 
affected by the war, to bounce back 
from the ongoing crisis. 

“Now we are in the moment 
where insurance must show its 
value and its support for business 
and the recovery. This is the 
challenge not only for Ukraine but 
also the global market because 
we have a lot of joint projects, 
infrastructure and logistics, and it 
is all interrelated. We are all linked 
to each other,” said Rushkovskyi.

He likened insurance to 
a parachute that can seem 
unnecessary when on the ground 
but is clearly needed once you 
jump out of the plane. Ukrainian 
companies are now at that point 
when they need the parachute to 
open.

CRYSTAL BALL
Rushkovskyi said the big lesson from 
the war in Ukraine is that the world 

of risk management and insurance 
cannot carry on doing things as it did 
before the crisis.

“My crystal risk management 
ball says this is not the last 
systemic shock we will face. For 
example, we haven’t yet had the 
big cyber crisis, we haven’t had 
the big logistic crisis… so we 
urgently need to review our risk 
management systems and upgrade 
them,” he said.

Rushkovskyi added that 
insurance will need to play an 
important role in building this 
stronger resilience and buyers need 
more bespoke solutions. 

“We can’t use one-size-fits-all 
solutions. This will not work,” he 
said, before urging all parties in the 

risk transfer chain to come around 
the table and develop better cover.

“We need to talk,” said 
Rushkovskyi. “This should involve 
all parties – the risk managers, the 
insurers and brokers. We should all 
sit together and find solutions for 
specific risks, not one size fits all,” 
he added.

VALUE
As well as pushing insurers to deliver 
on their promises and develop better 
risk transfer solutions, Rushkovskyi 
urged them to think about the costs 
and value of the product they sell to 
corporates. 

Expecting inflation to drive 
market hardening again in Europe 
this year, he suggested companies 
may become less inclined to buy 
increasingly expensive cover that, 
in some cases, has yet to prove its 
worth.

“Risk managers are coming to 
the board and saying ‘ok we have 
this insurance that may or may not 
work, and today it costs twice as 
much as it used to’. Put yourself in 
the shoes of the top management. 
Are they willing to buy that 
insurance? Do they have trust in 
the insurance coverage? This is an 

“My crystal risk 
management ball says this 
is not the last systemic 
shock we will face... so we 
urgently need to review our 
risk management systems 
and upgrade them”
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open question to think about,” said 
the Ukrainian insurance buyer.

He went on to warn that the 
war in Ukraine could impact risks 
in other countries. For example, 
he said some countries are 
heavily dependent on agricultural 
exports from Ukraine, which may 
struggle to deliver.

“So there could be social unrest 
in these countries… that could 
trigger another political crisis in 
different regions around the world. 
The ripple effect is really, really 
significant,” he added.

With established networks of local players across the global 
insurance industry, Axco turns invaluable insight into tailored 
information solutions to help manage cross-border risks. 

From regulatory requirements and risk analysis to market 
developments and market statistics, we are your trusted 
information partners

T +44 (0)20 7374 5252

E axco@axcoinfo.com axcoinfo.com

Information and data from global insurance  
& employee benefits markets, at your fingertips

AXCA16132

Some countries are heavily dependent on agricultural exports from Ukraine“Put yourself in 
the shoes of the 
top management. 
Do they have trust 
in the insurance 
coverage?”
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Global insurers are 
beginning to write 
Ukrainian risks again 
under local policies as 

the market stabilises, having pulled 
back from issuing local policies 
and instead providing cover under 
the master policy in the immediate 
aftermath of Russia’s invasion, 
according to Janet Pane, head of 
global services solutions at WTW.

But she warned buyers that 
insurers are returning to the 
market with more, and often 
broad, exclusions. However, some 
risk managers are successfully 
removing such language if they are 
prepared to make their case, the 
broker added.  

Pane explained that following 
the outbreak of war in Ukraine, the 
big insurers pulled back on cover 
for multinationals with risks in 
both Ukraine and Russia.

Russian risks were met with 
“hard exclusions”, so global brokers 
had to direct clients to Russian 
brokers to place local policies, she 
said. “That was challenging and 
clients needed a lot of hand holding 
through that because they are not 
markets they understand,” Pane 
said.  

She added that while there was 
a “philosophical desire” to continue 
underwriting Ukrainian risks, this 
was challenging because insurers 
couldn’t issue local policies. 
Therefore, these risks tended to 
be put in the master programme 
and covered via a non-traditional 

use of the FINC clause, the broker 
explained. 

“But in general there was a lot 
of volatility in market response and 
a lot variance,” she continued.  

SANCTIONS
Pane said a lot of the confusion and 
concern from insurers was driven 
by the tricky sectorial sanctions 
placed on various companies and 
industries operating in, and dealing 
with, Russia. 

“It’s easy when there are 
absolute sanctions. We know 
what that looks like and is easier 
to deal with. As new sanctions 

Global insurers begin issuing local 
Ukrainian policies after pulling back 

Exclusions can be watered down with right approach 

“As new sanctions were 
being imposed, it created a 
very challenging landscape”

were being imposed, it created a 
very challenging landscape. Some 
legal teams within organisations 
take a more risk-based approach 
and others are very conservative. 
So we were seeing that play out 
in the market responses and who 
was willing to continue including 
coverage and who was quickly 
excluding and backing away,” she 
said. 

The good news is this has 
begun to settle down and the 
market has started to stabilise, 
continued the broker. 

“There was a lot of confusion 
in the market early on about what 
could be done. I think we have 
now come out the other side and 
some of the legal departments have 
agreed yes, if done in the right way, 
carving the risks out and placing 
cover locally in that market is the 
best option,” she said. 

Following the 
outbreak of war 
in Ukraine, the big 
insurers pulled 
back on cover for 
multinationals 
with risks in both 
Ukraine and Russia
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EXPERIENCE
EXPERTISE 
EXECUTION

This has seen some of the big  
global players begin writing local 
Ukrainian policies again. 

“We are seeing some markets 
come back onboard, starting 
to write those local policies in 
Ukraine. So that is really good 
news. Not everyone is there yet but 
we are seeing some of the bigger 
insurers being able to do that,” said 
Pane. 

EXCLUSIONS
With cover slowly returning, the 
biggest challenge facing insureds 
now is exclusionary language. But 
Pane encourages risk managers to 
work with the market, and said 
with the right information these 
exclusions can be removed. 

“The advice we always give to 
clients is get out early, work with 
your underwriting community and 
challenge some of the exclusions. 
We see that some of them are 
fairly broad. If you have the right 

discussion and you run that up the 
flagpole from the local underwriter 
up to management, and if you are a 
good risk, we are seeing we are able 

to get most of that exclusionary 
language removed, particularly 
when it is overly broad,” she said 
encouragingly. 

NICHE LINES
And Pane added that events like 
the war in Ukraine are driving a 
shift from traditional insurance 
products to more niche lines such 
as trade credit and political risk. 

“Political risk is a great product 
and one that is finally seeing its 
day because it is non-cancellable 
and is written on a multi-year 
basis. It becomes the wrapper over 
your property, terrorism or other 
coverages,” she said.

“It is time for companies to 
start exploring what they can do 
when they come across standard 
exclusions. It will direct them to 
some of the solutions that have 
always been there but probably 
weren’t bought as frequently as 
they are now,” she added.

Janet Pane said 
some markets are 
starting to write 
local policies in 
Ukraine again
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Praveen Sharma, 
global practice leader, 
insurance regulatory and 
tax at Marsh, predicted 

that insurance taxes are set to rise 
yet again around the world as 
governments come under pressure 
to raise funds to pay for Covid-19, 
the cost of living crisis and other 
financial burdens.

He put forward numbers that 
show how insurance premium tax 

has already risen in many countries 
since the financial crisis in 2008. 

For example, it has risen from 
7.5% to 21% in the Netherlands, 
from 12.36% to 18% in India, and 
is now as high as 20% in the UK.

And Sharma thinks things will 
only get worse as governments see 
insurance taxes as an easy target to 
help balance their books. 

“Insurance-related taxes 
are one of the easiest ways 
to raise your tax income 
without losing votes”

Sharma fears insurance taxes set to rise 
further as governments pay for crises

GETTING WORSE
“Unfortunately I think yes it is 
going to get worse. I am sorry, 
but the tax authorities and 
governments have to generate tax 
revenue to pay for Covid-19, the 
higher cost of living and so on. 
Insurance-related taxes are one of 
the easiest ways to raise your tax 
income without losing votes,” he 
said.

Given rising premium taxes 
and the increasingly fragile world 
companies face from the never 
ending raft of global crises, Sharma 
went on to urge multinational 
insurance buyers to rethink how 
they structure their programmes 
and decide what cover they really 
do, or do not, need. 

“In this new risk landscape, 
global programmes will be even 
more important than ever. But 
we need to buy and structure the 
programmes smartly. We cannot 
continue in the same way we 
currently are. Go back to basics 
and have a rethink,” he said.

Praveen Sharma
said global 
programmes will 
be even more 
important than 
ever in the new 
risk landscape

Premium tax rate 2008 2022

Netherlands 7.5% 21%

Finland 22% 24%

Greece 10% 15%

Hungary – 10%

India 12.36% 18%

Mexico 15% 16%

Ireland 2% 7%

South Africa 14% 15%

UK 5%/17.5% 12%/20%

Slovakia – 8%

GCC – 5%

Saudi Arabia – 15%

Spain 6% 8%

Yukon 2%/3% 4%
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The captive sector is 
booming as corporates 
face mounting risks, 
higher deductibles and a 

lack of insurance capacity, leading 
to a rise in captive retentions.

Robert Geraghty, senior vice-
president, international sales leader 
at Marsh, called the current growth 

in captives a “monumental, record-
breaking time”.

He said 200 new captives have 
been set up in the past two years 
by Marsh clients, while existing 
captives managed by the broker 
have seen a 25% increase in gross 
written premiums during that 
period to $68bn.

The biggest captives spending 
more the $20m are now writing an 
average of six lines of business, said 
Geraghty. Historically, property 
and general liability have been 
the two risk most often placed in 
captives, followed by employer’s 
liability, auto, marine, professional 

Captives ‘booming’ as companies 
look to higher retentions

indemnity and product liability, 
said the broker.  

“But more non-traditional 
risks are now being brought into 
long-established captives that have 
surplus funds, such as cyber and 
Side-B and Side-C D&O, as well as 
excess liability, crime and third-
party risks, trade credit and surety, 
and pandemic risk,” said Geraghty. 

The reason behind the captive 
boom is that “risk, and the 
variability of risk, is on the up, 
and as a result, retentions are on 
the up”, said Stephen Morton, 

200
new captives 

have been 
set up in 
the past 

two years 
by Marsh 

clients
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Left to right: 
Robert Geraghty, 
Joseph 
Finbow, Marine 
Charbonnier and 
Stephen Morton 
discussed the 
boom in captive 
use, at our Global 
Programmes 
Conference 2022

multinational head of complex 
accounts at AIG. “A captive is a 
long-term strategy and is accretive 
to the benefits of a multinational 
programme… Captive retentions 
have definitely increased, due to 
tight capacity in certain lines and a 
requirement of higher deductibles,” 
he said.

Marine Charbonnier, global 
programmes and captives regional 
director in Europe at AXA XL, 
agreed: “We have received lots of 
requests for higher retentions for 
existing captives.”

FILLING HOLES
Morton said he has seen captives 
playing beyond the traditional 
primary buffer layer. They are 
also sitting in excess layers where 
additional capacity is required, 
with an “upside-down” structure 
that sees the first layer taken 
by the (re)insurance market and 
the captive sitting on top, he 
explained. 

Morton noted that captives 
are also being used to fill holes 
in the various programme towers 
where capacity is not available or 
deemed too expensive. 

He said quota share 
participation has become more 
prevalent, and that captives are 
being used to reduce coverage gaps 
as a result of narrower policy terms 
and conditions, increase sub-limits 

and manage some of the newer 
risks such as future pandemics. 

Geraghty said there has been a 
significant increase in cell captives, 
but added that the captive will 
always be the mainstay vehicle. 
“The PCC offers a potentially 
cheaper solution and less time 
involved for the client, but there is 
also a potential perception of a lack 
of control,” he said. 

“Companies who want to 
dip a toe in the captive water, or 
who have one risk they want to 
segregate, such as Side-A D&O, 
as well as MGAs, are looking at 
PCCs,” he added. 

Captives have increasingly 
incubated risks that the 
traditional insurance market is 
unable or unwilling to take on. 
Cyber has been one such area. 
But Charbonnier said this is 
less evident today as cyber risk 
is better understood and the 
insurance market matures.

“So we used to regularly 
support the incubation of cyber risk 
before going to the market, this is 
less so now. However, for supply 

chain risk, for example, this is still 
very much the case,” she said.  

COMPLIANCE
Joseph Finbow, IPT assurance 
director at TMF Group, said 
it is great that captives can be 
used to push the boundaries, be 
innovative and pull in new risks. 
But from a compliance perspective, 
“understanding what is covered 
and how the risks are covered can 
impact the cost and responsibilities 
for filing insurance premium 
taxes, and any other indirect 
taxes that may arise on insurance 
transactions”, he added.

“Pure self-insurance won’t 
attract premium taxes as there is 
no contract of insurance, but where 
a captive is insuring the risk, taxes 
become a consideration that, while 
not driving decisions, are something 
that companies need to be mindful 
of,” explained the tax expert. 

Finbow said that although 
some tax jurisdictions may now 
be more open to understanding 
captives, there is still a very big 
stigma around captive insurance. 
But he noted there has been 
significant progress in France 
where historically tax inspectors 
asked a lot of questions. New 
French legislation, currently in the 
planning stages, could encourage 
the formation of captives going 
forward, said Finbow.

“A captive is a long-term 
strategy and is accretive 
to the benefits of a 
multinational programme”
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The volatile sociopolitical 
environment has drastically 
altered the risk landscape 
yet again, leaving 

corporate risk and insurance managers 
trying to work out how best to 

protect their companies in times of 
conflict, political unrest, supply chain 
disruption and economic risk. 

Experts predict that the 
volatility is set to continue for 
some time yet and advise risk and 
insurance managers to expect the 
unexpected. Scenario planning 
is key to stay afloat during the 
growing number of crises, as is 
holistic insurance cover that can 
be best achieved through open 
and empathetic dialogue with 
insurers, they add.

Multinationals must expect the 
unexpected as they navigate the ever-
changing sociopolitical risk landscape

James Fox, global risk analyst 
at Axco Insurance Information 
Services, warned that current 
geopolitical volatility is unlikely to 
disappear quickly, even if some of 
the big risks facing the world, such 
as inflation and war in Ukraine, fade 
more quickly than some expect.

“I don’t think the heightened 
geopolitical risks are going 
anywhere anytime soon. Even if 
some of the pressures that are most 

Xxx
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acute right now in terms of inflation 
and supply chain problems prove 
more transitory than is feared, 
I don’t think the geopolitical 
environment and cumulative 
stresses are going to fade as 
quickly,” he said. 

“These risks have long tails, 
especially in relation to commodities 
and energy. So, continue to expect 
the unexpected,” he advised risk 
managers.

Janet Pane, head of global 
services solutions at WTW, stressed 
the importance of scenario planning 
to keep on top of increasingly 
frequent and severe ‘black swan’ 
events. She believes many companies 
have underestimated the threats 
they face from the war in Ukraine. 

“Running the diagnostics is 
really critical for companies to step 
back and run the scenarios,” said 
the broker. “But I think there are 
a lot of companies, particularly in 
the US where I am based, that were 
a bit complacent about the impact 
of the Russia Ukraine war on their 
particular risks and insurance 

programmes. Many don’t see the 
impacts because many don’t have 
large assets directly affected,” she 
added.

But Pane said this attitude 
changes the minute the possibility 
of China invading Taiwan is 
discussed. 

“I think as companies look at 
what a China-Taiwan scenario might 
look like, they start to get serious 
about planning. I think running 
that diagnostic and the knock-on 
impact on the risks in all locations 
where you are doing business is 
key,” she said. 

Political risk outlook
James Fox, global risk analyst at AXCO Insurance Information Services, lays out 
some of the geopolitical risk hotspots multinational risk managers need to keep an 
eye on in the short to medium term, as impacts from the war in Ukraine spill over 

S hocks from the Ukraine crisis are 
intensifying food security issues, 

civil unrest, supply chain problems and 
energy disruption around the world. 

Sir Lanka is already in crisis. It has 
been the canary in the coalmine for a year 
or two or more. It is illustrative because 
the degradation in trust of institutions 
there aggravated a lot of other risks. 

You have a few countries that are in 
a similar situation, especially in south 
Asia. That is the area of most concern 
in terms of food security, inflation and 
existing political unrest. Pakistan is 
probably top of that list but also Nepal 
and the Maldives, and to a lesser extent 
Bangladesh and India. 

Moving further afield, MENA is very 
dependent on food supplies from Ukraine 
and Russia. That means places such as 
Tunisia, where there are existing political 
issues, will see political risks rise. 

Africa is an area of concern with these 
same stresses. Ghana has an issue with 
its debt load. Senegal is dependent again 
on Russian imports, and then there is 
Nigeria’s election next year.

In addition, there are lot of contentious 
elections coming up. We have Brazil most 
prominently, where the question is whether 
Bolsonaro would relinquish power in an 
orderly fashion. Similarly, Nigeria’s election 
season. There is always a risk of violence 
in Kenya. We are also barrelling towards 

the US midterms and the 2024 cycle, 
which have all sorts of implications for the 
political risk and violence outlook there. 

In the slightly longer term, I would be 
looking at countries that are most directly 
exposed to Russia, so the Caucasus, central 
Asia and eastern Europe. Bulgaria’s 
coalition collapsed over tensions related 
to Russia just recently and that has 
spillover effects for North Macedonia’s 
EU succession and wider questions on EU 
integration.

In Europe, France’s civil and industrial 
unrest is always an issue but I wouldn’t be 
surprised if there was tension elsewhere. In 
the UK, riots like we saw back in 2011 are 
not out of the question.

Left to right: 
Shiwei Jin, Janet 
Pane and James 
Fox discussed 
the volatile 
sociopolitical 
environment
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HOLISTIC APPROACH
And when it comes to building 
multinational insurance 
programmes to help transfer 
some of these mounting risks, 
Pane advised buyers to begin 
conversation with carriers early and 
take a holistic approach. 

“Start early. It is a tripartite 
relationship. It is about coming in 
early and getting some early pricing 
and indication. And don’t try and 
cherry-pick the risk. This isn’t time 
to be taking bets on particular 
locations and what will happen 
next. It really is about the global 
programme and getting that holistic 
coverage early while there is still 
capacity at a reasonable price,” she 
told the gathered risk managers.  

From the insurer’s perspective, 
Shiwei Jin, global programme and 
captive regional director in APAC 
at AXA XL, echoed Pane’s view 
and stressed the importance of 
early and open discussions in this 

unprecedented and ever-changing 
risk landscape.

“Ukraine is a case in point, as it’s 
critical to understand our local clients’ 
situation. Our clients’ operations, 
risk profile, exposure and strategy 
are changing and different from each 
other. When it comes to political 
risks, it’s harder and takes longer for 
clients to get accurate data, complete 
due diligence and interact with key 
stakeholders locally. This highlights 
the importance of partnership on 
risk assessment, risk transfer strategy 
and risk retention, with or without a 
captive. This requires opening up and 
giving as much detail as you can to 
insurers,” she said.

“Communication and getting 
as much relevant information as 
possible are crucial. And I’m not 
just talking about contact with risk 
managers but also key stakeholders 
to risk management. For example, 
when it comes to political violence 
and terrorism, we also talk to 

clients’ security teams as well as 
their technology teams on how they 
monitor and assess risk factors and 
protect their assets,” added Jin.

EMPATHY
And she urged insurers, brokers and 
insureds to empathise with each 
other to try and see things from 
different perspectives.

“As an industry, we need to 
increase our empathy. We frequently 
need to be putting ourselves 
into other peoples’ shoes and 
understanding what other people 
feel, seeing things from their point 
of view. For global programmes you 
need to understand the cross-border 
issues, regulations etc. Empathy 
is about really listening to people 
across your business and the risk 
transfer chain. So, we need to 
continue to listen to our clients and 
our peers, and people from different 
industries. Only then can we work 
better together,” said Jin.
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The pandemic threw up 
real challenges that 
strained the relationships 
between risk managers 

and their insurers, but with 
a renewed focus on contract 
certainty and data analytics, there 
is mounting interest in global 
programmes to help multinationals 
face up to an extremely difficult risk 
landscape.

Alain Throo, client management 
leader at AXA XL, said Covid-19 
focused the whole world on the 
insurance industry to see whether 
it would pay business interruption 
losses as companies locked down 
and events were cancelled. 

While conceding that the 
insurance industry’s response 
dented its reputation, he believes 
the experience has thrown up some 
clear lessons and created some real 
opportunities to improve, not least 
on contract certainty.  

“Covid-19 highlighted that 
in the P&C market, wordings 
needed to become clearer and more 
consistent,” said Throo. 

“Contract certainty must be 
delivered. It is one of the big lessons 
learnt from the pandemic. There 
needs to be more consistency. At 
the end of the day, the relationship 
between carrier and insured is 
what matters most and that needs 
to be fair from both sides. That 
means contract certainty and clear 
understanding of what wordings 
entail. So we need greater clarity 
about what is and what isn’t 
covered,” he said.

TIME OF CHANGE
Brian Grabek, head of multinational 
insurance at Sompo International, 
said we are living through a time 
of great change and unprecedented 
challenges, not least with the 
pandemic and global supply chain 
issues. 

Historically, insurers have been 
slow to adapt and explain the new 
risks they can and cannot take 
on. However, Grabek believes 
the current environment provides 
the insurance industry with the 
opportunity to show its value 
by discussing emerging trends 
with insureds and having candid 
conversations about difficult areas of 
cover, to deliver more certainty and 
predictability in their programmes. 

Grabek also believes technology 
and data analytics provide an 
opportunity to drive faster progress 
and change within the P&C 
insurance industry by delivering 
insights into big, emerging risks 
such as climate change, cyber and 
global supply chain issues. 

“We have to learn how to utilise 
technology more effectively to 
thoroughly understand the defining 
issues of the future and get ahead 
of them. I think it starts by doing a 
better job of leaning in and listening 

Learning from the pandemic:
Global programmes must lead the way on contract  

certainty and data analytics

to clients, and understanding their 
needs and the future goals of their 
businesses,” he said.  

“Clients value our extensive 
advisory and risk management 
capabilities. As a global insurer, 
they value our knowledge of local 
markets and how each country 
operates. They value the insight 
we provide into emerging and 
evolving risks, enabling them 
to seamlessly adapt – which is 
essential to what we do. Of course, 
providing a commensurate price 
for the risk we are taking is a big 
part of it, but the services provided 
and how we evaluate and analyse 
emerging trends and data are really 
at the forefront of the value that we 
provide,” he added. 

Antonio Vianello, head of 
multinational programmes and 
network management at Generali 
Global Corporate & Commercial, 
also believes technology and 
risk analysis are key to helping 
multinational programme clients.

He too predicts that successful 
insurers will provide risk analysis 
and offer mitigation advice beyond 
traditional risk transfer. How 
insurers structure and share data is 
now vital, he said. 

Vianello stressed that insurers 
need to help risk managers think 
the unthinkable and predict the 
risks ahead. He noted that global 
programmes can leverage global 
data and are therefore a great tool to 
deliver on this promise.

“We have experienced an 
increase in global programmes. 
Risk managers understand even 
more the benefit of partnering 
with a global carrier and building 
a global programme for their 
international exposure. What 
they seek is the ability to provide 
regulatory and market insights 

Brian Grabek 
believes 
the current 
environment 
provides the 
insurance 
industry with an 
opportunity to 
show its value
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from every country in the world. 
The ability to provide updated data 
and structure that data so it can 
be consumed by the risk manager 
is key. The pandemic and supply 
chain disruption have increased risk 
managers’ understanding that they 
need that service and information. 
This has reinforced the opportunity 
to partner with our clients,” said 
Vianello. 

But he also stressed the 
importance of balancing digitisation 
and analytics with the relationship 
and personal touch. “We need to 
understand clients’ business and 
concerns, which relies on human 
relationships and being more service-
driven than process-driven,” he said.

CLOSE RELATIONSHIP
Grabek agreed that value-added 
insurance services, as well as a focus 
on risk prevention and mitigation, 
are the way forward for global 
insurers. However, he said there is 

no replacement for close interaction 
with brokers and clients to 
understand how to properly deploy 
services. “Personal interaction was 
missing due to the pandemic, and 
our relationships and value may have 
suffered at times as a result,” he said. 

“Risk management is not an 
annual conversation; it happens 
throughout the year. So I think the 
relationship between the carrier, 
broker and the corporate risk 
managers has become tighter. It 
is not just about risk transfer, it is 
about risk advisory, risk mitigation 
and loss prevention, which 
continued to evolve coming out of 
the pandemic,” argued Grabek. 

And he thinks risk managers 
are increasingly coming to insurers 
about managing emerging and 
systemic risks, as well as day-to-day 
issues.

“Every day we are having 
conversations with risk managers 
about the recent issues affecting 

their current programmes and 
the global long-term trends, to 
assist them in their future business 
planning. Risk managers have 
to advise the c-suite about these 
emerging risks as they become more 
prominent. We are increasingly 
talking about both with clients,” 
said Grabek.

Throo said there are four 
important aspects to global 
programmes – certainty and 
consistency of cover and limits, 
compliance, cost reduction and 
transparency – as multinationals 
leverage their scale and transparency 
through centralised information 
management. He believes the 
pandemic highlighted the value of 
these benefits and the merits of cross 
border coverage. 

Throo said risk managers 
now want more control over their 
coverage than ever, and this is 
much easier through a centralised 
insurance-buying approach.

We make a complex 
world simple

TMF Group is a leading provider of critical administrative services, helping clients invest 
and operate safely around the world.

Our 9,100 experts and 120 offices in 85 jurisdictions worldwide serve corporates, financial 
institutions, asset managers, private clients and family offices, providing the combination 
of accounting, tax, payroll, fund administration, compliance and entity management 
services essential to global business success.

We know how to unlock access to the world’s most attractive markets – no matter how 
complex – swiftly, safely and efficiently. That’s why more than 60% of the Fortune Global 
500 and FTSE 100, and almost half the top 300 private equity firms, work with us.

Our unique global delivery model, underpinned by our innovative digital platforms, 
means we can cover sectors as diverse as capital markets, private equity, real estate, 
pharmaceuticals, energy and technology, with experts on the ground providing local 
support.

With year-on-year growth averaging 8% since 2013, TMF Group is a trusted and reliable 
partner. Whether operating across one border or many, with a handful of staff or several 
thousand, we have the business-critical support you need to expand, operate and grow 
while remaining compliant, everywhere.
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risk and insurance 
managers are often 
looking to achieve 
uniformity of cover and 

a level playing field across their 
global insurance programmes, but 
this can come at a cost.

In an ideal world, a global 
programme will deliver full 
uniformity of cover across all classes 
and all regions. This sort of nirvana 
is perhaps unrealistic. However, 
experts say it is possible to work 
towards a level of uniformity, but 
stress it can be costly and local 
legislation will always cause issues.

Thomas Gu, senior vice-
president at Globex Underwriting 
Services, said there are three core 
principles the underpin a successful 
global risk management programme 
– ensuring contract certainty and 
coverage consistency, maintaining 
central control and working closely 
with your broker.

He emphasised the importance 
of risk managers understanding the 
scope of their insurance coverage 
scope, particularly from a future 
claims angle. “What is an insurance 
policy? It is simply a promise 
by your insurance company to 
pay claims if the reported loss is 
within the coverage scope. A risk 
manager’s job is to ensure the 
insurance solutions as provided by 
your insurance company meets your 
risk management objective,” he 
said. 

It is also crucial to ensure 
uniformity of coverage, said Gu. 
“The aim of a programme is to 
ensure a level of uniformity of 

coverage and to avoid coverage 
gaps, to get the best terms and 
conditions by working with your 
broker, and centrally controlling 
your exposures and risks,” he added. 

CLAIMS JOURNEY
Katie Allman, senior risk analyst, 
business risk and insurance at 
Google, said claims are clearly of 
upmost importance. “If we have a 
claim, we want to know how our 
policies are going to respond, and 
we need to know that we will have 
the right support in place to help us 
through that claims journey,” she 
said. 

Adding: “As risk managers, we 
are not experts in claims handling 
so if we don’t have the right 
programmes in place, we don’t 
have the uniformity and we don’t 
know how these policies are going 
to respond. This just brings too 
much uncertainty into it for us at a 
time when we need to be focusing 
elsewhere, focusing on our business 
at that critical time.”

She also highlighted the 
reputational risk angle for Google. 

Balancing the cost and reward of 
uniform cover

“We always want to try and do 
the right thing, we want to be 
compliant with the legislation and 
the regulations, and the programme 
gives us that kind of comfort to 
some degree because we don’t want 
to be headline news,” Allman said. 

She added that compliance 
can be achieved through different 
programme structures. “When we 
structure our programmes, we need 
to take a pragmatic approach – cost 
versus reward. Our starting point is 
always: Is it a compulsory class of 
insurance? If so, it is non-negotiable 
for us. Then we take a step back 
for non-compulsory classes and say: 
What is within our risk appetite 
and risk tolerance? And that’s when 
you start looking at the actual 
programme structure.”

CHALLENGES
David Hayden-Case, international 
programmes development manager, 
vice-president EMEA at Swiss Re 
Corporate Solutions, said there are a 
number of challenges when it comes 
to uniformity of cover across a global 
programme. 

“Firstly, there are more than 
200 countries in the world 
and every country has its own 
language, culture, legal system 
and its own insurance laws and 
regulations, so it is very difficult 
for all of those to align and fit a 
global programme. Then there 
are issues around definitions, as 
well as local capacity and market 
standards, and finally regulation,” 
he said.

Hayden-Case gave the example 
of a loss where a property policy had 
been placed into a local market and 
had different limits of indemnity for 
flood and earthquake. A tsunami 
had occurred and was covered 
under the master policy as a flood 
event, but as an earthquake event 

Katie Allman of 
Google said claims 
are of upmost 
importance
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under the local policy. “So because 
of those different market definitions 
as to the initial peril, there has to 
be a meeting of minds as to how 
the policy would respond and how 
the claim would be dealt with,” he 
explained.

Karen Gorman, global services 
and solutions leader in Europe at 
WTW, said: “You’re never going 
to have a completely level playing 
field. It is about contract certainty, 
knowing what you have at local 
level and at master level, and trying 
to get that as uniform as you can, 
whether it is through tailoring the 
local wordings or manuscript.”

But she added: “The local 
legislation will never allow you that 
uniformity of cover. So you get it 
as level as you can, but in some 
countries the local legislation will 
lead to bumps in the road.”

Gorman said it is possible to get 
close to uniform cover but this is 
costly. “So it is about weighing up 

what you want as a risk manager. 
Do you want to spend that money in 
achieving that uniformity or are you 
happy to spend less and rely on your 
broker and insurer to give you the 
full information on the differences in 
covers?” she said. 

When asked about good local 
standard, Allman said she was not a 
fan. She said Google needs to have 
broad named insured endorsements 
and automatic acquisition clauses 
in order to ensure its policies 
remain accurate and minimise 
administration in the event of mid-
term alterations.

But she doesn’t think there is the 
need for full manuscript wordings in 
each and every country. She said this 
“is simply cost-prohibitive for a lot 
of organisations and the return for 
that investment is not warranted”.

Vikas Acharya, COO of 
insurance technology firm 
ChainThat, stressed that some of 
the challenges in setting up and 

managing global programmes, 
including changes in legislation and 
underwriting rules, can be overcome 
with technology. He said the huge 
compliance risk can be exacerbated 
by a manual approach that uses 
emails and spreadsheets.  

Compliance risk can be reduced 
through a digital approach to 
global programmes, said Acharya. 
He stressed the importance of 
connecting and engaging all 
stakeholders in a digital platform 
network with access to the same 
data, and everybody seeing a single 
version of the truth.

Acharya added that a digital 
solution, such as ChainThat’s 
Beyond Multinational Program 
Platform, can remove much of 
the administrative burden facing 
insurers and brokers, so they can 
focus on underwriting and risk 
advisory elements to help deliver 
contract certainty, as well as regional 
and global compliance.

“The local 
legislation 
will never 

allow 
you that 

uniformity 
of cover. 

So you get 
it as level 

as you 
can”
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Global programme 
digitalisation could see 
risk managers build 
their own local policies 

on screen, is set to make the option 
accessible to more companies by 
removing barriers to entry and will, 
ultimately, drive value for clients 
by enabling insurers and brokers to 
spend more time focused on their 
risks rather than administration.

Although some are further 
on this journey than others, the 
world’s leading insurers are turning 
to digitalisation to improve how 
they operate by speeding up 
systems, improving data collection 
and making things easier for 

clients, brokers and themselves. It 
all sounds rather impressive but 
what goes on behind the scenes 
isn’t always clear to risk managers 
and the benefits sometimes feel 
intangible. So what exactly can 
they look forward to from the 
digitalisation of insurance and 
global programmes in particular?

Victoria Mavin, head of 
commercial services at Zurich, 
said global programmes have vast 
amounts of unstructured data that 
lead to excessive manual processing 
and listed areas where digitalisation 
can help.

The benefits of digitalisation

“We reduce human error 
and policies can be issued 
right first time. And the 
speed with which this is all 
executed is much faster”

Crucially, she believes 
digitalised wordings can help 
provide better products. “The 
elements of the local policy and 
the master policy can be captured 
in a digital format. The covers, the 
exclusion, the limits are all there. 
The customer, broker and insurer 
have complete transparency over 
what is covered under a local policy 
and what covered under a master. 
Any potential gaps can then be 
easily identified and addressed as 
needed. Bespoke solutions can be 
analysed with increased certainty 
compared to where we are today. 
We also reduce human error and 
policies can be issued right first 
time. And the speed with which 
this is all executed is much faster,” 
she said. 

And looking forward, Mavin 
foresees risk managers being able 
to build their own local policies at 
the click of button using the digital 
process.

The world’s 
leading insurers 
are turning to 
digitalisation to 
improve how they 
operate
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“Looking further ahead, 
why can’t the customer actually 
construct the local policy 
themselves, subject to regulations? 
Why can’t they go on to a 
digital platform and say ‘here 
is the master cover, here’s what 
is available locally, I am going 
to select the cover I want, the 
limits’ and, at the press of button, 
populate their own local wording? 
It is all possible by digitalising 
policy wordings,” she said.

Mavin said the digital process 
can also help improve data 
exchange in submissions and the 
collection of information.

“It allows for additional 
activities to be delivered. 
Sanctions checking can take place 
immediately, location cleansing can 
begin. Risk engineering reports 
can be triggered automatically. 
Further data can be extracted 
to start to pre-populate pricing 
tools or other data points that are 
required,” she said.

Mavin added that digitalisation 
can simplify programme 
implementation by delivering a 
single set of data between insurers, 
brokers and customers. 

She said this sounds simple but 
remains one the key reasons for 
the delays, challenges and rework 
involved in implementing global 
programmes today. “It really is 
critical to be able to achieve speed 

and quality. If it was as easy as 
sharing a spreadsheet between us, 
we would have done it. We now 
really do have the opportunity to 
make a difference,” she said.

EXPANDING THE MARKET
Ian Long, head of international 
programmes proposition at Swiss 
Re Corporate Solutions, flagged 
another big benefit of the move 
towards digital. He said there are a 
lot of multinationals that currently 
think the global programme 
process is too complicated and 
too expensive. Long predicts that 
insurance buyers at these firms 
will start to engage more with 
multinational programmes as 
digitalisation removes barriers to 
entry.

“If we manage to take 
friction out of implementing 
and delivering an international 
programme, then there is benefit 
from the efficiency perspective but 
also the opportunity to expand the 
market. This is particularly true 

for those corporates that have a 
smaller global footprint, say 10-20 
locations. In this segment, we see 
more opportunity for automation 
and bringing more companies 
into the international programme 
market space because it isn’t as 
expensive, the cost overheads are 
reduced and it isn’t as complicated 
or as scary,” he said.

Long added that digitalisation 
will deliver a better and deeper 
understanding of risk, which will 
result in “more accurate pricing” 
that reflects risk management and 
mitigation measures, as well as the 
underlying exposures.

Karen Gorman, global services 
and solutions leader in Europe at 
WTW, said data drives analytics 
that enables buyers to scope their 
programme and get the “best bang 
for their buck”. So the benefits of 
a digital data process are clear, she 
said.

ADDING VALUE
And the experts agreed that 
ultimately, digitalisation will 
mean insurers and brokers can 
spend more time on client-focused 
activities delivering added value. 

“It improves the journey for 
our people. If we can improve the 
day-to-day working environment 
for our people, we can ensure 

Left to right: 
Karen Gorman, Ian 
Long and Victoria 
Mavin discussed 
the digitalisation 
of insurance 
and global 
programmes in 
particular

“If we can improve the day-
to-day working environment 
for our people, we can 
ensure they are focused on 
value-adding activities” 28 
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they are focused on value-adding 
activities rather than internally 
focused on processes, systems 
or manipulating huge volumes 
of data. This gives them the 
opportunities to build new skills, 
experiences and future ways of 
working. And importantly, the 
teams can focus on customers 
and value-adding activities that 
really are the differential when it 
comes to global programmes,” said 
Mavin.

This benefit was echoed by 
Gorman. She said clients don’t 
want brokers spending their 
time going through spreadsheet 
after spreadsheet to validate 
information. 

“They want us to be adding 
value by providing advice 
rather than dealing with the 
administrative burden we have 
now with the data crunching 
we do. They want to pay for 
more consultative rather than 
administrative services. And 
digitalisation should help us get to 
this point,” she said.  

Long said many brokers and 
insurers still have large teams 
manually analysing what is in each 
policy, which duplicates effort and 
can be done away with through 
digitalisation. 

“If we can get to a single 
dataset and the point where the 
broker, customer and carrier are 

all looking at the same data at the 
same time through their networks, 
then we reduce a lot of the friction 
we face currently,” he said.  

STANDARDISATION
On the specifics of delivery, 
Gorman said a standardised digital 
market-wide platform would be 
utopia and urged the insurance 
industry to work together to 
deliver an industry-wide solution.

“At the front end, clients have 
their own infrastructure and IT 
systems designed to run their 
business, not collect underwriting 
data. So there is the initial 

challenge. Each insurer than has a 
different way of doing things, and 
each broker. So in my opinion, we 
need to tackle this as an industry. 
We have been banging on about 
if for years and years but we need 
to come up with an industry-wide 
solution for data collection. Risk 
managers will be using different 
carriers and they don’t want to 
be doing this in lots of different 
ways,” she said.

Long doesn’t think the market 
will end up using a single digital 
platform because companies 
have different demands and 
expectations. But he said delivering 
a common dataset that would allow 
information to be collected and 
shared easily is a possibility and 
would “significantly” move the 
market forward.

He said Swiss Re Corporate 
Solutions is opening up its global 
programme technology. A version 
of its platform is now being 
used by two broker networks. 
“Similarly, we are opening our 
PULSE platform to other carriers. 
Through that, we start to see more 
democratisation and bring more 
voices together,” said Long.

Mavin said Zurich, which 
recently announced a revamp of 
its digital process and offering, is 
working with RMIS providers to 
help plug its systems into clients’ 
systems.

Karen Gorman 
said clients don’t 
want brokers 
spending their 
time going through 
spreadsheet after 
spreadsheet

Ian Long doesn’t 
think the market 
will end up using 
a single digital 
platform
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technology” to boost transparency 
and flexibility for customers, while 
reducing their administrative 
burden.

Richardson pointed out that 
the corporate insurance market 
remains well behind the curve in 
terms of digital adoption compared 
to other sectors, and this is 
inevitably hindering underwriting 
efficiency.

“I am amazed by how many 
large multinational companies 
still exchange information with 
insurers via spreadsheets and email. 
I started in this business segment 
20 years ago and some companies’ 
processes haven’t changed over that 
time period, which is surprising 
given the amount of process 
innovation in the wider world,” 
said Richardson.

“This actually represents 
a massive opportunity for risk 
management information system 
(RMIS) providers, carriers and risk 
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Insurers are currently talking 
a lot about their investments 
in digitalisation to improve 
the products and services they 

offer and, hopefully, cut costs. But 
they need to focus on what their 
corporate customers really want, 
which is the ability to benchmark 
themselves against peers and 
deliver quality analysis to help 
secure more risk-related pricing, 
terms and conditions.

There are plenty of insurtechs 
out there keen to offer more data 
to the market, but what customers 
really need is quality, not quantity, 
when it comes to information.

Insurers and brokers also need 
to think long and hard about 
investments in building their own 

new bespoke systems. Connecting 
existing systems to deliver 
efficiencies and better information 
sharing for all is the way ahead.

These were the key points 
made by Tom Richardson, group 
insurance director at Associated 
British Foods, during a discussion 
hosted by Jonathan Newbery, head 
of digital experience at Zurich, on 
how to best use the latest digital 
technology to improve global 
programmes.

The discussion took place on 
the day that Zurich announced 
a big investment in digitalising 
its international programmes 
business through “state-of-the-art 

Market urged to focus on data 
quality and connectivity over volume

Jonathan 
Newbery, head of 
digital experience 
at Zurich 
(left), hosted a 
discussion with 
Tom Richardson, 
group insurance 
director at 
Associated British 
Foods, on how to 
best use the latest 
digital technology 
to improve global 
programmes
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“I am amazed by how many 
large multinational 
companies still exchange 
information with insurers 
via spreadsheets and email”
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managers. There is a greater need 
than ever to explain the complexity 
of our organisations to insurers. 
I look at my organisation over 
the last 20 years, where there has 
been a massive increase in scale 
and complexity, and this needs to 
be explained to underwriters in 
a meaningful way supported by 
meaningful data,” he continued.

Richardson said risk and 
insurance managers really value 
benchmarking from their broker 
and carrier partners. Internal 
stakeholders want to know how 
the company is performing from 
a risk management and claims 
perspective against peers but 
this information is not readily 
available, he pointed out. 

“One of the biggest frustrations 
is that we are asked for a better 
insight into how our own risk 
profile compares to others. Are 
we managing our risk better? The 
only way to do that is to compare 
with others in the risk management 
world, but without the data we 
cannot do that,” he explained.

“If you ask for benchmarking data 
from brokers and carriers, in many 
cases you receive back information 
that you can see has been lifted from 
spreadsheets. The ability to acquire 
meaningful data in a useable format is 
key,” continued Richardson.

QUALITY OVER QUANTITY
The risk manager said data volume 
is not necessarily the answer. 
Instead, quality risk data is needed, 
he said.

“I am seeing technology 
pitched to insurers that offers more 
data points, but are underwriters 
really able to use all the data in a 
meaningful way? That is one of 
the problems: more data is not 
necessarily good if you can’t use it 
effectively,” said Richardson.

“For RMIS systems to be as 
value-adding as they can be, they 
need to be as accessible to as broad 
a range of brokers and carriers as 
possible. I don’t think the answer is 
for brokers and insurers to develop 
more of their own solutions. This 
is about connectivity of existing 
RMIS solutions in the chain rather 
than developing new solutions,” he 
added.

Zurich’s Newbery said the 
insurer is listening to customers and 
investing accordingly.

“Zurich is driving digital data 
exchange into its global programme 
proposition and will further invest 
into and optimise the customer 
experience in the next two years, 
and this is a direct response to Tom’s 
and other risk managers’ needs and 
concerns,” he said.

Zurich promises that its new 
digital “transformation” will 
significantly enhance the customer 
and broker experience, and allow 
for more efficient, seamless and 
sustainable collaboration. It says 
the new digital data exchange will 
make policy details and relevant risk 
insights available in a timely manner 
to risk managers and brokers.

This includes structuring and 
managing insurance programmes, 
binding and renewing policies, 
managing claims and checking 
existing trade and economic 
sanctions, as well as other legislative 
and regulatory data.

The company said depending 
on where a customer stands on its 
digitalisation journey, Zurich will now 
be able to connect either through 
its customer and broker portal 
My Zurich or via an application 
programming interface to a company-
specific risk management system.

“I don’t think the answer is 
for brokers and insurers 
to develop more of their 
own solutions. This is about 
connectivity of existing RMIS 
solutions”

Zurich’s new 
digital data 
exchange will 
make policy details 
and relevant risk 
insights available 
in a timely manner 
to risk managers 
and brokers
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We look forward to seeing you at the Gala Dinner 
on 22 November in London
Without doubt, circumstances over the past few 
years have enabled risk managers to emerge from 
the shadows. Risk management has cemented its 
place on the boardroom agenda, as businesses 
discovered their ultimate success and failure is 
down to an effective crisis management plan.

Collaborative transition has become a byword for 
successful risk management, as we move from 
one global threat to the next. Risk managers and 
their industry partners are together paving the 

way forward using innovation and resourcefulness 
to create a new framework for the future.

This year, we have received an impressively high 
standard of entries and the shortlist of finalists 
will be published in October. We look forward to 
celebrating their success with you in person at 
the Sheraton Grand Park Lane Hotel in London 
on 22 November 2022. 

Table bookings will be opening shortly.
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