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INTERVIEW WITH ANDREW BUSTILLO,
PRESIDENT AND CEO, BMS
INTERMEDIARIES, INC.

1. What is your view on the current wave of consolidation taking place in the (re)insurance industry? How do you
see this impacting the alternative capital currently deployed, or expected to be deployed, in the global reinsurance
sector?
It’s not just reinsurers. Consolidation has been occurring across the chain—brokers, wholesalers, MGAs, insurers and reinsurers have all seen a spike in M&A activity. Today’s consolidation is the effect of underlying trends in the marketplace occurring over the past 15-20 years. Those underlying trends have been motivated by alternative capital—that is, capital outside of the traditional (re)insurer balance sheet—that has found its way into the “plumbing” of the business (a term I like to
use to describe the foundation for the business, i.e., products, contracts, structures, etc.). In other words, it has become
efficient for alternative capital to participate in reinsurance risk and, in some instances, insurance risk.
The first and most prominent market for alternative capital to participate in is the catastrophe risk space, which has historically been the highest margin business for reinsurers, insurers, brokers and others throughout the chain. As a result, margins have been eroded and the economics of the business is changing, leading to an increase in M&A activity. On a macro
level, there has been a lot of chatter about alternative capital getting closer to risk. It’s true, capital is very efficient once it is
allowed to be, and practitioners—many outside of the traditional (re)insurance business—have figured out a way to get their
capital to the risk, becoming ever more efficient. What is happening in the market with the M&A and consolidation activity is
an effect of these underlying trends.
2. So you don’t think this is another cyclical change?
We are in the midst of a combination of a secular and cyclical change. Even once a secular change occurs, you will always
have a cycle, but the degree of that cycle is what is in flux. It is likely that future cycles will look and be different than we
have traditionally experienced.
The other side of the argument is that the “pause button” could be hit to stop this secular change at any time. Right now
change is occurring very rapidly, but it is entirely possible that a severe event could occur tomorrow, e.g., a category 5 hurricane hitting major U.S. coastal city. If this were to occur the industry would have to evaluate whether the plumbing worked,
which would affect the trends we are currently seeing.
3. Do you feel alternative capital has been tested?
There are a lot of different definitions that apply to alternative capital and you have to be careful with which definition or
combination of definitions you are evaluating, e.g., collateralized reinsurance, cat bonds and industry loss warranties. In
2011 the market had approximately $110 billion of worldwide loss (e.g., the earthquakes in Japan and New Zealand, floods
in Thailand and tornadoes in the U.S.). A significant amount of those losses were paid through the contracts and arrangements made with collateralized providers of reinsurance, i.e., the non-traditional re(insurance) balance sheet. So the short
answer is, yes, the plumbing has been tested.
4. The abundance of capital allows traditional reinsurers and alternative capital players alike to focus on innovation. In your view, what underserved risks are ripe for new products/solutions?
If I were in the RU40s group, I would be dedicating a lot of thought to risks that are currently underserved. Alternative capital
has worked very well for catastrophe risks so far, but I do not believe that you can copy that model for casualty risks. Therefore, I don’t think we’ll see the same acceleration in the creation of alternative capital solutions for third party or more complicated (re)insurance risk. An important question to think about is why the economic loss from an event is often so much
greater than the insured loss—it’s a significant gap.
[continued on page 3]
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INTERVIEW WITH ANDREW BUSTILLO
[CONTINUED FROM PAGE 2]
The question I would be asking myself if I were an RU40s member is: What is causing the gap between economic and insured loss, and how can the industry shrink it? The industry recognizes that there are “black swan” risks, e.g., cyber supply
chain risks and earthquake severity in California, yet while these risks may be unknown, they are still real. Finding solutions
for these underserved risks and others is where the opportunity lies.
5. How do you model unknown risks, e.g., cyber risks in the supply chain? You can quantify a building in Manhattan in the event of terrorism, but how do you quantify supply chain risk given the interconnectivity?
One of my favorite quotations is: “Life is difficult. If it were easy, we’d all be rich.” While unknown risks may be difficult to
solve, once you move directionally to solve them you gain the first mover and high margin advantage which could stand to
make a lot of money. The industry didn’t have answers for catastrophe or terrorism risks in 1990 (terrorism still has not necessarily been solved completely), but the industry understood that over the ensuing 10-15 years, it needed to figure out how
to quantify a category 5 hurricane headed towards Miami or a terrorist attack. So no, it isn’t easy to solve these risks but “life
is difficult.”
6. Do you expect the alternative capital being deployed in other markets, such as commercial insurance and casualty reinsurance, to follow the same upward trajectory as the market for property catastrophe business? If not, why
not?
I think alternative capital will find its way into other markets and new products will be created. Like I said earlier, it’s going to
take on a different form than what we see in the catastrophe risk space but I do not think we will see the same rapid growth.
The alternative capital plumbing for catastrophe risk only started to work around 2009 but, in the ensuing five years, we
have seen tremendous growth. The plumbing for casualty and other longer-tail risks is not yet fully established but once it is
I think we’ll see growth in those areas as well. Casualty is a different risk, a different animal. Non-traditional investors in
(re)insurance risk worry about exit strategies and recouping their capital invested in these longer-tail risks.
A great example that I always use is: assume it is 2001 and we are all very wealthy. The next day, California falls into the
ocean. What would we do? We would get together and identify an opportunity where we could put our money to work in
catastrophe (re)insurance. How would we do that? We would form a company in Bermuda (a traditional reinsurer regulated
at some level). Simultaneously, we would be acutely aware of our longer-term exit strategy and means for returning capital.
Reimagining this scenario in 2015, the critical difference is that we can now bring in an asset manager and within three days
deploy $1 billion in the earthquake catastrophe market, asking for it all back next year. What’s the lesson to be learned? It is
going to take a while for casualty (re)insurance and other long-tailed lines to allow investors to take risk and manage returns
efficiently.
7. In the area of “cyber” risks, the focus has largely been on data breaches and theft of personal information. With
the recent high-profile data breaches and allegations of state-sponsored hacking, what are your thoughts with regard to how “cyber” exposures may develop, and the subsequent implications for (re)insurers?
Lloyd’s recently issued a report estimating possible losses generated by hypothetical cyber events. Cyber events of a certain size had an estimated loss is $100-$125 billion. In contrast, most market observers would say cyber premium is approximately $3-4 billion. A simple comparison of these numbers shows that the same analogy exists here as with the previously
discussed gap between economic and insured loss.
Directionally, my view is that the $3-4 billion in premium should probably grow to $30 billion. This is somewhat analogous to
property cat risks. In the 1990s and throughout the history of property cat development, people started thinking about PML
to premium ratios. If the industry doesn’t figure out how to grow its cyber premium and create new products to assume
some of the cyber risk, we are going welcome government involvement like with the NFIP. So, I see cyber risk as a big opportunity for the industry.
8. If television aired a special called “A Day in the Life of Andy,” what would viewers see as it relates to your dayto-day work?
At the end of the day, I’m the President and CEO of BMS in the U.S. What that means to me is that I have a number of em-

[continued on page 4]
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[CONTINUED FROM PAGE 3]
-ployees that I need to serve. My goal is to further their careers, make sure that they can support their families and achieve
their dreams and goals.
On any given day, I have a number of responsibilities. I may be thinking about how to further the business or how to win a
deal, both to benefit the employees of BMS. Or, I may be working with colleagues to support the brand or brainstorming who
we are going to recruit and how we are going to go about that. The truth is, you’re on call all the time. If you take your job
seriously as a CEO/President/Father/Mother, you have your phone by your side waiting for what comes up. That’s the reality of the responsibility I assume as the CEO. I may get push back from other people who say that the number one obligation
of CEO/President is to drive shareholder value, but I think that if I’m doing my job properly, I’m creating a culture of excitement and participation, which will directly translate into positive results for clients, markets, shareholders, etc.
To me, the more important question is: What do you think you’re responsible for when you wake up? That’s the attitude you
have to have. If you’re serious about it, you’re on call 24/7.
9. As technology advances and the use of analytics and models increase, what skills would you recommend to
young professionals that are pertinent to move ahead in their careers?
My answer is simple and has less to do with math, science, analytics or computers, and more to do with communication
skills. If I were in my 20s or 30s and had a set of skills I was really looking to hone, I would focus on my written and oral
communication skills—the ability to convey my idea. It sounds old fashioned but e-mail drives me nuts. Understanding communication, whether in person or over the phone, is critical. Communication skills transcend whatever technological revolution we’re in. You could be a rocket scientist but if you’re unable to communicate your ideas they are essentially worthless.
At the same time, when looking at demographic trends in this country and around the world, being proficient in one or more
foreign languages is a great way to advance your value to an employer.
Finally, professionals today need to have at least a basic level of understanding relating to how technology and different
technological platforms can help them do their jobs.
10. What steps have you taken in your career that helped you the most to get to where you are now?
My answer to this question is in a few parts, but I think it is crucial to identify the characteristics that make people successful. I’ve identified these as being hard work, respect, trust, gratitude and humility. These are the characteristics that I try to
employ in my day to day life.
Nothing comes without hard work. Hard work increases both opportunity and the probability that you will find a deal when
you may have otherwise not. Moreover, no one wants to do business with someone they don’t trust. You have one name
and that name is your franchise, which, like a company, carries a reputation. Just like when a company’s brand is destroyed
by a publicly unethical act carried out by one of its directors, if you do something that diminishes the trust people have in
you, you’re done.
Of the five traits, my favorite one is humility. No matter how smart you think are, the power you have, or what you’ve accomplished, at the end of the day everyone puts their pants and shoes on the same way. People much prefer to do business
with people that are humble. The smartest person in the room is the person who listens.
In addition to living by these five traits, it is important to always challenge the status quo. Just because we transact business
a certain way today doesn’t mean that it’s right, most efficient or best for the client. Business is about what we can do to
further delight the customer, better align our mutual interests and deliver products and services better, faster and cheaper.
Finally, don’t be afraid to take risk. Have confidence in who you are and what you’re doing and in the skills you’ve built up.
Comfort zones are the downfall of a capitalist society. Get out of your comfort zone.
11. How important is mentorship?
It’s extremely important, but a bit of a lost art. Mentorship is not a given right, but a two-way street. People can get caught
up in a strict definition of formal mentorship and lose sight of what’s important. There should be nothing stopping you from
going into your boss’s office and asking them to explain something to you. Mentorship doesn’t work if it’s strictly formal or
informal, it has to be both.
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INTERVIEW WITH MIKE CORNISH, CHIEF
UNDERWRITING OFFICER, ARGO RE

1. What is your view on the current wave of consolidation taking place in the (re)insurance industry? How do you
see this impacting the alternative capital currently deployed, or expected to be deployed, in the global reinsurance
sector?
The M&A we’ve seen so far and the prospective M&A that’s been talked about ad nauseam has been a long time coming,
and generally speaking, looking to M&A when there’s pressure on pricing and an oversupply of capital is an easy conclusion
to reach. But, I don’t think it will solve the (re)insurance market’s ills so to speak, or at least, not straight away.
I don’t think any synergies created by M&A will enable rated balance sheets to suddenly undercut alternative capital and
drive it out (and of course many rated balance sheets are actively using alternative capital behind the scenes anyway, supposedly in a symbiotic relationship of mutual benefit). There’s no doubt that there are potential synergies, cost savings,
some returning of capital, etc. from M&A, but I don’t think the eventual outcome is as straightforward as it seems. One can
reach different conclusions depending on whether you are an investor in an entity that is the subject of a proposed M&A, or
a client.
I think if you could catch the participants of any proposed M&A in a candid mood, they would admit their aim is not to pass
on any additional savings to any customer per se, but to create some margin (less capital, less expense) to keep up with an
already desperately competitive market so that future business plans have something palatable to invest in. Also, as everyone knows, implementation and integration is extremely difficult, some of these businesses are immensely complex and
intertwined, making it initially difficult to know the prospective benefits, costs, return on equity, etc., but there are several
other considerations.
1+1 of capital after M&A I assume will be optimized into something less than that. As such, there could be less capital in all
to support the combined balance sheet and the same amount of risk. Investors like it because it’s more efficient, but I’m not
sure how some of the larger customers would view that result—the big buyers of (re)insurance look at their (re)insurance
partners ability to pay first and foremost, and optimized capital may not necessarily do that from their perspective.
Size through M&A will of course give more clout to any insurance negotiations, hence from what I can see, brokers generally like panels of (re)insurers to be as disparate as possible. The client and broker want to spread and offset their risk widely,
so it’s possible that the client may not want to be overly exposed on their reinsurance to a newly formed larger entity (after
M&A) when they could have had two separate capital bases in the past, and indeed might still be able to by turning to alternative or traditional capital that they currently don’t use. Again, 1+1 in line size might not necessarily equal 2.
The question of M&A for the purposes of “relevance” and thereby pushing out other markets is an interesting one; in reality,
at least in the treaty market, other than the famous two or three, I’m not sure anyone else is especially “relevant” per se.
Does that mean every other carrier is doomed? Probably not. The concept of leading business is becoming increasingly
vague, and generally customers are willing to drop relationships because they know there is someone else begging to replace them right around the corner. A sign of the commoditized world we are increasingly living in unfortunately. However,
the fact that deals like the Ace/Chubb tie up can happen does obviously have implications for the amount of reinsurance
that they may now “need” to buy and is probably not good news for alternative or traditional capital.
I don’t pretend to have all the answers, but what appears to be obvious at the macro level of general M&A may not necessarily play out at the underwriting/deal making level.

[continued on page 6]
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INTERVIEW WITH MIKE CORNISH
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2. The abundance of capital allows traditional reinsurers and alternative capital players alike to focus on innovation. In your view, what underserved risks are ripe for new products/solutions?
That’s a nice way of putting it, I would have said the abundance of capital is forcing carriers to focus on innovation as the
traditional streams of revenue are not what they were.
We’re probably way too cynical, but when anyone talks about innovation in the treaty market our local team almost always
interprets this as a clandestine way of saying “the cover is widening, the contract is getting looser, oh, and the price is also
going down . . . now, go innovate!”
Joking apart, we are trying to focus on some new methods of providing cover in a different way, still protecting risks that
have always needed and bought insurance, but changing the value proposition so that it’s completely tailored to the
(re)insured. It’s in its infancy right now, but it’s a lot more exciting than the traditional treaty market is currently. Essentially
modern technology and “big data” is making this possible when it probably wasn’t a few years ago. However, these risks are
not necessarily independently underserved.
Cyber threat is a hugely talked about risk that does appear to be largely underserved, but also, not very well understood.
Until that changes, it probably will/should stay underserved. Evaluating those risks is a herculean task (if indeed at all possible), that once performed clients seem generally unwilling to pay for right now. Were there to be a large loss that had an
accumulating catastrophic nature to it, then perhaps there would be more demand for current pricing, or maybe even vice
versa, with more knowledge and claims experience.
I’d probably be remiss in not acknowledging the fact that there are plenty of markets that remain almost completely uninsured, let alone getting the attention of new products or solutions, despite their obvious exposure to risks that are well
known. Personal lines insurance penetration in India, China and Bangladesh to name but a few emerging markets is
miniscule—yet GDP is growing fast. How do you bring the current oversupply of capital that is so desperate to be deployed
to those countries that need it the most, but right now have no way of affording it? On the flip side, only 6% of Californians
buy Earthquake insurance—surely that is an underserved market if there ever was one. I’m always amazed the mortgage
providers don’t insist on it. Equally, commercial businesses in Japan buy so little earthquake insurance I have to double
check my numbers every year to make sure I have the decimal point in the right place, but that is the way it has always
been done, and it seems a very hard trend to break.
3. Do you expect the alternative capital being deployed in other markets, such as commercial insurance and casualty reinsurance, to follow the same upward trajectory as the market for property catastrophe business? If not, why
not?
Not to the same extent. If a line of business has features that are easily commoditized, have a relatively short term, and can
be wrapped up into a nutshell to the point where it can be presented to potential investors and you can say, “that business
has a 5% ROE, a sharp ratio of x, and probability of default of y, and you can liquidate in a year” then yes, I think it will attract it. Rightly or wrongly, property catastrophe business is currently viewed that way—what the future holds and how deployment is affected after an event that doesn’t perhaps fall into a nice little homogenous box—well, that’s anyone’s guess.
4. In the area of “cyber” risks, the focus has largely been on data breaches and theft of personal information. With
the recent high-profile data breaches and allegations of state-sponsored hacking, what are your thoughts with regard to how “cyber” exposures may develop, and the subsequent implications for (re)insurers?
In short, I think the exposures are continually developing every day, hence it is so difficult to price, and hard for customers to
figure out what their risks are and how vulnerable they are to them. Everyone’s life seems to be becoming increasingly digitized and “cloud” based, and therefore more vulnerable. Obviously day-to-day businesses, utilities, transport, energy providers, banks, security systems, etc. are all on a similar path. It doesn’t take a huge amount of imagination to see how all of the
above could be linked and accumulate in all sorts of ways. We were talking to a client the other day and they put us at ease
with some of their comments around their particular cyber exposures, due to the use of sub limitations, and the very small
take up of utility services interruption coverage that they offer and potential limitations around it when it is offered. We then
spoke to a different client a few days later, their view was almost the diametrically opposite—no sub limits, and almost everyone buys full utilities services interruption coverage—I’ll let you draw your own conclusions as to how ready the market is
to measure, control, and price this peril.
[continued on page 7]
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5. If television aired a special called “A Day in the Life of Mike,” what would viewers see as it relates to your dayto-day work?
Organised chaos mainly. However, I can assure you there is something very methodical and logical going on underneath
the paper avalanche and coffee cup collection I have going on.
I think you do have to be prepared to spin a lot of plates at any one time in our industry. We are often jumping geographies,
products, claims, contracts, pricing, buying of reinsurance, portfolio management, business planning, presenting and meeting clients. I am never quite sure which of the above is going to take preference on any given day but I know it’s rarely
straight forward. Making lists always helps so you can definitively finish some projects and then move on to the next one. I
have several lists on my desk right now, hence the mountain of paper.
6. As technology advances and the use of analytics and models increase, what skills would you recommend to
young professionals that are pertinent to move ahead in their careers?
In terms of treaty reinsurance, I would say it’s becoming increasingly mathematical. Therefore, knowing your way around
statistics, spreadsheets, and relatively simple, quick math is pretty important these days. That’s obviously in addition to being affable, friendly, and keeping up with world affairs which are a must. I don’t believe you need to necessarily have a PhD
in higher mathematics or geography though. A lot of what we do is quite conceptual, so being able to flick those sorts of
things around in your head and come up with solutions is a very useful skill in our industry, as is getting the decimal point in
the right place.
7. What steps have you taken in your career that helped you the most to get to where you are now?
I was lucky enough to cover statistics in my economics classes at university so when it came to doing some of the ACII exams back in the day I didn’t find the math to be too difficult, but I would strongly recommend a stats course for anyone who
wants to get ahead in the reinsurance industry. To say I disliked doing the insurance exams is a gross understatement, but
looking back, a few of them were invaluable—just make sure you pick the pertinent ones rather than the easiest ones.
I was also lucky enough to be moved around by my first employer as part of their graduate program for my first three years
in the industry. I spent six months with Aviation, six months with Marine, Political Risk, Motor, Accident & Health, etc. so we
got a really good grounding in a lot of different lines of insurance. I realize this was pretty unique, but I think the more classes of business you can be exposed to, the better.
My final piece of advice would be not to shun responsibility when it’s offered or given to you. I was given quite a lot at a
young age when I firmly thought I was not nearly ready for it. My manager at the time told me to press on and have confidence in myself and ultimately I think that was very good advice, despite some tenuous moments along the way.

HOW CAN YOU SUPPORT U.S. RE UNDER 40S?
We rely on our friends in the industry—people like you—to help support our Group.
On that note, we respectfully ask you if your organization is interested in becoming
a sponsor for Re Under 40s. We have received several sponsorships over the
years from insurers/reinsurers, brokers, consultants and law firms, but one of our
most significant challenges is raising funds (or continued sponsorships) to ensure
that the Group can achieve its goals moving forward.
We have several types of sponsorships. Our education events are always sponsored so that our members can attend, and learn, without any cost. Others have
made financial contributions by providing funds that we utilize for our operating expenses. We recognize our sponsors at events, in our Newsletter, and on our website. Social events and Tour participation can also be sponsored, and we would be
happy to discuss other opportunities with you.
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U.S. MEMBER SPOTLIGHT: VANESSA CONTRERAS
In an effort to become more familiar with our members, we highlight one member in
each issue of our newsletter. If you are interested in being interviewed for the Member
Spotlight section, please email us at newsletter@reunder40s.org.
Re Under 40s caught up with Vanessa Contreras, Professional Liability Underwriter at
Munich Re America in Chicago, IL. She began her career in the reinsurance industry as
a Risk Analyst at Munich Re America in the Princeton, NJ office. Vanessa is the Membership & Communication Chair of Re Under 40s.
Here’s what she had to say:
Q: How did you get involved with the (re)insurance industry? How long have you been in the industry?
A: I attended Illinois State University and was a part of the Katie School of Insurance and Gamma Iota Sigma. I had the opportunity to go to London as part of an international internship program through the Katie School and it was then that I realized
that this industry was the right fit for me. I learned so much about specialty lines of business and I knew that it was what I wanted to do. I have been in the industry for six and a half years.
Q: What type of work do you do? How did you get to where you are now, in a nutshell?
A: I am a professional liability reinsurance treaty underwriter for Munich Re out of our Chicago branch office. I handle about
75% medical malpractice business and 25% non-medical liability business which includes E&O and D&O. I started with Munich
Re out of school as part of their rotational trainee program. The program was 2.5 years at the time and allowed me the opportunity to work in a variety of different departments throughout the company. I then transitioned to the Reinsurance Division PL
group which is where I am now.
Q: What aspect of your job do you enjoy the most?
A: I enjoy the analytical side of underwriting. I can dig into loss information and get an understanding of what is happening
with an account. I also very much enjoy being able to interact with the brokers and clients. Being able to visit a client and get to
know how they do business is one of the best parts of my job.
Q: Have you had any mentors or anyone who provided useful guidance as you made your way to where you are now?
If so, is there anything you learned that you would pass on to others making their way in the industry?
A: I have had both informal and formal mentors and I don’t know where I would be without them. I have been able to bounce
ideas off of them as well as ask for advice when I am uncertain about how to handle something. It has been a blessing to have
the support that I have. The best advice that I have received is that nothing in life worth having is ever easy. Never give up
because hard work will pay off in the end.
Q: If you weren’t working in (re)insurance, what would you be doing?
A: I would probably want to go into nursing or social work. I have seen how much of a difference they can make in people’s
lives. .
Q: If you could have any superpower what would it be?
A: Hmm…. Maybe the ability to slow time down. I often feel like life is going by so quickly and I would love the opportunity to
slow time down and be able to take more time to enjoy the moments that matter the most.
Q: List 5 personal items in your office.
A: I have pictures of my family and friends; a Princeton University throw pillow that a good friend gave me when I moved back
to Chicago; a volleyball; some sporting event ticket stubs from my time in NY; and a stein from the year I was able to attend
Oktoberfest in Munich.
Q: What advice would you give to new professionals entering the (re)insurance industry?
A: Get involved with industry groups and network. The insurance world is a small one. Also, give back. Help students in college or those that are new to the industry find their way.
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• CHARITY @ RU40 •
THE RIVERKEEPER SWEEP
RU40 members volunteered to help clean up the East River Park in Manhattan on October 10,
2015. While this is typically an annual event, the organization needed help for a second time to
clean up the trash accumulation before winter. With their help, the river is once again a scenic
spot for a stroll, run or bike ride.
After
Before

RU40 RAISES $21K+ FOR THE
COVENANT HOUSE SLEEP OUT
On September 25, 2015, nine RU40 members slept outside at the Covenant House
to support and raise awareness for homeless teens. The RU40 team raised an
astonishing $21,708 for the event, joining others in the first reinsurance industry
sleep out to raise a total of $479,985, exceeding the goal by $100,000.
Needless to say, the event was a huge success, and RU40 members are looking
forward to participating again next year. A big thank you to our members for
attending our fundraising event at the Public House on September 17th.
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DIVERSITY AND RISK
BY: BISI DANIELS, AIG
Can the answer to diversifying the insurance indus-  The U.S. Air Force has the highest percentage of
try be found in the U.S. military?
female officers of all the U.S. Military branches
(19.6%)
According to the Department of Labor Statistics, approximately 60 percent1 of the insurance workforce
is made up of women; however, women only hold 6
percent of executive positions, 12.5 percent of board
seats and 8 percent of business and operations
manager positions.2 When it comes to minority
groups, the entire insurance workforce inclusive of
administrative and professional staff is much less
diverse with 9.9 percent black or African American,
5.7 percent Asian and 9.5 percent Hispanic.3 Although insurance professionals may come from
many different educational backgrounds, insurance
executives are still overwhelmingly male and white.
It would seem counterintuitive that an industry that
relies on the benefits of diverse portfolios to manage
risk would have a racially homogenous workforce
and exclusive leadership ranks. However, some may
argue that the insurance industry has performed well
with the current structure, so why change?

Source: 2013 Demographics Profile of the Military Community.

While college graduates may also offer a larger pool
of educated candidates, U.S. Military officers have
on-the job experience and the vast majority of them
are college graduates. Beyond that group, an estimated 343,000 reservists and active duty military
personnel leave the military each year.
With U.S. military operations winding down around
globe, the insurance risk community should find a
way to leverage the top female and minority talent.

Considering the growing minority population, gender
and age demographic shifts in the workplace and
technological advancements (e.g., drones, driverless
cars, sharing economy), it makes intuitive sense to
hire not only the smartest individuals, but also individuals who can add value through diversity.
The U.S. military is a place where there is a large
pool of well trained professionals.
Source: Today.com4

From a pool of approximately 239,000 U.S. Military
officers:
There are many cases where military personnel can
add value. Take, for example, the emerging/evolving
 More than 80% have at least a Bachelor’s derisk well known to members of the military—drones.
gree
The military has a long history of using drones for
 28.5% are from minority backgrounds
reconnaissance, bomb disarmament, etc. However,
 16.4% are women
in the past few months, civilian drone hobbyists have
accidently landed their drones on the Whitehouse
[continued on page 11]
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DIVERSITY AND RISK
BY: BISI DANIELS, AIG

[CONTINUED FROM PAGE 10]

lawn and have interfered with firefighting efforts in
California. These types of incidents may become
more frequent as estimates anticipate that the civilian drone market will increase to ~$3.5B in sales by
2024.5 These incidents also highlight the risks associated with drone use: cyber breach, bodily injury,
property damage and invasion of privacy.

This area alone warrants recruiting from the ranks
of female Air Force officers and minority drone operators and engineers to better understand the risks
and opportunities from commercial and personal
drone use.
While many companies have veteran recruiting initiatives, more focused initiatives are needed. From a
2014 sample of companies reporting their military
hiring and recruiting practices, only 1,900 veterans
were hired.6
Risk and insurance companies should treat diversity the same ways as they would manage their risk
portfolio—DIVERSIFY. Military professionals can
help insurance companies diversify their portfolios
of talented people.

Source: Teal Group, BI Intelligence, Michael Toscano.

1

Refers broadly to the industry description “Insurance carriers and related activities.”
http://www.bls.gov/cps/cpsaat18.htm.

2

http://www.sju.edu/int/academics/hsb/special/armi/pdf/SJU%20Study%20on%20Insurance%20Industry%20Dem
ographics.pdf.

3

http://www.bls.gov/cps/cpsaat18.htm.

4

http://www.today.com/video/an-inside-look-at-drone-pilot-training-35888195650.

5

http://www.businessinsider.com/uav-or-commercial-drone-market-forecast-2015-2.

6

http://bestforvets.militarytimes.com/best-employers-for-veterans/2015/.

Bisi Daniels is a Senior Risk Analyst at AIG, specializing in global risk aggregation and scenario analytics. Bisi is the Charity Co-Chair of U.S. Re Under 40s and has been a member since 2011.
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RE UNDER 40S ASKED REINSURANCE EXECUTIVES:
WHY IS FOSTERING A CULTURE OF DIVERSITY AND INCLUSION IMPORTANT
IN THE (RE)INSURANCE INDUSTRY?

There are two critical reasons why a culture focused on leveraging the
diversity in your work place and providing an inclusive work environment is important: access to the best talent and strong business results.

Susan Johnson
Head of Diversity and
Inclusion, The Hartford

From a talent perspective, smart companies know how to leverage
not only an employee’s inherent aspects of diversity such as race,
gender, sexual orientation, age and physical abilities, but also their
acquired aspects of diversity, such as diversity of thought, working
styles, educational background, or industry or functional specialty.
Employees want to be in an environment where they are truly appreciated, valued and able to perform at their peak ability, while bringing
their full selves to work. And employers should want that too. There
are few things more taxing than trying to “cover” some aspect of your
personal self in order to fit into a narrowly defined norm for what
“good” looks like. An open and inclusive work environment allows all
employees to operate at their best, resulting in more innovation,
stronger engagement and more collaboration for the good of the business and the customer.
That’s where the business results come in. By appreciating the value
that each employee brings, and developing them to contribute to their
best ability, those employees will be more productive and their outputs will have greater business benefit. And, because of the inherent
diversity in those employees, they will be better attuned to the needs
of an increasingly diverse customer base and drive higher customer
satisfaction, resulting in increased shareholder value.

I am inspired by the words of Max De Pree, “[w]e need to . . . exercise our diversity . . . so that we may both give and receive . . . ideas, openness, dignity, joy, healing, and inclusion.” While there has
been a real shift in our industry in recognizing the value of diversity
and inclusion, there are still a number of challenges we face. As an
industry, for the best outcomes, we will need to be more reflective
of our customers who are diverse, in order to tailor the best solutions for those customers.
Chris Larson
Global Head of Casualty
& U.S. Multiline, QBE Re
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INTERVIEW WITH JAY WOODS, CO-LEAD OF GUY
CARPENTER’S MUTUAL COMPANY SPECIALTY PRACTICE
FOR THIS ISSUE OF RE-ACT, MR. WOODS SHARES HOW THE
INDUSTRY’S THINKING ABOUT DIVERSITY AND INCLUSION HAS
CHANGED DURING HIS CAREER, AND WHY HE THINKS
REINSURANCE IS A GOOD CAREER FOR MILLENNIALS.

1. How has the reinsurance industry’s ap- 3. Why?
proach to diversity and inclusion evolved?
We are always focused on providing the best soluI think we’ve arrived at a much broader acknowl- tions for clients. To do that, we must be able to apedgment of what diversity is. Over 20 years ago, peal to and work with an increasingly diverse and
the Association of Professional Insurance Women global client base, to manage teams in countries
trying to attract more women to the industry was a and cultures that are very different than those we
bold initiative. Now most industry firms have em- grew up in. We have to show clients that we supployee resource groups, or ERGs, that actively port diversity and inclusion, and pursuing a diverse
work to make our organizations more diverse and and inclusive workplace is a priority.
inclusive, and attract a more diverse set of employees. And we’ve also recognized that while we need We want to attract the very best talent from the
to continue to encourage diversity of race, religion, global workforce. The most sought-after professionethnicity, sexual orientation, gender and age among als are looking for companies that demonstrate the
our employees, we need to go beyond those tradi- ability to thrive in different cultures and geogrational categories to appeal to and sustain real diver- phies. They know these organizations are more
sity of thought and experience, especially as our likely to be successful and to offer them greater opportunities.
global marketplace gets “flatter.”
At Guy Carpenter, we have several ERGs, including Beyond appealing to diverse clients and professionRacial and Ethnic Diversity (RED), WomenLEAD, als globally, we know it’s critical we bring diversity
EQUAL (LGBT) and Emerging Leaders. These of thought to our work with clients. To arrive at the
groups have sponsored summer internship pro- most innovative new solutions and tools, we need a
grams, client events, reverse mentoring programs, wide range of experience and backgrounds working
career training, networking and company-wide gath- collaboratively to meet the challenges facing our
clients.
erings.
2. Why are these groups and what they pursue 4. So how do you attract a diverse workforce,
and those forward-thinking millennials, in
important?
particular?
These groups demonstrate that our commitment to
diversity permeates the organization. I think in the I think the insurance business is attracting young
past many people may have looked at diversity as people that previously might have gone into investsomething to pursue for social or PR reasons. Eve- ment banking or law, because they see the potenryone now recognizes that having a diverse and tial here for a great career. At Guy Carpenter, we’ve
inclusive workplace is not only important to com- invested in two programs—for summer interns and
municating a company’s values, but critical for the for entry-level risk analysts—that have brought
bottom line. While it’s always been the right thing to these millennials into our company and encouraged
them to consider careers in reinsurance broking.
do, it’s become a business imperative.
[continued on page 14]
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INTERVIEW WITH JAY WOODS
[CONTINUED FROM PAGE 13]

And there are good reasons these efforts are effective. These interns and risk analysts see that this is
a pretty flat industry—you can fairly quickly get access to senior decision makers here at Guy Carpenter while working with reinsurers and clients.
The participants in these programs are on the front
lines—sitting in meetings with senior executives
and working on critical projects, and that’s exciting.
They see the potential for building a career doing
satisfying, innovative, collaborative work at a diverse, inclusive, global and profitable company—
Guy Carpenter.

The millennials’ views on service are changing the
world—look at Uber or Airbnb. Their views on insurance and reinsurance are going to impact how we
do business going forward.

A lot of success in reinsurance comes from relationships built over time. How millennials build relationships is different than how we did it when I was
starting out, but that’s to be expected, and why this
effort by Re Under 40 is so positive. For these future leaders to create a forum to focus on the importance of diversity and inclusion for our industry
means they “get it,” and that bodes well for their
5. How would you characterize millennials in future success, and for all of us in this industry.
the workforce, and why are they important to
the future of the industry?
They are innovative and fearless, and have high
expectations for professional growth. They expect
personalized feedback rather than a corporate
stamp of approval, and I think that will require those
of us managing them to respond differently than we
have in the past. But I think that’s healthy, because
it fosters more focused and honest interaction.

Jay Woods joined Guy Carpenter in 2013 as a Managing Director and Co-Chairman of the Mutual Company
Specialty practice. He sets the practice’s strategic direction and works on client relationship management
and new business production. From 2005 to 2013, Jay was with the reinsurance business of Towers Perrin,
which became Towers Watson, where he held management positions and served on the global Brokerage
Operations Council and the Management Committee of the London broking company, and oversaw North
American Reinsurance and Property and Casualty Insurance Brokerage operations.
He began his career at John P. Woods Co., Inc., where he held roles in accounting, client servicing and production. He was a board member and president when the company sold to Arthur J. Gallagher, where he
managed the North American treaty reinsurance operations. Jay graduated from Hamilton College and the
executive management program, Owners, Presidents and Managers at Harvard University, and received insurance training at the College of Insurance, Travelers Insurance Company, Royal Insurance Company, Lloyds
of London and Chubb and Son, Inc.
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• RE EDUCATION•
PANEL SESSION:

MILLENNIALS IN INSURANCE

On October 7, 2015, Re Under 40s held a joint educational panel with the Guy
Carpenter Emerging Leaders Group on Millennials in Insurance: The Changing
Face of the P&C Market, and What it Means for the Future of the Industry.
Our esteemed panel included:

 Susan Johnson - Head of Diversity and Inclusion, The Hartford
 Joan Lamm-Tennant, PhD - Chief Executive Officer, Blue Marble
Micro, Limited

 Chris Larson - Global Head of Casualty & US Multiline, QBE Re
 Jay Woods - Managing Director, co-chair of Mutual Company
Specialty Practice, Guy Carpenter

 Moderator, Sandy Locke - HR Business Leader, North America, Guy
Carpenter
Many of our members attended the event and expressed that the discussion
was a catalyst for further thought on how millennials can advance the
(re)insurance industry.
We thank our host and sponsor, Guy Carpenter & Marsh and McLennan Companies, for their hard work in ensuring the event was a huge success.
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• U.S. EVENT RECAP •
ANNUAL SOCIAL EVENT AT THE FRYING PAN
On July 22nd, we held our annual social event at the Frying Pan. As usual, the
event was well attended and we could not have asked for better weather.

MORRISTOWN, NJ SOCIAL EVENT

On August 13th, Re Under 40s held its first networking event in Morristown, NJ at The
Famished Frog, along with a food drive to support the Morristown Community Soup Kitchen . Over 40 of our members attended, representing approximately 15 different companies. Due to its success, we look forward to hosting more events in Morristown to serve
our NJ-based members.
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• U.S. EVENT RECAP (CONT.)•
ANNUAL FALL SOCIAL EVENT AT REICHENBACH HALL
Due to its resounding success last year, on November 18th we held our annual
fall social event at Reichenbach Hall in conjunction with our holiday food drive to
support the NYC Food Bank. With approximately 100 members in attendance,
and Munich Re sponsoring the event for a second time, it is safe to say that we
intend to make this an annual event.
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• BERMUDA EVENT RECAP •
WISDOM AND WINE

The BU40s hosted a Wisdom
and Wine event at XL Catlin with
Brian O’Hara as the speaker. Attendees were given an insight
into the professional career of
the man who founded XL and
heard his views on the current
state of the market.

BERMUDA:

QUIZ NIGHT

Another successful year of quiz
nights – we have hosted two this
year, one in April and one in October. Thanks to Outback and our
prize sponsors Goslings.
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•

THANK YOU TO OUR
2015 SPONSORS
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Thank you to our editors:
Kelly Nickerson, FTI Consulting
Ilir Dinovic, QBE Re
Cindy Hooper, Everest Reinsurance (Bermuda) Ltd.
Abbey Soares, Axis Specialty Limited
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