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A chain (s as strong
as (ts weakest link...

Insurance and reinsurance is about transferring risk

In a risk transfer chain, that chain is as strong as its weakest link

i’j o In contrast to many other intermediaries, UIB choose
to operate from well-regulated international reinsurance
hubs covering global markets for local needs.

UIB's strength and professionalism enhance the integrity
of your risk transfer strategy.

UIB — [nnovation througlh expertise

United Insurance Brokers
www.uibgroup.com

United Insurance Brokers Limited is an accredited Lloyd's insurance broker, authorised and regulated by the Financial Conduct Authority (FCA). Broker at IREG) 44BN
UIB (DIFC) Ltd is regulated by the Dubai Financial Services Authority (DFSA).
UIB Singapore is regulated by the Monetary Authority of Singapore (MAS).



It's good to know the past.
Anticipating the future
IS even better.

Ever since 1951, we have been applying proven principles of
risk management to protect our clients against whatever may be
coming down the road towards them. We pride ourselves on the
expert knowledge we have acquired over the years. But only

for its value in reliably protecting our clients tomorrow.
Deutsche Ruck. Reliable reinsurance.

Deutsche @
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INNOVATING.

For further information

<

by the Dubai Financial Services Authority (“DFSA”). Registered office: Office 702, Floor 7,
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Gallagher Re is the trading name of Gallagher Re Limited which is authorised and regulated
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OdysseyRe’s Global CEO:
We have a clear understanding of our risk appetite

LA S

dysseyRe’s Global CEO Carl Overy dis-

cussed his outlook for the 1.1 renewals,
to the “insurer” mag. Stating that the market
has evolved compared to the 1 January 2023
renewal period, and has been relatively order-
ly since then with greater balance between
insurer and reinsurer expectations when it
comes to price, commenting that the property
cat market remains firm, and reinsurers are
now being more appropriately compensated ‘
for the risk they are assuming, particularly in
the US, so any rating action at 1.1 is likely to be far less material than what
have been seen recently. Outside the US, Overy said that further change is
necessary, as significant capacity being deployed with very little reward for
reinsurers, assuring that more correction is required at 1.1.
Looking at casualty, Overy mentioned that we are seeing further deteriora-
tion across back years such as 2014-2019. “Primary market rates are flat-
tening and reducing materially in areas such as cyber and D&O, and infla-
tion remains relatively high, which will serve to compress underwriting mar-
gins despite improvements in terms witnessed this year”.

Odyssey’s culture is one of a kind and stems from its people
On the other hand, he announced that Odyssey’s culture is one of a kind and
stems from its people, many of whom have worked for it for decades, and
from its parent company, Fairfax Financial Holdings Limited. “We have a
clear understanding of our risk appetite and the importance of great customer
service both internally and externally”. He added that they operate with hon-
esty, integrity, and in a collaborative manner with all their business partners,
declaring that diversity has also been an important aspect of their success, and
that they embrace opportunities to bring in young, diverse and talented indi-
viduals to work for them. “We have several educational programs that provide
internships, work-study arrangements and mentoring, all in an effort to present
(re)insurance as an incredibly worthy, stable and enjoyable career”, confirming
that charitable giving is at the heart of Odyssey. “Our philanthropic endeavours,
including employee-directed campaigns, have enabled us to contribute over
$70mn to more than 450 charitable organizations around the world”.
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Munich Re: There will be no spectacular
change in our appetite this renewal

™\

uido Funke, Munich Re’s Chief for

Global Clients and Lloyd’s,
declared that Munich Re thinks the
tumultuous renewal the market endured
last year will not be repeated this year.
“There will be no spectacular change in
our appetite this renewal. We had a y
clear appetite last 1/1, which itself had-
n’t changed much from the past years”. ‘~ .
For Munich Re, that means being pre-
pared to grow in nat cat and specialty wherever terms and condi-
tions look right, while remaining cautious in casualty simply
because there are signs of softening in some corners of the mar-
ket that could merit some de-risking.
Fundamental changes to structures have now been completed,
led by the massive hiking of attachment points, and with pricing
looking adequate in property-cat, Munich Re believes underwrit-
ers come into their own again to examine the minutiae of what
constitutes risk-adjusted pricing adequacy. “Amid all the uncer-
tainties and variables, it is very important to get underwriting done
properly”, Funke said, noting that sharp increases in inflation test-
ed underwriters, adding that the industry is now doing not a bad
job on dealing with claims inflation, with constant caveat for the
vagaries of inflation forecasting.
Extreme weather must also be reviewed in the quest for pricing
adequacy, Funke insists, stating that the industry now realizes
that with extreme weather, the trend only goes upwards, com-
menting that underwriters now need to be crunching the numbers
on how to price that for next year.
The major structural work might be complete, but Munich Re’s
shift out of proportional covers will continue. Munich Re shrunk its
property and casualty proportional books to the benefit of non-pro-
portional at all three 2023 major renewal dates, leaving overall
volume growth a bit lumpy in the process. Amid the differing pro-
files of the books renewing at January, April and mid-year, Munich
Re ended with volume gains of 1.9 percent, 11.1 percent and then
a 1.9 percent contraction, respectively. But it stresses that it is
making such decisions on a case-by-case basis, on the econom-
ics of each deal. Munich Re has not, and will not, pursue a target
portfolio mix of proportional to non-proportional. In property,
Munich Re simply does not have such a big appetite for propor-
tional, Funke said. Proportional property is simply not an easy
one to sell and Munich Re is not alone among reinsurers eschew-
ing the line.
In casualty, where Munich Re’s proportional book is even more
central, “we do have the appetite, but the conditions have to be
right”’, Funke said.
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major theme at this year’s Rendez-Vous has

been the impact of record severe convective
storms and other attritional losses on insurers that
have been forced to increase retentions, with no
sign of any relief from reinsurers determined not to
cede hard-won ground on attachment points. And
in response, insurers are showing increased interest |
in structured reinsurance and other solutions such
as net quota shares, as well as aggregate covers
modified to better align between cedants and rein-
surers, according to senior industry executives in
Monte Carlo.

Aggregate covers were very difficult to purchase
Speaking on the Deloitte CEO Roundtable moderated by “The
Insurer”, Guy Carpenter’s chairman of global capital solutions,
Vicky Carter noted that many buyers were required to carry higher
retentions this year, while aggregate covers were very difficult to pur-
chase. “Capacity was targeting higher program levels, which result-
ed in shortfalls at the lower end of programs. Looking ahead, we will
see some buyers increase retention levels and buy less reinsurance,
as they look to achieve the most efficient use of capital; while others
will look to purchase more vertical cover”, Carter stated, adding that
the market will need more creative & innovative solutions, and more
holistic strategies as we move towards 1.1, designed to achieve
enhanced capital efficiency and improved capital optimization. She
further said that there will be a greater focus on balancing the bal-
ance sheet.

Reinsurers pushed hard on pricing, terms and conditions
Higher retentions came as reinsurers pushed hard on pricing, terms
and conditions, and structure at renewals. That left insurers more
exposed to frequency losses in 2023 — a position which coincided
with a high level of severe thunderstorm activity in the US, among
other losses. As a result, a number of solutions have been discussed
at the Rendez-Vous, including net quota shares, variants of drop-
down coverage that can lower the retention during the year, and a
range of aggregate solutions structured to better align the interests
between buyer and seller than has been seen in recent years on
sideways covers. Discussions also focused on other ways of opti-
mizing balance sheets, including freeing up capital through reserve
transactions such as loss portfolio transfers.

Structured reinsurance products
Also speaking on the roundtable discussion, the German reinsurer’s
member of the executive board for P&C at Hannover Re Michael
Pickel said that there are lots of opportunities to optimize balance
sheets with structured reinsurance products.

Xl

Zero sum game
Liberty Mutual Insurance’s president of underwriting for Global Risk
Solutions Matthew Moore argued that the increase in retentions does-
n't represent a zero sum game where it's a win for the reinsurer and a
loss for the insurer, describing reinsurance as a “very effective capital
mechanism” with strong relationships between cedant and reinsurer,
noting that there are other mechanisms to support balance sheets.
Insurer disciplined
Swiss Re Corporate Solutions CEO Andreas Berger, highlighted port-
folio management as a tool to address volatility. He said that it was key
for an insurer to be disciplined and informed about where they play and
the shape of current portfolios and target liability portfolios. “We try to
understand how our portfolio will behave if the market softens in the
next few years by using scenario planning and analysis.
More creative alternative solutions

Meanwhile, Guru Johal, Deloitte Vice Chairman and Global
Specialty and Reinsurance Leader, noted that increased retention of
risks is something corporates have had to deal with as well as insur-
ers, given available capacity. “The increased self-insurance and pri-
mary retentions across the end-to-end value chain of risk transfer
creates an interesting dynamic for capital deployment and the risk
tolerance of this capital. This will create increased demand for more
creative alternative solutions”, he predicted.
The executives on the roundtable discussed a number of other themes,
including the impact on relationships from a tumultuous 1 January 2023
renewal, and likely demand and supply dynamics at 1.1 for cat.

Plenty of competition

Aon’s CEO of Risk Capital Andy Marcell was among participants
hoping for better relations and an orderly renewal in the coming
months. But he also reiterated recent comments that some competi-
tive dynamics could emerge. “A lot of the reinsurers will expand their
shares and there’ll be plenty of competition, not in terms and condi-
tions but rate”.

D
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FROM LEFT: STEFAN GOLLING, THOMAS BLUNCK & STEFAN STRAUB

Munich Re expects promising underwriting conditions to per-
sist in the reinsurance space coming into 1 January
renewals as the macroeconomic and geopolitical outlook
remains fragile. Munich Re’'s CEO of Reinsurance
Thomas Blunck stated that although reinsurance capital has
partially recovered, rising to $461bn this year after declining to
$434bn in 2022; yet, the level of global capacity was not enough
to shift underwriting conditions. He
further noted that we don’t have a ||
massive capital inflow and that
means the market dynamics are
not changing.

Head of global clients and North
America Stefan Golling said the
cyber market would be dead if it
did not control its accumulations.
“If we overexpose our overall bal-
ance sheets then | think the cyber
market is dead before it has even
achieved a meaningful size”, men-
tioning that Munich Re was pre-
pared to give up business rather than expose itself to accumula-
tions which it viewed as unsustainable.

Quizzed on the trajectory of cyber pricing, he said the cyber mar-
ket needs to be careful not to become complacent, and that
Munich Re would use its dominant stance in the line of business
to push for ongoing rating discipline.

Blunck said that the events we see every year should be under-
stood pretty well, assuring that if reinsurers can generate suffi-
cient and adequate premiums and rates, then they will be bear-
able by the insurance and regions market.

Moreover, the German reinsurer declared that inflation is expect-
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ANTOINE ZAKHOUR (AL BAYAN MAGAZINE) ASKING

THE ATTENDEES

ed to be a dominant factor in renewal discussions. Blunck said
secondary perils accounted for 80% of nat cat losses in H1 2023.
Golling noted that the market dynamics meant “underwriting
matters again”, proclaiming that there was a focus on the basics
as carriers looked to monitor accumulations and exposures.
Following years of high cat claims, Golling said that a $100bn
insured loss year for nat cat was the “new normal”, announcing
that we will surpass this num-
ber by the year end due to sec-
ondary perils, shedding light on
social inflation which is an
™ issue for the casualty market,
* especially in the US.
Golling said that climate
change is certainly an impor-
tant driver of the increase,
declaring that there are players
in the industry over the past 24
months who have raised the
white flag and substantially
reduced the risk appetite, with
some even completely exiting the natural catastrophe business.
He further mentioned that underwriting discipline and more dis-
cerning risk selection has transformed the reinsurance market
over the previous 24 months, indicating that now there’s a focus
on the basics again after the focus in the industry was on inno-
vation, digital capabilities and distribution for many years.
Golling said that Munich Re would offer more capacity and time-
ly responses during a renewal for its partners who were willing to
invest in the “art of underwriting”, explaining that this strategy
was a win for Munich Re, as it allowed it to safely grow in the seg-
ment of the market
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Scor CEO: Exclusions should be a last resort

cor CEO Thierry Léger has called on the reinsurance industry to accept the challenge of insurability
as the interconnected risk landscape exacerbates the protection gap across nat cat business, calling
exclusions “a last resort”.
Speaking at a PwC executive briefing at the Rendez-Vous in Monte Carlo, Léger underlined the scale of
the insurability challenge in the current risk environment. “Across the world and across lines of business,
there is a protection gap. And in today’s world, it doesn’t get better”, he said. ‘I think we're really challenged
at this point. The hits are coming from left and right. | do believe that in the next five to 10 years, we will
turn some of it into opportunity, but where we stand today with all the disruption going on around us, volatil-
ity is massively increased”.
Léger added that the impact of climate change on the frequency and severity of extreme weather events
has seen the accumulation potential of secondary perils increase, particularly in the first half of 2023 as
the US and Europe saw severe thunderstorms, flooding and wildfires. “Secondary perils are the areas most impacted by climate
change, and it is getting more difficult to find coverage in that space”. This is exacerbating existing pressure on balance sheets and
the reduction in available capacity that has been seen since 2017, with nat cat lines experiencing above-average losses from large
events and triggering hardening market conditions.
However, Léger added that underwriting exclusions are not the most appropriate response for the industry in looking to deal with insur-
ability challenges, assuring that exclusions should be a last resort.
Léger concluded: “The reinsurance industry is constantly about risk, about data gathering, modelling, and the ability to put a price on
risk and carry some of the risk ourself. It is up to the industry to actually step forward and accept the challenge of insurability. It's up
to us to improve our data in these areas to ensure coverage. We need rigorous risk management and accumulation control, all the
usual .It’s all about us working together with partners and finding a way to make this more insurable. And then the challenge will be a
huge opportunity for all of us”.

ESG scrutiny in deals increasing over the next three years

Alternative financing is expected to increase over the next 12 months, according to Aon’s and
data provider Mergermarket's M&A Risk in Review latest edition. The survey revealed that
50 senior executives from corporate development teams, private equity firms and investment
banks, dealmakers remain upbeat about the health of the M&A arena. Nearly half of respon-
dents (46%) expect the number of deals globally to increase somewhat or significantly over the ——]
next 12 months compared to 2022. A further 20% expect figures for the year ahead to remain
in line with current volumes. Gary Blitz, global co-CEO of Aon’s M&A and Transaction
Solutions, commented: “By taking this broad view of the M&A landscape, dealmakers are bet-
ter able to understand and respond to critical risks that can have an impact on a deal’s suc-
cess”. Alistair Lester Gary Blitz
“Dealmaking is about balancing risk and return”, said Alistair Lester, global co-CEO in Aon’s Aon Aon

M&A and Transaction Solutions. “With strong risk mitigation processes in place, including a

multi-disciplined approach to due diligence and the strategic use of insurance capital, dealmakers are able to transform their risk into oppor-
tunity to improve their deal outcomes”.

Other highlights of the report include rising Environmental, Social and Governance (ESG) scrutiny in the M&A market. According to the report,
96% of respondents expect ESG scrutiny in deals to increase over the next three years, including 48% who expect it to increase significantly.
In addition, 24% say environmental litigation creates the most concern in respect of potential disputes in a deal. Regarding Technology, Media
and Telecom (TMT), the report found that 68% of respondents identify TMT as likely to be the most prolific generator of M&A activity over the
next 12 months. Conversely, the financial services sector is forecast by 32% of respondents to be the least prolific sector for dealmaking. Also,
72% of respondents expect financing conditions to worsen compared to 2022, including 38% who expect them to become much more chal-
lenging. In response, analysts found that dealmakers are turning toward alternative financing sources, including private equity (64%) and non-
bank lending (38%).
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Hannover Re forecasting further price increases at the upcoming renewals

annover Re has forecast further price increases at the upcoming 1.1 renewals as it warned the trend of increased

loss payouts will likely be sustained. CEO Jean-Jacques Henchoz said the improvements achieved in both pric-
ing and conditions during this year’s renewals were not sufficient in view of the still challenging risk situation. He noted
that the society at large was in denial about the price of risk. “The reality of today’s world is that the price of risk is
increasing and the issue is society generally needs to come to terms with that. Adequate pricing is a prerequisite for us
to offer the best possible reinsurance capacity. And as we want to grow with our clients and help close protection gaps,
we will also put an emphasis on innovation in order to allow our clients to transfer risks both through traditional rein-
surance and tailored solutions”, Henchoz added.

Alongside rising costs from large losses, Hannover Re also cited geopolitical uncertainties and sustained high rates of
inflation as drivers of the need for further improvements in pricing and conditions. Despite these challenges, Henchoz

1

-
provided a positive outlook for the year ahead. “I'm quite optimistic about the outlook for 2024 and beyond. We are in
a situation where we have the necessary capital to use and | see a growth opportunity for us in many parts of the world
in many different lines of business. But this cannot be at all costs, it needs to be done in an underwriting spirit both in
primary and in reinsurance. If these conditions are met, I'm very confident the market will grow”.
At the upcoming 1.1 treaty renewal, Hannover Re has predicted upward pricing pressure for several classes in Europe, including German motor and
London market covers for terrorism and political risks, stating that loss-free reinsurance contracts will continue to see price increases amid pressure
on profitability in both property and liability lines, with social inflation becoming increasingly challenging for insurers. Hannover Re said it anticipates
demand for natural catastrophe reinsurance to increase across all major regions at upcoming renewals. For specialty lines, Hannover Re said it expects
positive price momentum to be sustained in both aviation and marine reinsurance. Credit and surety pricing is expected to remain stable or rise slight-
ly, while capacity challenges remain in cyber for both primary and reinsurance covers.

“Moneyball” approach in the new world of analytics & data

ccording to Elliot Richardson, Vice Chairman of Howden Tiger, speaking at The Insurer’s Pre-Monte Carlo Forum,

existing structures that have been in place for 20-30 years will be dramatically disrupted and a new approach taken qu'En RE :
around data and analytics as insurers and reinsurers pivot or change their capital stacks and mix of distribution. TIGEI
He declared that the modern (re)insurer needs to adapt at never-before-seen speed and the winners will be those that
can efficiently match risk to the most appropriate form of capital, stating that intermediaries in a transaction must bring
value. “The modern broker must stop peddling the same things that have been done for the last decade. He needs to
bring smart partners in from outside the industry to help and not build everything in-house”.
Richardson proclaimed that in the new world of analytics and data, it’s time to rip up the old and take the “Moneyball”
approach, which is the celebrated Michael Lewis book that charts the improbable success of the Oakland Athletics base-
ball team following a data and analytics approach to player selection under the canny stewardship of manager Billy
Beane. It was later turned into an acclaimed Hollywood film starring Brad Pitt.
Winners, in the reinsurance world, will be those who look at the trends and data and structure their business and offerings accord-
ingly, Richardson explained. “This will mean a changing market structure, with roles like chief transformation and chief data officer being at the top table”.
Moreover, Richardson said that just hiring account handlers or producers to grow revenues is not a strategy, assuring that they must be able to bring value to the
overall culture and business and do things they never did before. He suggests flexibility by employers, and adapting roles to sets of skills to build organizations for
the future, adding that having a single P&L/aligned incentive model is crucial to allowing clients access to a full suite of capabilities in a harmonized way.
Richardson believes lines between traditional insurance and the new world order are becoming increasingly blurred, noting that nimble MGAs, utiliz-
ing fronting carriers and alternative reinsurance capital, are stealing a march on the less-flexible incumbents. Although he added that incumbents are start-
ing to look to add these elements to their own businesses and adapt their models, and expects this to gather pace. However, in a nod to the traditionalists
in the market, he notes that the ability to underwrite and place challenging business remains key, predicting that the next five years may bring more change
to the industry than the past 25.

-

Morocco earthquake set to trigger excess-of-loss payouts on EV CAT nat cat pool

ccording to “The Insurer”, excess-of-loss reinsurance protection for Morocco’s EV

CAT natural catastrophe pool is set to be triggered by the magnitude 6.8 earth-
quake which hit the country. The pool, which came into force in January 2020 and was
established by the Moroccan state to improve resilience in the aftermath of a cata-
strophic event, transfers risks from the government to the private reinsurance market
on an excess-of-loss basis. Premiums are collected by local insurers via a tariff on all
insurance policies exposed, with local carriers retaining a small portion of the expo-
sure on a proportional basis. The tariff is ceded to the EV CAT natural catastrophe
pool, which is managed by domestic (re)insurers La Cat and Société Centrale de
Réassurance. The pool provides limit of $275mn in excess of $25mn. Gallagher Re
is the lead broker on the placement alongside Guy Carpenter. In the event of the Moroccan
government declaring a natural catastrophe, the reinsurance protection is triggered if claims ¥
breach the excess-of-loss protection. Premiums collected by the scheme are held to pro- ==~
vide a further buffer should a catastrophe exceed the excess-of-loss limit. Morocco also S g -
benefits from a solidarity fund for catastrophic events (FSEC), a public funding mechanism that aims to provide coverage to the uninsured and most vulnerable
households by charging a levy on premiums. The fund launched in 2019 with support from the World Bank's $275mn disaster risk management development
policy loan. Rescuers are continuing to attempt to reach survivors today, with more than 2,000 people already confirmed dead.
The quake is the strongest to impact the region for more than a century, but only a small portion of the damage is expected to be insured. Plenum
Investments said there is currently no coverage in place via cat bonds for earthquakes in Morocco, but added that they would be an effective instru-
ment in the event of natural disasters to quickly finance reconstruction and aid. Robert Mazzuoli, Director of Fitch Ratings’ EMEA insurance group noted
that the earthquake would be a major event for the (re)insurance industry.
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Be smart when purchasing
an insurance agency!

90 00000OOCOGOGIOSOIOGNOGS By scott Tl Freiday 000000000 0COCOIINIS
(Senior Vice President & Division Director of InsurBanc)

hen it comes to purchasing an

insurance agency, onboarding
the entire book of business is
extremely important. Otherwise, the
sale price may not reflect the agency’s
true value to you.
An important conversation to have
presale is this: Do the markets align
between buyer and seller?

What are your relationships with the carriers involved?
Are both appointed with carriers involved in the sale? Certain carriers

are sensitive to whom they appoint. If the agency you are purchasing
does a majority of business with such a carrier, and you have no rela-
tionship with them, it could be a problem. You could be in a situation
where you're trying to buy a piece of business and you can'’t write that
business with the market it's placed with. The buyer needs to ensure,
presale, that such appointments will transfer, as the revenue estimates
of the sale are tied into such appointments. The seller should facilitate
introductions and discussions with any carriers that you do not already
have a relationship with. Find out what is needed in order for the carri-
er’s appointment to carry over. There should be no uncertainty in that
relationship by the time the sale is consummated.

D have experience with different lin f i r_nich
products you’re purchasing?

Do you write those lines of business now? If not, do you have the exper-
tise in order to sell and service that product? It's not necessarily bad if
you're buying an agency that has a book of business that significantly
differs from what you do now. It could be a very profitable line of busi-
ness. It might even present an opportunity to round out your lines of
business or even add new lines of business. But if you don’t have expe-
rience selling those products, then it's going to be a challenge to sustain
that. Be prepared to address this upfront. Make sure you have the peo-
ple and systems in place to cash in on that opportunity. It can look very
attractive to purchase an agency that specializes in a certain niche and
has a high profit margin. But that margin requires a certain level of
expertise and service capabilities. Making sure that you can bring both
to the purchase is important.

Do the agency profiles align?
Perhaps the firm you are looking to purchase is more commercially ori-

ented while your agency focuses more on residential. Will that be a
problem? Again, do you have the expertise to sell in both the commer-
cial and residential markets?

Do your demographics align?
Perhaps the customer base of the agency you want to acquire is older

than yours. Does that affect profitability now or in the foreseeable
future? Also, if the new agency has CSRs that service the book, do you
have the staff in place to continue to do so? Without someone in-house
with the knowledge to manage those accounts or be able to address the
specific nuances to that product line, having the appointment could be
all for naught.

Industry experts, including an industry lender, well-versed in these and
other issues that should be addressed presale, can ensure that the book
you purchase will perform at the same level post-acquisition, and that
the revenue earned by that agency will remain after the sale is consum-
mated. Be smart!
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@ ODYSSEYRE

Reliability in an unreliable world.

When faced with uncertainty, it's critical to have

a business partner you can count on. At OdysseyRe,
our teamn has the knowledge, experience and agility
to adapt to your needs, even as they evolve.

In challenging times, know that we will provide
continued stability and are ready to help you
pave the way forward.

odysseyre.com
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Andreas Polimann (Munich Re)

Munich Re will continue to be an important part of the
development of the insurance industry in the region

ince its inception, Munich Re has been redefining the boundaries of insurance. As a pioneer
Sin risk assessment, the group drives the digital transformation of the global insurance land-
scape, expanding products and services as new forms of risk emerge. From space rocket launch-
es to cyberattacks to pandemics, Munich Re Group and its business units are active in all lines
of insurance. Its consistent risk management, financial stability, and client proximity make it a
much sought-after trusted business partner. Munich Re drives the digital transformation to pro-
vide its clients with better, more efficient, and tailored solutions; thus becoming one of the top
providers of reinsurance, primary insurance, and insurance-related risk solutions in the world.
Al Bayan Magazine conducted an interview with Andreas Pollmann, Head of Non-Life at
Munich Re Middle East/Northern Africa and following is the Q & A.

* What are the present challenges that insurance industry is facing?

- Uncertainties caused by inflation, potential impacts from geopolitical
risks, deglobalisation and cyber risks are some examples as to why the
market environment remains complex. At the same time, the costs of nat-
ural disasters are rising, in some regions and for some perils dramatical-
ly. Climate change is making weather events more frequent and more
severe. Particularly in difficult times such as these, Munich Re is a finan-
cially strong partner who our clients can always count on to provide a high
level of risk expertise and solutions.

“QOur technical approach to price risk is consistent

over the years”

» Global reinsurance companies have settled huge compensation
due to natural catastrophes. Are we starting to see an increase in
the prices and conditions of some lines in the Middle East and North
Africa similar to the rest of the world?

- The price for insurance and reinsurance is based on exposure, includ-
ing but not limited to natural hazards, and claims experience. Globally we
have seen price increases which have been driven by large losses from
natural catastrophes which has an impact on availability of capacity.
Furthermore inflation and increased interest rates are two more factors
which have a strong impact on prices, terms and conditions and avail-
ability of capacity. Many reinsurance companies rely on the retro market
in order to offer capacity to their clients and have been facing significant-
ly higher prices for retro. Those price increases have surely contributed
to higher reinsurance cost for insurance companies. Munich Re as a net
writer takes risk and serves clients with practically no dependency on
retro and our technical approach to price risk is consistent over the years.
Shortly before Monte Carlo Rendezvous 2023 we got the news of a terri-
ble earthquake in Morocco and literally during the conference Libya was
hit by a disastrous flood.

My personal thoughts and sympathies, and from of all of us at Munich Re,
go out to the victims and their families together with wishes for strength
in these difficult times.

“We expect inflation will ease, but clearly remain
above historical averages”

* Inflation is a major concern nowadays. How is this affecting the insur-
ance & reinsurance markets?

- Inflation is a major topic for insurers and reinsurers alike. We expect infla-
tion will ease, but clearly remain above historical averages. However, the
uncertainty involved is considerable — appreciably higher inflation rates are
a much more likely risk scenario than lower, less pronounced price increas-
es. For us it remains particularly important to be accurate in our estimates
of how inflation will develop and to reflect inflation adequately in reinsurance
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prices. Inflation can increase claims costs significantly, e.g. rebuilding
homes after a natural disaster can become much more expansive in case
labor and material costs have risen due to inflation. Getting inflation
assumptions right is a prerequisite to get pricing right.

“Regional authorities in the insurance sector
have made very good progress”

* How do you see the efforts made by regulatory authorities for the
insurance sector in the region?

- Regulation is an important element for functioning insurance markets,
consumer protection, promotion of the insurance industry within the
economy, keeping good market practice and standards, and ensuring
that insurance companies are fit and proper in order to fulfil their roles. It
is encouraging to see that regional authorities in the insurance sector
have made very good progress and continue doing so in order to lift the
standards even more and to enforce the existing regulation.

Long term commitment

* Will there be any changes in your strategy concerning the upcoming
renewals in the Mena Region?

- Our clients rely on Munich Re to provide outstanding quality, security and
capacity both in treaty and in facultative reinsurance. We are conscious that our
capacity helps to grow and develop our clients’ business and contributes to
increasing the insurance penetration and provides the protection for economi-
cal activity in the region. This is based on a long term commitment and perma-
nent availability also in the future. Also with a view to the growth prospects that
the region holds, Munich Re will continue to be an important part of the devel-
opment of the insurance industry in the region. Itis very pleasing to see the very
positive developments recently in key markets in the region.

“ Munich Re is well on track to achieve the targets
of its mid-term strategy “Ambition 2025” ”

* What are the latest achievements and developments of Munich Re?

- Munich Re is well on track to achieve the targets of its mid-term strate-
gy “Ambition 2025”. This is true for the financial targets but also for our
targets regarding Diversity and CO2 reduction. We are making good
progress in reaching Carbon net zero for our own operations by 2030 and
net-zero for insurance and assets by 2050.

Given the dynamic development of the market environment and how the risk
landscape is evolving, Munich Re will continue to invest to ensure and expand
insurability. Areas of investments will be for example: risk modelling and high-
definition models to better reflect increasing risks from natural hazards, inno-
vative and complex covers for all types of climate-friendly energy technology,
expertise in the application of artificial intelligence.
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Lukas Muller (Swiss Re):
Swiss Re’s value proposition is to partner
with our clients beyond reinsurance

Lukas Miiller, Swiss Re’s Head MENA, Pakistan & Francophone West Africa for P&C and L&H , and some
of his colleagues were in Monte Carlo for the Rendez-Vous de Septembre (RVS), the traditional re/insurance
event that officially commences renewals negotiations in the industry. Al Bayan Magazine had the opportunity
to meet with Lukas on the sidelines of the event to conduct the following interview.

* What are the present challenges the insurance industry is facing?

- The refinsurance industry has been facing challenges for many years now with the
increase in frequency and magnitude of natural disasters around the globe, supply
chain disruption, labor shortages and on top of it all, increasing costs resulting from
inflationary pressures and rising interest rates. Last year, important corrections took
place on the reinsurance side to preserve the sustainability of our industry value
proposition. As a result terms and conditions have improved, prices have gone up
and retention levels have increased. These corrections were absolutely necessary
as reinsurers have been losing money for many years. The industry post-pandemic,
both on the P&C and L&H side, have been under pressure due to high inflation and
the uncertainties linked to the economy and geopolitical tensions, especially the war
between Russia and Ukraine, tensions between China and US, which have a major
impact on the global economy as these are the largest global players. Our approach
has been to choose an open dialogue with our partners and discuss the need for
adaptiosn to terms and conditions. In the Middle East, our renewal message and
positioning this year is pretty much the same as last year. We remain committed to
the region, where we have a long-standing history and a large footprint; at the same
time we continue to focus on proper alignment of interests to reach the right balance
between treaty capacity, volume and secondary perils because the latter have not
really been fully costed.

* Global reinsurance companies have paid out large claims due to natural cat-
astrophes. Are we starting to see an increase in the prices and conditions of
some lines in the Middle East and North Africa similar to the rest of the world?
- The underlying principle of natural catastrophe reinsurance is one of diversification.
We as a global reinsurer have a global pool of risk and a global capital base so there
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is always a global element to it. We can balance out losses in one region with pre-
miums from another. What concerns the pricing, there are two dimensions which are
having an impact. On the one side, there is the total amount of claims paid out which
is having an impact on the price level globally. We have seen this in the last year
when prices adjusted globally following large losses. The other dimension is the
local dynamics at play. In case of a big local event, the local market might go into a
payback mode i.e. cover the large loss with the expectation to be able to recover
some of the money in the next years. So, there is a global cycle but on top of that, if
a specific market is affected by a major event, then we might have a more pro-
nounced local cycle.

In the past, the focus of the industry was very much on what we call the primary per-
ils (earthquakes, wind disasters, tropical cyclones). Both we and our local partners
have invested a lot of time in understanding these exposures. In the last years, the
so-called secondary perils have increased — such as hail, flash floods and wildfires
for example. They now make up 50 percent of all claims paid over the last five years.
These perils are much less understood; they require more data, more transparency
and higher frequency of model updates. We are carefully monitoring these expo-
sures and have taken action to manage the evolving risk landscape. We believe that
these perils are insurable, and we are willing to cover them.

* What are your future plans in the MENA region?

- We have relationships going back a long time across the region, and we continue
to work with a limited number of select companies in the market, choosing quality
over quantity. In this way we can achieve our goal of being a holistic partner for our
clients, a distinctive approach to doing business in the region. We want to provide
services that go beyond being a pure capacity provider.
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Reinsurers rediscovering client need & interest at Monte Carlo Rendez-Vous

‘n-x ‘
Lara Mowery David Priebe Tracy Hatlestad Mike Van Slooten Andy Marcell Dirk Spenner
Guy Carpenter Guy Carpenter Aon Aon’s Reinsurance Aon’s Risk Capital Gallagher Re

One of the themes at this year’s Monte Carlo Rendez-Vous was that reinsurers have rediscovered client need, client interest and have again started to put
clients at the center of conversations, whereas the big theme of last year's RVS was that reinsurers had put their interests at the center of the conversations.
The main change from October, November, and December of last year is that the reinsurers now have a much better idea about their risk appetite. They provid-
ed a commitment to provide quotes. Also, they have greater confidence to provide a clear commitment of capacity and have defined where they want to play and
what's off limit; thus, that will very likely lead to a much more orderly market.

“This is really core for Gallagher Re clients that they can go with confidence into the renewal process and will get their programs placed”, stated Dirk Spenner,
Managing Director at Gallagher Re, EMEA.

In pre-RVS renewal briefings, executives from Aon and Guy Carpenter echoed Spenner’s thoughts about the more orderly reinsurance market seen throughout
2023 after the disorderly January 2023 renewal season, and that order was also expected for January 2024. At the same time, they agreed that rebuilding rein-
surer-cedent relationships was essential.

Through the year, it became a lot more ordered with a lot of competition seen at the top-end of programs, a trend that started at the June 1st renewals and is
likely to continue, according to Andy Marcell, CEO of Aon’s Risk Capital and Reinsurance Solutions, in its reinsurance renewal briefing. “We are hoping that the
reinsurance relationships that were severely tested between clients and reinsurers at the 1st of January can be rebuilt and reestablished during the coming year”,
he added, stating that clients are looking for stability, closer reinsurance relationships as they walk into 2024 and to rebuild a stable relationship in terms of cap-
ital management with their reinsurance partners.

Marcell noted that they will be pushing for reduction in rates in most places where they see competition, explaining that Aon expects to see some private place-
ments to help cedents manage volatility. He also pointed out that there are many types of different insurance companies, regionals, mutuals and nationals in the
global insurance market, and the amount of volatility that is now sitting on their balance sheets is at a place that is challenging for them.

Spenner indicated that reinsurers forced through changes in prices and terms and conditions that helped them create a portfolio that's much more likely to give
them a significant profit.

Mike Van Slooten, Head of Business Intelligence for Aon’s Reinsurance Solutions division, emphasized that some reinsurers are showing increased appetites,
going into the renewals, based on the market conditions as they stand today. At the other end of the spectrum, there are some companies that are still manag-
ing volatility as well, so this is an environment where the best outcomes are achieved by navigating those risk appetites, he said.

While the industry has seen loss activity through a variety of regions such as the earthquake in Turkey, “ceded losses to date remained well within expected loss
ratios for the year”, said Tracy Hatlestad, Executive Managing Director and Global Property Segment Leader at Aon. She added that last year, the discussion
around renewals was centered around capacity, but this year the discussion should really be centered around differentiation of how you come to market for trading with
a specific reinsurer or viewing a specific insurance company. On the reinsurer side, Aon expects a much more orderly renewal season this year, she said.

Heading into the January 2024 renewals, Guy Carpenter believes “demand for reinsurance will grow with reinsurers’ willingness to deploy capital also increas-
ing, although underwriting discipline will not subside. Thorough preparation and thoughtful differentiation will enable cedents to adjust their own approach and
leverage a range of solutions to transfer risk into profitable returns”, said David Priebe, CEO of Guy Carpenter.

Lara Mowery, Guy Carpenter’s global head of distribution, commented: “Given the loss trends and the resulting challenges in the reinsurance market, many
cedents have significantly reshaped their own portfolios throughout the last 18 months. This includes rate increases that are still working their way through port-
folios, underlying product adjustments such as higher insurance deductibles, and managing concentrations”. She noted that reinsurers are able to respond fair-
ly quickly within a renewal cycle to revisiting the composition of their business, but it takes time for these adjustments to work through insurance portfolios.

No bad risks, just bad prices

Karen Clark, co-founder and chief executive of risk modelling firm Karen Clark & Company (KCC), sees that
changes in risk profiles, especially for atmospheric perils, should be a key issue for property re/insurers right now,
especially as the protection gap widens in the US.

Clark stated that the most important output of a catastrophe model is the exceedance probability (EP) curve, which
provides insurers and reinsurers with a view of the probabilities of losses of different sizes, either on their own book
of business or for the industry as a whole. However, she pointed out that many older models no longer offer a cred-
ible view of today’s risk profile. In particular, some risks once categorized as secondary perils, should now be
reassessed and reprioritized. “We’ve invested a lot of resources at KCC in making sure the models that we produce
for severe convective storm, winter storm and wildfire are accurate, along the whole risk profile, because our mod-
els have identified that the shape of this EP curve is changing”. 4
Clark stressed that climate change is impacting the severity of major hurricanes, noting that a protection gap is open- ) /
ing up in the US, as it becomes ever harder to get property insurance in places. That's why KCC has invested so h i
much in better models and better technology, Clark said. She believes it’s vitally important for insurers and reinsurers to understand these perils, to
make sure they can underwrite and price them. She cited the underwriting maxim that there’s no such thing as a bad risk, there’s just a bad price.
Clark added that companies need to be more nimble and able to embrace new models, new technology and updated models more frequently. She
pointed out that in the catastrophe modelling industry, model updates have been dreaded by companies because, especially with the older mod-
els, updates can be infrequent and it can take a long time to get a new model implemented. However, Clark added, it is important not to rush too
fast with some new technologies. She stressed that tools such as artificial intelligence (Al), while being potentially very useful, have to be under-
stood properly, with their advantages and disadvantages taken into account. She concluded that Al is a useful technology for the insurance indus-
try, if it is correctly understood and used.
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@ GuyCarpenter

TRANSFORM RISK
INTO RETURN

Having the right perspective to optimize capital, navigate
markets and reduce volatility requires an advisor who can help
you achieve your business goals.

REINSURANCE BROKING = STRATEGIC ADVISORY « CAPITAL MANAGEMENT = DATA AND ANALYTICS
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Waleed Jabsheh (CEO - 1GI):

We have a proven track record of generating
healthy results and we will continue with that

ew months ago, Waleed Jabsheh assumed the role of CEO at IGI. These changes come
Fas part of the succession plan that was put in place in 2020 when the firm became a
public company. In his previous role as President, Mr. Waleed exhibited exceptional
leadership during a period of significant growth and transition, which resulted in the firm
delivering some of the best financial results in its history in recent years. He has played a vital
role in developing the IGI culture that has supported the company’s long track record of
success from humble beginnings in a modest office setup in the spring of 2002 to a global
specialist insurer and reinsurer. Mr. Waleed has taken over from founding CEO
Wasef Jabsheh, and has committed to continuing Mr. Wasef’s foundational ethos steeped in
cultural richness and rooted in value-driven principles. IGI’s many successes and
achievements over the past two decades can be credited to the company’s firm understand-
ing of its business goals and the deep pool of talent across the IGI group. Al Bayan Magazine
met Mr. Waleed during the Monte Carlo Rendez-Vous, where he offered an insight into his
leadership blueprint and the opportunities he is keeping on his radar.

KUWAIT INSURANCE

We built the company on a clear vision, and will continue
to develop and evolve the business based on that approach

* What will be your strategy after taking on the role of CEO at IGI and
succeeding the founder Mr. Wasef Jabsheh?

- The change in leadership is a natural evolution of the business and the
company’s succession. Mr. Wasef will continue as the Executive
Chairman, and | have stepped into the CEO role. | have been part of IGI's
two-decade journey since the beginning. | know | have very big shoes to
fill, but feel privileged and lucky to have been able to go through such a
journey in my career from an early start. The company was founded on
clear morals and values, and a strong set of business objectives - we have
not wavered from that approach in the last 21 years, and will continue to
execute the same strategy and stick to our philosophy of underwriting dis-
cipline. We have continuously posted some of the best results in the mar-
ket and have a proven track record of generating healthy returns. That is
a testament to the approach we have and the appetite and caution that we
exercise on a day-to-day basis. We have a recipe that works and we will
continue developing and evolving as we always have.

Enough is enough; reinsurers take a hard stance
* Global reinsurance companies have settled huge claims bills due to
natural catastrophes. Are we starting to see an increase in the prices
and conditions of some lines in the Middle East and North Africa sim-
ilar to the rest of the world?
- There has been a focus on property CAT business because of the nat-
ural catastrophes that have happened over recent years, but significant
losses have been felt across many lines of business.
- In the last five years the reinsurance markets’ performance has been
poor, with reinsurers generating marginal results. At the 2022 January
renewals, reinsurers said “enough is enough”, and pushed for pricing that
was more realistic and sustainable. This year there has been a significant
change in the industry’s landscape, with pricing shifting up and reinsurers
imposing far greater restrictions and tighter terms and conditions. The
reinsurance market has taken significant steps to improve conditions, and
the challenge now is to maintain that. It has only been around nine months
since the hardening really started, and even though financial results in the
market have been positive in recent quarters, we need much more time to
make up for what has been lost over the last few years.

In certain areas, inflation is definitely a challenge
« Inflation is a major concern nowadays. How is this affecting the
insurance & reinsurance markets?
- In certain areas, inflation is definitely a challenge especially on the liabil-
ity side and especially in western economies such as the US, Europe and
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UK. The US has shown significant challenges. However, IGl does not
operate in the liability market in the US, so we are a step away from those
exposures. Inflation impacts other lines of business as well, but | think the
current rating environment is more than adequate enough to compensate
for the inflationary environment.

We had record results in terms of topline, bottom-line & combined ratio
* What are the latest achievements and developments of your com-
pany?

- Last year, we had record results in terms of top-line and bottom-line, with
a combined ratio of sub 80 percent. In the first six months of this year we
achieved 20 percent topline growth, almost doubling our net profits and a
combined ratio of 76 percent. We are extremely excited about the envi-
ronment and looking forward to the coming years ahead - there are plen-
ty of opportunities for the business to grow, provided the company remains
conscious of the challenges in the market. IGI is recognized as a suc-
cessful underwriting shop, but we also have an excellent capital manage-
ment capability. We announced a new capital management strategy last
year, which is focused on ‘underwriting first’, capitalizing on the opportuni-
ties in the market, and then returning any excess capital to shareholders
when we don’t need it. We reduced our ordinary dividend and initiated a
share buyback program of up to five million shares which we have already
executed more than 60 percent of. We are buying back our outstanding
warrants, and this is all reflecting positively on the company and stock
price which is up around 35 percent year to date.

All our territories and offices are experiencing healthy opportunities

* Are you planning to add certain lines of business to your portfolio?
- For the time being, we have no solid plans to entering any new lines of
business in any significant way. We have dipped our toes into cyber this
year as a reinsurance play which allows us to manage our aggregate
exposures in a much more controlled way. Our business lines will contin-
ue to grow - especially those that are more in their infancy, such as cargo
and contingency. We also see opportunities in our short-tail lines, specifi-
cally property, construction, political violence, and again contingency and
cargo. Geographically, the US is still a big growth area for us in short-tail
lines, and the rating environment there continues to be the healthiest out
of anywhere else. We acquired an MGA in Norway at the beginning of the
year and this will help us expand our European platform alongside our
Malta operation. We are also expanding in Asia. By and large, all our ter-
ritories and offices are experiencing healthy opportunities to continue on a
successful growth trajectory.
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The insurance industry
should expect average annual insured
losses due to catastrophic events of

USD 133
billion

according to models from Verisk

that are based on near present
climate conditions.

With more than

90%

of global reported
catastrophe losses over
Verisk is the the last 20 years covered by
insurance industry’s Verisk's models, our clients
partner in closing the are prepared for and resilient
against years with high

6 8 O/ catastrophe losses.
(o

protection gap, providing
data-driven insights that help
businesses, people, and
societies become stronger
and more resilient.
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Ramon Martinez Carrera
(CEO - Active Capital Reinsurance):

We are looking forward to expanding our footprint
and increasing our penetration into new markets

Ramon Martinez Carrera, CEO of Active Capital Reinsurance, is a brilliant professional
with over 40 years of experience and holds unique insights and a clear understanding of
the world’s insurance, reinsurance and retrocession markets. He has been a key player and
fundamental pillar in the growth and continuity plan of Active Re, having led the expansion of
its organizational structure and business development. His attention to detail and continuous
strive for excellence strengthens the company’s management team, always demanding the best
practices and highest operational efficiency. Active Re has had
opportunities in recent years and it is with the stellar leadership and strategic focus of
Mr. Martinez Carrera that many significant successes and milestones have been achieved.
Al Bayan Magazine had the opportunity to meet Mr. Carrera during Monte Carlo

Rendez-Vous and conducted the following interview.

The risk capital used and allocated by the insurance
and reinsurance companies is under huge pressure

* What are the present challenges that the insurance industry is
facing?

- The insurance industry is facing quite different problems than
several years ago. Initially, there are the general macroeconom-
ic environment factors of recession coupled with inflation.

The latter is a big problem for the insurance industry. As long as
there is an increase in the insured and reinsured value, we have
to ensure that we properly assess how we provide coverage and
constantly review the methodology of reserving for the expected
future losses.

On the other hand, the geopolitical situation that we are all facing
is becoming a real threat and for which all boards of directors and
shareholders need to be keenly aware of and be at the forefront
of at all times.

At a corporate environment level, there is a major confrontation
between powerhouses that we need to follow closely.

Apart from that, due to the general environment within the indus-
try, we will have an increase in frequency and severity of the cat-
astrophic climate-related events.

The so-called secondary perils are becoming increasingly influen-
tial and can no longer be considered as secondary in nature. As
a result the amount of losses that the industry is facing, including
the non-insured losses faced by
the countries, continues to widen
the protection gap meaning that
the economic losses are growing
and so the insured losses.

Thus, if we take all this into
account, then the risk capital used
and allocated by the insurance
and reinsurance companies is
under huge pressure, and now
with the increase of interest rates
because of the monetary policies
of the central banks, there is
another problem for the insurers
and reinsurers which is the cost of
opportunity in terms of how the
industry will match the cost of the
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its challenges and

capital with the technical income required to compensate the
shareholders.

The industry has opportunities to cope and face that through inno-
vation by introducing new products, changing the way we manage
and handle risks, and markets should increase their participation
in the risk-taking basis.

At Active Re, we believe that the professional talent is very impor-
tant. We rely on talent together with more capital and technologi-
cal assistance.

* In your opinion, how can we find the right talent in light of the
current market situation?

- We come from a regional spectrum which is Latin America but
the more we become global, the more we need different cultures
and people to join the company. To address this in a client-
focused, strategic manner, our team is located in 13 different
cities globally and speak more than ten languages.

We were “A” rated by A.M. Best

* What will be your future plans?

- Recently, we received an improvement in our rating. We were
“A” rated by A.M. Best and that is a major step for us because it
will open new opportunities and markets. We are aware that there
are certain markets and compa-
nies that require high-rated part-
ners, so we are looking forward to
expanding our footprint and
increasing our penetration into
more markets than we are now
doing business in. In terms of
products, we are also expanding
our product offering and support-
ing our cedent companies with our
own underwriting team while
simultaneously supporting MGAs
and regional brokers with facilities
particularly in Middle East, Latin
America and Asia Pacific.

RAMON MARTINEZ CARRERA, GEORGE ELBITAR & ROBERT ALI
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We are a London
based international
underwriting business,
offering Lloyd’s registered and
selected international brokers
capacity for:

Property
Energy
Political Violence

Contact your preferred broker
to learn more.

Connect Underwriting Ltd.
3 Lloyd’s Avenue, London EC3N 3DS
United Kingdom
E: info@connectuw.com T: +44 20 3036 0024
www.connectuw.com
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Independence
changes everything

Independence is what makes us stand apart. It’s what
makes us better. Independence is the freedom to
always do what’s best for our clients. It’s why we are all
empowered to go above and beyond.

We’re purposefully unconventional, insatiably curious and
Uncommonly Independent.

Here to help with your (re)insurance needs. Contact us:

Lockton MENA
T: +971 (4) 3738777
E: contact@mena.lockton.com

W: locktoninternational.com/mena

Lockton (MENA) Limited | Regulated by the DFSA. Commercial License No. CL0O970 PB 2, DIFC PO Box 506794, Dubai, UAE.

LOCKTON

UNCOMMONLY INDEPENDENT
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KUWAIT INSURANCE

Natalie van de COOIWiik (Regional Director Middle East & Africa - Gallagher Re)

We will be focusing on customized solutions for balance
sheet and earnings volatility relief and CAT pools

atalie van de Coolwijk is the Regional Director, Middle SSIeui s ”

East & Africa at Gallagher Re and is responsible for
client relationships and business development across the
region. Her experience covers all aspects of the reinsurance
chain, including reinsurance purchase and management,
underwriting and broking. She is passionate about the use of
(re)insurance to enhance the resilience of economies and soci-
eties, especially for developing regions. In a Q & A with Al
Bayan Magazine during Monte Carlo Rendez-Vous, Mrs.
Natalie talked about the present challenges facing the insur-
ance industry, expressing her point of view regarding the
huge compensation that global reinsurance companies have
settled due to natural catastrophes, and shedding light on -
their future plans in the MENA region. Following is an

ANTOINE ZAKHOUR CONDUCTING AN INTERVIEW WITH

extract from the interview.

* What are the present challenges that insurance industry is
facing?

- At an international rather than a territory specific level, inflation
is one of the most relevant topics. There is still uncertainty as to
whether primary rates are adequate and able to absorb the infla-
tionary pressures we are observing because of prevailing macro-
economic conditions. Insurers should ensure that their underlying
rates keep up with market forces that have an influence on their
results. Secondly, the developments in the reinsurance market
are also impacting primary insurers. We have seen quite materi-
al hardening in terms and increases in retentions - these have
introduced further volatility into the primary insurance spasce and
shifted pressure onto insurer balance sheets.

Level of competition could potentially mute the
impact of any hardening

¢ Global reinsurance companies have settled huge compensa-
tion due to natural catastrophes. Are we starting to see an
increase in the prices and conditions of some lines in the Middle
East and North Africa similar to
the rest of the world?

- | think we should consider dif-
ferent segments of the MENA
region. In North Africa, we just
witnessed an earthquake in
Morocco. Not only is this a =
tragedy in terms of loss of life '1,
and economic consequences, j,
but unfortunately it will also have
have an impact on the insurance
and reinsurance market.
Thankfully Moroccan authorities
have been proactive and there
are catastrophe pools which offer
some relief to the local economy
and insurers. It is positive to see
that the catastrophe pools are

¥ (o 55ST) Y0 oS VY Y saall — Lolaiz¥l oLl

DIALOGUE BETWEEN ANDREAS POLLMAN,
NATALIE VAN DE COOLWIJK & CHEMSEDDINE KASSALI

NATALIE VAN DE COOLWIJK

responding in the manner for which they were designed and
developed in the first place. Moroccan earthquake is not an unex-
pected event in the sense that it is a primary peril for which rein-
surance was intended and reinsurers have priced accordingly.
Nevertheless, it will have an influence on reinsurance capacity,
terms and conditions.

If we look at the GCC region, the market is heavily traded and
hence we expect more stability as competitive forces mute the
impact of any hardening.

* What will be your future plans in the MENA region?

- We have extensive plans for the region; we have been growing
very well over the last year or two and we have been strength-
enring our presence there.

As sole broker on the parametric pool in Morocco and lead bro-
ker on the indemnity based pool, we see catastrophe pools as a
strong regional theme and effective mechanism for addressing
the insurance penetration gap. | think the recent earthquake
event will potentionally cause other countries in the region to
accelerate any plans they might have had with respect to such
pools.

In some countries, for example
Saudi Arabia, the changes to
solvency regulations have
resulted in a greater need for
reinsurance specifically aimed
at alleviating solvency strain.
Our team has experience in
structuring such customized
solutions to help our clients
with balance sheet relief. We
can also assist with solutions
that are more focused on
addressing increased earnings
volatility which has predomi-
nantly resulted from pressure
on retention levels.

XXXVI



Life & Health Reinsurance
Solutions Tailored to You

\ Do you have the right
N resources and expertise

to achieve your goals?

Whether you're developing a
new business strategy or
looking for assistance managing
an in-force block, we can help.

Gen Re offers reinsurance solutions,

risk management support, and

competitive market and consumer

insights to achieve your risk

\,-/5 management objectives and

Gen Re@ corporate goals.
A Berkshire Hathaway Company

genre.com

S&P: AA+ | A.M. Best: A++ ® General Reinsurance AG (DIFC Branch)
Regulated by DFSA
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RE
SILIENT .

Fire harnesses the strength within us to stand strong
and forge a bright future, even in the face of adversity.
It fuels our passion to deliver nothing but the very best.
to all our clients. '

Trust Re. Inspired by the elements.

T

WWW.TRUSTRE.COM TRUST RE
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For us, progress is much more than moving on as before; it is about confidently
setting new boundaries for success. Harnessing the power of evolutionary
innovation and 140 years of expert vision, we stay one step ahead to move people
forward in capable, prepared, courageous, and confident ways. A future we can
invest in, and that you can trustin.

Pushing boundaries forv

.
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Christina Chalita

(Senior Vice President -Nasco Insurance Group):
We are consolidating our foothold
in the GCC & Middle East which are our core area

hristina Chalita, Senior Vice President Facultative and Regions at Nasco Re, has
Cbeen active in the reinsurance industry since 1993 and enjoys extensive
experience in reinsurance facultative placement mainly in property structured deals,
specialty lines such as political violence; cyber and financial lines. She is a
results-driven, strategic and customer-focused executive with a hands-on approach to
driving world-class efficiency in both quality and financial performance for all the
MENA cedents. Mrs. Chalita, who is an IMD Lausanne Alumni Fellow has
administered many workshops for new products in cooperation with world leading
reinsurers. Al Bayan Magazine met Mrs. Chalita on the sidelines of the Monte Carlo

Rendez-Vous and conducted the following interview.

* Global reinsurance companies have settled huge com-
pensation due to natural catastrophes. Are we starting to
see an increase in the prices and conditions of some
lines in the Middle East and North Africa similar to the
rest of the world?

- The tendency is that CAT exposure and CAT covers
will be more restricted and scrutinized. The modeling
has always been applied to earthquake exposure but
now there is a new element which is the flood exposure
which has not been modeled before. And yet, under-
writers are now concerned about this peril much more
than about earthquake exposure because they have
enough data and funds on the latter as opposed to flood
exposure which has proven more painful than the earth-
quake exposure itself. So it’s a near certainty that we will
be affected and that we will see an increase in prices
and conditions in line with what we are seeing for the
rest of the world. As a result, the market in the MENA
region should be concerned about these perils, and
modeling as well as actuarial studies are now the name
of the game and consequently there will be some
restructuring on several treaties in order to cater for
these perils.

We are heading towards
stability in inflation

¢ Inflation is a major concern
nowadays. How is this affect-
ing the insurance & reinsur- | =
ance markets?

-It is no longer affecting the
insurance and reinsurance
markets so much. Inflation is
coming under  control.
Inflation in the GCC has
been significantly lower than
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in most advanced and emerging market countries
Nevertheless, we are heading towards stabilizing infla-
tion although at a higher rate than in the past and the
market has catered for inflation parameters in the
January renewals.

* Do you think the terms and conditions of the upcoming
renewals will be tough?

- Definitely, we will encounter some changes in the
terms and conditions of the renewals especially for the
property rates and CAT exposure.

We are the first broker to be 100% owned by a non-
Saudi shareholder

* What are the latest achievements and developments of
your company?

- We are proud to say that Nasco Saudi Arabia became
fully owned by Nasco France in 2023. We are the first
broker to be fully owned by a non-Saudi shareholder.
This will give us much more motivation and we feel
empowered to grow the market. Nasco was one of the
first companies to integrate the Saudi market we are
looking to expand the Nasco
services and brand name in
this market. We plan to
develop the team further in
KSA. Moreover, we set up
Nasco Re in Kenya as a joint
venture with one of the
biggest brokers in the coun-
try. Nasco now also operates
in Oman through our newest
office there in Muscat. We
have never stopped expand-
ing, be it in the Middle East or
beyond.
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Hanene Boukhris
Regional Director North Africa - Waica Re

We have entered the era of beyond
by coming to make financial impact
in the GCC & MENA markets

ince its inception, the phi-

losophy of Waica Re has
always been to provide
greater insurance and rein-
surance capacity in the West
Africa region in the context of
the continued integration of
the West African financial sec-
tor. The guiding principle is
“going the extra mile” for its
clients who should receive
even better service than they
currently do with existing
reinsurers. Its priority is to
build customer relationships
based on trust and value and
which will be delivered using cutting-edge technology. Hanene Boukhris,
Regional Director North Africa at Waica Re, is an ambitious character and
an experienced professional with a strong background in Reinsurance
Brokerage. She is recognized as a strategic leader and critical thinker, with
a strong record of execution in multiple environments and cultures.
Al Bayan Magazine met Mrs. Boukhris on the sidelines of Monte Carlo
Rendez-Vous and conducted the following interview.

* Inflation is a major concern nowadays. How is this affecting the insur-
ance & reinsurance markets?

- Indeed, it is affecting us a lot especially that the cost of claims is increasing.
For many types of claims, this increase can be significantly higher than stan-
dard measures of inflation. Over th last few years, a range of unexpected fac-
tors have combined to drive up mterials, labour and logistics costs. Some
have also resulted in an increased number of insurance claims, making it
more expensive to process and settle them. These factors include biexit, war
in Ukraine, shortage of semiconductor chips, Covid-19, an increase in fraud-
ulent claims, climate change, modern building materials and care costs.
Claims cost inflation can have multiple impacts on businesses and can lead
to increased premiums, underinsurance, and claims can take longer to settle.
Also, inflation is affecting the salaries of employees who are moving from one
job to another seeking for a better life. Thus, inflation is really challenging and
we hope things will get better soon.

* Global reinsurance companies have settled huge compensation due to
natural catastrophes. Are we starting to see an increase in the prices
and conditions of some lines in the Middle East and North Africa similar
to the rest of the world?

- | beleive that reinsurers will tend to increase their prices and impose tough
conditions in the MENA region due to the high losses resulting from climate
change. Thus, increasing the rates is mandatory to ensure a profitable results
for reinsurers.

* What will be your future plans?

- Based on our strategy, we will analyze our results in various parts of the
region and expand beyond Africa. Recently, we opened a new office in Dubai
in order to better serve our customers and work towards a better tomorrow.
We are excited to choose DIFC because it is future looking, seeking to
reimagine the future of finance and redefine growth. DIFC as a global hub of
finance says the future is here and we, as a forward-looking reisurance com-
pany with a diversified reisurance capacity and currently one of the fastest
growing companies in Africa, join them to bring the future as we work togeth-
er towards a stronger tomorrow. Our products and services are designed to
enhance the economic and financial development in Africa and beyond, and
we have entered the era of beyond by coming to make financial impact in the
GCC and MENA markets. We hope that 2024 will be a stable year because
we suffered this year a lot.
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Salvatore Orlando
(Partner Re):

Partner Re plans to be a professional
reinsurer with technical attitude

alvatore Orlando, Head of

P&C WSE & CEERTA
and member of Senior
Management at Partner Re,
discussed in his interview with
Al Bayan Magazine the
present challenges facing the
insurance industry, shedding
light on the prices and
conditions of some lines in the
MENA region, and giving us
an idea about their future
plans. Below is the Q & A.

* What are the present challenges that insurance industry
is facing?

- I think what is important right now is to start discussion
about technical underwriting, which means to access the
effective exposure that we have in different line of business
especially in motor, property and casualty. Each and every
country has different rules and problems and thus to make
sure that companies can define the right return, we need to
understand the volatility that we have in their portfolio.

* Global reinsurance companies have settled huge compen-
sation due to natural catastrophes. Are we starting to see an
increase in the prices and conditions of some lines in the
Middle East and North Africa similar to the rest of the world?

- One one side, we need to understand and cover for the
exposure that we have in the line of business but then we
need to see if this line can afford to pay for the exposure
that we have. In property for example, we cannot ask in
percentage but we need other lines of business that con-
tribute and subsidize other exposures. If we have in our
portfolio 60 percent motor, 20 percent property and 10 per-
cent casualty, then we can ask the risk price for the prop-
erty but we need also margin from the motor to pay for the
losses. Therefore, rates must be property adapted to other
lines to be able to have a balanced portfolio.

* What will be your future plans?

- The plan of Partner Re is to be a professional reinsurer
with technical attitude and right returns for the capital we
deploy. For that purpose, if terms and conditions are correct
and acceptable, then we will be on the right track.

XLIV



: U L.LL] L:L.l. I _
KUWAIT INSURANCE \—=<

Liberty Mutual Re President: It's time to shape the shifting market

Liberty Mutual Re’s President Dieter Winkel declared that the world of reinsurance is undergoing a
significant transformation. He noted that as we navigate these changes, effective communication
is paramount. “In a landscape of uncertainty and change, the importance of maintaining transparent
and robust lines of communication with our valued clients and brokers cannot be overstated”, adding
that in an era when the reinsurance market is experiencing profound shifts and unexpected chal-
lenges, the role of clear and honest communication emerges as a cornerstone for success.

Winkel stated that in a time marked by substantial change, a policy of transparency is indispensable,
assuring that by communicating our perspectives early, brokers and clients will be offered the time
they need to adapt. “This candid approach is the cornerstone of building trust over time, which is cru-
cial in the partnership between cedant and reinsurer”, adding that disorganization and last-minute
decision-making in the market result in heightened uncertainty, and benefit no one.

Winkel said that given the historical backdrop of subpar returns in the reinsurance market and the mounting uncertainties with-
in the risk landscape, the call for sustainable reinsurance structures and terms and conditions is now more resonant than ever
before. As the market landscape continues to shift, Winkel noted that tough decisions are inevitable and will continue to have to
be made, commenting that retention levels, pricing adequacy and coverage will remain in focus, and further increases and tight-
ening will be required in some areas. “Communicating these shifts in risk appetite and product line strategies to our clients with
transparency is paramount”.

He proclaimed that the evolving reinsurance landscape also means that we need new and better data points to evaluate risk and
the reinsurance market needs to continue clearly laying out its requirements for more and better data points, and to ensure seam-
less information flow across all stakeholders.

Winkel announced that by acknowledging the emergence of non-modelled losses stemming from climate-related events, the
industry has incorporated a broader perspective into the reinsurance conversation. Looking ahead, Winkel revealed that
the future reinsurance paradigm calls for a partnership where all parties align their understanding of coverage, risk appetite
and objectives through clear and timely communication, supported by a robust, data-driven information exchange. “In an
environment where adaptability and creativity are pivotal, client and broker relationships should be anchored in trans-
parency, reliability and trust”.
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We connect the
dots, so you
don’'t have to

One loss event can draw mutiple insureds in
an event and clash multiple times within a
single portfolio.

That is the power of Connected Risk.

At Russell, we work with our clients to join up
the dots to get a deeper understanding of
exposure through scenario analysis.

This enables clients to optimise their net

portfolio exposure after (re)insurance
and/or risk financing.

russell.co.uk/analysis
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arlier this year, the international corporate insurer Allianz Global Corporate & Specialty
(AGCS) released the 12th Annual Allianz Risk Barometer. The survey takes a look at the
top global business risks, based on data from more than 2,700 respondents from 94 different
countries and territories. Respondents include Allianz clients, brokers, industrial trading orga-
nizations, risk advisors, insurers, senior managers and claims experts, among other risk man-

agement professionals.

What worries business leaders the most today?

Not surprisingly, the pandemic and the resulting supply chain shortages, delays,
and high inflation have had a significant impact on the current risk outlook. Here
are the top 10 global business risks for 2023 according to the survey:

1- Cyber incidents

2- Business disruption

3- Macroeconomic developments

4- Energy crisis

5- Changes in legislation and regulations

6- Natural disasters

7- Climate change

8- Shortage of a skilled workforce

9- Fire, explosion

10-Political risk and violence

While the purpose of insurance is to help individuals and businesses manage
such risks, the industry is not immune from the consequences of these
threats. Let’s take a look at three of the top ten risks, their impact on the insur-
ance industry, and how industry leaders can respond.

CYBER INCIDENTS
With many industries embracing digital
solutions as a result of pandemic-relat-
ed lockdowns, cybercrime is currently
at an all-time high. This, along with a
growing shortage of cybersecurity pro-
fessionals, leaves business leaders
facing an increased possibility of
attack. Not only can a cyber incident
lead to major expenses and business
interruption, but it can also cause rep-
utational damage when potential cus-
tomers are affected and take their
business elsewhere. Much of the
threat comes from cybercriminals who
are finding newer and faster ways to
breach standard security defenses.
While companies of all sizes are vul-
nerable to cyber incidents, small and
medium-sized businesses that lack
modern cyber security technology are
often easy fruits for hackers.

Cyber accident risks through the lens of insurance
Insurance companies typically contain data for their customers, producers, and

employees ranging from names, addresses, and birthdays to Social Security
numbers, credit card information, and health history. For a large number of orga-
nizations, this information is on the Internet, often in unstructured formats such as
emails and spreadsheets. Telecom companies that fail to protect their data run
the risk of falling victim to a cyberattack, resulting in identity theft, public exposure
to proprietary information, data manipulation, data loss, financial loss, ransom,
business interruption, damage to reputation, and regulatory actions.

How can insurance professionals prepare for the risks of a cyberattack?
While strengthening your defenses in cybersecurity, hackers are enhancing
their knowledge and skills to outrun them. The best defense against a cyber-
attack is to adopt a comprehensive approach to cybersecurity that ensures
that your technology, people and partners are prepared for the attack.
Technology: Keeping your hardware and software updated is essential to pre-
venting a cyberattack.

People: With consistent training, your employees can become a solid defense against
cyberattacks. Ensure that employees are informed of any potential threats and provide
them with the resources and knowledge they need to help prevent an attack.
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Partners: The success of your insurer’s data security also depends on the
security and willingness of any downstream or upstream partners you work
with, as well as any third-party vendors or software you use. As a best prac-
tice, you should periodically check the cyber security of your partners and soft-
ware vendors, to make sure they are up to your standards.

MACROECONOMIC DEVELOPMENTS

Three years after the initial outbreak, the pandemic is still affecting the global
economy. These effects combined with supply chain disruptions, geopolitical
turmoil, increased frequency and severity of natural disasters, and high infla-
tion rates are forcing individuals and companies across all industries to cut
spending in fear of an impending recession. As a result, companies across
multiple industries are struggling to stay profitable and global defaults are
expected to rise by 19 percent in 2023.

How do macroeconomic developments affect the insurance industry?
Insurance is actually not immune from the effects of market changes such as
rising inflation. In response to economic uncertainty, the insurance industry is
currently facing challenging market conditions including increased premiums,
stricter underwriting guidelines, and reduced risk capacity in an effort to avoid
bankruptcy. With costs rising across the board due to inflation, insurance

agencies and carriers need to find ways
to reduce operational costs and stay
on the path to profitability and away
from insolvency. One area for improve-
ment is operational efficiency which
allows agents and employees to
devote more time to helping clients
and building stronger partnership rela-
tionships.

4 o
4

) - L
Cyber Incidents

k ; SHORTAGE OF SKILLED WORK-
FORCE
As a result of the pandemic, a large
number of workers have opted for
early retirement. While the rising cost
of living has led to some retirees
returning to the workforce, a large
number of job openings remain
unfilled. Attracting and retaining top tal-
ent is proving to be a challenge across
the world. Employees now expect more
from their employers in terms of health and safety, benefits, flexible hours, and
remote working options.

How is the talent crisis affecting the insurance industry?

Insurance is hit hard by labor shortages. The problem is mainly due to the
large number of insurance professionals who have reached retirement age
and left the workforce. Replacing these individuals has proven difficult, particu-
larly with a younger generation that lacks industry knowledge and interest. Thus,
insurance companies have to place more responsibility on the remaining
employees and to combine attracting young talent with transforming their talent
strategy. They need to find ways to attract millennials and Gen Z to the industry
by offering a more comprehensive benefits package, including remote working
options and mental health resources, and by implementing modern technology
solutions to make the workload more exciting and fulfilling and less tedious and
boring. Moreover, instead of looking for new people to fill the gaps, agencies can
hone the skills of their back office staff to take on more meaningful roles by
offloading their tedious manual work to an automated solution.

In conclusion, each of the top 10 global business risks of 2023 has the poten-
tial to seriously disrupt the insurance industry. It is important that insurance
leaders understand these risks and feel prepared to take them head on.
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KUWAIT INSURANCE

A new era of opportunity ahead of Active Re

rik Feigelson Johansson, Head of

Global Credit & Surety Underwriting,
and Robert Ali, Deputy Chief Operating
Officer, at Active Re declared in an inter-
view with “Monte Carlo Today” that their
combined ratio is what makes people sit
up, discussing a rosy-looking future for the
company, and outlining a new era of
potential supported by a recent rating
upgrade of A (Excellent) from AM Best.
The two colleagues expressed their pride
of combined ratios of 60 & 80 percent for
the managing general agent (MGA) and
underwriting facilities, stating that Active
Re, which celebrated its 15-year anniver-
sary last year, has grown from a monoline
reinsurer operating in the Latin America region to a global player work-
ing with multiple classes of business since it was founded in 2007,
announcing that they are looking forward to scoping out more oppor-
tunities.
Mr. Ali said that Active Re’s MGA and the underwriting facilities pillar
let it extend its products and services through the use of its third party
strategic business partners, thus allowing it to offer niche lines of busi-
ness or very specialized subsets of current product offerings. “The
structure offers a cohesive collaboration between the company’s third
party strategic partners, its own reinsurance and clients”.
Mr. Johansson proclaimed that Active Re’s involvement in the surety
market is part of its heritage, noting that the firm hails from Latin
America which is one of the largest surety markets globally, stating that
his book is 90 percent surety but he sees room to grow the credit side

Erik Feigelson

in Asia especially in Korea and Indonesia which
present fresh potential, announcing that in the
upcoming year they will start paying attention to
India where there is a shift of focus from the
' banking business to the insurance sector.
Moreover, both executives expressed their
: satisfaction regarding the company’s per-
formance in the past 12 months, saying
that it has 16 binding authority agreements
across 10 different strategic partners with-
in MGA and underwriting facilities, assur-
ing that all 16 have performed remarkably
well achieving gross written premium of
$68 million with a combined ratio of 60 per-
cent. “This is a tremendous success in
terms of the partners that we look to estab-
lish strategic long term relationships with”.

Mr. Johansson revealed that the credit & surety book represented 20 per-
cent of the income for Active Re, stating that in 2023 this has increased to
30 percent, mentioning that they always try to give the best service to their
clients and that they are trying to have a combined ratio below 80 percent to
be sustainable in the long term on the credit & surety line.

Mr. Ali says that they see a new era of opportunity ahead, assuring
that they will strive to seize these opportunities at all levels of the com-
pany. “We are going to be in a position to access different levels of
business that we may not have had access to before”, adding that
Active Re can enter new markets where the particular rating require-
ment was a solid “A” as a minimum, mentioning that they maintain a
very smooth and steady growth trajectory while welcoming all the
opportunities that come along.

Robert Ali
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KUWAIT INSURANCE

Top 50 Global Reinsurers, Ranked by Unaffiliated Gross Premium Written, 2022
(USD millions)’

Total
Reinsurance Premiums Written Share-
Life & Non-Life Non-Life Only holders' Ratios®
Rankin¢ Company Name Gross Net Gross Net Funds?® Loss Expense Combined
1 Munich Reinsurance Company 51,331 48,550 36,729 35,290 22,638 66.5 29.7 96.2
2 Swiss Re Ltd. 39,749 37,302 23,763 22,826 12,809 74.2 28.2 102.4
8 Hannover Riick SE* 35,5628 29,672 25,884 21,637 9,339 71.9 27.9 99.8
4 Canada Life Re 23,414 23,414 N/A N/A 23,863 N/A N/A N/A
5 Berkshire Hathawav Inc.® 22,147 22,147 16,962 16,962 480,617 66.1 20.3 86.4
6 SCOR S.E. 21,068 17,055 10,695 8,782 5,481 84.1 29.1 113.2
7 Llovd's®” 18,533 14,162 18,533 14,162 47,766 63.6 30.8 94.4
8 China Reinsurance (Group) Corporation 16,865 15,395 7,688 7,207 13,675 68.2 28.1 96.4
9 Reinsurance Group of America Inc. 13,823 13,052 N/A N/A 4,145 N/A N/A N/A
10 Everest Re Group Ltd. 9,316 8,983 9,316 8,983 8,441 69.2 271 96.4
1 RenaissanceRe Holdings Ltd. 9,214 7,196 9,214 7,196 9,111 68.5 29.1 97.6
12 PartnerRe Ltd. 8,689 7,544 7,015 5,899 6,288 59.0 27.6 86.7
13 Korean Reinsurance Company 7,804 5,797 6,129 4,195 2,227 82.3 15.9 98.2
14 Arch Capital Group Ltd. 6,948 4,924 6,948 4,924 12,910 64.9 27.3 92.2
15 MS&AD Insurance Group Holdinas. Inc.® % "2 5,153 N/A 5,153 N/A 13,503 N/A N/A 98.7
16 General Insurance Corporation of India® 4,519 4,108 4,332 3,927 8,211 90.3 17.6 107.9
17 Sompo International Holdings, Ltd. 4,119 3,715 4,119 3,715 8,461 60.0 30.1 90.1
18 MAPFRE RE. Compania de Reaseauros S.A." 3,849 3,273 3,201 2,631 2,020 70.4 26.7 97.1
19 Assicurazioni Generali SpA 3,822 3,822 1,372 1,372 19,365 70.8 30.4 101.2
20 QOdyssey Group Holdings, Inc. 3,721 3,595 3,721 3,595 5,302 69.7 26.0 95.7
21 AXA XL 3,385 2,812 3,385 2,812 9,334 74.2 32.6 106.8
22 R+V Versicheruna AG"’ 3,158 3,158 3,158 3,158 2,560 733 255 98.8
23 Validus Reinsurance, Ltd. 3,080 2,529 3,080 2,529 3,307 63.4 1.3 94.8
24 Pacific LifeCorp 2,995 2,546 N/A N/A 6,728 N/A N/A N/A
25 The Toa Reinsurance Companv. Limited® ® 2,931 2,397 2,090 1,661 2,282 77.8 30.8 108.6
26 Liberty Mutual ™ 2,921 2,567 2,921 2,567 22,208 75.4 32.5 107.8
27 AXIS Capital Holdings Limited 2,629 1,885 2,629 1,885 4,640 71.9 27.2 99.1
28 Peak Reinsurance Company Ltd 2,295 1,758 2,113 1,587 1,198 85.7 20.0 105.8
29 Taipina Reinsurance Co. Ltd® 2,276 2,035 1,763 1,545 1,417 64.5 38.1 102.6
30 Caisse Centrale de Reassurance 2,206 2,007 2,002 1,813 3,183 152.0 11.8 163.7
31 Qianhai Reinsurance Co., Ltd. 1,841 740 410 319 489 73.8 26.5 100.3
32 Aspen Insurance Holdings Limited 1,807 1,426 1,807 1,426 2,358 61.5 315 93.1
g8 QBE Insurance Group Limited 1,784 1,580 1,784 1,580 8,992 53.3 6.3 59.6
34 Tokio Marine & Nichido Fire Insurance Co., Ltd.® ' 1,656 1,321 1,656 1,321 16,317 N/A N/A 95.8
35 Deutsche Rueckversicherung AG 1,610 1,096 1,517 1,043 340 65.4 30.1 95.5
36 American Agricultural Insurance Company 1,556 479 1,556 479 691 80.0 16.6 96.6
37 SiriusPoint Ltd. 1,521 1,200 1,521 1,200 2,083 70.6 35.0 105.5
38 IRB - Brasil Resseguros S.A. 1,493 940 1,284 758 771 103.6 23.1 126.6
39 Allied World Assurance Company Holdings, AG 1,492 1,388 1,492 1,388 4,595 76.9 25.1 102.0
40 Convex Group Limited 1,423 1,139 1,423 1,139 2,266 67.1 17.9 85.0
41 Markel Group Inc. 1,231 1,168 1,230 1,167 13,128 61.2 30.9 92.1
42 Chubb Limited 1,095 943 1,095 943 50,540 72.7 29.9 102.6
43 W.R. Berklev Corporation'® 1,081 997 1,081 997 6,748 61.3 28.4 89.7
44 Core Specialty Insurance Holdings, Inc. 1,043 777 1,043 777 1,118 82.1 15.9 98.0
45 Hiscox Ltd 1,038 268 1,038 268 2,417 54.8 30.9 85.6
46 Somers Group Holdings, Ltd. 1,019 855 1,019 855 772 71.3 29.2 100.5
47 African Reinsurance Corporation 952 773 861 695 990 59.4 34.9 94.3
48 DEVK Re Group 848 759 841 752 2,614 72.4 271 99.4
49 Lancashire 842 629 842 629 1,268 71.0 26.4 97.5
50 Nacional de Reaseguros, S.A. 737 610 619 493 469 72.9 31.2 104.1

" All non-USD currencies converted to USD using foreign exchange rate at company's fiscal year-end.

2 ps reported in the group’s annual statement.

3 Non-Life only.

4 Net premium written data not reported; net premium earned substituted.

° Berkshire Hathaway completed its acquisition of Alleghany Corp. on October 19, 2022, and, per US GAAP accounting rules, incurs premiums and expenses only after the
acquisition.

6 Lloyd's premiums are for reinsurance only. Premiums for certain groups in the rankings also may include Lloyd’s Syndicate premiums when applicable.
7 Shareholders' funds includes Lloyd's members' assets and Lloyd's central reserves.

8 Fiscal year ended March 31, 2023.

? Net asset value used for shareholders' funds.

"% Premium data excludes intragroup reinsurance.

"' Ratios are as reported and calculated on a gross basis.

"2 Ratios are based on the group's operations.

'3 Ratios are based on Liberty Mutual Insurance Europe SE financial statements.

' Ratios are based on the group's domestic business.

' Ratios include monoline excess business in addition to reinsurance.

N/A = Information not applicable or not available at time of publication.

Source: AM Best data and research
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ONE TEAM,
UNLOCKING
CAPITAL,
EMBRACING
RISK.

A partnership with us
means working with a
business with more than
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THE STRENGTH TO ADAPT

"MASCO

NASCO INSURANCE GROUP

Offices in Europe, the Middle East & Africa

Lebanon - France - Dubai - Abu Dhabi - Jeddah - Riyadh - Qatar - Turkey - Nigeria - Egypt - Iraq - Tunisia - Cyprus
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MOST
FINANCIALLY STABLE
INSURANCE COMPANY

KUWAIT INSURANCE
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