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The Society of Insurance Broking 
(SIB) is in place to work with our 
members, and other industry bodies, 
in order to raise standards, increase 
professionalism and improve trust 
in our profession. Ultimately, we are 

focussed on helping insurance brokers to achieve 
better customer outcomes.

As chair of the SIB, I am committed to raising 
standards through instilling the importance of the 
highest level of ethics and marrying that with a 
customer-centric culture. I am keen that we aim 
to raise the levels of professional knowledge and 
technical competence, while assisting members  
in their personal career development at all levels  
of experience.

The board of the SIB is drawn from experienced 
insurance broking practitioners who act as a 
thought leadership group, looking for ways in 
which we can achieve our objectives and keep our 
profession moving forward.

We do this through producing materials that 
contribute to your continuing professional 
development and we hope to continue to expand 
and diversify the content and insight we offer.

We recognise that there is a growing demand 
for audio-visual and on-demand learning 
opportunities, particularly in these remote-working 
times, and so we are growing our online bank of 
webinars, interviews and video guides.

I would like to see better connectivity with local 
councils so that we work more collaboratively to 
identify and resolve local issues and capitalise on 
regional opportunities and developments that 
might have wider impact. 

NEW FOCUS
In the last few months, we have focussed on current 
topics including the Financial Conduct Authority 
business interruption test case; the Building Safety 
Bill; and the hardening market. We have also looked 
at the benefits of reverse mentoring and how to 
recognise and be aware of mental health issues in the 
workplace. Our popular webinar “sales masterclass” 
series has covered topics designed at helping make 
brokers better at generating leads, winning new 
business and improving communication. All whilst 
maintaining the highest of standards.

I am particularly keen to ensure that we work as a 
profession and speak with one voice within the public 
trust arena and would be grateful if readers would 
contact me to discuss ideas around how we might 
meaningfully improve upon our focus on that goal. 

Please contact me at:  
kevin.hancock@yutree.com 

Thank you to all contributors to this ezine.  
Happy reading! ●

Kevin Hancock is chair of the director of the Society  
of Insurance Broking

Kevin Hancock highlights the array of new learning materials  
produced by the Society to help members engage

BETTER 
CONNECTED 

I N T R O D U C T I O N



CLEANING 
UP THE 
IMAGE
Now the court has ruled on 

the FCA test case on business 
interruption insurance, Liz Booth 
asks how insurers can reduce the 

reputational damage
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As the English 
High Court rules 
on business 
interruption (BI) 
claims following 
the Covid-19 
pandemic and 

lockdowns in a test case brought by 
the Financial Conduct Authority, 
brokers should have been breathing  
a sigh of relief – but maybe not  
for long.
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to or as an alternative to any claims 
they may have against their insurers.”

He suggested policyholders may 
seek to bring claims:
●  where BI insurance is inadequate 

and a client believes they were not 
properly advised of the restrictions 
to their coverage.

●  where a client did not have any BI 
insurance at all and believes their 
broker ought to have advised them 
to obtain coverage.

●  where a client instructed an 
insurance broker to obtain BI 
insurance and the broker failed to 
obtain such coverage.

●  where an insurance broker made 
representations about the “all-
embracing” nature of a BI insurance 
policy only for a claim under the 
policy to be rejected by the insurer.
However, Stephen Netherway, 

partner at Devonshires LLP, is more 
positive: “Possibly some brokers may 
have been commissioned to assist 
insurers to devise or advise on policy 
wordings, but insurers ultimately 
should expect to take ownership of 
wordings they issue and in reality any 
input given by a broker would surely be 

subject to insurer independent review 
and decision. 

“Short of a broker in fact then 
assuring insurers that the specific 
coverage position under a specific 
policy was not as the court rules, I 
suggest there will be much sympathy 
with the submission that a broker 
should not be criticised legally for not 
predicting Covid-19 in any wording 
drafting, how this would interplay 
with how society and the government 
in fact interacted.”

However, that does not mean 
brokers can relax. 

Mohammad Khan, UK general 
insurance leader at PwC UK, 
suggested: “There will be a 
renewed focus on policy wording 
standardisation which may impact 
the freedom of brokers to set slightly 
different wordings for their clients. 

“Insurers and brokers will need 
to consider the use of technology to 
ensure that different wordings are 
provided to customers to meet their 
insurance needs while also ensuring 
they meet the requirements arising 
from the ruling.”

Plenty of experts are predicting that 

The court ruled on policy wordings 
commonly used by eight insurers and 
impacting some 370,000 insureds. 
However, while there was plenty of 
clarity around the wordings in the 
judgment, it is still not clear how 
many of those policyholders will get 
their claims paid.

Both sides are claiming some level 
of victory in the test case, with two 
insurers Zurich and Ecclesiastical 
being assured their wordings did 
not imply pandemic cover  and the 
claimant lawyers now promising to 
bring cases against more insurers.

The case was extremely significant 
and could still lead to an appeal in 
the Supreme Court. The numbers 
involved were also significant: it has 
been estimated that the Association of 
British Insurers will pay out £1.2bn in 
the wake of Covid-19 and 75% of this 
will be for BI.

There was a risk that, should 
the insurers have clearly won, 
policyholders may have questioned 
their brokers on how the policy had 
been worded.

Clive Zietman, partner at law firm 
Stewarts, warned: “It is only a matter 
of time before prospective claimants 
begin to give serious consideration 
to negligence claims against their 
insurance brokers, either in addition 

INSURERS AND BROKERS WILL NEED TO CONSIDER THE USE OF 
TECHNOLOGY TO ENSURE THAT DIFFERENT WORDINGS ARE PROVIDED 
TO CUSTOMERS TO MEET THEIR INSURANCE NEEDS WHILE ALSO 
ENSURING THEY MEET THE REQUIREMENTS ARISING  
FROM THE RULING
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●  Many policyholders whose businesses were affected by the Covid-19 pandemic suffered significant losses, resulting in large 
numbers of claims under business interruption (BI) policies.

●  Most SME policies are focused on property damage, but some also cover for BI from other causes, in particular infectious or 
notifiable diseases and non-damage denial of access and public authority closures or restrictions. 

●  The FCA selected representative policy wordings issued by eight insurers. 370,000 policyholders were identified as holding 
policies possibly affected by the outcome of the test case.   

●  The judgment did not say that the eight defendant insurers are liable across all of the 21 different types of policy wording in the 
representative sample.  Each policy needs to be considered against the detailed judgment to work out what it means for that policy.

Source: Financial Conduct Authority

K E Y  P O I N T S

insurers will want greater control of 
their wordings into the future.

But there was also a wider issue at 
stake – the reputation of insurance as 
a mitigating tool. Policyholders were 
questioning why buy insurance if it 
will not deliver at the point of crisis?

Christopher Croft, CEO of LIIBA, 
warned: “Clients deserve clarity and 
the fact that this case had to take place 
at all is a rebuke to our industry and 
the often obscure language we use. 
Customers deserve to understand 
exactly what it is they are getting in 
language they recognise. 

“The industry’s reputation has been 
damaged by the debate over exactly 
what is or is not insured and we need 
to think hard about how we redress 
that and introduce absolute clarity 
into the product our customers buy. 
This will include challenging the 
principles at the heart of these cases 
- principles which insurers have held 
dear but which we have seen make no 
sense to the general public.”

 
SO LUTION S
The CII has been swift to react, 
urging insurance professionals and 
government to act now to reduce the 
need for legal proceedings like the 
FCA’s business interruption test case 
in future.

The professional body has urged the 
profession to focus on three areas of 
activity:
●  Product governance processes, 

including gaining greater clarity 

on product wordings. Where the 
same words and phrases are used 
in different contracts, there should 
be a consensus among professionals 
about what those terms mean, so 
that consumers can be reassured 
that two policies that look the same 
on paper cover the same risks.  

●  Improve advice processes (and 
non-advised buying processes) to 
help clients understand both the 
insurable and non-insurable risks 
they face, and what they can do 
about each one. 

●  Establish an approach to pandemics 
and other systemic risks that clearly 
sets out the scope of government 
intervention. If the government 
clarifies the risks it is prepared to 
cover, the market can be clear on 
how it will cover the risks that it is 
capable of covering. 
Sian Fisher, CEO of the CII, said:  

“As the professional body for 
insurance, our key concern is to build 
trust in the profession. For this reason, 
we welcomed the test case when it 
was launched, as it will create greater 
certainly around the legal basis of  
BI contracts. 

“Looking to the future, insurers, 
brokers and government must act now 
to reduce the need for court cases such 
as this one in future.”

The CII has created a Chartered 
transparency forum to examine ways 
the profession can best meet the 
expectations of consumers. 

The forum will bring together 

consumer representatives, legal 
experts and leading practitioners from 
across the insurance profession to: 
●  Calculate the insurance expectation 

gap in policy coverage versus 
customer understanding – with 
indications of how it can be 
addressed.

●  Publish and promote guidance, 
outlining the principles by which 
all professionals should take 
accountability for improving 
transparency, engagement and 
comprehension of communications 
relating to policy coverage.

●  Identify existing learning materials 
and prioritise the development 
of future learning materials to 
improve the profession’s broad 
expertise in how policy wordings 
work, and how their drafting can 
better match brand promises, 
marketing messaging and consumer 
expectations.

●  Lead a campaign to promote the 
above standards and learning 
with the objective of collectively 
improving public trust by reducing 
the expectation gap.
Ms Fisher, CEO of the CII, concluded: 

“When people buy insurance, they 
are buying a promise of help when 
things go wrong. But too often, there 
is an expectation gap between what 
customers thought that promise was 
and what the provider intended. To 
improve trust, we must understand 
exactly what leads to that gap and how 
we can reduce it together.”● 
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Sam Barrett highlights how different 
ways of working can mean new 

opportunities for brokers

BREAKING 
NEW GROUND

Insurance brokers face a 
challenging time to keep 
their businesses safe because 
of the current Covid-19 
lockdown, an expert has 
warned.

Chartered financial 
planner, Scott Gallacher, 

said cyber security is a growing concern 
as many firms have had to act fast to 
set up remote working practices on an 
unprecedented scale. 
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WE HAVE WON A LOT 
OF BUSINESS DURING 
LOCKDOWN, BUT IT IS 
MORE DIFFICULT TO 
ENGAGE WITH SOMEONE 
YOU HAVE NEVER MET

Mr Gallacher said: “One of the 
major consequences the coronavirus 
‘lockdown’ has been the need for 
companies to enact remote working 
on a scale that most disaster recovery 
plans would never have envisaged. As 
a result, it has proved challenging for 
many firms.”

Covid-19 has forced a major rethink 
on everything from how we socialise 
to how we work. And, while some 
things are likely to return to the way 
they were, many brokers are already 
looking at how they can benefit from 
their experiences working through 
the pandemic. 

“It is a bit of a cliché but there’s no 
way we will go back to the way we 
worked before Covid-19,” says Peter 
Blanc, group chief executive of Aston 
Lark. “More than 60% of our staff say 
they are happy to carry on working 
from home so we will definitely make 
this change.” 

Switching to more remote working 
has a number of implications for broker 
businesses. As well as making them 
less reliant on cash-hungry offices, 
with Mr Blanc saying his firm will 
probably move to a similar, but scaled 
back, footprint, it also requires a 
different approach to managing staff. 

Konsileo had something of a head-
start on more traditional brokers 
when lockdown was announced, as 
other than its central London-based 
team, all staff were already working 
remotely. However, head of HR, 
Prina Mashru, says more support 
was definitely required to look after 
employees’ wellbeing. “We have all 
been interacting more via Zoom and 
Teams. No one has a manager here so 
we wanted to make sure everyone felt 
supported, whether it was a work or a 
personal issue,” she explains.

Alongside regular catch-ups with 
a buddy and a coach, employees 
at Konsileo are able to take part 
in fortnightly pulse calls, where 
everyone is able to chat openly about 
their work and social life. “We also 
have a variety of channels on Teams 
covering everything from work-
related questions to dad jokes,” adds 
Ms Mashru. “We want to support 

employees and ensure they feel part 
of the team. Regular contact is really 
important.”  

 
CLIENTS
As well as changing the way they 
look after staff, Covid-19 has forced 
significant change in the way brokers 
look after their clients. “Before the 
pandemic, if you suggested a renewal 
over the phone or on Zoom, the client 
would have had three other brokers 
lined up within 24 hours,” says 
Ashwin Mistry, executive chairman 
at Brokerbility and BHIB Insurance 
Brokers. “Now, why would you do 
anything other?”

Although it has taken some 
adjustment, from both clients and 
brokers, video calls are now the norm 
for client meetings. Mr Blanc says 
it can be a really 
effective way of 
sharing information 
with the added 
advantage of being 
much more efficient. 

To illustrate 
this, he points to a 
meeting he was due 
to have with a client 
in Erith in Kent. 
Before Covid-19, this 
would have taken 
three to four hours out of his day 
due to the drive, but now, he has 
set aside a one hour Zoom call to run 
through renewal and to catch up with 
his client. 

Alongside keeping business ticking 
over, the pandemic has also forced 
many brokers to examine their client 
communications. Mr Mistry says that 
with so much uncertainty, clients 
really value information. “Providing 
clients with the information and 
comfort they need during this time 
is a great way to demonstrate your 
value,” he says. “Keeping in touch 
with them and ensuring they have 
the right cover and risk management 
advice can make a major difference  
to their business and your 
relationship, especially as many 
businesses are having to adapt during 
the pandemic.” 

 
IMPROVEMENTS
While social distancing regulations 
may make video calls a necessity, 
everyone admits that they miss face-
to-face meetings. Mr Blanc says that 
it can be particularly important with 
new clients. “We have won a lot of 
business during lockdown, but it is 
more difficult to engage with someone 
you have never met. A video call helps 
but we are still exploring how we can 
improve this experience.”  

Spending time in a client’s business 
environment can be particularly 
revealing. Mr Mistry says that as well 
as picking up on facts that may be 
relevant to the client’s insurance 
programme, such as their approach 
to risk health and safety or the nature 
of the risk, it also helps you gauge 
whether they have understood 
what you’ve told them. “You can 
see instantly whether someone 

understood,” he says. “If they 
don’t, it is our job to give them 
more information.” 

The value that can be gleaned 
from face-to-face meetings 
means they are sure to be more 
commonplace when Covid-19 is 
under control. But with another 
lockdown now in force in the 
UK, this possibility appears to be 
being pushed further into  
the future.

In spite of the prospect of 
further restrictions, brokers remain 
positive. “We’re not worried,” says 
Ms Mashru. “We already practice 
Covid-19 secure procedures when we 
do visit clients and we can revert to 
video calls again if necessary.”

And, even though he is based 
in Leicester, which has been in 
lockdown since March, Mr Mistry 
is similarly upbeat. “We are looking 
at how the pandemic will change 
priorities for our current and potential 
clients. We expect to see more 
businesses going online and greater 
investment in communications 
and health,” he explains. “These all 
represent growth opportunities  
for brokers.”●

 
Sam Barrett is a freelance journalist   
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To say the Covid-19 

pandemic has 
disrupted things in 
2020 is somewhat of 
an under-statement. 
But, actually for the 
insurance market at 

large, it has still ploughed on with its 
plans to harden the market and return 
pricing to more sustainable levels.

Brokers and their clients are 
confirming this, with myriad 
reports of huge leaps in the cost 
of premium for selected lines 
and geographies as well as 
reducing capacity for others.

So, what is the overall 
picture right now? Global 
average commercial 
insurance prices increased 
19% in the second quarter 
of 2020, according to 
the Global Insurance 
Market Index  
from Marsh.

CAN THE 
INSURANCE 

SECTOR  
BOUNCE BACK?

Covid-19 has been a huge economic 
shock, but was the impact on the 

insurance markets?
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UNLIKE FOR THE GLOBAL ECONOMY, 
WE EXPECT A STRONG V-SHAPED 
RECOVERY IN INSURANCE PREMIUMS, 
A REMARKABLE SHOWING 
CONSIDERING THAT THE WORLD IS 
CURRENTLY IN THE THROES OF THE 
DEEPEST RECESSION EVER

It reported that it was the largest 
increase since the index was launched 
in 2012 and follows year-over-year 
average increases of 14% in the first 
quarter and 11% in the fourth quarter of 
2019. As with the first quarter, average 
price increases were driven principally 
by increases in property insurance rates 
and financial and professional lines. 

Meanwhile, Allianz chief 
economist, Ludovic Subran, admitted: 
“2020 is lost to the virus, no doubt 
about it,” as Allianz concluded: “It has 
been a life-altering year so far.”

However, the company also 
reported: “Before coronavirus threw 
a spanner in all plans, the insurance 

industry was on a good track. Gross 
premiums in 2019 grew 4.4% from the 
previous year to 3.906 trillion EUR, 
driven by recovery in China and the 
US. Life insurance (without health) 
had a better year than property and 
casualty (P&C), with growth rising to 
4.4% from 2.8% in 2018. P&C growth 
slid to 4.3% from 5.4%.”

Covid-19, however, means: “2020 
will have no such positive energy. 
Global premiums income is seen 
shrinking by 3.8%. Reversing last year’s 
gains, life insurance premiums could 
contract by 4.4%, while P&C could 
decline by 2.9%.”

 
OVERCOMING THE CHALLENGE
However, Swiss Re is more upbeat. It 
believes “The insurance profession is 
set to overcome this year’s Covid-19-
induced global economic recession.”

Swiss Re Institute’s sigma admitted 
“The sharpest economic contraction 
since the 1930s will lead to a slump in 
demand for insurance in 2020, more so 
for life products, with global premiums 
expected to contract by 6%, than for 
non-life covers (-0.1%). 

“However, total premium volumes 
will return to pre-crisis levels in 2021, 
alongside more protracted recovery 
in the global economy. There will 
be sector divergence, with non-life 
premium volumes above pre-crisis 
levels, and life below. The emerging 
economies, led by China, will underpin 
the insurance market comeback.”

Jerome Jean Haegeli, group chief 
economist at Swiss Re, is bullish. 
“The insurance industry is showing 
resilience in face of the Covid-19-led 
economic downturn.

“The magnitude of premium losses 
will be similar to that seen during the 
global financial crisis in 2008-2009, 
even though this year’s economic 
contraction of around 4% will be much 
more severe. Unlike for the global 
economy, we expect a strong V-shaped 
recovery in insurance premiums, a 
remarkable showing considering that 
the world is currently in the throes of 
the deepest recession.” 

This year’s recession will be the 
deepest since the Great Depression of 
the 1930s, but it will also be short-
lived, believes the Swiss Re Institute. 

It added that the Covid-19 crisis has 
hit at a time of rate hardening in the 
sector, which has supported premium 
growth. Premiums in trade and travel-
related insurance business such as 
marine, aviation and credit will be 
hit the hardest, the Institute believes. 
Property and medical business will 
be more stable. However, the Swiss 
Re institute warned of “exceptional 
uncertainty”  about what the ultimate 
claims burden from the pandemic will 
be, with the mid-point of the range of 
current estimates from various external 
and public sources at around US$55bn 
(£42.5bn). The insurance profession is 
very well capitalised to absorb losses, 
it said. 

“The industry’s capital position 
means it should be able to handle the 
Covid-19 shock. The upper end of the 
range of total property and casualty 
claims estimates by most external 
insurance analysis is US$100bn, similar 
in scale to losses caused by Hurricanes 
Harvey, Irma and Maria in 2017, which 
the industry also absorbed,” said  
Mr Haegeli. ●

 

● Global property insurance was up 19% and global financial and professional lines were up 37%, while global 
casualty pricing was up 7% on average.

● Composite pricing in the second quarter increased in all geographic regions for the seventh consecutive quarter.
● The US (18%), UK (31%), Continental Europe (15%), and Pacific (31%) regions all had double-digit pricing 

increases. Pricing increases in these regions were largely driven by increases in property and directors and 
officers (D&O) coverages. 

● Certain D&O markets saw large increases. For example, US public company D&O prices were up 59% on 
average, with more than 90% of clients experiencing an increase. In the UK, D&O pricing increases average over 
100%. A similar situation exists in Australia, where a lack of competition has resulted in capacity shortage.

Source: Marsh
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As we near the end of 2020, Mark Crawford  
reflects on a broking year like no other  

in his 36 years in the profession 

LEARNING  
TO SURF
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If there was any question as 
to which way the market was 
heading, the first quarter of 
2020 dispelled those doubts; 
for commercial property and 
financial lines, we were in a 
hard market.

In January, insurers started to 
reduce capacity on their first quarter 
property renewals. There was a 
deliberate intent to gain significant 
rating increases, starting in many 
cases at plus 15%. insurers who had 
traditionally held 100% of a risk were 
looking to drop to 40% or 50% in 
sectors such as food and drink, hotels 
and hospitality.

In those face-to-face meetings 
I had with insurers in London and 
Birmingham, the underwriters 
articulately outlined the need for rate 
strength. Previous hard markets have 
been driven by a lack of capital and 
capacity, but this one is different. 
This time underwriters have their 
own underwriting licences and 
accountability for loss ratios and 
collectively are fighting high levels 
of losses, low investment rates and 
the legacy of a soft market which 

has lasted for more than 15 years. 
In Birmingham, as insurers 

reassessed their regional 
profitability and distribution 
strategy we have seen the 
closure of Tokio Marine, 
Liberty and Amlin offices. 
Amlin took the decision to exit 
the UK retail market, rather 
than underwriting their way 
out of it and went into run off 
in February.

So even before the 
Covid-19 pandemic, the 

market was hard. This 
is not limited to 

the UK, on 
my global 

placements 
most of the 

countries throughout 
Europe are seeing increases 

with financial lines such as 
directors and officers, as well as 
professional indemnity, taking the 

greatest rate rises, followed by property, 
business interruption and cyber.

 
COMPETITION IS KEY
I have worked in hard markets before. 
Competition for business is key to a 
vibrant market and as a broker, you 
want to demonstrate to clients you 
have covered the market in a broking 
exercise both in terms of carriers and 
programme design. Some sectors 
such as waste and recycling have been 
distressed for more than a decade, 
driven by poor loss history and a very 
restricted market as a consequence. 
This year we have seen a much broader 
restriction in capacity across most 
carriers, together with an examination 

of rates, terms and conditions. Most 
importantly, before committing to 
capacity insurers have been giving 
much more scrutiny to a client’s risk 
management profile, their loss history 
and even the sector they operate in. 

For me, in 2020, the message has 
become crystal clear: as the market 
becomes more selective, clients must 
work with their brokers to agree a 
clear strategy to engage with the 
market to articulate how their risk 
is better managed than their peers. 
The quality of risk presentation by 
the broker has never been more 
important in this process to ensure 
the best terms are secured from the 
market. A disciplined timetable 
for market engagement is crucial. 
Renewal timeframes are generally 
becoming longer which means you 
must start the whole renewal or 
rebroking process far earlier with 
more preparation of data.

 
STRONG RESPONSE 
The new normal is that the majority 
of risks are now been presented 
to the market electronically with 
additional dialogue by mobile or 
video call meetings. I believe that 
overall, technology has responded 
well. It has brought some logistical 
advantages, particularly where 
meetings are needed with the client 
and insurer at short notice. However, 
I really hope that Covid-19 does 
not end the face-to-face meetings 
which have so long been a vital 
and enjoyable side of the insurance 
market. 

It is especially important as we 
move into winter, that we take time 
to think about the wellbeing of 
ourselves and our teams. It will be a 
tough end to the year from a market 

stance. December is 
typically a large quarter 
date for brokers and 
insurers. If you do not 
make time for yourself, 
you can find that you 
are stuck in the same 
room for days on end. 
Video call fatigue is new 
to most of us, but just as 
you would have breaks 
at work, you must apply 
discipline to these  

remote meetings. 
I talk with my team of broking 

managers every day. We are all in 
this together and it is critical that we 
work as teams to support each other. 
I have always been an optimist and 
this pandemic has shown us that we 
work in a relevant industry that can 
work in partnership with business 
as trusted advisors to help guide 
them through the other side. The 
meditation teacher Jon Kabat-Zinn 
has a saying: “You can’t stop the 
waves, but you can learn to surf”. 

We are in difficult times, but we 
will come through this. ●

 
Mark Crawford is broking director of 
Aon’s Midlands and South West Region 
and Society of Insurance Broking  
board member 
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AS THE MARKET BECOMES MORE SELECTIVE, 
CLIENTS MUST WORK WITH THEIR BROKERS 
TO AGREE A CLEAR STRATEGY TO ENGAGE WITH 
THE MARKET TO ARTICULATE HOW THEIR RISK 
IS BETTER MANAGED THAN THEIR PEERS 
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COLLECTIVE 
SOLUTION

Liz Foster outlines 
the work being done 

by Totus Re in an 
effort to mitigate 

future systemic risk  
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underline the unequivocal fact that, 
for society, insurance is an essential 
pillar of financial resilience.

 
COLLECTIVE
Totus Re is the collective co-founded 
by James York and I, to bring 
together insurance professionals 
who also wished to discuss and 
support a proactive solution. More 
than 50 individuals responded to 
our invitation; a core group, mainly 
from the broking sector, are actively 
working on an entirely pro-bono basis 
to deliver the work of Totus Re. Kat 
Mitchell, of Brandon Consulting, has 
been key to opening up the media and 
others in the wider insurance world; 
writing editorial too to capture the 
interest of those within the UK as well 
as across the world. Lynn Richards-
Cole has been instrumental in 
identifying leaders in the UK business 
organisations with whom we have 
now communicated. Roger Flaxman, 
chairman of Flaxmans insurance 
brokers, has contributed his wisdom 
of very many years of tackling some of 
the biggest and most complex claims 
issues. Jullian Shawcross, director 
of Chartered insurance brokers, 
The Peter Hattersley Partnership 
and Brian Weetman, managing 
director of The Risk Hub, have shared 
their insights and experience with 
academic researchers to help them 
further understand the UK insurance 

market and particularly the role of the 
professional insurance broker.

Outside of that core group 
engagement has been incredibly 
constructive; Julian Enoizi, CEO of 
Pool Re, has shared his experiences 
of the market dynamics post 
catastrophic events and how they 
might impact the work of Totus Re. 
Professor Michael Mainelli, the sheriff 
of the City of London, chairman of 
Z/Yen and of the FS Club, gave Totus 
Re the platform to speak to FS Club 
members and continues to act as a 
critical friend – a contribution which 
is very much valued.

 
CORNERS OF RISK
Four groups of stakeholders are 
identified – the “Four Corners of 
Risk” – being government, academia, 
the insurance sector and private 
enterprise. These groups bring 
together the public and private sectors 
which we believe to be an imperative 
collaboration to enable the creation 
and delivery of any solution. From 
academia we are grateful for the time 
given by Professor Paula Jarzabkowski 
and Elisabeth Krull. 

Sian Fisher, CEO of the CII, has 
been generous both with her time, 
clarifying work happening in the 
insurance sector as other professionals 
also wrestle with the major issues 
of public trust and reputation, by 
making key introductions to other   → 

By mid-March this 
year, it was clear that 
Covid-19 was going 
to undermine public 
trust in the insurance 
market and, in doing 
so, heavily impact 

the reputation of the market – in both 
cases to an extent not seen before.

Speaking towards the end of March 
to James York, founder of insurer 
Worry+Peace, we both agreed that 
it was to say the least concerning 
that insurance found itself in the 
midst of such negativity. Prior to the 
Covid-19 virus racing across the world 
“Pandemic” was clearly identified 
within the “Red Zone” of the National 
Risk Register (NRR) as a systemic risk 
and yet not only was the insurance 
market inadequately prepared but 
so was the World - individuals, 
businesses and governments alike.

Following major acts of terrorism 
and major floods in the UK, reactive 
solutions came to the insurance 
market in the form of Pool Re and 
Flood Re and we greatly support the 
work of Pan Re as the reaction to 
the pandemic. However, James York 
and I felt strongly that a proactive 
solution should and could be created 
to meet the very real possibility of 
catastrophic events arising from other 
systemic risks such as those identified 
within the Red Zone of the NRR. 

This pandemic has only served to 

FOLLOWING ACTS OF TERRORISM AND MAJOR FLOODS IN THE UK, 
REACTIVE SOLUTIONS CAME TO THE INSURANCE MARKET IN THE FORM 
OF POOL RE AND FLOOD RE AND WE GREATLY SUPPORT THE WORK OF 
PAN RE AS THE REACTION TO THE PANDEMIC
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interested parties. 
Within the insurance sector we have 

spoken with the Association of British 
Insurers, with the British Insurance 
Brokers Association, Insurtech UK, 
Managing General Agents Association 
and to Lloyds of London. We have 
written  to the Confederation of 
British Industry, the Institute of 
Directors and the Federation of Small 
Businesses as bodies representative of 
private enterprise. 

Until very recently, Totus Re had 
been unsuccessful in opening the door 
to the government but persistence 
pays and James York and I have now 
spoken to three members of HM 
Treasury who were interested to 
understand the membership and 
work of Totus Re, the extent of the 

parties to whom we have already 
spoken, the “Four Corners” document 
and the innovative financial 
solution which Totus Re believes 
is both deliverable and sustainable 
and which would release the UK 
government from ever again finding 
itself as the unintended insurer of 
last resort but without a premium for 
carrying that risk. At their request 
our working documents have been 
shared with HMT. Dozens of hours 
of calls and video conferences have 
culminated in what is best described 
as a “lightpaper” describing the 
solution that is increasingly looking 
like a viable must-have. Totus Re 
believes that current market solutions 
cannot provide the deliverable and 
sustainable mechanism required 
across systemic risks and hence we 
have striven to create something truly 
innovative. When people think of 
Totus Re they might perceive that we 
are creating an insurer. Not so. In fact, 
our model does not operate in the 
way that any current insurance model 
might. It is equally not particularly 
novel. Having looked at existing tools 
in the economy and in the insurance 
sector we have sought to create a new, 
simple recipe to help the economy to 
mitigate risk.

Let us not overlook that the UK 
leads the world insurance market 
and for very good reason. Should the 
work of Totus Re come to fruition then 
UK insurance would have the ability 
to provide an immediate response 
to a catastrophic event, utilising 
the fantastic infrastructure already 
in place and maximising on our 
professional knowledge and skills – 
just imagine the savings made against 
fraudulent behaviours were insurance 
claims experts involved now! The 
requirements of the Financial Conduct 
Authority, around public trust would 
be satisfied, the role of the insurance 
broker as a professional advisor  
would be enhanced and the UK 
economy would not sustain the 
detrimental impact created by the 
Covid-19 pandemic.  

Meanwhile, professional insurance 
brokers should be strengthening 
their professional knowledge and 
development whilst also engaging 
their clients in conversation about 
those risks identified within the  
“Red Zone” and the insurance 
solutions available to provide 
protection against them. Cyber sits 
high up in that zone but take up of 
cover remains woefully low. 

From every challenge comes 
opportunity and our profession 
has the opportunity now to create 
a positive response from the huge 
challenge which is Covid-19.   

For more information, visit:  
www.totusre.com ● 
 
Liz Foster is non-executive director of the 
Society of Broking Professionals  
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