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AIG Programs - Underwriting Bulletin
Program Performance®
	99 High Street
Boston, MA 02110
November 18, 2019
[bookmark: _GoBack]Please note that this Bulletin may provide an update or additional guidance to direction previously provided to you via your Underwriting Guidelines or Program Underwriting Authority document.  This Bulletin supersedes any such previous direction as of the effective date specified below and will be incorporated into your Underwriting Guidelines or Underwriting Authority document, if applicable, as future updates are issued.  If you have any questions or require clarification regarding this Bulletin, please contact your Program Manager.

Title:  Property Account Summary / Referral Guidance

Last year, AIG Programs revised our underwriting authority statements and established a more collaborative approach with our program administrator partners to underwriting risk. 
Overall, it is evident from our Underwriting Quality Reviews that your staff has a good grasp of the technical aspects needed to properly underwrite property exposures within their current underwriting authority.   However, you must refer insureds with larger property schedules or those whose exposures are outside of your underwriting authority to AIG Programs to allow our staff to be part of the decision making process. 
When a referral is made to AIG Programs on a larger property risk, time is often lost in the referral process due to missing or incomplete information or inefficiently organized referrals. 
To help streamline the referral process, AIG Programs has created the attached referral template, which will guide your underwriters relative to the information expected during the account referral process.  

[bookmark: _MON_1634731432]					
Your Program Manager, working with your Underwriting team, will identify the risks requiring an enhanced referral beyond your current referral process. Please submit all fully completed referrals at least three weeks in advance of the targeted quote date.  If there is the chance that the risk may require you to send a conditional renewal or nonrenewal notice, you must submit your referral sufficiently early to comply with any regulatory obligations.  
The Account Summary/Referral Template is broken down into three sections.   
Section 1:  Account Attributes:
This section is made up of a number of subsections:
· Full description of the insured operations.
· Financial Review. 
· Account Profitability: premium and loss history for each line of business on the policy  
· For the referral item(s), the expiring program terms, conditions, policy limits, sublimits of consequence and deductibles.   
· Historic premium and rates for each line of business including rate history. 
· Summary of the Building, Business Personal Property, Inland Marine and Business Income values.  
· Historical property loss analysis, large loss summary (if any).  
Section 2:  Account Underwriting:  
Within this section, the Underwriter provides their overview of the risk, and specifically addresses the subject location(s) being referred:  
· Proposed changes to the expiring policy any deal breakers to writing the account.  
· Natural catastrophe exposure, RiskMeter information, etc.  Summary of the property exposures, hazards and controls present, inclusive of Probable Maximum Loss estimate based upon data available.  
· Brief summary of the key elements of the most recent loss control survey.
· Proposed pricing. 

Section 3 - Opinion of Risk:
This section is made up of three subsections:  
Section A:  Underwriting summary/opinion of risk.  This is where your underwriter has the opportunity to summarize the risk’s positives, negatives, mitigating factors, and what they want to offer.  Knowing we are not a ‘take all comers’ market, the key question to answer here is ‘why is it good for your program and for AIG to write this risk?’  Is it additive to the portfolio?  This is where you as the underwriter evaluate all aspects of the risk and make your recommendations. 
Section B:  Strategy.  This including but not limited to how the coverages, service enhancements of your program’s value added services/coverages will help you win the business.  
Section C:  Discussion of expected (vs. anecdotal) competition.  
In short, the referral document is an underwriting summary of the risk where anyone who picks up the referral will understand the program, the risk, our exposure to loss, what is being proposed and why. This is your underwriter’s opportunity to demonstrate their knowledge of the risk and showcase their underwriting skills.  When fully completed using the attached template, you will ensure (in most instances) that all of the information ties together and all statements are supported by the information contained within the referral.  This will also promote a faster turnaround on subject referrals.  
Lastly, as stated in Section 3.6 (Referral Process) of your Underwriting Authority Statement, the referral must clearly include the following:  
· Reason(s) for the referral (including a direct reference to the section of your Underwriting Authority Statement that is triggering the referral).
· Supporting documentation, including a completed, current ‘Account Summary Worksheet’ (see Section 3.4 of your Underwriting Authority Statement).
· Your reasons supporting why an exception should be made.
· Due date for a response. 

If you have any questions or require additional support please contact your Program Manager.  

Thank you.


The information and other material contained herein is proprietary to AIG Programs and intended for internal use only.  Unauthorized disclosure, dissemination, copying or other use of this information and material without the express written permission of AIG Programs is strictly prohibited.

Division Control Number:  AIG PROGRAMS (2019 #44)
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Account Summary/Referral Template                                        [image: AIG_PRI_pms2995.jpg]





		Account Name:

		  



		Underwriter: 

		



		Program Manager:

		 



		Program:

		   



		Effective Date:

		8/15/2013



		Expiration Date:

		8/15/2014



		Quote Deadline:

		8/6/2013



		New or Renewal:

		   



		Gross Policy Limit:

		









Account Attributes 



Reasons for Referral: 







Account Description:

· Include Scope of Operations/Type of Business (This can usually be pulled from the insureds website or submission)



Financial Review/e-Start Review:

· Comment on any potential issues of note



Historical Premiums & Rates:

· This should be a summary of the program premiums & rate history (if known) and a summary of the specific AIG premiums and rates. 



Loss History and Analysis:  (specify if results shown are gross or AIG share)

· 5 Year Loss History (show carriers by year, if available) 

· 5 year Loss Ratio

· Identify any previous deductible changes or other facts that materially impact the prior loss experience (i.e.: 2017 hurricane loss shown at flat $50K deductible, now at 5%/$1M or 2007 fire loss to a location no longer on the schedule, etc)

· Calculate a projected go forward Loss Ratio at proposed premium and deductible

· Show overall AIG profitability at the line of business



Total Insurable Values:

· This can be submitted via a separate attachment with the full SOV.  

· Should show if the change in values between expiring and renewal. 



Other Package AIG lines of business:

· Outline other lines currently written or being quoted, including premium and profitability





Current Insurance Placement: 

· To the extent known, include detail on existing markets, structure, terms, deductibles and pricing

· If an AIG renewal, add a comment on the length of the property relationship









Account Underwriting



Proposed Program:

· Outline the structure, key terms and pricing

· If a renewal any changes to the expiring program. 

· Are there any items that could be viewed as a deal breaker?





Proposed Deductibles:

· Comparison to existing

· List separately deductibles for Physical Damage, Business Interruption (if separate, specify $ amount of # days), Earthquake, Flood, Hurricanes and Named Windstorm, Equipment Breakdown, Time Element Waiting period. 

· Specify CAT deductibles 





CAT Analysis: 

· Key sub-limits – Flood or EQ

· TIV by CAT zone/perils (show % change to prior if a renewal)

· Percent of total account TIV that is CAT exposed 

· Total account AAL 

· Attach Modeling output showing AAL by peril via separate Center of Excellence modeling output

· Comment on non-modeled CAT perils such as wildfire, flood, etc.





Policy Form:

· What form is being used?



Engineering Summary and Engineer’s Opinion of Risk:

· Attach copy of Engineering Account Summary Report or AIG engineer’s opinion of risk, if available

· Comment on type and quality of construction, extent of fixed protection (sprinklers, water supplies, alarms, and supervision), human element, management attitude, external exposures, etc.  

· Outline loss control program 





Proposed Pricing: 

· Total Premium:	

· Total Rate:

· AOP/Fire Premium & Rate: 

· Flood Premium & Rate:

· Earthquake Premium & Rate

· Boiler & Machinery Premium & Rate: (HSB Quote)

· PA Commission:



With renewals – Need to show both new, renewal pricing, and rate change





Facultative Reinsurance:

· Outline limit/structure, perils covered, anticipated cost and reason for purchase

· Who are the participants?









Opinion of Risk



A. Underwriting Summary and Underwriter’s Opinion of Risk:

· Self explanatory – mandatory field to be filled out

· Summary of what the underwriter wants to offer and why the underwriter wants to offer.  We need to empower the underwriter to look at risk as if they have no authority restrictions and make a case for a program they want to offer.

· Why is this a good idea for AIG to write?





B. Strategy, including Coverage and Service Enhancements and Differentiators:

· Can we differentiate ourselves from the competition? Who is our competition?



C. Who is the competition?

· Are there competing companies quoting?

· Is there another agent quoting?

· Do we know the program they are quoting?
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