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AAIS was seeking to make a statement when it 
chose “Partnering for Success” as the theme of its 
2014 Main Event conference, held April 6-8 in Hilton 
Head Island, S.C.

In his comments throughout the conference as 
master of ceremonies, AAIS President and CEO 
Edmund J. Kelly emphasized that AAIS embraced 
and promoted partnerships among independent 
organizations as a principle means of doing business.

“At AAIS,” he said at one point, “the use of partnerships 
has defined our success in the past, and is certainly 
going to define our success in the future.

“We are going to depend on partnerships to deliver 
the products and services our members demand.”

Kelly added later that “we’re committed to 
ensuring that we’re only engaging organizations 
that share our interests over the long-term and 
share our values for how we do business and treat 
our customers.”

Conference attendees heard from insurance 
leaders managing important industry partnerships. 
Attendees also heard from experts on partnerships 
and alliances about what they need to consider 
when developing and managing partnerships with 
other organizations.
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2014 Main Event Conference Report
Partnership in Public Policy 
David Sampson

Partnerships have been key to helping 
property/casualty achieve their public 
policy goals, said David Sampson, 
president and CEO of the Property 
Casualty Insurers Association of 

America (PCI), in his keynote address at the  
Main Event.

“The only way to navigate through this sea 
of uncertainty [facing insurers] is to work in 
partnership with a broad group of stakeholders,” 
Sampson said. “It is important for all sectors of 
the property/casualty industry to speak with one 
voice whenever possible and to foster collaborative 
working relationships.”

Sampson credited partnerships involving PCI and 
other groups for successfully resisting attempts in 
the wake of Superstorm Sandy to effectively allow 
public officials to alter the meaning and application 
of insurance contracts.

“PCI, our members, and other industry partners 
worked together to push back against many of these 
proposals and engage regulators [regarding] post-
storm rules and expectations,” he said. “We forged a 
consensus on a set of policy recommendations from 
this group of very disparate stakeholders. Many of 
them clearly were not natural allies.”
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Sampson also credited an effective partnership 
of insurers and other stakeholders with avoiding 
a disruption to reforms to the National Flood 
Insurance Program (NFIP).

In 2013 and early 2014, residents and public officials 
in some affected areas vigorously protested flood 
insurance rate hikes authorized under a 2012 act to 
restore financial stability to the program.

A bill enacted by Congress in 2014 and signed by 
President Obama phases in rate hikes over a longer 
period of time.

“The bill the president signed is certainly far from 
perfect,” Sampson said. In particular, “the NFIP’s 
path toward financial soundness and market-based 
principles has been pushed farther into the future.

“However, the revised law will not scuttle the recent 
reforms completely.”

TRIP Renewal
With the flood insurance resolved, at least 
temporarily, Sampson looked to a new partnership 
of stakeholders to convince Congress to reauthorize 
the federal Terrorism Risk Insurance Program (TRIP) 
with few changes before its scheduled expiration 
date of Dec. 31, 2014.

“Again, our efforts in this area are hedged on forging 
effective relationships with a number of important 
stakeholders, he said. “We’re trying to help Congress 
understand that TRIA is working well and at virtually 
no cost to taxpayers. 

“Should the unthinkable happen, TRIA would 
insure that there was a plan in place to help provide 
stability and get economic activity flowing again.”

According to Sampson, PCI and other stakeholders 
have had to overcome perceptions that TRIP is a 
“bailout” for insurers. The program is due to expire 
in December 2014, and insurers and other interested 
groups are seeking to have it renewed.

“At the beginning of this session of Congress, the 
question we were facing was whether TRIA would 
be reauthorized or not” he said. “As a result of a lot 
of effort working with our partners, that’s no longer 
the question.

“The question is no longer whether it will be 
reauthorized,” he predicted, “but what will be in the 
reauthorization, and when will it be reauthorized?”

Sampson told attendees that several congressmen 
are seeking “more private sector skin in the game,” 
but it is still unclear what that means or what 
particular proposals will accomplish. �

EDMUND J. KELLY

At AAIS, the use of partnerships 
has defined our success in the 
past, and is certainly going to 
define our success in the future.
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“I think a number of the issues they will be 
looking at, including [the level of] deductibles and 
[private sector] co-shares, could actually have the 
unintended consequence of forcing players out of 
the market,” he said.

As for the timing of congressional action, Sampson 
said “I think there is clear intent and desire, 
certainly by the leadership of the House, to get TRIA 
reauthorized earlier rather than later in the year. 

“I do not think they still want to have this issue open 
in the fall election season,” he said.

Convergence
Sampson and PCI will likely be seeking more 
partners to forestall what he sees as a potential 
threat: regulatory “convergence,” meaning growing 
pressure from international bodies and the new 
Federal Insurance Office (FIO) on the traditional 
state regulatory system.

“The FIO has signaled that global regulatory 
convergence is not only inevitable but desirable,” he 
said. “I think we have to challenge that assumption.”

PCI welcomes regulatory coordination at the 
international level, Sampson added, but is wary of 
initiatives it sees as attempts to impose a “one-size-
fits-all, bank-centric global regulatory system.”

In closing, Sampson reminded attendees of the 
value of partnerships.

“As the industry faces uncertainty, political flux, and 
the disruptions and the opportunities that come 
with technological innovation, I encourage all of us 
to seize opportunities to work together and promote 
and protect competitive private insurance markets,” 
he said.

Partnership in Loss Control 
Julie Rochman

Main Event attendees got a vivid 
demonstration of how a partnership 
created by property insurers is helping 
to protect lives and property from the 
ravages of natural disasters.

Julie Rochman, president and CEO of the Insurance 
Institute for Business and Home Safety (IBHS), told 
attendees that participation in the institute “is an 
investment, not an expense,” and that membership 
in the IBHS has become “table stakes” for 
companies in the property insurance business.

“Our sole purpose, our sole reason for existing, 
is to identify and evaluate and promote the most 
effective ways to reduce losses,” she said. “If 
your home isn’t damaged, if your business is still 
functional, if your community remains vibrant and 
resilient, everybody wins.”

Using video images, Rochman showed attendees the 
work of the 90-acre IBHS research facility opened 
five years ago in Chester County, S.C.

The facility includes huge chambers, the largest 
of which encompasses more than a million cubic 
feet, allowing sample structures up to 2,400 square 
feet to be tested for their resistance to real-world 
hazards created by researchers at the facility.

In the face of growing catastrophe losses, the 
country and the insurance industry “needed a 
game-changer,” Rochman told attendees. “So, the 
serious players in the industry stepped up, beginning 
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in January 2008, and in the worst economic times 
since the Great Depression, put together $40 million 
in funding to build that game-changer.”

Among the facility’s many capabilities is the ability 
of researchers to use digitized records of real storms 
and recreate them, using giant fans, to test how 
different types of construction might have better 
withstood the winds.

In addition, Rochman described how the facility uses 
72 different-sized cannon barrels to fire ice balls to 
replicate the effects of a hail storm.

The facility also has a “roof farm,” a field full of open 
structures with different types of roofing, designed 
to measure the effects of aging on different types of 
roofing surfaces.

Partnerships
As interesting and unusual as the work of the  
IBHS facility is, the effectiveness of its efforts 
depends on its ability to foster partnerships with 
other organizations having a direct interest in 
building safety.

As an example, Rochman described an initiative with 
associations representing roofing contractors and 
manufacturers of roofing surfaces to identify and 
promote best practices for roof installation.

“We have non-disclosure agreements in place with 
our partners,” Rochman said. “That allows our 
researchers and their researchers to have frank and 
open conversations about our research. That will 
accelerate the acceptance of our findings.

“We’re doing this because the roofing industry 
and the IBHS understand that we have the same 
customer at the end of the day: the property owner.”

IBHS continues to promote its well-known “Fortified 
for Living” building safety program, including 
outreach to train volunteers in Habitat for Humanity 
in the techniques of building homes that can better 
withstand natural forces.

Rochman described a companion program for 
business, called “Open for Business,” designed to 
reduce the time for businesses to reopen after a 
natural disaster.

The enactment and enforcement of effective 
building codes throughout the country continues 
to be a primary focus of IBHS, Rochman said, but 
building codes alone are not sufficient to stem 
catastrophic losses, and many cost-effective 
techniques for constructing safe buildings  
are available.

“Our desire is to get people back into their homes 
and businesses and communities as quickly as 
possible,” she said. “At the end of the day, what 
makes all this appeal to people in the real world is 
that we will make our communities and our country 
more disaster resilient.” �

JULIE ROCHMAN

Our desire is to get people 
back into their homes and 
businesses and communities  
as quickly as possible.
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The Practice of Partnerships 
Dr. Ben Gomes-Casseres  
Jessica Wadd

Effective partnerships 
don’t just happen 
automatically, although 
managers sometimes think 
and act as if they can.

Attendees at the 2014 AAIS Main Event heard from 
two experts in strategic alliances and organizational 
partnerships about the disciplined effort needed to 
establish a solid but flexible foundation for achieving 
business goals in conjunction with a partner 
pursuing its own interests.

Even the best-planned of alliances can come apart 
if one partner discovers that the other is deriving 
far more benefit from the arrangement, said Dr. 
Benjamin Gomes-Casseres, professor at Brandeis 
University and principal of the consulting firm 
Alliance Strategies.

“There’s no way to get around the fact that this 
new value you create, this joint value, is going to be 
divided up,” he said. “If you make it, that one partner 
gets much less than the other, that partnership is 
probably not going to work out.

“Setting the division of the profits is an important 
variable to ensure that everybody has buy-in into 
the partnership.”

To manage expectations and mutual rewards in a 
partnership, Gomes-Casseres urged attendees to 
become comfortable with the idea of an “incomplete 
contract,” a formal but flexible arrangement where 
expectations and rewards are adjusted and restated.

“Handshakes are not enough to maintain serious 
long-time business partnerships,” he cautioned, but 
over-reliance on traditionally defined contracts can 
close off many opportunities for collaboration as 
conditions change.

“Ideally, a contract is a map of what you’re going to 
do and where you’re going to go,” he said. “You need 
a contract that changes because the environment 
and demands on your business are going to change.

“We call this a relational contract,” he added. 
Because of shifting needs and opportunities, “an 
alliance manager is basically in the business of 
constantly reinventing the nature of the deal.”

Mindsets
The methods and techniques someone learns when 
managing a business don’t necessarily help when 
managing a partnership.

In fact, “a lot of the things we are trained to do in 
business create problems when we get to 
partnerships,” said Jessica Wadd, principal of 
Boston-based Vantage Partners, in her presentation 
on partnership management at the Main Event.

“What gets us into trouble in our partnerships 
and alliances is our mindset built around vendor 
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JESSICA WADD

What gets us into trouble in our 
partnerships is our mindset built 
around an environment where you 
have some clear hierarchy.
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relationships, built around customer relationships, 
built around operating in an environment where you 
have some clear hierarchy and an ability to make your 
own decisions about your own business,” she said.

“That can make it hard to generate new 
assumptions that will help you get to the results 
you want [from a partnership].”

According to Wadd, companies with alliance 
management “embedded in their DNA” 
understand how many obstacles there are to 
managing one successfully.

“It’s something that they think about in the entire 
way their own companies operate,” she said. “How 
are our budget and processes going to align with 
different partners on different budgeting cycles? 
How are we going to rationalize our product 
portfolio? How are we going to set our sales 
incentives and our sales strategies?

“You really have to be clear going in about those 
differences [between partner organizations] and 
have concrete plans in place to manage those,” 
Wadd continued. “This is going to take a lot of time 
and effort.”

Wadd stressed that companies that are successful 
in implementing alliances do not assume that 
problems in communication are “the other  
guy’s” fault.

“A much more empowered assumption is that it’s 
our responsibility to make the conversation as 
beneficial and useful as possible,” she said. “Be 
unrelentingly constructive.”

Panel: Partnerships in Action
■	Gregory Maciag 

President & CEO – ACORD (Moderator)

■	Douglas Fincannon 
President & CEO – Alamance Farmers Mutual Ins. Co.

■	Stephen Goldstein 
VP Commercial Alliances – Chubb Group

■ Randy Shaw 
President & CEO – Everett Cash Mutual Ins. Co. 

There’s no company too big to benefit from effective 
partnerships, or to be impeded by ineffective ones.

Main Event attendees heard from a panel of 
senior executives representing a range of P/C 
companies—a one-state writer, a regional insurer, 
and a major national carrier—addressing how they 
use and manage partnerships to achieve their 
business objectives.

The panel was moderated by Gregory Maciag, 
president and CEO of ACORD, himself a 
principal architect of the ACORD partnership 
between companies and agencies, and many 
other partnerships among insurance and data 
organizations around the world. �
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Partnerships and alliances are integral to the Chubb 
Group’s operating strategy, said panelist Stephen 
Goldstein, Chubb’s vice president for commercial 
strategic alliances.

According to Goldstein, Chubb develops four types 
of partnerships:

■ Agency distribution agreements targeting 
particular market niches;

■ Partnerships with MGAs where the latter 
will assume responsibility, within limits, for 
underwriting and issuing policies;

■ Alliances with trade associations to market 
policies to their members; and

■ Corporate alliances with financial institutions or 
other organizations that may have products and 
services that complement Chubb’s.

“We have people in my office who are out looking 
for strategic opportunities with associations and 
other organizations who would make interesting, 
complementary partners for us,” Goldstein said.

“Right at the beginning of an alliance we put out 
a sheet of alliance terms,” he said. “It spells out 

the responsibilities and the work flow. It sets the 
framework and the expectations for how this 
relationship might work.”

To be an effective partner, companies need 
to rigorously identify and evaluate their core 
competencies, said panelist Randy Shaw, president 
and CEO of Everett Cash Mutual Ins. Co., Everett, Pa.

Shaw spoke about an agency “cluster” 
arrangement that has allowed his company 
to expand from one to 10 states, plus other 
partnerships Everett Cash utilizes.

“We’ve got to look at our core competencies,” he 
said. “What can we do for ourselves? What don’t we 
have the talent for?”

“Some years ago, we decided to go into the workers 
comp business, but we knew we didn’t have the core 
competency in our claims function,” he said. “So we 
partnered with a third party administrator who had 
done a lot of work for us on auto medical [claims].

“We had a degree of comfort with them. We knew 
that they could do a good job on the claims side.”

When working in partnership, said Shaw, “there’s got 
to be a willingness to embrace change,” and “there’s 
got to be candor about the problems that surface.”

A company has to expect to give as much to a 
partnership as much as it gets from it, said Douglas 
Fincannon, president and CEO of Alamance Farmers 
Mutual Ins. Co., Graham, N.C.

Discussing a software partnership Alamance 
participates in with several other carriers, Fincannon 
said it has “evolved into a very member-focused and 
member–directed organization.
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There’s got to be a willingness to 
embrace change, and there’s got 
to be candor about the problems 
that surface.
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“It is a community where there has to be openness, 
collaboration, and cohesion,” he continued.

Fincannon explained that the group regularly adjusts 
the contract with the software provider to reflect 
new needs and conditions, and that the companies 
in the partnership vote on its priorities for the 
coming months and years.

“I have to know the other companies’ needs, scratch 
their backs, and be a good player,” he said. “If I don’t, 
then I’m going to get a reputation, and I’m not going 
to have the willingness of other members when I 
need something.

“It’s very important, number one, that I be a good 
member of the community, and that I be attuned to 
what the members are saying.”

AAIS–Looking Forward at the End 
of an Era

Every year at the Main Event, AAIS staff 
report to attendees on the work and 
accomplishments of the association 
over the previous 12 months. The 2014 
update marked the end of an era and a 

time to look forward.

Deborah Summerlin, AAIS’s outgoing vice president 
of personal lines, gave the last of the regular 
updates she has delivered since the former annual 
conference was recast as the “Main Event” in 2007. 
Debi will retire at the end of June after 35 years of 
service at AAIS.

In her report, Debi described how AAIS had 
prepared to file a series of Homeowners and Mobile-
Homeowners endorsements to clarify the intention 

of coverage (reported on in the Winter 2014  
edition of Viewpoint).

She also described the cross-department 
processes AAIS has developed for “affiliate 
onboarding,” an enhanced process for helping 
insurers adopt and implement AAIS programs and 
get more value from them.

After a review of emerging issues that AAIS is 
monitoring—including private flood insurance, 
marijuana, digital currency (e.g., “Bitcoi,” and 
others—Debi offered her parting thanks to attendees 
and AAIS member companies in general.

“I’m entirely pleased and very grateful that I’ve had 
such a long run at AAIS,” she said. “On a personal 
level, it has been very important to me to work for an 
organization that’s dedicated to providing products 
and services to its membership.” �
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It has been very important to me 
to work for an organization that’s 
dedicated to providing products 
and services to its membership.
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President’s Report
AAIS President and CEO Edmund J. 
Kelly followed Debi with his president’s 
report on initiatives accomplished or 
underway at AAIS, and reported on in 
this or previous editions of Viewpoint:

■ The launch of an online Underwriting Platform, 
deployed first for the AAIS Commercial Output 
Program, and later to be adapted to most or all 
AAIS programs;

■ The release of a new Statistical Data Management 
Application that allows users to edit and submit 
insurance statistical data through the AAISdirect 
web portal;

■ Foundation work for the creation of an AAIS 
Personal Auto Program.

Echoing the conference theme of partnership, Ed 
acknowledged and thanked the service providers to 
the industry who have become associate members 
of AAIS and participants in the AAISalliance. 

He concluded by noting that AAIS had acquired 12 
new member companies over the previous year.

“That demonstrates our growth and relevance to 
the industry,” Ed said. “Year in and year out our 
organization has increased the number of  
member companies.

“Growth is important to our members because, 
as you grow, our products become more widely 
accepted,” he added.

Chairman’s Report
Ed Kelly’s report was reinforced in the 
chairman’s report delivered by Jeffrey 
Kusch, president and CEO of Austin 
Mutual Ins. Co., and chairman of the 
AAIS board of directors.

“Over decades,” Jeff said, “AAIS has been a partner 
we’ve relied on to deliver products that protect our 
policyholders and our bottom lines.

“Ed and his team are actively working to expand 
that partnership into new products, new areas of 
automation, and new ways to add value to the data 
we report.

“As Ed expressed in his report, partnership is 
the essence of how AAIS seeks to operate,” Jeff 
concluded. “AAIS is committed to working with its 
alliance partners and associate members to help our 
companies succeed.” ■

EDMUND J. KELLY

Growth is important to our 
members because, as you grow, 
our products become more  
widely accepted.


