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Cover Story

Seven strategies insurers use to boost profits and stay 
ahead of the pack.

The Leaders 

by Lori Chordas 

Issue
Ifloods, tsunamis,  earthquakes and other nat-

ural catastrophes around the world, along 

with historically low interest rates, increased 

regulatory pressures for adequate reserves and 

looming health care reform.

But that didn’t stop some insurers from gain-

ing a competitive edge and boosting profits. And 

the leaders at the helm of those companies each 

played a pivotal role in making that reality. This 

edition of Best’s Review highlights the strategies 

of seven leading insurers and how they are play-

ing out in the marketplace.
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For carriers such as Australian-
based QBE, capital grew as the com-
pany expanded its global footprint. 
Others, such as Hartford Financial 
Services, returned to their specialized 
roots. Another strategy expanded 
operations to increase revenue and 
market share.

That’s the approach Nation-
wide took with its recent merger 
with Harleysville Insurance. 

Raymond Thomson, a senior 
financial analyst with A.M. Best 
Co., said the merger not only 
benefits Nationwide due to Har-
leysville’s greater presence in the 
Northeast and Mid-Atlantic states, 
but also gives it a strong base and 
“more varied distribution channels 
as it competes with other similar 
national carriers. 

“The greater array of available 
products for cross-selling could 
lead to improved economies of 
scale and increasing market share 
by Nationwide in those geo-
graphic areas, potentially making 
Nationwide an even more formi-
dable competitor in those areas as 

other national carriers also step 
up their efforts,” he said.

Hartford Financial Services is 
switching from its multiline focus 
to become more specialized, while 

-
pany of America is in the midst of 
refocusing one of its business sec-
tors—the nonmedical market—to 
help stay ahead of the highly com-
petitive market.

Today, life companies appear to 
be shifting gears, “steering away 
from capital-intensive products, 
executing opportunistic reinsur-
ance transactions and reassess-
ing long-term strategies,” noted 
Andrew Edelsberg, vice president 
of life/health for A.M. Best Co. 

“This has resulted in several 
companies curtailing sales of cer-
tain products, divesting noncore 
lines and/or entering new prod-
ucts or markets,” he said.

On the health insurance side, 
health plans like WellPoint and its 
CEO, Angela Braly, have been gear-
ing up for what’s to come if health 
care reform swings into full imple-

mentation in the next two years.
What’s the key to leading a 

company to successfully make 
those changes happen? “Stand-
ing up and doing the right thing 
for the organization and its stake-

“If you’re going to ask your peo-
ple to be change agents, you have 

have to stand up and say ‘I know I 
can do better and can change,’ and 
then do it.

“As a leader you need to be sen-
sitive, know your stuff, work hard 
and display courage,” Braly noted. 
“But that is just the price of entry 
for leadership. To move a company 
forward and get it from where it is 
to where it needs to be, you have 
to live the change you want to see 
in your organization, doing it both 
openly and enthusiastically.”

Presented in alphabetical order 
are seven insurers and their lead-
ers who have made changes to 
boost profitability and stay ahead of 
the pack.
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Near and Afar
Aflac’s diverse distribution 
channels bring it success 
in the U.S. and Japan.
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Top Lines of Business
(Net Premiums Written and Deposits)

Group A&H 
 0.1%

Group Annuity 
 0.1%Individual Annuity 

 2.6%

Ordinary Life 
 17.1%

Individual A&H 
 80.2%

The Basics
American Family Life Assurance  
Company of Columbus (Aflac)
A.M. Best Company 
# 006051
Chief Executive: 
Daniel P. Amos, 
chairman of the 
board and CEO
Headquarters: 
Columbus, Ga.
Parent: Aflac Inc.
A.M. Best Company # 058003
2011 Total Revenue: $22.2 billion*
* 2011 Annual ReportAll charts source:  L/H Statement File
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Guardian Life finds 
success in transitioning 
from the group medical to 
a multiproduct marketing 
approach.

The Benefits of Refocusing
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The Basics
Guardian Life Insurance Company of 
America
A.M. Best Company 
# 006508
Chief Executive: 
Deanna Mulligan, 
CEO
Headquarters:
New York
2011 Assets: $35 
billion
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Hartford is operating 
with a sharper focus, 
concentrating on products 
that take insurance risk 
rather than market risk.

Specialty Zone
Hartford Financial Services is 

joining the ranks of carriers 
moving past their multiline 

focus to become more specialized.
The company will concentrate 

the allocation of capital to busi-
nesses that take insurance risk 
and reduce the allocation of busi-
nesses that take market risk, said 

-
cial’s chairman, president and 
chief executive officer.

As a result, Hart-
ford will focus on 
its property/casualty, 
group benefits and 
mutual funds busi-
nesses. 

The company will 
-

ual annuity business 
into runoff and pur-
sue “a sale or other 
strategic alternative” for its individ-
ual life insurance and retirement 
plans businesses and its broker-dealer 
subsidiary, Woodbury Financial.

-
cial supermarket” concept, many 
experts believe that approach never 
resonated well with consumers. In 

analyst with Barclays, said the plan 

is an “acknowledgement that the 

model faces challenges.” 
The decision to focus its busi-

ness followed a push by hedge 
fund investor Paulson & Co. Inc. 

for the bulk of Hartford’s earnings. 
Among other multilines that have 
chosen to separate P/C and life are 

Cigna, noted Paulson.
In late April, the com-

pany halted new sales 
of individual annuities 
and forged an agree-
ment with Forethought, 
a Houston-based, pri-
vately held diversified 
financial services com-
pany, to purchase its 
individual annuity new 
business capabilities.

Earnings for Hartford’s individual 
annuity business, in which the com-
pany once led the pack in sales, fell 

the prior-year period. 
The company isn’t alone. Several 

announced plans to exit the indi-
vidual annuities market.

The Basics
Hartford Financial Services Group Inc.
A.M. Best Company # 058707
Chief Executive: 
Liam E. McGee, 
chairman, president 
and CEO
Headquarters: 
Hartford, Conn.
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* Charts reflect data for Hartford Insurance Group.
All charts source:   L/H and P/C Statement File

Company ResultsCompany Results
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The Basics
Nationwide Mutual Insurance Co.
A.M. Best Company # 002358
Chief Executive: 
Stephen S. Rasmussen, 
CEO
Headquarters: 
Columbus, Ohio
2011 Total Admitted 
Assets: $27.6 billion

Top Lines of Business
(Net Premiums Written)
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Capital Growth
Nationwide’s merger with 
Harleysville expands its 
distribution network and 
ability to increase market 
share.

O -
tiline carriers and financial 
services organizations has 

expanded its operations to grow 

-

-
bine with Pennsylvania-based Har-

-
-

Harleysville’s 

-

-

-

-
-

declined following severe weath-

-

-

o f  the largest 
national indepen-
dent agency dis-

-
-

-

“With Harleysville’s expertise in 
-

All charts source:  L/H Statement File

Company Results



22 BEST’S REV

The Basics
QBE Insurance (International) Ltd.
A.M. Best Company # 084314
Chief Executive: 
Frank O’Halloran, 
CEO
Headquarters: 
New South Wales, 
Australia
Parent Company: 
QBE Insurance 
Group Ltd.
Parent’s A.M. Best Company # 085434
2011 Group Total Assets: $46.7 billion

QBE Insurance is 
expanding into the United 
Kingdom, United States 
and Latin America.

Planting the Flag
Q

(%)

QBE Business Model: 
Growth by Acquisition
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Segment Analysis
Gross earned premium for the year ended  
December 31
(%)
 2011  2010
North American operations 41.7 34.0
European operations 26.0 29.8
Australian operations 24.4 27.7
Latin American operations 4.2 4.1
Asia Pacific operations 3.7 4.4

Worldwide Portfolio Mix
Gross earned premium for the year ended  
December 31
(%)
 2011  2010
Property 32.8 29.7
Motor and motor casualty 14.2 14.5
Agricultural and bloodstock 12.7 6.9
Public/product liability 11.7 13.9
Marine, energy and aviation 7.2 8.9
Workers’ compensation 7.1 7.7
Financial and credit 5.1 6.2
Professional indemnity 4.2 5.3
Accident and health 3.6 5.3
Other 1.4 1.6

All charts source: QBE 2011 Annual Report
Source: A.M. Best Co.   

Company Results
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The Basics
SunAmerica Life Insurance Co.
A.M. Best Company # 007102
Chief Executive: 
Jay Wintrob, president 
and CEO, SunAmerica 
Financial Group
Headquarters: 
Los Angeles
Parent: American 
International Group
A.M. Best Company 
# 058702
2011 Assets Under Management: $257 billion

Source: SunAmerica Financial Group

Breathing New Life
SunAmerica Financial 
Group says a new 
organizational structure 
will better serve its 
distribution partners.

After mortgage-backed secu-
rity investments caused AIG 
to suffer a near collapse in 

-

That led to the recent creation 
of an all-channel distribution firm 
designed to accelerate growth in 

Financial Group was formed to 
c o m b i n e  A I G ’s 
domestic life and 
retirement services 
companies under a 
more streamlined 

with challenges surrounding its 

has been reinstated by all key distri-
bution networks and has expanded 
marketing through newly estab-

-

added several experienced leaders 
from outside the company and cre-

America Financial Group Distribu-

management efforts across Sun-

will oversee all sales of American 

and SunAmerica’s variable annuities 

Part of AIG’s reorganization also 
includes establishing an institu-
tional markets division to oversee 

-
s ion terminal 

placement life 

-

management of AIG’s existing sta-

SunAmerica Financial Group 

believes the new organizational 
structure will enable the company 
to better serve its broad network of 

together to help even more Ameri-
cans plan for and achieve financial 

He expects SunAmerica will 
continue focusing on risk-adjusted 

addition to selling where it can get 
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Top States of Business
(Direct Premiums Written)

Top Lines of Business
(Net Premiums Written and Deposits)

 2011 2010 2009
Individual Annuity 33,436 48,365 33,062
Group Annuity 1,166 1,105 406
Ordinary Life -1,853 -1,881 -2,114
All Other Lines 0 0 0
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* Charts reflect data for SunAmerica Life Insurance Co.
All charts source: L/H Statement File

Company Results
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Taking a New Direction
WellPoint’s growth 
strategy focuses on health 
care reform and the 
Medicare market.

WellPoint is one of the 
-

ers by membership and 
has been a visible national voice on 

WellPoint joined with the health 

ago to declare that it “will be spe-
cifically advocating for health care 
reform and agreed that as part of 

-
rier of pre-existing conditions, and 

policies to all com-
ers in the individ-

Braly has advocated a greater 

-

administration for repeating a 
later-discredited charge that Well-

women with breast cancer from its 

-
versity, Braly said that it’s her job 
to drive “the change necessary 
to create an efficient and effec-

and health care for all Americans, 

along with being an advocate for 

-
tion of the new health care law, 

to offer a private, online health 
-

ers ahead of the state-based health 
-

Part of Well-
Point’s growth 

on the Medicare 

boomers will age into Medicare 

-

clinics in California, Arizona and 

The Basics
WellPoint Inc.
A.M. Best Company # 058180
Chief Executive: 
Angela F. Braly, 
chairman, president 
and CEO
Headquarters: 
Indianapolis
2011 Assets: More 
than $52 billion (as 
of Dec. 31, 2011)

Membership
Senior 

 4%
Federal Employee Program 

 4%
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6%
Individual 

 5%

Blue Card 
 14%
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Local Group 
 45%
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20112010
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All charts source: 2011 Annual Report

Company Results


