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Pressures Forcing Change in Distribution ...

Changing buyer behaviors and attitudes
Technology

New products

Consolidation

Expense pressur
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New entrants
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Pressure #1: Changing Buyer Behaviors and Attitudes
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Pressure #2: Technology (example: Al Opportunities in Distribution)
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Pressure #3: New Products
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Pressure #4: Insurance Distribution M&A Off the Charts

Number and Volume of Insurance Distribution-Related Mergers & Acquisitions
Global, $ in billions
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Pressure #4: Insurance Distribution M&A Off the Charts

Steady Interest in Acquiring MGAs/MGUs/PAs
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Pressure #5: Stubbornly High Expense Ratio

Property-Casualty Industry Expense Ratio
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Pressure #6: Halting Growth

Organic Growth—Best Practice Study Agencies—Total Agencies
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Pricing Trends Turning Positive, Should Help Organic Growth
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Pressure #7: InsurTech Invasion Introduces Numerous New Entrants

InsurTech Investment
$ in millions
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Pressure #7: New Entrants

New Business Models Direct Small Commercial Digital MGAs
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Agents/Brokers, Insurers, and Investor Responses

Agents/Brokers

-Joining networks/clusters
-Enhancing services & capabilities

-Tech upgrades
-M&A
-Partnerships
with InsurTech

Digital
marketing

-Going direct
-Diversifying Digital
product offerings MGAs

Insurers
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Success Drivers

1. Efficient Process and
Cost Management

3. Value-Added Services
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THANK YOU
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APPENDIX — ADDITIONAL SLIDES
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Insurance Distribution Channels Expanding
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Personal Auto Big Shifts in Channel Mix

Personal Auto
2010 2017
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2017 Personal Auto DPW: $231.3 billion
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Note: The graph reflects a revised methodology for analyzing distribution channel market share. Conning’s methodology uses the following sources: A.M. Best,
company statutory filings, company GAAP filings, investor presentations, and company news releases.

Prepared by Conning, Inc. Data source: ©2018 A.M. Best Company—used by permission, public filings and company reports

C O I G © 2018 Conning, Inc. This research publication is copyrighted with all rights reserved. No part of this research publication may be reproduced, transcribed, transmitted, stored in an electronic retrieval system, or translated 17
‘ N N N into any language in any form by any means without the prior written permission of Conning.



Change in Direct Led by Major Writers

Direct PPA Premium Growth at Progressive, USAA, and Berkshire Hathaway
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company GAAP filings, investor presentations, and company news releases.
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Personal Lines Leading Shift To Direct Distribution
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statutory filings, company GAAP filings, investor presentations, and company news releases.

Prepared by Conning, Inc. Data source: ©2018 A.M. Best Company—used by permission, public filings and company reports

into any language in any form by any means without the prior written permission of Conning.

(‘ C O N N I N G © 2018 Conning, Inc. This research publication is copyrighted with all rights reserved. No part of this research publication may be reproduced, transcribed, transmitted, stored in an electronic retrieval system, or translated 19



ABOUT CONNING®
Conning (www.conning.com) is a leading investment management firm with approximately $132 billion in global
assets under management as of June 30, 2018.* With a long history of serving the insurance industry, Conning
supports institutional investors, including pension plans, with investment solutions and asset management
offerings, award-winning risk modeling software, and industry research. Founded in 1912, Conning has investment
centers in Asia, Europe and North America.

*As of June 30, 2018, represents the combined global assets under management for the affiliated firms under
Conning Holdings Limited, and Cathay Securities Investment Trust Co., Ltd. (“SITE”). SITE reports internally into
Conning Asia Pacific Limited, but is a separate legal entity under Cathay Financial Holding Co., Ltd. which is the

ultimate controlling parent of all Conning entities.

Insurance Research
Conning publishes a number of insurance industry research services, including its Insurance Segment
Reports semiannual line-of-business reviews; its Forecast & Analysis service, which offers a forward look at the
industry; and its well-known Strategic Study series of executive reports on key products and trends and issues of
critical industry importance. All are available in print and online through our web-based insurance research portal
Conning Library (www.conninglibrary.com).
In addition to its published research, Conning offers proprietary research services to the insurance industry.

For more information on our insurance research services,
please call 888-707-1177 or visit www.conningresearch.com.

This presentation has been prepared for and distributed exclusively to specific clients and prospects of Conning.
Further distribution, sale, or reproduction, in whole or in part, and by any means, is prohibited. Statements and
information in this report were compiled from sources that we consider to be reliable or are expressions of our

opinion. The presentation is not infended to be complete, and we do not guarantee its accuracy. It does not
constitute and must not be considered investment advice. It should not be interpreted as an offer to sell, or a
solicitation or recommendation of an offer to buy any security, product or service, or retain Conning for investment
advisory services. The Company’s unique combination of asset management, risk and capital management
solutions, and insurance research helps clients achieve their financial goals through customized business and
investment strategies.

The names of certain companies, products, and product brands, and the logos and images related thereto, are
trademarks of their third-party owners. They are used herein for illustrative and informational purposes only.
Nothing herein implies sponsorship or endorsement of those companies or products by Conning, or an
endorsement by such trademark owners of Conning or its products and services.
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