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CREATING CONDITIONS
-UR INNOVATION

> Hire smart people > Change your commute

> Force connections >Host a Culture Week

> Go to lunch with someone you intellectually disagree with

> Listen to a TED talk rather than watch your favorite TV show
> Read a holy book from a different religion > Meditate

> Try an ethnic cuisine you've never tried before






How do we insure the weather?




Underwriting
weather
is tough..

no fixed pricing
model..

spotty and/or
old data..

scattered data
SOUrces..




What about weather intelligence...




..« fused with on-demand
underwriting tools and
claims'delivery systems...




... fit for the digital age.




WEB
ENABLED
HYPER
LOCAL
WEATHER
DATA




A world

where
data files
your
claims
instantly

\\

ALL IN THE PALM OF YOUR HAND




a-55
8:33

[=] Saving screenshot..

¢ @ HCC - Weather Report Results

&¥ HCC Specialty ¢ @ HCC - Insured Events

We've found the following coverages that
match your policy number:

CLAIM TRIGGERED

Thank you for choosing HCC Specialty.
Enter your policy information below to

R : 07/03/2014 We hope your event was a success
Rain (Consecutive Dry Hours) despite the weather!

We've already notified our claims
12/15/2014 department, and your check will arrive
Rain (Total Accumulation) within ten business days.

Thank you for choosing HCC Specialty.

12/16/2014
Rain (Non Consecutive Dry Hours)

email me my weather report

check my weather

12/16/2014 email customer support

Temperature (Minimum)
call customer support

12/16/2014
Snow (Incremental Accumulation)

Real-time claim info at the touch a button



VAV

Weather Analytics






Alerting Report
Platforms SRS
Software Web Apps
Climate N |
Changing Trends imate Normals
Models/Indices Data Fusion
Sunshine Hours
Structured

ey Bty N Conditons
Globally Gap-Free 35 years



60 TRILLION

DATA MEAUREMENTS

SIX BILLION
ADDED DAILY




Impact: Better Pricing
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HAGERTY OVERVIEW

® CLASSIC CAR INSURANCE & ROADSIDE

® HAGERTY CLASSIC CAR MAGAZINE

® HAGERTY VALUATION TOOLS




MOST COMMON QUESTIONS

® \WHAT’S MY CAR WORTH?

® HOW’S THE MARKET DOING?




THE PROBLEM: LACK OF

COMPREHENSIVE RESOURCE

), —

[ESTS: PORSCHE 944 TURBO §, VW JETTA GUI

ROADGTRACK}

AFFORDABLE

. 2000 smo.'h’"

e basket-case cars. I's frightfully
money inke ressorations, Owen
je of the West Coast's lead

And where do you find such can? From: peivais partics, 23

Hemmings. in v
weekly tablobds like the Ao Trader, and. of course, in local
newspapers.

A spensored by a ¢ar club and devoted
wa unglc margue of one- thal’s open 1o all interesting obd
cars—1s often 3 bountiful hunting ground. (Swap-meet dates
and kocations araund the country are lsed in Moararings. )

i it takes |S00-3000 hours Tor 3

storation on any chr much mure:

Lawcia Aurelie B2, 10R8 smmo 200 Sim'lﬂ

il 5 Sl soir, i in Calix
finally restoning A car unless you
b o S 1000, 008 when it's finishedd.

v Gl 1o pay A premium for a fine

ALTOMCILE CAAETLILY TP B B B LY

Cining, going. . .

vesiorthe action (and the hoopla)n the old-car busines
surmounds auctions like those held by Tom Barreit or
Rick Cole. With hundreds of cars maosing thiough a majoc sucs
tion each day, they Can mean ofc-$lop shopping.

Drespine the staggering prices pand for the top-billed cars,
awciioms aren't just lmited to the very high rollers the average
price paid for 3 carin Cole's aucuions is only $ 14,000

Although prospective buyers gét & chanee 10 examine the
codmelics of auction cars. they often aren’t allowed o drive
them—ntil it's oo late and they've given the winning bid.
Just ascume the engine fs had " advises Don Williams, of the
Blackhawk Collection.

But perhaps the biggest danger of buying at an auction is
Rosing your good sense. Scatt Baley, former publisher of Auie-
mobife. Qmarierly. vnee wiote, *Logie. riionale, rehance on
ood judgment, restraint, the selfevident
- can be swept away

e D,

S e phnc iepling i misshoncecevolor Hif ecoen 1
busilt dm bis ability to whip up a frenzy For bigper and bipger
hids, creating an aura of belicvability built 10 no small degree
an carefully intoned words and phrases in magcal sequence
combined with facial gestisrcs and bodily stances of authority. ™

Financing yobr pirchase can be problematical hecause
many banks have yer a0 geasp the notlan that collectible cars
aren’t merely overpriced wsed cars. Bul insuring it should be a

. 'y 000 5
uret Martin D4 1955 £20,000- 50,000,

75,000-5150,000.

breese. Amercan Collecions and Condon & Skelly. amang
others (onee again, refer to Hemmings), offer special rares for
collectible cars=rates that seem 1 1o be true. For in-
stance, 3 Meyearobd car valued ar 520,000 will cos less than
S 160 a year lor Null coverage. There are restnctions, however,
such as limiting annual mileage to leas than 2500,
Fisially, we come 10 the most important bit of buying advice
of all. “The collectors who've made out the beil always buy
what they like,” says Brownell
Forget about investments. Forget about the experts’ predics
tioms. Buy the car that stirs your soul. Buy the caryou love. G5

COMMON RESPOSEE was “Hell. whe
Alnﬂ\nill'llﬂ!n bearound in the
year 20000 So believing they

had lluhmslu lose, a dozen fellows in-

volved in e ol

lection. He wold be extremely wealihy
now had he held an 1o the three vintage
Fermanis he once owned

Davld Brownell reads hundreds of

Tully acccpred the followin, ucst
fnmv’; kmu!PA Track: L '“l
Draw up a list of collectible cars you
feed will make preat invedments for the
wear 2000, The cars must be posi-Workd
War 1 modets, either domestic or im-
ported. And. assuming they're in first-
rte condition, they mus sell today for
bess than $ 30,000 preferably a dot loss.
Here are the progrostientons:
Thomas W. Barrere Il was ance
described by the Lar dnpefer Times as
“RT. Barnum. King Farouk and WO
Fields all rolled into one Chicage Irish-
mag." He lives om a Scotisdale, Arizona
etate with climare-contolled garages
for 100 cars and presides over the Bar-
reti-Fackson collectible-car auctlon each
January in Fhoena,
Dean Bachelor s a profific writee and
author, a former Editor of RET, who
once mansged Harrah's sutomobile cole

s cach month a5 thy
eross his Editor's desk an Mesiings Mo
Jtor News. He also moonlights as Edsior
of Spevial Interest Autos.

Richie Clyne is administrtor of the
Las Vegas Imperial Palace aislomobile
Lolln-uon and co-organizer of “The
Auction,” held in Lax Vegas Lt Apnl,

Rick Cole. boy wonder of collechible-
car auctiomecrs, rams Morth Hollywood:
based Rick Cole Auctiond, Inc.

Sieve Earle i neither an suctioncer
noe 3 deaber. But, a5 founder and orgs
nizer of the annual Monterey Historic
Autamobile Races, he mutinely deals
with plenty of eollectible cars

Jerry Fer =2t oul o build the
largest collectible-car dealership in the
middbe of nowhere and succesded. His
Classic Car Centre 5 an emporum/res-
toratson shop in Warsuw, Indiana,

Marvin Pricdman is willing 1 pat his

mancy where his predictions are. IF you

find 2 goodd example of any of the col-
lectible cars on his it just call him { 00
215-TETE), and his company, Registry
Financial Services of America, will be
glad to loan you the cash.

Fhil Hill, former Formula | Champi-
on and co-praprictor of Hill & Vaughn
(o of the finest restomtion shops on
the West Caast), mid he doesa’t put
much faith in his collectibie-car price
prediciions. But be gamely belped out,

Ed Jurist is the granddaddy of collec-
ibte-car dealers, who founded the Vin-
tage Car Store in 1956 that occupies a
onestime Cadillac showroom bt i the.
Twentics in Nyack, Mew York,

v Ward doubles as 3 new Ferran
and Rollv-Roytc salesman and serves a5
a collectible-car broker at Symbuolic Cars
of La Jolla. California.

Danald Willinms {5 owner of the
Blackhawk classic-auta collection in
Morihern California. He also co-orga-
nized “The Auction” in Las Vegas.

— Peter Bahe




CATS,
TAge

: the
irive
bid.
{ the

s
L1et0-
¢ on
dent
way

,;isro;! Martin DB, 1988 $20.,000-

$50,000, 2000 575.000-8150.000.

Finally, we come to the most important bit of buying advice
of all. “The collectors who've made out the best always buy
what they like,” says Brownell.

Forget about invesiments. Forget about the experts’ predic-

tions. Buy the car that stirs your soul. Buy the car you love.

ANDTHE EXPERTSARE...

COMMON RESPONSE was ““Hell, who

Aknows if I'll even be around in the

year 2000 So believing they

had nothing to lose, a dozen fellows in-

volved in the collectible-car scene cheer-

fully accepted the following request
from Road & Track:

Draw up a list of collectible cars you
feel will make great investments for the
year 2000, The cars must be post-World
War II models. either domestic or im-
ported. And, assuming they’re in first-
rate condition, they must sell today for
less than $50,000—preferably a lot less.,

Here are the prognosticators:

Thomas W. Barrett III was once
described by the Los Angeles Times as
“ET. Barnum, King Farouk and W.C.
Fields all rolled into one Chicago Irish-
man.” He lives on a Scottsdale, Arizona
estate with climate-controlled garages
for 100 cars and presides over the Bar-
rett-Jackson collectible-car auction each
January in Phoenix.

Dean Batchelor is a prolific writer and
author, a former Editor of R&T, who
once managed Harrah's automobile col-

lection. He would be extremely wealthy
now had he held on to the three vintage
Ferraris he once owned.

David Brownell reads hundreds of
collectible-car ads each month as they
cross his Editor’s desk at Hemmings Mo-
tor News. He also moonlights as Editor
of Special Interest Autos.

Richie Clyne is administrator of the
Las Vegas Imperial Palace automobile
collection and co-organizer of “The
Auction,”” held in Las Vegas last April.

Rick Cole, boy wonder of collectible-
car auctioneers, runs North Hollywood-
based Rick Cole Auctions, Inc.

Steve Earle is neither an auctioneer
nor a dealer. But, as founder and orga-
nizer of the annual Monterey Historic
Automobile Races, he routinely deals
with plenty of collectible cars.

Jerry Ferguson set out to build the
largest collectible-car dealership in the
middle of nowhere and succeeded. His
Classic Car Centre is an emporium/res-
toration shop in Warsaw, Indiana.

Marvin Friedman is willing to put his
money where his predictions are. If you

find a good example of any of the col-
lectible cars on his list. just call him (300
225-7878), and his company, Registry
Financial Services of America, will be
glad to loan you the cash. '

Phil Hill. former Formula | Champi-
on and co-proprietor of Hill & Vaughn
(one of the finest restoration shops on
the West Coast), said he doesn’t put
much faith in his colleciible-car price
predictions. But he gamely helped out.

Ed Jurist is the granddaddy of collect-
ible-car dealers, who founded the Vin-
tage Car Store in 1958 that occupies a
one-time Cadillac showroom built in the
Twenties in Nyack, New York.

Owen Ward doubles as a new Ferrari
and Rolls-Royee salesman and serves as
a collectible-car broker at Symbolic Cars
of La Jolla, California.

Donald Williams is owner of the
Blackhawk classic-auto collection in
Northern California. He also co-orga-
nized “The Auction” in Las Vegas.

— Perer Bohr

JUNE 1988 51




EXISTING RESOURCES RELIED HEAVILY
ON PUBLIC AUCTION DATA




INNOVATIVE SOLUTION: COMBINE EXPERT
OPINION WITH THE MOST SIGNIFICANT MARKET
DATA

® AUCTION DATA

® PR|VATE SALES
® DEALER SALES
® INSURED DATA




LOGOUT » AGENTLOGIN » . 877-922-9701

HAGERTY.

WHAT'S Yllllll GLASSIC WORTH?

and VIN du,udvr Besl of all, it'’s cnmplelely free!

VALUE YOUR CAR NOW ©

KNOW WHEN TO BUY, SELL OR COLLECTOR CAR INDEXES THE PREMIER CLASSIC CAR
HOLD Uss our exclusive stock market-style indexes o follow value trends VALUE GUIDE

over the last 5o years covering everything from Muscle cars to British

Track and compare classic car vaiu trends that matter the most to you Expert data drawn from years of experience driving and insuring classic

cars.
and your investments with our FREE Collector Car Portfolio tool. cars. Produced quarterly, multiple subscription options avallable,
VIEW MARKET TRENDS ©
Sceaws
Featured Article Recent Valuation Articles & Videos View All »

EESSN  Auction Preview: Arizona 2015 $1 million-plus cars

By Andrew Nowion on 182015

Saven figures doesn’t have the same ring 1o it thal it has had in years past, but it is still a natural demarcation line 1o identify top-tier
auction cars. With ... Mora »

Auction Preview: Arizona 2015 $100,000 to $1,000,000 cars

By Andrew Nawion on 1772015

January's Arizona auctions have historically been one of the best settings to see rare and important muscle cars, but in reality there
are rare and important ca ... More »

Auction Preview: Arizona 2015 Sub-$100,000 Cars

Project Portland: 3 Guys, $3K, 3 Classic Cars [

At Hagerty, we're firm believers that there's a classic car for every “
The Arizona auctions are best known for seven-figure prices—be it for a Batmobile or a bus—but the truth is that afiordable cars

budget, and we sat out 1o prove that claim in our latest video. On the
streats of Portland with $3k apiece our hosts were tasked with finding

abound. Most of the cars that w ... More =






1969 CAMARO: 96 ENGINE/TRIM/CONDITION
COMBINATIONS RANGING FROM $12,000 - $444,000

307/200 L14 Cpe $32,900
350/255 LM1 Cpe $37,400
350/250 L65 Cpe $39,100
350/300 L48 SS Cpe $48,800
396/325 L35 SS Cpe $51,500
396/350 L34 SS Cpe $60,900
396/375 L78 SS Cpe $65,900
396/375 L89 SS Cpe $161,000
302/290 Z/28 Cpe $114,000
427/425 L72 COPO Cpe $236,000
427/425 ZL1 COPO Cpe $444,000




HAGERITIY COLLECTOR CAR INDICES

750
650
550
450
350
250
150
50 ‘==
QD PP EO O s o o a4 %k Lk Lk LS
F o 000000‘* SIS GGRL I IGS o o
J & *} Qf Q Q l _kl Q - -k.' Ql Cd _kd Q’ -
FEFLPFFLTFFES @V‘ & '\?‘5‘6‘? FEFLFPTFFFSSTFE LS
=""BLUE CHIP" INDEX ——=]INDEX OF BRITISH CARS
=—=]NDEX OF FERRARIS =——=]NDEX OF AMERICAN MUSCLE CARS
—=INDEX OF GERMAN CARS ——=INDEX OF 1950s AMERICAN CLASSICS
——=INDEX OF AFFORDABLE CLASSICS




HAGERTY MARKET RATING

First true real rating for the status and health of the collector car market. The entire market summed up in one measurable
number.

MARKET RATING

70.22*

As of Jan 2015, up from 68.91 in Dec 2014




SIGNIFICANT BENEFITS

® INCREASED WEB TRAFFIC & SEO

® BLOOMBERG FINANCIAL TERMINAL
® PREFERRED PARTNER

® PROPERLY INSURED VALUES

® PREDICT THE MARKET AND TRENDS
® TRUSTED RESOURCE



CLASSIC CAR TRAINING

CLASSROOM

® HISTORY OF THE AUTOMOBILE
® CAR BASICS

HANDS-ON

® ENVIPLOYEE RESTORATION PROJECT
® ENGINE ESSENTIALS










THE TWO CARRIER
APPROACH TO
PROGRAM BUSINESS

Scott Young

Bellingham Underwriters, Inc.



Story Behind the Two Carrier
Approach

Historically, Bellingham Underwriters had used one
carrier to reinsure 1ts Transportation Program.

In 2004, after just renewing our contract, Converium
elected to leave North America and terminate all of
their US Programs by year end.

We had a large book of business with a very low loss
ratio and a strong carrier relationship, but it was not
good enough.

Needed to find a replace carrier quickly.

Had difficulty finding a carrier willing to take on a
Transportation Program.

We found a replacement carrier, but then realized we
needed to find a solution to our reliance on a single
carrier.



Development of Two Carrier
Approach

Ken Robinette came up with the idea of two carriers sharing the
book of business.

We file the exact same product for two carriers and then have the
two carriers enter into a QS reinsurance agreement with each
other.

Many carriers like to control the product and look to the Program
Administrator to simply distribute it. This will not work with the
two carrier approach.

Need to have a fully functioning indeI[))endent program, that the
carriers just have to buy into, that the Program Administrator
controls.

Administrative capabilities to handle process.
Underwriting Plan in place that is yours.
Ability to collect underwriting/exposure data.

Needs to be big enough to make economic sense for the two
carriers.



Impact/Results of Two Carrier
Approach

Two carrier approach has been successful as we continue to
navigate carriers that shift management, are bought and
sold, lose financial ratings or change business appetite.

Advantages
. Provides us with a much more stable platform.
. Allows our program to remain in our control.
. Creates a three party partnership with multiple shared views.
. Greater exposure/Identity with multiple carriers.
Disadvantages
. Cost of managing multiple carrier interfaces is more expensive.
. More time consuming for the Program Administrator to manage the
individual carrier relationships.
. Can be a difficult/strained partnership if the two carriers are not
getting along.

Culture/Feel of the carrier can not be understated. Must
have a shared underwriting philosophy and approach to
how the program is to be managed.



Process of Two Carrier Approach

Selected a handful of carriers that had expressed
interest in our program.

Sent proposals to each carrier with a cover letter which
declared our intent. This helped to create an
environment where the carriers would need to
compete for the book of business.

Scheduled carrier audits of our facilities and made
visits to all the carrier offices to meet their people and
examine their facilities.

Evaluated the carriers based on the criteria we
determined important.

Choose the carrier that had the best fit based on the
criteria and sent letters to each of the others advising
why they were not chosen.




Criteria of Carrier Evaluation

Financial strength

Underwriting philosophy and approach to managing the program
sector

Potential overlaps with other programs or carrier products

Acceptance of National Claims Management as the TPA on our
program

Acceptance of the existing expense and profit sharing structure in
the program

Ability to provide XS limits on existing carrier treaties
Data and accounting interface

Willingness and ability to support growth of new programs with
BUI or expansion of the existing program

Reasonable and balanced provisions in the GA agreement
Responsiveness and decision making structure



TARGET @MARKETS

Program Administrators Association

THANK YOU

JEREMY SEAN TIM SCOTT
HITZIG CURTIN TOMPKINS YOUNG
jhitag@listinguished com scurtin@hcc.com ttompkins@hagertycom  scott young@pell- uw.com

SPONSORED BY ROUGH NOTES
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