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AIX Group

Changing market cycles, channel conflicts, fluctuating carrier strategies,
and more, make commercial program business a costly venture. Partnering
with the wrong company is extremely expensive and can adversely affect
your business. It's no surprise few do it well. AIX is one of those few.

The Market Environment:

The specialty program market is changing quickly with
opportunities and challenges that can make or break an
administrator’s program. With economic recovery and solid
rate increases in most commercial lines of business comes
strong potential for revenue and margin growth.

At the same time, this opportunity for growth and
earnings can’t be unlocked without a strong and capable
carrier partner. Many specialty carriers who have written
business for the last five years or more are dealing with
significant legacy issues. Distracted by poor performing
programs and run-off issues, they have become unrespon-
sive to new business opportunities. Even with existing
deals, many carriers are overreacting, pushing rates
indiscriminatingly, which leads to frustrated clients and
increased threat of adverse risk selection for themselves
and their partners. It’s a clear path to failure.

Other inexperienced carriers are driven by increasing
market rates, trying to buy their way into the program
market. While these new players may seem attractive at
first, many lack the expertise and discipline to survive over
time. As a Program Administrator, you should be somewhat
wary of this new class of specialty carriers. You don’t want
to get caught moving your program to a carrier that lacks
the expertise to thrive long-term.

In this environment of turmoil and change, many
program managers will find themselves looking for a new
carrier. Finding the right partner is never easy and obstacles
sometimes seem endless. It takes experience and a
commitment to long-term success to recognize and walk
away from the carrier that will threaten your operation.
You want a winning program for today’s needs, but with a
carrier who can evolve with you for years to come.

Why AIX?

While other carriers habitually enter and exit niches,
AIX has demonstrated a long-term commitment and a
disciplined approach of carefully and selectively building a
portfolio of high-quality clients and programs. We achieve
success through a combination of expertise, collaboration,
and a commitment to long-term partnerships.
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* Experienced leadership— AIX’s leadership team
has been at the forefront of the program market for a
quarter century. Our experts have started carrier
program operations, owned and managed consulting
and program administering companies, and transacted
billions of premium dollars.

* Financial stability — We are a Best’s-rated “A XIV”
specialty program carrier with the robust financial
strength of The Hanover Insurance Group’s “A” rating
behind us.

* Flexible program structure—Program structures can
vary substantially based on client needs and
capabilities. Captives, rent-a-captives, commission
slides, profit-sharing, and traditional guaranteed costs
programs can be employed on a case-by-case basis
at AIX.

* Lack of channel conflicts—Only AIX programs are
written on our statutory admitted carrier. Channel
conflicts for our clients are practically non-existent.

* Strong reinsurance relationships—Long-standing
and successful relationships with London, Bermuda,
and domestic reinsurers ensure that our treaties are
competitive and that we can quickly place
program-specific reinsurance when it makes sense.
These relationships also present an opportunity for
sophisticated Program Administrators to leverage the
relationship into other potential ventures.

No other company works harder than AIX to remove
barriers and create confidence for its clients. We can struc-
ture programs with risk retention mechanisms, including
captives, commission slides, deductibles, and SIRS. We
work with reputable third-party claims administrators. We
collaborate with our partners. This is why the best agents,
Program Administrators, and MGAs trust AIX. Stability,
commitment, and integrity are the characteristics that
continue to attract agents and customers to AIX.

Just ask Terry Moore, principal and director of B&B
Programs, a division of Barney & Barney LLC. “AlIX is
a perfect program partner for us. They are creative and
supportive in every respect. At B&B Programs, we seek
long-term working relationships that benefit all our
business partners. We believe AIX shares that philosophy,
and we are proud to be associated with them,” said Moore.

The challenges in writing commercial program business
are endless. Count on our experience to help you succeed. &






