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Our Schemes team take the time
to understand your business to
help craft solutions to address
market opportunities.



There is no universal definition of a scheme, but
the crucial component shared by every scheme
is that it is a bespoke proposition designed for a
distinct and scalable customer group.

A scheme differs from a traditional insurer-broker partnership in that it is
broker-led and builds on key customer insight. It is, by working in partnership,
that the insurer and broker develop their clear vision into a bespoke offering.

However you define it, it is clear that the schemes market is growing and is
expected to continue on its upward trajectory in the years ahead. Schemes is
an integral part of the UK insurance market and represents a huge opportunity
for growth for UK brokers.

The UK schemes market

Figures from Insurance Age Market Focus Schemes Brokers 2016.

£8BN

72% 33%

of brokers of schemes
trading schemes. traded online.



Why schemes now?

Due to a combination of social and economic factors, there has never been a better time to develop a scheme.

The changing landscape: key trends

Economic downturn

We are moving into uncharted territory. The economy is
facing a downturn precipitated by Brexit and the Covid-19
pandemic. We have recently seen huge names in retail
succumb to competition from online retailers. We also
see opportunities in a changing environment. 2020 saw

a 12%* increase in start-ups and huge diversification by
businesses to stay relevant, as a broker it has never been
more important to listen to and respond quickly to help
your customers navigate successfully.

Customers driving value and satisfaction

The hardening market that has been threatening to
impact the insurance industry for a while is now upon us.
Significant rate increases are being implemented across
the entire industry. In this landscape, you must be prepared
for increased queries from customers on pricing and

the increased administration that comes with that, but
customers have always wanted value and quality advice.
Being accessible and responsive will be key. A digital
scheme can drive these values and a greater customer
experience which is flexible to their needs.

The demand for differentiation (vs. commoditisation)
Customers today are far more astute when buying
insurance products. They expect a product or solution

to meet their specific needs. Rather than providing a
standard, off-the-shelf product it’s time to think about
offering a product that’s been completely tailored with
your end customer in mind.

Being a specialist helps customer retention, it also allows
you to understand a specific sector which enables you to
add real value to your end customers.

In this landscape, schemes offer you:

e |ess volatility in a hardening market;

e more protection from open market pressures;
e added value when under customer pressure;
* new business with better margins;

e away to show end customers that you truly

Why Hiscox?

Hiscox has committed to build a reputation for specialist insurance that is honest, easy and worry-free.

This commitment aligns with our schemes proposition,
empowering us to create an offering that is responsive,
personalised, relevant and niche for our customers.

We have had a presence in the UK schemes market
since 2010, we believe this has enabled us to take a fresh
approach to the sector, our mission is to create a new
standard in customer expectation through consistent

and creative scheme delivery.

What do we look like today?

A 40+ strong team across all elements of scheme
delivery including sales, account management,
underwriting, research and development, operational
efficiency, conduct and compliance, delegated authority
management, digital delivery and marketing (see roles
and responsibilities below).

We are a key component of the Hiscox UK growth
plan for 2025 and currently the fastest-growing area
of the business.

We want to be the best, not the biggest scheme-provider
in UK schemes market. We are committed to raising the
bar when it comes to broker expectations.



Creating a new standard
in schemes

We achieve this in a number of ways...

Empowering you as the expert

A scheme partnership with Hiscox provides fulll
accountability. A joint business plan will be in place,
demonstrating clear customer strategies that sit
alongside a proposition that has been built to achieve
the right goals. A successful scheme needs to be agile,
and fundamentally responsive to the customer to ensure
it remains relevant and adds value. This can only be
achieved by listening to customers, and understanding
the data and performance trends both good and bad.

By combining these elements the scheme we build
together is sustainable for the long term.

Giving customers the right insurance for them

Hiscox believes that the best schemes are personalised
with the end customer in mind, therefore we rely on your
expertise in order to understand their insurance needs.

We want to work in conjunction with you, to understand
the key issues to enable us to tailor a solution that is
right for the customer.

Our process for each scheme will include research
and development into the sector, the customers and
also the competitors.

Hiscox take an agile approach to delivery, this ensures
that our scheme products are delivered within agreed
timeframes and are individually managed with you by
our schemes project manager to suit your needs.



Helping you drive efficiency

Seamless service

With a scheme solution, the broker takes more
responsibility when it comes to service. A delegated
authority solution empowers you to make the decision
and drive the business as you want to. This should
give you a clear advantage when it comes to providing
the service that your customers need:

e you create the quotes;

e you bind the business;

e you issue the documentation.

When you have referrals, our dedicated underwriting
team will get responses and decisions back to you
within agreed timescales to help you maintain those
service levels and reputation. We have a minimum of
two underwriters on each scheme which enables us to
be responsive and flexible for our brokers.

Trading efficiency
Our specialist scheme operations team can further
improve efficiency on each scheme.

In order to remain responsive and relevant to customers
we need to ensure we understand the following:
where referrals are coming from;
what trends are evolving and were they expected
in the agreed business plan;
where a solution is digital, are we seeing the trends
and activity we expected;
can we identify areas within the customer journey
that are creating a negative trend that needs
corrective action.

We also deliver efficient methods of trading by
leveraging developing technology within the insurance
market. This includes creating automated solutions and
quote and buy solutions.

Schemes account management team

Our Schemes Account Management team provides
support and guidance to all of our broker partners.
Scheme communication and collaboration, supported
by clear business plans enables us to work with you

to ensure we have clarity on where we want to take the
scheme next and what the opportunities look like.



The Hiscox Schemes Team

Over the last 10 years our dedicated schemes team has
continually evolved. We have created a strong team with
expertise across all disciplines and aligned our schemes
underwriters to the specific industry sectors we serve across
Consumer Passions & Collectables, Professions, Sports,
Media & Leisure & Entertainment, Contractors, Property
Specialist Retail, Real Estate and Medical Malpractice.

Head of Scheme
Dave

Schemes Sales Manager

Head of Schemes Underwriting

Lee Turner Darren Williamson
Northern . .
S-outhern Regions Delivery Underwriters
Regions Sales & Scotland Paul Audsley
Executive Sales Executive Dan Maynard
Jon Clarke Paul Ross
Existing Business
J Underwriter (change)

Kat Bent
London Sales Executive atben

TBC

Birmingham Account Manager
Mike Constanza

Colchester Account Manager
Pete Chapman

London Account Executive
George Newlands
Yasmin Carter-Esdale

Maidenhead Account Manager
Nicola Bye

Northern Regions
& Scotland Account Manager
Lauren Holloway



s & Partnerships
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HISCOX

Smith

Schemes Team Manager
Andy Harrop

!

Consumer Passions & Collectibles
Neil Jolly

Professions
Guy Cologne-Brooks
Clare Warrington
Alex Dennis

Sports, Media, Leisure
& Entertainment
Alex Hughes
James Atkinson
Matt Funnell
Abi Metcalfe

Contractors
Tom Hicks
Neil Aldred

Property Specialist Retail,
Real Estate & Med Mal
Jamie Lakey
Paul Neary
Richard Horrocks

Head of Schemes Operations
Lily Green

!

Schemes Delivery
Manager

Bahaa Ghaffar

WV WV

Schemes Ops Schemes Ops

Manager (DAA) Manager (DAA)
TBC Steve Peain
Delegated Schemes Analysts
Authority Amanda Pickering
Analysts

Ana Montez

Jess Debono .
Bruno Fevereio

Nikki McCarron

Change Analyst
Nisha Pranlal



The Hiscox schemes team:
roles and responsibilities

What you can expect from each area of our team:

Underwriting (new business)

team of highly-skilled, experienced underwriters with
expertise in our specialist schemes industry sectors;
create bespoke solutions from scratch

— nothing is ‘off-the-shelf’;

technical expertise in creating customer

centric products;

work completely in partnership with

brokers using shared knowledge to

create something unique;

financially model opportunities to understand what
areas are driving performance.

Underwriting (existing business)

team of dedicated underwriters;

deal with the day-to-day referrals on

scheme business;

identify trends, commonalities within referrals

— increase broker empowerment to drive down referral
numbers;

grow understanding of sectors to help

understand growth/cross sell opportunities.

Operations - scheme analyst

team of 6 operational analysts;

review trading efficiencies — suggest
alternatives/improvements;

responsible for bordereau creation and management;
build delegated authority agreements;

creating research and development

reports for brokers;

Operations - project manager

guide you through the scheme build process;
creation of a project plan with specific deadlines

for all parties;

drive weekly review meetings to make sure everything
is on-track.

Operations - e-commerce manager

understand how digital trading can enhance your
service delivery;

guidance on solutions and how each would fit best
with you and your customer needs;

drives delivery of new systems;

works in conjunction with third party providers

— the link between insurance and technology.

Sales — new business

driving opportunities — uncovering new broker partners;
understand where we can add real value whether
product, trading solution or growth;

demonstrating how we’ve helped brokers drive their
scheme forwards.

Sales - account managers

team of account managers covering the entire UK;
responsible for the day-to-day running of schemes;
troubleshooting on any issues from underwriting,
service and claims;

driving the partnership forward through collaborating,
planning and budgeting;

formal reviews to make sure we’re both delivering

on GWP and profit;

creatively evolving your scheme by looking at wider
distribution opportunities.



Our schemes team have expertise across all areas of schemes. The team are there to serve all your scheme
needs and its continued development.

This is one example of how a selection of our scheme experts could support you:
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Underwriters Project Account E-commerce Claims and

managers managers experts sales teams
True bespoke Role created in 2019 Cleranize C.;l.e ar Enhange G Bespgkg reporting
accountability client journey identifying trends
Build modular products Ensure consistent delivery Qlear p_lans | GoElS , P‘rowc.je Wld(?r Create exclusivity

including key dates distribution options
Stronger metrics and Build new skills and reach . Allow brokers to increase
. . ) Drive mutual success Increase sales )

average income per client key deadlines margin and sales

Moving your scheme to a digital world

E-commerce can be key to maximising your investment in a scheme as highlighted by the consumer buying and scheme
market trends below.

Consumers are changing their buying criteria:

52% say that technology plays
a prominent role or is ingrained
into almost all aspects of their
day-to-day lives.

57% have bought business
insurance online. I

2019 2020 2021 2022 2023 2024 2025

If current market trends continue, by 2025, digital schemes
will account for over 60% of the schemes account.
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Here are our key contacts for Hiscox schemes.

National Schemes Sales Manager
lee.turner@hiscox.com
07818 070035

Schemes Sales Executive, North England, Scotland & NI
Paul.Ross@hiscox.com
07881 731423

Schemes Account Manager
lauren.holloway@hiscox.com
07341 589257

View our Schemes appetite guide:

Hiscox Underwriting Ltd
is authorised and regulated by
the Financial Conduct Authority.
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