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Specializzazione & compatibile con globalizzazione?

Il sottotitolo pone una domanda che, pur nel pren-
dere definitivamente atto di quella che & una
tendenza ormai consolidata, ci trasporta in modo
critico nel settore del brokeraggio; specialisti 0 “tut-
tologi”? Pill precisamente, partendo dal
riconoscimento che la specializzazione € uno dei
fondamenti della professione di broker, puo questa
caratteristica coniugarsi in modo positivo, quindi
dando origine a prospettive economiche interessan-
ti, con un principio di aggregazione esasperata di
masse critiche, all’insegna del “tanto di tutto” che &
di per sé generalista? Ovvero, vedendo la cosa da
una prospettiva piu consona alla nostra dimensione
di operatore indipendente pur grande ma di livello
nazionale, esiste una teoria ed una concreta possibi-
lita per cui il valore di aziende come il gruppo
R.1.B. possa determinarsi nel tempo nonostante
questa tendenza prevalente?

I Signore De La Palice diceva che il futuro non e
qualcosa che si costruisce da solo. Ma é qualcosa
che costruiamo noi stessi giorno per giorno.

In questa ottica le “proiezioni” su quanto accadra
nel sistema del brokeraggio e piu in generale nel si-
stema assicurativo e riassicurativo mondiale,
realizzate attraverso le mille simulazioni che posso-
no essere fatte dai computers, dalle intelligenze
artificiali e possibilmente corroborate dalla intelli-
genza umana, possono avere una loro utilita: per
esempio per indicare che certe tendenze possono
portare a crisi o collassi, se non vengono, in qualche
modo, corrette. E comunque queste tendenze gia
portano dentro di sé la inevitabile onda di ritorno,
che caratterizzera i movimenti e le strategie del pe-
riodo “storico” successivo.

Certamente c’é la possibilita di cadere in traboc-
chetti, in equivoci. Come lo scambiare le
“proiezioni” con le “previsioni”.

Un radar che segnala la presenza di un iceberg sulla
rotta di una nave e una “proiezione”, non una “pre-
visione” di collisione.

Non avendo noi né la possibilita né le pretese di af-
frontare analisi economico-strategiche di livello
mondiale, che potrebbero generare alcune pit 0
meno sensate “previsioni”, dobbiamo senz’altro li-
mitarci ad identificare alcune “proiezioni” che ci
riguardano; a questo punto € di fondamentale im-
portanza che si studino le correzioni necessarie,
quindi il nostro intervento per “costruire il nostro
futuro” nell’era che stiamo percorrendo.

Si potrebbe quindi concludere questo primo passo

The reinsurance
broker and the age
of new competition

an Specialization meet with globalization?

The subtitle poses a question that, although

definitely considering what is by now a con-

solidated tendency, leads us in a critical way

to the brokerage sector; specialists or “gener-
ics”? More precisely, starting from the acknowledgment
that the specialization is one of the fundamentals of the
profession of a broker, can this characteristic be positive-
ly connected, therefore originating interesting
economical perspectives to a principle of exasperated
aggregation of critical masses, following the principle
“much of everything” that is in itself a generalization?;
in other words, looking at it from a perspective more in
accordance with our dimension of independent opera-
tor, big but at a national level, are there a theory and a
concrete possibility through which the value of compa-
nies like the R.1.B. group can define itself in the course
of time in spite of this prevailing tendency?

Mr. De La Palice used to say that the future is not some-
thing that creates itself, but it is something that we
ourselves build up day after day.

With this point of view the “projections” on what will
happen in the brokerage system and, more generally, in
the insurance and reinsurance world systems, realized
through the thousands of simulations that can be
achieved through computers and artificial intelligence
and possibly supported by human intelligence, can
have a certain utility: for example in indicating that cer-
tain tendencies can lead to crisis or collapses if they are
not corrected in some ways. And anyway these tenden-
cies have in themselves the inevitable return wave, that
will characterize the movements and the strategies of
the following “historical” period.

Certainly there is possibility to fall into traps, into mis-
understandings, such as mistaking the “projections”
with “forecasting”.

A radar which signals the presence of an iceberg on the
route of a ship is a “projection”, not a “forecast” of colli-
sion.
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As we have neither the possibility nor the pretense to
face economic-strategic analysis at a world-wide level,
that could generate some more or less judicious “fore-
casts”, we must limit ourselves to the identification of
some “projections” that concern us. At this point it is
extremely important to study the necessary corrections,
therefore our participation to “build up our future” in
the age we are going through.

We could then conclude this first step with the determi-
nation that the facts which we are analyzing, the risks
that we are closely examining do not travel on predes-
tined orbits. On the contrary they are largely the result,
the fruits of our spurs and of our WORK.

That’s how, then, in the practical application, the
Broking Company will have to face the “Age of New
Competition” with a strong attitude and mind to
change; a change that is not to be faced in a passive but
in a pro-active way, therefore it must be invented and
stimulated day after day: for example, intensifying the
attention and the innovative spur towards a new type of
coverage, or towards new insurance branches on which,
for different reasons, in the past the attention had not
been focused.

Focusing its own growing force of pressure towards less
beaten sections in which it is easier to reach a develop-
ment at a quicker pace, and at the same time
maintaining firm its own position where its added value
has been essential in the past; proposing itself as pro-
pelling operator for the market, with views, contacts
and products which anticipate the reinsurance necessi-
ties for the next five years; recognizing with the
indispensable broad mindedness the new problems
arising to its clients of the new age, who very often are
so deeply different from those whom we were used (this
“habit” is precisely the concept that we absolutely must
give up!) to take into consideration and to face in the
preceding years.

In one sentence To “lead” the Revolution of the Market, as-
similating the greater possible number of its facets and
aspects.

Without any doubt there is the space.

Those of you who have seen our presentation brochure
will be able to observe how its contents result connect-
ed with the thesis that | am going to enunciate and that
takes me back to the subtitle of my intervention:

Can specialization meet with globalization?

As you perhaps have noticed, our outline insists on the
Italian creativity and intelligence.
A creativity which has its roots in the past, a past which is
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useful in allowing the professionalism of our structure to
have more technical and theoretical pretexts to lean on.
But it is not on the past that we must count or concen-
trate too much attention, in an age of exasperated
competition as the one in which we are living.

At the threshold of the Third Millennium, the R.1.B.
group is ambitious to cultivate the Italian ingenious-
ness, combined with the strength of character which we
think must distinguish us even in a moment in which
the very large dimension appears to be the only reward-
ing factor for a service company like ours.

We are convinced that this very strength of character
will take us to the “age of new competition”, and will al-
low us to be distinguished in a surrounding panorama
of dramatic and violent changes.

The Reinsurance Broker is in a special condition: he
must cultivate a professionalism which has the objective
of a continuous refinement. For a broker a really pro-
fessional approach is everything; on the other hand, in
order to be able to justify his own presence in a market
scenario which is similar to a storm for its turbulence,
the repetitive and sudden movements of aggregation,
he must be able to show a real attitude to continuously
generate new ideas.

Going back to the context of the R.1.B. group, we think
we represent a reality of the Italian reinsurance broker-
age sector which claims to take a role of coagulating a
guantity of interests which rotate in the area of the en-
trepreneurship both Italian and of all the countries
orbiting around the Mediterranean. But for certain we
cannot stop or indulge on these considerations.

On the most important of these themes (beginning
with the “Project Financing” to reach precisely the con-
tiguity of cultures) we have built up our conventions in
the last years. For sure | think that both those who par-
ticipated and those who read the “acts” that we
arranged understood the message.

This convention is useful besides taking a few moments
to look beyond the daily occupations to photograph a
moment in the evolution of our activity which must be
continually confronted with the larger realities of the
global economy and of the market which is also global.

In the above mentioned photograph we see the confir-
mation that the Italian insurance market is growing to
the attention of the world. It is a market where accord-
ing to the last surveys the life branch is going to exceed
the percentage of the collection of non-life branches.

It is a fact on which, only a few years ago, nobody would
have the courage to bet.
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This image of Italy approaching - as for insurance con-
sumption the European standards (even if Italy heavily
pays for the old mentality of welfarism, of the State
which must face and take care of the needs of both the
affluent and needy classes, in a way of thinking which is
rooted in all Italians), is a motif that all the operators in
this room keep firmly in mind and that helps to face
the day in even better terms.

I think it is essential, at this point, to communicate an-
other concept that represents an important chapter in
this path that we are following through the evolution of
the brokerage sector: the moments of uncertainty, the
so called “challenges” must be faced with the proper
critical faculty and turned into opportunities.

It is precisely the ability of identifying these chal-
lenges/opportunities immediately, at the same time in
which they take place, and perceiving its possible finan-
cial, commercial or market profits for his own
Customers and therefore also directly for himself that, |
think, is another winning characteristic of today’s Rein-
surance Broker.

Therefore the NEW: in almost all the sectors of the hu-
man activity the passage from the old to the new is
always cause for doubts and question marks.

The profession of the Reinsurance Broker is necessarily
in the van and proceeds in agreement with the increase
of the needs, the sophistication of the risks, the analysis
more and more complete and up to date of every event,
of every phase of the progress.

I even refer to life, technology, the construction of
ideas; the Broker must make use of the new technologi-
cal instruments adapting them to his own and his
Customers’ needs.

One of the cruxes is no doubt the information tech-
nology.

As you can imagine and as yourself experience every-
day, the resources of computer science allows today to
range without limits of distance. We can exchange in-
formation in real time between our offices in Milan,
New York, Genoa and Rome.

Our group is organized so as to answer the require-
ments of the Customers who operate in any sector and
of every extent. It provides the best as for specific skills
and for quality of the service; nevertheless this can only
be a starting point, working on which the real value of
the Reinsurance Broker can develop; a value due to the
fantasy, the innovation in the methods and in the con-
tacts, in other words to the ability to bring at the
Customers’ disposal always new instruments which must
be more and more suitable to the requirements of the
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moment and to the general situation of the surround-
ing market, in which the Customers themselves have to
operate.

The practical applications of the computer software ap-
plied to our daily activity are surprising and have
become the everyday support which simplifies our work
and helps us to improve ourselves with the purpose to
serve the Client.

Everyday we meet people responsible for business en-
terprises and we know that we must always maintain at
the center of our interests the service for the Client.
The Client which, for our group, is represented by
many friends who are present here in this room.

It is that of the best service the “leit motiv” of the years
we are living now and of the future ones.

It is therefore necessary, in order to navigate with suc-
cess in the age of new competition, to find the ability to
take a step aside: as it is in other ways for the insurer’s
profession, the broker in particular must overcome ac-
guired and trite concepts. It is necessary that with
extreme efforts, believe me we succeed in qualifying
ourselves as solvers of our Customers’ problems. The
research of the most successful reinsurance formula is
Nno more our primary objective.

Therefore we address our Customers’ needs with the
best intentions, in order to demonstrate that we are
able to offer a more and more efficient service.

| realize that, by resuming the same concepts, my
speech risks to become boring and therefore it can end
up causing counterproductive reactions in the audi-
ence.

Sorry if I insist once again only for a moment: | think
that the Broker who helps the reinsurance concept to
assert itself in a positive way today and in the third mil-
lennium, is the one who making also use of the more
and more effective resources of the information tech-
nology keeps the quality of the service high and, at the
same time, is able to serve the Client at reasonable
prices. For the Client, of course.

But we have a challenge to overcome: to keep being
high-level specialists, operating in a larger and larger
number of market sectors and serving a wider and
wider base of insurance problems.

All this in spite of the still growing tendency to trans-
form the insurance and reinsurance coverage in
generic “commodities”.

This in a time in which the obsession for concentration
leads to a definite setting aside of a specialistic ap-
proach. The mixtures of insurance and reinsurance
companies prove it.
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The rationalization which is an absolutely indispensable
preliminary to the realization of mergers and acquisi-
tions, the cuts and the consolidations of structures as if
the success of our profession can be reached through
managerial plans, in any case leaving out of considera-
tion the Clients’ requirements and the globalization of
the information, are only some of the results of a glob-
alization that cannot be more global than that. In this
scenario the R.1.B. group is perplexed, perhaps a little
countercurrent, concerned as it is in finding solutions
that cannot be standardized.

At this point, then, we can emphasize on the last and
perhaps most important among the clues of the discus-
sion. | believe that, even taking into consideration the
accomplishment of the global era, the activity and the
work of the Reinsurance Broker, if intended in their
highest spirit, cannot and will never be able to be limit-
ed, restricted by managerial patterns or standardization,
of product, but, above all, of thought.

IQ THE REINSURANCE BROKER AND THE AGE OF NEW COMPETITION
IL BROKER DI RIASSICURAZIONE E LA NUOVA ERA COMPETITIVA

O Attitude and Mind Open
to Changes

O New Types of Coverage
O New Insurance Branches
Lead Market Revolution

Propensione ed Apertura
al Cambiamento

Nuove forme di Copertura
Nuovi Rami Assicurativi

“Cavalcare” la
Rivoluzione del Mercato
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