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AN: AM Best recently renewed
Bermuda-based Citadel Re’s 
A-minus rating, but you nevertheless
choose to operate the overall group
in the small to medium business
sector. Why is that?

TW: Partly because we like it, but
also out of necessity. Although we
are a A-minus rated company, our
capital is just over £25m so that’s
one of the factors that steers us
towards the small to medium
market. 

AN: So is the capitalisation a
handicap?

TW: Yes and no. Our £25m surplus
dictates the market we have to aim
at, but we’ve specialised in this
arena for some years and we are
comfortable there. At least if one
programme becomes problematic it
doesn’t place too much strain on our
financial position. We’re in control of
that specialisation, and we know
what’s going on. 

We’ve been around for many years,
during which time some reinsurers

have come in, and then gone out
again. We’re still here. It’s not
spectacular, but it is consistent and
I’ll take that any day.

AN: What do you particularly like
about the SME market?

TW: For one thing, it suits our skill
sets. Our specialisation means we
have time to understand each
business risk. We listen. As CEO I
have intimate knowledge of all the
deals on the go at any one time. I
also know about the claims as they
arrive - how many CEOs in the
business today can say they know
about every major claim coming in? I
like that kind of control. I like to know
what’s happening. 

Also, the SME market is a lot less
competitive. In the reinsurance
market there’s a lot of the big boys
chasing the big clients, and those
big reinsurers are less willing to pay
attention to the smaller market. 

So we are filling a gap and providing
a service that is really needed in the
SME arena, especially for start-up

businesses and entities that won’t
necessarily interest the bigger
reinsurers. 

AN: Who are your audience?

TW: We work with the smaller
brokers and other customers who are
interested in the smaller deal,
particularly regional firms. That’s
where we have the capacity.
Although our portfolio is mainly
commercial, there is some travel
business. A travel insurance
company often needs to take
reinsurance for the regulator’s sake
rather than solely as a risk prevention
thing. Some of these risks are
extremely benign, but it’s the
regulator who is driving the need for
clients to seek the cover.

And there are similar compliance
issues in various other industries
where a regulator insists on
coverage, but where there is in fact a
very low level of expectation of risk.
These cases are too small for the big
reinsurers to bother with, and that’s
the gap that we seek to fill.

AN: What are the main stumbling
blocks when approaching the SME
market?

TW: Basically, people are “scared” of
reinsurance. They know they have to
have it, and have to buy it, but they
still begrudge the need to do so. And
there’s too much jargon, but that’s
another area where we can assist. 

I said earlier that we listen to clients
to really understand their needs.
Unlike the big reinsurers, our
specialisation allows us to spend that
time and turn the transaction into a
people-related connection. That
becomes extremely vital in the case
of start-ups where no traditional data
is available, or in a sector where no
actuarial back-up reports exist.

AN: This ‘people’ factor is important
to you, isn’t it?

TW: Yes, it is. It helps in so many
areas, not least in renewal retention.
Given our longevity, we have clients
of longstanding who we helped as
selective new start-ups. Their
business often grows over the years
to the point where it sometimes
becomes prudent for them to weigh
their needs against the wider
reinsurance market. But this is when
the strength of the relationship built
up over the years can be a strong
influence to stay with the people you
know, and trust.

Managing the claim is another very
important element. This is where we
score. Because our team is very
close-knit, our people involved in the
claim settlement are the same
people that underwrote the risk in the
first place. There’s no demarcation
as there is elsewhere. There is a
distinct balance between the claim
and the point at which the business
is placed. It’s very consistent simply
because it’s the same people looking
at it. I like this kind of discipline, and
so do our clients. 

AN: What else do you do?

TW: Besides reinsurance, we do
fronting and provide a back office
service. We can pretty well provide

the whole spectrum of services for
anyone who is involved in this
market.

AN: Looking specifically at the UK,
can you cite some examples where
an intermediary reading these words
(perhaps a regional broker) might
suddenly recognise a solution to a
problem waiting to be solved?

TW: The broker may be unaware that
there is a market there for the smaller
(yet profitable) programme. A lot of
reinsurers are (initially at least)
focussed on “top line” premium, and
won’t want to pursue a programme
worth £20,000. 

Small premium with a lot of profit is
something that we are interested in. I
guess we are (in many ways) quite
different to the supermodel who is
reputed to say that she won’t get out
of bed for under £10,000. We have a
few programmes that have continued
to renew for over 25 years, and if you
multiply a small premium by 25, it
starts to become large, although we
have to be patient of course.

AN: And finally, I can’t close without
asking you about the ‘fun factor’. If
there’s one non-tangible point of
distinction between one player and

another across the whole spectrum
of insurance provision, I would fasten
it to the business confidence that
permits the ‘fun factor’.

Economic times and other adverse
pressures have whittled down the
number of insurance providers
capable of using this element to
enhance their culture and bottom line,
but Citadel Risk seems to be one,
among a few others, that doesn’t
baulk at the idea of being seen to
enjoy life, and its people are not
afraid to lampoon themselves for fun.

TW: We enjoy having fun. We enjoy
each other’s company, and in a
compliant regime we’re not afraid to
be a bit un-PC. (Take our ‘fat
ballerina’ ad!)*. But the whole ethos
can only be built on strong
foundations – longevity; stability;
consistency; professionalism; and
business confidence.

* That’s exactly what we’ve done! –
see page XXX - Ed
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Tony Weller
Tony Weller qualified as a Chartered Accountant in 1991, and worked
for Coopers & Lybrand (now PWCs) in both Sydney and Perth. Later he
became a partner in Fogarty Weller Chartered Accountants in Perth,
West Australia. 

He joined the Citadel Reinsurance Group, first with the Citadel Risk
Group in 2001 in the USA, and then in Europe in 2004. He now heads
the entire Citadel Risk Group, and has been responsible for its
transition into a company writing prospective and run-off programmes,
as well as a company with full service capabilities.

He is also Chairman of GAGA, Goodwill and Growth in Africa, a charity
registered in the United Kingdom.


