
The real art of the deal lies in the transfer of claims 
handling capabilities, knowledge and skills. People 

are the most important acquired asset in any legacy 
transaction and the keystone of its ultimate success.

Legacy acquirers must now demonstrate their 
sustained ability to provide cradle-to-grave service 
and do so satisfactorily from the claiming customer’s 
perspective. This necessity was not always recognised 
in the past, when liquidations and distressed business 
were runoff companies’ primary fodder.

Today, legacy business is often neither of 
these. Some of it can barely be characterised 
as a legacy, since original carriers’ average time 
on risk is now much shorter. Sometimes current 
risks are transferred (and in extreme cases, 
for example, in compulsory classes, require an 
active renewal by the legacy carrier to comply 
with regulatory requirements). This dramatically 
increases the importance of the acquirer’s 
service facilities. Although the original insurer is 
renewing away from the relevant classes or categories 
of business, they rightly demand that acquirers ensure 
end-client relationships are fully supported. 

This may indeed be their only concern about what 
happens next, since their reputation remains tied to the 
satisfactory fulfilment of their promises under original 
policies. The legacy market must, therefore, make this 
a focus and cannot skimp on service to squeeze out 
value. Acquirers must service accounts as if they were an 
active underwriting business. The successful acquisition 
of incumbent claims-handling capabilities is one of the 
best ways to achieve this. 

An important aspect of any legacy transfer deal is 
self-evidently the valuation of liabilities, but this 
too links back to the claims team. Since acquirers 
seek to extract value while paying all valid claims 
and delivering exemplary service, valuations must 
be accurate. Some take a highly actuarial approach, 
while others are more audit-oriented, but one 
thing is certain: claims will come, and the current 
handlers add significant value by adding forecast 
perspective. Experience transferred staff have with 
a portfolio is enormously valuable; their knowledge 
of a book and experience handling it can be critical 

to ensuring claims play out as anticipated. For those 
individuals, the move to legacy may be a boon. Disposing 
companies may see legacy management as a secondary 
function, but acquirers re-energise the administration 
of legacy portfolios as their prime objective. Their need 
to nurture them is greater, so they are likely to commit 

new levels of management focus and systems 
investment, and place even more value on the 
claims professionals who manage the business, 
encouraging their participation, innovation and 
development.

Because of these factors, a legacy specialist’s 
approach to claims is highly likely to be more 
dynamic than that in the tail of the underwriting 
organisation, once it has been transferred. 

Specialists regularly engage with underlying 
clients to search for constructive, mutually 

beneficial ways to reach finality – solutions the live 
market is unlikely to have time to pursue when the 
natural focus is on the leading edge and innovation in 
their own businesses. Legacy has the creative scope to 
identify alternatives that are foremost in the business 
plan, to maximise the balance sheet benefits of existing 
liabilities. Technology may be part of the legacy solution, 
but it is a tool to aid progress rather than an end in itself. 
Legacy transactions and finality solutions remain best 
devised and negotiated by experienced professionals, 
seeking to deliver benefit to the client and policyholders. 
We have found legacy solutions and coverage 

commutations are better engineered face to face where 
personal dealing and tangible examples can be 
brought to life, demonstrating brand protection and 
developing repeat transactions through demonstrable 
performance. 

At its core, legacy is a claims business. Our success 
arises from the people we employ. That means in any 
acquisition, individuals must be given as much weight 

on the asset side as cash and recoveries. Only with 
this secured knowledge can other assets perform to their 
maximum potential, and deliver positive outcomes to 
acquirers, sellers and policyholders alike. 

Human assets in 
legacy transfer
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While media coverage tends to focus on structure 
and reserve quantum, talent is the cornerstone of a 
successful legacy business transfer, Stephen Roberts, 
head of claims at RiverStone Europe, tells The Insurer
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