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At the first anniversary of our Piiq journey and looking forward into 2021 and beyond, we continue to 

reflect on the industry operating environment and how the aviation insurance market is likely to respond 

to client requirements. 

So many aviation clients remain challenged as demand for air travel remains suppressed amidst 

renewed travel restrictions in many geographies, and we believe that it is incumbent on us as trusted 

advisors to partner with aviation entities to guide them through these uncharted waters. 

In order to do this to the best of our ability, we need to assess what we know in order to define a viable 

path forward for all stakeholders.  
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THE CLIENT IMPERATIVE 
 

 

 

Clients and their brokers must be thoughtful about how they bring renewals to market to help insurers 

offer their participation at the best possible terms.  Due to the quantum of loss the aviation insurance 

market is responding to and the notion that ‘the premiums of the many pay for the losses of the few’, 

there is real danger that clients will be subject to ‘tariff underwriting’ and not be treated on an individual 

basis.  Consequently, there is likely to be significant benefit for those clients that shift the focus of renewal 

discussions and reset their engagement with the market.  

Piiq strongly promotes that aviation entities defend themselves from ‘runaway premiums’ by assessing 

whether their current level of risk transfer is fit for purpose and ask the question whether they are 

transferring the appropriate quantum of risk into the market?  

The answer to this question will help to formulate thoughts on what an optimal program looks like moving 

forward in an environment where insurance is purchased on a loss occurring basis and exposure is 

expected to be suppressed for the medium term. 

Overall, anything that a client can do to alter the risk profile being taken to market will serve to mitigate 

the impact of simply being ‘indexed’ against expiry as per ‘normal’ market behavior.  Inactivity on the 

part of clients will make them beholden to market forces. 

 

PIIQ – DELIVERING YOUR OPPORTUNITY 
With more challenging market dynamics potentially ahead and with a plethora of options to consider, 

it is vital that clients partner with brokers that offer a differentiated service, have demonstrated the deep 

expertise required to mitigate market sentiment and 

who are motivated to break away from the path of least 

resistance and legacy broker style bureaucracy.  

Piiq have the right combination of agility, intellectual 

property and proven collective expertise to lead clients 

through this challenging environment.  Piiq can deploy 

a critical mass of more senior stakeholders on behalf of 

aviation clients and have already demonstrated our 

ability to redefine programs for some of the most 

complex aviation entities in the market, helping derive 

better value and disrupting the prevailing market 

sentiment. 

 

As Marcel Chad, President of Piiq Risk Partners has to 

say, “With careful planning and thoughtful execution, 

we believe that opportunities exist to reposition 

insurance programmes, within the context of current 

trading conditions and to ensure that our clients 

outperform broader market trends. This is often aligned to a strategic review of the risk transfer process, 

timing, breadth of coverages required and programme design. As we have illuminated in the market 
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dynamics section of this Piiq Perspective, conditions already exist to stimulate the formation  of a 

‘perfect storm’ which might introduce a significantly harder market and bring about serious  challenges 

for clients especially as we move towards the mid to second part of the year. Whether my  predictions 

are in fact correct will only be viewed with the benefit of hindsight, however  I cannot underscore 

enough the importance  of effective Risk Management and the imperative for clients to fully evaluate 

their available strategies and the options available to them should market conditions dictate.” 

 

THE PIIQ TEAM  

 

As we grow our talented team we look forward to unlocking opportunities and partnering with existing 

and new clients in 2021 and beyond. 
 

 

 

 

 

 

 

 

 

The information contained herein is based on sources we believe reliable and should be understood to be general risk 

management and insurance information only. The information is not intended to be taken as advice with respect to any individual 

situation and cannot be relied upon as such. 

Piiq Risk Partners Limited is registered in England (No. 856973) at 288 Bishopsgate, London EC2M 4QP and authorised and regulated 

by the Financial Conduct Authority (FCA Register No. 313041).  
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