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Florida p-c market and 
work on catastrophe 
issues. Emanuele will 
work from Philadel-
phia on client develop-
ment in reinsurance 
and throughout the risk 
and financial services 
segment. O’Neill was 
an SVP at Guy Carpen-
ter, and Emanuele was 
an SVP and client/bro-
ker manager at Munich 
Re America. >> Sean 
McDermott appointed 
director of p-c consult-
ing services in Philly. 
He will focus on M&A 
advising. He was EVP 
and chief actuary at 
Axis Insurance. 
www.towerswatson.com

towerStone
Launches national 
energy program 
through Hallmark Spe-
cialty Insurance Co. It 
provides GL, excess 
liability, and hired and 
non-owned auto for oil 
and gas lease opera-
tors, non-operators and 
contractors. Covers 
underground resources 
and equipment, blanket 
additional insured/pri-
mary and non-contrib-
utory, blanket waiver of 
subrogation, as well as 

sudden and accidental 
time-element pollution 
with voluntary first 
party cleanup. 
www.towerstonecorp.com

v3 inSuranCe 
partnerS
Introduces multi-line 
program for auto, truck 
and RV dealerships, 
wholesalers and auto 
auctions. DealerV3an-
tage is for small to 
mid-sized rural and 
suburban dealers. It 
provides garage liabil-
ity, dealers open lot, 
GKLL, auto, GL, prop-
erty, inland marine 
and crime. Some E&O 
coverages are also 
available, including 
a coverage extension 
for consumer credit 
privacy E&O, or “red 
flags” coverage. 
www.v3ins.com

williS
Forms Distressed 
Assets Practice to 
advise clients on insur-
ing and managing  
risks associated with 
financially troubled, 
foreclosed or aban-
doned properties. 
Brian Ruane heads  
the unit. >> Appoints 
Mark Harris as SVP  
in Risk Specialties 
Practice in Chicago.  
He will focus on busi-
ness development 
with Fortune 1000, 
middle-market, law 
firms and other profes-
sional service busi-
nesses. He joins from 
Marsh, where he was 
most recently in the 
National Producer 
Group. >> Frank  

McKain, formerly of 
Marsh, hired as manag-
ing partner in the Ohio 
office, succeeding Kim 
Sparks who will retain 
a key leadership role. 
>> Willis Re appoints 
James Byng as property 
resource group leader 
for international and 
specialty reinsurance, 
based in London. He 
has worked for Willis 
for 23 years. >> Michael 
Neborak joins as Wil-
lis’s CFO. He was CFO 
at investment analysis 
company MSCI. >> 
Hires Kathleen Waslov 
as SVP and senior 
resource consultant 
to work with Willis 
clients on their options 
regarding captives and/
or other funding alter-
natives for employee 
benefit programs. She 
moves from Towers 
Watson and will be 
based in Boston. >> 
Willis becomes major 
partner in the planned 
Barclays Center in 
Brooklyn. Aligning 
with the new sports 
and entertainment 
facility is another big 
branding move for 
the brokerage, whose 
name will be displayed 
prominently as the 
sponsor of the center’s 
38 loge boxes. Its name 
will also appear on all 
marketing of the pre-
mium seating. Willis 
is providing insurance 
and risk management 
services to the Bar-
clays Center and is an 
associate sponsor of 
the Barclays Center 
Business Alliance.  
www.willis.com
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New Outsourcing Company Capitalizes on 
Industry Retirees

 W
ork at home Vintage employees (WahVe) is a new 
company that employs skilled insurance industry 
retirees located in the u.s. to provide remote staff-
ing for insurance agencies and brokerages. using an 
innovative work-at-home model, WahVe offers full 

back-office and customer services.
WahVe was founded by sharon emek, partner at cbs coverage 

Group. she was involved in the development of the insurance 
exchange, sponsored in part by lexisnexis and The council. 

“The industry has been suffering from a shortage of qualified, 
well trained, insurance-literate employees,” says emek. “This 
shortage will be exacerbated not only by the huge baby boomer 
population that is beginning to retire but by zero growth in the 
younger population. agencies and brokerages currently have highly 
paid staff spending up to 50% of their time doing processing work.

“you’re going to get someone highly trained in the american 
system. They don’t just check the policy and complete the process. 
our people can handle the entire process. it’s really a different level 
of work,” says emek.

WahVes may have left full-time employment, but—for various 
reasons—they want to continue working at some level within the 
industry. some of emek’s employees previously handled the highest-
level accounts at the biggest brokerages. “They still want to work, 
but they want to change the quantity, the balance,” says emek.

“WahVe should be of particular interest to council members,” 
says frank sentner, acting director of strategic technology at the 
council of insurance agents & brokers. “some have already out-
sourced overseas, but others have held off, preferring not to go 
abroad for services.”

“basically, sharon saw a need, then verified it through research. 
she began the whole process with an industry survey to determine 
who was out there and what kind of qualifications they had that would 
appeal to the needs of brokerages and agencies,” says sentner.

Trouble in paradise. u.s. risk managers report low satisfaction overall with the service they 
receive from brokers, agents and carriers. Those surveyed made little distinction between their 
brokerages and insurers and feel neither meets their performance standards. risk managers are 
looking for strategic advisors and risk partners.—Greenwich associates 

‘Unless something happens to wipe 
out excess capacity, premiums 
should continue to drop this year.’
—David Bradford, EVP, Advisen

[ impaCt ]

 Where there’s a risk 
THERE’S A WAY.

For over 40 years, Lexington Insurance 

Company has been fi rst to market with 

innovative solutions to new and complex risks. 

Today, we are America’s top surplus lines insurer 

and a leading U.S.-based property and casualty 

carrier, offering cutting-edge protection for everything 

from tough liability risks to sophisticated property 

exposures. For updates on today’s rapidly changing 

risk landscape—and how we are responding—tune in to our 

ongoing Lexcasts® series at www.lexingtoninsurance.com/corp

Lexington Insurance Company is a Chartis Company. For additional information, please visit www.chartisinsurance.com. 
All products are written by insurance company subsidiaries or affi liates of Chartis Inc. Coverage may not be available 

in all jurisdictions and is subject to actual policy language. Non-insurance products and services may be provided by 
independent third parties. Certain coverage may be provided by a surplus lines insurer. Surplus lines insurers do not 

generally participate in state guaranty funds and insureds are therefore not protected by such funds. 
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