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going beyond insurance – for your
global employee benefits solutions

joining 
together for your 
premium service
Global reach with a local touch 

Eurapco is an Alliance of leading independent financial services com -

panies who together form the fifth largest insurance group in Europe,

with aggregate premiums income of over EUR 30 billion and more than

60,000 employees.

In August 2001, the Alliance established the Eurapco Employee Benefits

Network when it entered into a partnership with the American Inter-

national Group (AIG) to market and service multinational employee 

benefits solutions on a global basis. 

The AIG Global Benefits Network forms the largest employee benefits

network in the world, extending to more than 100 countries, giving it an

unmatched global presence.

The members of the AIG Global Benefits Network are strongly positioned

in most local markets within Europe, North America, Asia, Latin America

and the Middle East, have strong financial ratings, and experienced and 

dedicated employees. 
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It is always the perfect time to find the

right partner. A partner who guarantees 

consistent services and trustworthy 

handling and who always marches at your pace. 

working every day – 
for your future benefit
Hand in hand, side by side

Whether one’s heading straight ahead or targeting a certain direction –

a strong partner can be a great support in order to proceed successfully.

This applies equally to a rowing boat or to a world of business that is

 growing ever more complex and continuously defining new, ambitious

demands for all players and participants. 

International activities, worldwide competition and challenges – globali-

sation brings about many changes and therefore calls for new solutions.

This applies to multinational corporates as well as to us – the Alliance of

some of the world’s top financial services companies and leading insurers

in Europe. Within this network, a highly specialised group of experts

 has been set up to meet the exact needs and wishes of multinational

companies: the AIG Global Benefits Network. 

Even when the tide sometimes gets stronger and the boat enters 

turbulent waters – the AIG Global Benefits Network stays on board and

supports clients around the globe with total commitment, in-depth 

expertise and years of experience: for solid results and the definitive 

solution.
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offering global 
know-how for top 
results
Mission 

The main mission of the Eurapco Employee Benefits Network is to actively

promote employee benefits solutions for multinational companies and

to support our members in:

Designing and implementing international solutions and products

Communicating and coordinating directly with clients’ headquarters

as a single point of contact

Processing annual pooling reports and captive programs

Assisting and leading local network members in the implementation

of local contracts

Eurapco is the first genuine pan-European insurance network with unri-

valled expertise in domestic markets. Eurapco maximises the opportunities

created by changing marketing conditions, growing client needs and 

advances in technology. Optimal insurance coverage is ensured across

Europe, as network members cooperate to keep one step ahead of 

the competition.

Worldwide coverage

In order to provide multinational clients with global employee benefits

solutions, Eurapco entered into a joint marketing agreement with AIG,

the leading U.S.-based international insurance and financial services 

organisation. AIG is also the number one underwriter of commercial and

industrial insurance in the United States and has the largest employee

benefits network in the world.

Our global presence offers a unique 3-tier client management structure

that focuses on the head office, regional offices and local offices, and

provides our multinational clients access to a wealth of experience and

expertise around the world.

Our continued growth has recently enabled us to service new markets

such as Vietnam, China and India, and we are always ready to expand

wherever our multinational clients require.
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Only a partner with the right tools and solutions

can guarantee your success. Thanks to our 

international network of experts, our years of 

experience and our broad skills base, we are 

able to develop the product that perfectly 

matches your needs.

waiting to create 
a program 
for you
Building individualised programs for you

If you are a multinational company and are considering starting or

 modifying your international employee benefits program, the AIG Global

Benefits Network has the global vision and local insight to help you

 create a program that will truly be a benefit to your employees and your

company as a whole. 

Our experience with pooling and captives combined with our flexible risk 

options ensure that our clients receive a solution individually designed to

meet their needs.

If you are interested in finding out more about what the AIG Global 

Benefits Network has to offer, please contact us at our Zurich offices:

phone +41 44 225 87 50, fax +41 44 225 87 55 or info@eurapco.com.

We look forward to having the opportunity to personally discuss our 

programs or to send you further information.

Eurapco

Intl. Employee Benefits Department

Hottingerstrasse 21

8032 Zurich

Switzerland

www.eurapco.com
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Complex challenges don’t necessarily need 

intricate solutions. Often it can be more 

useful to rely on local expertise in order to really 

understand the client’s requirement. We 

offer you a truly integrated network that 

cooperates closely – and obtains lucid results. 

developing innovative 
products for your ideal 
solution
Multinational pooling creates new opportunities

Multinational pooling is an underwriting approach where group insurance

coverages from more than one country are combined for experience 

rating purposes and treated as if they were a single coverage. The 

purpose of a multinational pool is to achieve reductions in administrative

expenses and risk charges.

Our minimal pool criteria are:

100 insureds and 2 countries 

EUR 100,000 (or equivalent) of annual risk premium 

The principal advantages in establishing a pool are:

Potential cost savings on benefits plans

A cost reduction may be achieved without lowering benefit levels, mainly

by cutting of expense charges through economies of scale and lowering

risk charges by a more credible and larger spread of risk over more than

one country.

Greater dividends

Dividends (refunds) may be realised if claims experience is favourable,

i.e. if the premiums collected are in excess of claims and expenses.

These may be paid to the headquarters of a multinational company,

which may keep this dividend centrally or redistribute it locally.

Continuous financial information and control

Our local subsidiaries report under a standard format, enabling the

client’s head office to obtain greater understanding and control over the

results of all local policies. Consolidated, transparent reports on world-

wide employee benefit plans are provided on a regular basis.
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Improved and continuous financial information and control

Local subsidiaries report under a standard format, enabling the client’s

head office to obtain greater understanding and control over the results

of all local policies. Consolidated, transparent reports on worldwide 

employee benefits plans are provided on a regular basis, enabling mana -

gement to monitor and control costs and benefit levels overall.

Improved cash flow plans

We offer a variety of funding arrangements that are designed to further

enhance the advantages of pooling. These arrangements (described in

more detail below) include minimum premium, retrospective premium,

advanced refunds, premium waiver and captives.

Improved underwriting terms and conditions

The sheer size of the global plans means, we are usually able to offer

better underwriting terms and conditions than would be the case if each

contract had been underwritten separately. Thus, multinational pooling

clients can benefit from higher insurance coverage and guaranteed issue

(free sum assured) limits – based on the total number of employees

 covered and the amount of exposure under the available multinational pool.

Globalisation of benefits plans

Multinational pooling allows a company to effectively manage group

 benefits for employees who are transferred from one location to another.

Medical examinations will not be required unless coverages are increased

substantially.
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Country Subsidiary Lines of Poolable Ownership
business benefits

Anguilla ALIGCO L A M L M wholly owned
Antigua ALGICO L A M L M wholly owned
Argentina ALICO Compania de Seguros S.A. L D A P M* L wholly owned
Aruba ALICO L A M L M wholly owned
Australia AIG Australia L D A L wholly owned
Bahamas Colina Insurance Company Ltd** L A M L M no financial ownership
Bahrain ALICO L D A P M L M wholly owned
Bangladesh ALICO L D A M L M wholly owned
Barbados ALICO L A P M L M wholly owned
Belgium Ethias L D A P M L D P M Eurapco Partner
Bonaire ALICO L A P M L M wholly owned
Brazil Unibanco Seguros S.A. L D A P M L M partially owned
Brunei AIA L D M L M wholly owned
Bulgaria AIG Life L D A P M L M wholly owned
Canada AIG Life L D A P M* L wholly owned
Cayman Islands ALICO L D A M L, M wholly owned
Chile Interamericana L A P M L M wholly owned
China AIA L A P M L wholly owned
Colombia AIG Colombia Seguros de Vida L A P D M L M wholly owned
Curacao ALICO L A M L M wholly owned
Cyprus ALICO AIG Life L D A P M L M wholly owned
Czech Republic AMCICO AIG Life L D A P M* L wholly owned
Denmark Topdanmark L D A P M L D M Eurapco Partner
Dominica ALICO L A M L M wholly owned
Ecuador AIG Metropolitana L D A M L M wholly owned
Egypt Pharaonic ALICO L D A P M L M wholly owned
El Salvador AIG Seguros L D A M L M wholly owned
Estonia AIU M* wholly owned
Finland Tapiola L D A P L D Eurapco Partner
France Quatrem L D A P M L D A M Eurapco Partner
Germany Gothaer L D A P M L D P M Eurapco Partner
Greece ALICO AIG Life L D A P M L M wholly owned
Greece Interamerican L D A P M L D M Eurapco Partner
Grenada ALICO L A M L M wholly owned
Guatemala La Seguridad de Centroamerica L D A M L M wholly owned
Haiti Compagnie D’Assurance D’Haiti** L D A M L M no financial ownership
Honduras ALICO L A M L M wholly owned
Hong Kong AIA / AIA PT L D A P M L M wholly owned
Hungary AHICO AIG Life L D A M* L wholly owned
India Tata-AIG Life Insurance Company Ltd. L A P M L partially owned
Indonesia AIA / AIG Life L D A P M L M wholly owned
Ireland Friends First L D P L D Eurapco Partner
Israel AIG Golden L A D L wholly owned
Italy Unionvita L A P M L wholly owned
Ivory Coast ALICO L L wholly owned
Jamaica Life of Jamaica** L D A M L M no financial ownership
Japan ALICO/AIG Star/AIG Edison L A M L wholly owned
Jordan ALICO L D A P M L M wholly owned
Kenya CFC Life Insurance Company Ltd.** L D A M P L no financial ownership
Kuwait ALICO L D A P M L M wholly owned

18

AIG – Global Benefits Network:

Country Subsidiary Lines of Poolable Ownership
business benefits

Latvia AIG Life L D A P M L M wholly owned
Lebanon ALICO L D A M L M wholly owned
Liechtenstein Swiss Mobiliar L D A P L M Eurapco Partner
Lithuania AIG Life L D A P M L M wholly owned
Luxembourg Baloise Vie Lux L D A P L D Eurapco Partner
Macau AIA L A P M L M wholly owned
Malaysia AIA L A M L M wholly owned
Mexico AIG Mexico L A P M L M wholly owned
Nepal ALICO L A M* L wholly owned
Netherlands Achmea L D A P M L D P M Eurapco Partner
New Zealand AIA L M M* L wholly owned
Norway Gjensidige L D A P L D Eurapco Partner
Oman ALICO L A P M L M wholly owned
Pakistan ALICO L A M L wholly owned
Panama ALICO L D A M L M wholly owned
Peru El Pacifico Vida Compania de Seg. L D A P L wholly owned
Philippines PhilamLife/PhilamCare/Philamplan L A M L M wholly owned
Poland AMPLICO AIG Life L D A P M L M wholly owned
Portugal ALICO L D A P M L M wholly owned
Puerto Rico AIG Life L D A M L M wholly owned
Qatar ALICO L A P M L M wholly owned
Romania AIG Life Asigurari Romania L A P M L M wholly owned
Russia AIG Life L A P M L M wholly owned
Saudi Arabia ALICO L D A P M L M wholly owned
Singapore AIA L D A P M L M wholly owned
Slovakia AMSLICO AIG Life L D A M* L wholly owned
South Korea AIA L A L wholly owned
Spain ALICO AIG Life L D A P L wholly owned
Sri Lanka Hayleys AIG M* wholly owned
St. Eustatius ALGICO L A M L M wholly owned
St. Kitts ALICO L A M L M wholly owned
St. Lucia ALICO L A M L M wholly owned
St. Maarten ALICO L A M L M wholly owned
St. Vincent ALICO L A M L M wholly owned
Sweden LF Group L D A P M L D A M Eurapco Partner
Switzerland Swiss Mobiliar L D A P L D Eurapco Partner
Taiwan Nan Shan Life Insurance co/ALICO L D A M L M wholly owned
Thailand AIA L A P M L M wholly owned
Trinidad & Tabago ALGICO L A P M L M wholly owned
Turkey American Life Hayat Sigorta L D A M L M wholly owned
Ukraine ALICO AIG Life L A M* L wholly owned
Unit. Arab Emirates ALICO L D A P M L M wholly owned
United Kingdom AIG Life ALICO L D A P L wholly owned
United Kingdom Remedi** M* no financial ownership
United States AIG Life American General L D A P M L wholly owned
Uruguay ALICO L D A P M L M wholly owned
Uzbekistan Uzbek American Insurance Co. M* wholly owned
Venezuela Seguros Venezuela L D A M L M wholly owned
Vietnam AIA Vietnam L A L wholly owned

Legend: L = Group Life; M = Group Medical; N/A = Not Available; D = Disability; P = Pension; N/R = not S&P rated; 
A = Accident; * administrative services only; ** = Partner company
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when trainees 
turn international
For some years, Eurapco has offered member organisations a seamless platform for 

cross-border knowledge sharing. Now, for the first time, the Alliance has afforded trainee

employees the opportunity to experience working life in a Partner organisation. 

The training schemes of the Eurapco

 Partners are as varied as the organisations

themselves. In fact, they pursue various

goals and therefore promote different

strengths and skills. In order to benefit

from this diversity, the first systematic

exchange programme for trainees has

been set up by Eurapco. Alex Smith from

Friends Provident and Dirk Neustein 

from Cologne-based

IDG (Gothaer IT) took

the chance to look

beyond the boundaries

of their companies. 

Initial expectations

By talking with each other prior to the

 initiative, both exchange Partners realised

that they had broad but very similar

expectations. These included

being able to widen the contact base to

another country; 

experiencing first-hand the multinational

nature of the economic climate;

deepening their understanding of the IT

and insurance industries;

gaining insights into the practices of the

host organisation; 

comparing the features of the domestic

market by first-hand experience of others.

The opportunity to visit another organisa-

tion, with the specific aim of directly

 experiencing how it runs, gave individuals

a new  perspective they would otherwise

not have had. Another key  benefit was the

knowledge gain regarding the trainee’s

own organisation. Because each Partner

 accompanied the other for the entirety of

the two weeks, they were able to gain

valuable information about their own

company during this time.

A true win-win situation

The central aim of the Eurapco Alliance is

cross-border sharing of knowledge and

information. By learning

from their involvement

on the international

stage, Eurapco mem-

bers aim to sharpen

their competitive edge

in their local markets. In

this sense, not only the exchange trainees

benefit from the programme but also the

organisation it  -self, since

exchanges provide individuals with a

sound platform on which to build, with

fresh ideas and improved confidence;

decisions made by individuals that have

balance and an overall perspective are

likely to be better informed and more

prudent, and thus provide organisations

with greater stability; 

exchanges give the opportunity to

 compare one organisation with the

other, thus providing a better perspective

of another financial structure and IT

 system and also a work environment in a

dif ferent country.

For the full story please visit:

www.eurapco.com (click the link on wel-

come page of members area).

“A training scheme that offers

a chance to visit another

international organisation is

attractive for new entrants.”

“sprechen Sie deutsch?”

You cannot truly experience another

city without immersing yourself in its

 culture. Outside the work environment,

the days were just as action-packed as

the time spent in the office. We often

were joined by other trainees, which  

 ultimately allowed me to be immersed

in the true social culture of Germany.

Outside of work, I was also able to prac-

tice my German in less formal situations,

which makes it understandably easier.

Speaking about language: the first thing

that struck me when arriving in Cologne

was everyone’s hospitality. People were

willing not only to speak to me in  English,

but also to explain the complex nature of

their jobs in their non-native language.

Obviously, two weeks in  Germany is not

long enough to speak German fluently.

Yet, the exchange has given me the

confidence to come back to Germany

secure in the knowledge that I would be

able to keep myself fed and entertained,

having overcome what was before a

true obstacle. 

For more information: 

alex.smith@friendsprovident.co.uk

success story 7 important dates insight
Eurapco Newsletter September 08

growth 
A new member joins the Alliance

increase
Bundling forces for international success

exchange
Programme reaches trainees

Date Event Location

September 3–5 Future of Motor Insurance Zurich area

4 Marine Business Group Meeting 1 day Business Meeting Zurich

4 Renewable Energy/ Claims Process Meeting Zurich

9 IT Strategy & Architecture Meeting Bern

10–11 IT Facilitators Meeting Cologne

14–19 Eurekans Management Development Programme Start Paris

24–25 HR Group Meeting Nyon/Switzerland

26 Motor Business Group Meeting Athens

29–30 Commercial Line Non-Life Business Group Meeting Madrid

30 Eurapco Partner Committee Meeting Zurich

October 1–2 Life & Pension Group Meeting Cologne

2 IT Directors Meeting Zurich

7–8 Life Broker Market Workshop Dublin

7–8 Commercial Lines International Desk Meeting Madrid

9 Marketing & Distribution Forum Madrid

14–15 General Non-Life Reinsurance Group Meeting Cologne

15–16 Risk Management Forum Meeting Cologne

15–17 Effective International Communication Course – Part I Zurich

16 Workshop Health Services Noordwijk/Holland

17 Health Business Group Meeting Noordwijk/Holland

22–23 Marine Business Group Annual Strategy Meeting Cologne

22–23 Employee Benefit Sales Meeting Nice

22–23 Employee Benefit Technical Meeting Nice

23 Procurement Business Group Meeting Bern

23 Employee Benefit Steering Committee Meeting Nice

23 Employee Benefit Pooling / Captive Workshop Nice

24 Employee Benefit Member’s Meeting Nice

November 5–6 Internal Risk Management Zurich

5–6 Life Underwriting Forum Stockholm 

12–13 Life Claims Handling Workshop Dublin 

13–14 Effective International Communication Course – Part II Zurich

18–19 Private Line Non-Life Workshop Zurich

25 Eurapco Partner Committee Meeting Zurich

27–28 IT Security Workshop Cologne

27–28 HR Forum Madrid

December 3–4 Non-Life Strategic Claims Management Zurich

8–9 Industrialisation Zurich

10–11 HR Group Meeting Amsterdam

joining forces 
for greater impact

4 focus

The foundation of the Astrum Assistance Alliance at the beginning of 2008 is a consequence 

of the changing market environment. In fact, due to economic and political developments,

the need for pan-European assistance solutions is constantly growing. By joining forces, five

leading assistance companies have found the perfect answer.

The first relations between EuroCross

 International, ROLAND Assistance and

SOS International were established in 2004

with talks about potential cooperation and

benchmarks. In 2006, the three companies

decided to find a way to formalise the

 cooperation; one year later, it was agreed

with Mobi24 and FIDELIA Assistance that

they should be founding partners as well.

Following the approval of the partner’s board

of directors, Astrum Assistance Alliance was

officially incorporated in Zurich in April 2008.

focus 5

“Eurapco was a very important partner in setting up the Astrum

Assistance Alliance. We were able to use the experience of the

Eurapco staff on how international cooperation can be estab-

 lished and had the full support of the Eurapco Management.

Rolf Sprünken and Martin Lundberg attended several meetings

with the Astrum Partners and Caroline Eigenhuis has given

outstanding support for the legal and practical set-up in

Switzerland in cooperation with Eurapco’s law firm.”

Lex Mentink, Chairman of the Board

“Astrum has been a continuous learning process – for the

 companies as well as for the people involved. Witnessing how

we started with the idea of cooperation and how this has  deve -

loped into a company with great possibilities is very  exciting.

In fact, employees at my home company SOS  International

have expressed the feeling that they have gained many new

colleagues, for instance in the Netherlands and  Germany, even

though these are employees of EuroCross International and

ROLAND Assistance GmbH.”

Thorkild Lykke, General Manager

all-around service … … and full support

A unique set-up

Astrum Assistance Alliance has been

 registered in Switzerland as a shareholder

company owned by the five Partners. The

position of General Ma nager will rotate

among the Partner com   panies every 

two years, thus ensur-

ing that no issue or

company becomes too

dominating. The board

consists of the mem-

 bers’ CEOs, who decide about the further

development of the Alliance. This ensures

that future progress in the Partner  com -

panies is immediately reflected in the

Alliance. A number of projects have already

been defined for the coming years. This

includes the combined use of the Partners’

offices around the world, further cost

 containment projects and the tools to give

combined offers to clients who wish to use

various Partner services but have only one

contract. It is not intended for the Alliance to

be limited to the five founding partners.

Astrum is open to include additional part-

ners in the major European countries. 

The aim of Astrum Assistance Alliance is not

to compete with the ex is ting multinational

companies and alliances. Compared to

those, Astrum is unique in the way that it has

been set up with an absolute minimum of

fixed overhead thus creating a new way for

international cooperation within the industry. 

Distinctive advantages

Each of the five Partners is a very strong

player in its local market. Yet, having

 combined their forces, the companies can

clearly be identified on the worldwide

 market. “By bundling our volumes, we can

obtain better prices and conditions than we

can do as indivi dual companies,” states Lex

Mentink, CEO of EuroCross International

and Chairman of the Board of Astrum

 Assistance Alliance. Also

the clients will benefit

from the cooperation:

“Clients who want an

assistance provider with

local set-ups in more than just one country

will have easy access through Astrum.” In

fact, the advantages of the Alliance are

 obvious, both for the members and for the

end  customers:

Thanks to subsidiary companies, the

Partners have their own representation

in more than ten European countries;

The areas of cooperation are unlimited,

yet there is no compulsion to work

together. As the cooperation within the 

Alliance gets stronger, the list of possible

areas grows longer, including operational

benchmarks, joint IT developments, joint

product development, etc.; 

The company’s domestic and regional net-

works are open to the other Partners, thus

ensuring the best terms between them;

The Alliance provides a forum in which

the Partners can share thoughts, ideas,

experience and knowledge with compa-

nies facing the same challenges. 

The Partners expect to see additional 

savings in fees as well as claims costs 

of up to two million euros per year. The 

savings from more efficient cooperation,

“We have created a 

new way for international

cooperation in the industry.”

Five partners with one goal

With subsidiaries in the Czech

Republic and Bulgaria, the leading

Dutch assistance provider Euro-

Cross International is supported by

a  network of over 80,000 providers. 

As a member of the Covéa Group,

FIDELIA Assistance has over 600

employees and provides services to

more than ten million clients. 

ROLAND Assistance is one of the

biggest German providers. 170 part-

 ner companies offer their solu tions to

over 20 million end customers. 

SOS International is the leading

Nordic assistance company with 500

employees and 26 local representa-

tive offices all over the world. 

Mobi 24 Call Service Center is a

Swiss Mobiliar Insurance subsidiary

which was founded in 1997. Over 60

highly motivated and well trained

employees provide assistance to

customers in need.

knowledge sharing and mutual development

have not been quantified yet and will add

up to another convincing argument.

For more information: 

www.astrumalliance.com or

contact@astrumalliance.com

The members of “Generation Y” are defined as very open to tech-

nology and technological devices. A recent publication shows

that within a representative panel of US college students, 

97% own a computer;

94% own a mobile phone;

34% use websites as their primary source of news.

saying “yes” to technology

The workshop started with the presentation by Dr Lidewey E.C. van

der Sluis from the Nyenrode Business University in the Netherlands.

The well-known expert spoke about the new generation’s  talents

and explained their needs, values and goals. In fact, in order to

introduce young talents to the world of insurance, companies

have to find out more about their motivation and characteristics,

about how they want to live and what their expectations are – 

an enormous challenge for the recruiting departments of the

Eurapco Partners. 

The workshop programme continued with Dr Dieter Jäpel from

IBM, who spoke about Generation Y’s communication platforms,

usage of social networks and social habits. 

Direct implications for our business

To complete the workshop, Radboud Van Hal from Achmea

explained their model for recruitment and talent development. The

detailed presentation of specialised programmes and activities

that Achmea has developed helped the Partners to realise how

quickly the demands are evolving. In fact, everything that was

 discussed and sounded “theoretical” during the workshop may

already have become reality.

For more information: javier.pimentel@eurapco.com or 

christian.schaffauer@achmea.nl

tribune

the quest for new talents
In June, representatives from the HR departments of the Eurapco Partners met in Zeist,

Netherlands, to learn more about “Generation Y”. Thanks to the renowned guest speakers,

the participants benefited from valuable insights and ideas in the quest for new talents. 

As a consequence of a strategic review, Friends Provident decided to

withdraw from Eurapco. We hereby want to thank Friends Provident

for the long-lasting and valuable partnership. Friends Provident will

stay in touch with the Partners and whenever there is the possibility

for valuable cooperation, this option will be explored. We are there-

fore happy that Friends Provident, living up to its name, will remain

our “friend” also in future.

the key to successful communication

Because working internationally is a challenge Eurapco gives members

the opportunity to improve their communication and presentation skills

as well as their negotiation style. Due to the very good responses to

our workshops on Effective International Communication, we are

organising a  second annual course. It will take place this autumn in

Zurich please register at www.eurapco.com.

6 news

Friends Provident 
withdraws from Eurapco

Source:  “Connecting to the Net.Generation” 
by Reynol Junco and Jeanna Mastrodicasa

After an unusually long secondment term,

Esther Cranendonk leaves Eurapco. Having

joined our organisation in November 2003,

Esther states today that working for Eurapco

was a great experience. The secondment 

to Eurapco entailed further changes in

Esther’s life, as she has decided to work for

a big Swiss reinsurer after leaving Eurapco. We wish her all the best

personally and for her professional future.

In May, Bettina Thomann started working

for Eurapco as an Assistant Accountant.

She works part-time and supports Caroline

Eigenhuis, who has taken over responsibility

for Finance. 

welcome and goodbye when trainees 
turn international
For some years, Eurapco has offered member organisations a seamless platform for 

cross-border knowledge sharing. Now, for the first time, the Alliance has afforded trainee

employees the opportunity to experience working life in a Partner organisation. 

The training schemes of the Eurapco

 Partners are as varied as the organisations

themselves. In fact, they pursue various

goals and therefore promote different

strengths and skills. In order to benefit

from this diversity, the first systematic

exchange programme for trainees has

been set up by Eurapco. Alex Smith from

Friends Provident and Dirk Neustein 

from Cologne-based

IDG (Gothaer IT) took

the chance to look

beyond the boundaries

of their companies. 

Initial expectations

By talking with each other prior to the

 initiative, both exchange Partners realised

that they had broad but very similar

expectations. These included

being able to widen the contact base to

another country; 

experiencing first-hand the multinational

nature of the economic climate;

deepening their understanding of the IT

and insurance industries;

gaining insights into the practices of the

host organisation; 

comparing the features of the domestic

market by first-hand experience of others.

The opportunity to visit another organisa-

tion, with the specific aim of directly

 experiencing how it runs, gave individuals

a new  perspective they would otherwise

not have had. Another key  benefit was the

knowledge gain regarding the trainee’s

own organisation. Because each Partner

 accompanied the other for the entirety of

the two weeks, they were able to gain

valuable information about their own

company during this time.

A true win-win situation

The central aim of the Eurapco Alliance is

cross-border sharing of knowledge and

information. By learning

from their involvement

on the international

stage, Eurapco mem-

bers aim to sharpen

their competitive edge

in their local markets. In

this sense, not only the exchange trainees

benefit from the programme but also the

organisation it  -self, since

exchanges provide individuals with a

sound platform on which to build, with

fresh ideas and improved confidence;

decisions made by individuals that have

balance and an overall perspective are

likely to be better informed and more

prudent, and thus provide organisations

with greater stability; 

exchanges give the opportunity to

 compare one organisation with the

other, thus providing a better perspective

of another financial structure and IT

 system and also a work environment in a

dif ferent country.

For the full story please visit:

www.eurapco.com (click the link on wel-

come page of members area).

“A training scheme that offers

a chance to visit another

international organisation is

attractive for new entrants.”

“sprechen Sie deutsch?”

You cannot truly experience another

city without immersing yourself in its

 culture. Outside the work environment,

the days were just as action-packed as

the time spent in the office. We often

were joined by other trainees, which  

 ultimately allowed me to be immersed

in the true social culture of Germany.

Outside of work, I was also able to prac-

tice my German in less formal situations,

which makes it understandably easier.

Speaking about language: the first thing

that struck me when arriving in Cologne

was everyone’s hospitality. People were

willing not only to speak to me in  English,

but also to explain the complex nature of

their jobs in their non-native language.

Obviously, two weeks in  Germany is not

long enough to speak German fluently.

Yet, the exchange has given me the

confidence to come back to Germany

secure in the knowledge that I would be

able to keep myself fed and entertained,

having overcome what was before a

true obstacle. 

For more information: 

alex.smith@friendsprovident.co.uk
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growth 
A new member joins the Alliance

increase
Bundling forces for international success

exchange
Programme reaches trainees

Date Event Location

September 3–5 Future of Motor Insurance Zurich area

4 Marine Business Group Meeting 1 day Business Meeting Zurich

4 Renewable Energy/ Claims Process Meeting Zurich

9 IT Strategy & Architecture Meeting Bern

10–11 IT Facilitators Meeting Cologne

14–19 Eurekans Management Development Programme Start Paris

24–25 HR Group Meeting Nyon/Switzerland

26 Motor Business Group Meeting Athens

29–30 Commercial Line Non-Life Business Group Meeting Madrid

30 Eurapco Partner Committee Meeting Zurich

October 1–2 Life & Pension Group Meeting Cologne

2 IT Directors Meeting Zurich

7–8 Life Broker Market Workshop Dublin

7–8 Commercial Lines International Desk Meeting Madrid

9 Marketing & Distribution Forum Madrid

14–15 General Non-Life Reinsurance Group Meeting Cologne

15–16 Risk Management Forum Meeting Cologne

15–17 Effective International Communication Course – Part I Zurich

16 Workshop Health Services Noordwijk/Holland

17 Health Business Group Meeting Noordwijk/Holland

22–23 Marine Business Group Annual Strategy Meeting Cologne

22–23 Employee Benefit Sales Meeting Nice

22–23 Employee Benefit Technical Meeting Nice

23 Procurement Business Group Meeting Bern

23 Employee Benefit Steering Committee Meeting Nice

23 Employee Benefit Pooling / Captive Workshop Nice

24 Employee Benefit Member’s Meeting Nice

November 5–6 Internal Risk Management Zurich

5–6 Life Underwriting Forum Stockholm 

12–13 Life Claims Handling Workshop Dublin 

13–14 Effective International Communication Course – Part II Zurich

18–19 Private Line Non-Life Workshop Zurich

25 Eurapco Partner Committee Meeting Zurich

27–28 IT Security Workshop Cologne

27–28 HR Forum Madrid

December 3–4 Non-Life Strategic Claims Management Zurich

8–9 Industrialisation Zurich

10–11 HR Group Meeting Amsterdam

Everything is in constant change. The international economy,

the global markets, our many competitors as well as the 

demands and needs of our clients and,

last but not least, the products and

services offered by our Alliance Part-

ners. The advent of a new generation

– Generation Y, about which you can

read in more detail in our “tribune” –

is not the only  concomitant of this phenomenon. Due to our

special organisation as a partner-driven alliance, we are

also subject to constant movement. Therefore, we are glad

to announce our new Partner, the Finnish financial and

insurance group Tapiola, which joined Eurapco as another

strong player. And we can report on the successful

 foundation of the Astrum Assistance Alliance, which has

been achieved also through the supporting work of Eurapco. 

New initiatives, new projects and thus new possibilities 

accompany our work – step by step on the way to becoming

a pan-European insurance provider.

Rolf Sprünken, General Manager Eurapco
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leading the way to 
systematic knowledge
exchange
Life

The Life & Pensions Group met in Paris, welcoming new

 participants from Eureko /Achmea, LF and Caser. All Partners

gave overviews about ongoing initiatives and projects. Caser

 presented the Spanish market and its main activities. 

Non-Life

The Actuarial Non-Life Group initiated the preparations for the

next seminar, which will take place in Cologne in November 2009.

DFA and GLM subgroups met to define the main topics of the 

seminar, such as price elasticity.

In April, the Commercial Lines Group kicked off a renewable

energy project and organised a U/W workshop in June. Cooperation

models, processes, methodologies, market potential and U/W risks

were only a few of the topics discussed. Tapiola joined the project in

the June meeting. 

The Property U/W Managers met in Zurich last April. They

updated each other on terrorism cover, reinsurance and port-

 folio management, and exchanged views on the current soft

European market. 

In May, the annual General Liability U/W Group met under the

sponsorship of the Commercial Lines Group. The meeting

focused on recall business for small and medium-sized clients. It

was agreed to pursue a joint development of services, a risk

inspection questionnaire and a common risk identification tool for

this product. 

The Marine Group’s Baltic project has taken great leaps forward.

LF agreed to allow the new Marine operation in Riga to operate

under the name of Nordicia. In May, Fred Oosterveer from Avero

Netherlands moved to Riga to set up the operation. 

The EU Legislation Forum met for the third time to discuss the

effects of EU legislation on their business. At present, the members

are looking into various topics such as the VAT directive, insurance

contract and mediation law, equal treatment, etc. The next group

meeting will take place in early 2009. 

The Marketing and Distribution Group met in Prague to exchange

information about the technical improvements of their customer

contact centres. New methods of how to train, motivate and reward

staff as well as how to measure and monitor their  performance

were presented, and key indicators were benchmarked. 

The Procurement Business Group learned about the results of an

analysis by an external consulting company at their meeting in

June. In their October meeting, the Group members will evaluate

the possibilities of using the results in their daily business. 

Motor

The annual International Motor Claims Handling Group held

its meeting at the Gothaer head office. The group focused on

exchang ing best local practices and committed itself to making

Caser part of its network. 

The Motor Business Group kicked off a major study on the future

of Motor Insurance. Representatives from the Eurapco Partners

associated with I-Lab researchers from Swiss universities aim 

at finding trends and possible initiatives for the upcoming five-

year period. 

In May, the Motor Group set up a workshop on Motorcycle

Business in Amsterdam. This successful event triggered a lot of

operational exchanges, in particular on new ways to segment

products. Every representative left the meeting with new ideas

on how to improve business.

Health

The Health Business Group Workshop was held with a strong

focus on how to define the customer value of group contracts.

Another workshop on health services in relation to prevention is

in development. 

Human Resources

The Human Resources Group met in Stockholm. Caser joined the

group for the first time and gave an interesting presentation about

the company and its HR processes. LF presented its activities 

regarding employer branding. 

The Programme Advisory Group for the Eurapco development

programmes met in Stockholm, planning future Ashridge and

Eurekans programmes. 

In June, 18 Senior Managers from seven countries participated in

the Ashridge Executive Education Programme. The participants

worked within four different strategic projects sponsored by the

Partner companies.

IT 

The IT 24/7 Group held workshops in Dorking (UK) and Le Mans

(France). The first workshop focused on Batch and Backup

 techniques, where Friends Provident and Gothaer / IDG shared

their experience. The second meeting focused on the knowledge

from Covéa regarding website availability.

The IT Strategy & Architecture Group met in Zurich for an exchange

of experience on the challenges of multichannel organisations and

distribution. As this topic is of very great interest for many Partners,

a follow-up will take place in autumn.

Covéa/MMA gave a demonstration of their data warehouse system

to members of the IT Data Warehouse & Data Integration Group

in April.

ITG, Strategy and Archrecture workshop, 18 March 2008 in Zurich. Human Resources Group, Generation Y workshop, 09 June 2008 in Zeist.

Actuarial (Non-Life) Group, Sub-group Nat Cat meeeting, 5 March 2008 in Zurich. Fraud Group workshop, 21 May 2008 in Amsterdam.

inside story 3

a new perspective 
for a fresh approach
The Finnish insurance and financial services provider Tapiola has joined Eurapco for a

trial period. “insight” spoke to Tapiola’s CEO Asmo Kalpala about the company’s motivation,

objectives and measures.

are not sufficient tools for our planning of long-term business

development. Business planning and follow-up on the basis of CSR

is an excellent method to better evaluate our operations from the

customers’ and other interest groups’ perspectives. We strive to

include CSR in our balanced scorecard-based planning and follow-

up system as well as in our financial incentive programme.

You have been VP of the Board of the International Association

of Mutual Insurance and President of the Board of AMICE.

What insights did you gain?

When participating in building up the lobbying organisations and

operations of European mutual companies, I questioned whether

we are contributing actively enough to developing a well- functioning

European common insurance and financial market. Financial

 products and services are becoming more

and more complicated, while customers are

increasingly responsible for their own finan-

cial cover. However, customers seem to

have quite poor financial analysis skills. A

common European insurance and financial market requires a

 stronger customer orientation than one promoted by pure capital

market interest. Therefore, the mutual companies should have the

ambition to reinforce our customer-oriented identity and  ensure

that we act accordingly throughout Europe.

insight: What is the reason for joining the Alliance and what

do you expect from it?

Asmo Kalpala: Our goal is to expand the long-term Nordic strategic

cooperation to Europe and to ensure that we actively participate in

the development of the common European market. We expect an

open interaction between the Eurapco Partners’ experts in the

 different fields. Therefore, the specialists from Tapiola Group will

actively participate in the work and projects of the different

 Business Groups.

Can you tell us more about Tapiola’s history?

The Tapiola Group was established 26 years ago through a merger

of two (by Finnish standards) medium-sized insurance groups.

Aura and Pohja had been established at the beginning of the 20th

century to meet the needs of their founders 

– with Aura those of farmers and with Pohja

those of retail cooperatives. As time passed

by, both companies had expanded their

 clientele and become general players in the

concentrated Finnish insurance market, which was dominated by

public limited companies and capital market interests. The new

Tapiola Group has set growth as its target – with success: the

 market share of the Group’s main company Tapiola General has

grown considerably from 12% to almost 19% from the early

nineties. At the beginning of the 21st century, Tapiola started a bank

and is today a full-service financial group. As such, we are promoting

 policyholder value maximisation as a counterbalance to shareholder

value thinking. 

In which Eurapco Business Groups will Tapiola get involved?

In general, Tapiola has decided to participate very actively in 

the cooperation. With 45 experts from across our organisation,

who participate in 41 different Groups, we will be represented in

almost every area.

Tapiola is very keen on promoting Corporate Social Respon si-

bility (CSR). Where does this interest come from and how do

you effectuate it?

A mutual group is an integral part of the community it serves. It is

especially important that we understand the needs and thoughts

of our own operational environment. The information and manage-

ment systems developed to serve the needs of the capital market

“We are looking forward to 

the interesting work carried out 

in the Business Groups.”

Tapiola’s Chairman and President has held top management positions

since 1980, becoming Chairman in 1987 and President in 1994. Prior to join-

ing the Group, Asmo Kalpala worked in auditing. He has also been a Board

Member in the Finnish construction and forest industry for altogether over

20 years. Besides being President of

AMICE, he is a member of  several

organisations such as CEIOPS’

(Committee of the European Insur-

ance and Occupational Pensions

Supervisors’) Consultative Panel

and the Geneva Association. He is

also Vice Chairman of the Federa-

tion of Finnish Financial Services. 

Everything is in constant change. The international economy,

the global markets, our many competitors as well as the 

demands and needs of our clients and,

last but not least, the products and

services offered by our Alliance Part-

ners. The advent of a new generation

– Generation Y, about which you can

read in more detail in our “tribune” –

is not the only  concomitant of this phenomenon. Due to our

special organisation as a partner-driven alliance, we are

also subject to constant movement. Therefore, we are glad

to announce our new Partner, the Finnish financial and

insurance group Tapiola, which joined Eurapco as another

strong player. And we can report on the successful

 foundation of the Astrum Assistance Alliance, which has

been achieved also through the supporting work of Eurapco. 

New initiatives, new projects and thus new possibilities 

accompany our work – step by step on the way to becoming

a pan-European insurance provider.

Rolf Sprünken, General Manager Eurapco

8 impressionseditorial

03
inside story
New member, 
more possibilities.

04
focus
Joining forces 
for greater impact.

06
tribune
How to win 
the quest for talents.

07
success story
First trainee 
exchange programme.

08
impressions
Examples of successful 
knowledge transfer.

10
important dates
Seize your chance to benefit.

contents

on the go for a new step

imprint

frequency
Three times a year
circulation
2,700
editing and design
advertising, art & ideas, Zurich
editorial office
Michael Isaac
contact
michael.isaac@eurapco.com
eurapco headquarters
Genferstrasse 11
8027 Zurich
Switzerland
Phone: + 41 (0) 44 287 95 00
Fax: + 41 (0) 44 287 95 01
www.eurapco.com

impressions 9

leading the way to 
systematic knowledge
exchange
Life

The Life & Pensions Group met in Paris, welcoming new

 participants from Eureko /Achmea, LF and Caser. All Partners

gave overviews about ongoing initiatives and projects. Caser

 presented the Spanish market and its main activities. 

Non-Life

The Actuarial Non-Life Group initiated the preparations for the

next seminar, which will take place in Cologne in November 2009.

DFA and GLM subgroups met to define the main topics of the 

seminar, such as price elasticity.

In April, the Commercial Lines Group kicked off a renewable

energy project and organised a U/W workshop in June. Cooperation

models, processes, methodologies, market potential and U/W risks

were only a few of the topics discussed. Tapiola joined the project in

the June meeting. 

The Property U/W Managers met in Zurich last April. They

updated each other on terrorism cover, reinsurance and port-

 folio management, and exchanged views on the current soft

European market. 

In May, the annual General Liability U/W Group met under the

sponsorship of the Commercial Lines Group. The meeting

focused on recall business for small and medium-sized clients. It

was agreed to pursue a joint development of services, a risk

inspection questionnaire and a common risk identification tool for

this product. 

The Marine Group’s Baltic project has taken great leaps forward.

LF agreed to allow the new Marine operation in Riga to operate

under the name of Nordicia. In May, Fred Oosterveer from Avero

Netherlands moved to Riga to set up the operation. 

The EU Legislation Forum met for the third time to discuss the

effects of EU legislation on their business. At present, the members

are looking into various topics such as the VAT directive, insurance

contract and mediation law, equal treatment, etc. The next group

meeting will take place in early 2009. 

The Marketing and Distribution Group met in Prague to exchange

information about the technical improvements of their customer

contact centres. New methods of how to train, motivate and reward

staff as well as how to measure and monitor their  performance

were presented, and key indicators were benchmarked. 

The Procurement Business Group learned about the results of an

analysis by an external consulting company at their meeting in

June. In their October meeting, the Group members will evaluate

the possibilities of using the results in their daily business. 

Motor

The annual International Motor Claims Handling Group held

its meeting at the Gothaer head office. The group focused on

exchang ing best local practices and committed itself to making

Caser part of its network. 

The Motor Business Group kicked off a major study on the future

of Motor Insurance. Representatives from the Eurapco Partners

associated with I-Lab researchers from Swiss universities aim 

at finding trends and possible initiatives for the upcoming five-

year period. 

In May, the Motor Group set up a workshop on Motorcycle

Business in Amsterdam. This successful event triggered a lot of

operational exchanges, in particular on new ways to segment

products. Every representative left the meeting with new ideas

on how to improve business.

Health

The Health Business Group Workshop was held with a strong

focus on how to define the customer value of group contracts.

Another workshop on health services in relation to prevention is

in development. 

Human Resources

The Human Resources Group met in Stockholm. Caser joined the

group for the first time and gave an interesting presentation about

the company and its HR processes. LF presented its activities 

regarding employer branding. 

The Programme Advisory Group for the Eurapco development

programmes met in Stockholm, planning future Ashridge and

Eurekans programmes. 

In June, 18 Senior Managers from seven countries participated in

the Ashridge Executive Education Programme. The participants

worked within four different strategic projects sponsored by the

Partner companies.

IT 

The IT 24/7 Group held workshops in Dorking (UK) and Le Mans

(France). The first workshop focused on Batch and Backup

 techniques, where Friends Provident and Gothaer / IDG shared

their experience. The second meeting focused on the knowledge

from Covéa regarding website availability.

The IT Strategy & Architecture Group met in Zurich for an exchange

of experience on the challenges of multichannel organisations and

distribution. As this topic is of very great interest for many Partners,

a follow-up will take place in autumn.

Covéa/MMA gave a demonstration of their data warehouse system

to members of the IT Data Warehouse & Data Integration Group

in April.

ITG, Strategy and Archrecture workshop, 18 March 2008 in Zurich. Human Resources Group, Generation Y workshop, 09 June 2008 in Zeist.

Actuarial (Non-Life) Group, Sub-group Nat Cat meeeting, 5 March 2008 in Zurich. Fraud Group workshop, 21 May 2008 in Amsterdam.

Everything is in constant change. The international economy,

the global markets, our many competitors as well as the 

demands and needs of our clients and,

last but not least, the products and

services offered by our Alliance Part-

ners. The advent of a new generation

– Generation Y, about which you can

read in more detail in our “tribune” –

is not the only  concomitant of this phenomenon. Due to our

special organisation as a partner-driven alliance, we are

also subject to constant movement. Therefore, we are glad

to announce our new Partner, the Finnish financial and

insurance group Tapiola, which joined Eurapco as another

strong player. And we can report on the successful

 foundation of the Astrum Assistance Alliance, which has

been achieved also through the supporting work of Eurapco. 

New initiatives, new projects and thus new possibilities 

accompany our work – step by step on the way to becoming

a pan-European insurance provider.

Rolf Sprünken, General Manager Eurapco
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leading the way to 
systematic knowledge
exchange
Life

The Life & Pensions Group met in Paris, welcoming new

 participants from Eureko /Achmea, LF and Caser. All Partners

gave overviews about ongoing initiatives and projects. Caser

 presented the Spanish market and its main activities. 

Non-Life

The Actuarial Non-Life Group initiated the preparations for the

next seminar, which will take place in Cologne in November 2009.

DFA and GLM subgroups met to define the main topics of the 

seminar, such as price elasticity.

In April, the Commercial Lines Group kicked off a renewable

energy project and organised a U/W workshop in June. Cooperation

models, processes, methodologies, market potential and U/W risks

were only a few of the topics discussed. Tapiola joined the project in

the June meeting. 

The Property U/W Managers met in Zurich last April. They

updated each other on terrorism cover, reinsurance and port-

 folio management, and exchanged views on the current soft

European market. 

In May, the annual General Liability U/W Group met under the

sponsorship of the Commercial Lines Group. The meeting

focused on recall business for small and medium-sized clients. It

was agreed to pursue a joint development of services, a risk

inspection questionnaire and a common risk identification tool for

this product. 

The Marine Group’s Baltic project has taken great leaps forward.

LF agreed to allow the new Marine operation in Riga to operate

under the name of Nordicia. In May, Fred Oosterveer from Avero

Netherlands moved to Riga to set up the operation. 

The EU Legislation Forum met for the third time to discuss the

effects of EU legislation on their business. At present, the members

are looking into various topics such as the VAT directive, insurance

contract and mediation law, equal treatment, etc. The next group

meeting will take place in early 2009. 

The Marketing and Distribution Group met in Prague to exchange

information about the technical improvements of their customer

contact centres. New methods of how to train, motivate and reward

staff as well as how to measure and monitor their  performance

were presented, and key indicators were benchmarked. 

The Procurement Business Group learned about the results of an

analysis by an external consulting company at their meeting in

June. In their October meeting, the Group members will evaluate

the possibilities of using the results in their daily business. 

Motor

The annual International Motor Claims Handling Group held

its meeting at the Gothaer head office. The group focused on

exchang ing best local practices and committed itself to making

Caser part of its network. 

The Motor Business Group kicked off a major study on the future

of Motor Insurance. Representatives from the Eurapco Partners

associated with I-Lab researchers from Swiss universities aim 

at finding trends and possible initiatives for the upcoming five-

year period. 

In May, the Motor Group set up a workshop on Motorcycle

Business in Amsterdam. This successful event triggered a lot of

operational exchanges, in particular on new ways to segment

products. Every representative left the meeting with new ideas

on how to improve business.

Health

The Health Business Group Workshop was held with a strong

focus on how to define the customer value of group contracts.

Another workshop on health services in relation to prevention is

in development. 

Human Resources

The Human Resources Group met in Stockholm. Caser joined the

group for the first time and gave an interesting presentation about

the company and its HR processes. LF presented its activities 

regarding employer branding. 

The Programme Advisory Group for the Eurapco development

programmes met in Stockholm, planning future Ashridge and

Eurekans programmes. 

In June, 18 Senior Managers from seven countries participated in

the Ashridge Executive Education Programme. The participants

worked within four different strategic projects sponsored by the

Partner companies.

IT 

The IT 24/7 Group held workshops in Dorking (UK) and Le Mans

(France). The first workshop focused on Batch and Backup

 techniques, where Friends Provident and Gothaer / IDG shared

their experience. The second meeting focused on the knowledge

from Covéa regarding website availability.

The IT Strategy & Architecture Group met in Zurich for an exchange

of experience on the challenges of multichannel organisations and

distribution. As this topic is of very great interest for many Partners,

a follow-up will take place in autumn.

Covéa/MMA gave a demonstration of their data warehouse system

to members of the IT Data Warehouse & Data Integration Group

in April.

ITG, Strategy and Archrecture workshop, 18 March 2008 in Zurich. Human Resources Group, Generation Y workshop, 09 June 2008 in Zeist.

Actuarial (Non-Life) Group, Sub-group Nat Cat meeeting, 5 March 2008 in Zurich. Fraud Group workshop, 21 May 2008 in Amsterdam.
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helping people excel
interview with Philip Moore

looking for innovation
IT Directors Meeting June 2007

transforming the web 
creating a new direct sales tool

Date Event Location

September 6 Marketing & Distribution Forum Meeting Paris

6–7 Data Warehouse and Data Integration Techniques Workshop Madrid

11 Employee Benefits Quatrem’s Annual Broker Meeting Paris

12–14 HR Forum Champéry

14 Employee Benefits Steering Committee Meeting Paris

14 Health Business Group Meeting Zurich

17 Motor Business Group Meeting Paris

18 Telematics / Pay as you drive Workshop Paris

18 Eurapco Partner Committee Meeting tba

19–20 Bancassurance Workshop Nyon

20–21 International Motor Claims Handling Group Meeting La Rochelle

20–21 ALM & Risk-Based Capital Workshop London

23–27 Eurekans Management Development Programme, 

Action Learning Workshop Amsterdam

25 Commercial Opportunities Project Meeting Zurich 

25–26 Underwriting Forum (Life) Zeist 

26–27 Agriculture Workshop Stockholm

27 Human Resources Group Meeting Amsterdam

27–28 IT Facilitators Meeting Paris

28 EU Legislation Forum Meeting Amsterdam

October 1 Employee Benefits Broker Seminar Germany

1 Employee Benefits Broker Seminar Geneva/Zurich

3–5 Eurapco Effective International Communication Course, Part I Zurich

8 Non-Life Reinsurance Group Meeting Niort

9 Workshop PMLs for Motor Liability Niort

10 Risk Management Forum Meeting Athens

12 Actuarial Non-Life Group Meeting Stockholm

16–17 Bancassurance Workshop Tilburg

16–17 Procurement Business Group Meeting tba

17–18 Life & Pensions Business Group Meeting London

17–18 IT Directors Meeting Amsterdam

18–19 Marine Group Strategy Meeting tba

24 Eurapco/AIG GBN Sales Meeting Cologne

25 Employee Benefits Network Members Meeting Cologne

25 Commercial Lines Business Group Meeting Cologne

25 Employee Benefits Group Meeting Cologne

November 6–7 Workshop Commercial Lines Small & Medium Enterprises tba

8–9 Eurapco Effective International Communication Course, Part II Zurich

14 Bancassurance Workshop Cologne

22–23 IT Security Meeting Madrid

28–29 Private Line Non-Life Meeting tba

28–29 Eurapco Partner Committee Meeting Paris

December 1–12 IT Strategy and Architecture Meeting Paris

11 Bancassurance Workshop Stockholm

13 Human Resources Group Meeting Cologne

ashridge 
executive educa-
tion programme
This annual training programme challenges 

participants to broaden their vision and think

anew, as they work closely together with indi -

viduals from the Alliance on important projects

sponsored by the Partners.

22 participants from 12 countries took part this year in the annual

Ashridge Programme for top management within the Eurapco Alliance.

Two intensive weeks of training, at the prestigious Ashridge Business

School, included participants discussing and analysing strategic projects

sponsored by the Partners. 

This year the projects were:

Developing strategies for a dysfunctional UK life assurance market

(sponsored by Friends First)

Understanding the impact of climate change on society and on a

company’s risk profile (sponsored by Eureko)

Strategic development of an Equity Release proposition for Eurapco

Partners (sponsored by the Eurapco Life & Pensions Business Group)

Valérie Cantone-Le Tohic from Covéa in Paris described the Ashridge

Programme as an event in which you “loose all your markers from one

day to the next.” The participants spent 12 hours per day with people they

had never met before, attending classes

and working on important projects, far

from family, home office, country and

often not even working in their native

language. While the transition can be a

shock at first, it usually results in a fas-

cinating professional and personal experience which creates an amazing

level of solidarity between all participants.

It was an experience from which Valérie returned with “a lot of energy,

a new perspective on insurance issues and topics, many useful tools and

a more open mind,” all of which will be a great help in her position within

research and innovation for Covéa. 

For more information: henrik.gradin@eurapco.com

“Now I know better, 

what my strengths and

my weaknesses are.”

gofit week: a week
of good health
During the Gothaer “GoFit Week“ on 23 to the 

26 of April in Cologne and the “GoFit Day” May 2

in Göttingen, over 2,400 Gothaer employees were

able to learn about and experience a full range of

health-related services. The GoFit supervisor,

Marco Burnus, felt that the event was a great

success due to “the strong acceptance and use

of the offered services, which showed us that we

achieved our goal of sensitising co-workers and

high-level personnel about the importance of 

promoting health throughout the organisation.”

Employees had a full range of services and check -

ups to choose from. They were able to meet with

health care professionals to check the muscle tone

of their backs and stomachs, measure their level

of body fat and even test their endurance, as well

as receive a profile of their risk for cardiovascular

disease. Additional services provided included

breath and eye tests, inoculations and even med-

ical consultations. Employees were also given the

opportunity to sign up for one free individualised

training session offered during the GoFit Week. 

Overall, the entire GoFit Week was an event very

well received by the employees and manage-

ment. In fact, Dr Herbert Schmitz, Chairman of the

Board of Gothaer Health Insurance AG, praised

the entire programme stating that “the offered

services were of high quality and created a very

good working climate throughout the week. I truly

want to complement everyone involved in the or-

ganisation and the execution of the GoFit Week.”

For more information: marco_burnus@gothaer.de
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knowledge exchange
seizing new opportunities  

recycling insurances
a world’s first for Eurapco

voluntary commitment
how we can change the world

Date Event Location

May 07 – 11 Eurekans Management Development Programme – Module 3 France 

10 – 11 IT Security Meeting Amsterdam

15 – 16 Eurapco Partner Committee Meeting Tilburg

15 – 16 Tif Benchmarking Result Workshop Paris

21– 22 Liability Underwriters Workshop Paris

22 – 23 Direct Sales over the Internet Workshop Stockholm

23 – 24 Fraud Group Meeting Reading

23 – 24 Retention Strategies on Car Portfolios Workshop Zurich

25 Econometrics in Brand Management Workshop Stockholm

27 – 28 Eurapco Ashridge Executive Programme Ashridge

29 – 30 Employee Benefits Technical Seminar Dublin

30 Board Meeting London

30 – 31 IT Facilitators Meeting Stockholm

30 Dynamic Financial Analysis (DFA) Workshop Stockholm

31 Employee Benefits Broker Event on Captives Dublin

June 05 Procurement Business Group Meeting Stockholm

05 Alternative Reinsurance Solutions Workshop Tilburg

06 IEBD Steering Committee Meeting Frankfurt

07– 08 Customer Contact Centres Workshop Salisbury 

12 – 13 Bancassurance Peer Seminar Madrid

13 Achmea Sailing Event for IEBD Clients Amsterdam

13 – 15 IT Directors Meeting Nice

14 Commercial Lines Business Group Meeting Amsterdam

14 – 15 Life & Disability Claims Handling Workshop Stockholm

29 Motor Business Group Meeting Stockholm

July 07– 08 Marketing Event for IEBD Key Clients Belgium

August 28 IT Strategy and Architecture Meeting Stockholm

September 06 Marketing & Distribution Forum Meeting Paris

11 Quatrem Annual Broker Event Paris

17 Motor Business Group Meeting Paris

18 Telematics / Pay as You Drive Workshop Paris

20 – 21 International Claims Handling Group Meeting La Rochelle

20 – 21 ALM & Risk Based Capital Workshop London or Dorking

23 – 27 Eurekans Management Development Programme, The Netherlands

Action Learning Workshop

25 – 26 Underwriting Forum (Life) Amsterdam

26 – 27 Agriculture Product Workshop tba

27 Human Resources Group Meeting tba

getting rid of
waste – at no cost
For many years, Sweden has taken the lead in

environmental engagement. Today, Länsförsäk-

ringar together with The Keep Sweden Tidy

Foundation has taken a further step to improving

environmental quality by introducing a world

premier: Recycling Insurance.

Länsförsäkringar (LF) is owned by its customers. It is therefore part of

the company’s mission to reduce the risk of injuries and environmental

damage in the ground, water, and air. At the first insurance company in

the world to introduce Recycling Insurance, insurance holders can once

a year get rid of scrap and environmentally hazardous waste entirely free

of charge.

Supporting sustainability in the business

Recycling Insurance provides an entirely new dimension to the problem

of waste. From now on, policyholders can pay full attention to their oper -

ations and leave the handling of hazardous waste to LF, The Keep 

Sweden Tidy Foundation, and

the transport and recycling

contractor. This means that

scrap and hazardous waste

from agricultural and forestry

operations being carried out on the property will be taken care of, along

with that from the property’s households. The service also includes the

legal reporting of hazardous waste management and advice on various

environmental questions.

Recycling Insurance is included as a part of the basic coverage for three

different types of insurance:

Agriculture

Horse Activity

Forest Properties

LF has introduced a unique approach to a challenge that becomes more

and more global in the future. They have developed something that over

time will mean a major step toward a society that is sustainable in the

long run, and also set an important example of how to open up new busi-

ness areas in a highly competitive market.

For more information: 

anders.sverkman@lansforsakringar.se

“Recycling Insurance provides

an entirely new dimension to

the problem of waste.”

leading the way
in pet insurance
Sweden is well known for many things, but one

area of leadership that might surprise you is animal

insurance. In Sweden there is a long history of

providing animal insurance, which has aided the

development of the veterinary profession. Veter -

in ary care in Sweden is highly specialised, and

today it is possible to perform complicated sur-

geries and therapies on even the smallest animal.

Seizing new business opportunities

As a result, the costs are rising and more and

more owners are considering insurance. For many

animal owners caring for their pet is like caring for

another family member, and so it is important to

them to have enough coverage to ensure their

“loved one” gets the best treatment available.

Agria has recognised this need for many years,

and so offers products that are highly developed

and customised. In fact, it is planning to offer its

products in other countries within Europe, such

as the U.K. and Norway. 

Surprising market potential

Agria is a daughter company of LF and has recently

acquired the British company Pet Partners. Keys

to Agria’s success have been its close customer 

relationships, detailed market knowledge and 

strategic alliances with animal organisations. 

For more information: 

anders.mellberg@agria.se
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expanded 
More Partners on board

advanced 
Stronger presence in the east

enhanced
Welcoming new team members

Date Event Location

May 6–7 Life Broker Market Workshop Stockholm 

13–14 Eurapco Partner Committee Meeting Cologne

15 Health Business Group Meeting Paris

15– 16 International Motor Claims Handling Group Cologne

16 ANLG General Linear Model Workshop Amsterdam

20–21 Life & Pension Group Meeting Paris

21–22 Fraud Insurance Group Meeting Amsterdam

22–23 Customer Contact Centres Workshop Prague

26–27 Liability Underwriters“Commercial opportunities: Recall”Workshop Stockholm

26–27 ANLG Dynamic Financial Analysis Workshop Paris

29–30 WS Motorcycle Insurance Amsterdam

June 4–5 IT Facilitators Meeting Madrid

4–5 HR Group Meeting Stockholm

5–6 IT Security Workshop Paris

6 Commercial Line Non-life Group Meeting Stockholm

10 Procurement Business Group Meeting Cologne

11 IT Directors Meeting London Heathrow

12 Motor Business Group Meeting Madrid

15–27 Ashridge Executive Education Programme Ashridge

September 4 Marine Business Group – 1 day Business Meeting Zurich

9 IT Strategy & Architecture Meeting Zurich

18–19 Workshop: Business Opportunities in Motor Insurance Paris

(Motor Business Group)

24–25 HR Group Meeting Nyon

26 Motor Business Group Meeting Athens

30 Commercial Line Non-life Business Group Meeting Madrid

October 1–2 Life & Pension Group Meeting Zurich

2 IT Directors Meeting Zurich

7–8 Commercial Lines International Desk Meeting Madrid

15–16 Risk Management Forum Meeting Cologne

17 Health Business Group Meeting Amsterdam

22–23 Marine Business Group Annual Strategy Meeting Madrid

23 Procurement Business Group Meeting Bern

an electrifying 
project
As a consequence of the Eurapco Board 

Symposium in 2007, the Commercial Line 

Non-Life Business Group (CLG) conducted 

a brainstorming session that identified a great

commercial opportunity: the combination of re -

new able energy with recycling insurance cover.

Favourable regulatory regimes have driven the growth of new wind power

projects across the European Union in the last five years. In addition, future

growth is secured thanks to the 2020 20 target of the European Union.

The target means that 20% of all energy produced within the European

Union by the year 2020 should come from renewable energies. The main

renewable resource for this European initiative will come from setting up

new wind farms using more efficient wind energy converters. However,

the European Union member states are responsible for introducing 

mechanisms that will enable them to reach their individual targets. It is

expected that between 2010 and 2020 about 50 billion euros will be in-

vested in renewable energies to achieve the targets. Germany (29.6%)

and Spain (20.9%) are the largest investors in wind energy projects and

Spain has the leading position in solar cell plants.

Eurapco Partners look forward to a bright renewable energy future

The CLG strongly believes that renewable energies (defined for the 

project as wind, solar and biomass) are a future market for Partners in

Eurapco and has therefore decided to launch a new project: Renewable

Energies. The main objective of the project is to identify a platform for

the Partners in Eurapco to commercially co-insure these energy plants

and issue recycling insurance cover for these installations. Gothaer has a

leading position in Germany (more than 30% of the market) and Europe

on insuring wind energy and so they will lead the project as knowledge

and commercial leader amongst the Partners. Länsförsäkringar, which

has more than five years of experience in recycling insurance, will con-

tribute this part to the project. The project leader, Klaus Schreiber (Gothaer),

and Eurapco project management are now in the middle of the first two

steps of the project: an inventory of the current level of knowledge and

business experience amongst the CLG members regarding renewable 

energies and recycling insurance.

This project will be presented to the CLG in September 2008.

For more information:

martin.lundberg@eurapco.com

opening of the
MM@cadémie
In September 2007, the MM@cadémie was laun-

ched by the MMA CEO Christian Baudon. The

Academy is designed to facilitate internal changes

after the merger of Azur/MMA and to prepare

the organisation for future market developments.

In pursuing these goals, the MM@cadémie is

 de ter  mined to act as a scout, visiting other com-

panies in order to gain knowledge, to develop and

provide valuable benchmarks, to efficiently con tri -

bute to solving the problems identified and, last

but not least, to deliver the outcomes of those

missions.

Everyone can participate

Within MMA, a strategic committee with 13 selec-

ted members from the different departments is

responsible for the new institution. To regularly

share knowledge and information, a website has

been set up where all employees can become a

part of a virtual community. Three times per year,

the MM@cadémie will organise forums about

 certain topics that help to implement changes

 within the company.

Eurapco is very happy to support and supplement

the sharing of knowledge and the creation of new

ideas within the Partner companies, wherever

possible.

For more information: 

mithra.sarrafi@groupe-mma.fr
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revealed
the secret of Mobiliar’s success

referred
international experience at Eurapco

repatriated
24 hours per day

Date Event Location

January 17–18 IT Facilitators Meeting Zurich

24 Employee Benefit Steering Committee Meeting Zurich

31–1 Life & Pension Group Meeting Nyon

February 6 –7 Health Business Group Meeting Madrid

6 –7 IT Directors Meeting Paris

8 Motor Business Group Meeting Paris

19 Procurement Business Group Meeting London

28 Employee Benefits International Client Day Rotterdam

March 10 –11 Actuarial Non-Life Group Meeting Bern

12–13 HR Group Meeting Paris

13 Marine Business Group 1-Day Business Meeting Bern

May 15–16 International Motor Claims Handling Group Cologne

16 Health Business Group Meeting Paris

21–22 Fraud Insurance Group Meeting Apeldoorn

21–22 Life & Pension Group Meeting Paris 

29–30 IT Security Workshop Paris

the place to be: 
HR Forum 2008  
Forty Human Resources professionals from the

Eurapco partner companies spent an invigorating

two days discussing the challenges ahead for

their respective organisations. 

Professor Lynda Gratton of the London Business School shared her 

research on future global trends, the next generation, “Generation Y” and

her recent findings about so-called “hot spots” – places or times where

exceptional cooperation creates great energy and productivity. All partici-

pants have experienced this within their organisation but the challenge is

to understand the phenomenon in order to encourage the deployment

of creativity, productivity and innovation.

The four elements in a hot spot 

relationship between close friends or acquaintances

informal socialisation practices that encourage informal connections

across boundaries 

all the latent energy contained within the cooperative mindset 

and cross-boundary working is released

productive hot spots abound with active, public and explicit 

commitments between the members

With the energy and input from Lynda Gratton we immediately started to

take the new ideas further. At the Forum we started three projects which

will be incorporated into the 2008 business plan for the Eurapco HR

Group. The first is about learning and understanding “Generation Y” better

in order to attract, employ and develop them in the insurance business.

The second project is about enhancing the international mindset to

achieve more international

exchange. The third project,

employee insight, is about

getting more information

about our employees to predict future development and change strategy

as a result. By understanding their needs and motivation we can increase

retention and staff satisfaction, have more targeted recruitment and con-

tribute to a stronger and more differentiating branding. 

For more information: 

henrik.gradin@eurapco.com

“Exceptional cooperation creates

great energy and productivity.”

standing out
from the rest
In the first half of 2007, the Risk Management

Group met at the Eurapco Forum in Cologne. The

meeting set out to examine the organisational

characteristics of client-oriented risk management

in different insurance companies and to further

identity the oppertunities this instrument presents

in terms of customer loyalty and acquisition. 

A total of 17 representatives of Achmea, Swiss

Mobiliar, Mentor/Interamerican and Gothaer took

advantage of the opportunity: in presentations of

their best-practice products they shared their local

know-how and experiences. The participants 

agreed that consulting services in risk areas such

as fire, theft, the environment, job and product 

safety as well as IT offer opportunities to highlight

the insurers’ competencies and to clearly differ-

entiate them from their competitors. 

The workshop ended with a presentation by guest

speaker Ralf Quick of GenRe, who discussed the

future challenges facing the insurance business

viewed by a reinsurance company. Among other

worldwide trends, the business is going to con  -

tinue changing due to increasing globalization, 

further consolidation processes and Solvency II.

For more information: 

bernd_meyer@gothaer.de
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Developing Eurapco’s assignment

New markets with new chances

From sharing to gaining IT expertise

review

announcement

forecast
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Giving the opportunity to exchange know-

how among such a talented group of people,

this Workshop without doubt offered great

value for its participants and strengthened

the feeling that we can all gain from coop-

eration. I would like to thank all the active

participants. In fact, this is not the end, and

I hope that we will pursue further steps

within our special subcommunity. Let’s

keep the wheels rolling! 

For more information: 

petri.suhonen@tapiola.fi

the benefits of sharing IT expertise 
Sharing knowledge has been a reality for as long as the IT Community has existed. Recently

Tapiola joined Eurapco, and the Partners agreed that there is a lot to share regarding 

IT issues: technologies as well as business-related solutions and enterprise-level findings,

which lead the way to sustainable advantages.

Most of the IT technologies, vendors and

methodologies are used globally. The IBM

Insurance Application Architecture (IAA) is

one of them, with currently four users

among the Eurapco Partners: Swiss Mobiliar,

Achmea/Eureko, Länsförsäkringar and the

newcomer Tapiola. The IAA model works as

a reference model for IT solutions to run

insurance business and is used by nearly

150 insurance companies worldwide.  

Strong individual engagement

I had the opportunity to meet my colleagues

within the IT Facilitators Group and the IT

Architecture & Strategy Group. Of course it

was a challenge to present all the ongoing

and past activities in order to identify in

which areas Tapiola could profit from its

Partners and, of course, vice versa. An open

and relaxed atmosphere encouraged the

exchange and helped cover truly interesting

subjects. As a result the IAA was identified

as a good opportunity to share knowledge.

Together with Ronald Polderdijk from

Achmea who took the place of the Chair-

man, the agenda, dates and participants

were quickly agreed on. As a result the IAA

Meeting took place in December 2008 in

Amsterdam – months before the planned

dates – thanks to Ronald!

Let’s keep rolling

In December, 17 participants from the Part-

ners, and Fabien Osmont from Eurapco

came together at IBM Amsterdam. Only a

few of us had met before, but the introduc-

tion was candid and smooth. It was exciting

so see that the presentation of everyone’s

specific knowledge found great interest

among the Partners and led to intensive

discussions about the different approaches

and solutions. Even during the breaks small

groups brainstormed for ideas while others

increased their knowledge about the Partner

companies. Everyone’s great interest to

learn and profit from each other was very

impressive. 

The Group was lucky to be hosted by IBM,

first because of the meeting place but also

because of the dinner that offered the par-

ticipants the opportunity to get to know

each other even better and that created the

perfect surroundings for doing business.

learning by listening

In 2008 the IT Group set up 14 Workshops

or Meetings. Triggered by the IT facilita-

tors, new areas of exchange are regularly

identified and quickly explored. This IAA/

IIW Workshop is a very good example 

of the quality of the exchange but also 

of every Partner’s individual benefits.

Indeed, the results that were reported

were impressive and very concrete: 

Tapiola identified new ideas to imple-

ment in their own system according to

Swiss Mobiliar’s experiences.

Swiss Mobiliar received material from

Eureko that enabled them to make clear

cost savings.

Eureko puts the gains from the event at a

minimum of 30 man-days of consulting.

The clear involvement of every participant,

the willingness to share without limits,

and the very good organisation were clear

success factors of the Workshop. 

For more information: 

fabien.osmont@eurapco.com

Date Event Location

May 6 NLRG Meeting Berne

6–7 IT Datawarehouse Workshop Stockholm

11 Eurapco Board Meeting Madrid

11–12 Eurapco Symposium 2009 Madrid

14 –15 International Motor Claims Handling Meeting Stockholm

14 ANLG GLM Workshop Paris

14 –15 Renewable Energy Board Meeting Cologne

25–26 ANLG Dynamic Financial Analysis Workshop Berne

26–27 General Liability Underwriters Workshop Espoo, Finland

27 Life & Pensions Group Meeting Stockholm

27–28 Peer Seminar: Dynamic Distribution: 

Organisations, Strategies and Challenges ahead Berne

27–28 Fraud Group Meeting Espoo, Finland

28 HBG Meeting Cologne

June 2–3 HR Group Meeting Madrid

4–5 IT Facilitators Meeting Amsterdam

9 Marine Baltics Board Meeting Amsterdam Airport

10 Actuarial Methods Seminar – Dynamic Hedging tbd

10 IT Strategy & Architecture Meeting Espoo, Finland

23 –24 Use of the extranet Madrid

24 Marine Group: Claims handling WS Paris

25 IT Directors Meeting Stockholm

July 2–10 Ashridge Executive Education Programme Ashridge

September 2 Business Groups Chairmen Meeting Zurich Airport 

Conference Centre

8 Marine Group 1 day Meeting Zurich Airport

15 –16 Direct Sales over the Internet Madrid

16 PBG Meeting Zurich

16 –17 IT Facilitators Stockholm (tbd)

22–23 IT Strategy & Architecture Meeting Madrid

October 1 HR Group Meeting Berkhamsted, Ashridge 

– Eurekans Mod 1

7–8 Life & Pensions Group Meeting Madrid

8–9 Legal Aid Workshop Paris

13 –14 Eurapco IEBD Member’s Meeting Zeist

14 NLRG Meeting Amsterdam

15 –16 Brand Management Meeting Zurich

21–22 Risk Managment Forum Meeting Athens

22 Health Management Workshop Bratislava

23 HBG Meeting Bratislava

23 EPC Meeting Zurich

27–29 Annual Marine Group Meeting Madrid

important dates

Date Event Location

December 10–11 HR Group Meeting Amsterdam

11–12 IT IAA/IIW Workshop Amsterdam

January 12 Commercial Lines Group/

Renewable Energy Project Business Plan Zurich

16 IT Strategy & Architecture Meeting Cologne

21–22 IT Facilitators Meeting Berne

27–28 Legal Aid Insurance Workshop Amsterdam

February 4–5 Risk Management Forum Meeting Zurich

5 IT Directors Meeting Cologne

March 6 Communication Forum Meeting Zurich

10 ANLG Nat Cat Workshop Amsterdam

11–13 Effective International Communication Course – Part 1 Zurich

23–24 Risk Management Seminar/Making the uninsurable insurable Zurich

25–26 Marine Group Meeting plus study visit to Pilatus Aircraft Ltd Berne

26–27 Actuarial Non-life Group Meeting Paris

April 23–24 Effective International Communication Course – Part 2 Zurich

May 14–15 International Motor Claims Handling Meeting Stockholm

25–26 ANLG Dynamic Financial Analysis Workshop Berne

26–27 General Liability Underwriters Workshop Helsinki

27–28 Fraud Group Meeting Espoo, Finland

June 10 IT Strategy & Architecture Meeting Espoo, Finland

11–12 IT Facilitators Meeting Amsterdam

25 IT Directors Meeting Stockholm

insight

Reaching new markets in the East

The motor business goes new ways

Eurapco has a new Chairman

welcome

innovation

expansion

spain’s ageing population
new solutions for 

Over the last few decades, the life expectancy in Spain has spectacularly increased. 

Yet this trend has not been accompanied by an increase in the birth rate. Thanks to its

 experience as a leader in the insurance industry, Caser offers innovative and effective

solutions that cover a broad spectrum of scenarios to address this reality.
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Creating synergies: Caser Residencial

In 2004, Caser created the subsidiary

Caser Residencial by acquiring Metroces,

one of the leading operators in the nurs-

ing home market. The objective of Caser

Residencial is to create a nationwide net-

work of nursing homes and to take advan-

tage of the synergies existing between

this and the insurance sector. In the pri-

vate sector, Caser Residencial has man-

aged to develop an integral management

model and a shareholder composition

that has made it a very solvent company

with proven experience, characterised by

a high level of quality and a capacity for

innovation in an expanding branch. Caser 

Residencial has 10 residential complexes

located in different parts of Spain with

more than 1,500 beds and 600 employ-

ees. A new nursing home has been built

in Murcia, adding 289 beds. The company

has a total of 80 million euros in assets. 

In 2007, it had a 26 million-euro turnover

and a 1.9 million-euro profit. Its services

include nursing homes, assisted living

apartments, day centres and telephone

assistance. Caser is a perfect example of

how to take advantage of the synergies

between the insurance sector and the

ageing population, transforming it into an

indisputable success story.

It is predicted that by 2016, three out of ten

people over the age of 65 will be over 

80 years old. Moreover, the number of

dependent individuals with medical and

other vital needs that must be satisfied

with real and immediate solutions will

increase massively. The ageing of the pop-

ulation is a wonderful opportunity from a

business point of view. This is how we have

seen it at Caser for several years now.

Engaging from a dual perspective

Today, most of the people that reach the age

of 65 are in optimum physical and mental

condition. In fact, life expectancy has grown

by about 20 years. Therefore, the likelihood

that these people will require some form of

assistance is gradually increasing. Caser

has been a pioneer regarding the needs of

an ageing population. Caser offers solutions

from a dual perspective:

initially through an analysis of the situation, 

subsequently by offering and planning the

services and products required to properly

care for the people in need.

False expectations become a threat

In 2008, Caser published its Second National

Study on Dependence, which revealed that

more than half of the Spanish people do not

actually know what dependence implies.

The results also showed a lack of aware-

ness about the importance of saving to

 prevent this situation. In fact, only 37% of

Spaniards are willing to save for this pur-

pose. In general, the study revealed a great

deal of ignorance surrounding the Depend-

ence Act, which took effect on 1 January,

2007. While two out of three dependent

 persons expect some form of economic

assistance, the government guarantees pri-

marily the provision of services.  

Offering the right solution

As far as solutions are concerned, Caser is

one of the first companies to offer them by

launching, in 2008, an insurance product

with a series of benefits if the insured were

to become dependent. Depending on the

insured’s age at the time of subscription,

the premium can be as low as 10 euros 

per month. If an insured was to become

dependent, a lifelong monthly benefit would

be paid out in order to cover the costs,

regardless of how long the coverage is

needed. 

For more information: esanz@caser.es 

(Ernesto Sanz, Life and Pensions Director) 
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Wir ergänzen Kompetenzen und gestalten Prozesse neu.
Sie gewinnen mit einem wegweisenden Konzept. 

Das Aufbrechen der Wertschöpfungskette erlaubt Ihnen, einzelne Prozesse an die
Credit Suisse auszulagern. Sie entscheiden, welche Funktionen Sie selbst übernehmen
– von der Fondsleitung und Fondsadministration über die Vermögensverwaltung bis hin
zur Depotbanktätigkeit. Unsere umfassende modulare Produkt- und Dienstleistungs-
palette bietet Ihnen die dafür notwendige Flexibilität. Und setzt damit neue 
Standards für eine maßgeschneiderte Zusammenarbeit. Dadurch profitieren Sie gleich
zweifach: zum einen durch einen starken Partner, der Sie zuverlässig beim Erreichen
Ihrer Ziele unterstützt; zum anderen, indem Sie sich voll auf Ihre Kernkompetenzen
konzentrieren können.

Indem wir nicht nur unsere Interessen, sondern vor allem auch unsere Kompetenzen
zusammenlegen, kreieren wir einen nachhaltigen Mehrwert. Finanzintermediären 
ermöglichen wir die Realisierung eines eigenen Fondsprodukts. So erhalten sie die
Chance, ihre eigene Produktpalette zu erweitern und neue Ertragsmöglichkeiten 
konsequent auszuschöpfen. Institutionelle Anleger beraten wir bei der Wahl einer 
geeigneten Anlagestruktur mit dem Ziel, Eigenanlagen effizienter zu verwalten.
Fondsgesellschaften bieten wir interessante Outsourcing-Möglichkeiten, um auf-
sichtsrechtliche Anforderungen einfach und effektiv zu erfüllen. 

Meilenstein der Architektur: 

Solomon R.Guggenheim war ein erfolg-

reicher Industrieller. Durch seine

Bekanntschaft mit der Baronin Hilla Rebay

entdeckte er seine Liebe zur Kunst. 

Ihrer Passion für avantgardistische Malerei 

war es zu verdanken, dass Guggenheim

zu einem der wichtigsten Mäzene 

des 20. Jahrhunderts wurde. Großzügig 

förderte er Künstler und gründete 

eine der bedeutendsten Sammlungen der 

Welt. Mit einem eigenen architektonisch 

wegweisenden Museum von Frank Lloyd

Wright wollte Guggenheim seine einzig-

artigen Schätze einer breiten Öffentlichkeit

zugänglich machen – der Grundstein 

für eines der größten Kulturvermächtnisse 

der Moderne war gelegt. Der Name

Guggenheim wird noch für lange Zeit 

unzertrennlich damit verknüpft bleiben. 

Wertschöpfung

Das Konzept der Labeled Fund Solutions basiert auf einer einfachen Idee:
Gemeinsam mit Ihnen strukturieren wir die Wertschöpfungskette von Anlagefonds
neu und bieten Ihnen damit mehr Flexibilität und einen klaren Wettbewerbsvorteil.
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Wir erkennen und analysieren Ihre Bedürfnisse.
Sie profitieren von individuellen und intelligenten Lösungen.

Bei der Credit Suisse stehen Sie im Mittelpunkt. Das ist für uns gelebte Realität. 
Jeden Tag. Wir legen größten Wert auf umfassenden Service – von der Beratung
über die Konzeption bis hin zur Umsetzung von Fondslösungen. Wir nehmen uns
Zeit, Ihre Bedürfnisse zu verstehen und zu analysieren. Auf Basis dieser ganzheitlichen
Beratung erzielen wir optimale Lösungen und bauen eine langfristige, erfolgreiche
Partnerschaft auf.

Bei der Realisierung Ihrer maßgeschneiderten Lösungen spielt vor allem die Wahl des
Fondsdomizils und der Fondsstruktur eine wesentliche Rolle. Für Fondslösungen mit
verschiedenen Fondsdomizilen verfügt die Credit Suisse über interdisziplinäres Fach-
wissen und langjährige Erfahrung mit Partnerschaften im Bereich Labeled Fund Solutions.
Und auch hier gilt das Prinzip höchster Qualität. Der Name Credit Suisse bürgt dafür. 

Am Anfang stand die Vision: Wenn die 

richtigen Partner zusammenarbeiten, 

können sie Großes erreichen. Wilhelm

Maybach war ein talentierter Erfinder 

und Konstrukteur. Als technischer Zeichner

sammelte er seine ersten Erfahrungen 

bei Gottlieb Daimler. Dabei verlor er seinen

persönlichen Traum nie aus den Augen:

ein Auto zu konstruieren, das den Maßstab

für die Zukunft setzen und seinen 

Namen tragen würde. 100 Jahre später

stellt Daimler-Chrysler die imposanten

Luxuswagen her, die im Andenken an den

geistigen Vater und technischen Ent-

wickler noch immer unter dem Namen

Maybach vertrieben werden. Ein Name, 

der auch in Zukunft für eine bisher unbe-

kannte Dimension der individualisierten

Fahrzeugmanufaktur steht. 

Einblick

Als weltweit aktive, renommierte Finanzdienstleisterin und führende Fondsanbieterin
in der Schweiz verfügen wir über ein vielschichtiges Fachwissen. Dank unserer 
langjährigen Erfahrung bieten wir Ihnen Professionalität und Fachkompetenz. 

brochure third party distribution asset management



Sarasin: Anlagebroschüre

brochure investment productslorem ipsum

    Zusammen 
        wachsen für den 
gemeinsamen Erfolg

Aktive Vermögensverwaltung  

mit der Bank Sarasin

Nachhaltiges Schweizer Private Banking seit 1841.
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Anzahl Sarasin Fonds, 

die ihren Benchmark schlagen 

(in Prozent)

Durchschnittliche Outperformance von 

Sarasin Fonds gegenüber dem Benchmark 

(in Prozent)

 Sarasin Fonds  Durchschnitt (Europa)

 Sarasin  Durchschnitt (Europa)

3,7

2,5

63

40

30 40 50 60 70

2 3 4

Quelle: EDHEC, styleanalytics.com, April 200�. Die Berechnungen basieren auf  

der letzten Studie, welche Daten von April 2007 bis April 200� ausgewertet hat. 

Fünf verlässliche Gründe für 
  das Wachstum Ihres Vermögens

Was uns auszeichnet: Fünf gute Gründe

Die Wahl des richtigen Partners für die Verwaltung Ihres Vermögens ist vielleicht die wich-

tigste Entscheidung, die Sie als Anleger treffen müssen. Dafür stehen Ihnen vielfältige 

 Möglichkeiten zur Verfügung: grosse und kleine, diversifizierte und fokussierte, lokal und 

international tätige Vermögensverwalter. Gerne würden wir Sie beraten, um herauszufinden, 

ob wir der richtige Partner für das Wachstum Ihres Vermögens sind. 

Unsere Stärken sind Ihre Vorteile

Als echtes Traditionshaus zeichnen wir uns 
durch einen der langjährigsten und erfolg-
reichsten Erfahrungsausweise in der Verwal-
tung von privaten und institutionellen Vermö-
genswerten aus. Mit dieser Expertise bieten 
wir einer exklusiven Kundschaft ausgezeich-
nete Beratungs- und Vermögensverwaltungs-
dienstleistungen an. Fünf herausragende 
Qualitäten wissen unsere Kunden dabei 
 besonders zu schätzen:

1. eine stabile Organisation

2. eine nachhaltig thematische 

 Anlagephilosophie

3. einen einzigartigen Anlageprozess

4. hervorragendes Research

5. echte Unabhängigkeit

Als Kunden stehen Ihnen verschiedene Mög-
lichkeiten zur Wahl, um von den Vorzügen 
 unserer Vermögensverwaltungskompetenz zu 
profitieren. Zum Beispiel über unsere

• individuelle Vermögensverwaltung,

• ausgezeichneten Kollektivanlagen,

• erstklassigen Beratungsdienstleistungen.

Ganz gleich, wofür Sie sich entscheiden: Als 
Sarasin Kunde partizipieren Sie in jedem Fall 
an unserem Erfolg. Und der wächst beständig, 
wie zahlreiche international renommierte 
Auszeichnungen belegen. In der Schweiz, in 
England und auch im Mittleren Osten erhielten 
wir oder unsere Tochtergesellschaften in den 
vergangenen Jahren Top-Auszeichnungen für 
Vermögensverwaltung und Private Banking.

�

 Über Wachstum

Ob durch Vermehrung, Ausdehnung oder Vergrösserung: Die grösste, überlebenswichtige 

Stärke aller Organismen ist ihre Fähigkeit zu wachsen. Was in der Natur gilt, ist letztlich 

auch ein universelles Gesetz. Denn in der Wissenschaft, Wirtschaft oder an der Börse trifft 

es gleichermassen zu: Nur wer in der Lage ist, nachhaltig zu wachsen, bleibt auf der Spur 

des Erfolgs. Und damit dauerhaft an der Spitze. 

Wachstum – vom Antrieb der Natur 
  zum Motor Ihres persönlichen Erfolgs

Wachstum ist überall

Alles wächst. Schnell wie das Känguru, das 
seine Körpergrösse ab der Geburt um das 
60 000-Fache steigert. Oder langsam wie die 
Agave, die bis zu ihrer Blüte mehrere Jahr-
zehnte benötigt. Kontinuierlich wie die Anzahl 
der globalen Megastädte oder sprunghaft wie 
der Bedarf an wichtigen Ressourcen. Gewaltig 
wie die Bevölkerung unseres Planeten oder 
gemächlich wie die Verbreitung von Bildung 
und Wohlstand in der Welt. 

Bis 2050 wächst die Bevölkerung voraus-
sichtlich von heute 6,5 Milliarden auf 9,� 
Milliarden Menschen an – und verschiebt 
sich immer mehr in die neuen Märkte Asiens 
und Lateinamerikas. Mit dieser dynamischen 
Entwicklung wachsen auch die Bedürfnisse 
und Wünsche von immer mehr Menschen. 
Und damit die Mittel und Möglichkeiten, um 
das Wachstum erfolgreich, nachhaltig und in 
unserem Sinn voranzutreiben. 

Ein starker Antrieb als solide Basis

Wachstum kann sich selbst überlassen oder 
gezielt gefördert werden. Die Ergebnisse 
 unterscheiden sich drastisch: Nur wer nach-
haltig wirtschaftet, kann auch in zehn Jahren 
noch ernten. Als führender Vermögensver-
walter mit dem Anspruch, aktiv und stets 
 vorausschauend für unsere Kunden da zu 
sein, leitet uns der sichere Blick für relevante 
Trends, für Prozesse und Strukturen und für 
die immer enger verknüpften thematischen 
Bezüge in unserer Welt. Denn eines ist sicher: 
Wer nur aus der Vergangenheit schöpft, weiss 
noch lange nichts über die Zukunft. Entschei-
dend ist vielmehr die Fähigkeit, bevorste-
hende Entwicklungen und künftige Wachs-
tumspotenziale frühzeitig zu erkennen und 
bei ihrer Entfaltung aktiv zu begleiten. 

Deshalb ist es wichtig, stabile Rahmen-
bedingungen für eine ertragreiche Ernte zu 
schaffen und zu erkennen, ob ein Investment 
oder ein Partner tatsächlich auf soliden Pfei-
lern ruht und neben überdurchschnittlichem 
Fachwissen individuelle Stärken wie Intuition, 
Vorstellungskraft und Erfahrung mitbringt. 
Auf den folgenden Seiten möchten wir Ihnen 
die Gelegenheit bieten, einen solchen Partner 
kennenzulernen. Viel Vergnügen!

Das dauerhafte Wachstum Ihrer Erträge ist unser Ziel;  

die nachhaltige Vermehrung Ihrer Anlagewerte der Weg  

dorthin. Damit Sie die Früchte und das gesunde Wachstum  

Ihrer Vermögenswerte geniessen können, setzen wir unsere  

gesamte Organisation und Erfahrung, unsere disziplinierten 

 Anlageprozesse sowie unsere unabhängige und klare 

 Anlagestrategie voll für Sie ein. 
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Was uns auszeichnet: Echte Unabhängigkeit

Nur wirklich unabhängiger Rat 
  ist langfristig auch guter Rat 

Wer Kunden dauerhaft einen Mehrwert durch Beratung bieten möchte, muss wirklich frei und 

unabhängig sein. Doch jeder erfolgreiche Anleger weiss: Echte Unabhängigkeit muss erst 

erarbeitet werden. Wir sind seit 1841 dem Anlagegeschäft verpflichtet und vermeiden 

 konsequent Interessenkonflikte, die sich aus Investment-Banking-Transaktionen ergeben 

können. Wahre Unabhängigkeit – ein unschätzbarer Wert für uns und für Sie.

Intellektuelle Unabhängigkeit

Geistige Unabhängigkeit ist vielleicht das 
kostbarste Gut, das wir uns Tag für Tag neu 
verdienen müssen. Nur wer wirklich bereit  
ist, auch etablierte Denkmuster und Vorstel-
lungen in Frage zu stellen, gewinnt eine 
 unabhängige Perspektive. Uns immer wieder 
selbstkritisch zu hinterfragen, zählt für uns 
ebenso dazu wie das Hinterfragen von 
 Mehrheitsmeinungen.

Kapitalmässige Unabhängigkeit

Seit Generationen weist die Bank Sarasin eine 
sprichwörtliche Kapitalstärke auf, die weit über 
die gängigen regulatorischen Anforderungen 
hinausgeht. Diese Philosophie teilen wir mit 
unserem Hauptaktionär, der Rabobank, die 
über ein AAA-Rating verfügt. Was auf den ersten 
Blick als konservativ erscheinen mag, stellt 
unserer Meinung nach die beste Basis für 
solides künftiges Wachstum dar.

Geschäftspolitische Unabhängigkeit

Unsere geschäftspolitische Unabhängigkeit 
ergibt sich aus eindeutigen und verlässlichen 
Bekenntnissen. Wir sind kein Anbieter aller 
erdenklichen Finanzdienstleistungen. Statt-
dessen haben wir uns gegenüber unseren 
Kunden klar und verbindlich dazu verpflichtet, 
erstklassige Anlageberatung und aktive Ver-
mögensverwaltung anzubieten. 

Im Unterschied zu anderen Finanzanbietern 
konzentrieren wir uns dabei ausschliesslich 
und in jeder Beziehung auf das Anlagege-
schäft. Für manchen ein limitiertes Angebot – 
für uns und für unsere Kunden hingegen eine 
eindeutige Positionierung, die zur wertvollen 
Vertrauensgrundlage wird.

Unabhängigkeit wird 

gesucht: Viele unserer 

Experten werden in 

den Medien regelmässig 

als Meinungsführer 

eingeladen. 
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Evoluzione delle relazioni con i Clienti dal 2006 al 2008 

La notevole crescita dei nostri Clienti rispecchia 

l’accuratezza e l’impegno con cui gestiamo i patrimoni. 

Con un successo superiore alla media.

2006 S2 2008 S2

(in 1000)

Evoluzione dei patrimoni gestiti tra il 1997 e il 2008

Da anni sulla cresta dell’onda: l’aumento delle  

masse gestite è stabile. Questo trend positivo è la  

testimonianza di una soddisfazione reciproca,  

nonché di rapporti solidi e duraturi.

1997

23,3

2000

41,4

2003

48,6

2008 S12007 S2

2006

73,3

2008 S1

81,4

2007 S1

(in miliardi di CHF)

Investire responsabilmente 
  nelle tendenze del futuro

Da sempre, il nostro impegno è dedicato ai Clienti ed al loro successo. Annoverata tra le più 

antiche banche private svizzere, Banca Sarasin ha sempre orientato la propria filosofia 

 d’investimento in funzione di quella dei propri Clienti. Per una crescita duratura nel tempo 

e sostenibile, supportata da trasparenza e responsabilità.

Tre principi della nostra filosofia 

d’investimento

1. Lungimiranza e prudenza

La maggioranza della nostra Clientela predi
lige investimenti prudenti e si prefigge obiet
tivi di lungo termine. La stessa cosa vale per 
noi. Nell’ambito della nostra strategia, ricer
chiamo investimenti dotati di potenziale di 
crescita, mantenendo al contempo estrema 
rigorosità nel valutarne la qualità. La nostra 

filosofia di gestione dei rischi è di tipo con-

servativo ed è orientata sul lungo termine. 
Applichiamo tale principio con successo da 
oltre 160 anni. Vogliamo, infatti, garantire la 
massima trasparenza dei rischi collegati 
agli investimenti, onde consentire ai nostri 
Clienti di meglio comprenderli, assumerli  
e gestirli o, se del caso, di adeguarli alle 
mutate esigenze. 

2. Trasparenza e chiarezza

I nostri Clienti apprezzano una strategia 

 d’investimento chiara ed indipendente, imple
mentata tramite prodotti liquidi e trasparenti. 
Noi siamo della stessa opinione. Non inve
stiamo per principio in fondi non trasparenti 
e non utilizziamo strumenti difficilmente 
 comprensibili e non prontamente liquidabili. 
Per mantenere una totale trasparenza nella 
nostra politica di investimento, applicata  
sia alla gestione patrimoniale, sia a fondi e 

investimenti «tailor made», diamo estrema 
importanza ad una reportistica personaliz
zata e di ottima qualità, che miglioriamo 
costantemente. Inoltre, la completa traspa-

renza riguardo alle commissioni ed ai costi di 
transazione è per noi un presupposto inscin
dibile dalla filosofia aziendale.

3. Sostenibilità ed approccio tematico

La maggior parte dei nostri Clienti è inte
ressata a una performance sostenibile nel 
lungo periodo, piuttosto che a sensazionali 
risultati a breve termine. Ciò vale anche per  
noi. Probabilmente è proprio per questo che 
i nostri Clienti apprezzano l’esperienza supe
riore alla media dei nostri collaboratori e le 
nostre forti convinzioni, che difendiamo con 
orgoglio. Ad esempio, siamo convinti che gli 
investimenti ecologicamente e socialmente 
compatibili non solo non abbiano ripercus
sioni negative sui risultati, ma addirittura 
consentano di migliorarli sensibilmente nel 
lungo periodo. 

Il nostro orientamento a lungo termine si 
riflette anche nella nostra politica d‘investi
mento: investiamo in tematiche con buone 

prospettive di crescita evitando attività di 
trading ingiustificate. Come voi, anche noi 
siamo coscienti che, oltre a convinzioni 
chiare, il successo a lungo termine richiede 
anche molta pazienza.

La nostra filosofia 

d’investimento non è solo 

efficace, ma anche 

responsabile. Nessuna 

altra banca è stata  

eletta «Best Bank for 

Ethical Investment»  

dalla rivista «Euromoney» 

oppure premiata più  

volte dal Financial Times 

con un Sustainable 

Banking Award. 

Ciò che ci contraddistingue: una filosofia d’investimento tematica e sostenibile

�

Seit Jahren führend im Vermögensverwaltungsvergleich

Quelle: EDHEC, styleanalytics.com, April 2008. Die Berechnungen basieren auf der letzten Studie,  

welche Daten von April 2007 bis April 2008 ausgewertet hat. 

Das Ergebnis ist eindeutig: Im Vergleich mit anderen Schweizer Vermögensverwaltern und 
Fondsmanagern nimmt Sarasin einen Spitzenplatz ein – seit Jahren. 

Die von EuroPerformance und EDHEC Risk and Asset Management Research Centre durch
geführte umfassendste wissenschaftliche Analyse belegt dies eindrücklich. Die Studie 
 berücksichtigt alle Fondsmanager in Europa und basiert auf dem Konzept der «Alpha-

 Intensität». Dieses wurde massgeblich durch den ÖkonomieNobelpreisträger William Sharpe 

 begründet und misst auf monatlicher Basis die risikoadjustierten Mehr- oder Minderrenditen 
von Fondsmanagern. Dazu berechnet es über die jeweils letzten drei Jahre für jeden Fonds
manager zwei Indikatoren, deren Kombination die AlphaIntensität ergibt:
 
1.  das «durchschnittliche Alpha», das der durchschnittlichen, risikobereinigten Zusatzper

formance sämtlicher Fonds der Managementgesellschaft entspricht,
2.  die «Alpha-Häufigkeit», die den prozentualen Anteil an Fonds mit einem positiven Alpha  

der Managementgesellschaft misst.

Rang

1

2

3

4

5

6

7

8

9

10

Unternehmen

Sarasin

Vontobel

Swisscanto

LODH

Pictet

UBS

Swiss Life

Credit Suisse

Julius Baer

BCV Asset Management

Alpha-Häufigkeit

�2,59 %

�3,58 %

41,�1 %

48,12 %

44,�7 %

29,55 %

28,89 %

24,8� %

28,�2 %

12,80 %

Ø Alpha

2,2�

1,84

1,22

0,95

0,91

0,�1

0,�1

0,49

0,37

0,22

Endergebnis

3,�5 %

2,91 %

2,91 %

1,9� %

2,10 %

2,13 %

2,08 %

2,08 %

1,30 %

1,74 %

Unser Anliegen: Ihr Erfolg

Bei der Vermögensverwaltung steht der Kunde im Fokus; bei Sarasin steht er im Zentrum 

allen Schaffens. Ihr Erfolg – und damit vor allem das Wachstum Ihrer Vermögenswerte – ist 

unsere wichtigste Aufgabe. Ein Ziel, das in unserer Unternehmensphilosophie fest verankert 

ist und seit über 160 Jahren die Grundlage für unsere Kernkompetenzen bildet. 

Am Anfang stehen Sie – 
  und Ihr wachsendes Vertrauen in uns 

Gemeinsame Ziele ebnen den Weg

Bei Sarasin setzen wir alles daran, dass Ihr 
Wachstum gezielt und nachhaltig geschieht: 
Der Schutz und die Vermehrung der von uns 
verwalteten Vermögenswerte und die inten
sive Zusammenarbeit mit Ihnen sind unsere 
wichtigsten Ziele. Aus dieser engen Interes
sengemeinschaft, aus einem konsistenten 
Anlageprozess und einem stabilen und erfah
renen Team von Anlageprofis resultieren an
haltende Erfolge und erwächst letztlich das 
Vertrauen unserer Kunden. 

Zukunftsorientiert aus Tradition

Die Verpflichtung, verantwortungsvoll und 
 vorausschauend zu investieren, ist seit vielen 
Jahren unser Leitprinzip – lange vor der Unter
zeichnung der «Principles for Responsible 
Investment» durch die UN im Jahr 200�. Mit 
einer Tradition für ökologische und soziale 
Finanzanalysen und mit der Lancierung  
der weltweit ersten Umwelt-Effizienz-Anlage 
konnten wir uns als Wegbereiter für nach
haltige Anlagen einen Namen machen. Noch 
heute erreicht der Fonds das beste Risiko
RenditeVerhältnis seiner Kategorie und trägt 
zusammen mit unserer nachhaltigen Produkt
palette dazu bei, dass wir in diesem Bereich 
zum Marktführer geworden sind. 

Marktführer in vielen Bereichen

Gemeinsam mit Ihnen verfolgen wir die 
 gemäss Ihren Anforderungen laufend über
wachten Wachstumsziele – allerdings nicht 
um jeden Preis, sondern stets mit grosser 
 Verantwortung und Weitblick. Und übrigens 
bereits seit vielen Jahren mit überdurch
schnittlichem Erfolg: Über zwei Drittel unserer 

Flaggschifffonds besitzen ein AA- oder AAA-

Rating bei Standard & Poor’s und mindestens 
drei MorningstarSterne. Eine Bewertung, dank 
der wir weltweit zu den Besten zählen. 

Experten mit Verantwortung

Wir sind überzeugt, dass die Grenzen des Ver
mögenswachstums vor allem anderen durch 
Phantasie und Knowhow gesteckt werden. 
Denn hinter jeder Analyse und Beurteilung 
stehen zunächst Menschen. 

Menschen, die mit ihrem überdurchschnitt
lichen Einsatz, ihren herausragenden Ideen 
und ihren aussergewöhnlichen Fähigkeiten 
zum Erfolg beitragen. Bei Sarasin sind dies 
Experten mit einer erstklassigen Ausbildung 
und mit langjähriger Erfahrung. Sie stehen für 
ausgewählte Anlagen, für erstklassige Bera
tungsservices und für vertrauenswürdiges 
Private Banking. 

Aktiv durch die Bank 

Sarasin betreute 

Vermögen sind in den 

letzten Jahren konti

nuierlich angestiegen. 

Sogar während der 

Kreditkrise von 2007 bis 

2008 wuchsen sie dank  

starker Neuzuflüsse  

in unsere nachhaltigen, 

thematischen und 

prognosefreien Anlagen 

um über 100 Prozent. 

24

Ci concentriamo su ciò che sappiamo fare 
meglio. Grazie a questa consapevolezza il 
mercato ci annovera da anni tra le banche 
private d’avanguardia a livello mondiale, 
 riconoscendo la nostra capacità di unire la 
forza di un moderno istituto finanziario con i 
valori di una banca privata di lunga tradizione. 

Le nostre soluzioni d’investimento: Selezionate e rinomate

Numerosi premi e riconoscimenti ufficiali  
lo testimoniano in modo inequivocabile. Inol
tre, anche grazie alle nostre approfondite 
conoscenze, con cui elaboriamo nuovi pro
dotti e soluzioni, negli ultimi anni abbiamo 
assunto un ruolo di eccellenza nell’industria 
finanziaria.

In una partnership di successo, gioca un 
ruolo determinante un colloquio approfondito 
con ciascun Cliente, effettuato a cadenza 
regolare. La consulenza in Sarasin comprende 
i seguenti aspetti:

• Rivalutazione del patrimonio 
• Gestione patrimoniale
• Previdenza
• Finanziamenti
• Asset Protection

Controlli periodici

I nostri consulenti Vi affiancheranno, propo
nendovi soluzioni e strumenti idonei a mas
simizzare la crescita nel lungo termine. La 
relazione con i nostri Clienti è impostata sul 
lungo periodo grazie ai nostri collaboratori, 
fedeli negli anni, che si impegnano con fiducia, 
discrezione e affidabilità.

Le esigenze, i desideri ed i sogni variano  
da persona a persona e spesso cambiano 
durante le diverse fasi della vita. Al fine di 
 elaborare un programma finanziario ad hoc, il 
nostro processo di consulenza strutturato pre
vede l’esatta determinazione della situazione 
iniziale di ciascun Cliente. Ciò avviene attra
verso l’individuazione dei seguenti parametri: 

Individuare le Vostre esigenze

• Patrimonio iniziale 
• Analisi degli impegni finanziari
• Identificazione degli obiettivi di crescita 
• Individuazione del profilo di rischio 
• Esigenze di liquidità
• Orizzonte temporale dell’investimento 

Crescita sistematica con
  un processo di advisory strutturato

Quanto più le Vostre esigenze sono specifiche, tanto piú complesse e strutturate sono le 

soluzioni da scegliere. Ancor più importante è quindi poter contare su criteri e processi di 

qualità. Con la nostra consulenza sistematica creiamo le premesse per una gestione efficace 

dei Vostri valori patrimoniali e per una crescita armonica. 

Servizi globali

Presupposto per l’efficacia dei processi, è 
una relazione trasparente con i propri part
ners. Come Cliente di Banca Sarasin, i nostri 
consulenti Vi aiuteranno ad ottimizzare i 
Vostri investimenti, tenendovi regolarmente 
informati sugli sviluppi dei mercati e sulle 
opportunità di investimento. Tale approccio 
personalizzato, in sinergia con l’attenzione 
alla performance ed alla dedizione del nostro 
staff, costituisce le fondamenta per un suc
cesso comune. Ovunque Voi siate e qua
lunque sia il Vostro profilo di investimento, 
Banca Sarasin è in grado di offrire una con
sulenza globale.

Approccio sistematico ai servizi di consulenza

I Clienti costituiscono da sempre il focus del 
nostro processo di consulenza. I Vostri obiet
tivi e le Vostre esigenze determinano i criteri 
della nostra offerta. Il colloquio personale ed 
il regolare scambio di vedute, costituiscono 
le basi per una reciproca fiducia ed una part
nership di lungo periodo.

Un processo di consulenza consolidato
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Die neue Dimension der IT-Lösungen 
Zukunft gemeinsam gestalten

Woran erkennt man die Qualität eines Gebäudes? An seinem Design, seiner Statik oder seinen Nutzungs-

möglichkeiten? Herausragende Bauwerke vereinen diese Komponenten in Perfektion. Und das gilt auch für 

die Menschen, die dahinterstehen. Schliesslich leisten Sie als verantwortlicher Architekt, Ingenieur oder 

Facility Manager einen entscheidenden Beitrag zum Erfolg. Doch nur durch das perfekte Zusammenspiel 

mit dem richtigen Partner sind Sie in der Lage, Ihre Visionen tatsächlich zu verwirklichen. 

Nemetschek Fides & Partner ist dieser Partner: Weil wir Sie auf Basis unserer jahrelangen Erfahrung 

 zuverlässig beraten und mit unserem erstklassigen Service aktiv unterstützen. Weil wir hinter effizienten 

Lösungen stehen, die reibungslos funktionieren und Sie von zeitraubenden Aufgaben entlasten. Und vor 

allem, weil wir dafür sorgen, dass Sie Ihren Mitbewerbern in Sachen Innovation und Originalität auch in 

Zukunft stets einen entscheidenden Schritt voraus sind.

Als Teil des 1963 in Deutschland gegründeten und international führenden Nemetschek Konzerns stehen 

unsere IT-Lösungen seit über 40 Jahren für höchste Qualität. Mit dem Ergebnis, dass heute rund 270 000 

 Unternehmen von unseren innovativen Produkten profitieren. Dafür setzen sich unsere weltweit mehr als 

1100 Mitarbeitenden ein – tagtäglich für Ihr Unternehmen. www.nfp.ch.

Antoine de Saint-Exupéry

Philosophie

Die Zukunft soll man nicht voraussehen, 
sondern erschaffen.

Architekten
Nemetschek Fides & Partner ist einer der 
führenden Anbieter von ganzheitlichen 
 IT-Lösungen für Architekten in der 
Schweiz. Mit unserem breiten Leistungs-
portfolio setzen wir Massstäbe in Sachen 
Funktionalität, Leistungsfähigkeit und 
Benutzerfreundlichkeit. Von der ersten 
Ideenskizze bis zum fertig gerenderten  
dreidimensionalen Modell bieten wir 
Kunden umfassende Unterstützung in 
sämtlichen architektonischen Arbeitspro-
zessen, unter anderem durch

Ingenieure
Für klassische Gebäudeplanungen, an-
spruchsvolle Stahl- und Massivbauten, für 
Strassen-, Hoch- oder Tiefbauprojekte – 
als Marktführer unterstützen wir Bau-
planer und -ingenieure mit innovativen 
Systemlösungen. Ganz gleich, ob für ein 
kleines Ingenieurbüro oder für einen 
internationalen Baukonzern. Indem unsere 
 Programme optimal ineinandergreifen, 
bieten wir in jedem Fall die perfekte 
Grundlage für effiziente Projekte, unter 
anderem durch

Facility Manager 
Nemetschek Fides & Partner bietet IT-
 Lösungen für den gesamten Lebenszyklus 
von Gebäuden, Anlagen und strategischen 
Investitionsgütern – und verlängert diesen 
dadurch massgeblich. Unsere anwender-
orientierte Software verschafft Ihnen die 
notwendige Transparenz und Übersicht, 
damit Sie den Betrieb und die Nutzung 
 Ihrer Objekte jederzeit zuverlässig über-
prüfen können. Mit unserem modularen 
Facility-Managementprogramm Allfa pro-
fitieren Sie unter anderem durch 
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■   die bauteilorientierte 
CAD-Lösung Allplan

■   das Allplan Building Information 
Modeling (BIM)

■   das CH-Planungspaket 
■   das Visualisierungsprogramm   

CINEMA 4D

Weltweit setzen schon heute grosse und 
kleine Architektur- und Planungsbüros 
auf unsere IT-Produkte. Mit integrierten 
Lösungen optimieren wir Projektabläufe, 
kreieren einen Wettbewerbsvorteil und 
unterstützen die Entstehung einzigartiger 
Bauten wie der Hauptsitz der TA Media 
AG oder der Sunrise Tower in Zürich.

■   die bauteilorientierte  
CAD-Lösung Allplan

■   das CH-Planungspaket
■   die Berechnungsprogramme von 

SCIA und CUBUS
■   die integrierte Strassenbaulösung 

Allplan Strassenbau

Als führendes Softwarehaus in der Schweiz 
unterstützen wir mit unseren Lösungen 
gängige Statikberechnungen ebenso wie 
visionäre Ideen. Mit eindrucksvollen 
 Ergebnissen wie dem 2004 eröffneten 
 Airside Center des Zürcher Flughafens,  
der neuen Skisprungschanze in Einsie-
deln oder dem Gotthard-Basistunnel. 

■  Allfa Schlüssel
■  Allfa Besucher
■  Allfa Parkplatz
■  Allfa Variantenplanung
■  Allfa Inventar
■  Flächenmanagement
■  Vertragsmanagement

Sämtliche unserer integrierten Software-
programme sind flexibel angelegt und 
lassen sich problemlos und mit geringem 
Aufwand in bestehende EDV-Umge-
bungen integrieren. Facility Manager in 
der ganzen Schweiz vertrauen schon 
heute darauf. Mit hervorragenden Erfah-
rungen und mit grossem Erfolg.  
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Die Anforderungen bei der Planung, Erstellung und Nutzung eines Bauwerks sind so vielfältig wie die  

Bauten selbst. Ob Strasse, Brücke oder Immobilie – für ein erfolgreiches Projekt brauchen wir fachkundige 

Spezialisten und hochwertige Materialien. Vor allem aber benötigen wir das richtige Handwerkszeug: eine 

intelligente IT. Eine IT, die sämtliche Arbeitsprozesse präzise erfasst und die jedes noch so anspruchsvolle 

Projekt effizient und zuverlässig unterstützt. 

Seit über 40 Jahren entwickeln wir bei Nemetschek Fides & Partner ganzheitliche Systemlösungen für 

 Architekten, Ingenieure und Facility Manager von Gebäuden, Anlagen und strategischen Investitionsgütern. 

 Wir sind der führende Anbieter für integrierte IT-Produkte und noch viel mehr: In bester Schweizer Tradition 

sind wir vor allem auch ein dienstleistungsorientiertes und partnerschaftlich denkendes Unternehmen, das 

Kreativität und Präzision mit modernsten Technologien kombiniert. Dadurch schlagen wir nicht nur eine 

Brücke in die Zukunft, sondern auch zu unseren Kunden, mit denen uns vor allem ein gemeinsames 

 Vorhaben verbindet: Die Zukunft erfolgreich zu gestalten.

Stephan Aeschlimann
Geschäftsleiter, Partner

Architekten entwerfen immer anspruchsvollere Bauten. Und müssen gleichzeitig immer mehr Koordinations-

aufgaben in immer weniger Zeit bewältigen. Herkömmliche Planungsinstrumente genügen diesen Anforderungen 

häufig nicht mehr. Deshalb finden wir bei Nemetschek Fides & Partner neue Wege und Möglichkeiten, damit 

Sie Ihre Ideen effizient verwirklichen können. 

Die komplette Lösung 
Anspruchsvolle Bauprojekte erfordern 
eine leistungsfähige Technologie. Diese 
muss die schnell ändernden Anforde-
rungen aus der Praxis optimal abbilden 
und verlässliche Antworten bieten. 
Mit Allplan hat Nemetschek Fides & 
 Partner eine solche CAD-basierte Lösung 
entwickelt. Die modular aufgebauten 
 Pakete stützen sich auf eine bauteil-
orientierte Arbeitsweise und erleichtern 
sämtliche Aufgaben im Planungsprozess: 
von der hochprofessionellen Präsentation 
mit herausragenden Layouts und Visua-
lisierungen bis hin zur zügig erstellten 
Werk- und Detailplanung. Mit allen gän-
gigen Schnittstellenformaten stellt Allplan 
zudem den Datenaustausch mit den 

 Planungspartnern sicher – und zählt so 
seit Jahren zum unverzichtbaren Werk-
zeug vieler erfolgreicher Architekten in 
der Schweiz. 

Alle Daten auf Knopfdruck
Neben der Qualität von Entwürfen 
 gewinnt die Planungsgenauigkeit zuneh-
mend an Bedeutung. Eine anspruchsvolle 
Aufgabe, da verschiedenste Arbeiten  
in immer kürzerer Zeit erfüllt werden 
müssen, um so schnell und zuverlässig 
Grundlagen für weitere Entscheidungen 
zu liefern. 
Mit dem CH-Planungspaket, das auf  
den bekannten Abläufen aus der Praxis 
aufbaut, ist das ganz einfach. Exakt 
 aufeinander abgestimmte CAD-Einstel-
lungen, Assistenten mit Bauteilen und 
Vorgaben für Layer, Zeichnungstypen 
und Planarten tragen dazu bei, Effizienz 
und Qualität dank maximaler Daten-
durchgängigkeit und minimaler Leerläufe 
zu steigern. Für Sie bedeutet das:
■   weniger Organisations- und  

Personalaufwand  
■   niedrigere Fehlerquote 
■   flexiblere Ressourcenplanung
■   besser organisierte Daten
■   optimierter Datenfluss mit  

Planungspartnern

Qualität in neuen Dimensionen
Die Visualisierung eines Bauprojekts  
ist das i-Tüpfelchen, das den entschei-
denden Unterschied bei Wettbewerben 
ausmacht und die Kommunikation 
 zwischen Planer und Bauherr massiv 
erleichtern kann. Das mit zahlreichen 
internationalen Preisen ausgezeichnete 
Visualisierungsprogramm CINEMA 4D 
bietet eine zukunftsweisende Lösung mit 
überzeugenden Vorteilen: 
■   optimale Anbindung an Allplan
■   Architektur-Edition mit spezialisierten 

Bibliotheken und Features
■   grosse Auswahl an speziellen 

Materialien und Modellen

Eine neue Perspektive entdecken

Architekten

CH-Planungspaket

Visuali- 
sierung und
Design

Layout Bestands-
planung

Kosten-
berechnung

Allplan
Plattform

Detail-
planung

Entwurf Baueingabe Werkplanung
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Der interessanteste Aspekt der Architektur 
ist der Aufbruch in neue Welten.
Rem Koolhaas

« »

Die Nutzung und der Betrieb von Gebäuden, Anlagen und strategischen Investitionsgütern haben sich in den 

letzten Jahren stark professionalisiert und stehen heute unter grossem Effizienzdruck. Immer häufiger ist 

erfolgreiches Facility Management nur noch dank hoch spezialisierten, effizienten Instrumenten möglich. 

Nemetschek Fides & Partner bietet dafür genau die richtige IT-Lösung.

Die optimale Nutzung von Gebäuden, 
Anlagen und strategischen Investitions-
gütern entscheidet häufig über den Er-
folg eines Unternehmens. Daher müssen 
bereits in der Planungsphase genaue 
Überlegungen zu Betrieb und Unterhalt 
eines Bauprojekts angestellt werden. Um 
diese immer wichtiger werdende Auf-
gabe optimal zu unterstützen, haben wir 
integrierte Systemlösungen für alle plan-
baren Bereiche entwickelt. 

Sicher, schnell, übersichtlich
Die Facility-Management-Lösung Allplan 
Allfa ist ein modulares Programm, das 
einzeln oder als umfassende Gesamt-
lösung eingesetzt werden kann. Vom 
einfachen Raumbuch über Belegung 
und Inventarisierung bis hin zu Varian-
tenplanung und Integration in komplexe 
EDV-Systeme bietet es Nutzungsmög-
lichkeiten für die verschiedensten Anfor-
derungen wie 
■  Flächen- und Objektmanagement
■  Historisierung 
■  Inventarisierung
■  Umzugsplanung
■  Bestandsdokumentation
■  Reinigungsmanagement
■  Schliessanlagenverwaltung
■  Ressourcenverwaltung

Transparent, kostensparend
Mit seinen vielseitigen Anwendungsberei-
chen wendet sich Allplan Allfa an Facility 
Manager aus Industrie, Handel, Banken, 
Versicherungen und der öffentlichen 
Hand. Mit dem Anspruch, Flächen und 
Ressourcen effizient zu nutzen und zu 
bewirtschaften, ermöglicht die Software 
unter anderem die 
■   transparente Darstellung relevanter 

Informationen 
■  Durchführung individueller Analysen 
■  Verursachergerechte Kostenzuordnung
■   komfortable Auswertung von 

Gebäude-, Organisations- und 
Systemstrukturdaten 

Weitere Argumente sind die flexible Anlage 
von Kostenstellen und Organisations-
strukturen sowie die integrierte Inventari-
sierungsverwaltung von Allplan Allfa. Ein 
umfangreiches Reportingsystem sorgt 
darüber hinaus für maximale Übersicht 
und Zuverlässigkeit. Damit leistet Allfa 
nicht nur einen wesentlichen Beitrag zur 
Zeitersparnis, sondern hilft auch dabei,  
den anfallenden Kosten- und Administra-
tionsaufwand der Facility Manager zu 
 reduzieren und potenzielle Fehlerquellen 
auszuschalten. Zusätzlich ermöglicht eine 
solide angelegte, jederzeit abrufbare und 

Facility Manager

Die Zukunft fest im Griff

aktuelle Facility-Management-Verwaltung 
künftige Lösungen rund um Reinigung, 
Umzug, Umbau, Schlüsselverwaltung 
sowie Wartung und Instandhaltung.

Maximaler Schutz 
Allplan Allfa stellt die gewünschten Daten 
unkompliziert und unabhängig von der 
Plattform per Intranet zur Verfügung. 
Vorgegebene Konfigurationen und Kata-
loge ermöglichen einen schnellen und 
einfachen Einstieg und ein einzigartiges 
Zugriffsrechtesystem bietet grösstmög-
lichen Schutz für sensitive Daten. Ein 
Grund dafür, dass unsere Allfa-Lösungen 
sogar im Hochsicherheitsbereich von 
Unternehmen und Behörden mit Erfolg 
eingesetzt werden.

Allfa
Varianten-
planung

Flächen
Mngt

FM-Manager 
CAD
Replizierung

Allfa
Parkplatz Allfa Allfa

Inventar

Allfa
Besucher

Allfa
Schlüssel

Vertrags-
Mngt
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Bauten sind für ihre Nutzer bestimmt.
Nick Grimshaw

»«

®

Die Ansprüche der Bauherren wachsen: 
Vermehrte Vorfertigung, Just-in-Time-
Lieferungen und kürzere Bauzeiten sind 
 gefragt. Darüber hinaus fordern Architekten 
schlankere Querschnitte und leichtere 
Tragwerke. Mit den IT-Lösungen von 
 Nemetschek Fides & Partner profitieren 
Sie als Planer und Ingenieur von Möglich-
keiten, die weit über die Grundfunktionen 
der üblichen Planungsinstrumente hinaus-
gehen. So können Sie gleichzeitig die 
vielfältigen Bedürfnisse und Wünsche 
Ihrer Partner berücksichtigen und effizi-
ente Ergebnisse liefern.

Integrierte Lösung für Ingenieure
Allplan ist die optimale IT-Lösung für alle 
Bereiche des Ingenieurbaus. Das bauteil-
orientierte Programm unterstützt Sie 
durch intelligente Eingabemethoden und 
Zeichenelemente. So entstehen Pläne in 
kürzester Zeit und in höchster Qualität. 
Dank der innovativen Daten- und Projekt-
verwaltung, der Möglichkeit, mit dem 
Workgroup-Manager im Team zu arbeiten, 
und mithilfe flexibler Schnittstellen 
 planen Sie Ihre Projekte auf Basis dieser 
Softwarelösung zudem besonders über-
sichtlich und effizient. Konkret umfasst 
das Leistungsspektrum von Allplan die 
Bereiche: 

■   Hoch- und Tiefbau
■   Strassen- und Brückenbau 
■   Tragwerksplanung
■   Fertigteil- und Hallenbau
■   Holz- und Stahlbau
■   Kunst- und Sonderbauten

Damit deckt das Erfolgsprogramm von 
 Nemetschek Fides & Partner die gesamte 
Wertschöpfungskette eines Ingenieur-
büros ab und trägt systematisch zu 
 dessen Leistungssteigerung bei. Durch 
seinen modularen Aufbau bietet die 
Software Allplan Anwendern ausserdem 
grösstmögliche Flexibilität bei der 
 Zusammenstellung der gemäss den 
spezifischen Bedürfnissen notwendigen 
Fertigkeiten.

Ob klassische Gebäudeplanung, komplexe Bewehrungs- und Schalungsprojekte oder anspruchsvoller 

 Strassenbau. Ob kleines Ingenieurbüro oder internationale Baufirma: Nemetschek Fides & Partner unterstützt 

Ingenieure bei den vielfältigsten Aufgaben. Dadurch fördern wir die Produktivität, Originalität und Qualität 

der Arbeit. Mit Methode. 

Optimierter Planungsprozess
Das CH-Planungspaket für Ingenieure 
baut auf den bekannten Abläufen aus der 
Praxis auf. Exakt aufeinander abge-
stimmte CAD-Einstellungen, Assistenten 
mit Bauteilen und Vorgaben für Layer, 
Zeichnungstypen und Planarten steigern 
die Effizienz und Qualität dank maxima-
ler Datendurchgängigkeit und minimaler 
Leerläufe. Konkret bedeutet das:
■   weniger Organisationsaufwand/

Fehler 
■   grössere Flexibilität in der 

Ressourcenplanung 
■   Optimierung des Datenflusses mit 

den Planungspartnern 
■   Einhaltung des Corporate Designs 

Ingenieure

Präzise planen mit Struktur

Strassenbau Kataster SCIA FEM

Tiefbau Allplan
Plattform

CUBUS  
Statik/ 
Dynamik

Schalung Bewehrung BAMTEC®

CH-Planungspaket
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Schöne Bauwerke sind mehr als exakte Wissenschaft – 
sie sind Kunstwerke unter Anwendung der besten Technik.
Frank Lloyd Wright

»«

Wie erfüllen wir Ihre Bedürfnisse am wirksamsten? Mit welchen Mitteln können wir 
Sie optimal unterstützen? Und wie kombinieren wir unsere Fähigkeiten am besten, 
um möglichst viele Synergien freizulegen? Ganz einfach, indem wir Sie gleich drei-
fach unterstützen: durch kompetente Beratung, hocheffiziente Systemlösungen und 
ein umfassendes und zuverlässiges Serviceangebot. 

Massstab für Innovation
Auf Basis unseres Know-hows, unserer Innovationskraft und Kreativität sorgen wir 
dafür, dass Ihre Prozesse optimal verzahnt sind. Ob Bauherr, Planer, Projekt- oder  
IT-Leiter: Jeder wird künftig an jedem Ort und jederzeit auf die Informationen des 
anderen zugreifen. Softwarelösungen spielen dabei eine immer wichtigere Rolle. Als 
weltweit einziger Anbieter eines durchgängigen Lösungsportfolios in diesem Bereich 
fördern wir diese Entwicklung seit Jahren. Mit überzeugenden Ergebnissen. 
 
Dynamische Drehscheibe
Aufgrund der jahrelangen Marktführerschaft von Nemetschek Fides & Partner und 
dank unserer hochqualifizierten Mitarbeitenden sind wir ein zuverlässiger Partner für 
unsere Kunden. Wir betreuen Ihre vielseitigen Projekte und entwickeln für Sie mass-
geschneiderte IT-Lösungen. Als Drehscheibe zwischen immer neuen Anforderungen 
und technischen Möglichkeiten drehen wir uns aber nicht im Kreis, sondern arbeiten 
stets zielgerichtet und dynamisch auf ein Ziel zu: Ihren Erfolg.

Für grosse Leistungen braucht es optimale Bedingungen. Das setzt nicht nur eigenes Können voraus, sondern 

erfordert auch von Ihren Partnern überdurchschnittliche Fähigkeiten und höchste Leistungsbereitschaft. 

Ganz nach der Devise von Nemetschek Fides & Partner: immer besser, schneller und effizienter – und 

 gemeinsam mit Ihnen ans Ziel. 

Internationale Expertise
Auf dem soliden Fundament von mehr 
als 40 Jahren Erfahrung entwickeln die 
Mitarbeitenden des Nemetschek Kon-
zerns zukunftsweisende IT-Lösungen, 
von denen mittlerweile Kunden in 142 
Ländern erfolgreich profitieren. 
Nach der Devise «Wer aufhört besser  
zu werden, hört auch auf gut zu sein», 
setzen wir auf die duale Ausbildung 
 unserer Mitarbeitenden – als erstklassige 
Branchenkenner sowie als erfahrene  
IT-Spezialisten, die der Entwicklung stets 
einen Schritt voraus sind. So sind wir in 
der Lage, kontinuierlich an der Entwick-
lung von wegweisenden Lösungen zu 
arbeiten und unsere vielseitigen Produkte 
laufend nach den neuesten technischen 
Möglichkeiten zu optimieren. Damit Ihre 
Arbeit erfolgreich bleibt. Heute und natür-
lich auch in Zukunft. 

 

Lösungsumfang

Ihre Ansprüche sind unser Auftrag
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1_Beratung: 
kompetent und systematisch

Am Anfang einer über Jahre erfolgreichen 
Zusammenarbeit steht die Nähe zu Ihrem 
Partner: das Vertrauen in das Know-how 
von Nemetschek Fides & Partner als IT-
Experte und in unsere fundierten Kennt-
nisse der gesamten Branche. Auf dieser 
soliden Basis bieten wir unseren Kunden 
in der Schweiz seit über 40 Jahren erst-
klassige Beratungsleistungen. Die kom-
petente und systematische Betreuung 
umfasst dabei die gesamte Bandbreite 
innovativer Softwarelösungen: klassische 
CAD-Anwendungen, zukunftweisende 
Multimedia-Entwicklungen und integrierte 
Systemlösungen für alle Phasen des 
Planens, Bauens und Nutzens. 

2_Systeme: 
leistungsstark und effizient

Unsere IT-Lösungen zeichnen sich aus 
durch ihre praxisorientierte Effizienz. 
 Dabei legen wir besonderen Wert auf 
die hohe Integrationsfähigkeit unserer 
Standards mit bestehenden Systemen. 
Durch erstklassiges Schnittstellenma-
nagement stellen wir sicher, dass  
jede Lösung perfekt mit der Umgebung 
harmoniert und die Qualität Ihrer  
Arbeits- oder Prozessergebnisse nach-
haltig steigert. Dazu zählen sowohl 
 umfassende Planungspakete als auch 
unterstützende Managementlösungen, 
die alle projektrelevanten Informationen 
zentral bereitstellen. Schnell, übersicht-
lich und ganz einfach auf Knopfdruck. 

3_Service: 
premium und massgeschneidert

Selbstverständlich bringt die Umstellung 
oder Einführung einer Soft- oder Hard-
warelösung zunächst auch einigen 
 Aufwand mit sich. Daher ist es umso 
wichtiger, dass Sie in diesem teilweise 
anspruchsvollen Prozess einen zuver-
lässigen Partner an Ihrer Seite wissen. 
Nemetschek Fides & Partner
■   betreut Sie durch IT- und Branchen-

experten, die selbst an der Entwicklung 
Ihrer Lösung beteiligt waren

■   begleitet Sie Schritt für Schritt bei der 
Umstellung oder Einführung Ihrer 
 neuen IT-Lösung  

■   bietet praktische Schulungen und pro-
fessionelle Fachseminare. 
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*  Für ein optisch ganz und gar 
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Drama, Baby,
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vs. Klasse
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Editorial

«Der mittelmässige Mensch hält zu 
knapp nach dem richtigen Gedanken 
inne; daher die vielen Halbwahrheiten 
in der Welt.» Hugo von Hofmannsthal 

Kompromisse fördern die Demokratie und 
häufig auch den Stillstand. Konzessionen 
sichern die Harmonie, aber eben auch die 
Eintönigkeit. Der Mittelweg repräsentiert die 
Mehrheit, aber meist auch einen uferlosen 
Einheitsbrei. Wir erleben es täglich: Um 
wirklich voranzukommen, nutzt es nichts, ein 
wenig zu wagen oder ein bisschen Neues 
auszuprobieren. Die Angst, etwas falsch zu 
machen, hat schon viele Impulse verpuffen 
lassen, die Dominanz der Vernunft über In-
tuition und Bauchgefühl schon so manche 
grosse Idee im Keim erstickt. 

Eine weitverbreitete Geisteshaltung, die uns 
zu Zeugen einer scheinbar paradoxen Ent-
wicklung macht: Obwohl wir unsere Indivi-
dualität immer intensiver ausleben können 
und uns dafür immer mehr Möglichkeiten zur 
Verfügung stehen – Plattformen, um unsere 
eigenen Gedanken und Gefühle mitzuteilen, 
Angebote, um unsere persönlichen Bedürf-
nisse zu stillen – wird doch alles immer ähn-
licher, eben durchschnittlicher. Oder eben 
vielleicht genau darum? 

Warum entscheiden sich so viele Menschen 
für den Durchschnitt, obwohl sie ihn doch 
eigentlich konsequent vermeiden wollen? 
Wieso verspielen so viele Marken ihre Einzig-
artigkeit, indem sie sich genauso inszenieren 
wie alle anderen? Und warum fürchten so 
viele Unternehmen die Angriffsfläche, die 
eine eindeutige Differenzierung gegenüber 
dem durchschnittlichen Wettbewerber offen-
legen würde?

Das neue connected widmet sich den Fragen 
zu dem alles in mattgrauen Tönen überstrah-
lenden «Mittelmass», um den unauffälligen, 
farb- und leidenschaftslosen und vor allem 
langweiligen, aber eben auch äusserst er-
folgreichen «Durchschnitt». Deshalb haben 
wir diese Ausgabe in der omnipräsenten 
arial-Schrift gestaltet. Doch abgesehen da-
von ist das neue connected alles andere als 
«Durchschnitt». Lesen Sie selbst, welch über-
raschende Facetten das Thema bietet, und 
Sie werden sehen: Nicht überall, wo Durch-
schnitt draufsteht, ist auch Durchschnitt drin. 
 

Stefan Winzenried 
CEO I CCO advertising, art & ideas

Im Visier des
Durch

schnitts
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Aufstieg geschafft
Vom Magenbitter zum Kultgetränk war es 
ein weiter Weg. Mit «Jägermeister ist gut für 
den Magen und macht gute Laune» wurde 
für das Produkt noch vor wenigen Jahren 
geworben. Und genauso verstaubt wie der 
Claim war auch das einstige Image der Mar-
ke. Heute ist dem Unternehmen eine Meis-
terleistung in Sachen Imagewechsel und 
ein Quantensprung in Sachen Popularität 
gelungen. Der in Deutschland produzierte 
Kräuterlikör ist in mehr als 80 Ländern auf 
dem Markt, und 75 Jahre nach seiner Erfin-
dung zählt er zu den bekanntesten Marken 
überhaupt. Für diesen fulminanten Aufstieg 
war vor allem eines verantwortlich: Eine 
konsequente, kreative Kommunikationsstra-
tegie, die den Kräuterlikör vom Opagetränk 
zum In-Drink gemacht und auf Rang neun 
der Weltrangliste der Premium-Spirituosen-
marken katapultiert hat. 

Während die Aufstellung 
der Marke – Name, 
Schriftzug, Hirschkopf 
und Etikett – von Brasilien 
bis Bosnien-Herzegowina 
und von Neuseeland bis 
Namibia unverändert 
bleibt, variieren Strategie 
und Taktik je nach regio-
nalen Anforderungen.
Ein deutlicher Imagewechsel mit Folgen, 
denn heute spielt die Marke jägermeister 
nicht mehr in der Regionalliga, sondern in 
der Weltliga, wo sie sich mit Gegnern wie 
bacardi, baileys oder smirnoff misst. 

Gegen den Strom
Kantig, wild und selbstbewusst lautet die Au-
todiagnose von jägermeister. Dafür spricht 
der Retro-Anstrich der Flasche, im Original-
design aus den �0er-Jahren und mit minimal 
verändertem Etikett. 

Dennoch ist es den Machern gelungen, 
durch überraschende Promotionsaktionen, 
fulminante Partys, stringente Sponsorings 
und ein regional adaptiertes Marketing die 
Lebensgewohnheiten und Bedürfnisse von 
immer mehr Menschen anzusprechen. 

Doch die Erschliessung neuer Märkte und 
Zielgruppen bildet noch keine Faustregel 
für den Erfolg, wie das unrühmliche Bei-
spiel des US-amerikanischen Sportschuh-
herstellers airwalk zeigt. War die Marke 
zunächst als echter Insidertipp und Trend-
setter unter Skatern begehrt, fand Mitte der 
90er-Jahre ein wahrer Ausverkauf statt. Mit 
dem Ziel, immer breitere Zielgruppen an-
zusprechen, wurden neue Absatzmärkte 
erschlossen und Verkaufsstrategien entwor-
fen. Das ehemalige Nischenprodukt war im 
Mainstream angekommen. Doch bald wen-
dete sich das Blatt: Trendsetter wandten 
sich ab, und das Premiumimage bröckelte. 
Der Beginn vom Ende und gleichzeitig von 
einem Neuanfang, den airwalk seit einigen 
Jahren eingeleitet hat: Durch die Konzent-
ration auf die Bedürfnisse der Skateboarder 
und auf ihre eigentlichen, überdurchschnitt-
lichen Markenwerte. 

Imagewechsel
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Lange bevor der Säugling die ersten Wörter 
versteht, sieht er Bilder. Durch ein ganzes 
Menschenleben ziehen sich unvergessliche 
Motive wie ein roter Faden: die Schaukel 
im Garten, das Siegestor oder das erste 
romantische Abendessen. Und selbst wenn 
wir die Augen schliessen, sind wir noch in 
der Lage, bestimmte Momente exakt zu 
visualisieren. 

Bilder sind die Grundlage unserer Wahr-
nehmung. Die kraftvollste und nachhaltigste 
Form, die unsere Sinne anzusprechen ver-
mag. Ihre Darstellung, Wahrnehmung und 
Interpretation sind Themen, die die Wissen-
schaft in zunehmendem Masse beschäfti-
gen. Und die den Rahmen dieses Artikels 
bei weitem sprengen würden. 

Ein Bild des Durchschnitts
Bilder sind ein grundlegender Teil der Kom-
munikation. Sie begegnen uns überall: auf 
Magazintiteln und Broschüren, als Bild-
schirmschoner und Handydisplays, auf Inse-
raten und Werbeplakaten. Und natürlich in 
der virtuellen Welt: Neben Unternehmensauf-
tritten und Informationsportalen bieten immer 
mehr soziale Plattformen wie tillate, flickr 
oder facebook Millionen von flüchtigen 
Momentaufnahmen ein Zuhause. Und wir 
können uns der Einladung, dieses zu besu-
chen, immer schlechter verweigern. Sind 
wir erst einmal dort, riskieren wir, uns auf 
den undurchdringlichen Fluren und unend-
lichen Fluchten einer prall gefüllten, gleich-
förmig wuchernden Bilderwelt zu verirren.

So komplex die noch junge Wissenschaft 
der «visual theory» ist – eines steht fest: 
Bilder sind der Antrieb des Durchschnitts. 
Sie ebnen den Weg für den unaufhalt-
samen Durchmarsch der Mittelmässigkeit 

und den Triumph der Gleichförmigkeit in der 
Kommunikation. Indem sie schnelllebig und 
flüchtig, beliebig und austauschbar und je-
derzeit verfügbar geworden sind.  

Mach dir (k)ein falsches Bild
Das Lexikon bietet eine Vielzahl von Inter-
pretationen: vom Abbild über die innere 
Wahrnehmung und das Kunstbild bis hin 
zum visuellen Phänomen. Doch immer 
häufiger verbinden Bilder diese Elemente: 
Während uns beispielsweise die Boulevard-
medien scheinbare Abbilder unseres Lieb-
lingsstars präsentieren, wird unser inneres 
Bild der Person geprägt. Wir verdrängen 
dabei, dass wir in Wirklichkeit eigentlich ein 
Kunstbild sehen, das durch ein visuelles 
Phänomen – die hemmungslose Retusche – 
häufig nicht mehr viel mit dem Original zu 
tun hat. 

Tatsächlich findet wohl nirgends eine beein-
druckendere Synthese von Sensation und 
Star, von (mehr oder weniger) Prominenz 
und plastischer Chirurgie statt als auf VIP-
Schnappschüssen: 

Retuschiert bis zur  
Unkenntlichkeit, manipu-
liert bis zum Exzess. 
Auf die Spitze getrieben wird diese Un- 
Form des Bildjournalismus durch Fans und 
Freunde, die ganz im Sinne von Nachah-
mungstätern millionenfach Bilder ihrer Stars 
ins Netz stellen. Bilder, über die man eigent-
lich nur noch die botoxfreie Stirn runzeln 
und die unoperierte Nase rümpfen möchte. 

Doch Bilder folgen eben keinen Regeln, 
und jeder darf Hand an sie legen.

Bildhaftes

Pioniere in Schwarz-Weiss Am Anfang war alles schwarz-weiss. Und trotzdem nicht farblos. 

Fotokünstler wie HENRI CARTIER-BRESSON oder ROBERT CAPA gelten als Ikonen der Fotografie und ebneten 

den Boden für deren Erfolgsgeschichte als Reportagemittel. Auch in der Kommunikation werden Schwarz-

Weiss-Aufnahmen gerne als Symbole für Tradition und Beständigkeit eingesetzt. Doch damit einher geht eine 

Empfindung, die unser Gehirn ganz unwillkürlich auslöst: Distanz. Der Abstand zum Motiv, zum Bildinhalt  

und damit auch zur Botschaft beeinflusst die Emotionalität des Motivs – und damit auch seine Wirkungskraft.  

Imagewechsel

Pimp
my brand

Durchschnittlichkeit ist kein begehrtes Attribut in  
der Markenwelt. Um nicht in der Masse der Anbieter und 
in der Belanglosigkeit austauschbarer Produkte zu 
verschwinden, werden häufig grosse Anstrengungen 
unternommen. Was manchmal radikale Massnahmen 
erfordert und am Ende nur ganz wenigen gelingt.  
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Bildhaftes

Bilder sind allgegenwärtig. Sie erreichen uns in  
immer grösserer Zahl und sind stets verfügbar. Mit 
der digitalen Revolution brach auch der Damm,  
der uns Geleit und Schutz bot. Geleit bei der Wahr-
nehmung eines Bildes und Schutz vor den schieren 
Massen, die jetzt ungefiltert über uns hereinbrechen. 
Die erbarmungslose Flut hinterlässt einen Schlick 
beliebiger Darstellungen und einen Morast austausch-
barer Motive. Und wir? Tauchen ab in den Schlund  
der Mittelmässigkeit und verlieren uns immer weiter  
in den Tiefen des Durchschnitts. 

der Bilder
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Die Missachtung




