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Lead with knowledge and perspective.  

Connect with secular trends impacting financial 
services, interpret what they mean for your business, 
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takeaways for senior executives seeking to strengthen 
and scale their business models.
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How can managers grow  
strategic partnerships in  
Europe’s insurance industry?

Key Implications

• Strategic partnerships are becoming more common as general account insur-
ers try to streamline their relationships with asset managers. A variety of types 
of partnership exist, but the most common involves supplying a range of addi-
tional services to insurers to help them manage their assets more efficiently. 

• On average one-quarter of European general account insurer respondents 
plan to decrease the number of external asset managers they work with over 
the next 12 to 24 months. However, this number is much higher in France, 
where almost 40% of respondents are considering decreasing the number of 
managers they work with.

• Cerulli’s survey of asset managers found that 27% of respondents expect to 
significantly increase the number of strategic partnerships they have over the 
next three to five years. Another 67% believe that the number of strategic part-
nerships they have will increase slightly over the same period.

• Developing long-lasting strategic partnerships with insurers should be a 
priority for asset managers with dedicated insurance solutions teams. Cerulli 
believes that managers should prioritize revenues and the stability of those 
revenues rather than asset growth, because competition in the European 
insurance asset management industry is set to grow.

 
Consolidating relationships
The way insurers engage with asset managers is changing. Driven by the need to 
improve operational efficiencies and profits, insurers are increasingly consolidating 
their relationships with external asset managers. Managers also increasingly 
prefer partnership-type engagements as a result of fee pressure and growing 
consolidation across the industry.

Cerulli’s Insurer Investment Survey found that one-quarter of European general 
account insurer respondents plan to decrease the number of external asset 
managers they work with over the next 12 to 24 months. However, this number 
is much higher in France, where almost 40% of respondents are considering 
decreasing the number of managers they work with. These results are in line with 
last year’s findings, which showed that more French and German insurers were 
considering reducing the number of external asset managers they worked with.

Driven by the need to improve operational efficiencies 
and profits, insurers are increasingly consolidating their 
relationships with external asset managers.
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Size is also important when it comes 
to consolidating relationships with 
external asset managers. Cerulli’s 
research suggests that the largest and 
smallest insurers are the most keen 
to consolidate their relationships with 
managers. Around 30% of the large 
and small insurers we surveyed said 
that they plan to decrease the number 
of asset managers they work with over 
the next 12 to 24 months, whereas 
fewer than 15% of mid-sized insurers 
plan to do so.

Strategic partnerships are 
much more than simply 
outsourced mandates.
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also involve a significant portion of 
assets; for example, the strategic 
partner will manage more than 50% 
of the insurer’s investment assets. 
Strategic partnerships are much more 
than simply outsourced mandates.

Although it is difficult to estimate the 
size of a typical strategic partnership 
engagement, Cerulli’s survey of asset 
managers found that partnerships 
tend to be preferred by smaller 
insurers and that the average size of 
strategic partnership mandates range 
between €1 billion and €25 billion.
Building long-lasting strategic 
partnerships will be the priority for 
many insurance asset managers over 
the next three to five years. Cerulli’s 
survey of asset managers found 
that 27% of respondents expect to 
significantly increase the number of 
strategic partnerships they have over 
the next three to five years. Another 
67% believe that the number of 
strategic partnerships they have will 
increase slightly over the same period.

Insurers: Expected Changes to the Number of External Managers Used for General Account Mandates  
by Insurers’ Country, 2020
Source: Cerulli Associates

The strategic  
partnership model
Under the strategic partnership 
model, insurers have relationships 
with fewer managers and each 
manager has wide discretion. In 
exchange for the broader mandate, 
the manager must provide more 
in-depth input to the client. Strategic 
partnerships require a variety of 
services beyond basic investment 
management, including strategic 
asset allocation optimization, Solvency 
II optimization, risk and scenario 
analysis, liquidity analysis, technology 
provision, and specialized investment 
accounting and reporting services.

Some asset managers consider all of 
their insurance mandates strategic 
partnerships, simply because they 
meet a certain AUM threshold, say 
€500 million or €1 billion. However, 
Cerulli defines a strategic partnership 
as one that includes a wide range of 
services and is much more than a 
simple outsourced mandate. It will 

37%

53%

10%

France

27%

73%

Germany

20%

80%

Italy

20%

80%

Netherlands 
and Belgium

17%

70%

13%

UK

Europe

25%

69%

6%

Decrease Stay the same Increase



Where to find strategic partnerships
Asset managers will also find partnership opportunities in the unit-linked insurance industry. Some insurers are keen to partner 
with managers to develop innovative funds for their unit-linked products; others prefer to partner with managers that can 
offer extended technological and distribution capabilities. For instance, in 2017, DWS Group teamed up with German insurer 
Volkswohl Bund Lebensversicherung to offer fund-backed life insurance products via its digital platform.

In addition, there will be an increasing number of strategic partnership opportunities for external asset managers who can 
demonstrate the ability to develop ESG products (e.g., low carbon products that reduce carbon footprint by 30% compared  
with the benchmark) and provide assessment of climate-related risks such as transition and physical risks in insurers  
investment portfolios. Asset managers should leverage their advisory capabilities when building such partnerships.

Cerulli expects strategic partnerships to become more common, although only the largest insurance asset managers that  
have insurance solutions teams will be able to seize such opportunities. Insurance companies want to work with managers  
that understand the complexity of the environment and prefer managers with experience managing insurance assets under 
Solvency II constrains.

Asset Managers: Expected Increase in Number of Strategic Partnerships 
With Insurers Over the Next Three to Five Years, 2020
Source: Cerulli Associates
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There will be an 
increasing number  of 
strategic partnership 

opportunities  for external 
asset managers who can 

demonstrate the ability to 
develop  ESG products.
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Asset managers aiming 
to secure  strategic 
partnerships with 
insurers should be  

willing to accept  
fee cuts. 



Fees and resources in strategic partnerships
Asset managers aiming to secure strategic partnerships with insurers should be willing to accept fee cuts. The managers Cerulli 
spoke to said that strategic partners can receive fee discounts of 20% or more.

Managers with both scale and dedicated insurance solutions teams are best positioned to commit time and resources to 
partnerships with insurers. One large French asset manager told Cerulli that partnership engagements can involve weekly 
committee discussions and quarterly and annual reviews to discuss business changes, governance, risk, and performance. 
Though most contact will be with the CIO, the CFO and CEO will also be involved, albeit less frequently, and there is often ad hoc 
contact with the wider investment team.

Insurance asset managers that are part of banks are among the ones that will benefit the most from the growing demand 
for strategic partnerships. For closed insurance book acquisitions, much work is undertaken before deal completion—asset 
managers can leverage their M&A teams to provide valuation and portfolio analysis to help the acquiring party assess feasibility 
and negotiate pricing. Relationships with consolidators can be intensive as a result; however, those offering the best solutions 
are sure to gain to a share of assets once deals are closed.

Insurers: Factors Insurers Consider Most Important When Selecting Asset Managers, 2020
Source: Cerulli Associates
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Cerulli for Research and Consulting
For nearly 30 years, Cerulli has provided global asset and wealth 

management firms with unmatched, actionable insights.

Headquartered in Boston with fully staffed offices in London and Singapore, Cerulli Associates is a global 
research and consulting firm that provides financial institutions with guidance in strategic positioning and 
new business development. Our analysts blend industry knowledge, original research, and data analysis 

to bring perspective to current market conditions and forecasts for future developments.

Cerulli’s research product line includes the Cerulli Report series, the Cerulli Edge series,  
and Cerulli Lodestar.

Contact us to learn more:
info@cerulli.com | www.cerulli.com
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