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CONTENTS The diverse nature of family office customers requires an in-depth understanding of  
large, complex personal insurance accounts in order to anticipate and address their 
overall insurance and risk management needs. With that in mind, AIG Private Client 
Group conducted a two-year study to identify trends, risk profiles and insurance  
buying decisions.*

Insurance marketplace conditions are changing throughout the country, particularly  
for those with homes and other property in catastrophe-prone locations. The results 
outlined here highlight factors to consider when devising an approach to protect 
family members, properties and reputational concerns in the face of current and  
future threats.

While this study is intended to inform independent insurance advisors, we  
encourage family members, family office staff and other wealth management 
professionals to leverage the data when shopping for personal insurance and  
choosing coverage specifics. 
 
As you read on, you will see terms that distinguish how we classify family office 
business, including: 
• Customer - A single household and/or legal entity to which insurance policies are issued 
• Account - Customers who are related and/or purchase their insurance policies together
• Policy type - The type of insurance policies purchased to protect against financial loss for
• defined exposures (homeowners, automobile, collections, etc.) 

ACCOUNT COMPLEXITY 
Overall, family office customers are among the most complex within AIG Private  
Client Group. These accounts include more households and overall exposures.  
They also purchase the greatest number of policy types at higher coverage limits for 
homes, private collections and excess liability than other AIG Private Client Group 
customers. The average number of claims is similar to other large and long-tenured 
accounts. The family office segment is the most catastrophe exposed but  
traditionally has been profitable.

The typical AIG Private Client Group family office customer has insurance policies in 
place for multiple highly protected homes, vehicles and private collections. Customers 
also carry high limits of liability coverage. 
 
The AIG family office segment averages four customers per account, with an average 
annual premium of $270K and five types of policies. 
 
More than two-thirds of the family office customers analyzed have had a claim. Risk 
complexity often requires the introduction of third-party experts during the claims 
settlement process.
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EXECUTIVE OVERVIEW

*AIG Private Client Group is a division of the member companies of American International Group, Inc. (AIG). For purposes of this study, family 

offices are AIG Private Client Group accounts and customers who have been designated as such in the processing of their coverage. This report 

reflects information captured in November 2018. AIG risk management service adoption, and AIG commercial and financial lines adoption were 

not included in this assessment.
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LONG-TERM RELATIONSHIPS 

Family office customers have the longest tenure of all AIG Private Client Group customer segments. More than half have been insured 
with AIG for at least ten years, and more than three-quarters have tenure greater than five years.

COVERAGE GAPS 

Currently there are low take-up rates for coverage options designed to deliver more seamless protection for the family, including the 
automobile cash settlement option and several features of AIG’s personal excess liability insurance: supplemental defense coverage, 
not-for-profit board liability coverage and higher limits of uninsured/underinsured motorist coverage. Customers insuring underlying 
vehicles on a personal excess liability policy without a primary automobile policy also often miss the benefits of a one-carrier solution.

RISK RETENTION

A surprising number of family office customers choose low homeowners and automobile deductibles, even though retaining more risk 
would enable premium savings: 12% of home locations have deductibles of $1,000 or less; and 22% of vehicles have deductibles less 
than $1,000 for comprehensive and 12% for collision deductibles.

INSURANCE ADVISOR AWARENESS

Less than 1% of AIG Private Client Group’s appointed independent insurance advisors report having family office business with AIG. 
The top 15 organizations, measured by the number of family office customers, represent three-quarters of the segment’s premium 
volume. Most of these firms have a designated family office practice and/or focus, are more likely to place all AIG policy types offered. 

UNDERREPORTED AS FAMILY OFFICE

Due to privacy concerns, family office accounts are often underreported. If family office business becomes more transparent, it will 
be easier to identify and address needs requiring further attention from providers. For families, this also could increase the insurance 
choices available in the marketplace.

EXECUTIVE OVERVIEW

*AIG Private Client Group is a division of the member companies of American International Group, Inc. (AIG). For purposes of this study, family 

offices are AIG Private Client Group accounts and customers who have been designated as such in the processing of their coverage. This report 

reflects information captured in November 2018. AIG risk management service adoption, and AIG commercial and financial lines adoption were 

not included in this assessment.
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RECOMMENDATIONS

FOR INDEPENDENT INSURANCE ADVISORS

In addition to assessing how one's total population of family office clients compares with AIG Private Client Group’s findings, 
independent insurance advisors can consider the following tactics to maximize protection, streamline coverage and improve overall 
risk profiles:

• Revisit the rationale for clients whose personal vehicles are not all insured on AIG’s personal excess liability and automobile policies.
• Increase awareness of the cash settlement option available on the automobile policy.
•  Review accounts with low automobile and homeowners’ deductibles to determine feasibility of premium savings through increased risk retention.
•  Combine use of both blanket and scheduled collection policies for greater efficiency on lower per limit items and accurate valuation of high-value items.  
•  Educate family members on the benefits of supplemental defense coverage, not-for-profit board liability protection and uninsured/underinsured  
•  motorist coverage available on personal excess liability policies. For those who have UM/UIM coverage, investigate the reasons when limits are  
•  significantly lower than the overall policy limits.
•  Inform clients about the availability of risk management services designed to lower their cost and prevalence of risk.
 
FOR FAMILY OFFICE STAFF AND WEALTH ADVISORS  

Family off ice staff  and wealth advisors benefit from the advice of independent insurance advisors who specialize in serving people 
with substantial wealth and can access options from multiple insurance companies. Disclosing the family office construct also can 
result in more tailored solutions for everyone tied to the account. 

Although the scope of this study did not address risk characteristics that go beyond AIG Private Client Group’s core offerings, family 
offices undoubtedly have additional coverage needs beyond personal insurance. Taking a holistic view of the family office may 
introduce the need for broader insurance solutions pertaining to aviation, kidnap and ransom, financial institutions, professional 
liability, travel and more.

A family’s risk profile is always evolving; stewardship of the insurance portfolio is critically important to keep pace. Establish a 
communications plan with all relevant parties to ensure the timely review of life events or other new circumstances that may require 
changes to the family’s mitigation strategies and/or insurance coverage.
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DETAILED FINDINGS

CUSTOMER PROFILES 
 
ACCOUNT MAKE-UP
• Customers per account: four average, with a high of 24
• Multi-family office (MFO) account for the majority of accounts/customers (78%/67%), while single-family office (SFO) accounts/ 

customers (22%/32%) represent a larger percentage of premium: 63%, compared to 37%.

PREMIUM SIZE 
• By account: $270K average with high of $2.8M 
• By customer: $74K average with high of $2.6M 
• Average annual premium growth by customer: 3%

LONGEVITY
• Account/customer average tenure = 12.2 / 8.7 years; 17 years max
• 63% have been with AIG for 10 or more years; 76% for more than five years

COVERAGE TYPE 
• Family office customers have three or more of AIG’s core four policy types: homeowners, automobile, private collections and  

personal excess liability
• 25% of customers have at least one additional specialty policy
• Average number of policy types: five per account; four per customer 
• Highest number of policy types: eight per account and customer
• Five or more optional homeowners coverage endorsements; high of seven

RISK CHARACTERISTICS
• Multiple properties, drivers and vehicles
• Multimillion-dollar homes and condos with high coastal concentration (CA, FL and NY)
• Highly protected homes; nine average loss prevention credits, with a high of 14
• High deductibles; most with large loss waiver, one-third with wind deductibles 
• Most with private collections; large fine arts and jewelry schedules 
• High personal excess liability limits, low uninsured/underinsured motorist limits and few with not-for-profit board liability coverage  

(10%) or supplemental defense coverage (6%); higher take-up rate for employment practices liability coverage at 41% 

CLAIMS
• 70% with at least one claim 
• Average number of claims per customer: eight, driven by customers in-force 10 or more years. Customers incepted in the last seven  

years average two claims.
• Average loss and expense incurred is $40,000 per claim. 

Customer Profile At-a-Glance

Customers per Account 
Account Premium 
Customer Premium 
Annual Customer Premium Growth 
Account Tenure 
Customer Tenure 
Policy Types per Account 
Policy Types per Customer

Average / %

4 
$270K 
$74K 
3% 
12 years 
9 years 
5 
4

Highest

24 
$2.8M 
$2.6M 
- 
17 years 
17 years 
8 
8
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DETAILED FINDINGS

 Policy Type, Purchase Rate and Average Policy Premium

HOMEOWNERS 

Homeowners is the most prevalent policy type: 97% of family office accounts, which also breaks down to 81% of family office 
customers. Customers in this segment average three insured locations on 2.6 policies (1.2 locations per policy).

Not surprisingly, $100K+ customers obtain the highest coverage limits: With a high of $93.5M for dwelling, $50M for additional 
structures, $62.5M for contents and $16.1M for condos. The highest primary liability limit is $10M, with the majority at $500K  
and above.

High deductibles and large loss waiver coverage are common characteristics. 65% have all other peril (AOP) deductibles of $10K+,  
and 80% have the large loss waiver. 35% have wind deductibles, with 80% at 2%+. Surprisingly, however, 11% have an AOP deductible 
of $1,000 or less.

Homeowners cross-sell credits are high for the core lines and less for specialty lines. These include 81% with personal excess liability, 
69% with automobile, 68% with private collections and 14% with excess flood.

% of FO Accounts % of FO Customers Average Premium $000
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DETAILED FINDINGS

Homeowners Attribute

Dwelling Limit 
Additional Structures Limit 
Contents Limit 
Condominium Limit 
Personal Liability Limit 
Optional Endorsements 
Loss Prevention Credits 
All Other Perils Deductible 
Wind Deductible 
Selection of Large Loss Deductible Waiver

Average / %

$7M 
19% of Dwelling 
34% of Dwelling 
$1.8M 
$629K 
5 
9 
$15K 
$17K/3% 
80%

Highest

$94M 
$50M 
$63M 
$50M 
$10M 
7 
14 
$100K 
$50K/10% 
-

Optional Coverage Endorsement

Fraud SafeGuard 
Equipment Breakdown 
Primary Flood 
Condo Additions & Alterations Extended Replacement Cost 
Increased Fungi Rot 
Guaranteed Rebuilding Costs (CA only) 
Workers' Compensation 
Watercraft Liability & Hull 
Extended Replacement Cost (excl. CA and FL) 

% Customers (C) or % Locations (L)

74% C 
57% L 
56% L 
44% L 
21% L 
27% L 
12% C 
3.3% C 
< 1% L 

Customers average 5.3 optional coverage endorsements; two per policy and location. Fraud SafeGuard (74%), equipment breakdown 
(57%) and primary flood (56%) are most frequently purchased. 

Customers average nine loss prevention credits: 3.4 per policy and three per location. Fire (64%) and burglar alarm (63%) are the most 
frequent at almost two-thirds of locations. Water shut-off (4%), UL-approved lightning protection (4%) and gas leak detector (3%) 
credits appear on the fewest locations.

Please note that what follows is a partial list of optional endorsements and risk management services adoption. Data points are based 
on available information.
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DETAILED FINDINGS

Loss Prevention Credit Type

Fire and Burglar Alarms 
Sprinkler/Residential Sprinkler 
Perimeter Protection 
24-hour Signal Continuity 
Back-up Generator 
Guarded Community 
Temperature Monitoring 
External Perimeter Security 
Full-time Caretaker 
Water Shutoff Device 
UL-approved Lightning Protection 
Gas Leak Detector

% Locations

64%, 63% 
44% 
27% 
19% 
16% 
13% 
10% 
9% 
8% 
4% 
4% 
3%

PRIVATE COLLECTIONS  

94% of family office accounts with 67% of family office customers include an AIG private collections policy. The majority of customers 
schedule valuable items (60%) with almost half blanketing items (48%) and surprisingly, one-quarter doing both.

The highest scheduled fine art limit is $1.9B. For jewelry, it is $79M. The highest blanket limit is $601M with Fine Art at $600M and 
Jewelry at $25M. $100K+ customers have the highest average scheduled and blanket limits.
 

Private Collections Attribute

Accounts with Scheduled Coverage 
Accounts with Blanket Coverage 
Both Scheduled and Blanket Present 
Average Scheduled Limit 
Highest Scheduled Limit 
Average Blanket Limit 
Highest Blanket limit 

All Collections

60% 
48% 
25% 
$10.7M 
$1.8B 
$441K 
$601M 

Fine Art

39% 
37% 
15% 
$11.4M 
$1.7B 
$645K 
$600M

Jewelry

46% 
33% 
12% 
$1.5M 
$42.5M 
$70K 
$25M
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DETAILED FINDINGS

AUTOMOBILE   

88% of accounts and 63% of customers have an AIG automobile policy. There is a high personal excess liability purchase rate by 
customers with underlying automobile insurance in place (79%). Please note: vehicles examined do not include classic and collector 
cars insured on a private collections policy.

Liability limits are reflective of the personal excess liability purchase rate. Limits of liability likely reflect the high excess liability cross-
sell (79%) with underlying requirements of $250K/$500K or $300K combined single limit at 79% and 76%, respectively. Stacking is 
chosen at a small rate of 16%.

Physical damage deductibles, market values and optional coverage adoption are low. 

Two-thirds of vehicles have physical damage coverage with most having $1,000 deductibles. However, 22% of vehicles have 
deductibles less than $1,000 for comprehensive and 12% for collision deductibles. Retaining more risk would enable premium savings. 

Vehicles have low valuations with one-third less than $20K and two-thirds less than $50K. Cash settlement option is selected on over 
one-quarter of vehicles.

Automobile Attribute

Bodily Injury per Person Limit 
Bodily Injury per Accident 
Property Damage Limit 
Combined Single Limit 
Vehicle Market Value Limit 
Stacked Limits - UM/UIM (% of vehicles with) 
Full Glass (% of vehicles with) 
Cash Settlement Option (% of vehicles with) 
Comprehensive Vehicle Deductible 
Collision Vehicle Deductible

Average/%

$332K 
$519K 
$131K 
$586K 
$109K 
16% 
64% 
27% 
$1,081 
$1,166

Highest

$1M 
$1M 
$500K 
$1M 
$6.5M 
- 
- 
- 
$10K 
$10K
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DETAILED FINDINGS

PERSONAL EXCESS LIABILITY 

87% of family office accounts have an in-force personal excess liability policy for at least one customer. Those without may have a 
personal excess or group excess policy elsewhere (employer, family, multi-family office).

Most customers carry uninsured/underinsured (UM/UIM) coverage (91%), however the liability limits do not correspond to personal 
excess limits. The majority of customers (over two-thirds) select more than $5M in personal excess limits, yet only 10% chose this 
same level for UM/UIM. Conversely, less than 3% select $1M for personal excess but 55% select this limit for UM/UIM.

Optional coverage take-up rates are inconsistent. Employment practices liability insurance (EPLI) is purchased by 41%. Only 10% have 
not-for-profit board liability protection and only 6% have supplemental defense coverage.

The majority of customers in this segment have multiple liability exposures. There is a heavy property focus, with 72% having 
additional properties and 51% having two or more additional properties, with a maximum of 61. Most have multiple vehicles and 
drivers, with 70% having two or more private passenger type (PPT) vehicles and drivers. The highest number of exposures is 85 
collector cars and PPT vehicles.

A relationship exists between AIG Private Client Group’s personal excess liability and automobile policies, where 79% of customers 
have both policies.

Personal Excess Liability Attribute (% Applicable) Average Highest

$100M 
$10M 
$250K 
8 
85/45 
81 
15 
3 
85 
25 
$3M

Overall Coverage Limit 
UM/UIM Limits 
Supplemental Defense Limit (6%) 
Insured Exposures 
Vehicles and Drivers (90/91%) 
Additional Properties (72%) 
Watercraft (20%) 
Drivers Under 21 (18%) 
Collector Cars (14%) 
Unregistered Vehicles (13%) 
Not-for-profit Board Liability Protection (10%)

$16.1M 
$2.6M 
$95.2K 
5 
5/3 
5 
3 
1 
7 
3 
$1M
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DETAILED FINDINGS

INDEPENDENT INSURANCE ADVISOR BENCHMARKS 
 
There are 74 insurance advisor organizations placing family office business with AIG Private Client Group. The top 15 firms, measured 
by number of family office clients, average 10 customers and $713K in annual premium. The top 15 have a greater number of policy 
types, with 87% versus 19% with seven or more policy types. Earthquake, excess flood, workers' compensation and employment 
practices liability insurance are more frequent among these top 15 advisor organizations.

The majority of the top 15 insurance advisor organizations have multiple locations producing family office business. The highest- 
volume organization has 112 customers with $6.1M in premium.

When reviewing by insurance advisor location, 105 have family office business. The top 25 insurance advisor locations generate 70% of 
customers and 73% of premium. On average, advisor locations have seven family office customers and $504K in premium. The highest 
number of customers for an individual location is 42. The highest premium is $3.5M.

Insurance advisor organizations with multiple locations have more than twice the customers and premium (seven vs. three and $584K 
vs. $265K) than those with single locations.

Insurance Advisor  Attribute  
within AIG’s Family Office Segment

Top 15 Rest of 
Population

% of Family Office Customers 
% of Family Office Premium 
Average Insurance Advisor Locations 
Average Number of Family Office Customers 
Average Family Office Premium 
Average Number of Policy Types 
7+ Policy Types Across Family Office Segment

78% 
74% 
2.8 
10 
$713K 
8 
87% 

22% 
26% 
1.1 
3 
$208K 
5 
19% 

Highest Org. 

16% 
12% 
11 
112 
$6.1M 
10 
- 





American International Group, Inc. (AIG) is a leading global insurance organization. Building on 100 years of experience, today AIG member companies provide a wide range of 
property casualty insurance, life insurance, retirement solutions, and other financial services to customers in more than 80 countries and jurisdictions. These diverse offerings 
include products and services that help businesses and individuals protect their assets, manage risks and provide for retirement security. AIG common stock is listed on the New 
York Stock Exchange.

Additional information about AIG can be found at www.aig.com | YouTube: www.youtube.com/aig | Twitter: @AIGinsurance www.twitter.com/AIGinsurance | LinkedIn: www.
linkedin.com/company/aig. These references with additional information about AIG have been provided as a convenience, and the information contained on such websites is not 
incorporated by reference into this document.

AIG is the marketing name for the worldwide property-casualty, life and retirement, and general insurance operations of American International Group, Inc. For additional 
information, please visit our website at www.aig.com. All products and services are written or provided by subsidiaries or affiliates of American International Group, Inc. Products 
or services may not be available in all countries and jurisdictions, and coverage is subject to underwriting requirements and actual policy language. Non-insurance products and 
services may be provided by independent third parties. Certain property-casualty coverages may be provided by a surplus lines insurer. Surplus lines insurers do not generally 
participate in state guaranty funds, and insureds are therefore not protected by such funds.

© 2019 American International Group, Inc. All rights reserved. 
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AIG Private Client Group is proud to work with a select group of the finest independent insurance advisors. To learn more, please visit www.aig.com/pcg 


