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On October 31, 1967, John Hancock entered into 
partnership with leading insurance companies in 12 
countries where Ford needed coverage, and these 
were the initial founding Network Partners (although 
they were referred to as “Associate Insurers” back 
then). It’s a testament to the success of the network 
that most of those Network Partners are still 
participating in IGP today.

Naturally, things started off small, but by 1970 sixty 
Multinationals had established an IGP pooling account. 
Ten years later, the number had grown to 250.

By the time I joined IGP in 1988 (contrary to 
rumours, I was not in IGP when it 
was officially established on 
October 31, 1967!), there 
were nearly 400 IGP 
clients with an active 
international account, 
with nearly 1,500 
subsidiary contracts 
pooled.

The growth in the 
network has been 
dramatic since then, 
(today we have 825 

Multinational clients) 
which is in no small 
part due to a few major 
developments.

1989: The Fall of the Berlin Wall

In 1989, the Berlin Wall fell, so our European market 
almost immediately expanded, and one of the things I 
was involved in early on was developing relationships 
in Central and Eastern Europe. This was really 
interesting because it was pioneering stuff. In most 
of the countries we targeted initially, they started 
off with just one State insurer, but then split the 
market in two by establishing a second insurer: the 
model was that one insurer got all of the life business 
and the other got all of the general business, but 
they said you could write both, “therefore we have 
competition”.

IGP has been expanding in the CEE region ever since.

1992: Establishment of the Single 
European Market

Following closely on the heels of the expansion 
of the opening up of Eastern Europe, we had the 
introduction of the single European Market, which 
came into existence in 1992. In the run-up to that, 
we had a spate of mergers and acquisitions among 
insurance companies that were trying to create 
strategic alliances and structures to have them in 
place and ready for the single European Market. It 
was believed that consumers and corporate clients 
would be buying insurance coverages on a pan-
European basis; single European license, cross border 
coverage, passporting, and so on. We haven’t seen a 
large-scale shift towards cross border coverage in 
the corporate sector, but the consolidation in the 
insurance market certainly resulted in many changes 
in the composition of the different pooling networks.

This was certainly a big deal for IGP because, while 
most of our clients (about 55%) are North American 
multinationals, most of the premium is paid in the 
European region.

1990’s: Development of Employee 
Benefits Markets in Asia

We saw dramatic growth in the demand for 
employee benefits in the Asian region during the 90’s. 
IGP has strong Network Partners in the region, and 
we were therefore well placed to expand our 
portfolios there.

Of course, the opening up of the Chinese 
market, the privatization of much of the 
State-owned industry, unprecedented 
growth since reforms began in 1978 and the 

Editorial
By Peter de Vries -  Vice President, Head of the IGP Network

50 years ago, the idea 
of establishing the IGP 
Network was born at 
John Hancock in Boston 
during discussions 
with Ford Motor 
Company, already a 
major domestic client, 
who were looking for 
assistance in getting 
coverage for their 
foreign operations. 

John Hancock had already succeeded in combining 
separate coverages into a single group insurance 
arrangement within the US, so that if they, for 
example, had poor experience in Texas and good 
experience in Illinois, they could use the margins from 
the good experience to cover the losses in the plants 
where they had poor experience. So, it was a pooling 
of results.

Ford wanted to do the same for their operations in 
other countries, which wasn’t possible in 1967 for 
fiscal and regulatory reasons (most of which still 
exist today). So rather than creating a single contract, 
John Hancock established partnerships to arrive at 
an arrangement which has the same objective: to 
combine results across different geographies so that 

the multinational can leverage 
their global size to get a 
better deal than they would 
get by having stand-alone 
group insurance contracts for 
individual countries.

establishment of foreign 
subsidiaries in China 
were a big deal for 
IGP.

But IGP has not 
only grown 
in terms of 
the countries 
in which 
we operate, 
we are still 
growing our 
client base. IGP 
is the largest of 
the multinational 
employee benefits 
networks, but we are 
still hungry and eager 
to grow the number of 
Multinationals we are honoured to 
count as our clients, and to expand the International 
Accounts of our existing clients.

27% of all Pooling and Captive EB International 
Accounts are IGP accounts, representing roughly a 
quarter of the market in terms of premium (based on 
the survey among EB Networks @ 12/31/2016 run 
via Deloitte).

IGP’s ability to grow our portfolio has been thanks to 
who our Network Partners are. 

IGP has historically worked primarily with 
independent insurance companies. When selecting a 
Network Partner, our primary concern has always 
been to ensure that the local subsidiaries and their 
employees have the best service and coverage 
possible. Global coordination is very important, but 
so much of employee benefits provision revolves 
around local service, that it is, in our view, paramount 
that one has a Network Partner that has the 
necessary know-how, financial stability and resources. 

 It’s a testament to the 
success of the network 
that most of those 
Network Partners are 
still participating in IGP 
today.

Who our network 
partners are is what 
distinguishes IGP from 
other networks. 

1967 1968 1969 1970 1971 1972

On October 31, 
1967, formal 
agreements were 
executed between 
John Hancock 
and 12 insurance 
companies, 
marking the 
official start of 
the IGP Network, 
headed by Derek 
Chilvers.

Establishment by 
Gerry Ryan of 
the IGP Brussels 
office under Tony 
Sabelli. First IGP Seminar 

in Nice.
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Who our network partners are is what distinguishes 
IGP from other networks. IGP Network Partners 
are committed to the group insurance and employee 
benefits markets in their respective countries; they 
are in it for the long haul, as is IGP. 

I fully expect IGP to still be operating in 50 years 
from now.

Looking to the future, we will continue to try to 
expand the accounts that we have so we can see 
growth and further improved sustainability, but we’ll 
also be focusing on information services to deliver 
more timely and accurate reporting.

IGP has been working over the past 50 years on 
the basis of reinsurance, so we have a finely-tuned 
reporting mechanism in place, and we are able to 
provide excellent reporting to clients on a periodic 
basis if that’s what they need. This is something we 
score highly on in the Captive space. IGP has been 
described by one of the leading advisors in the 
market as “first in class”.

In recent meetings with clients, we’ve received very 
positive feedback on our administration, reporting 
and account management at the local, regional and 
global levels. This is high praise indeed, but a lot 
of work has been done over the last few years to 
get us there. It’s a refinement and enhancement 
of the system we already had in place.  And we’re 
not done yet, … we will continue to seek further 
improvements, particularly in the area of claims 
reporting.

That’s an area that IGP has worked especially hard on 
over the past year or two and, in some ways there 
again, we have an advantage in dealing with leading EB 
providers in each market, because they are the ones 
who are more likely to have the systems already in 
place. Many of our Network Partners do already offer 
regular periodic reporting. The real challenge is to get 
delivery from the local Partners in a more uniform 
format centrally.

Editorial
By Peter de Vries -  Vice President, Head of the IGP Network

So, there’s still plenty of work for us to do in IGP!

To our clients and their advisors, I say a big thank you 
for your support of IGP over the past half century, 
the trust you have bestowed upon us.

But I also give you my commitment that we will 
continue to strive for further refinement in every 
aspect of IGP’s operations.

With very best regards,

Peter de Vries
Vice President – Head of the IGP Network

We’ve recently received 
very positive feedback 
on our administration, 
reporting and account 
management at the 
local, regional and global 
levels.

1973 1974 1975

Jozef De Mey 
becomes the 
Head of IGP 
Europe.

“BASF and IGP are looking back on a 
long-lasting cooperation. The environment, 
our organisations, the people etcetera have 
considerably changed during the period whilst 
the level of services remained constantly very 
high. Together, we have developed innovative 
products and special solutions to our 
specific needs. We are looking forward to 
the future cooperation.”

BASF SE 
The first IGP client in Europe

“Ford Motor Company is very 
appreciative of the innovative solutions 
IGP introduced to us 50 years ago, as 
it has significantly assisted in managing 
the costs for our Global Employee 
Benefit Programs!  We look forward to 
a continued strategic partnership with 
IGP and wish them a very Happy 50th 
Anniversary!”

Ford Motor Company
The first IGP client

1976 1977 1978
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Interview with SAP SE & Schlumberger
Design, implementation and management of  
diverse benefit programs

During IGP’s 50th Anniversary Seminar in Boston in May 2017, Guido Hakenes, Global Benefits Delivery Manager 
of SAP SE, and Pedro Neiva Botelho, Geomarket HR Manager - Northern Middle East (NME) at Schlumberger, had 
a lively discussion on how they, as a global employer, design, implement and manage diverse benefit programs.

Guido Hakenes
Global Benefits Delivery Manager

SAP SE

SAP is the world leader in enterprise applications 
in terms of software and software-related service 
revenue. Based on market capitalization, they are 
the world’s third largest independent software 
manufacturer. SAP employs more than 87,000 
people in over 130 countries. 

Pedro Neiva Botelho
Geomarket HR Manager - NME

Schlumberger

Schlumberger is the world’s leading provider of 
technology for reservoir characterization, drilling, 
production, and processing to the oil and gas 
industry. Working in more than 85 countries, 
Schlumberger employs approximately 100,000 
people who represent over 140 nationalities.

What is your company’s benefit 
philosophy?

Pedro Neiva Botelho, Schlumberger:  Our staffing model 
is a decisive factor in our benefits philosophy and has 
a number of specificities. 

First, we recruit where we are and focus on fresh-
outs. About 80% to 90% of our staff are hired directly 
out of university. In our recruiting process, we use 
over 300 target universities around the world, and we 
have over 200,000 applicants per year. 

Secondly, we focus on development – our employees 
each undergo an intensive training, which can take up 
to 3 or 4 years, with a blend of on-the-job exposure, 
class training and web-based trainings. 

Finally, Schlumberger uses the principle of borderless 
careers – cross business unit, cross function, cross 
geography. 

As our staffing model focuses on a long-term 
commitment and stability, a good balance between 
compensation and benefits is necessary, with 
consistency across regions. Our “total package” 
approach includes both internal and external factors, 
current and deferred benefits, market and business 
practice.

Guido Hakenes, SAP SE:  Although benefits are really 
driven locally, SAP uses five guiding principles and 
elements; 

1. Performance – reward and recognize outcome 

2. External equity – ensure competitive position as 
the employer of choice

3. Internal equity – reflect relative job worth

4. Affordability – maintain sustainable labor costs

5. Governance – make fair, transparent and 
compliant decisions

Local benefits packages should protect the financial 
security of employees and their families. This 
approach also applies in the event of disability, death 
or retirement, by encouraging healthy lifestyles and 
work/life balance, by reflecting diverse and changing 
employee lifestyles, to attract and retain a wider range 
of talented people, by complying with local statutory 
rules and by fitting to local culture and practices.

How do you design, manage and 
implement benefit programs?

Guido Hakenes, SAP SE:  The benefit design is still a 
pure local decision. Any changes made to benefits 
must have the prior approval of the Regional Total 
Rewards Leads and the Local Management. SAP 
encourages Flexible Benefits plans that include both 
“core” and “additional” benefits. We aim to have 
benefits plans that are aligned to the local market 
and at country level. Defined Benefit pension plans 
and post-retirement medical plans are not to be 
implemented. Programs that support overall wellness 
objectives are encouraged. 

Pedro Neiva Botelho, Schlumberger:  The plan design 
has to be linked to our benefits philosophy but 
considering local factors as well. When taking a 
decision we need to look carefully at the existing 
mandated benefits geographically, what is the market 
practice and what are the opportunities for us to be 
competitive. 

Fundamental components of the plan design 
are indeed set at the corporate level to ensure 
compliance with the company general directions. 
Governance is of the utmost importance as well 
when it comes to benefits. Benefits can have a 
significant impact in terms of cost. Defined Benefit 
pension plans are a good example of that. We 
therefore need to ensure that the pertinent parties 
are involved in the decision-making and approval 
process. 

What are your views on flexible benefit 
plans?

Guido Hakenes, SAP SE: Globalization, technology, 
growth and attraction as well as retention of staff 
creates the need at SAP for more flexible solutions. 
Flexibility in benefits is important for early talents 
though it will be appreciated by all generations. 

75% of SAP’s total population already enjoy a certain 
level of flexibility within their benefits package (based 
on 4 levels of Flex Benefits determined on maturity 
level of the program).

Pedro Neiva Botelho, Schlumberger: It all depends on 
the market practice and profile of the population. I 
don’t believe full flexibility as a trend is the correct 
approach. It should be targeted to specific benefits 
for which there is a demand. The preferred approach, 
when pertinent, is to provide a core mandatory 
benefit and then allow a level of flexibility. 
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Flex Benefits Level                                          % SAP Population

4 - Core + options (Ideal FlexBen Model) 14%

3 - Modular 21%

2 - Traditional + Optional Benefits + Flexible Spending Account 24%

1 - Traditional + Optional Benefits 16%

0 - Traditional 25%

SAP’s Flex Benefit levels based on maturity of the program

It is important to note that insured and deferred 
benefits have the specificities of often being risk 
management products.  We need to be careful not to 
present them the same way as regular compensation. 
They are there to support when needed or to 
prepare for the future. Employees should take that in 
consideration when taking knowledgeable decision on 
flexible benefits. 

SAP and Schlumberger work in two 
completely different industries. How 
does this drive your benefit decisions?

Guido Hakenes, SAP SE: I don’t think the impact on 
employee benefits is big, but the impact on attracting 
employees is. IT companies are typically frontrunners 
and SAP tries to integrate its own IT expertise into 
benefits and wellness initiatives. 

Pedro Neiva Botelho, Schlumberger: Insured and 
deferred benefits decisions can’t be taken based on 
industry cycles. It’s not a plug-and-play variable that 
you action when pertinent and remove when needed. 

If we have a compensation and benefits strategy 
targeted at retaining our employees in the long 
term, we need to remain credible in our approach. 
There are elements we just won’t touch. While fringe 
benefits may be looked at, the core elements will 
remain.

How do you capitalize on 
your company’s size (global 
footprint)?

Guido Hakenes, SAP SE: We have global 
partnerships with pooling networks and 
advisors. I am not a fan of the new trend 

in “global underwriting” or “global pricing” as I believe 
the locals need to make a decision based on the best 
fit.

Pedro Neiva Botelho, Schlumberger:  It is important to 
have a selection of preferred and trusted partners. 
As we work in over 80 countries, it is rare to see 
one of our trusted partners in all of them. This small 
selection allows us to combine local expertise of our 
partners in specific markets with corporate relation.

How do you effectively communicate 
your benefit plans?

Pedro Neiva Botelho, Schlumberger:  The “total package 
perception” challenge: how do you get employees to 
understand and appreciate the value of their package? 
That is a capital question, even more in organizations 
that have balanced compensation and benefits 
philosophies. 

The typical perceived value of a plan tends to be 
much lower than the actual value it brings to its 
beneficiaries or users. Providing information, visibility 
and transparency is important. For example, putting 
a dollar value on the insured, deferred or fringe 
benefits provided allows the employee to better 
capture the investment the company is doing in 
those plans. We also need to use the know-how 

of our providers 
when it comes to 
communication. 
Insurance 
companies are 
much better 
equipped than 
their clients to 
present their plan. 

We should not be shy to include these services in the 
scope of our contracts. 

What is your wellbeing / wellness 
approach (global or local)?

Guido Hakenes, SAP SE: We have both global and local 
initiatives. Programs that support healthy lifestyle 
and work/life balance (keeping employees productive 
and minimizing absences due to health and personal 
problems) are encouraged. 

Pedro Neiva Botelho, Schlumberger:  The vast majority of 
studies do link wellness with productivity so it makes 
business sense to invest in such programs. However 
I believe there is still a double gap when it comes 
to wellness: (1) convincing stakeholders that these 
programs will have tangible results and (2) convincing 
employees/users to utilize wellness tools. The margin 
for improvement is important in this field. 

Thank you Guido and Pedro for your entertaining 
and very informative session and interview!

1979 1980 1981 1983 19841982

Introduction 
of IGP’s Small 
Groups Pool.

Introduction of 
IGP’s Captive 
Product.
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“IGP: What else! When I first got in touch with company 
insurance business more than 30 years ago, I learnt 
that our company had plenty of renowned multinational 
companies as customers. The reason why these big 
concerns were working with us was – and is it up to now 
– the win-win situation that the IGP network is able to 
provide. The stability of our customer relation is excellent 
and is the basis for stable earnings. In volatile times like 
nowadays, this is highly valued which makes me confident 
for the future. Moreover, it’s a pleasure to work with 
all IGP people for such a long time. Change is our daily 
business, but IGP will survive!”

Axel Hartleib, ERGO Versicherung, Austria, 
Founding Partner of IGP

“At this half century’s anniversary, AG is still a true 
partner and believer in the IGP pooling concept that 
it helped roll out now already 50 years ago. Having  
been partners for so long is testimony in itself that this 
marriage has been a good one. Loyalty to one another 
does not come for granted but is the result of believing 
in each other’s qualities and virtues. We feel truly in 
good company as a long-standing partner of IGP. We are 
confident that we will continue our good collaboration in 
the  foreseeable future and want to thank IGP and its 
staff for a sustained contribution to our success!”

Michel Moreau, AG Insurance, Belgium,  
Founding Partner of IGP

“It is an honor and a pleasure to be part of the 
celebration of the 50th anniversary of the foundation 
of the IGP network. 50 years of international activity 
is undoubtedly a milestone, because it allows us to 
question the present, the challenges that face us as 
an international community, as well as our ability to 
accomplish our goals, both individually and collectively.

We want to thank all those who have contributed to 
making the IGP network great: simple and distinct 
people for their dedication to achieving a common goal. 
They have worked and are working hard, while facing 
particularly complex challenges.

The evolution of international markets over the last 
few years, the economic crisis that has gripped many 
countries and still affects part of our societies, undeniably 
fueled and spread a sense of decline and renunciation. 
These are new changes, new challenges to be faced in 
an increasingly complex international market. If we want 
to win, we must remain united and commit ourselves to 
our best, each one for their own role and with their own 
responsibilities.

Good job!”

UnipolSai, Italy,  
Founding Partner of IGP

“Dear Friends at IGP, 

Congratulations on your 50th Birthday!  

We at Seguros Monterrey New York Life celebrate your 
anniversary as well as our business alliance between both 
our companies since IGP’s foundation. Thanks to all the 
people of the IGP team, that have made it possible over 
the years for Seguros Monterrey New York Life, to serve 
our many mutual customers from all over the world.  We 
appreciate all the work, effort and trust that IGP has 
invested in our relationship with our own team.  You can 
rest assured that it has been and will continue to be 
reciprocal. 

In these times of accelerated change, we are privileged 
to rely on IGP as an ally to continue to accomplish 
challenging goals that will in turn, bring benefits of 
protection and economic foresight to many more people 
in Mexico.

Thank you IGP Team!”

Seguros Monterrey New York Life, Mexico 
Founding Partner of IGP

“Congratulations, IGP on your 50th Anniversary!  Over 
the years, we have carried the distinction of being the 
sole business partner of IGP in the Philippines, which we 
hope to keep and preserve for many years.  As one of 
your founding partners, we continue to be proud of the 
international linkage that IGP has established for Insular 
Life in terms of the Company’s group insurance products 
and employee benefits programs.  

Insular Life and IGP will continue to collaborate and 
synergize to ensure that we offer only the best and the 
most suitable products and services to our clients at the 
local and international level.  Here’s to more years of 
business partnership!  Congratulations again and more 
power to IGP.”

Insular Life, Philippines 
Founding Partner of IGP

“50 years (half a century)!  Such a long time and yet, 
it looks like we started working together yesterday.  We 
crossed two centuries, we endured thick and thin together, 
survived the cold war and, now, we are comfortably dealing 
with globalization. 

Having grown stronger together, we feel confident about 
our mutually beneficial partnership.”

VICTORIA Seguros, Portugal 
Founding Partner of IGP



1967  2017

What better way to celebrate 50 years of 
providing global solutions for managing 
employee benefits — than to hold a world-class 
international employee benefits seminar!

On May 9-11, IGP and our Network Partners from 
around the world hosted the 50th Anniversary 
IGP International Employee Benefits 
Seminar at the Westin Copley Place Boston.

Over 35 presentations were offered on country-
specific employee benefits, and guest speakers 
discussed the key trends influencing employee 
benefits, how different global employers design 
and manage diverse benefit programs, as well 
as issues related to captive arrangements. 

One of the highlights of the event 
was a gala anniversary reception and 
dinner at the John F. Kennedy 
Library and Museum.

We invite you to enjoy a 
few moments from 
this special event!

Peter de Vries welcomes attendees and their guests.

“This Seminar was outstanding, congrats 
to the team that put it together!  I can’t 

wait to attend the next one!”
2017 Seminar Attendee



1967  2017

Mike Allan, former head of the IGP Network, “approves” of 
the event.

Jennifer Konarske from Ford Motor Company accepts a token of 
appreciation from Peter de Vries and IGP Account Manager, Robert 
Howe.   Ford Motor Company was IGP’s first client.

IGP Analysts stepped up to 
provide their support.

“This event was amazing!  
Thank You!”

2017 Seminar Attendee



1967  2017

A fife & drum corps welcomes IGP attendees to the JFK Library.

The early leaders of IGP:  Jozef De Mey, 
Geraldine (Geri) Pangaro and Mike Allan

IGP thanks all of our clients, prospective clients and their 
advisors who joined us at the 2017 IGP Anniversary Seminar.
We also thank our Network Partners for co-hosting this event 
and for their time and effort in making this event such a 
great success!

“Thanks for a great amount 
of valued information!”

2017 Seminar Attendee

“A classy event!  
Great idea and planning!”

2017 Seminar Attendee

“A great conference!”
2017 Seminar Attendee
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A Few Words from  
IGP Team Leaders and Regional Managers

I started working for IGP back in 1991 and following 
a short period at Thomson Financial Services, I moved 
back to IGP in a managerial role more than 15 years 
ago.

I am currently Assistant Vice President of IGP Europe 
– in this function, I lead the account management 
team at IGP’s European office and am the relationship 
manager for the majority of IGP’s Network Partners 
in the EMEA region. 

Multinationals are becoming more and more 
centralized with respect to local employee benefit 
plans.  This increased centralization is resulting in 
more interaction between parent/regional offices 
and their subsidiaries, but also between different 
departments (Human Resources, Compensation & 
Benefits, Finance and Procurement).

Due to the increasing cost of employee benefit 
plans for both employers and employees, the 
focus nowadays tends to be claims prevention and 
containment through early prevention and return to 
work programmes, as well as wellness and wellbeing 
products.

International pooling of employee benefit plans and 
IGP have been in existence for more than 50 years 
now. I believe it is still the best system to reduce the 
cost of employee benefit plans without negatively 
(only positively) changing the terms and conditions 
of the local contracts - the basic idea of combining 
local employee benefit plans into an international 
arrangement in order to spread the risk and reduce 
the insurers’ retentions still stands today.

Despite all the efforts of the EU and other organizations, 
it will never be possible (nor advisable) to have the same 
social security and tax system worldwide.  I am truly 
convinced that the concept of international pooling of 
employee benefit plans (and related products) is easily 
going to survive another 50 years.

Wim Moldenaers
Assistant Vice President
wim.moldenaers@igpeurope.com

I have been with IGP since 1987, mostly working with 
multinationals in North America and their advisors 
to implement the best solutions for managing their 
international employee benefits plans.  Servicing IGP’s 
clients for over 30 years has been very rewarding and 
often requires coming up with innovative solutions to 
complex and challenging problems.

As the Assistant Vice President of IGP’s Boston Office, 
I work with a group of more than 40 professionals in 
sales & service, administration, marketing, technical 
and underwriting.  In addition, as the leader of one of 
IGP’s North American Account Development Teams, 
I continue to assist clients and work with team 
members to foster IGP’s reputation for providing 
high-quality service and flexible solutions. I’m also a 
member of the IGP Captive Specialist Team assisting 
multinationals in evaluating and implementing captive 
reinsurance programs.  

In my time with IGP, I’ve seen Finance and Risk 
becoming more involved in the management of 
clients’ international benefit programs, and the 
decision-making process become more central 
or regional.  IGP, with our strong local Network 

Partners, our regional 
representation in Europe, 
Asia and Latin America, 
and our Boston head 
office, is structured to 
deliver service at each 
point of the process.  

I see this centralization continuing, with clients not 
only looking to place competitive local plans and 
finance them efficiently, but also accessing information 
on how the policies are being used and what claims 
are being incurred in an effort to address employee 
wellness issues and tweak designs to better meet 
their needs.

In addition, we expect to see more companies choose 
to reinsure their employee benefit risks to their 
captives.  As IGP currently reinsures the plans that 
participate in our multinational pooling arrangements, 
I see this as playing to our natural strength.  

IGP has been around for 50 years, and we’ve succeeded 
by listening to our clients, monitoring the trends in global 
benefits and delivering the best service in the industry.  
We’ll continue with that approach and grow based on our 
principles of delivering on our promises and offering sound 
benefit arrangements through the best local carriers in the 
world. 

Brian McCarthy
Assistant Vice President
bmccarthy@jhancock.com

1985 1986

Mike Allan 
becomes the 
Head of the IGP 
Network.

1st IGP Network 
Partners’ Advisory 
Board meeting.

1987 1988 1989 1990

Peter de Vries 
becomes the 
Head of IGP 
Europe.
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Having worked for about 6 years for a company 
based in Texas, I joined IGP 27 years ago and have 
assumed various responsibilities within the company 
since. 

In my current position as Assistant Vice President at 
IGP Europe and member of the management team, I 
am responsible for Finance, HR, office management 
and IT.  I also head up the global IGP Marketing Team.

I consider myself very fortunate in being surrounded 
by an array of professionals, most of whom have also 
been with IGP for many years, who go the extra mile 
every day in servicing our global client base. 

Technology has played an ever-increasing role in how 
we operate since I started at IGP back in 1990.  Today, 
one cannot imagine we used to run our business 
without being connected 24/7. 

Everyone expects the information to be at their 
fingertips at any given moment (which I feel at 
times takes the “human factor” out of the equation), 
whereas we remain a people-business, where talking 
to one another “face-to-face” is still key in 
this globalized, connected world. 

Generation X, the Millennials, Generation 
Z ... not only the way we work has 
changed drastically over the years, but 
also the way we look at our employee 
benefits and … our retirement! 

What will the life expectancy be in the next 50+ 
years?  What are your plans, compared to your 
parents or grandparents, when you’re up for 
retirement?

These are all challenges we are facing as we speak 
and certainly in the not too distant future.

The workforce of today’s (multinational) companies and 
the multinational pooling business we operate in must 
continuously look for the appropriate answers to address 
these questions.

IGP, 50 years young, is ready to tackle the future 
challenges in this ever-changing world of employee 
benefits!

Gerald Sneiders
Assistant Vice President
gerald.sneiders@igpeurope.com

As the Director of IGP’s Regional Office in Singapore, 
my team and I provide service to representatives of 
multinational companies in Asia – including clients, 
regional headquarters and subsidiaries, as well as 
their advisors.  We also work with the IGP Network 
Partners in the region to strengthen their role within 
the network by facilitating communication and 
fostering collaboration.

Having just joined IGP this year, I am one of the 
newest members of the Management Team.  But 
my career in the benefits field spans over 17 years, 
including as an advisor with Willis Towers Watson 
and Aon.  This experience has given me a unique 
perspective on the needs of multinational companies 
as they work to implement cost-effective and 
comprehensive employee benefits solutions.  

The global employee benefits market has certainly 
seen constant changes over the years as the 
compliance environment and task of managing 
benefits and costs has become even more 
challenging.

Multinational companies continue their focus 
for a sustainable global benefits strategy 
that can effectively manage their benefits 
resources globally and yet ensure a compliant 
and competitive benefit approach in each 
country. 

Technology advances are also a key interest area 
for HR specialists who look towards harnessing the 
power of technology to keep their benefits effective, 
efficient and competitive. 

As in the core of all organizational structures, 
scrutiny on cost has seen more involvement from risk 
and finance in decision making for employee benefits, 
which leads to the delicate balancing of providing 
benefits with risk management and cost effectiveness. 
Interestingly, these challenges are innately also 
the reason why insurable benefits financing like 
pooling and captive arrangements continue to help 
multinational firms in optimizing their benefits 
financing goals. 

Whilst the concept of pooling and captives as financing 
tools are not new, the Asia market plays a more 
supportive role in their US and EU parent company’s 
benefits financing strategy.  There are still many untapped 

Asian multinationals and many markets in 
Asia that have significant growth potential.  
With this enormous potential, I am pleased 
to support IGP’s efforts in this growing and 
dynamic region.

Chua Wan Ching
Regional Director, Asia
wanching_chua@igp.com.sg
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I joined IGP in 2007, initially based out of our 
EMEA Office in Brussels.  In 2012, I relocated to 
Bogota, Colombia, in order to assume the role of 
coordinating IGP’s business in Latin America. 

After four fantastic years in Bogota, I moved to 
Mexico City to continue my LATAM liaison role from 
that vibrant city. 

As the Regional Director of IGP in Latin America, 
I work closely with the regional headquarters and 
subsidiaries of IGP clients and their advisors in 
Mexico, Central and South America.

My goal is to provide focused, efficient and flexible 
service in the region as we work to address the 
employee benefits needs of our clients. 

My responsibilities in IGP include being the direct 
contact for account development and service for 
all levels of multinational companies – the parent, 
regional headquarters and subsidiaries. 

I also work with and coordinate the activities of the 
IGP Network Partners in the region to optimize 
service and streamline communication.  

Latin America has moved to center stage in terms 
of employee benefits. The rules of the game are 
globalization, increasing open-market economies, 
talent shortage and competition.  Employers and 
employee benefits need to stand and face the test. 

As this market evolves, I look forward to assisting clients 
and their advisors with cost-effective and innovative 
solutions to their employee benefits needs.  

Michael Spincemaille
Regional Director, LATAM
michael.spincemaille@igplatam.com.co

I joined IGP in 2005 when it established an office in 
Tokyo to service Japanese multinationals.  

Before coming to IGP, I had a lot of experience in 
the insurance industry having worked for many 
years at a life insurance company, a reinsurance 
company, and later for a consulting firm in Tokyo.  This 
knowledge and experience has been invaluable when 
working with Japanese parent companies who want 
to efficiently manage and control the cost of their 
overseas employee benefits plans.

I also frequently collaborate with IGP’s Network 
Partner for Japan, the Dai-ichi, and value their long-
term support.

When I started in IGP 12 years ago, most of the 
Japanese companies were very de-centralized or 
indifferent to the employee benefits plans of their 
overseas subsidiaries. They are generally still de-
centralized today, but more and more companies 
are starting to understand the importance of HR 
governance. They are happy to know that pooling 
is a good tool they can use to strengthen the HR 
governance.  

HR consultants are also more active in the Japanese 
pooling market compared to the early 2000’s.  In the 
past year, I received an increasing number of pooling 
RFPs for Japanese multinationals from international 
consultants.  From time to time, some of these 
consultants also organize seminars on multinational 
pooling.   

Currently, I am servicing more than 60 Japanese 
clients, which is still relatively small considering the 
number of Japanese multinationals. IGP is definitely 
here to stay and ready to explore the untapped 
potential in this exciting market.

Japanese parent companies value strong, long-standing 
relationships, and I look forward to continuing to assist 
them and provide them with IGP’s world-class service.

Yoshimaro Komachiya
Regional Director,  Japan
yoshimaro_komachiya@igpjapan.com
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In 2005, I began my career in IGP as an Account 
Representative responsible for servicing multinational 
companies mostly based in the mid-West. 

Today, I am the Director of one of IGP’s Account 
Development Teams operating out of Boston. 

Providing service support to IGP clients has given 
me a great perspective on their need for flexible 
arrangements and timely information – and most 
importantly, the value a dedicated IGP Account 
Manager can bring to clients.

During my time at IGP, I have witnessed many changes 
with regards to how global companies manage their 
multinational pooling arrangements. 

Due to the rising costs of employee benefits, 
companies are now becoming more centralized, and 
we see stricter corporate governance policies being 
implemented. 

Companies have also expanded the responsibilities 
for managing their multinational pools to other areas 
of the company outside of Benefits.  While in the past, 
IGP’s main contacts were typically in Benefits / HR, 
now it is common for Risk Management, Finance and 
Procurement to also be involved in the management 
of multinational pools. 

For the past 50 years, IGP has built a reputation for 
providing excellent customer service.  As Director of 
Account Development, my goal is to work with my team 
to actively continue the practices that support that level of 
service and to build a level of trust that is required in all 
successful partnerships. 

Steve Ruck
Director Account Development
sruck@jhancock.com

I joined IGP Europe in 2000 and assumed Account 
Analyst and Account Manager responsibilities. 
Since 2016, I am the Assistant Director - Account 
Development (Support) and lead the Support 
Staff based in Brussels (including IGP Analysts & 
Technicians and the IGP Captive Coordinator).

I am also the relationship manager for a number of 
IGP’s Network Partners in Europe. 

Employers have started and continue to look for 
new cost containment strategies because of growing 
medical trend rates. The latter are mainly driven by 
high healthcare spending, the employees’ lifestyle, as 
well as regulations that transfer the cost burden to 
private employee benefit plans.

In view of this, employers are looking for other ways 
to reduce expenses and are pursuing new contracts 
with providers to help them tackle healthcare costs. 

In order to tackle such issues, we see a growing 
influence of Corporate or Regional Headquarters in 
decisions related to local employee benefits, as well 
as a continued interest in multinational pooling and 
an increased interest in the employee benefits captive 
mechanism.

Furthermore, employers continue to invest in wellness 
& wellbeing and employee assistance programs.  
Consumers are increasingly taking control of their 
own fitness, and companies are encouraging a shift to 
programs that reward employees for healthy behaviors, 
which leads to lower insurance premiums.  

I suspect there will be an increased influence of Corporate 
and Regional headquarters. Standard pooling, perhaps 
as part of the company policy, will continue to exist in 
its current format, as it has proven to be an easy and 
fast mechanism to save on the costs of employee benefit 
programs.

As a next step, I believe more and more centralized 
companies will investigate the possibility of setting up an 
employee benefit captive arrangement.

Britt Verhoeven
Assistant Director Account Development
britt.verhoeven@igpeurope.com
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I’ve been the Director of IGP’s Administration Team 
since March 2013.  Prior to joining IGP, I was Director 
of Financial Reporting and Analysis for John Hancock’s 
Accident & Health group for seven years with a brief 
stint in IGP as the Director of Finance in 2010.

I’ve worked in the insurance industry both within 
John Hancock and outside the company for over 25 
years.  My background is in accounting, which is very 
appropriate for the day-to-day challenges that we face 
in Administration.

The Administration Team is responsible for overseeing 
all of the systems and technology related to IGP 
business, especially production of our client’s 
International Experience Reports (IERs) and handling  
the reporting needs of our captive clients. 

The Administration Team produces over 800 IERs 
each year for our clients.  We also provide detailed 
quarterly reporting for our clients with captive 
arrangements.

We continue to see more clients looking for detailed 
reporting in some form or other.  To meet those needs, we 
are currently upgrading our current systems so that they 
are even more robust. 

We have already developed a new tool to handle Captive 
reporting in a more automated way that allows us to 
create our clients’ captive reports in a fraction of the time.  
It is expected that these new systems will be phased in 
during the next couple of years.  In the meantime, we will 
continue to leverage new technology to provide enhanced 
service to clients.

Michael Fontaine
Director of IGP Administration & Technical
mfontaine@jhancock.com

I have been the Director of IGP’s Technical Services 
Team since 2014.  Prior to joining IGP, I worked for 
Manulife’s Group Benefits Division as the Manager for 
New Business Underwriting in the Canadian mid-
market segment (50-400 lives). 

While working for Manulife, the IGP Network 
Partner for Canada, I also supported the underwriting 
of the Canadian subsidiaries of many IGP customers.

The IGP Underwriting Team provides technical 
support to the Account Development and 
Administration teams to ensure that each client’s 
IGP account is soundly underwritten.  We conduct 
retrospective reviews of claims results and 
recommend appropriate action when needed. 

Based on the needs of our clients relative to 
multinational pooling, we research and develop new 
products.

We also work closely with and regularly visit our 
Network Partners throughout the world to ensure a 
mutual understanding of the various technical aspects 
of our arrangements with them; ensuring that our 
financial and administrative interactions reflect that 
understanding.

The past three years as Director of Technical 
Services have been a great learning experience.  The 
exposure to our many markets around the world 
has highlighted the various group benefit offerings 
of our Network Partners and their perspectives on 
risk management and benefit pricing.  Through that 
process, I have had the pleasure of working with 
some very knowledgeable and helpful people across 
our Network.    

The strength of IGP is the quality of the people within the 
Network.  The Technical Team looks forward to working 
with our Network Partners and colleagues in Account 
Development and Administration to maintain a strong 
and profitable Network, providing sustained value to our 
International Clients. 

David Bisch
Director of IGP Underwriting
David_Bisch@manulife.com
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IGP Network Partners

* Correspondent Network Partner  /   ** Malakoff Médéric Courtage can quote provided plans also underwritten on the mainland.

Macau
AXA China Region Insurance Company Limited*

Malaysia
AIA Bhd.

Martinique
AXA France Vie
Malakoff Médéric Courtage**

Mauritius
SWAN Life Ltd.

Mayotte
AXA France Vie
Malakoff Médéric Courtage**

Mexico
Seguros Monterrey New York Life, S.A.

Monaco
AXA France Vie
Malakoff Médéric Courtage

Namibia
Via The Old Mutual Life Assurance Company (South Africa) 
Limited

Netherlands
a.s.r.  | De Amersfoortse Insurance

New Zealand
Fidelity Life Assurance Company Limited

Nicaragua 
MAPFRE Seguros Nicaragua, S.A

Norway
Storebrand Livsforsikring AS

Panama
MAPFRE Panama, S.A

Paraguay
MAPFRE Paraguay Compañía de Seguros S.A.

Peru
MAPFRE Perú Compañía de Seguros y Reaseguros 

Philippines
The Insular Life Assurance Co., Ltd.

Poland
Pramerica Życie TUiR SA

Portugal
VICTORIA-Seguros, S.A.

Russia
Welbi

Singapore
Aviva Ltd.

Slovenia
ERGO Življenjska zavarovalnica d.d.*

South Africa
The Old Mutual Life Assurance Company (South Africa) Limited

Spain
Caja de Seguros Reunidos, Compañía de Seguros y Reaseguros, 
S.A. (CASER)

Sweden
SPP

Switzerland
AXA Winterthur

Taiwan (Republic of China)
Shin Kong Life Insurance Company, Ltd.

Thailand
Muang Thai Life Assurance Public Company, Ltd.

Turkey
Allianz Yaşam ve Emeklilik (Life and Pensions)
Allianz Sigorta A.Ş. (Health)

Ukraine
TAS Life Insurance Company

United Arab Emirates
Abu Dhabi National Insurance Company (ADNIC)

United Kingdom
AXA PPP healthcare (Health)
Canada Life Limited (Life and Pensions) 

United States
Prudential Insurance Company of America (Life)

Uruguay
MAPFRE Uruguay Seguros S.A.

Venezuela
MAPFRE La Seguridad, C.A.*

Third-Country National and Expatriate Coverage
AXA France (through AXA Global Protect)
AXA PPP International (through AXA Global Protect)
CIGNA Global Health Benefits*
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IGP Network Partners

* Correspondent Network Partner  /   ** Malakoff Médéric Courtage can quote provided plans also underwritten on the mainland.

Argentina
SMG LIFE  

Australia
AMP Life Limited

Austria
ERGO Versicherung AG (in assoc. with BONUS Pensionskassen 
AG)

Belgium
AG Insurance

Brazil
MAPFRE Seguros Brazil

Cambodja
Manulife (Cambodia) Plc.*

Canada
Manulife Financial Corporation – Canadian Division

Channel Islands
AXA PPP healthcare
Canada Life Limited

Chile
MAPFRE Compañía de Seguros de Vida de Chile S.A.

China (Mainland)
Taiping Pension Company, Limited

Colombia
MAPFRE Seguros de Colombia

Costa Rica
MAPFRE Seguros Costa Rica, S.A. 

Denmark
PFA Pension

Dominican Republic
ARS Palic Salud, S.A. (Health)
MAPFRE BHD Compañía de Seguros, S.A. (Life)

Ecuador
MAPFRE Atlas Compañia de Seguros S.A.*

El Salvador
MAPFRE La Centro  Americana S.A.

Finland
Mandatum Life Insurance Company Limited

France 
AXA France Vie
Malakoff Médéric Courtage

Germany

Gothaer Lebensversicherung AG

Greece
The ETHNIKI Hellenic General Insurance Company

Guadeloupe
AXA France Vie
Malakoff Médéric Courtage**

Guatemala
MAPFRE Seguros Guatemala, S.A.

Guiana 
AXA France Vie
Malakoff Médéric Courtage**

Honduras
MAPFRE Seguros Honduras, S.A.

Hong Kong
AXA China Region Insurance Company Limited

Hungary
Aegon Hungary Composite Insurance Company

India
Max Life Insurance*

Indonesia
PT. Asuransi Jiwa Manulife Indonesia

Ireland
Irish Life Assurance plc

Italy
UnipolSai Assicurazioni S.p.A. 
UniSalute S.p.A. *

Japan
The Dai-ichi Life Insurance Company, Limited

Korea
Samsung Life Insurance Company, Ltd.

La Réunion
AXA France Vie
Malakoff Médéric Courtage**

Liechtenstein
AXA Winterthur

Luxembourg
Cardif Lux Vie  S.A.
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IGP Contact Information
Mr.  Peter de Vries
Head of the Network
International Group Program (IGP)
E  pdevries@jhancock.com

Mr.  Brian McCarthy
Assistant Vice President
International Group Program (IGP)
John Hancock Life Insurance Company (USA)
P.O. Box 111
Boston, MA 02117, USA
T (1) (617) 572-8655
E   bmccarthy@jhancock.com

Mr.  Wim Moldenaers
Assistant Vice President
International Group Program (IGP) – Europe
John Hancock International Services S.A.
Avenue de Tervuren 270
B-1150 Brussels, Belgium
T (32) (2) 775-2966
E wim.moldenaers@igpeurope.com 

Ms. Chua Wan Ching
Regional Director 
International Group Program (IGP) – Asia
51 Bras Basah Road
#09-00 Manulife Centre
Singapore 189554
T (65) 6833 8996
E wanching_chua@igp.com.sg

Mr.  Yoshimaro Komachiya
Senior Consultant
International Group Program (IGP) – Japan 
PO Box 2528, 30 F, Tokyo Opera City Tower 
3-20-2 Nishi Shinjuku, Shinjuku-ku 
Tokyo 163-1430,  Japan 
T (81) (3) 6331 6565 
M (81) (90) 4614-3048 
E yoshimaro_komachiya@igpjapan.com

Mr.  Steven Ruck
Director Account Development
International Group Program (IGP)
John Hancock Life Insurance Company (USA)
P.O. Box 111
Boston, MA 02117, USA
T (1) (617) 572-8640
E sruck@jhancock.com

Ms.  Britt Verhoeven
Assistant Director Account Development (Support)
International Group Program (IGP) – Europe
John Hancock International Services S.A.
Avenue de Tervuren 270
B-1150 Brussels, Belgium
T   (32) (2) 775-2959
E   britt.verhoeven@igpeurope.com 

Mr.  Michael Spincemaille
Regional Director 
International Group Program (IGP) – LATAM
c/o seguros Monterrey New York Life 
Paseo de la Reforma #342, Cuauhtémoc, Juárez
06600 Ciudad de México, CDMX, Mexico
M (52) (1) 55 1682 8970
E michael.spincemaille@igplatam.com.co

The information in this document is subject to change. Please contact your IGP Account Manager or IGPinfo@jhancock.com for more details. 

The International Group Program (IGP) is a registered brand name under John Hancock.   
IGP operates in the State of New York under Signator Insurance Agency, Inc., a NY licensed broker. 

IGP Network Partners operating outside of the United States are not necessarily licensed in or authorized to conduct insurance business in any state in the United States 
including, the  State of New York. The policies and/or contracts issued by a Network Partner to contract holders outside of the United States have not been approved by 
the NY superintendent of Financial Services, are not protected by the NY State guaranty fund and are not subject to the laws of NY or the laws and/or protections of any 
other state where the Network Partner is not licensed to do business. 
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