
About 250 risk professionals attended the event at the city’s 
Four Seasons Hotel, where they participated in a variety of  
informative sessions and heard a panel of  top executives 
discuss trends in the commercial insurance marketplace.

Ryan Brown, Senior Vice President and 
Client Advocate for Lockton in St. Louis, 
served as master of  ceremonies for the 
symposium. “From cyber risk to workers’ 
compensation to crisis management, the 

challenges facing risk managers today are more pressing 
than ever,” said Brown. “The large number of  risk 
managers in attendance at this year’s symposium and the 
growing interest in learning more about business topics 
really emphasizes how risk managers’ roles are expanding 
and the importance of  getting strategic advice.”

Lockton President and CEO Glenn Spencer offered his perspective on industry 
trends and was joined on the panel by Peter Eastwood, President of  Berkshire 
Hathaway Specialty Insurance; Ivan Gonzalez, CEO, North America, at Swiss Re 
Corporate Solutions; Jeremy Johnson, President of  U.S. Commercial Insurance 
at American International Group; and John Lupica, President of  North America 
Major Accounts and Vice Chairman of  Specialty Insurance at Chubb Ltd. 
Moderating the discussion was Vince Gaffigan, Lockton’s Director of  Risk 
Consulting in St. Louis.
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The panelists agreed that slow economic growth is one 
of  the industry’s largest challenges. Competitive market 
conditions continue, making it harder for insurance 
companies to grow their earnings. Another key challenge 
across the industry is talent acquisition and development, the 
panelists said. 

“Talent is my number 1 issue as the 
CEO of  Lockton,” Glenn Spencer said. 
“We have less than 7,000 Associates, and 
over the next several years we are going 
to lose some of  them to retirement. 

We’re forecasting that we will hire about 4,000 Associates 
in that time. We are investing in attracting the right talent to 
our organization, and we are focusing our people on being 
better consultants and advisors to our clients. When it comes 
to talent, attracting, developing, and succession planning are 
critical tasks for us,” he said.

When asked to relate the best advice they have received, 
Glenn Spencer credited his father. “My dad told me, ‘Glenn, 
you can choose to do anything you want, but be the best 
you can be. That’s the first thing. Second, find out what you 
need to do to achieve that. Third, pay the price.’ What he 
meant was, do what’s required to get where you want to be,” 
he said.

On the question of  whether the industry will see 
disintermediation of  brokers, the panelists said that it is likely 
to happen on personal lines and small commercial business. 
However, they agreed that larger commercial business will 
always need an advisory relationship.

“Technology is going to shift how the value is delivered. 
Brokers won’t be replaced by self-service technology unless 
we don’t adapt to that shift and become better, more 
strategic advisors,” Spencer said.

For more information on the Complex Risk Symposium,  

visit complexrisksymposium.com. 
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