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The Radar series is a set of role-based briefings for insurance executives, designed to be read in minutes
and discussed for longer. Each Radar takes a single seat at the executive table and asks one question: what
should this leader have on their screen for the year ahead?

Every Radar is structured around five lenses:

-> THE BRIEF: The mandate for the role this year, stated plainly. What the organisation is asking of this
executive, and how that ask differs across General Insurance (UK retail and commercial) and the London
Market and Specialty.

-> HEADWINDS: The forces working against the role. Market conditions, cost pressures, regulatory
constraints and structural shifts that make the mandate harder to deliver.

-> TAILWINDS: The forces working in the role's favour. Capabilities, market dynamics and tools that, used
well, give the executive room to move.

-> BLIND SPOTS: The areas where visibility of risk is limited. Not the known problems, but the places
where the data, the reporting or the operating model may be quietly masking an issue.

-> EXECUTIVE TENSIONS: Where interests may align or diverge. The points of natural tension and
natural partnership across the executive team, and where the CDO's agenda intersects with that of the
CFO, CUO and CEO. Knowing where interests align is often the difference between a mandate that gets
delivered and one that stalls.

Throughout, we treat General Insurance and the London Market and Specialty as genuinely distinct
markets. The pressures rhyme but they are not the same, and a Radar that blends them serves neither.

This edition focuses on the Chief Distribution Officer: Driving the growth the business needs without letting
volume pressure, broker consolidation or soft market incentives quietly compromise the book.

DAVID CLARKE
Managing Partner, UK
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WHERE INTERESTS MAY ALIGN

The alignment here is natural - invest, & build
on it

On Book Quality
CHIEF UNDERWRITING OFFICER

-> Appetite and distribution set together: clear
competitive appetite in G, clear binder and
facility appetite in the London Market.

On Go-to-Market
PROPOSITION AND MARKETING LEAD

- Proposition, brand and distribution have to
move as one to compete on value rather than
price.

On Channel Economics
CHIEF FINANCIAL OFFICER

-> A partner in understanding and funding the
channels that actually create value, and in
pricing the cost to serve.

WHERE INTERESTS MAY DIVERGE

These tensions are structural — navigate them
openly

On Volume vs Quality
CHIEF UNDERWRITING OFFICER

-> The flow versus quality tension, through
aggregators in Gl and facilities and binders in
the London Market.

On Commission & Terms
LARGE BROKERS & CONSOLIDATORS

-> Aligned on placing business, but their
consolidation increases leverage over the carrier
on commission and terms.

On Growth Targets

CHIEF EXECUTIVE & CHIEF FINANCIAL
OFFICER

-> Aggressive growth targets in a soft market push
toward share at any price, against the discipline
the firm needs.
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A HIGHER STANDARD

Founded in 2013, Blackline Consulting is a multidisciplinary
boutique advisory and execution firm operating across the UK and
North America. We help organisations define strategy, enhance
operations, drive transformation, and manage change

A higher standard, delivered quietly by people who care

The views in this document are Blackline Consulting's own, are provided for general information only, and do
not constitute professional advice. © 2026 Blackline Consulting UK

CONTACT US:
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