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We have chosen the theme “Partnership and change” for this latest issue of the Portrait. 
A new generation heading up a company also means change, as we will witness shortly
when I hand over as Chairman of the Board of Management of Munich Re to my succes-
sor, Dr. Nikolaus von Bomhard. A younger colleague will then take over the helm. He will
do some things differently but he will also retain much that has stood the test of time. 
He shares the values which have always characterised Munich Re. Despite frequent, 
far-reaching changes and challenges, those values have ensured we remained intrinsically
the company our clients and stakeholders have come to know and respect; the company
on which they can depend.

I wish Dr. von Bomhard every success and use this opportunity to take my leave of you. 
I would also like to thank you all most sincerely for the trust you have placed in me, even
in what have, on occasions, been difficult times. I now look forward to accompanying
Munich Re further along the road to future success in my new role in the company. 

Best regards and good wishes,

Yours sincerely,

Dear Colleagues, 
Dear Friends of Munich Re,

Handing on the

baton: On 1 January

2004, Dr. Nikolaus

von Bomhard will

succeed Dr. Hans-

Jürgen Schinzler 

as Chairman of

Munich Re’s Board 

of Management.



Technological developments, climate change, political upheaval, volatile capital markets –
as a result, the reinsurance business is in a constant state of flux. The risks are becoming
more global, more complex and, hence, more difficult to calculate. 

Not only have risks changed but also the markets and, for many market players, the
concept of partnership in business relationships. Just a few years ago, “partnerships” 
in reinsurance were predominantly long term. Our clients expected us to stand by them
“through thick and thin”, and promised to do the same for us. For clients who still value
these long-term relationships and negotiate their reinsurance cessions accordingly, we
are very happy to continue providing the traditional form of partnership. It is precisely 
our strong market presence and the close association we enjoy with many clients that
make this kind of long-term cooperation possible, and it can extend to a strategic
partnership – provided there is a fair prospect of gain for both partners. 

However, reinsurance today is increasingly about finding solutions to specific problems;
risks have to be assumed for limited periods only. Many of our clients accordingly seek
business ties of, at most, a few months or a year. The duration of a relationship is not
necessarily a gauge of successful cooperation. If both sides work together to solve
specific issues in an atmosphere of trust, deriving mutual advantage from the business 
in hand, this kind of relationship can also be termed partnership. 

In view of global competition and the growing complexity of the risks we encounter, 
we have to redouble our efforts to find solutions these days. This involves a professional
approach aimed at producing the appropriate distribution of opportunities and risks.
Creating value for both sides in the reinsurance relationship requires that we are more
than ever before capable of dialogue, willing to be innovative and able to react quickly.
That is what Munich Re, with its fund of knowledge and above all its staff, stands for. 
Our employees are fully committed to supporting any relationship, be it long term or
short term and project based, in the interests of partnership.
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We think of our clients as partners – a statement
which, to us, is much more than a mere slogan.
Good, stable partnerships are based on human
relationships that have evolved over time. It is an
open-ended process where the partners involved
constantly face new challenges which they can
only overcome together, through cooperation. In
the words of Heraclites, “The only constant is
change itself”, to which we would add, “and the
assurance that comes of being able to rely on one
another”.

Successful cooperation

Chairman of the Board of

Management, Heads of Divisional

Units/Central Divisions

Dr. Peter Röder

Strategic Planning
Ralph Vogelgesang

Legal, Shareholder and 
Corporate Affairs 

Dr. Nikolaus von Bomhard

Chairman of the Board of
Management

(from 1.1.2004)
from left to right
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There is, by nature, a conflict of interests be-
tween insurers and reinsurers. Insurers strive 
to obtain reinsurance capacity, products and
service at favourable conditions, and reinsurers
have to calculate a price for those services
commensurate with the risk. Yet, in a sense,
insurers and reinsurers sit in one and the same
boat: their common mission as risk carriers is 
to make risk viable. Each needs the other. Rea-
son enough for us to give of our best in terms
of a professional approach to our business – 
know-how, financial strength and service, com-
plemented, we believe, by dependability, cred-
ibility and trust. A partnership which meets
these requirements is one that thrives on
personal relationships. And building up those
relationships takes time. It is not something
which can be achieved overnight. 

Much has changed in the recent past, both in
the business itself and in the concept of partner-
ship. With growing claims burdens from major
loss events and drastically reduced returns on
investments, technical considerations and
prospective underwriting based on risk-com-
mensurate pricing have again come to the fore.
The transformation in our business environment
has been as painful for us as for our clients. 
Our objective remains to develop tailor-made
solutions, not off-the-peg products but individ-
ual responses worked out together and in line
with our clients’ needs, across the entire rein-
surance spectrum. 

No company, not even Munich Re, can guaran-
tee unlimited continuity. If a long-standing
partner approaches us with a risk which is then
not accepted, this does not signal the end of the
relationship. The point is that both sides should
benefit. Only business in which there are no
losers can lead to sustained partnerships.
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Partnership in reinsurance – Just what does it
mean?

Heads of Divisional Units/

Central Divisions

Rainer Küppers

Press
Edmund Walch

Internal Auditing
Roland Heidelmeyer

Office of the Board of Management
from left to right
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Whilst long-term partnerships continue to be one
of our objectives, short-term openings and oppor-
tunities are increasingly becoming characteristic
of client relationships. In essence, the evolution of
the partnership is still all about reliability, trust
and clarity. If anything, our enduring values are
even more important in short-term partnerships.
The qualities that uphold long-term relationships
also provide the basis for partnerships of shorter
duration, and this is what turns partnership into
partnerships.

Opportunistic partnerships – 
Speed and endurance

Divisional Board Member, Heads of

Divisional Units/Central Divisions

Peter Göschl

Organisational Design and
Development

Dr. Daniel von Borries

Group Investments
Dr. Heiner Hasford

Board of Management
from left to right
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How do we reconcile results-based thinking with
partnership? Do the two contradict each other?
Not in the least. The long-term profit objective is
the precondition for a durable partnership. To be
a reliable partner, the result must be right. If we
think and act in terms of profitability, it is not
out of pure self-interest but also in the interests
of our clients.

We increasingly find that joint projects and solv-
ing specific tasks play a key role in our client
relationships. Lasting success comes only if the
appropriate terms and conditions are applied to
the risk. This requires an ability to practise
“joined-up thinking”, understanding the effects
of external factors, disciplined underwriting, a
conservative reserving policy and stringent risk
management. However, it is precisely when we
are grappling with solutions that not only good
results and expertise but also credibility,
dependability and trust are so important. This
applies both to long-term partnerships and to
short-term and project-based relationships.

Business contracted through brokers is a special
kind of project partnership. Its importance has
grown perceptibly in the industry in the last few
years. In some market segments, it extends the
value chain between insurer and reinsurer,
brokers acting more and more as links between
the two. Each of the three elements in this rela-
tionship is called upon to safeguard profitability.
We perceive this extended form of partnership
as yet another opportunity to start a fresh chap-
ter, without losing sight of valued traditions.
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The profit objective and partnership – 
How do they fit together?

Heads of Divisional Units/

Central Divisions

Peter Meybom

Financial Management & Consulting
Franz Bassler

Planning and Controlling Unit
Ludwig Lommer

General Services
from left to right
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Divisional Board Member, Heads of

Divisional Units/Central Divisions

Pedro Luis Martins

Investor Relations
Dr. Jörg Schneider

Board of Management
Isabella Pfaller

Group Accounting
Charlie Shamieh

Integrated Risk Management 
Dr. Rolf Stölting

Risk Management/Development/ 
Service
from left to right
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We realise that blind zeal can do only harm. The
opposite of blind zeal is business performance
that builds confidence and ultimately trust – the
sine qua non of every partnership. It is therefore
clear that trust has to be regarded as a yardstick
of human relationships. Weigh up the risks and
identify them early on. Take your partner’s needs
and individual requirements as seriously as 
your own. 
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Trust – The basis of success

Heads of Divisional Units/

Central Divisions

Hermann Pohlchristoph

Accounting
Liselotte Hepperger

Taxes
Achim Junglas

Controlling
from left to right
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Divisional Board Member,

Heads of Divisional Units/

Central Divisions

Dr. Gerhard Berz

Geo Risks Research
Burkhardt Swik

Pharmapool
Stefan Heyd

Board of Management
Burkhardt Meyer

Property
Regina Radetzky

Risk & Knowledge
Peter Zschech

Casualty/Marine
from left to right
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Credibility is not heaven-sent. It is the fruit of
honest endeavour on the partner’s behalf and, in
a partnership, proves time and again that joint
decisions must not only be viable but also under-
stood by all parties.  

When acting on behalf of your partner, do things
as you would for yourself – and always keep the
lines of communication open. Trust and credibility
lay a firm foundation for business. Thinking,
research and development geared to the partner’s
interests, combined with clear and transparent
communication, ensure solid partnerships.

Credibility

Dependability

Heads of Divisional Units/

Central Divisions

Dr.Thomas Mack

Corporate Actuarial Functions
Nicholas Roenneberg

Claims Management & Consulting
Monika Pertschy

Planning and Controlling Unit
from left to right
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Life never stands still. Climate, technology, cul-
tures and the people behind them are constantly
changing. The perils Munich Re specialists trans-
form into calculable risks are as diverse as the
people and factors that cause them. The ideal
reinsurer is a precise chronicler of the present and
a reliable forecaster of the future, helping its
partners turn risks into opportunities.

The risk experts

Divisional Board Member, Heads of

Divisional Units/Central Divisions

Dr. Christoph Schurig

Special Risk Companies
Dr.Torsten Jeworrek

Board of Management
Dr. Elmar Schieder

Credit and Bonding
from left to right
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Heads of Divisional Units/

Central Divisions

Rainer Pohl

Planning and Controlling Unit
Hartmut Hesse

Aviation and Space
Dr. Rainer Janßen

Information Technology
Dr. Michael Seewald

Innovative Business Solutions
Manfred Seitz

Alternative Risk Solutions/ 
Retrocession
from left to right
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Divisional Board Member,

Heads of Divisional Units/

Central Divisions

Christian Klausenberg

Life/Treaty 1
Jörg Duffing

Human Resources
Dr. Wolfgang Strassl

Health
Dr. Detlef Schneidawind

Board of Management
Rudolf Lenhard

Life/Treaty 2
from left to right
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Our partners have different needs and wants.
Not all pursue the same objectives. Every client
relationship has its own special character. We
aim to meet the different demands and require-
ments. Being a “preferred partner in risk”
means forming individual partnerships in each
business relationship yet still being the “old”
Munich Re to all our clients. This presupposes
first-class service, extensive capacity and
tailored solutions and can only function if we
think in “made-to-measure” terms.

Munich Re’s risk analyses are backed by a mine
of professional reinsurance knowledge. Conse-
quently, demand for our risk management skills
is not just confined to the bilateral contexts in
client relationships. As a strategic partner, we
work together with primary insurers on solu-
tions to complex risks that neither side could
bear on its own. Munich Re has already broken
new ground in this area in the past, with the
Turkish Catastrophe Insurance Pool, Germany’s
Pharmapool or the Union of Machinery Insurers
in the Japanese market.

As an important partner to financial and insur-
ance associations, international organisations,
governments, supervisory authorities and the
scientific community, our ambition is to increase
awareness of future risks and to render such
risks insurable, producing a greater element of
certainty all round. When it comes to devising
rules, parameters and legislation to deal with
far-reaching risks, our expertise is in demand.
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Munich Re: Preferred partner in risk

Heads of Divisional Units/

Business Units

Jim Brierley

Life, MLMC Toronto
Erwin Schnauder

Life/Treaty 3
David Holland

Life, MARC Atlanta
Jonathan Ludbrook

Life, MR UK Life Branch London
from left to right
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It has long been evident to us that we are living 
in one world, a world in which Munich Re has
been at home for over a century. Different
cultures also mean different attitudes to risk
consciousness. “One size fits all” is not a viable
concept for a global reinsurer.

Munich Re staff come from a multitude of cul-
tures. They are able to appreciate both differences
and similarities. These are important criteria 
if we are to stay focused on the real risks in a
networked world.

Global citizen

Divisional Board Member, Heads of

Divisional Units/Central Divisions

Andreas Molck-Ude

Africa/Middle East
Karl Wittman

Board of Management
Bernd Gierl

Asia/Australasia
from left to right
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As global risk managers, we are present in all
the major markets. We rely on a mix of interna-
tional presence and local roots. To be a compe-
tent partner, we have to know the risks, general
parameters and insurance environment. The
keys to our success are maintaining a presence
and ongoing dialogue with our clients. 

This does not mean we have to be represented
everywhere. With modern communications tech-
nology, information is passed round the world
instantaneously, and we are currently develop-
ing innovative extranet solutions which will fur-
ther enhance our client service.

The further away our clients are, the greater the
need to be close to them: that is the internation-
al strategy we pursue. It is vital we maintain a
presence in regions where we see major busi-
ness potential in the coming years. These are
the areas where we need to put out feelers, fos-
ter personal relationships and analyse demand
in order to assess what services cedants require
locally. Getting this right is possibly the most
consummate art of the reinsurer.

In June 2003, Munich Re became the first rein-
surance company to be awarded a licence to
practise as a reinsurer in the expanding Chinese
market. The Beijing Branch Office officially
opened in October 2003.

Our business objectives apply equally to all, but
there are differences in our dealings with one
another. Being attuned to cultural differences is
a critical factor for any reinsurer operating on
the international playing field. As with any team
sport, it is vital to know how the other players
think, act and react. Argentina and Chile may
share a common Hispanic culture but they have
different customs. What creates the bond is the
intercultural competence of our staff.
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Cultural sensitivity

Heads of Divisional Units/

Central Divisions

Klaus-Peter Biebrach

Claims
Rudolf Burgmaier

Planning and Controlling Unit
Ulrich Trumpp

Greater China, Southeast Asia
from left to right
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The ability to shape present circumstances so as
to be prepared for the future is the cornerstone of
successful action. Giving thought to the future
involves more than just doing our homework.
Whether the issues involved concern climate or
the future of markets, technologies and cultures –
long-term thinking and research enable us to
visualise future scenarios and identify risks.
Focusing on risk means assuming responsibility
extending beyond the present. Achieving a world
with more calculable risks is conceivable here 
and now.

Sustainability – The durable value

Divisional Board Member, Heads of

Divisional Units/Central Divisions

Manfred Aldag

Northern Europe
Dr. Matthias Marwege

Planning and Controlling Unit
Georg Daschner

Board of Management
Dr. Michael Sparberg

Western Europe
from left to right
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Partnership and teamwork are the hallmarks of
our corporate culture. This has always been the
case in the past and will continue to be so in the
future. What has come back into fashion under
the buzzword “corporate identity” is fundamen-
tal to a company that knows where it has come
from and where it is going to. The future is
shaped by those aware that their values and
basic philosophies underpin their everyday
actions. You the clients and we, the reinsurer,
are able to meet the risks of the present and
future by moulding them and influencing them
by our actions wherever we can.

Working in partnership is a major differentiation
factor in competition. But the common ground
and cooperation need to be worked at. What is
true of our clients and partners, that they do
business with us because of the trustworthy,
dependable way we deal with their concerns, 
is also true of our staff. These benefit from our
solidarity, team spirit and loyalty, to each other
and to the company. 
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Mutual benefit

Member of the Board of

Management, Heads of Divisional

Units/Central Divisions

Detmar Heidenhain

Southern Europe/Latin America
John Phelan

Member of the Board of
Management, North America
Dr. Bernhard Scheifele

Planning and Controlling Unit
from left to right
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Divisional Board Member, Heads of

Divisional Units/Central Divisions

Dr. Dirk Johannsen

Corporate Communications
Dr. Wolfgang von Wasielewski

Central and Eastern Europe
Gerda Chmielorz

Germany
Reinald Rösler

Claims
Michael Hollinger

Planning and Controlling Unit
Christian Kluge

Board of Management
from left to right
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As a global reinsurer, we are present in all the
major markets. The heads of the Business Units
also take part in the annual Renewal Briefing,
which serves as an additional opportunity for an
exchange of ideas with other colleagues and the
Board of Management.

The International Organisation and its chief
executives 

Europe 2/Latin America

Clemens Freiherr von Bechtolsheim MR UK General Branch, W. Jay Branum MARP London, 
Jonathan J. Ludbrook MR UK Life Branch, Philipp J. Ruperti Great Lakes UK
from left to right
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Europe 2/Latin America

Andreas Böx MR Buenos Aires, Juan Alfredo García MR Santiago de Chile, Agustín Gutiérrez MR Mexico, 
Manfred Jöchle MR São Paulo, Rolf-Dieter Krahmer MR Caracas, Peter Waldman, MR Bogotá
from left to right

Europe 2/Latin America

Bernd Otten MR Paris (until 31.5.2004), Dr. Petra Reindl MR Madrid (from 1.2.2004),
Stephan Ruoff MR Paris (from 1.6.2004), Manfred zur Nedden MR Italia
from left to right
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Asia, Australasia, Africa

Steven Chang MR Shanghai, Sanjib Chaudhuri MR Representative Office Mumbai, 
Andrew Duxbury MR Hong Kong, Roland Eckl MR Seoul, Firas El-Azam MR Kuala Lumpur, 
Marc Haushofer MR Singapore, Johann Hornisch MR Tel Aviv
from left to right

Europe 1, Special and Financial Risks

Axel Diekmann MR Warsaw, Dr. Peter Müller MR Moscow, Armin Pröfrock New Re Geneva, Manfred Schnell MR Athens
from left to right
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Asia, Australasia, Africa

Andreas Matthias Kleiner MRoA Johannesburg, Ka Hin Kua MR Taipei, Terry McGough MARP Sydney, 
Kurt Müller MR Tokyo, Fernando Patrizi Nova Risk Partners Johannesburg, Zhen Wang MR Beijing, 
Rhys B. Withers MRA Sydney
from left to right

North America

Kenneth Bock MACM New York, James A. Brierley MLMC Toronto (Life), David M. Holland MARC Atlanta (Life), 
Kenneth B. Irvin MROC Toronto, John Phelan American Re-Insurance Company Princeton
from left to right
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How to contact our staff:

A
Aldag, Manfred 

MR Munich
Tel. +49(0)89/3891-9558
maldag@munichre.com
p. 33

B
Bassler, Franz 

MR Munich
Tel. +49(0)89/3891-3551
fbassler@munichre.com
p. 10

Bechtolsheim, Clemens 

Freiherr von

MR UK General Branch
Tel. +442076262566
cbechtolsheim@munichre.com
p. 38

Berz, Dr. Gerhard

MR Munich
Tel. +49(0)89/3891-5290
gberz@munichre.com
p. 16

Biebrach, Klaus-Peter

MR Munich
Tel. +49(0)89/3891-5303
kbiebrach@munichre.com
p. 30

Bock, Kenneth

MACM New York
Tel. +12126105901
kbock@macapitalmarkets.com
p. 41

Bomhard, Dr. Nikolaus von

MR Munich
Tel. +49(0)89/3891-4422
nbomhard@munichre.com
p. 2, 5

Borries, Dr. Daniel von

MR Munich
Tel. +49(0)89/3891-5084
dborries@munichre.com
p. 9

Böx, Andreas

MR Buenos Aires
Tel. +541145154105
aboex@munichre.com
p. 39

Branum, W. Jay

MARP London
Tel. +44 2079756501
jbranum@marplondon.co.uk
p. 38

Brierley, James A.

MLMC Toronto (Life)
Tel. +14163592202
jbrierley@munichre.ca
p. 26, 40

Burgmaier, Rudolf

MR Munich
Tel. +49(0)89/3891-4470
rburgmaier@munichre.com
p. 30

C
Chang, Steven

MR Shanghai
Tel. +862168411666
stchang@munichre.com
p. 40

Chaudhuri, Sanjib

MR Representative
Office Mumbai
Tel. +912222049201/2
sanjibch@vsnl.com
p. 40

Chmielorz, Gerda 

MR Munich
Tel. +49(0)89/3891-5137
gchmielorz@munichre.com
p. 36

D
Daschner, Georg

MR Munich
Tel. +49(0)89/3891-6100
gdaschner@munichre.com
p. 33

Diekmann, Axel

MR Warsaw
Tel. +48226562607
adiekmann@munichre.com
p. 40

Duffing, Jörg

MR Munich
Tel. +49(0)89/3891-9829
jduffing@munichre.com
p. 24

Duxbury, Andrew 

MR Hong Kong
Tel. +85225366990
aduxbury@munichre.com
p. 40

E
Eckl, Roland

MR Seoul
Tel. +8223980301
reckl@munichre.com
p. 40

El-Azem, Firas

MR Kuala Lumpur
Tel. +60320324488
fel-azem@munichre.com
p. 40

G
García, Juan Alfredo 

MR Santiago de Chile (Life)
Tel. +5627513310
jagarcia@munichre.com
p. 39

Gierl, Bernd

MR Munich
Tel. +49(0)89/3891-3452
bgierl@munichre.com
p. 29

Göschl, Peter

MR Munich
Tel. +49(0)89/3891-5041
pgoeschl@munichre.com
p. 9

McGough,Terry

MARP Sydney
Tel. +61282476104
tmcgough@marpacom.au
p. 41

Gutiérrez, Agustín 

MR Mexico
Tel. +525556519388
agutierrez@munichre.com
p. 39

H
Hasford, Dr. Heiner

MR Munich
Tel. +49(0)89/3891-3542
hhasford@munichre.com
p. 9

Haushofer, Marc

MR Singapore
Tel. +6563180700
mhaushofer@munichre.com
p. 40

Heidelmeyer, Roland 

MR Munich
Tel. +49(0)89/3891-2207
rheidelmeyer@munichre.com
p. 6

Heidenhain, Detmar 

MR Munich
Tel. +49(0)89/3891-2414
dheidenhain@munichre.com
p. 34

Hepperger, Liselotte

MR Munich
Tel. +49(0)89/3891-4183
lhepperger@munichre.com
p. 14

Hesse, Hartmut 

MR Munich
Tel. +49(0)89/3891-3565
hhesse@munichre.com
p. 22

Heyd, Stefan  

MR Munich
Tel. +49(0)89/3891-4197
sheyd@munichre.com
p. 16

Holland, David M.

MARC Atlanta (Life)
Tel. +17703503201
dholland@marclife.com
p. 26, 41
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Hollinger, Michael

MR Munich
Tel. +49(0)89/3891-3433
mhollinger@munichre.com
p. 37

Hornisch, Johann

MR Tel Aviv
Tel. +97235669605
jhornisch@munichre.com
p. 40

I
Irvin, Kenneth B.

MROC Toronto
Tel. +14163592101
kirvin@mroc.com
p. 41

J
Janßen, Dr. Rainer

MR Munich
Tel. +49(0)89/3891-2565
rjanssen@munichre.com
p. 22

Jeworrek, Dr.Torsten

MR Munich
Tel. +49(0)89/3891-5220
tjeworrek@munichre.com
p. 21

Jöchle, Manfred

MR São Paulo
Tel. +551151021505
mjoechle@munichre.com
p. 39

Johannsen, Dr. Dirk

MR Munich
Tel. +49(0)89/3891-5592
djohannsen@munichre.com
p. 36

Junglas, Achim

MR Munich
Tel. +49(0)89/3891-6086
ajunglas@munichre.com
p. 14

K
Klausenberg, Christian

MR Munich
Tel. +49(0)89/3891-9940
cklausenberg@munichre.com
p. 24

Kleiner, Andreas 

MRoA Johannesburg
Tel. +27112422010
akleiner@munichre.com
p. 41

Kluge, Christian

MR Munich
Tel. +49(0)89/3891-3422
ckluge@munichre.com
p. 37

Krahmer, Rolf-Dieter 

MR Caracas
Tel. +582129916622
rkrahmer@munichre.com
p. 39

Kua, Ka Hin

MR Taipei
Tel. +886221795701
khkua@munichre.com
p. 41

Küppers, Rainer 

MR Munich
Tel. +49(0)89/3891-2504
rkueppers@munichre.com
p. 6

L
Lenhard, Rudolf

MR Munich
Tel. +49(0)89/3891-9517
rlenhard@munichre.com
p. 25

Lommer, Ludwig 

MR Munich
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