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Memorandum Brecy e S A5

From:

Date: September 13, 2000 W M%
Subject: AON Update

Do By Mézz’; %
I spoke to Mike O’Halleran. He was upbeat and extremely positive. His perSonal opinion Was

that Chubb was a rea! partner and that we enjoyed a great relationship, however recently there
had been a stumble or two on the part of Aon. -

To: Dean R. O’Hare

In particular he had the following to say:

ARS (Aon Risk Services) — Our position on Y2K had an impact’on the volume. He also said
they had not supported us early on on our price increases, but things were improving and he was
very pleased with their new business production. He believes that we are willing to walk away
from business and that also contributes to lost business, but their field force is getting better at
selling increases.

SOLUTION: We need to let Pat know that we offered a significant financial incentive to get

Z /0@ their written premium growth to 0%. They have improved to —8.1%. The ball is in their court.
Also, we have become more active in soliciting new business and Hilmmmg is looking for 5%
growth next year. We need to tell them we are open for business (e.g, their new business
production) and are paying them extra for it

SN - They recognize they have a real problem. O’Halleran remembers that I told
him early on that they would have a problem. He thanked me for the heads-up. They vi

as a “bad guy”. Pat will update you on their plans here. I did not bring up the law suit, but did
say we were not getting cooperation on compliance and pricing issues, and that ' was difficult
to meet with.

SOLUTION: We need significant rate increases and a book that is compliant. Ian has to be out
of day-to-day operations — he is not capable of getting it done. It does not look lik: will earn
a contingency check. We could reward Aon and not Ian by creating a financial incentive in lieu

ofaconu% 7M_Mm . EZ )
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Aon Enterprise — Sllunderstands our position. He said we all went into this in good faith and
they have had trouble moving the business into enterprise from the branches. He believes the
consortium companies do not have a broad enough appetite and the types of business they had
hoped would fit really belong in 2 consolidator (i.e., E & S) market. They are highly frustrated
with their own offices, but will give it one last chance and stick it out. The new proposal we
offered they are not comfortable with because we are proposing a preferred market approach and
they see enterprise as an-auction environment.

SOLUTION: They really appreciated our support. I told them we were happy to support Aon,
but now is the time to walk away and if Aon is successful becanse we were in early that would
be great — the essence of a true partnership. We should walk away now but tell them we will be
open for business of this type through our branch system if it fits our appetite. I can negotiate
this with O’Halleran. Lastly, we should tell Pat we are open to other futunstic approaches to the
business.

Reinsurance — Aon Re is our reinsurance broker for our casualty treaty. _ has
asked all our reinsurers to take less ceding commission. O’Halleran has agreed to this. He
would like a way to get a “rebate” (i.e., earn it back) somehow in the future. They would also
like to quote CBER's program.

SOLUTION: We would be happy to pay Aon an override if all of their business units in the
aggregate achieve the profit and growth targets we set for them. This is probably doable in 2001,
it is not doable this year.

Affinity — This was brought up briefly. I sensed they knew we are mad about the United Way.
‘ said he wanted us to know they want to do business with us.

SOLUTION: Ask Pat what they can give us to replace the business we lost. 1 would be happy to
meet with view their Hatboro, PA facility after we have discussed what they might
be able to steer cur way.

Dean, I think your dinner will be more pleasant than both you and I might have thought. I think
they know we are decisive and they probably admire that. We need them to save face and tell
them we will work with them on anything they choose, but we both need to see results.
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i , To: I ChubbMai@ChubbMail
Lo o SR yB k] i, ce: N .
: £ :'!rr.'!:;'.:"_\“:",. 3 10’11,2000.02.54 PM .SUbjECl: Exhibﬂ . )
Here goes. .
2001reinsplanscenariotb.d i
]
— R .

2CHUBB — 000906
CONFIDENTIAL



(&

(a)

(D

te)

(a)
()

(v)

§6

59

§'8

c -

69

€l

{01

$'pT

0§T$
(SUOT I t)

(+) 180D
payoadxy

§6

9'

97T

o -

76

0'6€

§¢l

L'eE

0yLS
uoTw U

1500}
LO18827)

I'1s 000°00§$ sx WG| §

paSueyou() UIBLISY |[IM 2UMINNS JUALND)

98 unug§ sx unugyg
L'ss WG ZE SX g 1§
0- WWGZy SX Wwgzs
6 Wwp[§ sx Wwglg
9'981 W Zg sx wwg'/g
§'el WWGZ§ SX WIGZS
L'ZE W ¢ 1§ Sx Wwg|$
LpOT$ WSS SX Wi
{SuOT[TW UT) aIm)dg pasodoid
wniwasg

$8040) pajBLUISy

Aiqer] [euoissajold [endsoH

(BIPSIA PUE SUEjNSUC)
‘siok me] pakojduy ‘suL]
Sununosoy ‘stili] meJ pozIs-piy

pue 2812 Swpnaur) Oy 28.e}

(auoje-pue)s) '1dd

ORA/0% (1 24e)) padeueiy

‘0% 1joid-10}0u o31e] pue oigngd

PaIaA0)) SSaUlshg Jo (S)aury]

(leuvnewadu] sVpupxy)

spewnsY wnuudsd Q7 PISIAdL Ui ¥ [§ OLIBUIDS SE ALY - (| # 0LIEURY

$210}011)S 20UBInSUIaY pesodold | (0T

AsKy eAnnoeXy qqnyD)

2CHUBB - 000907

CONFIDE!



fHiade])

uoy

:C<

(Arean) Ayense)) ajerodio)
1otuadie))
Jajuadien

cKeany Lyenseny operodio))
1uadien

[[1ake])

PN ERTE

2CHUBB - 000908
CONFIDENTIAL



(D

()

@

(@)

o

Juapeatibo ay sounsse YLD Agaaym (019 *9)ei-Futms “OjyHPNpIp 232,83 jenuue "T°3) wsiueyosw Fuueys 500 ¢ sownssy ()

us|ealnbs 243 souwnsse YHHD Kqalaym (‘0)3 ‘a)8I-3ulms ‘31quonpap 57e32183¢ [enuue "3-2) WSIUBYSI W SULIRYS JSOD € SAWNSSY (v}

‘ssatnsnq ayp 2oud o) ssamsutal £q pakojdws st Adojopoylout jeym uo Supuadop suotieioadxs mo| 1o yBiy uijjnsal Lew pue
-- S101])0 [e19A3S 218 213) -~ ASojopoyyzow Swoud auo sAMYSL0D ssoooad SIYL *100Z ©1 suounquysip AjusaasyAouanbay Suipuss Aq

‘uonediorped-00 9,67 € sownssy (g}

UoL|| U 7°£9§ JO Jake| Yy} 0) $9S50| PajoadXa Lo UOH[IL (§§ 1514 i) JO

PaLILLLISIOP D10m SDS50] pAdadxy ‘19Ke| uaa1d B 0} sas50] Pojoadxa Fuimous s)Nsal PajIpoLU UO paseq S1 1807 payoadxq, oy L ()

9711%

9817 ¢

ov0Z’1 S

0-3

0-%

LZATR

90Tl
I'vL
gzl

I'v91

1’191 §

9ZI1 $

9817 §

LA

K1’

¢l

08

SIS ETARN LT

paansuial jou wmuidag Ralqng jejo ],

Areronpif

Owd suedy dvuesnsup g
o A epy
O®a Wwoud-104j0u | [ewg

0% Arvald

i
/ IPAANSUIRY Juu SSAUISNY JU AN

sonead ] uu:u..:z:_uz O WAL PIlYuy jepu )

unuQ1§ sx wuiQpg

wz$ sx unugg

2CHUBE - 000909

CONFIDENTIAL



Carvill

Carvill

YBS — 000910 °

e

CONFIDENTIAL



"SNUIIULLILP U33Q SBY O] I §Z§ JO $530XD S)iul] Suisodxs walwaid ajep 0] 12A2m0Y 1pansulaL 39 |

[t UOIL[|IWL GZ¢ JO 8830X2 Spur| (4)

‘uonedioryed-00 v%,] & sownssy ()

‘UOI[| W p'p | § JO 1K€ a1} 0} S350 Pajosdxa UO UOH[[ U ¢°/ § 151Y ayJo
JusjeAinba oy} sowmnsse Y g Agaroym (99 ‘a1I-FuIms *2|qronpap 01e82153e [enuue ‘$°9) wsiuetoaw FuLLYs 1500 € sawmssy ()

‘uolf i '97§ Jo 1ake] oy 0} $3sso| pajeadxa Uo UOH|IW G § )51L B JO

- 000911

CONFIDENTIAL

2CHUBB



P\ DATE: _10 [|f

ELEPHO '

RE: . —
' " ——y ]
Con‘fﬂf‘“ c"‘ze e ’ ” .

it e By Pom ]

* Pfuv-.%
. Bt Veinjuvemes
b‘ f1sm shac ot C Desn 1 $.h.
QJ! pom; hne -l'r t z"aw W . )

—lo M {\Jf‘

e O'HAE b p







g [

. _— ' o AON-F-020510
_ Confidential
Treatment Requested




S bt
i

-
o ———— i & =

ldential Treatment
Requested

AON-F-020511

I



Aw | Aon Corporation

MicHAEL D. O'HALLERAN
Praident & Chisf Oposting Officer

October 30, 2000

Chubb Corporation
15 Mountainview Road -
Warren, NJ 07061 '

Dear GEN

First off, many thanks for your support in the decision to move the Executive Risk
treaties to Aon. As promised, I am arranging a conference call with our financial services
people, you and Executive Risk and also checking on personal lines issues.

Further, ] am attaching a draft agreement for reinsurance services in respects to our
relationship dividend agreement. Please review and give me your comments when time

permits.
I’m looking forward to Florida. Thanks again GNNR

Re

%\
3
N
!

Aon Corporation
123 Norch Wacker Drive » Chicago, lllinois 60606 + tel: (312) 701-3065 « fax: (312) 7014130

CHUBB - 035508
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Bob Needle To: Michael O'Halleran/ASC/US/AON@AONNA

. : cc:
0S/06200305:10PM o\ % b

As I mentioned on the phone there is quite a bit of attention being paid to the Chubb relationship. We
have 3 areas of focus and 3 corresponding PSA agreements:

(1) Commeiciai- Biggest segment is middle market P&C. Also included is casualty which includes
excess liability and lower end risk mamagement accounts and major property. There is a separate P&C
segment for financial Institutions and energy. Overall we are up 9.3% through April 30. However ,this is
made up of 27% increase in mid market and 53% increase in the P&C part of financial instilutions.
Detracting from this is a reduction in property(rate and appetite related) ,energy(lost business related)
and a slight increase in casualty where they are moving up from first to second layers on some excess.

To improve this situation we are doing the following. in casualty | am working with who
runs risk management . We have a meeting planned in 2 weeks with 5 or 6 key people on both sides. In
property SllP and | met with their property leader and established regional liasons in both comparnies,
Problem is their appetite is restrictive in a market that is softening.We are trying to push the clean
accounts . In commercial risk Carol Spurock has done a good job working with at Chubb on
mid market and Kemper consolidation (though they turn down more than they take).In financial
institutions P&C,| have been pushing in NY where most opportunities reside-it's worked.

The PSA on this is not done. #llifand | had a tentative agreement. They came back and said it needs
o reflect their budget. | said it doesn't reflect the market or their underwriting attitude._ and
are reconsidering. | will not agree their current offer. | expect it to change.

(2) D&O- In spite of their changing underwriting appetite (moving away from tough and large
account,moving off primary)we are seeing good growth of 42.2% . They are happy and it maximizes our
PSA which we did agree, We are also cutting a separate deal on consolidation of some small and mid

market business. You can see from our AIG or other results that they are being somewhat restrictive
versus other markets,

(3) Personal Lines- We have very modest growth here of 9%. Chubb is not happy at some recent
events where some accounts have been moved. Just learned this today and have a call in to Peterson
on this. We have a combination of regional and national growth incentive here.

Bottom line is we are busting to make this work in commercial. While rate of growth increasing monthly
,we need them to be more aggressive. If | don't get the commercial agreement done to my satisfaction in

next week or so, | may ask for your help. in any event | think it would be good for you and | to have mid
year review with EIENGGERNGERE:d WD

Il send some year to date detail in separate attachment.

Confidential Treatment Requested AOCN-19-006333



Eric Andersen To: Sl @chubb.com
cC.
10/06/200301:51PM o et Re: Aon FSG CS) September 2003 results [Virus Checked]®

Good - thanks
SEERENG chubb.com

il chubb.com To: Eric_Andersen@ars.aon.com

12003 01:39 PM ce:
10/06 01:3 Subject: Re: Aon FSG CSI September 2003 results [Virus Checked]

Eric

Very happy to hear how hard you emphasized the relationship from the
top.Perhaps we have issues on more of an isolated basis with individuals. I
pelieve we may be getting together this week-if not, I will call you with
specifics.

-y

Eric_Andersen@ars
.aon.com To: <y : chubh . com
cet
10/06/03 11:28 AM Subject: Aon FSG CSI
September 2003 results [Virus Checked]

I wanted to respond to your note below regarding the lack ¢f focus based on
the incentive relationship between our two firms. I want to get a better
sense as to who or what region you are referring to in your comments below.
I can tell you unequivocally that we have maintained a very aggressive
pro-Chubb position as you have repositioned your book of business based on
your allocation position. The growth in the middle market area, for
example, has been very strong (much to the angst of your competitors who
call weekly, pay a larger commission percentage and demand a greater share
of that business based on their more active role on the primary placements
for the large accounts).

We have also spent time at our overall group meetings, conference calls,
etc. stressing the value of the Chubk/Acon relationship and its financial
impact so am very concerned if you think that we are not focusing on it eor
that you de not see the value in it. Frankly, it has been a significant
driver in the amount of work and time that has been committed to try and
work through the marketplace issues with you of this year and keep the
business moving in a growth mode.

If you are hearing things to the contrary from cur brokers, I would like to

Confidential Treatment Requested AON-1-000537



hear about it as these relationships wWe have today with our partners are

getting more and more attenticn in our firm. If that is not the message

all of our people are conveying, I would like to know. I look forward to
hearing from you. Thanks

Eric

———— Fo;wardeq'by Eric Andersen/CA/ARS/US/ACON on 10/06/2003 11:07 AM -=---

il
To: Eric

Andersen/CA/ARS/US/AONEBAONNA

10/02/2003 02:37 cc:

PM Sukject: Aon FSG CS1
September 2003 results [Virus Checked]
‘FYI
Aon Kls

vy

Financial Services Group

Address:
New York, NY 10055 *
----- Forwarded by QjjjilRRp/NY/RRS/US/AON on 10/02/2003 02:36 PM -----

W chubb . c

¥ om To:
N 2 s - aon . com
cc:

16/02/2003 12:47 Subject: PAon FSG CSI

September 2003 results [Virus . Checked]
PM

----- Forwarded by QNSNS ChupbMail on 10/02/03 12:44 BM --=-=

S—— To:
DU - - < - com
ce:
10/02/03 12:17 BM Subject: BAon FSG CSI

Confidential Treatment Requested AON-1-000538



September 2003 results

numbers through September. Some growth slippage vs. August in the Northern,
Southern, and Western territories. Feedback we are receiving from our field
is that this agreement has little or no effect on Aon's placement of
business. Relationship seems to be spotty-very strong in certain
territories but less so in others.

(See attached file: Aon FSG CSI Sept 03.xls)
(See attached file: AonERP_DFI_SepOB.xls)

.
Chubb Specialty Insurance
Y chubb . com

(See attached file: Aon FSG CSI Sept 03.xls) (See attached file:
AonERP_DFI_Sep(3.xls)

#4#44 Aon FSG CSI Sept 03.xls has been removed from this ncte on October 06
2003 by

#### AonERP DFI_Sep03.xls has been removed from this note on Octcber 06
2003 by

Confidential Treatment Requested AON-1-000539




] To: Mike O'Halleran,

] arw.aon.com
SeaiEr . cc: NERERERG/ARWIUS/AON@AONNA, Patrick G
LA 1172712000 09:35 AM Ryan/ASC/US/AON@AONNA, TSI

: Subject: AIG

To confirm a discussion | had with YN =nd SEEEEEpo AlG on 11/21: In return fora
commitment of $10,000,000 in new gross premium from ARS US, AlG has agreed to appoint Aon Re for

an additional 2.5% placement of the CCA program, which ”has indicated is worth $750,000
in commission for Aon Re.

Confidential Treatment Requested AON-18-003857



. Scott Clark To: Mike O'Halleran/USA/ARS/Exec/AONCORP@AONNA

A . ] ‘ ce
0222000 1148 AMY g0 % L Mt

| attended the Liberty/Aon conference tast week and addressed the Liberty people about reinsurance. |
toid them it's nice to get together and taik about growth and reinsurance is an area where they can
demonstrate their expressed good faith. First of all | told them Aon Specialty Re must place the fac on
Aon produced business. In fact, | worked with@iuggy to take a casualty fac senior broker with me to
introduce at the meeting. (NP committed to putting $2m of fac premium into us this year.

Then | addressed the treaty reinsurance. | told them we are the best qualified to handle their corporate
reinsurance program. Reinsurance is extremely important to Aon and without it we just won't grow as
well as with it. ! told them if we don't get their reinsurance there is no point in these "love ins”. Needless
to say | got their attention, some say | was too strong but we have got to stop screwing around with the
interdependence message, especially to those that can give us their reinsurance, depend on Aon for
production and have mediocre brokers such as Sy, [N, ctc.

| will keep you informed.

Confidential Treatment Requested AON-44-0000007




#  Scott Clark
08/22/2002 12:10 PM

To: SURRy/ ARW/US/AONEAONNA
cc: MR W/US/AON@AONNA, BNy ARW/US/AON@AONNA, Michael -

OHalleraWASCAISIAON@AONNA, TARWIUS/AON, P
IARS/USIAON@AONNA i

Subject Re: Liberty Mutual =

‘,misisalongstorybclmenﬁally,inmﬂertokeepmisaccount,huoyearsagowewerefomedto
enter into a partnership amangement. The agreement approved by Aon and LMG senior managemem
was Aon Re get a minimum $2,000,000 and our brokerage can increase if ARS put profitable business
into LMG. QRIS president of LMG has met with (aaassiilllp and others to promote trade
andLMGEmvimuhgapaﬂnershipagreemeMsimiartowhatwehavewim‘mnwebeen
more aggressive. | hope to have a docurnent returned by Liberty soon.

Sorrythatthisasurpﬁsebmmishasbeendiswssedquiteoﬂenandwewemmmughgmwrendﬁng
dismmionstosavemeaccmuu.x'miutheofﬁoene)dweekandifyoulikerlgiveyouacaﬂtodisam.

Rm’
——

S y—

To: Scott ClatARW/US/AON@ACKNA
ce ARW/USIAON@AONNA, (IEESBENGIR/ AR W/US/AON@AONNA, Michael
SIAONGAONNA

Subject: Liberty Mutual
Scott

‘smmmmsammwmmm.mmmmmm.m
wmlqunﬂeustopﬂupalargeamalagainstmﬁbeﬂymbmkemge.

Can you provide any details?
Abo.pleasepmvidemauﬁthacopyofmeagreememvmenﬂisﬁnaﬁzed.

Confidential Treatment Requested AC_)N—F-OOB?ZS



PARTNERSHIP DIVIDEND PLAN AGREEMENT

This AGREEMENT is cffective July 1, 2002 (the "Effective Date™), by and between Aon Re lnc. ("Acn Re") an
Ilinois corporation, 2 wholly owned subsidiary of Aon Corporation, a Delaware corporation (which, togethier
with its. other subsidiaries and affiliates is bereinafter referred to as *Aon Corp.") with its principal place of
business in Chicago, lilinois and Liberty Mutual Insurance Company, domiciled in Massachusetts, along wiith
ou-tainofilsafﬁlktuandwbddhﬁes,ﬂmughandadmhdyfaiwbuﬁnﬁs'mhthumﬂPmpcm
with its principal place of business in Wesion, Massachusetts.

WITNESSETH
L SERVICES AGREEMENT

1. Liba‘tyMumalPmpatyandAonthavcunaedintoanagmemqt,wbuebonnRehasagréed
wmnrﬁmmeimamediw&okamphdng.mtyrdmbmimuhbsmﬁon
of Liberty Mutual Property for the term extending from July 1, 2002, through June 30, 2003.

2. Helmsman lnsurance Agency, (“HIA™) a licensed broker, is a subsidiary of Liberty Mutual
Insurance Compeny. Amhammuﬁﬁmmwmﬁdemmhmrdaﬁngw the
UbatyMumdhopawmtymhmmhnhmhavhgeﬁecﬁwdawsdnrhgmepcﬁod
extending from July 1, 2002, through June 30, 2003. The services will be described in a separate
memorandum of agreement.

3. cbmidmﬁonofﬂﬁsSaﬁoesAmmgbhtyMumdepmyngrmm&epmvisimsof
Placement Service Agreement as detailed berein with respect to retail property insurance
business placed by Aon Corp. with Liberty Mutual Property.

II. PLACEMENT SERVICE AGREEMENT

1. !n'cnnsiduaﬁonofitsagrecmanmthetumsoflheSavieesAgmt.AouRebemmcﬁgible
to receive Placement Service Payments in conjunction with the placement of retail property
insurazice business with Liberty Mutual Property by Aon Corp. In calculating the Placernent
Scrvioe?aymtsduernRe,al!retaﬂpropmyimmpimdbyMnCorp.mdwﬁne.nby
Liberty Mutual Property shall be eligible.

2. Paymemsheremxderarer:fmedtoas"?lacumt&:vioelucemim‘ and shall be in addition to,
and not in lieu of, customary commissions due Aon Corp. in conjunction with retail property
insurance business placed with and written by Libesty Mutual Property as well as any reinsurance
brokmgeduernReinmdmoewiththcplmnmtofpmpenyrcimumeeonbehnlfof
Liberty Mutual. Liberty Mutual Propesty shall pay Aon Re separate Placcment Service Incentives
based on Direct Written Premium and Loss Ratio as follows:

a Liberty Mutual Property shall pay Aon Re a Placement Service Incentive in an amount
equaltoﬂxePayomassetfonhbelowbasedontheDimctWrineannﬁmformbject
. policies with effective dates from July 1, 2002, through June 30, 2003:

Direct Written Preminm Payout

=or> $40,000,000 $500,000
=or> $35,000,000 to $40,000,000 $400,000
=or> $32,000,000 10 $35,000,000 $300,000.

Aon Re shall not be entitled to any Placement Insurance Incentive based on Direct Written
Premium if the Direct Written Premium is less than $32,000,000.

Confidential Treatment

. Requested AON0014304




"Direct Written Premium® is defined as direct written premiums for retail property
immcchuskwssphcedbonnCmp.andwﬁnenbybwyMunmlepmykss
pmﬁumsmﬁmdedbyh’batyMumalPropatywithnspectwnnnns,albwames,or
cnmdhﬁons;pmﬁded,thlmdedlmimshaﬂbemdcfwmmmﬁmhthecwm:
poﬁcyismnceledarﬂrewﬁumwwubatmemlepmyﬂnwghmmha
broker. lonuCap.isappoimed.pmmwamkao{mdlemrandmtpmda
pwac,mugu’,oromeracquisiﬁon. as broker on any policy or policies writica by
Liberty Mutual Property through a different broker, Direct Writtzn Premium stribetable 10
awhpoliciushaﬂnmbemogpizedinﬂnulaﬂaﬁonofdehcunemsmlmdw.
DhemWﬁnumimnam‘bumblemthemewﬂofmyswhpoﬁdadminglhemof
MAgthlberewgnbeduputofﬂnPhcmSuvbelmﬁwcahnhﬁmif
ﬂwbmkuofremrdappoinmmissﬁﬂineﬁeamlhcdamofm

b. bbatmeuanropmyshallpaonchathmntSuvicelnomﬁwinmamo\mt
equalmﬂre?awﬂusctfoﬂhbdnwbamdonlhe'lossk:&oml&ngﬁomthemaﬂ
propatyimnnoelmsimplmdbyAmCorp.withjbatyMMPmpmy:

Loss Ratio Payout
Less than 20% $1,000,000
20%to 25% $800,000
> 25% 10 30% $600,000
- > 30% to 35% $400,000
> 35% to 40% $200,000.

M,uthcaWMmﬂlmﬂﬂMhmmehmﬁby
Aon Corp. with Liberty Mutual Propaty having effective dates cxtending from July 1,
2002, mrough]m30,2003,dividedbytheeamedporﬁon(asofﬂ:edmufcaletﬂaﬁon)of
DiredWﬁnenPnnﬁumformuﬂpmpafyimmhsinmphcedbyAm&rp.ﬁth
uwmmmmmmauammml,zmmmm
30, 2003.

In the event the Direct Written Premium for the sbove term is Jess than $15,000,000, there
willbempayommdathisl.oahﬁusecﬁon. ‘ ) .

3. Aﬂdefmitionsanduk:ulaﬁmsofDimlWﬁuumnimmdhsmdoshallhehuedsoldyon
umMmlmmmmmdmmmmmmnmowAmne
mbomblcmwiuhoobmdmmdsfwmmofvuifyhgmyamwduem.

4, ubawMumalepatyslnupmpmanddeﬁvuPbmmnSavbelmmﬁveSummwm
Rewithin45daysoflhemdofmhcaleqdarqumwmdpaymofPhcmmtSavicc
Incentives shall be made by September 30, 2003; although, Libesty Mutual Property shall be
entitled to retain from any such payment any return premium snd retum commissions due to
h‘butmeudepmymdermyrdnsmancemtyahsummepoﬁcywimmspeamény

all liabilities under the retail property insurance business placed by Aon Corp. and written by
Liberty Mumal Property are fully extinguished, Liberty Mumal Property shall recalculate the
Placement Suvicelncenﬁvebasedonlnsskaﬁomdmymumdueeithcrpmybasedontbe
recalculation shall be paid by September 30. Aom Re shall not be entitled 1o any Placement
Savicchmﬁvcifeitherthis?hcunentSaviccAgrmemmtbeSaﬁm Agreement are
canceled by Aon Corp. or Aon Re, or if Liberty cancels the Services Agreement before the service
are received or if Liberty cancels the Placement Service Agrecment because of misrepresentation,
fraud, malfeasance, or nonfeasance by Aon Corp. or Aon Re.

Confidential Treatment , AON0014305
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IiL TERMS APPLICABLE TO BOTH AGREEMENTS

1. Dispute Resolution: Any dispute arising under this Agroement shall be resoived by binding
ubimﬁonpumammthenduofdwmicmArbimﬁonAswdaﬁonbcfomnpmdofﬁnd
arbitrators. Thepmydemandhgmbiuaﬁonshaﬂnotifyﬂ:codupminwﬁﬁngoﬁts intent to
inwk:lhis;;mvisinn,ndslmllmﬁfyﬂnmipiﬂofﬂnmeuﬂaddrmoﬁtsubinm.‘I‘he
pmyrweivingd)emﬁccmmbimteshalllmvczldaysaﬁurmiptofsuchmﬁnemsdeaan
arbimtnr,andtopmvidﬂhemandaddmssoﬁtsubiuﬂor. In the event the party receiving
noﬁuﬁﬂsmdedmubiramrwiminzldayathepmtyddnmdh\gubimﬁmdmlbemﬁﬂed
tosdedtheothupmy’sm‘biuatm'.'rhelwoatbiuawrsshallsdednthirdarbimorwiﬂﬁum
days of the naming of the second arbitrator. All arbitrators shall be experienced in the insurance
hﬁuﬂy,wi&lmowbdgeoftheimrmbmﬁnghnhss,mddmﬂbedishmeﬁedin&c

. outcome of the arbitration The arbitration shall be conducted in Boston, Massachusetts.

2. Tenn snd Temmination: ThisAgrmcn!,and(tha-vimAgmancmandPlacmsm
wmwmmummmmml,zmmmmm
cﬁ'edﬂnwghhmem.m,\mlesswrmimtedhmdmupmvidedmin. Either party
maywminat:thisAgrmtmmythnebypmvidingwﬁmmto!heothﬂ. Termination of
oneofthemAgrwmummmisingdﬁsAgrwmmmaﬁuﬂymiuwsﬂwotbu
Agreement. NomﬁﬂmdingtheupinﬁmofthisAgmmmLthemmdoondidmsoﬁhis
Agrwnandmllmnthuemapplymanwﬁgmionsmddnﬁsmedhﬂamdﬁmﬁlm
obligations and duties are satisfied in full.- :

3. Confidentiality: The texms of these Agreemmsareconﬁdmﬁalmdshallnmbcdisdosedby
eitherpanyexceptnsmyberequiredbth.

4. Assipnment: These Agreements and thcrights,dutiesnndrmsibilitiessafmthhaeinshallnoi
be assignable by cither party hereto.

5. Mm:AﬂmliquumqﬁkedundamisAgmmmubembym&acmmﬂw
' tlnodurpaﬂymdslmll’bedecmedtohavebemcﬂ'ecwdwhmsﬂ. Notices shall be seat to:

Aon Corporation

Aon Re Inc.

Arn: Michael D. O'Halleran
200 East Randolph

Chicago, Illinois 60601

Liberty Mutual Property
¢ Riverside Road
Weston, Massachusetts 02493-2298,

Or 10 such other person or address as either party may from time to time so notify the other party.

IN WITNESS WHEREOF, the undersigned have executed this Agreement effective as of the date first above-

Aon Corporation
Re Inc. Liberty,Mutual Insurance Company
Name: Michael D. O'Halleran Name:

Date: L\g\ ‘\'-3 Date: /9(//2~ 7//:/' "3
°°“““,:::3:{:;““°“‘ AON0014306




AON

Reinsurance Services

VIA OVERNIGHT COURIER

NI A Y e e

April 14, 2003

Liberty Mutual Insurance Company
9 Riverside Road
Weston, MA 02493-2298

Pursuant to the Memorandum of Agreement among Aon Re Inc., Helmsman Insurance Agmcy,
and Liberty Mutual Insurance Company, effective Tuly 1, 2002, the fee for the period July 1,
2002, (hrough June 30, 2003, shall be $3,000,000. :

Please.sign below indicating your acknowledgement and retwmn an original to me.

Sincerely yours,

NN

Mi D. O'Halleran

On .lf of Hel Insurance Agency

'On behalf of Liberty Mutual Insurance Company

By: -

Confidential Treatment
Requested
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MEMORANDUM OF AGREEMENT

In anticipation of a continuing business relationship between Liberty Mutual
Insurance Company, a Massachusetts domiciled insurance company (“LMIC") and Aon
Re Inc. (“Aon Re”) and its affiliates, an [llinois domiciled reinsurance intermediary
broker, the parties to this Memorandum of Agreemnent ("Agreement") deem it desirable
and prudent to reduce to writing the manner in which they will continue to do business
together. '

In an effort to more efficiently coordinate its property treaty reinsurance needs,
LMIC hereby delegates to Helmsman Insurance Agency, a Massachusetts licensed
insurance broker ("HIA*®), and a wholly owned subsidiary of LMIC, the responsibility
for coordinating and administering specific Property Catastrophe and Property Per Risk

reinsurance treaties for LMIC and the Wausau Insurance Companies (“WIC").

Therefore, the parties hereto make the following representations and jointly
agree to'the following;:

1. Best Efforts. HIA will assist LMIC in preparing and packaging LMIC's and
C’s Property Catastrophe and Property Per Risk reinsurance needs and
shall submit to Aon Re LMIC's requests for reinsurance placement. Aon Re
agrees to use its best efforts to procure, from time to time and at the request

and direction of HIA, reinsurance for LMIC.

2. Binding. HIA acknowledges that it is not an agent of Aon Re, and as such it
" has no power to bind Aon Re or any reinsurer.

3. Licensing. HIA represents that it is a duly licensed insurance broker in
every state in which it transacts business.

4. Premiums. HIA agrees to be responsible for forwarding to Aon Re
premiums (including premium adjustments) for such reinsurance placed by
Aon Re on behalf of LMIC.

5. Servicing Fee. Aon Re agrees to allow HIA a servicing fee for the
reinsurance placed for LMIC by Aon Re. The amount of this servicing fee
will be agreed to each year.

Confidential Treatment

Requested AONO0014308
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Accounting. Aon Re will issue a separate premium invoice to HIA for each
placement of reinsurance for LMIC and HIA will forward invoices to LMIC
for payment. LMIC shall forward premium payments to HIA for
remittance to Aon Re in accordance with due dates agreed upon. The
Servicing fee may be offset against premium before payment is remitted to
Aon Re.

Claims and Losses. HIA acknowledges that Aon Re will be the designated
intermediary and that as such Aon Re will receive from HIA for filing with
the reinsurers all notices of occurrence or claim, unless specific
circumstances dictate otherwise. Each party agrees to furnish the other
with copies of correspondence to and from the reinsurers and IMIC in a
prompt manner upon request. To the extent called upon to do 50 by LMIC,
each agrees to assist LMIC with the presentation of their claims to the

. reinsurer whenever feasible.

Termination. This Agreement may be terminated by either-party upon
forty-five (45) days written notice to the other party.

" Except as is otherwise indicated, this Agreement shall be effective as of July 1,
2002, and shall apply generally to all future reinsurance placed by Aon Re for LMIC at
HIA's direction.

This Agreement dated "\\\‘-NU .

AON RE INC. HELMSMAN INSURANCE AGENCY

AN

‘Authorize‘a"kepresentative

Acknowledged and Accepted by:

LIBERTY MUTUAL INSURANCE COMPANY

Authofized Representaty

Confidential Treatment
Requested
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To: Scott Clark/ARW/US/AON@AONNA
cc: NN R W/US/AON @AONNA SN
<GS RWUSIAON@AONNA, Gy
i TARSIUSIAON@AONNA, Michael
Q'Halleran/ASC/US/AON@AONNA, Ul
AP ARW/US/AON@AONNA

Subject: Re: AON Partnership dividend - LM Property [Virus Checked]E)

When the agreement is drawn up they should not try to recapture the money through a lower remittance.
There are too many factors involved. We should receive the full premium and retum to them any
deemed excess amounts. This is how all of these agreements have worked.

The preference would be to settie this annually, but certainly no more frequent than quarterty.

.
Scott Clark

[

- Cla
Z ms«:on rk10:46AM

To: MUSIAON@AONNA, SV A RW/US/AON@AONNA
ce: IARW/USIAON@AONNA, TARSIUSIAONB@ACONNA, Michael
C'Halleran/ASCUSIACN@AONNA, ARWAIS/AON

Subject: AON Partnership dividend - LM Property [Virus Checked)]

Here is whese we are curently; nlspeakMﬂl-ASAPmdaﬁfyanypointsamQabackmyw.
Also, Il speak with @l about the reality of putting significant business into LMG in order to trigger the
partnership dividend. Until this Is resolved, | suggest we book only the $2m minimum. Also, MDO said
he'd take this up with senior Liberty management when the time is best; probably at the Greenbriar. Fil
keep you posted, Regards, -
——————————————- Forwasded by Scolt Clartk/ARWIUSIAON on 0873072002 10:43 AM

U € L ibertyMutual. com> on 08/30/2002
@ 09:08:11 AM

To: Scott Clark/ARW/USIAON@ADNNA
cc:

Subject:  AON Partnership dividend - LM Property [Virus Checked)

Scott-
| got your voicemail yesterday. I'm in until 1:00PM today, and most of next week. | agree we need to
finalize this and we should have the PSA (draft) by the end of next week.

My undefstanding of the partnership dividend program between LM Property and AON is as follows:
2 separate (but related) agreements:
1. Co-brokerage via NunuuSlENgRRgEPs<vices, for the difference between the actual brokerage

and $2M minimum. The $2M minimum was agreed to in Portugal considering your cost structure and
the vaiue added AON offers (illlsmuoted $1.5M fiat). in our last discussion you indicated the actual

Confidential Treatment Requested AON-19-003790




brokerage may be cidse to $5M given the significant increased premium for the program. Based on this
we would expect $3M ($5M -$2M) to come back to LM Property via willllilillliethrough lower (net)
quarterly remittance to AON.

2. The partnership dividend program is to promote overall business between AON and LM Property. To
this end we would have a separate PSA agreement for all LM Property business produced through
AON. This PSA would be based on overall production (direct written premium) on policies effective
7/1/02 - 03. There would also be a profitability component related to loss ratio. The understanding was
we would construct the payoff such that with "stretch goals” met, the PSA would retum roughly half of
the co-brokerage amount ($1.5M in the example above).

1 _ att1.htm

Confidential Treatment Requested AON-19-003791




RLI Insurance Company
9025 N. Lindbergh Dr.  Peoria, [L 61615-1431

Phone: 309-692-1000  Fax: 309-692- 1068

w w o w.r | i o T p.Looan

| froa
August 16, 2001

VIA FACSIMILE (312-381-4150) & UPS NEXT DAY AIR

Mr. Michael D. O'Halleran

President and Chief Operating Officer
AON Corporation

200 E. Randolph St.

Chicago, 1L 60601

Dear Michael:

It was great to see you again yesterday in your new offices. The building is beautiful
and a testament to where AON stands as an entity.

We discussed my letter to you dated July 27, 2001 (copy attached). Youand I
agreed to ali aspects of that letter except for item #3 — Defining those placements
where AON Re will deal with direct markets. ' _

I have now reviewed your suggestion that AON Re handie direct placements for all
property treaties where AON Re is broker, except for the Construction program, and I
find this compietely acceptable to RLI.

I would like to thank you again for the relationship with you and AON. We look
forward to our reeting in your offices September 4, 2001 at 10:00 a.m.

Sincerely,

Alt.

cc:
Dave Kelley — AON

CONFIDENTIAL
RLI 000893
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¢ | ©©PV ¢ —_ RLI

RLI Insurance Company
9025 N. Lindbergh Dr. ~ Peoria. IL 61615-143)
Phone: 309-692-1000  Fax: 309-692-1068

www.r'l i cor p.com

July 27, 2001

VIA UPS NEXT DAY AIR

Mr. Michael D. O'Halleran

President and Chief Operating Officer
AON Corporation

200 E. Randolph St.

Chicago, IL 60601

Dear Mike:

My apologies for not responding sooner to your letter of May 21st, however, I'm sure
you know that we met with Dave Kelley on July 11th and had an extensive discussion
of the issues enunciated in your letter.

Let me restate where we come out on this:

1. My understanding of the extant *relationship dividend” Is that it applies to
all ceded reinsurance premium placed by AON Re. I do understand that
my view is not held by AON (Dave) and the letter outiining the
understanding Is not a picture of clarity. Please understand that this
represents $1,000,000 of lost revenue to us (if your understanding
prevails}.

2. We will agree to relinquish our claim to the additional relationship
dividend for prior years so long as it applies on a go forward basis to ajl
business piaced by AON Re commencing January 1, 2001.

3. We are agreeable to instructing our direct market reinsurers on capacity
placements (currently our Cats) to deal witli AON Re at the 2002 renewal.
We view this as a positive Initial step to your proposal. As this unfoids we
will consider extending this arrangement to additional placements.

4. Obviously the relationship dividend is a very strong incentive for us to
utilize AON Re as our primary reinsurance intermediary.

5. We are very interested in meeting with your brokerage teamn to explore
ways to enhance RLI's position as a leading market for AON In those
markets we serve. We would propose the meeting in Chicago with your
associates referenced in your letter and I'll have our Product VP's

including : SN Programs, SN,/ Primary Llability,-

Excess/Umbrella /Professional , il
nsportation, . Looking at our calendars, either
ednesday, August 1 Thursday, August 23™ would work best for us.
Would you be available on either of those dates?
Y CONFIDENTIAL
RLI 001000
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cc

Page 2

Sincerely,

6. We believe that the current market place makes with any effort a 20%

growth fairly certain. However, we agree with your proposal on the
additional 5% relationship dividend if you don’t meet that target in 2001,
2002 and again in 2003. We should discuss further growth goals in 2003
for year 2004, Obviously we’ll need to work out the details on this as soon
as possible. '

we hope this meets with your approval so we can move forward in continuing to
strengthen the relationship between RLI and AON.

Dave Kelley — AON

CONFIDENTIAL
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Am ﬁ EC E lV EQE] Carparérim

MAY 23 2001
RECEIVED " p & CEO
resident 1CHAEL D, O'HALLERAN
MAY 2 4 2001 RL' Corp Pruidzft & Cbig’uo;:':jing O}rﬁrrr

May 21, 200 EXECUTIYE VP _}

Mr.

Copia P

RLI Insurance Company
9025 North Lindbergh Drive
Peoria, Illinois 61615

Dear [l

Many thanks for hosting a great day in Peoria, despite the golf results!t! Also, please
once again thank S for allowing two weary Irish travelers a place to lay their heads.
You have a beautiful home and should be proud of it.

Per our discussions, we agreed that Aon would host a meeting at our Glenview facilities.
I suggest the following attendees from Aon: '

Representing Wholesalers
Affinity and Association business
Dave Kelley Reinsurance

Since all except Dave are from Chicago, please give me some dates that work for you. 1
suggest after 7/1 due to travel and renewal market issues.

I’'m also enclosing a Transformation book for markets that can give you a road map to
where we are going in the future. You will readily see that organized this way, we will be

able to go to markets in an organized, focused approach.

We also discussed dates for the trip to Wisconsin with the girls. How does July 18" and
19* work? You could fly to Lake Geneva and we could go right up to Whistling Straits
for a round of golf, retum that aftemoon, dine in Lake Geneva and play golf at Big Foot
on the 19%. On the 18" the girls could play at Lake Geneva Country Club or join us at

Koehler, although I don’t think -could join, as she will not be able to walk 18 holes.

Finally, after an exhausting day on the course, I made the following offer to create a
win/win for RLI and Aon well into the future:

CONFIDENTIAL
RLI 001291
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Aon Corporation

1. Aon agrees to pay RLI 20% relationship dividend of all reinsurance brokerage for
which Aon is the intermediary including current direct placements.

2. Aon will discuss this arrangement with the direct writers and will, upon their
agrecment, provide a seamless approach to handling accounting, contracts and other

services as required. We do billions of dollars of business with these “directs™.

3. Im thé event Aon's global distribution does not deliver in excess of 20% growth in
2001, we further agree to an additional 5% relationship dividend.

, this allows RL1 to streamline reinsurance administration, use Aon’s leverage with
markets, create an additional income stream, and get added growth through Aon’s

distribution.

I'll look forward to your review of this offer as soon as possible.

Please extend my thanks to So: a great day. It's always great being with you and 1
look forward to our meeting in July.

Thank you agaifx.
Best regards,
\Q *
[4
\\\
Michael D. O'Halleran
MDO:sg

cc: Dave Kelley

CONFIDENTIAL
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ST o/rlicorp To ny/dicorp@riicorp, GETNERD
03/25/2003 11:03 AM SR o/ Tlicorp@riicorp, (MR ho/ricorp@riicorp
ec
bee

Subject D&O RFP

| talked to Dave Kelley this moming regarding the RFP. His responses were as follows:

1. On the question of brokerage, Dave said that in 2002 Liberty agreed to 10% of net on brokerage.
The other two markets were at 5% of net (about 3% of gross).

Dave said that the treaty has changed in complexion over the last three years - going from a tréaty
that had a real need for an excess of loss to one that is now really a pro-rata treaty.

He acknowledged that brokerage of 2 1/2% is right for a pro-rata treaty. He indicated that AON
would reduce its brokerage to whatever it takes to place the treaty. He mentioned that they would go
lower than 2 1/2% if necessary. | told him it probably would be.

2. Dave disputed that brokerage was a probiem in placing the business this last year. He said
last minute decision was the real reason for the difficult placement, followed by

“ firing of eI, Which effectively took them out as a market.

3. On the expertise question - Dave has committed Ssumilmign (Stanford AON) to be the lead broker
on the account has significant D&O and other professional experience and WP requested thawiian
be more involved. Dave indicated that (aiiee®® would no longer be involved.

4, Dave committed to AON's delivering more business to RLI.

Let's taik about this in the moming. | suggest we talk either right at 8:30 a_m. or around 4:00-4:30 (I am
playing gotf from 9:30 to 3:30).

CONFIDENTIAL
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EPG 7/1/03 Renewal Timeline and Deliverables

Renewal timeline:

Week Of Activity

March 31° Initiate Renewal Exhibit Preparation as of 3/31/03 *

April 11 Renewal submission to AON Re

April 21% Renewal structure finalized including input/alternatives
discussed with AON

April 28" Renewal submission to broker markets including placement
slip

May 20th Remsurance Presentation & Golf Outing — Summit, NJ

May 21%-22™ Underwriting file review — Summit, NJ

May 28" Receive lead market renewal quote

May 29" RLI will update AON regarding lead position

June 9™ Firm order terms in the market

June 23™ Placement complete with bound lines

Augl Covemnote signed by RLI & reinsurers

Oct'1

*See attached of suggested list of renewal exhibits

I & L’s signed by RLI & reinsurers

Audit schedule: . ‘

May 21%- 22nd File review in Summit, NJ
Other dates to be agreed

Expectations for Renewal:

1.

Nk W

oo

Dave Kelley, _ and WEMEMER will be the brokers handling the

account.

$15M 1n limits for all coverages (D &0, E & O, Fiduciary, Crime, Kidnap &
Ransom) Managed Care E & O will be submitted to reinsurers. We will need a
specific strategy for this class of business.

Ceding Commission to follow lead terms (expectation is 32%)

Maintain VQS for excess business.

Evaluate structure for primary business in conjunction with ILF review.
AON to provide assistance with rate change information/presentation.

Full disclosure of brokerage charge. No non-concurrency between markets.
Brokerage to be standard market brokerage. (1.5% - 2.5% of Gross.)

More than 50% of the placement must be in the broker market with
approved/quality security.

AON will endevour to produce $25M in retail premium production for the
product line.

10. AON to secure RLI as the guest speaker at the next National FSG Meeting.

CONFIDENTIAL
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G-31-2081 @927 P.o1/04

AN

Micheel D, O'Hallema
Presidone and Chief Operaclog Offlcer

August 31, 2ooi .

M. A M. ‘
d d

Travelers Travelers

One Tower Square One Tower Squart

Bartford, CT 06183 Hartford, CT 06183 )

Re: Travelers/Aon Relationship Dividend Programt.
Deargggend G

Many thanks for affording your valuable e 1 meet and discuss our Very important
strategic relationship and the issues related thereto in regards to reinsurance and growth’
initiatves. oo ' o '

We are_very pmﬁ 1o have represented you gperation for the past 17 years and wantto
 ensure that the next 17 years are"as mutvally rewarding 2s the past. ’

To achieve those ends, we agreed that aproactive approach to relationship building is
most approprizte. Wehave agrecd that we will call 2 aeeting in the very near funre 1
create a Business Plan together that will focus on growth and profitability. I will work
with (=0 ppto compose 3 teamn of Aon representatives 1.
attend this meeting. T'll await your suggested team as well '

Tn ‘2ddition, SPL will &y and meet with you at the Greenbriet for coffee or drnks.

Finally as promised, we mutually desire a win/win scepario for our rejationship that is
sustainable through hard and soft markets and Creates incentives for both parmers m the
. telationship to achieve the highest professional qualities znd results. '

We are proposing the creation of 2 relztionship dividend program that ties togethex the
performance of our retail busiriess o growth 12rgets peyond the expected year end and
numbers at 2001 which we highlighted on page 2 of the exhibits attached. Flease
recognize that these are mexcly axamples, L.6-, 0,000,000 estimate which will be
adjusted to actual within 90 days of year end to provide the targets o attain 2 minimum
of 20% growth in 2002. '

. Aws Cratee~ 200 B, hMphSm-S:d'ﬂnﬁ-Cﬁﬂ;n.ﬂ.Ml

ok 3123815085  fas 3123ALA130- el Michael_OFallcran@ann.com - STP 00002
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. Please also note we Lave used your, margins frorm ous reinsurenee Etesen‘tﬂﬁonmd of | J"& b Py :

course if they art incorrect, piease advise otherwise. AlsO these margins aI of course _ N 6})‘
across the entire book ——3 not refiectve of pure ‘Aonresults. : N

* The Retail and Rejnsurance margios for:Aon §re fally loaded, i.e-s with a factor ‘for ranoff ‘-'}
cost builtin. : .-

[ suramary, what we are proposing is 2 simple, measusable appi'oa.ch, We-control the

armount of business we show you and you control the acceptance and derwriing tesults
of the book . :

| Ifwe grow the book at 20% or greates, Aon will not have 1© pay arelationship dividend.
However, if we dopot achieve 20% oT great:r“growth we pay as follows:

At 15% 10 19% we agres 1o pay $750,000 . "1710 “¥ QY
- A1 10% to 1a% we agree to pay $1,000,000 Gy, S L e R
At 0 %to 3% we aged to pay 51,500,000
Note: This assumes reinsurance brokera3e of 2pproximately 53,500,000 apmually. adee? A s £
’ - , - . . # ook (.o
AS you can see, the increase in margin and the dedication of our distribution ¥ your o it -7
organization can yield much higher retus than the proposal from out competition.

As importantly, it pms the onus c.:m Aonto putits «noney whete 1t mouth is” oF pay.

. 1realize youwill need to reflect upon this proposal and may have quesdons regarding
pumbers, ete. Please do pot hesitate to call either @Mor1to quéstion any oF all.

T"m really looking forward t0 building this paimershiqi. Thank you for your
consideration. - S .

Regards, '

MJ 119, O Halleran - G af.%-\ 411}!%45 .«:g,-f..t.ﬂ_;,t,. Ry’ Vi
‘ mo:sg | zS"“""“’““m;\‘“’"o"‘é-'w| /}fd‘/wmb_ .
Attachment NIV 4@»~¢f7LZL,thbﬂL¢£7,£14isﬂ}‘Zﬂﬁﬁu.r — 2
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