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“2015 was a good year for PURE and
the future has never looked brighter.”
~ Ross Buchmueller, President & CEO

Premium

Membership

PREMIUMS GREW ORGANICALLY BY

OUR MEMBERSHIP OF SUCCESSFUL
FAMILIES REACHED NEARLY

40%

50,000

Subscriber Savings Accounts

Policyholder Surplus

$4 million

SURPLUS INCREASED BY 23% TO MORE THAN

HAS BEEN CONTRIBUTED TO SUBSCRIBER
SAVINGS ACCOUNTS FOR THE YEAR

$250 million

You can find additional information on these points and others, as well as a complete look at PURE’s 2015
year-end results, later in this report.
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— T h e P U R E Pr i n c i p l e s —

We are deeply committed to hiring, developing, and rewarding exceptionally talented people.
We will create and maintain an environment that allows our team to flourish and to be
recognized. We appreciate all that our team members do for PURE and seek to provide them with
a career that is part of a fulfilling life. In exchange, we ask all employees to uphold these principles.

Practice “Membercentricity.”
Seize every opportunity to create an exceptional
member experience and reinforce an alignment
of interests with the membership.

Use empathy, creativity, and urgency to
be exceptional.
Favor action over unnecessary bureaucracy.
Put yourself in their shoes, asking “How?”
instead of justifying “Why not?” Take risks that
don’t compromise our values or threaten the
enterprise, and learn from mistakes.

Do the right thing.
Never compromise integrity or transparency for
the sake of a shortcut. Make the membership,
your team members, and our partners proud.

Be a team player. The one who is there
when needed the most.
Emphasize collaboration, active listening, and
respectful communication. Be proactive and give
constructive feedback and receive it earnestly.
Work toward the common goal of making our
company the best it can be.

Be obsessed with getting better.
Think big. Invest in yourself to enhance your
expertise and create a better you. Seek out and
advocate ways to create a better company, a
better industry, and a better community.

Have fun.
Bring passion to everything you do. Create joy
for others around you.
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Despite significant losses from unprecedented winter weather and major fires, PURE emerged from 2015 with a stronger
capital position and a “Positive” outlook from the leading financial strength ratings agency. We made changes in our long-term
holding company partners, strengthening our capital flexibility and affirming our independence—something we believe will create
tremendous advantage in the coming years. We continued to grow and diversify. We personally engaged with more members
than ever before, and have maintained an industry-leading member retention rate and a world-class Net Promoter Score.
In short, 2015 was a good year for PURE and the future has never looked brighter.

Major Losses and Another SSA Allocation. The extreme cold and record-setting snowfall that occurred in the first quarter
produced losses arising out of burst pipes and ice dams at a cost nearly twice that of losses stemming from Superstorm Sandy.
Make no mistake: It was exceptionally cold for a sustained period of time—and the New England snowfall was unprecedented.
But my colleagues and I look back on this event with the feeling that there is more we could have done than just pay claims, and
we paid a lot.
With so many members spending winters away, we need to be more proactive in our efforts to help prevent losses in your
unoccupied homes. The technology that can alert you and others when the temperature in your home drops is relatively
inexpensive—and it works. The same is true for the technology that shuts off your water supply at the first sign of a leak.
Other smart home devices allow you to remotely change the temperature setting in your home when the forecast calls for frigid
conditions (on the days when you were smart enough to be in a warmer locale). Together, we can do more to stop the severe
losses caused by burst pipes in unoccupied homes.
2015 also saw a record for the frequency and cost of large fires, including major losses caused by faulty electronics, for which
we are working hard to receive significant subrogation. These tragic events led us to invest more of our time learning ways we
can help our membership recover from traumatic loss and return to normalcy more quickly. We are grateful for Dr. Steven M.
Southwick, Professor of Psychiatry, Post-Traumatic Stress Disorder, and Resilience at Yale Medical School, for his work with our
team to educate us on post-traumatic stress and the keys to strengthening human resiliency.
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In the end, we still saw enough gains from operations to make an allocation of $4 million to Subscriber Savings Accounts (SSAs).

Continued Growth and Diversification. We grew premiums by 40% in 2015, as we have in every year since our inception.
We know that streak will come to an end someday, but we are not ready to predict when that will be. Even using a very narrow
definition of “successful families,” we estimate the high net worth insurance market in the U.S. to be approximately $15 billion
in annual premiums. Some of our competitors suggest it is even larger. Regardless, the headroom for PURE is significant, and
we are confident that we offer the best combination of coverage, service, and overall value. We intend to carefully scale PURE
year after year with the goal of being the undisputed leader in our category. At the recent Family Wealth Report Awards, an
independent judging panel from the wealth management industry already affirmed our position as the best high net worth insurer
for 2016.
We continue to maintain important relations with a select group of the best independent insurance brokers in the country. We
believe this channel represents an extraordinary value for all stakeholders. We get access to a hand-picked sales and service
channel that has deep experience in our category, and strong roots in their communities. Our membership can work closely with
trusted partners who have access to other companies should any members’ needs change or should they feel that PURE is not
living up to their expectations. Naturally, independent brokers can offer PURE to their other clients if other companies don’t keep
up with client demands. We ask all of our employees to practice “Membercentricity,” but we never lose sight of the great work
that the best brokers do, and we have a deep respect for them.

Consolidation, Recapitalization, and Alignment of Interests . Last year, I wrote about the decision that Fireman’s Fund
made to sell the renewal rights to their policies for high net worth families. In 2015, another competitor, the Chubb Corporation,
agreed to sell their entire company. As your friends bemoan the pains they may be experiencing as the acquirer tries to digest
all these transactions, we hope you’ll recommend PURE—at least to your most responsible friends.
We also reached a fork in the road in 2015, and the path we took is great for all parties.
As we outline every year, and as illustrated on page 32 of this report, our structure includes the policyholder-owned exchange
(PURE) and the for-profit management company (Attorney-in-Fact), as well as a pooled stock company that provides additional
capital and capital flexibility. Our model is so appealing because policyholders get extraordinary service at lower prices with the
promise of SSA allocations, while investors in our holding company get the predictable fee income of the management company.
The pooled stock company adds to the mix by providing more financial strength and reinforcing the alignment of interest (if we
allow bad business into the pool, we have to “eat our own cooking”).
Large insurers are looking for ways to grow, especially in specialist areas, such as high net worth. The holding company for
PURE is considered particularly attractive as an acquisition target given our model, our track record, and the consolidation in
our niche. We have elected to remain independent, reinforce our culture, and focus on our plans to create market leadership.
To do so, we renewed our partnership with one investor and welcomed two new ones. Stone Point Capital (manager of the
Trident Funds) remains our majority investor, and we were thrilled to welcome Kohlberg Kravis Roberts (KKR) to the family as an
important investor. Finally, at the end of 2015, XL Catlin bought a single-digit percentage of our holding company in return for
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their commitment to provide capital (surplus notes) at highly attractive terms for PURE. This is a terrific transaction for PURE that
creates valuable capital flexibility, as we can draw upon this capital at just about any time in the future, including, if ever needed,
after a major catastrophe.
A.M. Best, the leading rating agency, affirmed the PURE Group’s Financial Strength Rating of A- (Excellent), improved the outlook
on our rating to “Positive,” and moved us up a notch on their rankings for the size of insurance groups.
In the end, we move forward with world-class partners, more capital, more capital flexibility, and the ability to maintain our
independence as the rest of the world consolidates.

Culture, Service, and Engagement. In 2015, we estimate that we personally met with more than 8,000 members in their
homes for PURE360TM Risk Management Consultations, connected with around 15,000 members during a claim, reached out
to more than 39,000 members through the PURE Situation Room™, received more than 20,000 calls into Member Advocates®
and engaged with more than 3,000 members at various social, educational, or philanthropic events in your communities. We
very much appreciate the chance to get to know you and understand your needs even better.
Our purpose is to make you smarter, safer, and more resilient, so you can pursue your passions with greater confidence. We
can measure our progress based, in part, on whether you and others choose to renew each year, as well as whether you are
compelled to act as an ambassador for PURE. I’m pleased that our annual member retention rate continues to be exceptional
at 96% and that our Net Promoter Score® improved again to 66, a world-class result. I am appreciative of all of the feedback
(positive and critical) that you share during the annual survey. You make us a better company.
In 2015, we were recognized as having a Top Corporate Culture from Culture IQ and Entrepreneur Magazine, among many other
awards. We were also proud that our teams were increasingly active in their communities, and individual team members received
important recognition during the year. Some of those stories are shared in this report. I hope you’ll enjoy learning more about
the people who work so hard in the service of our membership.
Our team of more than 400 professionals combine great talents with passion, empathy, and engagement. They take great pride
in doing great work. I’m sure you see that when you have a claim, but there are hundreds of others in the Risk Management,
Member Services, Underwriting, Technology, Legal & Compliance, Sales & Marketing, Product Management, Finance, and
Human Resources departments who care about you and this company in the same way.
On behalf of the entire PURE team, I thank you for your continued commitment to this extraordinary company.
Sincerely,

Ross Buchmueller, President & CEO
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When a company grows at the rate that PURE has grown, massive change seems inevitable. But for the PURE Subscribers’
Advisory Committee (SAC), our effectiveness has been influenced in no small part by the consistency and stability provided by the
leadership of Bill Wilson. Bill has served on the SAC since the company’s inception nearly a decade ago, and he’s served as its
Chairman for the past eight years. I’m honored to succeed Bill in this role and welcome his continued enthusiastic participation.
Over the past 25 years, I’ve had the opportunity to be part of a movement in the wealth management world towards greater
transparency, the reduction or elimination of conflicts, and an emphasis on the alignment of interests between consumers and the
firms that serve them. The insurance industry has been woefully late to recognize this shift in client demand, but I’m very proud
to be associated with PURE as they implicitly understand this demand shift and have built a company premised on an alignment
of interests with our members.
I want to affirm the role of the SAC and offer some thoughts on how we can make PURE even better in the future:

• Strengthen Alignment with the Attorney-in-Fact (AIF). We meet with the management team at least quarterly to
understand their strategies and priorities. We effectively serve as an Audit Committee to ensure the results truly are as they
have been presented. There may be limits to what an Advisory Committee like ours can do, but we have not been given
any restrictions by Ross and his team. We meet regularly with the outside investors of the AIF (Stone Point Capital, KKR,
and XL Catlin) to make sure our expectations for a “service first” culture match with their expectations of potential returns. I
can report that the philosophical alignment between investors, management, and membership is strong.

• Help Fuel Member Engagement. PURE is our company! If we are delighted with the service we experience, we should
invite our most successful, most responsible friends, colleagues, and family members to join PURE. As a committee, we
explore strategies with the AIF to harness the full enthusiasm of the PURE membership to responsibly grow this great
company. This starts by each member of the Committee acting as an exemplar in this regard.

• Enhance the Member Experience. In addition to proposing our own ideas for ways to create an even better experience for
PURE members, we weigh in on ideas presented to us
by the management team.
I hope you will join me in thanking Bill and all of the members
of the SAC for their guidance and leadership. We welcome
your input and will continue to work hard to contribute to
making this great company even better.
Sincerely,

James H. McLaughlin, Chairman,
Subscribers’ Advisory Committee

PURE’s Subscribers’ Advisory Committee. From left: James McLaughlin, William W. Wilson III,
Ross Buchmueller, Joey Cummings, Richard Jacobs, and Doug Fields. For additional information
and bios, visit pureinsurance.com/sac. To contact the SAC, email sac@pureinsurance.com.
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A Testament to Our Commitment to Charge Fair and Adequate Premiums
One of the toughest parts of running an insurance company is setting premiums. We won’t know the “cost of goods sold” until months
or years after we accept a member, and our results are dependent upon weather patterns, gas prices, court cases, new regulations and
other unpredictable factors. As our team of actuaries and product management professionals evaluate changes to the design of our
products or the actual rates we charge, here are some principles we ask them to follow:

1

We will price to achieve long-term sustainability, not to maximize profit.

2

We will seek to match the price we charge to the risk of loss we bear for our members.

3

We will never charge a new member less than we charge a renewing member with the
same risk characteristics.

On average, members have saved over 20% when switching to PURE. Our model should always allow us to continue
to offer highly competitive rates while allocating operating gains to Subscriber Savings Accounts. If the rates appear
adequate to cover all of our expenses, projected loss costs and cost of reinsurance, we should not be concerned if they
are lower than our competitors.

We will use data and analytics to better understand the various risks and work to reduce subsidization amongst members.
Those who deserve a lower rate should receive one, while those who present a greater likelihood of loss should pay more
to reflect the increased risk to PURE.

If we ever have to raise rates significantly, we will ask regulators to allow us to immediately increase rates for new members
and phase in the increase over time for existing members whenever possible. We must remember that loyalty is rewarded
at PURE, as members cease to pay surplus contributions at their fifth renewal (typically saving more than $700 each year
thereafter). Regardless of their popularity in our industry, we will not use special incentives that offer new members a lower
price than an existing member.

4

We aim to reduce pricing volatility.

5

We will be transparent with members regarding changes to their premium.

6

We will carefully select members, underwriting only those individuals who display a
track record of responsibility.

By regularly adjusting rates to keep up with loss trends, including the cost of building materials, labor, health care, automobile
repairs, and other drivers of claims costs, we can reduce the likelihood of sharp rate increases.

Members value transparency. Premium calculations can be complicated, but we should clearly outline the factors
contributing to a change in premium. When an increase does occur, we should offer members and their brokers guidance
on ways they can help reduce the cost of their insurance.

We are going to stick with our expertise to serve the most responsible and successful individuals and
families. If we do not think that we can charge an adequate premium for a prospective (or current)
member, we should simply not offer coverage rather than risk driving up the cost for everyone else.
This discipline is critical in helping to keep premiums low for the whole membership.
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CLAIM ACTIVITY AMONG
THE PURE MEMBERSHIP
5+ CLAIMS
4 CLAIMS

PURE members are bonded by responsibility and a track record
of caring for their homes and possessions. In fact, more than half
of the membership has never experienced a claim with PURE.
However, by those who have, we are often asked, “How is this
going to impact my premium?”
Statistical analysis demonstrates that certain claims, such as atfault automobile accidents and water damage, are predictive of
future claims. If you suffer a claim of this type, you may see an
increase in premium (called a surcharge) to reflect the likelihood
of future claims, not because PURE is trying to recoup the claim
payment.

3 CLAIMS

2 CLAIMS

The surcharge will vary, sometimes significantly, based on many
factors (cause of claim, policy line, state regulatory requirements,
and unique member profile, to name a few), and it may remain on
the policy for 3-5 years.

0 CLAIMS
1 CLAIM

A claim may also influence the retention of policy discounts,
which could impact rate. One such example is the removal of
an incident-free credit following the first automobile accident or
other chargeable violation. Further, a claim on one policy may impact the premium on another policy. If you have an
at-fault automobile accident, you may be surcharged on your Personal Excess Liability policy. Again, these claim
types are predictive of future loss—not PURE’s attempt to recoup the claim payment.
While PURE is highly selective in our underwriting process, claims do occur—whether the result of catastrophic
weather, negligence, or just bad luck. And PURE is in business to help you at these times.
If you are among the majority of members who have never experienced a claim with PURE, you are benefitting with
highly competitive rates. Should you have to submit a claim at some point, if it qualifies for a surcharge, it will likely
be modest. However, subsequent claims may result in higher surcharges. This methodology allows us to maintain
highly competitive rates for our claim-free members.
The following examples are intended to help illustrate how various types of claims can impact insurance premium.*
While these are actual examples of the impact of the first claim on a member’s home and automobile rate—as stated
earlier—the impact of a claim varies based on many factors so your experience may differ.

{ HOMEOWNERS }

{ AUTOMOBILE }

IMPACT OF FIRST CLAIM

IMPACT OF FIRST CLAIM

STATE

If caused
by fire

If caused
by water

If caused by
hurricane

Not-at-fault

At-fault

Glass claim

TEXAS

+5.3%

+9.5%

0%

0%

+4.1%

0%

NEW YORK

+5.3%

+10.5%

+5.3%

0%

0%

0%

FLORIDA

+2.8%

+2.8%

0%

<+1%

+3.9%

0%

The homes in this example have a replacement
cost of $3,200,000 and a deductible of $10,000.

In this example, all have 4 drivers (2 are
teenagers), 3 vehicles of similar kind and a
deductible of $1,000.

Contact your independent insurance broker for additional information about the impact of claims on your
premium.
*

Insurance rates and the impact of claims vary by state and by the unique risk characteristics of the member.
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“I couldn’t have been more pleased with PURE’s punctuality and professionalism. From start to finish, they
could not have been more accommodating to my needs. The way PURE treated me is something I won’t forget.”
— Brian Lash, PURE member since 2014.

The insurance industry uses the term ‘catastrophe’ to
describe events like major hurricanes, wildfires, and floods
—all of which are known to cause significant, widespread
loss. Winter weather is not typically thought of in the same
regard, but in 2015 it was the greatest source of claims
among the PURE membership. Between late January and
March, we saw record-setting conditions in much of the
Northeast. New England was hit particularly hard; snowfall
totals were in excess of 100 inches, and there was a stretch
of more than 35 consecutive days in which the temperature
sat below 40 degrees.
In the end, PURE members experienced claims totaling
more than $57 million as a result of these unprecedented
conditions—the majority of which were due to ice dams
and frozen pipes. For perspective, claims resulting from
Superstorm Sandy totaled around $30 million for PURE.
Among the PURE members impacted by winter weather in
2015 was Brian Lash. His 1917-built grand English Tudorstyle home, The Timbers, was designed by renowned
architect John Russell Pope, whose other works include
the Jefferson Memorial and the National Gallery of Art. The
impeccably maintained Rhode Island home still boasts many
of its original architectural details, including stunning timber
beams, for which the home was named, that line the ceilings
throughout.

On the morning of February 17, Brian received a distressing
phone call from his sister-in-law who was staying at the
property while he was out of town. Overnight, four pipes had
burst in two separate bathrooms causing extensive damage
on multiple levels of the home. To make matters worse, an
ice dam above a third floor bedroom allowed additional
moisture to enter.
Historic elements of the home, custom furnishings, and
many of the Lash’s personal items were badly damaged.
“The damage was considerable. Everything in the two
bathrooms was beyond repair, and the kitchen was
particularly bad. Water had run through the ceiling and
down to the floor damaging nearly everything in its path:
our custom counters and cabinetry, rare Italian floor tiles,
and appliances,” said Brian. “Also lost were one-of-a-kind
rugs, but what was most upsetting was the damage done to
the timber ceiling beams. I just assumed they were beyond
repair.”
PURE’s Claims Adjuster, Paula Smith, quickly reached out to
Brian to offer assistance.
“I could not believe how quickly PURE responded,” said
Brian. “She said, we’re going to take care of you, Mr. Lash,
and then she offered to rent me another home while repairs
were being made to mine. After a bad experience with
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Meanwhile, contractors immediately began the three month project of restoring the home to its previous state. They even
managed to restore the namesake timber beams.

Advice to Reduce the Risk of a Winter Weather Loss
Based on our considerable claims handling experience, we’ve formulated the following insights and advice to
help you become more proactive about winter weather protection.

Unoccupied homes are at a heightened risk when it comes to winter weather damage. Particularly

problematic is the occurrence of burst pipes when a home is unoccupied; unless protective measures are
taken, the end result is usually devastating. To help mitigate the risk:

• Install a whole-house automatic water shut-off device with a central station alarm. This system
monitors the flow of water in your home’s plumbing. If a leak is detected, it will automatically shut off your
home’s water supply and notify you and your alarm company before serious damage occurs.

• Maintain the temperature at or above 65 degrees during periods of extreme cold. As several members
painfully learned in 2015, maintaining heat in the 50s while you’re away during extreme cold snaps may not
be enough to prevent pipes from freezing and bursting. However, maintaining a temperature of 65 degrees
is not economically practical in all situations, and it may even be unnecessary for homes in areas that
don’t typically see freezing temperatures. A great alternative is to install a network-connected (or smart)
thermostat which will allow you to remotely monitor and adjust the temperature in your home in response
to changing outdoor conditions—greatly reducing the risk of burst pipes, as well as unnecessary spending
on energy bills.

• Enlist the help of a caretaker to check in on your property daily. Had Mr. Lash not taken this precaution,
the damage would have been far more severe.

• Insulate pipes in unheated areas of your home, such as the attic, basement, exterior walls, and even
within cabinets where heat can’t easily reach. Uninsulated or under-insulated pipes are vulnerable to
freezing when the temperatures drop. Foam-rubber pipe insulation or self-regulating heat tape can reduce
that risk. A plumber or a PURE Risk Manager can help to determine if your pipes are at risk.

The age and material of your roof play a major role in how your home will fare during a severe weather
event, whether that’s significant snowfall, wildfire, hail, or windstorm. A modern, well-designed roof will
provide the best protection. To help protect against ice damming, take these additional precautions:

• Have your roof professionally inspected annually. A roofing professional can identify and fix weak spots
before they turn into issues.

• Remove snow accumulation from your roof. Constant fluctuation between freezing and warming
temperatures, along with the accumulation of snow on a roof, will greatly increase the chances of developing
an ice dam. After a considerable snowfall, hire a professional to rake the excess snow off your roof.

• Install heated cables to gutters and downspouts. This will help to melt ice that would otherwise block
snow melt from draining properly.

• Have a contractor inspect the insulation in the attic to avoid heat loss. If you have the opportunity to
re-insulate your attic, use spray foam as it’s often more effective.

For additional information or assistance protecting your home from winter weather, contact a PURE Member Advocate® at
memberadvocate@pureinsurance.com or 888.813.PURE (7873).
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“We took precautions. We followed defensible space guidelines. Our home was on a lake. All of the structures on our
property were surrounded by gravel and sand. We regularly had professionals thin all of the trees on our property. The
fire brigade actually called us ‘the poster children for fire prevention.’ We thought we were safe, but nothing could
stop this fire.” — Patricia Hale and Robert Viggers, PURE members since 2015.

When someone loses everything in a traumatic event, it is
often easier to sympathize with him or her for their loss than
it is to stand in their shoes and comprehend the full extent of
their emotions. At PURE, we expect all of our colleagues to
demonstrate empathy. We select new employees based, in
part, on a test of their emotional intelligence, which includes,
among other things, the ability to be empathetic. We even
hire specialists to train our people to further develop their
empathy.
The State of Washington was hit severely in 2015, with more
than 1,500 individual wildfires reported in just a few short
months. By August the area had been declared a federal
state of emergency. Under those conditions, even the most
protected home was at risk.
PURE members Patricia Hale and Robert Viggers were one of
120 families who lost their homes in the Okanagan Complex
fire, the largest wildfire ever recorded in Washington.
On August 18, 2015, the massive wildfire jumped over the
lake that partially surrounded the property where the Viggers
planned to spend their retirement, nearly leveling it. Over the
33 years that preceded, Pat and Bob spent much of their time
building this property into the beloved family compound it had
become. Now 9 of their 13 structures, including their main
home, were destroyed. The fire was so intense that it turned
concrete into dust and melted metal into pools.

“We were devastated by the loss. To us, it wasn’t just a home.
It was such a special place. We had put decades of our life
into building and expanding it. The newest structure was
actually built out of trees from our own forest—trees that Bob
and I peeled ourselves,” said Pat.
When the Viggers evacuated, they had nothing but the
clothes on their backs. The fire was spreading aggressively
and quickly forced evacuations from all neighboring towns,
which included the few hotels and shops in this very rural
area. “We had nothing and nowhere to go. It was one of the
sickest feelings of my life. We got in our car and just started
driving away from the fire; we arrived at a hotel several hours
later,” said Bob.
Then, the Viggers received something they never expected
from their insurance company—a care package. “PURE sent
us an iPad so we could stay connected with them and our
families, duffle bags, toiletry items, tissues, chocolates, lip
gloss, and more—everything we needed at that moment.
Then our PURE Member Advocate® Joan Smith, called me
to ask my size and my favorite brands so that she could buy
clothes for me,” said Pat.
When the Viggers were finally allowed to return to their
property nearly two weeks later, Joan along with their Claims
Adjuster, Shawn Roessler, were by their side. “They literally

THE 2015 REPORT TO MEMBERS

15
“As time went on, PURE continued to impress us. People were actually asking us how we could be so positive given what
had happened, and it was because Joan, Shawn, and [our insurance broker] Taw Jackson of Wells Fargo were taking such
great care of us. Having the financial and emotional support of PURE removed a lot of the trauma from the situation,” said Pat.

Reduce Your Risk to Wildfire Damage
The first step in wildfire mitigation is creating and maintaining defensible space around your home’s perimeter.
This is a critical tactic in slowing or stopping the spread of wildfire; it will also help to prevent spot fires caused
by flying embers. This does not mean you have to forgo a beautifully landscaped yard. Defensible space is
about strategically clearing and placing vegetation to produce a buffer between your home or other structures
on your property and the grass, trees, shrubs or any wildland area that surrounds it. To learn more about
defensible space, visit puresituationroom.com.
As an added layer of protection, PURE members in wildfire-prone areas may enroll in our Wildfire Mitigation
Program. The program includes pre-fire and emergency response services intended to reduce, or even
prevent, loss from wildfire. If you live in a wildfire-prone area and have not yet enrolled in this service, visit
pureinsurance.com/wildfire.

DEFENSIBLE SPACE

Creating effective defensible space involves developing a series of zones in which different preventative techniques are used. Create and maintain
defensible space around each building on your property, including detached garages, storage buildings, barns and other structures.

SEPARATE TREES

PLANT TREES
30+ FT AWAY
FROM HOME

ZONE 1

ZONE 2

ZONE 1

ZONE 2

ZONE 3

0-5 FT FROM HOME

5-30 FT FROM HOME

30-100+ FT FROM HOME

• To prevent flames from making contact with your

• To reduce amount of radiant heat that comes in

home, or other structures on your property:
• Maintain plants and regularly clear leaves/debris at
base of exterior walls, fences, near or underneath
decks, and in gutters or on roofs.
• Remove pine needles (have tendency to gather in
roof valleys)
• Incorporate fire-safe landscaping by selecting:
• Noncombustible mulches, including rock/gravel
• Low-growing plants with high moisture content

contact with your home:
• Ensure canopy of mature trees is beyond 30 feet of
your home
• Maintain 30 ft of separation between mature trees to
prevent fires from traveling horizontally
• Remove combustible structures/objects including wood
piles, trellises, fences, fuels and gases, dead or dying
vegetation and small wood structures (rocking chairs,
picnic tables, play structures, etc.)

ZONE 3

• Thin and separate trees to prevent crown fire from
traveling from one tree to the next

• Regularly prune trees to reduce ladder fuels (which
allow fires to climb to upper portion of a tree)

• Remove dead plant materials and tree branches

For additional information or assistance protecting your home from wildfires, contact a PURE Member Advocate® at
memberadvocate@pureinsurance.com or 888.813.PURE (7873).
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held our hands. It was such an emotional day and they were so empathetic to us. They made us feel like everything would be
ok. I just remember feeling thankful for PURE in that moment,” said Pat.
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“Good morning, Leslie. In light of an investment that I’m finalizing, I need you to wire $150,000 from the cash
reserves in our primary brokerage account to United Industries. The wire instructions are attached.”
Leslie, the personal assistant for a highly successful entrepreneur, didn’t find anything unusual about this email request
from her employer—not until she received a second, similar request within a week of processing the wire.

“Leslie, we’ll need to move another $90,000 to United Industries. Please process accordingly using the same instructions.”
Although this email, like the one prior, was sent from her employer’s personal email account and included his customary
signature and private details of his personal account, something seemed off, prompting Leslie to pick up the phone. As
it turned out, her employer hadn’t made either request.
Though some of the details have been changed, this is an actual example of a spear phishing attack that resulted in a
significant financial loss for this individual. This tactic is increasingly being used by cybercriminals to reach high-level
executives and other wealthy individuals.

The High Net Worth Face a Greater Risk When it Comes to Cyber Threat
The overwhelmingly prevalent motive for attacks remains financial gain for the thieves. Your wealth and the complexity of
your lifestyle make you a very appealing target. While you may fully trust the individuals whom you employ to help care
for your children, manage your finances, maintain your homes, automobiles, collections and so on, each one creates a
potential vulnerability and increases the attack surface for a thief to focus on. Your employee may not have malicious
intent, but he or she may be the unknowing entryway into your network.
As connectivity spreads into every corner of your personal and professional life, it becomes more and more critical for
you to take precautions to protect yourself against the ever-evolving threat of cyber attack. To help in this effort, PURE
has taken a number of steps:

• We introduced CyberSafe Solutions SM, a unique collection of services designed to make it easier to assess, prevent,
detect and respond to cyber risks. Among the services available are:

◦ ◦ Cyber Advice Line

Cyber Risk specialists are available to assist PURE members with specific questions or concerns. Call 855.573.
PURE (7873) between 9 a.m.—8 p.m. EST, Monday through Friday for assistance.

◦ ◦ 10-Point CyberSafe Fundamentals Check

This assessment is designed to help identify and mitigate major vulnerabilities in your home network, devices, and
online activities. It’s now part of our PURE360 ™ Risk Management Consultation and is available through the Cyber
Advice Line.

◦ ◦ Identity Restoration

For members who are the victim of identity theft, PURE will arrange for and cover the costs of restoring your
identity. Our identity theft restoration partner will take on many of the administrative burdens associated with the
process, including canceling and replacing credit cards, driver’s licenses, Social Security cards, insurance cards,
and more. We will even cover the costs of identity monitoring for two years following the incident to help prevent
it from happening again.

◦ ◦ World-Class Services Provided by Concentric Advisors™

Through Concentric Advisors, innovators in the field of personal security, members have access to custom
fee-based solutions designed to address evolving cyber threats to your family, home network, devices, social
profile, and more.
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cyber, as a way of sharing both expert information on the risks, and advice to help protect against them. Included
in the website is our whitepaper, CyberSmart: Understanding And Managing Cyber Threats To High Net Worth
Individuals.

UNDERSTANDING THE
MAJOR THREATS, CONT’D

INTRODUCTION

Today, thanks to mobile broadband, children in developing countries have more
data at their fingertips than the President of the United States had access to 30
years ago. It’s estimated that by 2017, nearly 70% of the world’s population will
have mobile broadband subscriptions and by 2020, the number of networked
devices will outnumber people six to one.i

LAYERS OF PROTECTION

Good cyber security is about layers of protection. If every layer isn’t protected, nothing is secure.

BANK
SITE

LAYER 3
Digital Certificates
Privacy Settings
Multifactor Authentication
Strong Passwords & Practices

SOCIAL
MEDIA

ONLINE
SHOPPING

Data

While this evolution of the “information age” creates tremendous advantages and
helps accelerate innovation, it brings with it new risks. Anthem, Home Depot,
Neiman Marcus, Sony Pictures, JPMorgan Chase, Target and most recently, the
U.S. Government, are just some of the household names who have had their
customer and employee data exposed by hackers. These attacks have set industry
and individuals on edge and have brought cyber crime into the mainstream.
While corporate attacks get most of the media attention, we must not forget
that individuals—especially the high net worth—need to be vigilant about cyber
security. The potential value of a high net worth victim to a cyber criminal and the
uniquely complex lives of the high net worth, place them at higher risk of cyber
crime. Trusted employees or third parties help care for their children, manage their
finances, maintain their homes, automobiles and valuable collections, and more.
Each of these connections creates potential for exposure and increases the attack
surface for a cyber adversary to focus on. The trusted third party may not have
malicious intent, but they may be the unknowing entryway into the individual’s
network or personal data.
The good news is that you can protect yourself against cyber risks. This paper
touches on the key threats to the high net worth and provides advice to help reduce
the associated risks. For additional information, visit our Cyber Knowledge Center
at puresituationroom.com/cyber. PURE members may also call our cyber advice
line at 855.573.PURE (7873) for more personalized assistance.

Chief Executive Magazine, February 25, 2015

A recent Personal Risk Index, produced in collaboration with Chief Executive
magazine, revealed that the majority of CEO respondents view cyber risks as their
greatest personal risk, rating it higher on their list of concerns than natural disasters
and home invasions, among others. Further, of all the risks presented, respondents
felt least comfortable with their ability to protect themselves and their families from
cyber risks that threaten their privacy, data and wealth.ii

47%
of adults in
the U.S. had
personal info
exposed by
hackers

THE INTERNET OF THINGS (IoT)

Public and open Wi-Fi hotspots (those that are available in hotels, cafes, airports,
etc.) are inherently unsecure, even the ones that require a password to access.
Hackers can easily infiltrate these networks and gain access to your activities and
communications.

An evolving area of risk lies in physical objects we own that are connected to the
internet. We rely on these devices to help automate our homes (creating ‘smart
homes’) and our lives. Smart thermostats, webcams, network connected cars,
even “wearables,” among many other devices (collectively referred to as IoT), add a
new layer of exposure. These now serve as another potential entry point by which
an attacker can gain access to your network. This is a relatively new concept and
the full scope of the risk is yet to be seen.

Hackers are targeting hotel Wi-Fi networks to access high net worth
individuals.xii Researchers have discovered a vulnerability in routers
belonging to eight of the world’s top ten hotel chains. At least 277 routers in
29 countries are believed to have been impacted. Of these, more than 100
were at locations in the U.S. Through the router, the attacker was able to
install a very sophisticated keystroke logger on guests’ computers. Despite
the sophistication of the keystroke logger tool, this attack still relied on an
unsuspecting individual clicking a phishing link (spoof Adobe pop-up and
download prompt) to install the tool locally.xiii

The number of fraudulent transactions and resulting loss of personal wealth is on
the rise. In 2014...

432M

THE INTERNET

PUBLIC NETWORKS

EXAMPLE: InnGate Router Exploit

accounts
were hacked
as a result iii

Data

LAYER 2

Secure Router Settings
Secure Wi-fi (SSID; WPA2)
Strong Passwords & Practices
Intrusion Detection Monitoring

VPN ENCRYPT
TOOL

UPnP

MODEM
UPnP

LAYER 1
Multifactor Authentication
Antivirus
Network Scans
Segmented Network
SW Updates / Patches
Remote Wipe
Whole Disk Encryption • • •
Strong Passwords & Practices
Patch

º

REMOTE
CONNECTION

HOME NETWORK
GUEST NETWORK
For Guest Devices

Cyber security is the body of technologies, processes and practices designed to protect networks, computers, programs and data from attack, damage or
unauthorized access.
An attack surface is the total sum of vulnerabilities in a given computing device or network that are accessible to a hacker.

PERSONAL NETWORK
For Personal Devices
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• We continue to invest our time in helping our members, and those who serve them, become smarter about cyber risk.

Martin Hartley, COO of The PURE Group, together with Roderick Jones,
CEO of Concentric Advisors, presented on the risks and solutions to a
group of PURE members, independent insurance brokers, and financial
advisors in November 2015.

Ross Buchmueller, President and CEO of The PURE Group, shares the
solutions available to help individuals protect themselves against breaches
in a CEO roundtable discussion held in partnership with Chief Executive
magazine in July 2015.

Reduce Your Risk to Spear Phishing Attacks
As shown on the previous page, cybercriminals follow the path of least resistance. The easiest way for them
to gain access to your data is usually by tricking someone into handing over the keys and not by way of a
clever piece of code. For this reason, it’s critical that the individuals and organizations who are trusted with
access to your network and personal information follow protocols set by you. For example, for those who
may be involved in money transfers:
Require oral confirmation, which should include a code word or phrase in order for the transfer to
process.
Set up a separate, hard-to-identify email address used solely for your financial accounts.
Ask your financial institution what their policy is regarding stolen funds. All institutions have their own
policies in place for this. If you are not satisfied with their response, consider another institution.
Request that additional layers of security, such as multifactor authentication, be required on your
account prior to any transactions.

For additional advice and specific steps you should take to help reduce your risk to cyber attacks, visit PURE’s Cyber
Knowledge Center at puresituationroom.com/cyber.
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INSPIRING MEMBER ADVOCACY IN ACTION
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We’re committed to creating an exceptional member experience, one that fosters high retention and word-ofmouth referrals that fuel PURE’s growth. As you can imagine, we’re humbled and inspired when members like
these go above and beyond to support PURE.

Martin & Cindy Galbut, Arizona
The expansive art collection displayed throughout Martin and Cindy
Galbut’s home reflects the couple’s passion for collecting. So when
two prized pieces toppled over and broke, they were very upset.
Having only switched to PURE two months prior, they were unsure
of what type of claim experience to expect. In the end, PURE’s fast

and thorough service delighted the couple—so much that they wanted
to introduce their friends and family members to PURE. To do so,
the Galbuts opened up their home for an art event hosted by PURE.
“We want those who we care about to benefit in the same way we
did,” said Martin. “The
service we received was just exceptional; it is the way you would hope to
be treated, and it’s the same way I treat my own clients.”
Cindy and Martin Galbut, PURE members since 2014.

The event showcased the Galbut’s art collection, as well as Martin’s personal
paintings—a hobby of his for more than 20 years. Also in attendance was
Martin’s artistic mentor, Wei Tai, and San Francisco-based frame carver,
Peter Werkhoven, who both put on a live demonstration for attendees
during the event.
“Having an event at our home seemed like a unique way to make the introduction
—after all our home and our collection are the reason we have PURE,” he
added.

Martin Galbut presents PURE employees with a finished painting by
Wei Tai (front right) and custom gilded frame by Peter Werkhoven (front
left) as a gesture of gratitude at the event.

Manny Sanchez & Pat Pulido Sanchez, Illinois
When Manny Sanchez, an Illinois-based lawyer, learned that PURE was designed
specifically for high net worth individuals, he decided to get a quote and subsequently
became a member. “I was immediately impressed by the selectivity of the underwriting
process and the actions PURE took to help me become safer,” said Manny. “They
sent a Risk Manager out to inspect my home. And not only did he inspect it, he offered
advice for ways to prevent damage from ever happening. That really resonated with
me.”

Manny was so impressed that he wanted to share his experience with his fellow
lawyers. During a law organization event, he stood up in front of more than
1,000 of his peers to advocate for PURE.
“I wanted my fellow Harmonie Group members to know that PURE Insurance is
something they ought to explore,” said Manny. “I often say PURE is one of the
best kept secrets. It makes economic sense and, although I’ve been lucky enough to never have a claim, it’s nice to
know I have a company like PURE standing behind me if something were to happen.”
Pat Pulido Sanchez and Manny Sanchez,
PURE members since 2013.
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When the Simons received a call at 4:00 a.m. from their alarm company
alerting them to a fire in their Vermont ski home, hours away from where
they currently were in Connecticut, they felt helpless. Their first thoughts
were of the memories made in the home over the past 35 years, and of
the irreplaceable mementos from their children’s youth that would now be
lost forever. After the news set in, they called their insurance broker who
called PURE. “Moments after speaking with my broker, I received a call
from someone at PURE. From that moment on, we were just delighted
by the level of service we received from everyone at PURE. It was so
unexpected,” said Dr. Simon, a dentist in Connecticut.
Donna and Jerry Simon, PURE members since 2015.

Dr. Simon was so delighted by his experience that he felt compelled to share
his story with his peers, and he did so in an email to nearly 1,500 of his fellow dentists. “This is sort of like when we do
a good job for our patients and they refer us just because they appreciate what we did,” Dr. Simon wrote in his email.

MORE STORIES OF PURE ADVOCACY:

Denny and Karen Larabee, PURE members since 2008.

Rachel Schrepferman, PURE member since 2013,
with her insurance broker Callie Wall of Sterling G.
Thompson Insurance Co.

Ken and Sallie Dowd, PURE members since 2010.

Denny & Karen Larabee,
South Carolina

Rachel Schrepferman,
Kentucky

Ken & Sallie Dowd,
South Carolina

“PURE isn’t your typical
insurance company;
membership means more
than a piece of paper with
a policy number on it,” said
Denny Larabee. “Like all
members, I’m part of the
reciprocal exchange, so I care
how it does. To help grow
the business, I tell everyone
who might qualify about this
insurance company that is
unlike any other.”

“It’s a brilliant model. Everyone
is going to take these extra
precautions to prevent loss,”
said Rachel. “Insurance is not
something you typically get
excited about — but in the
case of PURE, I’m excited
and I tell that to everyone
in my circle of friends and
my community. It feels like
more than just insurance,
and I’m thankful to Callie for
introducing me to it.”

“It’s the personal engagement
with the membership that really
differentiates PURE,” said
Ken Dowd, who organized a
PURE Member/Guest event
in his local South Carolina
community. “What people
took away from the event was
that it’s not just about PURE’s
competitive pricing. It’s about
their claims handling, the
quality of their underwriting,
and their responsiveness,
which is unbelievable and
complete.”

If you would like our help sharing your “PURE story” in your community, contact Bobby Collins, SVP, PURE Member
Engagement, at 843.469.0786 or bcollins@pureinsurance.com.
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PURE’s Hawaii team joins some representatives from John H. Connors Insurance Agency for a photo. Front row: Brandi Willett, Account Manager
at John H. Connors; Mariah Williams, Sales and Marketing Manager at PURE; Helen Noh, Risk Manager at PURE; Kari Yang, Personal Lines
Account Manager at John H. Connors.
Back Row: Robin Campaniano, Senior Advisor to PURE in Hawaii; Larry Busto, President of John H. Connors; Murray Hixson, Associate at John
H. Connors; Bill Jenkins, Senior Vice President, Maui Office at John H. Connors; Jim McGuinness, Vice President at John H. Connors; Steve
Thomas, Associate at John H. Connors.

In February 2014, we began accepting new members in Hawaii. This chain of islands presents a great opportunity for PURE, both for
attracting new members, and for helping existing members protect their secondary residences.
For many mainland-based insurance carriers, Hawaii has proved to be a challenging market, which has limited the options available to
island residents. However, PURE has on-the-ground resources here, which we believe will help differentiate us.
“We have an opportunity to deliver the exceptional service PURE members throughout the country have been enjoying to this underserved
market,” said Alex Strange, VP, Western States Regional Executive for PURE. “With our local team, we have already seen success and
expect that if we stay true to our purpose, the future will be bright for us in Hawaii.”
PURE’s Hawaii team includes Helen Noh, providing risk management expertise before and after claims; Mariah Williams, helping to grow
the membership; and Robin Campaniano, former Hawaii Insurance Commissioner, serving as Senior Advisor and helping to make sure
our strategies are best suited for the local market. In addition, we have the support of several exceptional island-based brokers.

Partnering for Success in Hawaii
Among the enthusiastic brokers with whom we are delighted to partner is John H. Connors Insurance agency. With locations in Honolulu
and Maui, John H. Connors and its team share in PURE’s commitment to providing exceptional service to our members. With over 36
years of history within Hawaii’s insurance market, they’ve been an important partner in building relationships and advocating for the best
interests of our shared clients, and the high net worth community.
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PURE is proud to partner with only the finest of independent brokers who work to serve your interests with deep
expertise. We strongly believe that sound, expert discovery and advice from an independent professional will enable
us to serve you best. We are highly selective in the brokers with whom we partner. We look for those who display a
strong understanding of the personal insurance needs of high net worth families, who have reputations for excellence
within the communities they serve, and who are dedicated professionals acting as trusted advisors for their clients.

Highly Selective Appointment Process

Broker Count

By many estimates, there are more than 30,000
independent insurance agencies throughout the U.S.
Though many thousands have applied for appointment
with PURE, our careful selection process has resulted
in only a small fraction of those being appointed. This
selectivity helps to ensure you are being served well
and allows us to develop deep broker partnerships.
Through these meaningful partnerships, we can serve
our members better; this results in a better member
experience, which is reflected in stronger year-overyear member renewals and a world-class NPS® that
continues to increase.

In 2015, PURE grew its network with more than 100 new
broker relationships, while still remaining highly selective.

662 APPOINTED
RELATIONSHIPS

662

556
459
384
309

11,121 APPLICATIONS
2011

2012

2013

2014

P U R E Pa r a g o n
We align ourselves with brokers who are independent and act
in the interests of their clients. We are proud to recognize those
who combine client advocacy with insurance professionalism,
and who deliver exceptional results for PURE, with our PURE
Paragon designation. As a result of their hard work and superior
operating results in 2015, 93 of our broker partners earned the
PURE Paragon designation.
A number of our 2016 PURE Paragon Brokers joined for a photo while
gathered for PURE’s 2016 Leadership Forum.
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Through our dedicated services, innovative tools, and expert advice, we aim to free you of the typical administrative burdens
associated with insurance and risk management, so you can enjoy your success and feel smarter, safer, and more resilient along
the way. Following are a few of the ways we deliver on this commitment:

PURE MEMBER ADVOCATES®
PURE Member Advocates are a concierge-level team dedicated
to making life easier for our members. They are standing by to help
research contractors, find suitable temporary housing, and even
schedule reservations, so you can get back to normal faster following
a loss. And, in the event of a large loss, they help eligible members find
ways to utilize PURE’s $2,500 Loss Prevention Benefit.

PURE General Adjuster Karsten Richards, who began her career with PURE as a
Member Advocate, is photographed here assisting a member with scheduling a
contractor to repair damage caused by a water loss in his home. With her dedicated
support, the member and his family were able to return to their everyday life.

PURE RISK MANAGERS
Our team of risk managers provides a range of services aimed at
helping you better protect your homes and property from loss.
These include, but are not limited to:

PURE360™ Risk Management Consultation to help identify
potential causes of loss within your home and ensure you have
the right amount of coverage in place. During the inspection,
recommendations are made to help protect your home from
experiencing a claim, and Member Advocates help coordinate
vendors to make implementing these recommendations easy.

10-Point CyberSafe Fundamentals Check designed to help you

Kristin Modini (left) is one of more than 35 Risk Managers on staff at PURE who are dedicated
to helping members prevent loss.

identify and mitigate major vulnerabilities in your home network,
devices, and online activities.

Wildfire Risk Assessment for those who live in wildfire-prone areas, to identify potential vulnerabilities and recommend steps
you can take to help safeguard your home.

Hurricane and Emergency Preparation for those in the path of an impending storm, to help you prepare and protect your
home from damaging weather events.
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This online resource is filled with analysis and advice on risks that the membership faces. Among
the content featured are stories that address severe weather, cyber threat, youthful drivers, risks
to unoccupied homes, and so much more. In the event you are faced with a major risk – from
catastrophic weather to major safety recalls—we’ll alert you and offer advice, resources, and the
assistance of the Member Advocates to help keep your family safe.
To learn more, visit puresituationroom.com.

THE PURE MEMBER PORTAL
The PURE Member Portal puts detailed coverage, billing, and claims information at your
fingertips. Whether you are viewing it on your desktop, tablet, or smartphone, you have 24/7
access to:

• Vital Account Information: Billing and coverage details as well as vital documents such as
auto ID cards and policies when you need them.

• Detailed Claims Information: Through our innovative Claims Tracker, you have enhanced
visibility into your claim including details on recent activities, contact information for thirdparties involved, a log of payments issued, and more.

To learn more, or for instructions on how to access the Member Portal, visit pureinsurance.com/portal.

PURE’S GUIDE TO MOVING FORWARD AFTER A LOSS
A significant loss to your home can disrupt your life—physically and
emotionally. For many members, adding to the stress is the uncertainty
of what lies ahead. We created this Guide to help reduce that uncertainty
and answer many of the questions frequently asked by our members. It
is intended to supplement the one-on-one support you will receive from
your PURE Claims Adjuster and PURE Member Advocate.
To learn more, visit pureinsurance.com/restoring-home.
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We’re deeply committed to attracting, developing, and retaining exceptional talent. Our PURE Principles ask our
employees to “be obsessed with getting better,” and we invest in their development, not only to create a culture where
employees feel empowered to deliver on PURE’s commitment to provide an exceptional member experience, but also
to create rewarding lives.
Here are a few ways we enhanced our employee development program in 2015:

NEW PERSONAL DEVELOPMENT OPPORTUNITIES
We continue to invest in professionally focused training, such as leadership development, improving job-related skills, and purEQ—a
program that helps employees develop emotional intelligence and a deep sense of empathy. We also began offering programs geared
toward personal development. Among them is our Passions Funds program, which encourages employees to pursue their interests
outside of the workplace. Through this program, we contribute towards accredited and other certification programs, like photography,
salsa dancing, tai chi, and even racecar driving (just to name a few examples of the programs to which we have already contributed for
PURE employees). Supporting our employees’ passions is one way PURE helps create a more engaged and enthusiastic workforce.

LARGEST TRAINING CLASS SINCE INCEPTION
Last spring, we welcomed our largest class of recent college graduates to our training program. The program introduces young talent
to PURE and the insurance industry by exposing participants to multiple practice areas before splitting off into departmental training. It
includes classroom-style and on-the-job training, as well as one-on-one mentoring.
Since our inaugural training class in 2010, the program has brought more than 70 talented young individuals into our organization. We
are proud that 100% of that first class of graduates are still employed with PURE and have each had meaningful and purposeful careers
—a testament to the culture and opportunities that exist within this organization.

PURE’S INAUGURAL TRAINING CLASS — SIX YEARS LATER
Joe Markovich

Matthew Sweitzer

AVP, Business Development —
Western Region

What I like most about PURE…

“I enjoy the entrepreneurial spirit that is
embedded in PURE’s culture, as well
as the sense of ownership and pride that each employee
has for the company. PURE has opened many doors for
me; most recently, I was given the opportunity to build
our business in a new territory which also allowed me to
move back to my hometown of Seattle.”

Underwriting Manager

What I like most about PURE…

“I feel valued at PURE. Hard work
and achievements are recognized
here. Since joining PURE, I’ve been
given multiple opportunities to pursue career growth.
And best of all, working at PURE led me to meet my
future wife—who I will marry in July of 2016.”

Robert C. Jackson III

Samuel Cutler

AVP, Business Development —
Southeast Region

What I like most about PURE…

“PURE is a family —from senior
management down. Day in and day
out, I feel the full and unwavering support of each one
of my colleagues.”

Senior Underwriter

What I like most about PURE…

“I really appreciate the close-knitcommunity feel that we’ve built. At
PURE, my hard work has paid off.
I’ve grown personally and professionally since joining
the organization and I can’t thank my colleagues
enough for that.”
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Members of the PURE team are actively involved in improving the communities in which we operate. In addition to the many
national organizations we support — Habitat for Humanity, The American Lung Association, St. Baldrick’s Foundation, Susan
G. Komen Breast Cancer Foundation, and the United Way — we also actively support local hospitals, cancer organizations,
shelters, food pantries, and more. Following are just a few of the organizations we proudly supported in 2015:
Our support for the American Lung Association began
as a way to honor and remember our PURE colleague,
Chip Dow, who suffered from severe Asthma—a
condition that tragically took his life on April 19, 2015.
Read more about Chip on page 37.
In Chip’s memory, we made a significant donation to the American Lung Association
to help increase awareness and fund research.
Jacqueline Rubino, Director of Asthma for the American Lung
Association (center right) gathered for a photo with PURE
employees (from left) Alyssa Roberts, Kate Novello, and Colin
Haupt as they presented her with PURE’s donation.

We continue to support the United Way and their mission
of improving lives by mobilizing the power of communities
around the world to advance the common good.
In addition to our active role with the Women’s Leadership
Council, members of our team joined the Emerging Leaders Alliance, a network of young
professionals interested in philanthropy and in making positive changes in our community.
PURE team members participated in a networking event for the
United Way’s Emerging Leaders Alliance.

As long-time supporters of St. Baldrick’s Foundation, we’re
proud that our involvement with the organization continues
to grow. As the second-largest contributor of funds to fight
childhood cancer—behind the U.S. government—St. Baldrick’s has raised more than $178
million primarily through head-shaving events.
In 2015, three PURE team members participated in a head-shaving event, raising more than
$15,000 for this life-changing cause. And in early 2016, our team grew to eight “shavees”
representing PURE and raised more than $50,000. To learn more or to make a donation, visit
pureinsurance.com/stbaldricks.

Jeff Paraschac, PURE’s CFO, shaves the head of Chris Cassady,
VP – Texas Regional Executive at a shave event in 2016.

Supporting Our Local Communities: Charleston
PURE’s Charleston office first opened in 2008 with only a few
employees. The team has since expanded and in August 2015,
relocated to a larger space in the historic Cigar Factory.
Charleston, like many of the cities from which we operate, is more than just an office location
to us. Our employees passionately support the local community in a number of ways,
including partnering with Fields to Families, which helps feed the hungry in South Carolina
(the second highest percentage of hungry people in the nation). The organization focuses
on improving the nutrition of those in need by gathering crops from generous farmers and
community gardeners to distribute to local food pantries, soup kitchens, and shelters.
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Several PURE employees participated in a recent harvest which
helped to provide 182 meals for those in need.
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{ G r o s s Wr i t t e n Pr e m i u m }

Dol l ar s i n M i l l i o ns

2015 - $490.5
2014 - $351.4
2013 - $251.3
2012 - $174.2
2011 - $121.8
In 2015, Gross Written Premium increased to $490.5 million. This marks the ninth consecutive year that we’ve experienced
growth of 40% or more since our launch.

{Membership Growth}

Membership
Diversification
M em ber s by Regi on

CALIFORNIA
2.4%

WESTERN STATES
5.0%

TEXAS & THE GULF
17.1%

MID-ATLANTIC
10.7%

MIDWEST
10.9%

SOUTHEAST
14.9%

NEW ENGLAND
12.8%

NEW YORK
13.4%
FLORIDA
12.9%

12,988

18,625

26,117

36,687

49,818

2011

2012

2013

2014

2015

The membership grew by more than 35% in 2015, ending the year
at just below 50,000 successful families across the country.

PURE’s book of business continues to diversify.
Diversified growth enables PURE to improve the
efficiency of its reinsurance spend and offset the
severity of any one catastrophe event.
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{Membership Retention}

We are delighted to announce that we have made an allocation of
$4 million to Subscriber Savings Accounts (SSAs) for 2015. This brings
the total to $19.5 million allocated back to the membership since
inception. For more information on SSAs and the unique value they
provide, visit pureinsurance.com/ssa.

Our annual member retention rate of 96% is the
highest in the high net worth category. We are
delighted that so many members choose to renew
their coverage with PURE year after year.

2012 - 93.7%

A l loc at ion s by Ye ar | D ol l ars i n M i l l i o ns

2013 - 94.8%

2010 - $1.0
2011 - $0

2014 - 96.1%

2012 - $1.5
2013 - $5.0

2015 - 96.2%

2014 - $8.0
2015 - $4.0

{ Fi f t h R e n e w a l B e n e f i t }

{ Pr o d u c t S u i t e }

At PURE, loyalty is rewarded with savings. Upon
reaching their fifth renewal, members are no longer
required to pay surplus contributions. By the end
of 2015 a total of 6,469 members had reached this
milestone and realized a combined savings of more than
$6 million on top of our already competitive rates.

PURE offers comprehensive, customizable insurance products
tailored to meet the needs of high net worth individuals. Members
who bundle their policies have fewer coverage gaps and benefit
from generous discounts, along with the ease and convenience
of a single billing statement.*
Line of Business

MORE THAN

$6 million

IN ADDITIONAL SAVINGS
f or m e m be r s w ho no l o ng er
pay su r pl u s c o ntri b uti o ns.

Percent of Members
Who Purchase Coverage from PURE

HOMEOWNERS

98.4%

EXCESS LIABILITY

82.0%

COLLECTIONS

74.3%

AUTO

65.2%

FLOOD

12.6%

WATERCRAFT

4.3%

*Single billing statement is not currently available for Flood.
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{ S e v e r e W i n t e r We a t h e r }
In 2015, losses related to weather events represented nearly 40% of all loss costs, across all lines, for the PURE membership. This
includes claims caused by cold temperatures, snowfall, hail, wind, rain, lightning, and wildfire. For comparison, weather-related claims
accounted for only 28% of total loss costs in 2014.
Winter weather was by far the most damaging of all perils in 2015 due to record-setting conditions. Parts of the Northeast saw snowfall
totals in excess of 110 inches between the end of January and March. In addition, February marked one of the coldest months on
record for much of the Northeast and Midwest. Many major cities saw stretches of more than 35 days of subfreezing temperatures
with minimums of -30 degrees reported as far south as Kentucky.*

TOTAL COST:

$57,000,000

NU MB E R
O F C L A I MS

0

1-25

25-100

100-250

250+

These extreme conditions led to significant losses from
burst pipes and ice dams.

*Source: Weather.com

$122K

$47K

The average cost of a frozen
burst pipe claim for PURE
members in 2015.

The average cost of an ice dam
claim for PURE members in
2015.
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Getting back to normal after a loss means not worrying that it
could happen again. That’s why our Homeowners policy includes
a $2,500 Loss Prevention Benefit—money that members can
use to make their homes safer or better equipped to prevent the
loss from recurring.
In 2015, Loss Prevention Benefits paid to members more than
doubled compared to 2014. Since inception, these payouts total
nearly $1 million.

2015
2014

131

times

292

times

{Most Common Investments}
PURE employs a team dedicated to helping members take advantage of our Loss Prevention Benefit. Our Member Advocates® reach
out to members following qualifying claims to explain the benefit and the many ways it can be used to help make their homes safer.
In 2015, the most common loss prevention methods that PURE helped to fund were:

For help with these and many more loss prevention measures, contact the PURE Member Advocate® at
memberadvocate@pureinsurance.com.

2015
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{ P U R E ’s C o m b i n e d R a t i o s }

{ Ne t Pr o m o t e r S c o r e }

An insurer’s combined ratio measures losses and expenses
against premium to help evaluate underwriting results. A
combined ratio below 100 typically indicates profitability.
However, a growing insurance company may show statutory
underwriting losses even with a combined ratio under 100 (see
Deferred Acquisition Costs on page 33). Management monitors
three combined ratios to evaluate operating performance.

Net Promoter Score (NPS®) is a measure used to
gauge customer loyalty and enthusiasm. One’s NPS is
derived by classifying customers into three categories—
Promoters, Passives, and Detractors—based on their
answer to one simple question: How likely are you to
recommend [company] to a friend or family member?
Customers respond on a 0 - 10 scale, where 0 - 6 are
Detractors, 7 - 8 are Passives, and 9 - 10 are Promoters.

GROSS COMBINED RATIO
TOTAL CLAIM
COST
TOTAL PREMIUM
EARNED

TOTAL OPERATING
EXPENSES
TOTAL PREMIUM
WRITTEN

104.5%
GROSS COMBINED RATIO

NPS

=

% of
Promoters
(9s & 10s)

_

% of
Detractors
(0 through 6)

This measure indicates whether or not an insurer is collecting
enough premium to cover its claims obligations and operating
expenses prior to the cost/benefit of reinsurance.

PURE’s 2015 NPS

NET COMBINED RATIO
NET OPERATING
EXPENSES

NET CLAIM
COSTS
NET PREMIUM
EARNED

NET PREMIUM
WRITTEN

106.1%
NET COMBINED RATIO

Our annual member survey was issued in early 2016.
We are delighted to share that our NPS has once again
increased. Our NPS of 66 ranked among the highest
in any financial service segment, and it’s even higher
among members who have experienced our claims
service.*

This measure indicates profitability net of the cost/benefit of
reinsurance. It reflects items included in the statutory P&L.

88
66

ADJUSTED COMBINED RATIO
NET CLAIM
COSTS
(NET PREMIUM EARNED
+ MEMBER SURPLUS
CONTRIBUTIONS)

NET OPERATING
EXPENSES
(NET PREMIUM WRITTEN
+ MEMBER SURPLUS
CONTRIBUTIONS)

85.2%

40

ADJUSTED COMBINED
RATIO

This measure adjusts the Net Combined Ratio to reflect the
benefit of member surplus contributions, which go directly to
PURE’s balance sheet. We believe that this measure provides
the most accurate picture of PURE’s claims-paying ability and
overall economic performance in any given year.
AVERAGE OF U.S. HOME
& CONTENT INSURERS

PURE’S 2015
NPS

PURE’S 2015 CLAIMS
NPS

* Source of non-PURE data: Satmetrix 2014 U.S. Consumer Benchmark Study.
PURE’s NPS data is collected through surveys, including an annual member
survey and a survey that is distributed after every claim is closed, regardless
of whether a payment was made.
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The table below shows the top 5 most costly causes of loss to the membership across all lines of business in 2015. The percent of
cost reflects what PURE has paid, or expects to pay, on claims.
While water, winter weather, and fire combined make up only 17% of all claims handled in the year, they represent nearly 60% of all
claim costs for the year, a clear indication of the gravity of these risks.
CAUSE

PERCENT OF TOTAL COST

PERCENT OF TOTAL CLAIMS

AVERAGE COST PER CLAIM

WATER (non-winter weather related)

22.4%

10.7%

$38,000

WINTER WEATHER

21.1%

6.0%

$64,000

AUTO COLLISION

16.4%

36.7%

$8,000

FIRE

14.1%

0.6%

$429,000

HAIL

6.4%

3.8%

$31,000

80.3%

57.8%

TOP FIVE LOSS CAUSES

PERCENT OF LARGE LOSSES
Further, when looking at all large losses reported in the year
(those where PURE paid in excess of $100,000 per occurrence),
70% were caused by winter weather, water, or fire. In many
of these claims, not surprisingly, the home was unoccupied at
the time the loss occurred. When no one is there to notice it,
water can run undetected for days and fire can spread quickly,
resulting in considerable damage to a home and its contents.

OTHER
14.5%

AUTO
COLLISIONS
7.4%

WINTER
WEATHER
33.5%

FIRE
7.7%
HAIL
7.9%

WATER
(non-winter weather related)
29.0%

14,477

{ C l a i m s C o u n t b y Ye a r }
While premiums grew by 40%, the number of claims grew by 58%
in 2015. This was primarily driven by the severe weather events
that impacted much of the country throughout the year.

9,178

5,179

5,954

3,153

2011

2012

2013
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{ The PURE Group Str ucture}
Collectively, the companies that make up The PURE Group
provide the PURE membership with exceptional financial
strength and flexibility. At its center is the member-owned insurer,
Privilege Underwriters Reciprocal Exchange (PURE).
Fueled by surplus contributions from the membership, this is
the entity that underwrites and issues policies. PURE is pooled
with a reinsurance company, PURE Insurance Company
(PIC), and the two share all premiums and losses equally (after
the impact of third-party reinsurance)—note that this is exclusive
of surplus contributions, 100% of which benefit PURE and its
membership. The pooling agreement is designed to achieve
three things: It increases the available surplus capital for PURE
and its members, it provides enhanced capital flexibility, and it
strengthens the alignment of interest with outside investors.

STONE POINT
CAPITAL

KKR

MANAGEMENT

XL CATLIN

PRIVILEGE GROUP HOLDINGS

PRIVILEGE UNDERWRITERS, INC. (PUI)

PURE RISK MANAGEMENT (PRM)

- POOLED CAPITAL -

PURE INSURANCE COMPANY (PIC)

Privilege Underwriters, Inc. (PUI) is the holding company for
PURE Risk Management LLC (PRM) and PIC; and provides
both capital and operational resources for both.
PRM, a subsidiary of PUI, serves as the Attorney-in-Fact
(independent management company) for PURE. PRM is paid a fee to provide marketing, underwriting, and claims administration services for
PURE. In turn, PRM provides the human, technological, and operational resources required to run the insurance operations of PURE.
With the formation of Privilege Group Holdings in 2015, PUI was recapitalized with investments from two of the world’s preeminent private
equity investors—Stone Point Capital and Kohlberg Kravis Roberts (KKR)—in addition to XL Catlin, a leading global insurance company. This
recapitalization supports PURE’s continued independence during a period of massive consolidation in the industry.

{Assets}

$547.3M

Both PURE and the PURE Group (the combined assets
of PURE and PIC), have experienced a steady growth in
admitted assets year-over-year.
$415.5M

PURE
PURE GROUP

$325M

$308.9M

$220M

$198.8M
$171.7M

$169.2M
$132.1M
$111M

2011

2012

2013
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Members contribute capital to PURE
by making Surplus Contributions for
the first five years of membership.
These contributions, which are equal
to a small percentage of a member’s
premiums, provide a steady flow
of capital to PURE, contributing
to PURE’s financial strength and a
much lower cost of capital than most
stock insurers. This lower cost of
capital contributes to PURE’s highly
competitive rates. In 2015, Surplus
Contributions reached $30.6 million.

2011 -

$9.8

2012 -

$13.0

2013 -

$17.8

2014 -

$23.4

2015 -

$30.6
Dollars in Millions (Net of SSA Returns)

{Statutor y Surplus}
PURE members benefit and are protected by PIC’s access to additional capital and various capital flexibilities. In 2015, PURE’s claims
paying ability was further strengthened as PIC accessed a portion of the capital commitment from XL Caitlin in the form of a $25
million below-market surplus note, in addition to a $25 million capital contribution from PUI. The PURE Group, which comprises both
PURE and PIC, grew its statutory surplus by 23% to $251.8 million.
D ol l ar s i n Millions

2011 - $91.9
2012 - $92.6
2013 - $155.2
2014 - $205.3
2015 - $251.8

{Deferred Acquisition Costs}
Statutory accounting requires an insurer to book expenses
when a policy is written, but revenue is earned pro-rata over
the term of the policy. This puts a strain on a growing company.
If we were to illustrate the matching of PURE’s revenue and
expenses (as in GAAP), the PURE Group’s surplus would have
grown by an additional $18 million in 2015.

PURE GROUP

$45.1M
2014
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PURE GROUP

$63.1M
2015
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{Reinsurance}
PURE continues to purchase significant reinsurance protection from some of the largest, most highly rated and well-respected
reinsurance companies in the industry. These reinsurance arrangements protect against large individual losses as well as the impact of
catastrophic events on several members at once. As it pertains to catastrophe, our philosophy is to evaluate our potential exposures
and expose no more than 20% of the prior year capital (surplus) to any event modeled with a 1-in-100-year probability. We also
purchase coverage so that we may respond to multiple events of this magnitude in the same year.

REINSURANCE PARTNERS

A.M. BEST RATING

Berkley Re America

A+

Catlin Insurance Company Ltd.

A

Everest Reinsurance Company

A+

Hannover AG

A+

Lloyd’s Syndicates

A

PartnerRe

A+

SCOR Reinsurance

A

Sirius America

A

SwissRe

A+

HOME

CATASTROPHE

ALL OTHER

Reinsurance Spotlight: Sirius America
We often describe our reinsurers as “partners,” and there is no
reinsurer on our program that fits that description better than Sirius
America Insurance Company (Sirius America), the U.S. affiliate of
Sirius International Insurance Group Ltd. (Sirius Group). The best
reinsurance relationships are built for the long-run. As such, the
decision to enter into one is not often made lightly. The team at Sirius
America, led by Dan Wilson, Tony Sasso and Keith Cartmell, spent a
great deal of time getting to know PURE’s business and management
team prior to offering broad support for our program in 2012. Since
then, Sirius America has expanded its reinsurance relationship with
PURE each year. Today, Sirius America has the leading position on
our Homeowners quota share program, in addition to supporting our
catastrophe and per-risk excess of loss treaties. The Sirius America
team are valued partners, trusted advisors, and true friends. We
appreciate their support and look forward to a mutually successful
future.

Keith Cartmell, Vice President (front center) and Tony Sasso, SVP, Chief Underwriting
Officer Property Treaty (far right) from Sirius America join Jeff Paraschac (far left) and
Martin Hartley (back center) for a photo during a recent Reinsurance audit meeting.

About Sirius Group: Sirius Group writes worldwide property and
casualty reinsurance and insurance through its affiliates Sirius International Insurance Corporation, Sirius America Insurance Company,
Lloyd’s Syndicate 1945, and Sirius Bermuda Insurance Company Ltd. In April 2016, Singapore-based CM International Holding Pte.
Ltd. (“CMIH”) closed its acquisition of Sirius Group through its Bermuda holding company, CM Bermuda Limited.
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PURE

2015

2014

$ 176,660,903

$ 129,839,723

$ 46,821,180

36%

147,879,549

89,624,307

58,255,242

65%

507,856

487,513

20,343

4%

Total Assets

$ 325,048,308

$ 219,951,543

$ 105,096,765

48%

Unpaid Losses & LAE

$

$

$

Total Cash and Invested Assets
Net Accounts Receivable
Other Assets

CHANGE

{Investments at a Glance}
VARIANCE

PURE grew its cash and invested assets
by $46.8 million in 2015. The increase was
driven by positive cash flow from operations
and high-quality investments and cash
holdings. These were partially offset by
negative mark-to-market performance in its
CLO Equity holdings which PURE believes
is only temporary.

8,337,885

43%

Accounts Payable & Accrued

28,617,144

22,690,421

5,926,723

26%

Unearned Premiums

70,069,402

48,858,230

21,211,172

43%

Investment Mix

Reinsurance Payable

86,930,294

51,398,685

35,531,609

69%

Other Current Liabilities

13,123,487

8,960,109

4,163,378

46%

[ PURE ]

$ 226,441,672

$ 151,270,905

75,170,767

50%

Total Liabilities

27,701,345

19,363,460

$

CONVERTIBLE BONDS
3%

Surplus Notes

$

Member Surplus Contributions

68,156,977

$

44,622,093

$

72,579,896

95,837,459

23,534,884

53%

23,257,563

32%

Subscriber Savings Accounts

14,464,348

7,087,203

7,377,145

104%

Unassigned Surplus & Other

(79,852,148)

(55,608,553)

(24,243,595)

44%

29,925,997

44%

CHANGE

VARIANCE

78,730,128

24%

49,514,184

57%

Surplus as Regards to
Policyholders

$

PURE Group
Total Cash and Invested Assets

98,606,636

$

68,680,639

2015

2014

$ 403,614,943

$ 324,884,815

135,689,638

86,175,454

Net Accounts Receivable
Other Assets

$

$

8,029,882

4,471,847

3,558,035

80%

Total Assets

$ 547,334,463

$ 415,532,116

$ 131,802,347

32%

Unpaid Losses & LAE

$

$

$

38,726,920

16,675,768

43%

28,792,623

24,510,503

4,282,120

17%

Unearned Premiums

140,138,805

97,716,460

42,422,345

43%

Reinsurance Payable

58,118,699

39,151,286

18,967,413

48%

Other Current Liabilities

13,126,999

10,129,558

2,997,441

30%

Total Liabilities

$ 295,579,814

$ 210,234,727

$

85,345,087

41%

Common Capital Stock

$

$

$

Accounts Payable & Accrued

55,402,688

920,000

-

0%

172,122,399

147,122,399

25,000,000

17%

3rd Party Surplus Notes

68,156,977

44,622,093

23,534,884

53%

Member Surplus Contributions

95,837,459

72,579,896

23,257,563

32%

Subscriber Savings Accounts

14,464,348

7,087,203

7,377,145

104%

Contributed Capital

Unassigned Surplus & Other
Surplus as Regards to
Policyholders

920,000

(99,746,534)

(67,034,202)

$ 251,754,649

$ 205,297,389

$

(32,712,332)

49%

46,457,260

23%

EQUITY INDEX FUNDS
4%

BANK LOANS
3%

CASH
53%

US GOVERNMENTS
6%
OTHER
10%

INVESTMENT GRADE
STRUCTURED
SECURITIES
10%
INVESTMENT
GRADE CREDIT
11%

Total Cash and Invested
Assets

Numbers may not add up due to rounding.

$64.9M
2011
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$76.6M $107.7M $129.8M $176.7M
2012
2013
2014
2015
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Throughout the past 18 months, PURE and several of our employees were recognized
for excellence in a wide variety of categories, including our member experience,
company culture, exceptional people, innovative products, entrepreneurial spirit,
and more. Most recently, we were honored to be named Best Insurance Product
Provider at the 2016 Family Wealth Report Awards.
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I n M e m o r y o f E d w a r d “ C h i p” D o w
Chip was an exceptional young man. He was kind, funny, and talented.
He had a huge heart and a strong sense of team spirit. He had a passion
for collector cars and traveling. He loved animals and often volunteered
his time at a local animal shelter. Sadly, he passed away suddenly on
April 19, 2015 as the result of a lifelong medical condition.
Chip joined PURE in early 2014 as Senior Underwriter for our MidAtlantic territory. Before that, he spent more than six years at AIG
Private Client Group. During his career, he made a positive impact on
everyone with whom he worked; he is greatly missed.
Our thoughts remain with his family, friends, and everyone who loved
him, especially his fiancé, parents, and sister.
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AUDITOR

Stuart Tainsky
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INVESTMENT MANAGEMENT

John Willis Jr.
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Edison, NJ

Ross J. Buchmueller
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Chicago, IL
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The Joey Company
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Douglas G. Fields (Secretary)
Senior Vice President,
BB&T – Oswald Trippe And Co.

J. Stephen Baine
Ross Buchmueller
James Carey
Christopher Harrington
Peter Mundheim
Tagar Olson
Nicolas Zerbib

Richard A. Jacobs
Managing Director, CGA Capital
James H. McLaughlin (Chairman)
CEO, James H. McLaughlin & Co., LLC
William W. Wilson III
Executive Chairman, Queue Software

ATTORNEY-IN-FACT

PURE Risk Management, LLC
(wholly owned subsidiary of Privilege
Underwriters, Inc.)

ACTUARIAL SERVICES

DIRECTORS

LEADERSHIP TEAM
Ross Buchmueller
President & Chief Executive Officer
Martin Hartley
Executive Vice President, Chief Operating Officer
Jeffrey Paraschac
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Boca Raton, FL

W. Keith Self
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Gary Stephen
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INVESTMENT MANAGEMENT

Asset Allocation & Management (AAM)
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Kevin Daley
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Phil Figueiredo
Senior Vice President, Controller

DIRECTORS

Mark Galante
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Corporate Secretary
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Steven Oakley
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Randall Davis
Vice President, Claims - West
Frank DiGrande
Vice President, Property Claims
William Doran
Vice President, National Product Management
Colin Haupt
Vice President, Human Resources
Lindsay Holden
Vice President, Regional Executive - New England
William Johnson
Vice President, Underwriting Executive
John Louis
Vice President, Product Management
Bryan Luker
Vice President, Regional Executive - California
Marlot McMichael
Vice President, Broker and Member Engagement
Helen Merritt
Vice President, Assistant Controller
Jason Metzger
Vice President, Regional Executive - New York
Kirk Raslowsky
Vice President, Associate General Counsel
Karen Riemer
Vice President, Technology Implementations
Susan Robinson
Vice President, Underwriting Specialist
Julie Sherlock
Vice President, Underwriting Executive
Alex Strange
Vice President, Regional Executive - West
Michael Trchala
Vice President, National Sales & Distribution
Vandana Venkat
Vice President, Product Management
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ARIZONA

NEW JERSEY

6263 N Scottsdale Road

106 Allen Road

Suite 245

Suite 301

Scottsdale, AZ 85250

Basking Ridge, NJ 07920

CALIFORNIA

NEW YORK

1 Post Street

44 South Broadway (HEADQUARTERS)

Suite 1025

Suite 301

San Francisco, CA 94104

White Plains, NY 10601
915 Broadway

FLORIDA

Suite 601

800 Corporate Drive

New York, NY 10010

Suite 420
Fort Lauderdale, FL 33334

SOUTH CAROLINA
701 East Bay Street

GEORGIA
300 Colonial Center Parkway
Suite 200

Suite 312
Charleston, SC 29403

Roswell, GA 30076

ILLINOIS
233 South Wacker Drive
Suite 450
Chicago, IL 60606
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PURE® is the trade name of Privilege Underwriters Reciprocal Exchange, a Florida-domiciled reciprocal insurer &
member of PURE Group of Insurance Companies. PURE Risk Management, LLC, a for profit entity, (PRM) serves
as PURE’s Attorney-In-Fact for a fee. PURE membership requires Subscriber’s Agreement. Coverage is subject to
insurance policies issued & may not be available in all jurisdictions. Visit pureinsurance.com for details. ©2016 PURE.

