Producers Compensation Disclosure
The insurance products of the Discover Re companies are made available through independent wholesale or retail agents or brokers.  These agents and brokers are not employees of Discover Re.  They operate as independent businesses.

We may contract with certain of these independent agents to act as “program managers.”    Program managers may receive compensation from us for placing insurance with us.  

We design our compensation system to encourage program managers to sell our products, assist us in evaluating risks and maintain a volume of profitable business with us.  Our compensation falls into three basic types: 1) Commission; 2) Contingent Commission Programs; and 3) Compensation for Services. The program manager may not receive all of these forms of compensation.

· Commission

We generally pay program managers a fixed commission for business placed with us on new and renewal policies.  This commission is usually a fixed percentage of the premium a policyholder pays.  The percentage varies according to factors such as the type of business, type of risk and the state where a risk is located.  

· Contingent Commission Programs

· Contingent commission provides for payment when the program manager achieves pre-set goals.  The payment amount, if any, is usually a percentage of the premium a program manager has placed with us for specific types of insurance.  

· A contingent commission plan generally uses one to several separate goals in combination to determine if a program manager will receive a payment.  These goals may include:

Profitability

We measure a program manager’s profitability by comparing losses to premium on the policies that he or she placed with us for specific types of insurance.  The policies the program manager has placed with us must achieve a pre-set ratio of losses to premium to be considered profitable.    

Volume

We measure the premium volume of policies a program manager has with us.  We may measure one or more types of insurance.   
Growth and Retention

We measure whether the amount of business a program manager has with us is increasing or decreasing.  We may look at change in premium volume, change in the actual number of policies, number of newly written polices or a combination of these.  This may vary by type of insurance.  

·  Compensation for Services
· The program manager may be paid compensation depending upon the additional services which he or she provides or obtains.  Such services may include policy administration, claims oversight, and loss control.

In addition to our compensation programs, some of our program managers may invest in a captive reinsurance mechanism.  This may result in additional compensation to the program manager if the insurance business placed into the mechanism is profitable.
Other independent agents or brokers or surplus lines brokers who are not program managers may receive compensation in a similar fashion. 

Additional Information

If you would like additional information regarding compensation arrangements applicable to your account, please contact your agent or broker directly.
For further detailed information regarding Travelers Producers Compensation please visit: http://www.travelers.com/w3c/legal/Producer_Compensation_Disclosure.html. 
