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Adrian Jones is a Partner of HSCM Ventures and Managing Director of Hudson Structured Capital 
Management Ltd (HSCM). HSCM Ventures is the insurance venture capital arm of HSCM. Prior to joining 
HSCM in early 2021, Adrian was Deputy CEO of P&C Partners at SCOR, the global reinsurance company. At 
SCOR, he established SCOR P&C Ventures and led several of its investments. Prior to SCOR, he was head of 
strategy at RenaissanceRe from 2010 to 2016. He started his career at Bain & Co, the consultancy, from 2001 
to 2010. He is a graduate of Wharton and Columbia. 

Adrian Jones 
Managing Director,  
Hudson Structured Capital Management

1. Adrian, great to chat with you. For the benefit 
of our readers, could you please tell us what is 
Hudson Structured Capital Management?

 
HSCM is an asset manager founded in 2016 focused on alternative 
assets and targeting mezzanine returns. The firm’s main activities 
are in (re)insurance and transport. Both of these sectors are 
capital-intensive, regulated and global. As of March 31, 2021, the 
firm managed approximately US$3.1 billion of committed capital. 
HSCM is owned by its employees. 

HSCM started in InsurTech through the reinsurance strategy, 
starting with reinsuring InsurTechs; hence, the team came to know 
the InsurTech market and expanded into offering other forms of 
capital, including equity. HSCM Ventures is now a distinct strategy 
led by Michael Millette (co-founder of HSCM), Vikas Singhal and 
me. 

2. Why did you become a venture capitalist in 
insurance?

 
I believe that insurance is changing rapidly, and I want to fuel 
the change. Venture capital is an opportunity to help great 
entrepreneurs; to lean into the disruption; and to make insurance 
better, faster and cheaper for consumers.

Back in 2016, entrepreneurs were developing solutions to real 
problems in the industry, yet they met scepticism from many 
quarters. Even today there is still some scepticism, but InsurTech 
has already begun refreshing the industry’s talent pool, culture, 
distribution channels, products and capital base. Ultimately, 
InsurTech is creating an industry that works better for consumers.

When I started in reinsurance in 2010, I heard similar dismissiveness 
towards another disruption: insurance-linked securities (ILS). 
The dismissiveness lasted past the point when ILS was obviously 
driving pricing in reinsurance. Fast forward: Today there is close 
to $100 billion of ILS (per Aon). And the reinsurance business has 
been reshaped: Of the 27 largest publicly traded reinsurers in 2010 
(per S&P), more than half have been acquired. While there were 
many factors in this reshaping, ILS was surely a material contributor 
to a different industry structure than we had a decade ago. I expect 
that as capital continues to enter InsurTech, the insurance business 
will be increasingly reshaped by a force that I saw experienced 
industry experts dismissing just a few years ago. 

3. How does HSCM Ventures support 
entrepreneurs in insurance?

 
HSCM Ventures, together with the broader HSCM platform, seeks 
to support entrepreneurs through the various stages of investment 
into their companies and potentially through exit. 

In addition to multiple forms of capital and the platform, we also 
try to bring founders insurance specialist advice. As an example, 
one of the toughest questions from founders at all stages of 
development is that of carrier versus MGA (managing general 
agent) versus other forms of business, and how to capitalize a 
young insurance business optimally as it evolves. 

This is a perennial question that is quite specific to insurance. 
Even the parallels with fintech are limited. In U.S. insurance, there 
are 50 different regulators; there is no federal insurance charter. 
But insurance does have potentially useful structures such as 
reciprocal exchanges that exist nowhere else. There’s no perfect 
organizational form, so founders often seek the most flexible 
capital to manage their business over time. 

One of my favorite parts of the job is to consult to smart 
entrepreneurs and connect them to the people they need to know 
to get their businesses off the ground and scaling. Too often people 
in insurance cloak ourselves in opaque jargon, which is anything 
but inclusive. Demystifying the industry and making connections 
are parts of the job in venture.

On the other end of the venture life cycle, HSCM is also affiliated 
with a special purpose acquisition company (SPAC) focused 
on insurance. The decision to go public is one of the most 
consequential that a founder, board and shareholders can make. 
As early-stage company builders, we try to benefit from working 
with the SPAC to understand how public markets think about 
the companies we build. We can also advise InsurTechs on the 
transition into public markets — when they are ready.

4. Adrian, your background was at SCOR, which 
held a different mandate to that of HSCM. From 
your perspective, what is the difference between 
a corporate venture capitalist versus a hybrid 
venture capitalist? Would an InsurTech receiving 
investment perceive any difference?

 
Insurers in the U.S. had $7.5 trillion of investable assets at the end of 
2020 (per the National Association of Insurance Commissioners). 
Insurers typically have chief investment officers who are often 
among the most senior executives; thus insurers, more than 
companies outside insurance, can be uniquely suited to invest in 
companies and funds operating in their own business. 

Insurers are indeed using their balance sheets to engage with 
InsurTech. According to FT Partners, last year 44% of global 
InsurTech deals had strategic participation, which includes direct 
investment by insurers as well as investments by insurers through 
specialized venture funds. There are also examples emerging of 
corporates who appear to have made quite astute investments in 
InsurTechs. 

“I believe that 
insurance is changing 
rapidly, and I want 
to fuel the change. 
Venture capital is an 
opportunity to help 
great entrepreneurs; 
to lean into the 
disruption; and to 
make insurance better, 
faster and cheaper for 
consumers.”

“One of my favorite parts of the job is to consult 
to smart entrepreneurs and connect them to the 
people they need to know to get their businesses 
off the ground and scaling. Too often people in 
insurance cloak ourselves in opaque jargon, 
which is anything but inclusive. Demystifying the 
industry and making connections are parts of the 
job in venture.” 
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At HSCM Ventures, we encourage founders to cultivate a range 
of disciplines among their investors. The growth-oriented Silicon 
Valley-style investors can be experts in building and scaling 
companies across industries. Corporates can bring depth 
of expertise. Individual investors (“angels”) can add valuable 
connections. At HSCM Ventures, we try to combine all these 
disciplines to support founders and their executive teams. 

5. In April of this year, HSCM launched the HSCM 
Public InsurTech Index (HPIX). Could you tell us a 
bit more about this and why you decided to apply 
a scientific lens to a non-scientific subject? 

 
We have seen vociferous debate about InsurTech for years 
now, and it only increased with the InsurTech IPOs [initial public 
offerings] last year and this year. I was having so many debates 
that I made a simple spreadsheet that calculated a rudimentary 

index. We decided to draw up a formal Index Guideline and have 
the HPIX professionally administered as a service to the InsurTech 
community. 

The HPIX aims to track the share price performance of a basket of 
stocks of U.S. companies with novel business models differentiated 
by technology. The HPIX was first published in April of this year with 
18 components, all of which have gone public in the last 10 years. 

Selecting components for industry-based indices is subjective, 
but we tried to be as rules-based and objective as possible. 
Not everyone agrees on every component, nor are all of the 
components self-described InsurTechs. Nonetheless we hope 
that the Index is useful for comparing the performance of newer 
insurance sector companies as a whole, against each other, 
against other tech companies and against traditional insurers. You 
can run your own analysis by finding the index on Bloomberg (HPIX 
Index), Reuters (.HPIX), FactSet and Solactive.com (enter “HSCM” 
in the search box). 

6. What are your perspectives on the future 
direction of InsurTech? What do you see as the 
next “big thing”?

 
I may disappoint you in saying that the next big thing is similar to the 
last big things. Specifically:

Product: Insurance has a $1.2 trillion protection gap (per Swiss Re), 
yet the industry’s revenue is flat versus GDP (for 2008 – 2018, per 
Swiss Re). Tech is increasingly allowing customized, underwritten 
insurance. New products range from personal lines innovations to 
cyber and flood. One area where there has been difficulty despite 
many efforts is parametric insurance, which looks great on paper 
but has usually seen poor sales. 

Distribution: Insurance agents capture twice the profit of carriers, 
according to McKinsey. While agents are not going away — the 
U.S. government counts 800,000 of them — market share is 
shifting towards tech-enabled agents, digital distribution of simpler 
products, embedded insurance, and straight-through processing of 
tasks formerly handled by agents such as underwriting and claims. 

Analytics: BCG’s 2020 Insurance Value Creators Report showed 
that digital leaders in insurance generate 13 points better growth 
in tangible book value compared to digital laggards. All of the big 
themes continue: third-party data sources, telematics, property 
analytics, IoT [internet of things], wearables and analytics 
platforms.

Operations: Insurance has made no significant reductions in 
administrative costs over a 15-year period, according to a McKinsey 
study from 2018. McKinsey points out that some other industries 
have taken out half or more of their overheads over the same 
period. The insurance industry has the tools — submission intake 
and processing, better underwriting data, better claims analytics, 
no code software, natural language processing, robotization. 

People: There is regular hand-wringing about a looming retirement 
crunch, but embracing InsurTech is one of the best ways for 
carriers to recruit the new digital talent they need. 

7. This quarterly theme is distribution and digital 
delivery. What are the biggest evolutions/
innovations that you have personally observed in 
this space over, say, the last five years?

 
When I was in reinsurance, the number one request I got from 
insurers around the world was for product. Close behind was new 
channels for distribution, which today often means developing 

omnichannel distribution to meet customers where they are, with 
the offering they want, and managing any resulting channel conflict. 
Insurance is more complicated than most other products sold 
online — it’s a liability, not an asset — but the technology exists to 
make distribution far more efficient and better for consumers. 

Distributed ledgers, for example, could be powerful in many parts 
of the risk transfer value chain. The technology exists to administer 
reinsurance treaties as smart treaties, thus removing the rekeying, 
reconciliations and errors inherent in the current value chain. In 
primary insurance, APIs, aggregators and comparison raters can 
make distribution far more efficient. 

The challenge is not technology; it’s people and leadership. 
Insurance is a fragmented industry where many executives call 
themselves fast followers, not leaders; hence, they tend to buy 
innovation, including in distribution. Or they rely on partners to prove 
innovation for them, which is one reason why so much business, 
ranging from simple personal auto to complex reinsurance, still 
operates on a 1990s technology: email. 

The danger for everyone in the value chain is not that they will be 
disintermediated but that someone will squeeze in between them 
and their customers to fill a critical need where incumbents refuse 
to lead. 

8. What advice would you give an upcoming 
InsurTech entering the market?

 
One characteristic that differentiates great InsurTech 
entrepreneurs is enormous persistency. Insurance is not a business 
that is entranced by brilliant founders straight out of business school 
sprinkling pixie dust. The people who will change the industry 
going forward are those who take the time to study the industry 
and its history, then spend years building their “overnight success.” 
Insurance is a “get rich slowly” business. Insurance is ripe for 
disruption, but founders need to be in it for the long run. 

HSCM Public InsurTech Index values

HPIX
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The HSCM Public InsurTech Index™ (the “Index”, “HPIX”) is provided for informational purposes only. Certain data is provided by third party sources believed to 
be accurate and reliable, any of which may be erroneous or change without notice. HSCM disclaims liability for errors, any obligation to continue to provide the 
index, any obligation to inform you of errors or changes to the methodology, and any obligation to administer the index in any particular way. The Index Guideline, 
available at Solactive.com, describes in greater detail the creation of the Index, the methodology, how certain events are handled, additional disclaimers and the 
fact that the Index values are partially based on a back-test. Index values do not represent the results of actual trading. Past performance is no guarantee of future 
results.

Solactive AG ("Solactive") is the licensor of the Index. The financial instruments that are based on the Index are not sponsored, endorsed, promoted or sold by 
Solactive or HSCM in any way and Solactive and HSCM make no express or implied representation, guarantee or assurance with regard to: (a) the advisability in 
investing in the financial instruments; (b) the quality, accuracy and/or completeness of the Index; and/or (c) the results obtained or to be obtained by any person 
or entity from the use of the Index. Solactive and HSCM reserve the right to change the methods of calculation or publication with respect to the Index. Neither 
Solactive nor HSCM shall be liable for any damages suffered or incurred as a result of the use of (or inability to use) the Index.

The views expressed are the views of Mr. Adrian Jones, Partner 
of HSCM Ventures, as of June 2021 and may not take into account 
material economic, market, regulatory and other factors that could 
impact such views. We have no obligation to update or advise you of 
any changes or errors. There can be no guarantee that such views 
and opinion will be realized. Certain information discusses general 
information related to the specific industry, activities and trends, or 
other broad-based economic, market or other conditions and should 
not be construed as research. The views expressed may change at  
any time.
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