Steven L. Albee
85 Hiller Ave
Wellfleet, MA 02667
(978) 551-2425
Stevesue@comcast.net

EXPERIENCE:
LIBERTY MUTUAL INSURANCE GROUP
Underwriting Consultant II, Middle Market – February 2017 to April 2021 (retired)
• Finished greater than 200% to plan for new business in 2018, with 92% retention, growing book premium by more
than $2.5m. Finished 2019 at 185% to plan in a year where overall MM new business was well below plan.
Finished 142% to plan for new business in 2020.
• One of 8 Middle Market Underwriters countrywide to be recognized as a 2018 Elite Underwriter for the
organization, based on various 2018 new business, renewal and profitability criteria. Winners and a guest received
a trip to San Diego in April 2019 to celebrate with winners from other segments within Liberty.
• Assigned to mentor several CDP (Corporate Development Plan) candidates in 2017 & 2018. These employees
typically have graduate degrees from prestigious schools and are normally assigned to management positions
within Liberty after completing the 2-year rotational program.
• Significant field contributor to planning and development of Liberty’s “iUnderwrite” on-line system, which is fully
in use now and has become their primary underwriting platform for Liberty’s Middle Market and National
Accounts. My role included ongoing regular teleconferences, attending quarterly offsite planning meetings, testing
prototypes, identifying problems and issues, helping to train staff, and delivering user feedback to programmers.
Underwriting Manager, Middle Market – January 2015 to February 2017
• Managed team of 7 Middle Market Underwriters handling agents and brokers MA, CT, & RI. Accountable for
profit and growth for a $50 million book. Account premium size generally between $150,000 and $1.5 million
premium.
• Responsible for managing underwriters, including decision making, driving underwriting and sales strategies,
development of staff, ensuring underwriting quality, building strong agency relations, and planning and monitoring
results.
• My Middle Market team achieved their highest retention and growth results in over 5 years in 2015, the best results
in the Northeast. We then exceeded those results in 2016, ending with 89% retention and +5% net growth.
Underwriting Consultant, Middle Market – June 2012 to January 2015
• Responsible for handling new and renewal business for a $12.5 million book and 5 partner agencies. This includes
some of the unit’s most complex accounts.
• Finished 2014 with new business premium at >200% of annual goal for my territory and account retention just
under 90%.
• Managed relationship with USI of MA, which was our largest Middle Market relationship. Coordinated monthly
renewal meetings with them and communicated with other underwriters involved in these meetings to prep on our
end.
• “Top 10%” Performer for Liberty Mutual in 2012 and 2014.
Senior Commercial Underwriter, Middle Market, June 2011 to June 2012
• Managed Middle Market book of more than $10 million.
• Finished 2nd on the team of 8 underwriters in new business production in 2011 despite not starting until June. Led
the team in new business production in 2012.

HANOVER INSURANCE GROUP – May 2009 to June 2011
Senior Commercial Lines Underwriter – May 2009 to June 2011
• Responsible for handling all new and renewal middle market business for 12 partner agencies with an $8 million
renewal book.
• In addition to the above book, underwrote all accounts in the MA branch office written with retrospective rating
plans or high deductible plans.
• Out of staff of 12 underwriters, in the top two in new business production in 2010, exceeding office average by
over 70%.
• Worked with local management to develop a large account service strategy for the MA branch office that was to
serve as a template for the entire country.
HARTFORD INSURANCE GROUP – November 2003 to April 2009
Middle Market Sales and Underwriting Manager – November 2003 to April 2009
• Oversaw team of 5 Middle Market Underwriters handling the top 50 agents and brokers (of 400 in the territory) in
MA, ME, NH, and VT. Accountable for profit and growth for a $40 million book. Account premium size
generally between $50,000 and $1 million premium.
• Responsible for managing underwriters, including decision making in conjunction with Home Office segment
team, driving underwriting and sales strategies, development of staff, ensuring underwriting quality, building
strong agency relations, and planning and monitoring results.
• Office won the President’s Award as top performing office in the country in 2005. MM book inforce premium
grew >20% while achieving above-target profit returns.
• Regional MM book achieved a rolling 3-year return on equity of 24.4% through the 3rd quarter of 2008. Had been
16% in 2003, and improved four of the next five years.
WAUSAU INSURANCE COMPANIES Division of the Liberty Mutual Group – August 1992 to November 2003
Director of Commercial Accounts – January 1996 to November 2003
• Territorial leader accountable for profit, growth, and customer satisfaction for $24 million book of business within
assigned broker territory of MA, NH, VT, CT, RI and ME. Account premium size between $75,000 and $2.5
million. Primary underwriter of new business, in conjunction with another UW on team who handled most of the
renewals.
• Coordinated service team consisting of Underwriting, Claim, and Loss Prevention professionals, focusing on
writing/renewing business and managing the service level and quality of service given to our customers.
• Primary marketer of Wausau products to brokers in assigned territory. Responsible for appointing agents/brokers
and managing broker relationships. Negotiated contingency agreements with brokers and updated them on
progress towards stated goals throughout the year.
Senior Commercial Underwriter – April 1995 to January 1996
Responsible for Property/Casualty book of business for assigned broker and direct sales producers for accounts up to $1
million in premium.
Commercial Underwriter – August 1992 to April 1995
Responsible for Casualty book of business for assigned broker and direct sales producers for accounts up to $500,000 in
premium.
EDUCATION:
VIRGINIA POLYTECHNIC INSTITUTE AND STATE UNIVERSITY - Blacksburg, VA
Bachelor of Science in Business Administration, June 1983
