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Insider secrets to saving on insurance

How to save money on your
insurance premiums...right nowl

by Grant W. Davis

The great news is that the market is in what
is referred to in the insurance world as a
“soft market,” meaning, this is an insurance
buyers market. Typically, most insurance
companies today will give consumers mid-
year quotes without making them wait for
their renewal date. Companies are willing to
fight for business, and will offer great deals.
That doesn’t always mean changing insur-
ance companies either, most companies want
to keep their current clients business and
are willing to make accommodations to do
so. If a client needs to lower receipts or if an
insurance agency can get a lower premium
by changing to another company, they will
usually invite the current company to recon-
sider their pricing. It's surprising how often
this has worked during the last half of 2007
and now! Here's a little insider hint: the best
time to try and renegotiate rating basis and
rates is months three to six. Agencies have
been successful all the way into month 10.

Risk Retention Groups (RRG's) are the
most agreeable to working with their clients,
most likely because their clients are also their
shareholders. Admitted insurance companies
usually are easy to work with as well, as they
have their minimum earned premium which
is typically 90 days worth of premium to work
around. Next are surplus lines companies -
AKA Non-Admitted markets - which have mini-
mum earned premiums. All companies have
short rate penalties that have to be considered.

When an insurance broker gets a quote for

a client they typically get the "basic” pricing
structure. Once the basic quote has been
obtained, an underwriter who works for the
insurance company reviews the account

to make sure everything is correct and the
company wants to insure the perspective
client in the first place. Part of what a broker
needs to do is “sell” his or her clients com-
pany to the underwriter because insurance
companies allow their underwriters to debit
or credit the account 25 percent. What that
means to the consumer is the underwriter
can decide to insure you for $75,000, $100,000

““Part of what a broker’s
job is to “sell”” his or
her clients company
to the underwriter.”

(basic pricing) or $125,000 for the same risk,
all based on what the underwriter “thinks”
of the account, or what the competition is
offering. And there is more- up to 50 percent
credits or debits with some additional steps.
The biggest mistake companies make is
to assume that the original terms and pre-
mium they are given, is the lowest premium
and the best terms the insurance company
will offer. The second biggest mistake is not
to participate in ‘selling” the company to
the insurance company, and provide them
reasons to give credits to the company. Insider
Hint: If the company is better than average
you need to make sure the insurance com-
pany knows it, and is giving credits for it!
Some quick and easy ideas to make sure

to get the best deal: Always get more than
one quote at renewal time. A broker can do
it; it's automated and easy. If brokers want
to compete for business, make sure they also
give you a list of companies they're going to
get quotes from and that they don't go to the
same insurance companies. Insider Hint: No
insurance company gives you their best rate if
they feel “shopped”. Make sure to actually see
the quotes from the 4-6 insurance companies.
Insider Hint: Make sure the broker actually
does the work. Ask him or her what discounts
will be applied and which ones will not.
Insider Hint: Make sure to know why certain
discounts did not get applied; many times the
reason a discount isn't given is incorrect. If
the broker doesn't talk freely with their client
about discounts, the client should find an-
other broker. Any money saved on insurance
premiums becomes the consumers profit! So
buyers should sell themselves to the insur-
ance underwriter in the same way they doto
other contractors and consumers. Insider Hint:
Work with the broker to present the company
to insurance companies in the best possible
light If your broker isn't talking about credits
you aren't getting any! Believe me if a broker
gets you a credit, they want you to know.
How do you go about doing all this? Again,
great news; your insurance broker will do it for
you! It starts with you phoning your broker.
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- Cut your Insurance expenses now

= Months three to six are
the best times to reset
your insurance rates.

= Save 37 percent or more on
your insurance right now.

* Insurance today is
a “soft market" AKA:
a buyers market.

* In 2008 don't take the first

= Make your insurance
broker do the work.

offer. Make the Insurance
company lower their rates.

* Make sure you get a deal.
Be competivie, shop around.
Make sure you get the

most value for your dollar.
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