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HARD MARKET TIPS FOR A HARD
INSURANCE MAREKET

The market 15 hardemnp!. 1 he market
15 hardenng! Have vou heard this
from every agent you speak withs Wel
it is hardening. Not like it did in 1985
where the prices went up suddeniy
and then slowly dropped due to more
competinve market condiuons. This
market 15 an emerging giant which is
being driven in part by losses, in part
by fear of misk that I'I'.i.ull| CaLse
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I 1999 there were approximately
sixfeen remnsurers partcipating in
most rrucking programs. The long soft
market was rood for the consumer
anil the coffers of a .f":Lll'!_l.".' Y
FEINSUrance community were being
filled by premium dollars ceded by
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actiearies’ recommendations. What
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when looking at loss runs thar show
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pol hurt? The primary mark:
most cases were in a large part
reinsured so they passed losses
upward, In the beginmng of 2000 the
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original sixteen remsurers that would
even consider supporiing a primary
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O INCrease
their retenton, accept lower ceding
commission, and partcipate m the
losses generated by ther book o
business. Some comphed, some exited
Lhe stage crealing a shomzre of
JATEITIATY rarkets, Certam COETIPaRes
backed out and are just now con g
back in. The pricing is now ar or nea
the mimimum Pricing their actuaries
yatel Zh:'}- neeiled abl '.|-s--"|5_', s with
higher pricing they now feel
comfortable in accepting business even

though thev retain more of each loss

Market share 13 improved lor two
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reasons. Less competuon and more
premiwm can be charged for the risk..
Far those who renewed in the hrst part
of 2000, you did not see much

pageact bt wait,

The so catled "hard market” 15 not here
ver, The reinsurers renew contracts at all
Lines throughout the vear and January
2001 could be a very important date.
What can vou do i[rlpr'ﬂi'c your chanece of
getting the best deal when vou renew?
Consider what an underwriter does,
Essenually an underwriter is a

knowledge manager. Barey Wilkenson, a
chiel underwriung officer of a major
reinsurer, defines a knowledge manager
as someone understanding and
leveramng the information Dow and
decision-making process within an
organization.” Why? Because chat is how
o run 2 profitable business, The rick 1=
how to take this knowledge management
beyond a theory to a winmng strategy.
Jus

s knowledge to vour competitive

consider how you can use
advaniage.

Underwriters relv on experience and
statistical data to assess risks,
Underwriers must continually add to
thetr knowledge base 1o handle
ever-<changing and complex sets of

voderwrinng decisions.

When the underwriter's goal 1s 1o get
the information necessary for the
decision-making process and the agent's
goul s to get the policy issued, effective
exchanging of accurate and complete
information creates a team of the

underwriter, the agent, and the

customer and 15 kev to a smoother,
faster transiton from underwriting to

policy issuance,

Knowledge management is ahout
sharing the processes involved in risk
assessment. Therefore, we convey 10 you
that the underwriters knowledge of
vour individual account is a valuahle
asset if you are going to be able to
survive this market. We have prepared
a list of suggestions thar will help vou
help vourselfin getting the best
coverage for the best value in the
futore. It may take tme but it is
definitelv worth the effort
USE A SPECIALILST

Now it is trickier than ever. There are
more restrictions, exclusions and
warranties than ever, in cargo coverage
particularly. Locked vehicle
warranty,restricted commuodites w be
hauled, and unattended vehicle are but
a few. Be sure vou know the person vou
are dealing with knows vour particular
company . it's nuances and needs that
differ from other similar comparnes.
Have they ever written a trucker? How
many o they write? Do they specialize
i one industry-----yours?

LUSE AN AGENT WITH
EXPERIENCE IN TRUCKING W
EST ISHED M
RELATIONSHIPS

Today the workload is se great only

agents with estabhished relationships
with accredited trucking markets are
able to get quotes,

COMPLETE SUBMISSIONS

All Blanks m applications must be
completed. Since many companies are
inputting dara for computer rating, if

the form is incomplete vour apphcation
will be rejected. All ol the underwriting
criteria must be obtained; Ninancials,
wpdated loss runs and current motoy
vehiele records on all drivers, Mozor
vehicle reports no older than ninety days
are vital tocday as many companies give
credits for drivers with good driving
records, The underwriter aiso looks at
age and length of time the driver has
had his CDL. Credits ov debats are
assessed on age and CDL experience,
ACCURACY

Revenues and mileage must make sense
for prior years as well as future
estimates. The revenue per nule moust
track and correlate with linancials
There should be an MVR for each driver
on the drivers list, The cargo limits
requested should follow the limits of
maximum values hauled and the true
EXPOSITE,
START EARLY

More and more companies are

requiring maore time to scrutiniee the
risk. Several companies now require sixy
to minetly days lead nme. You do not
want to lose access to these markets by
failing to prepare. Run MVEs ninety
days prior to vour anmiversary date, Get
vour equipment hst with current values
in order and put together a packer of
firnancial data mcluding an interim
(inancial for the current vear,

ASSIGN MARKETS

1f vou must choose to use more than
one broker, markets should be assigned.
This will prevent costly time delays Iazer,
It also prevents ene agent from simply
mailing an application carly thus
blocking a market where he may not

have the relationship of another broker.
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apphcation to a market and never even
pet a response because the applicanon 1s
rncomplete or the underwriter chooses

not o quote for that agent,

LOTS OF MARKETS CAN BECOME
Even though there appear to be an
anundance of markets on an agents' hst
today, by the rime the dust settles, few
are lefr, This is because of various
restricrions a particular market may have
fer various reasons. [t can be the
peTceniage ol owner Operators,
restncions on flatbeds or tanks, or
simply that they do not write service
vithicles or include private passenger
vehicles, Other reasons mav be the
tinancial strength of the trucker 1s weak,
DOVT rating 1s condinonal, loss frequency
or severiy 1s too great for them or a host
ol ather ssues that influence the

underwrner.

CREATIVE BROKER
A good broker who thoroughly knows

vour account will discuss issues with the
market, such as claims you may have in
subragation, recent changes in your
operation which refiect in vour financial
or DOT status and point out all of the
positive points that may influence the

quole.





