Agent-Broker Relationships

In today’s insurance climate we are all well aware of “The Soft Market”. Many surplus lines brokers are presenting price only as the determining factor of your client’s insurance needs. Don’t make the mistake of using this type of broker as your excess and surplus lines broker of choice. A broker should strive to be a consultant of your insured’s needs not a vendor of low price alone. The E&S brokerage business is a service and relationship business to you, just as your agency is a service and relationship business to your clients whether they are big or small.
When deciding who to work with on a particular risk many retail agencies simply go to several E & S  brokers with the risk and present only the proposal with the lowest price to the insured. Operating in this manner on a regular basis will create problems for your agency.  First, it will cost your agency time in the short term which in turn costs your agency income in the long term. Selecting just a couple trusted brokers is a much better option.   Much less time is spent with going back and forth and the broker that feels loyalty from the retailer is much more likely to search to find the best price and coverage for the insured.   Secondly shopping with too many brokers creates a market blocking problem for the brokers as most of them are accessing the same markets.  If the companies we market to are seeing the same submission from multiple brokers they can become disinterested knowing it is being shopped heavily.   When the carriers become disinterested this may take the best option for your insured off the table without you even knowing it. 
That being said, prepare for a hopeful up coming “Hard Market” when your “Price Broker” is only concerned in the premium they can collect from your insured. Who can remember the last hard market? I remember my first days in the insurance industry at a retail agency, yes all the way back in 2002. This is a time when I felt like I could not get a quote out of my broker unless I had a signed app and payment in my hand, Oh, and had my boss call.
Yes, I am fairly young compared to most of the insurance market place and guess what, I make mistakes! I’m guessing no matter what your age, you make some mistakes as well. As just explained to me by our owner, we all make mistakes in this industry you just have to be able to resolve them to be successful.   By partnering with a broker that will help you in times of need and not turn their back on you, you are taking full advantage of this relationship business. Don’t forget how the market can turn and only a solid relationship can give you what you need.   Non loyal retailers will be left out in the cold in a hard market. 
A passionate insurance broker is also an inspiration for their colleagues. This is something I have learned, and hopefully you will learn from Atlantic Specialty Lines. If you are not already, become a loyal partner with Atlantic Specialty Lines and start to feel the comfort that our loyal clients have known for years. Start your relationship with ASL today in preparation for the next hard market so you are not left out in the cold.
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