Smart Shopping in Today’s Surplus Market

Just a few short years ago many Surplus Lines brokers would not even return your call. If you did not have enough written premium with some brokers, you were cut off. What a change a few years, a bad economy and a soft insurance market will make.     Those same brokers are banging your doors down for business.  It is very easy for a retailer to find themselves writing policies with 10 plus brokers, with no real relationship with any of them,  and little knowledge of  the coverage forms they are choosing for their insured’s.


These desperate times have transformed the average retailer to a super shopper, reacting to each request and desire of money conscious and relentless insured’s. These insured’s want it cheap and fast and it can never be cheap enough.  The 2010 insured has learned what we have taught them, if you run your agent ragged and have them shop enough, there must be a lower price. 

Doesn’t anyone care about coverage anymore?  Most retailers want to provide their clients with the best possible coverage at an affordable price.  However, in today’s market, retailers are feeling intense pressure save money that is well beyond what we have seen in the last 10 years. 


Where do these forces leave the insured and the wholesaler?  Retail agents work with multiple brokers, many times getting 3 or 4 different quotes in a similar price range. In general, there is no time for discussion or disclosure of possible important exclusions and terms that the agent and insured should know about.  The cheapest quote prevails, the policies get written, the deal is good and the insured and agent are happy.    


We must all remember that an insurance policy is a promise of coverage and claims handling. What if that cheap policy from that no-name broker you seldom use is not written quite right? There are many possibilities:  

 -Exclusions 

-Audit problems 

-Mid-term cancellations due to poor underwriting 

-Mis-classification, 

-Accounting Issues,

-Claims not being covered

 These are all very real possibilities.  When these issues arrive, does the Broker step in to help you, or leave you out in the cold? 


There is a remedy for this situation.  Pick 2 or 3 Brokers and formulate a relationship with their staff, become comfortable with your underwriter, or team.  Establish a rapport with brokers that want to be honest with you, help you in tough situations, and ultimately provide the correct policy at a fair price.  Pick ones that really add value, and will not cut you off or take you for granted when times are better.  Don’t work with “order takers” or a different person every time. Do not risk that E & O, audit issues, or other painful problems.   If an insured is only coming to you for price, they will leave you in the same manner


The management team here at Atlantic Specialty Lines, Inc has grown this Independently owned and operated company from infancy.  We take a great deal of pride in the training of quality, honest, and solid underwriters, who are there to truly assist retailers and their needs.   These professionals are available on the phone to discuss coverage, and provide the proper insurance solution at the best possible price. Call one of our Team Members today and if you do not have a relationship with us already, we look forward to showing the benefits of a true value added Surplus Lines Wholesale Broker.

