
Understand what is material to an insurer

44% said they were not sure, or not clear 
what is material to an insurer.  

Material facts enable an insurer to decide whether to underwrite 
and accept an insurable risk.  Key elements include: reviewing 
claims history, exposures, business locations, operations and 
products produced.  Underwriters say that clients do not 
communicate their positive risk mitigation and improvement 
initiatives. The key here is to disclose all the positive things a 
business is working on regardless whether an insurer has asked 
for it.  

All of these make an impact when reviewing new business  
and renewals. Whilst everyone knows to declare a material risk, 
risk managers and brokers should accentuate all the positives 
such as:

Risk Mitigation 
Declare any changes to the business, for example the sale of 
a site which had a high rate of claims, or changes in product 
design and manufacture.  Also if your business has expanded 
into other territories, you’ll need to let your insurer know.

Risk Improvement initiatives 
Don’t miss the opportunity to tell us about your risk improvement 
programmes to declare the good work you’re doing such as 
new training projects, control over contracts and improved ways 
of working which are enhancing staff engagement.  If you are 
working on reducing claims tell your insurer.  

Being up to date on disclosure  

40% reported that they could foresee 
circumstances where payment of a liability claim 
was denied because of a dispute over disclosure.     

Your broker should advise you on the best way to meet your 
disclosure requirements, so work with your broker to establish 
exactly what information requirements are necessary.  We know 
material changes to your business will happen rapidly during 
the year as your business grows. International coverage, new 
acquisitions, new products and the sale of businesses all impact 
insurance coverage: it’s your responsibility to ensure that such 
changes are disclosed as soon as they are known.

Manage rate increases 

61% think rates will go up so we’ve listed 
some top tips on how to manage those rises.     

For example don’t give insurers the bare minimum when it 
comes to information, as you will be given the standard  
renewal rate.   

•	 Implementing and evidencing measures which demonstrate 
good risk management such as training and compliance tell 
us you are actively trying to reduce risks.  

•	 Accentuate your USPs to differentiate your business and to 
avoid being given standard renewal terms.  

•	 Talk to your broker and consider non-conventional insurance.

•	 Businesses with captives should work to increase participation 
where possible.  

All of these will help offset rate increases over time.
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Statistics from the 2012 Airmic Casualty Benchmarking report* 
highlight that 41% of companies said that insurers were not 
clear in explaining the features of a good or bad risk.

*Sponsored by AIG. Benchmarking completed by those responsible for insurance and risk management in Airmic member companies.

We’ve highlighted some key notes to help 
present your business to insurers at renewal.



Manage potential rises in personal  
injury claims

85% think these will increase.    

Following these preventative measures will go some 
way towards managing personal injury claims:

•	 Ask your insurer to help you develop a loss 
prevention programme designed to mitigate such 
losses. These programmes will explore sources of 
claims in your business, for example production lines 
or individuals.  

•	 Ensure you are reviewing your claims in terms of 
defensibility, what went wrong with a claim and why 
you had to settle with a view to modifying behavior.  

•	 Develop a claim reduction plan, identify exposures 
and weaknesses, ask your insurer for assistance and 
declare it at renewal.

•	 Medical and rehabilitation services provide absence 
management to get employees back to work quickly. 
Providing independent rehabilitation assessments, 
and support for sick and injured employees by 
coordinating with medical services, liaising with 
insurers, lawyers, GPs and consultants to keep them 
informed.  

Assess prospective insurers effectively    

44% seek to differentiate insurers 
by reviewing service. 

You should also ensure your insurers have the 
following:

•	 Experienced claims handling.  Insurers with expertise 
and knowledge of your industry will be able to 
provide you with claims examples of similar clients in 
your industry.

•	 Extensive overseas capability (if relevant) to ensure 
your insurer can provide local guidance and advice 
in territories you are operating in.

•	 A reliable and consistent point of contact.

•	 Medical and rehabilitation services that are provided 
as part of your insurance programme.  

•	 Loss prevention support as part of your insurance. 
 

Review what information you receive  
from your broker

29% said they saw just headlines.  

Whilst price, limits and financial security are important 
aspects of any insurance buying decision, the items 
above also provide differentiation amongst insurers.  
A 1-2-1 meeting with prospective insurers can give you 
an opportunity to explore some of these.  If things are 
unclear from your insurer do ask for clarification before 
making any decisions.
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