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With INScribe you can now insure one of 27
professions in the time it takes to make a cup of tea

At Hiscox we like to make your job easier. That’s why we improved INScribe, our online quote tool.

You can now quote professional indemnity to eight times more professions, including estate
agents, management consultants, IT professionals, town planners even feng-shui consultants to
name but a few.

What’s more as INScribe is online, it can be used 24/7. Then it's just 3 easy steps to quote and buy
a policy in a matter of minutes.

“So is that one sugar or two?”

. " , For more information visit
Hiscox Underwriting Ltd and Hiscox Insurance Company Ltd R . R
are authorised and regulated by the Financial Services Authority. www.hiscox.com/inscribe
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road to setting up a start-up brokerage was fraught with pitfalls. As
Neil says, there may be challenges, but itis certainly notimpossible
to start a new business and we wish him continued success.
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Have the marketing
departments taken
over the running

of insurance
companies?...

One has to wonder
If someone,
somewhere, has
lost the plot
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August is traditionally a quiet month, but as
Eric Galbraith, BIBA's chief executive,
explains there is no let up on the campaigning
front, holiday season or no holiday season

Thecreation of BIBA asan influential force wasan
ambition that | harboured when | joined the
organisation back in 2003. My desire was to see
BIBA become more powerful at lobbying and over
the yearswe have never been afraid to speak up on
behalfof members. The good newsiis that these
effortsare paying dividends. BIBA is increasingly
becoming the first point of call when the
Governmentand regulators want guidance.

Travel regulation —
quickly enough
One of the most recent examples of where BIBA
has worked successfully to sway opinion relates to
HM Treasury’s decision to extend the scope of
statutory regulation to include the selling of travel
insurance alongside a holiday. We putinan
enormous amountof hard work on this issue,
withmuch of it led by Graeme Trudgill, our
technical services manager. Consumerswill see a
fairer deal from 2009. My only regretisthatitis
not happeningsooner.

it cannot happen

Putting members and consumers first
Meanwhile, we have been fiercely critical of the
FSA's proposals to unlevel the playing field
through its proposals for reforming its Insurance
Conduct of Business regime. The regulator is
proposing togive directwritersfurther rightsto
provide lessdisclosure to customerswhen
making sales than that required from
intermediaries.

Steve White, BIBA's head of compliance and
training, will continue to campaign for the rights
of consumersto be treated fairly and that means
helping the public to understand insurance and
buy products that meet their needs. \We believe
brokersshould not be subject to a different set of
disclosures. We know consumers are confused
aboutbuyinginsurance and the status of the firm
theyare buying it from—and so does the regulator.
We are determined to see common sense prevail.

The FSA'sRetail Distribution Reviewisa
furtherareaof concern. BIBA recently declared
support for the Association of Independent
Financial Advisers stance on this. They warned
that the implementation of some of the review’s
proposalswould result in reduced access for
consumersand that independentadvice would
become the preserve of the wealthy. BIBA also
recognises the importance of advice in the buying
process for all consumers and will battle toensure
nosimilar movesare suggested for the general
insurance sector.

Marketing — has someone lost the plot?
Have the marketing departments taken over the
running of insurance companies? Do they really
believe that the commoditisation of general
insurance will either treat customersfairly or
promote the industry’s reputation?

Recently, we have had examples of insurers
promoting the purchase of direct commercial
insurance as being better and quicker than
through abroker. Marketing material has
been sentto members urging them to buy this
cover with little regard, ifany, to the fact thatit is
those very intermediated channelswhich bring
most of thisbusiness to the insurer. One has to
wonder if someone, somewhere, has lost the plot.

Unfortunately, | expectto see increasing
competition fromdirectinsurers. | hope brokers
will recognise those insurers who support the
intermediated channel and compete even harder
for this business. BIBA will be on hand to offer
encouragementwhich iswhy over the summer
monthswe have been collecting case studies from
membersabout the value of advice and the
services that they offer. Thiswill allow BIBA to
launchapro-broker campaign later thisyear.

Areal ‘market failure’

lam sure we will hear more from the regulator
aboutso-called ‘market failures’ in the months
ahead. For me, the real market failure iswhere
consumersare not insured or inadequately
insured. Take, for example, the recent UK floods—
how often have we heard that certain individuals
or companies do not have cover? That is market
failure. The Governmentand the regulator should
ask why this happened and not be blackmailed
into providing funds for uninsured parties unless
there isapayback.

Theinsurance industry has responded well to
the severe weather claims. Itisnow the
Government'sturntoactto protect the publicand
implement those much-needed flood defences.
Whatwe cannot afford is further procrastination
about whether such measures are necessary, and
atwhatcost.

ll"".- -
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Email Eric Galbraith at
galbraithe@biba.org.uk
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RIGHT TO REPLY

Neil Grimshaw

The future
IS bright

In the last issue of the broker, Katy
Dowell’s article, An Endangered Species?
talked about the pitfalls of new broker
start-ups. This suggested it was incredibly
challenging to launch. But it is not
impossible —so here is my story.

Ravenhall Risk Solutions started trading
from scratch in September 2006 — that meant
no agencies nor clients, from day one.

It was a big risk for a 25-year-old, coupled
with the fact that we are in a soft market and a
perception that authorisation
is a huge barrier.

Receiving the FSA
authorisation form filled me
with dread, this was the
longest, most in-depth form |
have ever had to complete,
with no support, network or
compliance assistance.

But, the FSA was one of
the easiest organisations to
deal with, in their assistance
and encouragement.

Once authorised, the
challenge of obtaining agencies was next on
the agenda. The major insurers were all
sceptical, but this is a relationships industry. |
found an honest and enthusiastic approach,
and a lot of travelling, gained me probationary
agencies with some of the key names — and
once you have three or four under your belt, the
rest become interested.

Itis true aggregators and consolidators are
the biggest movers in this industry sector, but
that is why smaller brokers need to
demonstrate the traditional principles of
broking.

That means providing a service to clients
(often where a website can’t) and showing your
value in an industry where sometimes,
especially for smaller commercial and personal
clients, there is no service and support,
especially on a face-to-face basis.

Ravenhall Risk Solutions has now
completed its first financial year to a higher
level of success than originally budgeted.

With three staff and a growing client bank,
the future for new start-ups doesn’t seem as
bleak to me as the article portrayed. In fact, |
found that our industry and regulators are keen
to encourage compliant, entrepreneurial and
professional enterprises. It’s been the best
move | have ever made.

Neil Grimshaw is director of Ravenhall
Risk Solutions

New online

BIBAis set to launch a new
website by the end of the year
which will include new
information, have better
navigation and will also attract
more consumers who are
looking for brokers.
Aworkinggroup,comprising
BIBA head office representatives
and members, has been set up to test
the new featuresand advise on
future development.
Communications manager
LeighannBurtrand isoverseeing
the project. She says: “We see thisas
apriorityandare makinga
considerable investmentin
creating the newsite.”
Sheexplainsthe current website
was last fully redesigned in 2002.
Since then, numerous new sections
have been added, including: the
regional websites, aregulation area,
aPlsection, farmoreontraining
including adedicated area for
broker ASSESS and the self-service

launch

portal —thisallows brokers to update
their own membership details.

Since BIBAwill be looking toadd
on further sections,anew website is
now essential.

Leighann says: “We have
appointedanagency and their
briefistoallow usto have far more
onthesitebutinaformatwhichis
lesscluttered.”

Apartfrom the benefits for
members, therewillalsobean
improved Find aBroker section for
consumers, allowing themtofind
either specialistor local brokers
using key words or post codes. The
aimistohavea‘parallel’ consumer-
friendly home page —although still
partof the main BIBA site— for the
public, whichwill also be packed
with useful guidance and advice.
BIBAwillappointan external
company specialisinginsearch
engine optimisation to maximise
the number of consumers visiting
thesite.

Watertight cover by brokers

BIBA is urging consumers to
use brokers and to focus on
buying the right cover
following the recent
devastating floods.

4 Many UK counties were &
affected by the flooding.
Thousands of people were
forced to evacuate their homes.

Following overwhelming
pressure oninsurers, there has
been criticism that payouts have
been too sloh\_/v, with Prime

Minister Gordon Brown urging
them to speed up.

BIBA, meanwhile, hasbeen
championing the role of brokers
whoare able to supportclients
with claims —and help put
pressure on insurers to handle
claims quickly. Chief executive
Eric Galbraith and technical
services manager Graeme
Trudgill made many media
appearances.

Graeme comments:
“Overall we know that insurers
have worked incredibly hard to

In the news: where
BIBA provided guidance

 The one show (BBC One)

o Sky News

o Consumer Programme
(BBC Three Counties)

e Financial Times

* /ndependent on Sunaday

 The Times

* Press Association

o Mail on Sunday

o The Observer

» Sunday Express

o Dally Express

provide a quality service for
their policyholders. But, there
have been some cases,
unavoidably, where this has
fallen short — or where cover
has not been purchased. Our
message is that brokers are
best placed to find the suitable
insurance and that people
should not be too hung up on
price —itis not everything.”
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B BIBA REGIONS

Big namé&s. linéup
for Y&N conference

Atop-notch speaker
programme and exhibition is
in place for Insuring the
Broker’s Future, this year’s
inaugural Yorkshire and
Northern region conference.

It will take place on 3
October at the Royal Armouries
Museum in Leeds (pictured
above) and regional executive
lan Raper says: “We’re looking
forward to a fantastic event. We
have some superb speakers
lined up and our exhibition is
filled to capacity with 37
exhibitors, including many
schemes providers. We’re
looking forward to seeing as
many brokers as possible and
although there is a lot going on,
there will be plenty of time for
networking during the breaks
and after.”

Registration starts at

08.30 and the programme

will include:

e BIBA overview from chief
executive Eric Galbraith

e The evolution of insurance
distribution over the next
10 years — Mark Cliff, AXA’s
distribution manager

e Update from the Financial
Services Authority (FSA)
including the move to
principles-based regulation
—Wilson Fraser, associate,

FSA’s small firms division,
in a session chaired by
Steve White, BIBA head

of compliance and

training
e Tosellor notto sell your

business —and other

options — Grant Ellis, chief
executive officer, the Broker

Network
e Poacher or gamekeeper?

Reconciling being

underwriter and broker —

Andy Homer, chief

executive, Towergate Group
e Treating brokers fairly in a

soft market — Chris Hanks,

Allianz Commercial UK

general manager
e Insuring our future — Andy

Hanselman, chief executive

officer, Andy Hanselman

Consulting.

The event will be introduced by
regional chairman Martin
Spenceley, and Denis Pinnegar,
a BIBA regional media officer, will
announce the sessions.

The cost for the day, which
concludes at around 16.30, is
£50 and includes lunch,
refreshments and parking.

Brokers can register online
via the BIBA website and for
further information, should
contact lan Raper on
lan@rapporttechnical.com or
telephone 01274 209748.

[ For details of BBA's regional executive
contacts, please see the BIBA website,

WwWw. biba.org. uk/broker/committeesfinal. html
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Scottish BIBA Conference 2007

Leading the way

IN Scotland EETEEe

Thisyear’s BIBA Scotland
Conference takes place on
14 November at Airth Castle,
near Stirling.

Airth Castleisanidyllicsetting
forthistop-classevent, which has
secured sponsorshipagain from
major insurers AXA, NIG, Zurich
and Norwich Union.

Thisisthethird year BIBA
Scotland hastitled the event
‘Backing Scotland’, with much of the
planning and organisation being
handled by BIBA regional executive
Clive Hurn, who comments: “We
were delighted with the response to
lastyear's conference and thisone
promises to be even biggerand
better. The contentwill be topical,
relevantand, of course, there will
be plenty of opportunity for
networking.”

Heisagain beingsupportedin
the eventmanagement by leading
Scottish conference organisers,
Meeting Makers.

Lastyear, there were nearly 190
delegatesat the conference. Clive
believesthisyear the number of
delegates will exceed 200. Many of
Scotland’s leading brokers will be
present, including Ken Whitton,
chairman of BIBA Scotland, BIBA
chairman Derek Thornton and BIBA
chiefexecutive, Eric Galbraith. The
eventwill be compared by Bruce
Fummy, a Scottish comedian and
teacher, with previousexperience in
the financial servicessector.

Therewill also be plenty of
networking opportunities
throughout the day and the event
includes lunch, teaand coffee breaks
withinthe delegate fee.

Delegate packswill be issuedin

r

The programme includes:

e the FSA will have a stand.
Andrew Honey, head of
insurance, small firms
division, will present on
compliance regulation
presentations from Gary
Stott— AXA Insurance —
head of commercial general
insurance division and
Brendan McManus — chief
executive officer, Willis UK
&lreland
an update on telematics
inspirational speakers
an exhibition from BIBA's
Schemes and Facilities
providers.

early September and these will
provide full details on registration.
Whiletheeventtakes placeona
single day, it isexpected many
brokerswill choose toarrive the
night before so that they can enjoy
the beautiful surroundings of Airth
Castle, which isnowaluxurious
hoteland spa. The glorious building
datesback to the 14th centuryand
was once owned by the family of
Robert the Bruce. Members—and
their partners—who feel they would
benefit from some pampering will
alsoenjoy the facilities of the hotel’s
Cloud Nine Leisure and Beauty Spa.

I‘ For further information
M contact Meeting Makers.
Telephone Fiona McGillivray on
0141 434 1500 or email:
Biba@meetingmakers.co.uk
Or contact Clive Hurnon
07836 609960 or email
hurnc@biba.org.uk

-
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“Swifty” secures the
BIBA press prize

Sharp writing and market knowledge gain
Jonathan Swift the top BIBA accolade

Jonathan Swift, editor of
Post Magazine, has won
BIBA’s 2007 Journalist of the
Year award.

Known as “Swifty” among
colleaguesand contacts, Jonathan
has steered Post Magazine to
continued success along with his
long-serving team. And, as his
entries showed, hissharp writing
styleand inside market knowledge
put him at the top of his game.

The awards showcase
journalists who have used their
work to further understanding of
what can often be highly complex
insurance issues.

BIBA chief executive Eric
Galbraith presented the award to
Jonathan ataceremony held at
Marsh's head office in the City of
London. He said: “This was one of
our strongestyears in terms of the
quality of work submitted and we
received over 100 articles for our
judging panel toassess. | believe
thatthisyear'sshort-listed
journalistsrepresent the strongest

group that we have ever had the
pleasure towork with.”

He added as well as looking at
the originality and style of
writing, and the quality of related
research or investigatory work,
the judges were asked to identify
the journalists that raised
awareness of general insurance
subjects through theirwork and
providean insightinto general
insurance issues.

Winning feeling:
Jonathan Swift

The roll of honour

Overall winner: Jonathan Swift,
Post Magazine

Runner up: Simon Gompertz,
BBC, Working Lunch

Winner: James Daley,

The Independent

Highly Commended: Lisa
Bachelor, The Observer

Winner: John Husband,

Daily Mirror

Highly Commended: Stephen
Womack, Mail on Sunday

Winner: Simon Gompertz,
BBC, Working Lunch

Highly Commended: Kirstie
Redford, freelance

Winner: Lynn Rouse,

Post Magazine

Highly Commended: Tanya
Powley, Post Magazine

Winner: Lynn Rouse, Post
Magazine

Highly Commended:

Chris Wheal, Insurance Times

Winner: Sarah Hills,

Insurance Age

Highly commended: Michelle
Worvell, Insurance Age

Winner: Conal Gregory,
Yorkshire Post

Highly Commended: Lindsey
Rogerson, Scotland on Sunday

Winner: Huma Qureshi, The
Observer

Highly Commended: Sarah
Hills, Insurance Age

Judges

John Greenway MP,

Chair of the Select
Committee for the Treasury
David Slade,

Perkins Slade Limited
Kevin Sinclair, AA

Lord Hunt, Beachcroft

Guy Munnoch, Zurich
Commercial & Municipal
Toby Foster, Marsh Limited
Jerry Wilson, Goss & Co
Grant Ellis, Broker Network

PRESS
BRIEFING

Living in a lighthouse or residing on a river
may have its attractions, but finding
insurance involves a bit of homework, as |
discovered recently when writing an article
on this subject for The Times.

As insuring unusual properties is a ‘niche’ area,
I turned to several specialist brokers for assistance
with the piece. Most of these | found through

searching the internet and BIBA's
online database. Having never

One of the brokers | talked to, for example, told me that the
most difficult home he had ever had to insure was a brick-built
cottage built on a floating pontoon, which added colour to the
story. However, having spent 10 years in personal finance
journalism for the national press, writing this piece did make me
wonder why | still have relatively few broker contacts.

It may be not only because of the proliferation of direct
insurers who are only too keen to appear in the press, but also
because the broker industry has a strong central ‘voice’ in the
form of BIBA, which many journalists turn to.

previously spoken to any of the
brokers | contacted for this story,
| was pleasantly surprised by the
response | got. Not only were all
the people | contacted able to
come up with sample quotes for
insuring quirky homes quickly,
but they were also able to
provide useful anecdotes about
some of the properties they had
found cover for previously.

Melanie Wright

But brokers individually have such a wealth of fascinating case
studies and tales to tell that it seems a shame that some aren’t
more proactive in contacting the press, especially given the large
reader response to insurance stories.

| am well aware journalists are generally viewed with
suspicion, but, contrary to popular belief, we don’t always seek
to paint a negative picture of everything, and, if there is an
interesting angle, we want to know about it.

Yes, direct insurers may dominate the personal finance pages,
but | for one would like to hear the broker voice more regularly.
Melanie Wright is a freelance journalist

{l m ‘the broker jautumn 2007 ‘07‘.}




B TRAINING

Broker ASSESS has merged with AXA Campus to create a market-
leading e-learing and development facility. Kirsty Gordon explains

J€ one

Training is now a far bigger issue for most
brokers than it was in the past - the
competitive market, the need to retain
quality staff and regulatory pressures are
among the reasons for this. But many
companies say they are busier than ever

and so are looking for straightforward and |

comprehensive solutions.

Step forward broker ASSESS. Many
intermediaries will be familiar with the system
butcouldstill view itasan assessment tool.
However, the reality now is very different. Broker
ASSESS goes far beyond thisand isnowa
complete online learning and development
system—it’salso the market leader and
continuing to grow.

Earlier this year, broker ASSESS merged with
another training system, Campus—both of these
have won awards in their own right. AXA Campus
had some 8,000 users, while broker ASSESS had
around 13,000.

Meanwhile, content is now being provided by
the Chartered Insurance Institute and broker
ASSESS isthe ClI'sendorsed online system for the
ClI's Broker Academy, which was launched in
February 2007. The academy also offers brokers
other training options, including face to face if
required, but broker ASSESS is likely to provide
one of the easiest ways to supply consistentand
auditable training to as many of theiremployees

One key improvement is that the content has
now been vastly expanded with more than 200
new learning modules being recently added.

There isalsoanew ‘My Planner’ facility which
enablesthe creation of personalised learning
plans. T ersthe ability to self-manage the

pace of learning by users through email

A\
\|| ab@ard
Stop

remindersande-links in the planner.

Broker ASSESS also hasalink to the Cll’s
online CPD system, providing userswithasingle
CPD record which can be submitted

electronically.
AIthouth
BIBA ensures oker ASSESS retains the

personal touch—whether brokers have a
technical query or want to recommend new
content, queriesare dealt with promptly.

And, in particular, the user group playsavital
role in taking on board feedback and
implementing changes. For example, one broker
recently suggested that questions on taxisand
motorcycles would be useful for hisemployees
and these have now been incorporated into the
question bank.

The user group is chaired by Mel Lyell,
compliance manager with Poole-based broker E
Coleman. He comments: “Broker ASSESS is good —
and since the merger has become even better —
content has grown massively and | feel we can
meet the needs of almost all brokers. What is
more, the costs are reasonable. Prices vary
according to the size of the firm. Both BIBA and
the Cll are non-profitorganisations and so the
revenue earned goes back into developmentand

Information on each
employee’s training
at their fingertips

making the changes users want.”
The user group meetsaround
every two monthsand Mel adds: “We
welcome broker users getting involved
- andwe've invited former AXA Campus

“membersto join usso thatwe all work together.
| Brokerswant to offer their people a variety of

development options, but this system provides
themwith aconsistentand affordable way to give
everyone structured and relevant training. It also
means managers have the information on each
employee’straining at their fingertips—this
means they can conductaskills gap analysisand
identify the most appropriate training. And, one

| major advantage is that it provides electronic

verification that training has been carried out,
which isideal in the regulated market.”
Kirsty Gordon is BIBA’'s membership and
broker ASSESS co-ordinator

trammgieoltition
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