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I enjoyed catching up with so many members at 
our recent conference, Influencing Tomorrow. 
One of the most memorable moments for me was hearing BBC 

security correspondent Frank Gardner give an inspirational talk about his experiences. 
He was seriously injured when shot while reporting in Saudi Arabia and his colleague 
was killed. He is now in a wheelchair but has returned to work, commenting on 
Middle Eastern stories.

Seeing him on the news recently, clearly one of the most knowledgeable reporters 
in his field, it reminded me what a privilege it was to hear him speak. I know other 
members agreed, but please let us have your feedback on the speakers and content 
if you were in Glasgow.

Once one conference is over, work starts immediately on planning the next, 
and we are already looking at speakers and topics for next year’s in 
Manchester – and we’d like your input.

Earlier in the year, we organised the Sheikh Abdullah Foundation 
Young Broker Award. I was aware that the judges had been very 
impressed by the quality of entries – so it was great to see David 
Ottewill, managing director of Camberford Law, present the prizes. 

Our congratulations go to Kate Reilly of Higos Insurance Services 
and the two runners-up, Clare Kettle from Commercial Vehicle Direct 
and Alison Powley from Alan Boswell Insurance Brokers. It’s fair to 
say that broking is a male-dominated industry, but to have three 
female finalists shows there are some talented women poised to 
take on senior roles in the future. It’s about time!  
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Regulation – making our case

Manchester 2009 – it’s in the diary

Email Eric Galbraith at 
galbraithe@biba.org.uk

It’s time for a catch up with chief executive Eric
Galbraith who says his patience is running out 
with the ongoing discussion into transparency, 
disclosure and conflicts of interest…
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Two experts ponder whether insurers should buy brokers…

Phil Bunker, 
managing director 
of ABC Insurance, 
the broker-focused 
business from 
Liverpool Victoria, 
says no

Stuart Reid, chief 
executive officer of 
Venture Preference, 
the AXA-owned 
broker subsidiary, 
says yes

I think I must have now 
crossed the line into being 
‘old’ because as I look at the 
current vogue for insurers 
buying brokers I know it’s not 
the first time I’ve seen such a 
trend.  

A number of insurers – and 
obviously, AXA is among them 
– have bought some fabulous 
brokers recently. 

In my opinion…



Influencing Tomorrow – 
an overwhelming success

Influencing Tomorrow was the 
most popular BIBA conference 
ever organised outside the 
capital – a total of 2,424 
delegates attended and some 
1,049 of these were brokers.

Africa hero: Sir Bob Geldof Frontline: The BBC’s Frank Gardner
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Kate Reilly, a branch manager 
with Higos Insurance Services, 
has won the Sheikh Abdullah 
Foundation Young Broker of 
the Year Award. 

Multi-talented 
Kate is a winner

BIBA’s new publication, 
Compliance Rules, is the 
painless way to brush up on 
vital regulatory matters in a 
palatable format.

Latest issue of BIBA’s 
Compliance Rules launchedThis was the first BIBA 

conference – in his capacity 
as chairman – for Derek 
Thornton.
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All smiles: Kate receives her certificate from Camberford Law’s David 
Ottewill (left) and is congratulated by BIBA chairman Derek Thornton 

Glasgow 2008 – chairman’s view



Ant Gould

Alert brokers will have noticed that insurers 
are getting hot under the collar over the cost 
of credit hire – believing rates are too high 
and loan periods are too long.

An agreement on rates between credit hire 
operators and insurers signed in 2006 has fallen 
by the wayside, and a pricing agreement agreed 
recently looks like providing only a sticking 
plaster over a gaping wound.

The insurers – who have no-one to blame 
but themselves for the creation of the market in 
the first place – believe brokers are stoking the 
flames.

While they understand the attraction – who 
would refuse the offer of a gold-plated service 

complete with a like-for-like 
replacement for their non-fault 
clients? – they also point to 
the commission brokers earn 
for doing relatively little.

Insurance company claims 
managers cite, anecdotally, 
the average commission 
to brokers for each credit 
hire referral can be as much 
as £200-£250. However, 
this is disputed by brokers 
who insist it is much less. Of 
course, this guesstimate also 
ignores the referral fees paid 
by lawyers to brokers for injury 
claims... they can also be 
significant.

So is credit hire a real problem that is 
mushrooming out of control? According to 
actuary EMB, yes. It says that in 2002 only 
seven per cent of innocent motorists involved 
in an accident took advantage of such accident 
management services. 

By 2006, it had risen to 20 per cent. This 
pushed up the aggregate cost of this type of 
claim alone in 2006 by 12 per cent – adding 
1.5 per cent to average loss ratios. And of 
course, 80 per cent of the population entitled to 
use accident management companies still don’t.

Insurers are trying to fight back by providing 
the necessary services to innocent third parties 
– but this is piecemeal and often too late. 

So business as usual looks set to continue.
None of this is, of course, the brokers’ fault 

or problem. But the issue illustrates the tension 
and balance that exists between insurers 
looking to increase revenue and courting 
brokers with corporate freebies – and their 
claims departments which are keen to reduce 
spending.

Now that could be something to get hot 
under the collar about. 
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Ant Gould is group editor in chief, 
Incisive Media Insurance Division

BIBA’s recent conference, 
Influencing Tomorrow, 
attracted record levels of 
media attention.

BIBA’s campaign to highlight 
consumer dangers from 
buying from some aggregator 
websites has resulted in the 
FSA taking action.

Aggregator campaign 
achieves right result

Record coverage for 
Glasgow conference

The trade exhibition at the conference 
proved to be a strong draw
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www.travelers.co.uk

Our name change from St. Paul Travelers to Travelers has undoubtedly invigorated 

our business, the power and recognition of the Travelers brand and iconic red umbrella

logo reinforcing our commitment to the UK insurance industry. We have ambitiously

broadened our product range to encompass both specialist and more general

commercial risks and invested in new people, new regional offices and new technology.

The shape of things to come is a red umbrella and it’s open for business. If you are too,

we’d like to hear from you. 

The shape of things to come.
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Heading for
uncharted 
waters

Lloyd’s chief executive Richard 
Ward is overseeing change which 
could result in the market potentially 
opening up to many more brokers. 
Jon Guy reports

The Lloyd’s market is on course for 
change and that change will see a 
fundamental shake-up in the ability 
for intermediaries to access the 
markets.

Legislative changes
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Meet Richard Ward
Richard Ward joined Lloyd’s as chief 
executive officer in April 2006.

Previously, he worked for more 
than 10 years at the London-based 
International Petroleum Exchange (IPE), 
re-branded ICE Futures, as both chief 
executive officer and vice-chairman. 

Prior to the IPE, he held a range of 
senior positions at British Petroleum (BP) 
and was head of marketing and business 
development for energy derivatives 
worldwide at Tradition Financial Services.

Between 1982 and 1988, Mr Ward 
worked as a senior physicist with the 
Science and Engineering Research 
Council, leading a number of research 
and development projects. 

He has a First Class Honours degree 
in Chemistry, and a PhD in Physical 
Chemistry, from Exeter University. He 
is married with two children and lives in 
London. 

Proposed amendments to the Lloyd’s Act
Relax the rule requiring the chairman 
and deputy chairman to be working 
members, so that these posts 
may be filled by any member of the 
Council, provided that always one of 
the chairman and deputy chairman is 
a working member.
Remove restrictions on elections 
to the Council affecting working 
members, to permit more flexibility 
and greater alignment with the 
Combined Code.
Remove the requirement for the 
Governor of the Bank of England 
to approve appointments of 
nominated members of Council, as 
this duplicates the FSA’s approval 
process.
Remove the provisions relating to the 
Committee of Lloyd’s.
Modernise and streamline the 
Council’s delegation powers, while 

preserving the Council’s existing 
reserved powers.
Ease restrictions on the composition 
of Disciplinary Committees.
Remove the restriction that requires 
managing agents generally to 
accept business only from a Lloyd’s 
broker, while retaining the class of 
“Lloyd’s broker” for brokers who 
want to bear the title of “Lloyd’s 
broker”; and remove the divestment 
provisions (which prohibit prescribed 
associations between Lloyd’s 
brokers and managing agents), 
in favour of a new mechanism, 
consistent with the FSA’s regulatory 
requirements, which will allow the 
Society to monitor potential conflicts 
of interest between managing agents 
and associated brokers and provide 
transparency on such associations 
to members.

Consultation



Utilising rent-a-captives can deliver considerable savings over 
conventional insurance programmes as well as having many other benefits 
for small and medium sized companies.

By Peter Niven, Chief Executive of Guernsey Finance

IMAGINE the happy faces when your clients see their cost savings associated
with retaining the unclaimed premium in their insurance programme. 

Aside from this key benefit SME clients may utilise a rent-a-captive to: 

Avoid paying large overheads and profit margins 
Insure unusual or catastrophic risks or multiple small risks 
Have direct access to the wholesale reinsurance market 
Benefit from the investment return on retained premiums 
Take advantage of taxation efficiencies  deductible in arriving at profits 

Access lower insurance premiums as these rela
Improve their risk management and understanding of the cost of risk 

But aren t the start-up and on-going costs prohibitive?

No. In rent-a-captives these costs are shared which makes them economically viable for small to medium sized 
businesses.

Will sharing a captive insurance company expose clients assets to the risks of other
members?

Again, no. Rent-a-captives can be so effective for SMEs as they utilise cell structures such as the Protected Cell 
a core and individual cells, where the legal segregation ensures that no 

claim against one cell will be covered by the funds furnished by another.  

So, rent-a-captives really are viable for SMEs?

Yes, and in addition the use of a third-party cell company rather than a full-blown captive has distinct benefits for 
SMEs:

Lower operating costs  requirements and shared costs 
Less management time required by the cell owner, primarily because 
attendance is not required at quarterly PCC Board meetings 
Quicker and cheaper to set up and exit  does not require the same legal 
processes required to incorporate or wind up a company 
No minimum capital minimum margin of solvency and the risk gap but this may be 
less than the £100,000 minimum required for a separate captive
Less tax

Interested in hearing more?

Please get in touch or contact one of the many service providers on the Island who are leaders in the captive 
insurance field. They can be viewed through the business directory on our website at www.guernseyfinance.com.

Guernsey is the leading Captive insurance domicile in Europe 
Island introduced PCC legislation to the world in 1997 and has since introduced an alternative in the Incorporated Cell 

Peter Niven, Chief Executive Guernsey Finance
Tel: 01481 720071 
E-mail: info@guernseyfinance.com

www.guernseyfinance.com

  Advertisement Feature



Schemes 
supremos
Consolidation means independents are becoming scarcer. 
But a number are thriving and have one thing in common – they 
excel in their particular markets, as Rachel Gordon reports

Take three brokers. Outwardly 
they have little in common, being 
in different locations, operating in 
different markets and of different 
sizes. Yet there are clear similarities. 

the broker  summer 2008  13



“The brokers 
I see doing 
incredibly
well offer 
online facilities 
but have a 

switched-on call centre. 
They proactively chase leads 
from web users – namely 
if an online customer does 
not buy, then a phone call is 
made 20 minutes later to see 
if the sale can be secured. 
And they make sure they staff 
are extremely well trained.”
Malcolm Smith, 
Groupama

“You should 
have members 
of staff working 
on individual 
sectors. Our 
people get to 

know the key figures and the 
issues affecting that market. 
This also provides insight into 
potential health and safety 
issues. Our staff go to trade 
shows, conferences and we 
support our sectors where 
we can, say by sponsoring 
award event categories.”
David Ottewill, 
Camberford Law

“We spend 
hours
researching
markets and 
going out to 
meet people 

before we feel we can launch 
a scheme. But, while we rely 
a lot on word of mouth, you 
also need to reach people 
who will just be browsing for 
cover. A specialist scheme 
should appear high up on 
Google if you want to win the 
business.”
Donna Beanland, 
Caunce O’Hara

“It is very 
difficult to 
protect 
intellectual 
property when 
it comes to 

insurance products. The key 
is to grasp an opportunity 
quicker and better than 
the competition. A good 
scheme provider is one who 
is recognised as the best in 
its chosen area and whose 
product is consistently 
available.”
Paul Tasker, 
Tasker & Partners 

Professional

Creativity
Focus

Schemes brokers – insider secrets
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Jim Keeling is joint chairman of 
Corbett Keeling (website: 

www.corbettkeeling.com)

Where the action is… 
In other sectors, the credit crunch has brought funding and sales of 
businesses to a grinding halt. But Jim Keeling, a corporate financier 
in the thick of the market, says broking is still seeing plenty of deals

The year 2008 started with 
predictions of widespread doom 
and gloom for the corporate funding 
and mergers and acquisitions (M&A) 
markets. The credit crunch was well 
under way and it was clear that the 
UK economy was already heading for 
stormy waters.  

Deals by value – consideration less than GB£10m Deals by volume – consideration less than GB£10m
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Deals by value – consideration between GB£10m and GB£100m Deals by volume – consideration between GB£10m and GB£100m
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Fastnet Marine Insurance Services Limited
Unit 4, Building 2, Shamrock Quay, Southampton SO14 5QL, UK
Tel +44 (0) 23 80 63 66 77 Fax +44 (0) 23 80 63 66 78
e sails@fastnet-marine.co.uk          w fastnet-marine.co.uk

Marine Trades
Yacht & Pleasure Craft
Commercial Craft
Marine Underwriting Agents
Our delegated underwriting schemes and
facilities with leading yacht and marine
insurers have been established over 20 years.
We provide instant quotes on most cases.
Our International Division can also help with
vessels kept in the Mediterranean, European
waters and Worldwide.

Marine Trades
Yacht & Pleasure Craft
Commercial Craft

Authorised & Regulated by the
Financial Services Authority
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Brokers are understandably fearful of coming 
under the FSA’s scrutiny and, in particular, 
coping with ARROW visits. Martin Friel
explains how to satisfy the regulator

Time flies when you are 
mired in regulation. It is 
only five short months until 
the December deadline 
for having a treating 
customers fairly (TCF) 
culture in place within 
your firm. It might feel like 
there is plenty of time to 
get your house in order, but 
when you consider what is 
actually required to satisfy 
the FSA, there really is not 
that much time.

Taking TCF 
 to heart
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How to survive    

Darryl Clark has experienced 
two ARROW visits, both of 
which lasted two weeks. On 
the first, the FSA interviewed 
27 directors, non-executive 
directors and members of 
senior management. On the 
second, there was much 
more focus on customer-
facing staff.

“We were given three 
months’ warning and 
they told us broadly what 
they would be looking for 
beforehand. A month before 
the visit, the FSA sent us 
a list of documents that 
it wanted to see and this 
included client money issues 
and corporate governance 
but one of the main focuses 
was TCF,” Darryl explains.

He says that the FSA was 
keen to understand how 
the firm defined TCF, see 
that it was taken seriously 
at board level and that 
this understanding had 
cascaded down to all levels 
of the company.

“It is the latter part that 
demonstrates TCF has been 
embedded, which is what 
the FSA is looking for. We 
were subjected to intensive 
scrutiny on this.”

But the process does 

not stop there – the FSA 
was also interested in how 
the firm verified that TCF 
was indeed embedded 
and as such, Darryl has 
implemented an audit 
process.

“We have begun specific 
TCF audits in particular 
areas, for example claims 
handling. The interesting 
thing is that while one of 
our claims units may have 
received an exemplary 
ICOBS Chapter 8 audit 
result, this isn’t necessarily 
the case when we look at 
things through a pure TCF 
lens. I think that this is what 
TCF is really all about.”

According to Darryl, it is 
crucial that firms have all this 
in place as standard and not 
find themselves trying to put 
everything in place at the last 
minute.

“If a firm finds itself in 
a wholesale exercise of 
regulatory ‘catch-up’ then 
it will be found out. My 
message would be to not 
put off until tomorrow what 
you can do today. When 
the FSA rings the doorbell 
you ought to be feeling 
confident, not quaking in 
your boots.”

Darryl Clark, 
group head of risk management, 
Towergate Partnership Group
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Although the majority of FSA 
visits result in no more than a 
prodding in the right direction 
and the establishment of 
timelines for future progress, 
it is entirely possible 
that a firm could face 
enforcement as a result of 
non-compliance. This is the 
case study of a broker who 
singularly did not meet the 
expectations of the FSA and 
has been threatened with the 
possibility of enforcement – a 
threat based solely on its lack 
of engagement with TCF.

The main area of 
concern for the FSA was 
that the firm was not in a 
“position to demonstrate 
that its customers could be 
confident that they were 
dealing with a firm where fair 
treatment of customers is 
central to its culture”.

Crucially, although the 
FSA conceded that the firm 
had a genuine desire to treat 
its customers fairly, the firm 
had not made any progress 
in implementing TCF and 
had missed the March 2007 
deadline to achieve the 
FSA’s six outcomes. “We 
consider not meeting this 
deadline as a serious breach 
and you are currently below 

the standard we expect,” the 
regulator warned.

The FSA highlighted the 
areas where the firm was 
falling short and explained 
clearly what was required 
to remedy them. The main 
recommendations were to 
implement a clearly-defined 
programme of monitoring the 
business to identify areas of 
weakness. It also requested 
that the firm keep client 
files documenting that the 
client’s needs had been met 
and that all the details of the 
policy had been disclosed. 
Even the use of occasional 
advertising was picked up, 
as no record of this had 
been kept. It also pointed 
out that it was not enough to 
provide customers will all the 
appropriate documentation 
– it had to be evidenced.

Ultimately, the firm was 
requested to draw up an 
action plan and show that 
it was acting on it within 
two months. The FSA also 
directed the broker to various 
sources for help in how to 
tackle the problems, but 
warned that unless action 
was taken, it was likely that 
the firm would be referred to 
the enforcement division.

   an ARROW visit > > > > > >

Be honest – you know 
where you will have issues. 
It is likely a broker will have 
a pretty good idea where 
the FSA will find fault and 
so should avoid taking an 
ostrich attitude
Be clear – most forms 
of general insurance are 
complex. Ensure your 
documentation  is clear 

and as understandable as 
possible. Get someone 
outside your business to read 
it and tell you what they think
Be efficient – are your firm’s 
processes efficient and 
robust? Are clients looked 
after well?
Be informed – attend any 
training you can. Make sure 
insurers are helping with the 

clarity of documents and the 
speed of issue – contract 
certainty is an issue for both 
parties
Be active – once you know 
what the gaps are, do 
something about them and 
keep looking at your firm. 
There should be total fusion 
between business objectives 
and fairness.

Philip Pagin had a routine 
thematic visit in May this 
year but, like many others, 
he found that TCF was very 
high on the agenda. He was 
given two weeks’ notice 
and the FSA gave him a 
full list of the documents it 
wanted to see both before 
the visit and what it would 
require during it.

“TCF was definitely 
a major consideration 
– they wanted to know 
how we demonstrated it 
and how we recorded our 
management information. 
They also wanted me to 
demonstrate how the 
staff had embedded TCF 
into their day-to-day 
processes,” he says.

Unlike Darryl Clark’s 
visit, the FSA focused 
solely on Philip without 
talking to individual staff 
members, but he was 
asked to demonstrate 
how he ensured that TCF 
was embedded within the 
working culture of his staff. 

One of they key 
considerations of the 
visit was management 
information and how this 
was used to analyse TCF 
within the firm.

“They were pretty 
stringent that management 
information was recorded 
and they concentrated on 
both broad, general themes 
as well as drilling down to 
the nitty-gritty,” he explains. 

“There were certain 
areas of TCF within the 
company that we had 
under consultation and 
they produced a schedule 
with relevant timescales 
of when they expected 
these processes to be 
completed.”

Despite the reputation 
that the FSA ‘enjoys’ as 
a draconian body bent 
on meddling in brokers’ 
affairs, Philip found it to be 
“incredibly co-operative”. 

“They were extremely 
concise and clear about the 
purpose of the visit and the 
conclusions they had come 
to,” Philip adds. 

“They gave me a 
rundown of areas that 
they said needed some 
clarification and gave me 21 
days to remedy them. All I 
would say to other brokers 
facing a visit is don’t panic, 
do your homework and 
most importantly, be open 
and honest.”

Philip Pagin, 
managing director, 
Borderway Insurance Brokers Anonymous

Be in the know – advice from regulation guru, Branko Bjelobaba
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PR: Is a front page splash 
worth splashing out for?
More brokers want a touch of spin. 
And a growing number of BIBA 
members have been asking for 
guidance on whether they should 
take on a public relations company. 
So, is it worth paying out an ongoing 
chunk of cash and how do you select 
the right agency?
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Key questions when 
hiring a PR agency
Vaughan Andrewartha, director 
of Votive Communications, has 
worked for a major City agency 
before starting his own firms. He is a 
former independent financial adviser 
and throughout his PR career, has 
specialised in general insurance and 
regulatory matters – he predicted the 
FSA would regulate brokers five years 
before it happened. 

He recommends asking the 
following:

does the agency specialise in your 
sector? Beware of those who claim 
to be business generalists
quiz them on their industry 
knowledge and on their media 
contacts – do they know the 
publications you want to target…
and can they suggest other vertical 
titles?
who will be working on your 
account? – make sure a senior 
person will have day-to-day 
responsibility
what are the costs? Obtain costs 
for retained and project work, 
but also see if they have a bonus 
scheme based on performance
what do you get for your money? 
There are clear benefits in using an 
agency which is prepared to work 
to performance related targets. 
Ask the agency to show the 
coverage it has achieved
take up references from existing 
clients.

Brokers never know if they may face 
a legal action, but mediation may well 
prove the most effective way of solving 
a dispute.

Miles Emblin is an expert witness and 
mediator, and has acted for brokers in 
many cases. He comments: “Mediation 
is underused in this country, but it has 
a high success rate and the costs are 
generally far lower than litigation.”

He explains that a mediated case 
involving a broker could involve a 
number of parties – for example, an 
aggrieved policyholder, broker and 
wholesaler and perhaps the insurer 
and legal teams. “It is fine to have all the 
parties together, but what is essential 
is that they agree they will meet and try 
and find a resolution.”

Miles has a huge amount of 
experience and holds an exceptional 
number of insurance qualifications – he 
is also a founding member of BIBA. 

“With my background, I have a pretty 
good understanding of brokers and if 
there is a problem, I fully understand 

that they want to sort out disputes in 
the most timely and least litigious way. 
A further benefit with mediation is that it 
is confidential – and once the dispute is 
properly resolved, the broker should be 
able to put the matter behind them.”

Miles is a Member of the Academy 
of Experts, a Member of the Institute 
of Public Loss Assessors and a Court 
Directed Expert Witness. 

Beyond this, he holds an EEC 
Certificate of Experience from the 
UK Department of Trade and is an 
accredited mediator member of The 
Chartered Institute of Arbitrators. He is 
a Financial Services Authority-approved 
person and a practising compliance 
officer.

He says that professional indemnity 
is a main speciality, but he also works on 
life and pensions, personal lines, motor 
and a wide range of marine and non-
marine disputes.

Visit www.expertwitness-
insurance.com for more 

information.

Mediate, don’t litigate



Experience makes the difference

Professional Indemnity Insurance Specialists

Howden Insurance Brokers Limited is authorised and regulated by the Financial Services Authority (Firm Reference Number 312584) and is a subsidiary of the Howden Broking Group Limited,
part of the Hyperion Insurance Group, winners of a Queen’s Award for Enterprise in 2007.

Howden Insurance Brokers Limited        Bevis Marks House        24 Bevis Marks        London EC3A 7JB
Tel: +44 (0)20 7623 3806        Email: biba@howdengroup.com        www.howdengroup.com

As an insurance provider, you know that it takes more than simply identifying 
the right insurance product and placing it at a keen price to satisfy your client.

It’s your experience that makes all the difference.

We are a specialist Professional Indemnity broker and this experience enables 
us to provide you with the service you deserve. Our dedicated team can deliver 

tailor-made insurance solutions and has a proven record of handling large PI claims.

BIBA are confident in our experience and our ability to serve their members 
well which is why they have selected Howden as a BIBA Accredited PI broker.

Trust Howden to arrange your Professional Indemnity cover.

Tel: +44 (0)20 7648 7210
Richard Wynn: rwynn@howdengroup.com

Mike Eld: meld@howdengroup.com

HOWDEN PARTNERS WITH ZURICH IN EXCLUSIVE 

NEW BIBA ACCREDITED BROKER PI SCHEME FOR 2008
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You’ve got 
it covered
BIBA’s range of schemes is constantly being 
expanded and enhanced – Steve Foulsham
updates members on the latest benefits

Finding solutions for landlords

For more information, contact 
Sandra Craig on 0844 800 3606 or 

speak to any member of the team to 
obtain instant quotes. Alternatively, 
speak to one of the scheme’s regional 
sales representatives, email info@letsure.
co.uk and visit the website at www.
bibalet.co.uk

Tailored cover for wealthier clients
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For more information, contact 
Sara Greenland on 0845 271 1300, 

email agency@sterlinginsurancegroup.
com or visit the website at www.
sterlinginsurancegroup.com

Taking control of a crisis

For more information, contact Paul 
Bradshaw on 01889 570777, email 

rugeley@uk.issworld.com or visit the 
website at www.iss-damagecontrol.
co.uk

Steve Foulsham is BIBA’s technical 
services manager

BIBA’s schemes:
the full range
1 Caravan – Touring and Static
2  Commercial Package and 

Combined
3 Crisis Control
4 Cyber-Liability
5 Directors and Officers
6 Electronic Marine Cargo
7  Excess Public and Products 

Liability
8  Haulage and LGV Insurance 

(MotorRISK)
9 High Net Worth
10 Holiday Travel
11 Home Insurance
12  Late Night Entertainment (ClubPM)
13 Let Property (BIBALet)
14 Loss Recovery Insurance
15 Marine Cargo (ClearCargo)
16 Medical Malpractice
17 Motor
18 Non Standard Property
19 Unoccupied Properties

Facilities
20 Conflict Management Service
21 FSA Financial Compliance
22 Insurance RatingsView
23 Personal Lines Administration
24 Premium Finance
25 Telecoms
26 Valuation Services

Severe flooding in Carlisle: rescue workers help people in a commercial district



Towergate Underwriting is a trading name of Towergate Underwriting Group Limited. Registered in England No 4043759. 
Authorised and regulated by the Financial Services Authority.

Commercial Package & Combined Towergate Commercial Underwriting
Tel: 0870 901 2595 E-Mail: tcu@towergate.co.uk

Professional Indemnity Towergate Professional Indemnity
Tel: 0161 831 3222    E-Mail: pi@towergate.co.uk

BIBA Schemes
Towergate is Europe’s largest independently owned intermediary offering a 
wide range of standard and specialist products not readily available elsewhere.

BIBA brokers benefit from Towergate’s market strength by having access to Towergate 
products and 2 specially arranged BIBA schemes, all backed by leading UK insurers.

www.towergateunderwriting.co.uk

0870 901 0397
brokersupportunit@towergate.co.uk

Telephone our Broker Support Unit 
for details of our full product range

Commercial Package Professional Indemnity

Towergate BIBA ad_16-05-08.indd   1 16/05/2008   09:59:18

Professions is a Division of Lockton Companies
International Limited. Authorised and regulated by

the Financial Services Authority. A Lloyd’s broker.

20 years and still
going strong

Call us on 0845 0501 472 
for more information on 

our Exclusive PI schemes
for BIBA members, or to 

take advantage of our
exclusive PI facilities 

for your clients.

www.lockton.com

Some partnerships 
just work... 

An appointed and accredited Professional Indemnity Broker
to BIBA Members for over 20 years

LIM 949 - BIBA advert.qxd  9/5/08  11:06  Page 1



The PerfectThe Perfect
Balance!
Competitive premiums, online quotations and 
immediate documentation. 

Approved by BIBA our scheme for Nightclubs, 
Dance Venues and Late Licensed Establishments 
provides unique benefits for membersprovides unique benefits for members.

Tel: 020 7623 4133
www.taskerpartners.com/night



Act now 
to steer 
clients

The new Corporate Manslaughter Act has far-reaching 
implications and, as Alan Manners advises, brokers should 
make sure clients understand how serious these could be

Prosecutions of companies 
considered responsible for deaths 
– from rail crashes to accidents at 
work – are expected to rise under the 
Corporate Manslaughter Act 2007 
which came into force last month.

The capsizing of The
Herald of Free Enterprise
was a catalyst for 
changes in the law
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Brokers should seek to remind clients of 
the damage a prosecution for corporate 
manslaughter could have on their 
business.

For example, the Act  provides 
for Publicity Orders requiring guilty 
companies to make public the details 
of the offence by placing ‘advertising’ 
notices of the conviction in the local and/
or national press. This will include details 
of the conviction and the amount of any 
fine payable.

Courts can also make Remedial 
Orders which will force companies to 
take steps to remedy the failures which 
led to the death.

Hugh James believes the Publicity 

and Remedial Orders will not be covered 
by  the company’s insurance policies, as 
they are part of the penalty imposed by 
the court.

The clear intent of the new Act is to 
ensure that maximum public relations 
damage is caused to offending 
companies: by name and shame. 

Failure to manage health and safety 
adequately will leave organisations 
vulnerable to prosecution for this new 
offence. The clear message for all 
companies is always to put safety first.

WHAT WILL BE COVERED?
Companies will be liable if their action 
or inaction amounts to a gross breach 

of duty and a death results. They need 
to understand that penalties include 
unlimited fines, Remedial and/or 
Publicity Orders
Any police investigations will be 
thorough, commercially damaging 
and very costly in terms of the 
company’s management resource 
and legal representation
There may be gaps in existing 
insurance cover for legal costs as 
the ‘target’ is the company and not 
the individual director or officer. 
You need to check policy wordings 
carefully. If you are in any doubt, you 
should contact the insurer and seek 
clarification, preferably in writing.

The broker’s duty – what to tell your clients
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Concern has been expressed in some 
quarters as to whether a motor policy 
will cover the defence of a corporate 
manslaughter prosecution. Ordinarily, 
the driver will be covered where a 
prosecution is brought for causing 
death by dangerous driving. 

However, different considerations 
may apply if an employer is prosecuted 
for a death caused by, say, allowing or 
encouraging an HGV driver employee 
to exceed his permitted hours or where 
a travelling salesman causes a death by 
falling asleep at the wheel after working 
excessive hours.

If the employing company fails to 
give proper instructions to its drivers or 
other employees, it could well find itself 
the target of a very serious and costly 
prosecution.

Allan Briscoe, technical consultant 
with Aon and chairman of BIBA’s 
Motor Panel, points out that motor 
fleet policies already provide cover 
for manslaughter defence costs – not 
just causing death by dangerous 
driving – for the driver. Some 
companies incorrectly believe that this 
automatically caters for defending a 
corporate manslaughter charge. 

He adds insurers are still deliberating 
as to whether they will provide defence 
costs for a corporate manslaughter 
charge – some have said no, some 
have said yes but up to a limited 
amount, others appear to be offering 
without limit. 

The wording of any clause within the 
policy is important – does it only provide 
cover for an incident giving rise to a 
claim under the policy? If so, this would 
not offer protection to the company in, 

say, a situation where an employee was 
using a privately owned and insured 
vehicle on company business. The 
company could still face a charge, 
as they have equal responsibility for 
managing employee owned or other 
non-company provided vehicles as 
they do for company ones. 

And he asks if the wording dovetails 
sufficiently with other policies? For 
example, no cover is provided under a 
motor policy for a fatally injured driver 
– if the company was found liable for 
the death, the claim would be brought 
under the company’s employers’ 
liability policy. 

Mr Briscoe adds there is a 
reasonable precautions condition 
under motor policies. The actual 
wordings vary and will influence 
whether an insurer is prepared to 
defend a charge. If the policyholder 
has not taken reasonable action to 
prevent the incident, the likelihood is 
that the cost of defending a charge will 
not be covered. The insurer would in 
any case not agree to fund a defence 
unless there was a reasonable chance 
of success. 

Andrew Manners is a partner 
and head of regulatory and 

defence services with law firm 
Hugh James

* Hugh James recommends the 
recently published joint guidance 
issued by the Institute of  Directors and 
the Health and Safety Commission, 
Leading health and safety at work 
– Leadership actions for Directors and 
Board Members – see www.hse.gov.
uk/leadership

In 2006-07 alone, 241 people were 
injured fatally at work, according to 
figures published by the Health and 
Safety Executive
Since 1992, there have been 
35 prosecutions for corporate 
manslaughter and seven 
convictions
The new offence, which comes 
into force after decades of lobbying 
by campaigning groups such as 
trade unions and victims’ relatives, 
follows a series of disasters where 
prosecutions collapsed or could not 
be mounted
They include the deaths of 187 
people after the capsizing of the 
Herald of Free Enterprise in 1987; 
the King’s Cross Underground fire in 
the same year (31 deaths); the Piper 
Alpha oil platform disaster in 1988 
(167 deaths); and the Paddington 
rail crash in 1999 (31 deaths).

Corporate
manslaughter – 
facts and figures

The position with 
motor insurance
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Cover must be fit for purpose, as Richard Wynn,
Howden’s professional risks director, explains

Although we might like to think 
that we’re a cut above the rest, are 
insurance brokers really any different 
to the vast majority of professionals? 
Most of us are hard-working, diligent 
individuals striving to deliver good 
service in accordance with the 
requirements of our employer and 
the industry.  

Regulation brings 
responsibility

Howden
Insurance

is an accredited 
BIBA provider 
of professional 
indemnity insurance



NEW adjustable 
contractors policy.
Thanks to everyone who joined us on our stand at 
the BIBA conference and saw the demonstration 
of our new facilities. 

The new adjustable contractors policy is for 
business with turnovers of up to £4 million and 
quotes and full policy documentation can be issued 
online – please log onto www.kluaonline.com to 
see the facility in action.

We also have exclusive schemes for Construction, 
Commercial & Let Properties & Commercial Combined:

Contact Leah Baxter on 

020 8225 1090
or email: leahbaxter@klunderwritingagency.com

www.klunderwritingagency.com

www.kluaonline.com
KLUA is a trading name of Kerry London Ltd. Authorised and regulated by the 

Financial Services Authority. Registered No. 2006558

Contractors:
High Risk Liability
Roofers & Roofers Per Capita
Scaffolders & Scaffolders Per Capita
Contractors Per Capita
Demolition Contractors
Asbestos Removal Contractors
Contractors All Risks
Adjustable Contractors up to 
£4 Million Turnover

Non Adjustable Contractors:
Commercial Property Owners
Un-occupied Property Owners
Let Property Owners
Commercial Combined
Liability (non - contracting)
Directors & Officers
Datacover

Instant Internet Insurance
TravelSURE is the new travel insurance policy from Compass Underwriting providing total policy fulfilment over the internet.

TravelSURE is available to policyholders under 70 and is not age rated. With individual trip European cover and annual 
worldwide cover available from £14.75 and £70 respectively (including IPT) TravelSURE offers exceptional value.

With £5 million of medical cover and all the other usual benefits plus up to 60 days for any one trip and with options for
winter  sports, golf and baggage including business travel, TravelSURE also offers flexible cover all underwritten by
Travellers at Lloyd's.

TravelSURE offers brokers a good rate of commission and the option to pay by either credit card or via their Compass broker account.

To apply for your individual access codes please either email karen.thomson@compassuw.co.uk or go to www.compassuw.com 

Compass Underwriting is one of the UK's leading A&H scheme product providers for salary-protection, personal
accident/sickness, corporate dental, term life, MPPI, individual and commercial loan/debt PPI and critical illness.

Compass Underwriting Ltd, 40 Lime Street, London EC3M 7AW  

T: 020 7398 0100  F :020 7398 0109

Compass Underwriting is authorised and regulated by the Financial Services Authority.

total

paperwork

TRAVELSURE



BIBA prides itself on connections 
which enable it to represent 
members’ interests at the highest 
level with consumers, Government, 
regulators and the industry. 

Take your 
partners

“No man is an island...” were the words used by poet 
John Donne to illustrate our need as humans to interact 
with others. With more national regulation being driven by 
Europe, the same can be said of trade associations, as 
Vannessa Young explains
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Capital 
connection
Although the risks may be larger and 
global, the City is a region like any 
other – and BIBA is working as hard 
for its members here as it is in the 
provinces.

Valuing BIBA
Bob Hollamby is a director of Griffiths 
& Armour, which was established in 
Liverpool in 1934. A London office 
was set up in 1989 and currently 
specialises in professional indemnity 
and contingency risks.

Bob joined the firm in 1992 and 
comments: “I’ve had many years 
experience in the London Market – I first 
starting working in it in 1974 – nowhere 
else has the same concentration of 
expertise and companies.”

He says: “The London Market is, 
by its nature, a highly concentrated 
pool of human talent and diverse 
ideas. Brokers can tap into that pool to 
provide solutions to the most complex 
of challenges. BIBA and the London 
Market Brokers’ Committee (LMBC) 
can play a major part in providing 
significant technical and regulatory 
support for the broker particularly 
where more innovative solutions are 
required.”

So, what has he found most useful?
“Our membership of BIBA and our 

involvement with its LMBC has been 
invaluable to us not only as a resource 
for technical and regulatory support 
and information, but as a powerful 
voice in promoting the interests of our 
industry at FSA and Government level.”

He points out: “External regulation 
can sometimes be over exuberant 
and market solutions have proved 
to be the more satisfactory way to 
meet the operational issues facing our 
industry. Without the cohesion of trade 
associations, however, it is unclear 
whether competing brokers would 
reach a timely consensus. Contract 
certainty was correctly dealt with as a 
market solution and has proven to be 
a successful initiative –  BIBA played a 
role in lobbying for this.”

Griffiths & Armour’s involvement with 
BIBA is long-standing. “It dates back to 
1977, we still have the original invoice 
to prove it! Our involvement with LMBC 
dates back to 1992.”

He encourages other City brokers to 
work with BIBA. “I think it’s important 
to give something back and while 
it is sometimes difficult to 
find the time, I believe it 
is essential to make time 
for our trade associations 
and professional bodies 
who, after all, exist not for 
their own benefit, 
but for the benefit of 
their members.”
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How did you start the business?

You are also a life and pensions 
adviser, did this help when FSA also 
regulated general insurance?

What was the best piece of business 
advice anyone ever gave to you?

Why did you join network Westinsure?
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Glyn Rowett, managing director of Rowett Insurance, 
gives the inside story on his business

Go west!

What were the best and worst 
decisions you’ve ever made in terms 
of the business?

How long has Rowett Insurance been 
a BIBA member? 

How do you switch off?



VALUATION SERVICES – 
A SURVEYOR-LED PROFESSIONAL SERVICE

AWARDS 2007 WINNER
TECHNOLOGY INITIATIVE OF THE YEAR

07770 640721 

0116 281 4698/4722



A new face for the BIBA Protect
Travel Insurance Scheme

Exclusive to BIBA members, our all-new BIBA Protect Travel Scheme provides you with a web-based solution enabling you to sell travel insurance
through your own branded website, and enables you to upgrade policies mid-term and renew online. Our scheme is also well suited to supporting
affinity schemes and employee groups. 

We will continue supporting traditional pad facilities to all BIBA members and will offer the flexible service this BIBA scheme has always enjoyed.

As part of the Tokio Marine & Nichido Group, we are rated AA by Standard and Poor’s, have over $21 billion of annual premium income and assets
in excess of $172 billion. Our offices throughout the UK will ensure that you receive the support you need.

To obtain your choice of distribution, either pad scheme or on-line purchase, e-mail and register your interest today at travel@tokiomarine.co.uk.

Tokio Marine Europe is a British Insurance Brokers’ Association (BIBA) Partner and Scheme Provider.

To find out more about Tokio Marine Europe in the UK visit:

Underwritten by Tokio Marine Europe Insurance Limited (except Legal Expenses, 
which is underwritten by DAS Legal Expenses Insurance Company Limited)
Member of the Association of British Insurers
Authorised and regulated by the Financial Services Authority  Firm Reference Number 202574
Registered Office: 150 Leadenhall Street, London EC3V 4TE  Registered Number: 989421 England

www.tokiomarine.co.uk

Your customers can enjoy excellent cover,
with many enhanced benefits including:

• Single and annual multi-trip cover with 
£10 million medical cover

• Independent travel for all insured persons, 
including children

• No terrorism exclusion

• Children under a family policy are covered 
up to the age of 23 if still in full time education, 
even if not residing at the same address

• Many hazardous activities (eg scuba diving) 
are covered as standard

• Single excess applies per family, per incident

• Infants 3 and under travel free

• Adults can be covered up to the age of 85 on 
a single trip policy, 75 on an annual multi-trip 
policy for Europe and 70 for Rest of the World

• Up to 45 days any one trip, with unlimited trips
on an annual multi-trip policy

• Up to the maximum age for winter sports

• Option to increase from 45 days to 60 days 
stay on annual multi-trip policy

• Pre-existing medical conditions may be
covered, subject to medical screening

To find out more or to register your interest 
please email travel@tokiomarine.co.uk




