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CEO UPDATE

Looking forward
Steve White considers the current state of the nation,
ongoing regulation and more

A

utumn – the time of year
where everything seems
to change. And change
continues to surround us
all, from technology, regulation and
culture through to Brexit and beyond.
Our task is to monitor what’s happening
around us and guide members through
it. Our autumn tour of the regions has
become a most useful barometer for us
in gauging the pressure points and this
year is proving to be invaluable. We are
delighted to meet so many members
and to discuss, in an informal membersonly setting, a range of issues. Our
annual Manifesto takes shape following
the regional tour as Graeme Trudgill and
his team pull all these issues together
to ensure we are lobbying on what is
important to you.
While Brexit and the coming general
election might appear to be consuming
most of officialdom’s time, there has
been no shortage of new
consultations for our
public affairs team to
assimilate. Graeme
goes into more detail
elsewhere in this
edition, but matters
ranging from Green
Finance Strategy to

the European Data Protection Board, the
Operational Review of IPT to the Future
of Lloyd’s are high on our agenda. Our
regulation team are wrestling with the
FCA’s Guidance for Fair Treatment of
Vulnerable Customers and their paper
on Adequate Financial Resources
and both teams are actively engaging
with HM Treasury’s consultation on
the Future Regulatory framework for
Financial Services. All these papers
are very relevant and we welcome
all comments and suggestions from
members as we put our responses
together.
One of the biggest changes facing
firms is the incoming Senior Managers
and Certification Regime (SM&CR).
During our regional tour, members have
been fulsome in their praise of our eight
page Compliance Rules ‘special’ on the
subject. There is an update on SM&CR
from David Sparkes in the regulation
section and we are running a further
webinar for members. The excellent
BIBA Compliance Manual has been
updated to include all the recent
regulatory changes. If you don’t
yet engage with David at one of
his regular regional compliance
forums, I thoroughly recommend
them to you. It’s your chance to

hear what might be coming over the
horizon and why, and gives you the
chance to input into our position(s) on
regulatory issues.
At the recent Insurance Age UK
Broker Awards, I was honoured,
humbled, thrilled and surprised to win
the Achievement Award. I said on stage
that I was fortunate in two regards.
Firstly, fortunate to lead an exceptional
team of people representing your
interests. The BIBA team do a fantastic
job on your behalf, genuinely going
the extra mile in everything they do.
Secondly, I’m fortunate to represent a
sector that does such a fantastic job for
its customers. Insurance brokers have
a great story to tell and myself and the
BIBA team enjoy telling it. That fortune
extends to having many brokers around
the country who actively get involved
with BIBA at regional level – many
thanks to all of you, BIBA wouldn’t be
BIBA without your invaluable input and
support.

Steve White, BIBA Chief Executive
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NEWS

Chris McAndrew

Brokers seen as the
solution as signposting
hailed a great success

John Glen MP

BIBA was delighted to conclude
the review of the highly successful
agreement between Government, BIBA
and the Association of British Insurers
(ABI) on age and insurance that has
received more than 700,000 enquiries
in respect of motor and travel insurance
from older people since it began in 2012.
Continuance of signposting was
confirmed with HM Treasury just before
purdah was put in place as Parliament
dissolved ahead of the coming election.
Under this ‘signposting’ agreement, if
an insurer or insurance broker is unable
to offer cover to an older motorist or
traveller because their age is above any
upper age limits they have, then they
automatically refer the customer to an
alternative provider who can meet their
needs or to a dedicated signposting
service such as the ‘Find-Insurance’
service operated by BIBA to help people
find a suitable broker.

Graeme Trudgill, Executive Director
at BIBA said: “We are committed
to expanding the ease with which
customers with many and varied needs
can access suitable insurance. We
are sure because we have seen many
hundreds of thousands of enquiries
from older people seeking insurance,
that a signposting system does work
and that BIBA brokers are able to help.”
John Glen, Economic Secretary to
the Treasury (the Insurance Minister)
commented: “Consumers of all ages
should be able to access the right
insurance for them. So I’m delighted
that the government and industry
have again been able to come together
to help. It’s great to see hundreds of
thousands of people have used the
signposting service to enquire about
motor and travel insurance products
and I hope to see even more benefit in
the future.”

Finding cover and preventing floods
The recent devastating floods in northern England highlight
the pressing need for adequate flood insurance for both
domestic and commercial properties and the importance of
flood prevention.
BIBA’s Commercial Property with Flood scheme from R&Q
is designed to provide flood insurance to properties which
are exposed to this risk while also offering broad insurance
protection to the business as a whole. To find out more go to
www.biba.org.uk/biba-schemes
The other side of the coin is resilience, BIBA has highlighted
this in our call on the future Government to confirm that it will
continue with its commitment to ring-fence money collected
through insurance premium tax (IPT) for flood defence
spending.
Graeme Trudgill, BIBA Executive Director, said: “In 2016,
the rate of IPT increased from 9.5% to 10%, and Government
said that revenues raised through this increase would be ringfenced to pay for flood defence and resilience measures.
“With a whole host of spending commitments made by
each of the major parties already in this election campaign, it
is vital that this earmarked pot of money is not absorbed into
general Government revenues and spent in other areas.”
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BIBA Brokers and Brexit
Huge lack of awareness around the
possible need for Green Cards
Consumer research jointly
commissioned by BIBA and the
Association of British Insurers (ABI)
revealed an alarming lack of awareness
by the public of the legal requirements
to drive in the EU if we leave Europe
without a deal or an exemption from
being checked for proof of insurance.
In the research, 2,000 adults in
Britain were asked by Populus what
they believed they legally needed to
have to drive their car in Europe if
there is a no deal Brexit. Alarmingly,
more respondents believed it was a
legal requirement to have European
breakdown cover (49%) than to have
a motor insurance Green Card (45%).
One fifth (20%) were not aware the law
requires a valid driving licence.
Only around one in three people (35%)
said that they had previously heard
of the motor insurance Green Card.
Awareness was significantly higher

among those aged 65 and over, at 59%,
compared to 20% for those aged 18-24.
This difference may in part be explained
by the fact that the Green Card was in
common use until the early 1980s when

insurance companies and insurance
brokers provided them to customers
whenever they drove to the continent.
Graeme Trudgill, Executive Director
at BIBA explained why the research
had been commissioned: “We wanted
to highlight what might happen if we
leave Europe without a Withdrawal
Agreement. Currently there are certain
reciprocities that we may not continue
to enjoy including the benefits of driving
in the free-circulation zone without
vehicle insurance checks. If the UK is
not allowed in the free circulation zone
then UK motorists will have to produce
what is known as a Green Card; a hard
copy document evidencing valid motor
insurance, printed on green paper.
Since the 2016 referendum BIBA has
raised with Government the difficulties
of reverting to a Green Card system and
the additional bureaucracy that drivers
will have to face.

Check out our new Brexit Hub
You may have seen the BIBA team along with
KPMG at last month’s Brexit Roadshows –
helping you to prepare for a possible no-deal
Brexit. Following these live events BIBA
launched a Brexit site for brokers. With nodeal still a possible outcome, the impact on
many firms could be significant. The new site
is designed to help brokers understand where
they may have exposures to a no-deal Brexit
and to help with steps that may need to be
taken to mitigate those where possible.
Steve White, BIBA Chief Executive said:
“We’re very excited with this new guidance,
hoping to help brokers from all firms navigate
Brexit. We’re grateful for the support of
experts KPMG in helping to create this useful
tool and members should look out for more
information landing on the desks soon.”
Visit the BIBA Brexit hub here:
https://bibabrexitguide.org.uk/
We are also producing a printed guide for
members about how to prepare for Brexit
and what messages you may wish to give to
customers. Look out for your copy before the
end of November.
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NEWS

Pioneering in
Manchester 2020
Helen Devery

BLM joins
BIBA as an
Associate
Member
BLM, the insurance risk and
commercial law firm with locations
throughout the UK and Ireland,
has joined BIBA as an Associate
Member.
BLM has a team of more than 900
legal specialists, focused upon the
insurance and risk and commercial
markets.
Helen Devery, BLM head of
broker sector said: “BIBA has
established an excellent reputation
in representing the interests of
brokers, intermediaries and their
customers. We work alongside
many of those brokers and
intermediaries and have a long
track record of partnering with
them to manage niche or specialist
legal risks. We are delighted to
become an associate member of
BIBA and to continue to support
the broker sector especially in
these challenging times.”
Steve White, BIBA CEO added:
“Insurance and its transaction is
based in the law, and with that in
mind we welcome the addition of
BLM to membership.”
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The theme of BIBA’s conference and
exhibition to be held in Manchester
Central on 13 and 14 May 2020 is The
Year to Pioneer.
The theme was selected to inspire
because the UK will be facing what
could be seen as a new era.
The changes we are facing, from a
new relationship with Europe and the
rest of the world; new technologies;
new markets; and new sentiments
are likely to force businesses to think
differently. Finding solutions is what
brokers do best and pioneers, by
operating differently, is what BIBA
intends to help brokers be.
Steve White, BIBA CEO said: “We
have been talking about change for
some time and 2020 really is the year
for us to overcome the new challenges
we all face. Technology is an enabler
and seizing its potential could help
us to address the developing needs
of customers. Understanding that
the world expects businesses to not

only provide products and services
that work, but also to embrace
sustainability, wellbeing and different
mindsets is essential. The Year to Pioneer
builds upon last year’s conference
theme of leading the way, highlighting
brokers’ ability to overcome issues and
clear a path for others to follow.”
Exhibition space at BIBA 2020 is
on sale and details can be found at
www.biba2020.org.uk
Look out for details of the
programme early in 2020, which will
reflect its pioneering spirit.

Modified – or not
that is the question
Have you ever seen in the media a bad outcome
for a customer reported where there has been a
misunderstanding about a vehicle modification?
Have you had customers not sure if their vehicle
has been modified or not?
These questions certainly resonated with BIBA’s
Motor Panel and resulted in BIBA undertaking
some extensive research of how the main motor
insurers dealt with motor vehicle modifications at
the time of underwriting and at time of claim.
The results were detailed and the treatment
varied.
Because of this we worked with the insurer Ageas
to create our Report on Modified Vehicles.
This new publication for BIBA members was
previewed at the Insurance Age Broker Expo and
includes discussion around:
• When is a modification a modification?
• What does the FOS say?
• What if you are unaware of the modification?

RESEARCH NEWS

Talking
in your
language
Kerri-Ann Hockley highlight’s how BIBA
member Policybee’s survey suggests that
insurance is the last word that customers
want to discuss and why selling insurance
needs to change

O

Kerri-Ann
Hockley is head of
customer service
at professional
insurance broker
and Plain English
Campaign
Internet Crystal
Mark holder,
PolicyBee

ne of the biggest
problems the insurance
industry faces has, rather
inconveniently, nothing
to do with the insurance industry.
Technology and a generation
of people who’ve grown up using
it are combining to inexorably
revolutionise the traditional
buyer/supplier relationship.
The democracy of digital means
customers can, and do, dictate the
experiences they have with brands:
they want them to have personality
and to treat them well. In short, they
want them to act and sound like
humans.
However, the insurance
industry isn’t, generally speaking,
recognised as a hotbed of
progressive thinking and customercentric innovation - hundreds of
years of legacy sees to that. But if
they’re not careful, those insurance
companies lumbering around with
racks of dusty brown files will find
themselves losing out to ambitious,
tech-driven start-ups. You only
have to look at how new-kid-onthe-block apps are challenging high
street banks to see how easily it
happens.
The uncomfortable truth any
established market has to face
is that it no longer has things its
own way (black cabs vs Uber an
obvious example). That in itself
isn’t an insurmountable problem,
but it does often force a shift in
thinking and create pressure to
adapt – which doesn’t always go
down well. Changing the approach
of the insurance industry as a whole
is a great example of ‘turning an oil

tanker’, and perhaps the answer is
to tackle one thing at a time.
There’s no better place to start
than with a business fundamental:
customer communication.
As we’ve seen from the latest
PolicyBee survey, non-insurance
people respond best to noninsurance language. That won’t
surprise anyone interested in
providing an effective service, but
its wider implications are perhaps
less obvious.
Put simply, how can people be
expected to buy, or comply with,
something they don’t understand?
Putting technical jargon such
as ‘professional indemnity’,
‘subrogation’ and ‘collateral
warranty’, without explanation,
in front of people who have zero
knowledge or experience of it does
nothing to further trust, increase

risk awareness or promote action.
Insurance has enough of a PR
problem without making it worse
for itself.
Some might argue it’s a cheap
shot to criticise an industry heavily
bound by regulation for not being
fleet-footed. But customers are
everything and if they’re saying
things should change, we should
be doing what we can to make sure
they do.
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IN THE REGIONS

BIBA’s board members
in conversation with
Insurance Business
BIBA board member, Lockton partner and head of regions,
Ian Cooper tells Insurance Business how he got his first job, and
about his work with BIBA
topic of debate and undoubtedly secured
me the position!
The number of people I have met
throughout my career with stories
of stumbling into insurance is quite
staggering considering what an
enjoyable and fulfilling career it has
proven to be.

Ian Cooper

What brought you to the world of
insurance more than three decades
ago?

It’s actually quite a funny story. I
always had a leaning towards maths
and my parents had assumed I would
go to university. It came as a huge
disappointment to them
when I announced that
I would not be going to
university, primarily
because of a love interest,
but also because I was
enjoying playing rugby and
cricket to a very average
standard at the time.
When my father
recovered from the shock,
he sat me down with a
typewriter and the Yellow Pages and
told me to write 20 CVs per day (I wish I
could exert that level of control over my
children!) and, due to my maths bias,
send them to banks, accountants, and
insurance companies until I had secured
a job. In those days, the ability to write
one CV and print it 100 times didn’t exist,
so it was quite a laborious process.
It still makes me chuckle that I got a job
with Alexander & Alexander (now part
of Aon) and saved myself from having to
type thousands more CVs. The interview
process also fell short of today’s
standards. After a brief introduction,
the fact that Alexander & Alexander
were playing in the semi-finals of the
Manchester Insurance Institute Cricket
Competition seemed to be the major
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What are your priorities as chair of the
International & Wholesale Brokers’
Advisory Board at BIBA?

It has been a real privilege to have had
the opportunity to chair the advisory
board over the last couple of years, as it
enables me to work with some talented
leaders from competitors across the
sector, which wouldn’t ordinarily
happen.
Brexit has been a real focus.
With over £8 billion of EU risk
premium written in the London
market, the wrong political
outcome results in significant
economic loss to the UK. We have
spent a considerable amount of
time working with regulators,
politicians, and civil servants to
ensure the unique skills of the
UK insurance broking industry,
that deliver significant benefit
to organisations throughout the world
in dealing with risk exposures, are well
understood.
However, we have a number of other
key agenda items where members of
the advisory board are willing and able
to use the breadth of resources of their
firms to raise standards and awareness
for the benefit of the entire industry.
These issues range from emerging or
rapidly evolving risk issues such as
cyber and terrorism to driving a better
inclusion agenda in the industry and
trying to position it to attract the very
best talent.
You can read more about what BIBA
board members tell Insurance Business
at www.insurancebusinessmag.com/
uk/broker-focus/

DATES FOR
YOUR DIARY
ALL

20 November
BIBA Lloyd’s Visits: AM and PM
3 December
Webinar: Compliance Forum
9 December
Webinar: Terrorism & Insurance – PoolRe
22 January
Webinar: Liability – Yutree
28 January
Webinar: Legal – Weightmans

LONDON & SOUTH EAST
25 November
Future of Insurance Event
26 November
Compliance Forum
28 November
Compliance Forum

GREATER MANCHESTER

28 November
An Introduction to Cryptocurrency
11 December
Christmas Carol Service

WEST MIDLANDS

28 November
Buying and Selling Business in the Broker
SME Market
For full details and booking information
please visit www.biba.org.uk

BIBA Litmus
Test updated
The BIBA analytical tool to help
members assess the suitability
of an unrated insurer is regularly
updated.
The latest addition to the insurers
covered by the report is Evolution
Insurance Company Limited
You can run your own Litmus Test
report on the BIBA website.

With you every step
of the way.
We’ll always be there to support you, from placement
of tailored cover and risk management, through to our
in-house claims handling and advocate services.
On top of our unparalleled Lloyd’s and London
insurance market access, BIBA members also benefit
from two exclusive PI facilities through Liberty Mutual
Insurance and Omnyy (offering Lloyd’s of London
capacity). Wherever you are in your journey, we’re
there to get your firm the best deal.

To find out more call one of the Lockton team
on 0117 906 5001
Alternatively contact Brian Boehmer
on 0207 933 2083 or email
brian.boehmer@uk.lockton.com

locktoninternational.com

Broking done differently

REPRESENTING YOU

The Main
Campaign
Graeme Trudgill races through the work BIBA has
done for member issues in the last quarter of 2019

A

s Murray Walker would
say (make that shout) at
the start of a Grand Prix,
it’s GO! GO! GO! And
so it has been with our Manifesto
workstreams during the last
quarter. In the last three months
we took opportunities to represent
members at meetings across
Government and at three different
Party Conferences. We are now
going through a parliamentary
purdah period ahead of a general
election planned for 12 December.
So we are pleased that we have
already been able to connect with
all the leading parties and make
them all aware of members’ issues.

BREXIT
PREPAREDNESS

Graeme Trudgill
is BIBA’s
Executive
Director

In line with the Government’s
call to intensify preparations for
a no-deal Brexit, we have been
working hard to raise member
awareness about the practical
steps they need to be taking.
We have twice been invited to
Whitehall to meet with Michael
Gove to discuss our concerns
and how we can help with the
preparedness drive. Working
with KPMG we have been able
to work up a new no-deal Brexit
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microsite providing guidance for
brokers. This explains the full
detail behind the UK’s planned
withdrawal from the EU, and how
UK insurers and intermediaries
will no longer be able to rely on
passporting rights to access
European markets as well as why,
without the appropriate regulatory
permissions, UK intermediaries
may no longer be able to service
EU clients
The microsite gives all the latest
information on how brokers can or
cannot access the EU and service
customers, what communications
brokers may need to consider
having right now with customers;
protecting data flows from the EU;
employment issues around EU
nationals and Green Cards.
You can find the microsite at
www.bibabrexitguide.org.uk
We got on our Brexit bikes and
took to the road with KPMG to
deliver five regional Brexit events,
informing members about what
exactly they need to consider if
the UK leaves the EU without a
deal or an implementation period.
These forums enabled us to field
questions directly from members
and to hopefully dispel some of the
confusion. We also conducted a
Brexit webinar with KPMG which
you can now listen to on the BIBA
website.
In addition BIBA has been
working very closely with the
Motor Insurers’ Bureau the
Association of British Insurers
(ABI) and the Department
for Transport to raise public
awareness around the need for
a motor insurance Green Card
in the event of a no deal Brexit.
We commissioned a survey by
pollsters, Populus, jointly with
the ABI in October. The results
showed a worryingly low level
of awareness among the public

on both this issue and the fact
that EHIC cards will no longer be
valid in relation to state medical
treatment under a no-deal
scenario. 55% of those polled did
not realise that legally they must
carry a motor insurance Green
Card if we leave without a deal
and more than half were not sure
whether the EHIC would apply.
Promotion on these findings
has been jointly undertaken and
we would suggest that you include
these stats when communicating
with your motor and travel
insurance customers about the
implication of a no-deal Brexit.
Assuming that the UK does
secure a deal along the lines of the
existing withdrawal agreement (in
regard to financial services), we
will continue to flag the importance
of retaining current passporting
rights within any future Trading
Agreement with the EU. It is a
concern that these are as yet
missing from the agreement.

PARTY SEASON
This year we decided it was vital
to represent members with the
triumvirate of leading parties at
their conferences.

This year we decided it was vital to
represent members with the triumvirate
of leading parties at their conferences

Sir Ed Davey MP

Emily Thornberry MP

The Lib Dems were very chipper
– clearly expecting a surge in
seats at this general election. We
were pleased that we had a good
discussion with Sir Ed Davey
(Deputy Leader, Liberal
Democrats) about our members’
points on passporting to European
clients after Brexit.
At the Labour Party conference
in Brighton we spoke about
member issues to key Shadow
Ministers including Kier
Starmer, John McDonnell, Emily
Thornberry, Johnny Reynolds,
and Rebecca Long-Bailey. Points
assertively raised included;
the high rate of IPT, the need to

Members joined us at a Tory Conference Dinner

promote insurance broking as
a career, the desire for a Brexit
deal incorporating passporting
and an implementation period,
more proportionate regulation
for our low-risk sector, and
sustainable finance. The other 45
BIBA Manifesto points are also
highlighted wherever possible!
The Conservative Party
Conference took up residence at
the home of BIBA conference in
Manchester. While there, we spoke
with many relevant ministers,
and for the first time they seem to
recognise that regulation has gone
too far. Five ministers spoke
about this; Andrea Leadsom

Kelly Tolhurst MP

(Business Secretary) said:
“…we need to improve our problem
with red-tape” and “…regulation
is making life difficult”. Sajid
Javid (Chancellor) launched a
new Brexit red-tape challenge;
Kelly Tolhurst (Small Business
Minister) agreed, to: “…look at
burdensome regulation” and
John Glen (Insurance Minister)
talked about more proportionate
regulation. On top of that, the PM,
Boris Johnson said: “We are going
to take advantage of Brexit and
ease the burden of regulation.” On
the whole it was pleasing to hear
them finally getting and reflecting
back our issues.

Continued on
page 14
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REPRESENTING YOU

Consultations and
collaborations
T
aking into account what
was discussed at the
party conferences and
what members say to us,
BIBA responded to Her Majesty’s
Treasury consultation Future
Regulatory Framework Review,
which included the statements
(edited): “…financial regulation
has been transformed since the
financial crisis…”and “…with many
of the key regulatory reforms now
in place, now is the time to take
stock of its overall approach to
financial regulation...”.
Because we were expecting
the consultation, and to robustly
take the temperature on member
views, we ran our triannual cost
of regulation survey with London
Economics and the results will
feature our 2020 Manifesto.
Our various access to insurance
workstreams have gathered pace
and we were delighted that the
BIBA/ABI/Government agreement
on age and insurance was renewed.
We are also approaching industry
agreement on a new signposting
solution for protection insurance.
On the challenging issue of
finding insurance for landlords
with tenants receiving benefits
we plan to publish a ‘myth buster’.

MANIFESTO WORK
AND WINS

Working with the Department
for Work and Pensions and the
charity Shelter the document will
explain how brokers can provide
insurance solutions for this sector.
The FCA’s consultation paper
CP 19/23 – signposting to travel
insurance earlier this year resulted
in a very considered response from
BIBA on behalf of members. We
subsequently met with the FCA,
HM Treasury and the Money and
Pensions Service (MAPS) regarding
the proposed new FCA rules
requiring firms to signpost travel
insurance customers with preexisting medical conditions to a
list of FCA vetted specialists on the
MAPS website.
Our points included:
• The fact that the proposed
signposting trigger for ANY
medical AP has no minimum;
• How customers will experience a
poorer journey than if they were
to use the BIBA Find-Insurance
service; and
• What role BIBA can play in
helping with a phone-based
service.
We will keep you informed of
developments.

Sustainable finance
Government’s 2019 Green Finance
Strategy recognised the need for
a greener, low carbon economy
and the growing demand from
consumers for financial products
that support this goal. The
Government strategy aligns with
a commitment made in our 2019
Manifesto to work with the FCA to
promote sustainable finance.
The FCA has also published
a summary of responses to its
recent discussion paper on climate
change and green finance ahead
of publishing new draft rules that
are likely to apply to our sector. We
met with Business Minister, Kwasi
Kwarteng MP to discuss these
issues.

GUIDING BROKERS

Insurance Brokers’ Standards Committee

Insurance Brokers’ Good Practice
Guide
A new section on Corporate
Governance has been produced for
the BIBA Good Practice Guide. This
looks at topics such as the duties
of directors, financial crime, data
protection and culture.
The Committee also discussed
new guidance BIBA has developed
on Long Term Agreements and
what constitutes a ‘Declinature’
versus a ‘No quote’ when presenting
business to insurers. These will be
published shortly A new ‘waiver’
clause has been developed to give
clarity on a finite number of years’
claims experience that forms the
basis of an insurance contract and
we shall work with the market to
gain acceptance.
Flood resilience
BIBA sits on the Department for
Environment, Food and Rural
Affairs’ (DEFRA’s) Property Flood
Resilience (PFR) Forum which
has been looking to increase the
adoption of flood resilient measures
in UK homes and businesses.
Early in 2020 we expect to see the
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launch of a Code of Practice from
a group that BIBA participates in Defra’s Property Flood Resilience
Roundtable (PFR). Designed
to help policyholders of floodprone properties and insurers
to adopt ‘build back better’, it
aims to increase the level of flood
protection in UK properties.
The Code will highlight materials
and building techniques to assist
in normalising flood resilience.
In due course accredited,
surveyors and builders will be
trained to refit properties in flood
zones and in future policyholders
will be issued with certificates
to evidence individual property
based flood resilient measures.
Meanwhile, BSI launched a flood
resistance standard BS851188
on 01 October: PAS1188:2014 has
been withdrawn. New products
will be tested to the standard
whilst products kitemarked under
the current scheme will have
a year or so to be retested. The
Standard specifies requirements
for the designation, testing, factory
production control, installation
manual, deployment instructions,
user manual and marking for
different types and configurations
of flood resistance products.
BIBA continues to press HMT on
where the 0.5% of IPT ring fenced
for flood defence has been spent.

‘E’ASY DOES IT –
2020 MANIFESTO AND
FUTURE CAMPAIGNS
E-scooters seem to be buzzing
away (illegally) all around the
City at the moment and this is
an interesting dilemma for our
sector. The Government would like
to increase sustainable mobility
for short trips, but e-bikes and
scooters are not legal on roads (or
indeed pavements) in public places
in the UK.
In Europe, the Refit of the Motor
Insurance Directive does not
propose to include such vehicles
in scope, however Germany has
legalised them. BIBA’s Motor Panel
discussed this issue at length and
remain concerned about where
they ought to be allowed to be used,
various safety elements and what
minimum levels of insurance
might be needed. However, we
can’t help but see that the genie is
out of the bottle, meaning there

There needs
to be a wider
conversation
about
compulsory
insurance for
these modes of
transport

needs to be a wider conversation
about compulsory insurance for
these modes of transport.
After having a go on one at the
Conservative Party conference and
narrowly avoiding a collision with
recent Prime Ministerial candidate
Matt Hancock, insurance is
probably a sensible idea!
While on the 2019 Tour of the
Regions, the most common area
of feedback has been around the
hard market. Current prevailing
conditions were not helped by the

Murdo Fraser MSP
with BIBA’s Graeme
Trudgill and Steve
White

Lloyd’s’ Decile 10 approach, the
small improvement in the Ogden
discount rate and the overdue
Government action to implement
some of the findings from the
Hackitt report on building safety.
The challenges in availability
of Professional Indemnity
insurance capacity for approved
building inspectors and fire safety
officers is another concern. We
have been asked to attend several
meetings with the Department
for Housing, Communities and
Local Government about this and
we are also very aware that the PI
cover for design and construct,
architects, financial advisers etc.
is particularly hard. We do have
scheme providers who can assist in
most cases, so please get in touch if
experiencing difficulties.
We were pleased that Murdo
Fraser MSP who sits on the
Scottish Parliament Finance
Committee spoke at our Scottish
Conference and was able to talk
about the contribution brokers
made to the economy
After a nationwide regional
tour and a busy party conference
season we now have more 100 new
issues to consider for both next
year’s Manifesto and the Insurance
Brokers’ Standards Committee.
As we approach 2019’s
chequered flag we look forward
with Murray Walker style
enthusiasm to the new season
and raising issues from the 2020
member Manifesto with the newly
elected government.
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Technology partnerships
help broker success

Sharon Bishop, CEO Close Brothers
Premium Finance, explains why data
is key to understanding customers

O

Sharon Bishop
is CEO of Close
Brothers
Premium Finance

ur broking survey
earlier this year showed
that commercial and
personal lines brokers
have very different approaches
to technology. While the personal
touch for clients remains a key
success factor for commercial
brokers, for larger personal lines
brokers, embracing the digital
world is critical.
Data is the driver of the digital
world. And, those brokers that use
data to better understand customer
behaviour, and get a clearer view
of their risk profile, will have a
distinct competitive advantage.
Not only will this data-driven
advantage deliver a more stable and
profitable book of business for the
broker and their insurer partners,
it will allow the broker to better
tailor its service and sales process
to customers.
As a consequence, personal lines
brokers want customer data at the
point of quote, before taking on
a particular risk. Close Brothers
Premium Finance (CBPF) usually
provides data to brokers at the
back-end of the buying process (to
arrange the finance), but now we
can support brokers at the front-
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end of the quote so that data on
credit information and affordability
can help the broker make the right
decision, quickly.
Looking ahead, we see increased
demand for our data science
expertise from our larger broking
partners who understand that
the value data can bring to their
business, but don’t always have
in-house know-how to do it
themselves. We can also provide an
outside perspective and challenge
to any broker in-house data teams.
Our partnerships also enable us
to help upskill broking partners’
in-house teams to use data science
tools like machine learning. We
don’t see these projects as just
transferring models; they’re about
making sure broker teams fully
understand the techniques we use
and can replicate this themselves
in the future. We believe this is the
essence of partnership.
Earlier this year, CBPF and
Brightside Insurance Services
won a prestigious industry award
for a data-driven solution that
predicted, at quotation stage, the
likelihood that a customer would
create bad debt. Analysis of existing
data showed that customers who

were less likely to create bad debt
via monthly instalments also
had higher retention and lower
cancellation rates. Brightside
wanted to find a way to identify
these customers at the quote stage
and encourage them to become
Brightside customers.
This insight means Brightside
can provide insurer partners with
a more stable and profitable book of
business, and identify the ‘at-risk’
customers at an earlier stage.
CBPF also worked with broker
iGO4 based on their unique
customer insight to further
enrich the information provided
to insurers to improve their
point of quote targeting of better
performing customers.
All businesses, like CBPF, who
supply services to brokers, need to
move with the times and develop
new propositions that are attuned
to the technology revolution. If
brokers don’t have the financial
muscle to invest themselves,
CBPF can help. Deep pockets
and knowing how best to make
technology bets that support
brokers deliver the service to their
customers that makes them happy
is a win:win for everyone.

CHARITY INSURANCE

We make life easier for
you, so your clients can
make life easier for others.
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Incoming Chair Jonathan Evans and Deputy Chair Laura High
talk to Elinor Zuke about the broker representation, reaching
members and the importance of asking ‘WHY?’

Challenging BIBA
T

he importance of
representing insurance
brokers with one clear
voice was abundantly
clear at Jonathan Evans’ first
encounter with BIBA some 25
years ago. As the corporate affairs
minister at the Department
of Trade and Industry, he was
commissioned by President of the
Board of Trade, Michael Heseltine
to conduct a over-review of the
British insurance industry in
order to grow its profile. All the
major players gathered for dinner
at Marlborough House, near
Buckingham Palace.

A lot of people just ignore
what’s written in political
manifestos, but we have real
issues, raised by the brokers
that matter to them, with
specific calls to action
“There were probably about
20 people around the table, the
Secretary of State was chairing it,
and the first half-an-hour was spent
with Michael Heseltine trying to
get BIBA and the IIB [Institute of
Insurance Brokers] to explain why
he should take two trade bodies
seriously,” Evans recounts.
“Michael Heseltine said: ‘If I
am dealing with the furniture
industry, don’t get the wardrobe
manufacturers to come along and
tell me how they differ from the bed
manufacturers.’ That’s the way he
viewed the aligned interests of the
IIB and BIBA.”
The IIB later joined BIBA in 2011
and BIBA’s profile and access to key
decision makers has steadily risen.
CEO, Steve White was invited to 10
Downing Street just two weeks after
new Prime Minister Boris Johnson
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took office to discuss the impacts of
Brexit on Financial Services.
Having served on BIBA’s board as
a non-executive director since last
May, Evans will become its Chair in
January, succeeding Lord Hunt of
Wirral. With a career in insurance
law and as an MEP, MP and chair
of All Party Parliamentary Group
on Insurance and Financial
Services, Evans has seen BIBA’s
campaigning and representation
first hand.
But being invited to tell
Westminster what its 2,000 broking
firm members need is just one part
of the BIBA story. It also provides
practical support to the 100,000
staff who work for them.
And it’s exactly that perspective
that Deputy Chair, Laura High
brings to the Boardroom table. A
director of Yutree Insurance, she
began working with BIBA when her
firm ran a scheme 15 years ago. “I
enjoyed the work that they did, and
I believed in what they were doing,
so I joined a regional committee,”
she says. “I’ve known Steve and
Graeme all those years and I’ve
always respected what they’ve
done and how they’ve taken BIBA
forward. And we’ve still got a BIBA
scheme in our business today.”
The position of non-executive
Chair is, of course, a familiar one in
the corporate world. But appointing
an independent outsider to guide
and scrutinise is not as common in
trade bodies.
BIBA’s board comprises the
chairs of the Larger Brokers;
Networks & MGA; International &
Wholesale; and Regional Chairs
Advisory Boards, the Insurance
Brokers’ Standards Committee,
and the chair and deputy chair
of the Smaller Brokers’ Advisory
Board, as well as White and
Executive Director, Graeme
Trudgill, and meets every two
months.

Evans says: “Our board
structure works very well. It is
quite rightly a supportive setup but with a healthy degree
of Boardroom challenge. The
executive directors Steve and
Graeme encourage challenge.
They run everything past the
board and the advisory boards
before big changes are made, and
it is an open environment, people
do have their say.”
“The best question that’s ever
asked in a boardroom is: ‘Why?’”
It’s this level of transparency and
an appetite to hear from different
parts of the industry which wins
BIBA plaudits for its manifesto. “I
always think BIBA is incredibly
brave and bold to be putting in its
calls to action on each manifesto
point,” say Evans, who hosted
BIBA’s manifesto launch in the
House of Commons between 2010
and 2015.
“A lot of people just ignore what’s
written in political manifestos, but
we have real issues, raised by the
brokers that matter to them, with
specific calls to action. We can
always demonstrate where we’ve
pushed hard to get those points
through. The process is almost like
a living document,” he adds.
High agrees: “Attending the
regional tours, she says: “I watch
things being raised in the room and
going into the manifesto. It’s a very
genuine document.”
Navigating regulation
The varied backgrounds of Chair
and Deputy Chair are reflected
in their response to the debate
around using unrated insurers.
High immediately considered
the issue from a commercial and
membership perspective. Her
firm doesn’t use them, but she
acknowledges that BIBA members
have differing views. “BIBA has to
be very careful not to tell brokers

what to do in this regard, which
is why we put together the Litmus
analysis tool so that brokers could
go out there and do their own due
diligence on the insurers and get
the information which would lead
them to make an informed decision
about where they were placing their
business,” she says.
Evans, on the other hand,
approaches it from a regulatory
point of view. As a Member of
the European Parliament, he
was asked to contribute to the

debates on Solvency II as the
only MEP with a technical and
insurance background. As a former
deregulation minister, his starting
point is to only defend regulation
where it offers protection for
investors, consumers (including
businesses) and employees.
“In a way, it’s regulation which
has allowed the passporting in of
some of those insurers who don’t
have the same financial strength
requirements that we have. We
do need to keep watching it and

making sure that regulation is
protecting our customers,” he says.
Over-regulation is certainly
something BIBA and its members
have been concerned about,
consistently pointing out that
BIBA members face substantially
more regulation than European
counterparts. BIBA is repeating
research which when last run in
2012 revealed that at almost 1% of
insurance intermediation income
UK brokers pay more than twice
as much proportionally as brokers
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based elsewhere in the world.
For High, BIBA’s forewarning
of the broker community about
what’s coming out of the regulator
is a crucial benefit. “The handbook
is fairly impenetrable for your
man on the street,” she says. “It’s
partly because they regulate
banks, mortgage advisers, general
insurers and brokers so they have
to write quite broadly. As insurance
brokers, it is hard to make your way
through the minefield of regulation,
which is where BIBA can lend a
hand. The BIBA membership has
access to [head of compliance]
David Sparkes and his team if
there is something that you require
clarity on. The level of expertise
within BIBA is second to none.”
The Senior Managers &
Certification Regime (SM&CR),
which will apply to insurance
brokers from 9 December, is a case
in point. “As a business we rely on
David’s Compliance Rules briefing
on matters such as SM&CR. These
briefings tell brokers what they
physically need to do. All of these
consultation papers come out from
the regulator, and you read them
and think ‘yes, they matter for
consumer outcomes’ but what do
brokers need to do to take them into
their businesses and embed them
into their culture. That’s the bit that
takes the time,” High adds.
Evans points out the difference
in approach taken by the FCA
when compared to other countries.
“When I was in Brussels, I came
across a European regulator in one
of the then EU 28 who had asked
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their major national carrier how the
implementation of EU insurance
regulation could be undertaken to
serve the national interest of the
company. You would never get that
in the UK. That’s surely not a level
playing field compared to the FCA’s
gold plating of regulation. But it’s
not likely to change soon.”
Which brings the conversation
onto Brexit. Evans describes the
delay as “debilitating.” But that’s
where BIBA come in to support
brokers, argues High. “BIBA’s
role is to guide members through
the uncertainty and to tell your
market town broker what they
need to prepare for, what they need
to understand, and to make sure
they have considered what their
exposures are in Europe.
“A lot of our larger members have
got big teams of people watching
and making sure they steer their
business in the right direction.
We’ve got a huge number of smaller
brokers in our membership and
those are the ones who need almost
a check list, what do you need to do?
“None of us know which way
it’s going, but as long as we
keep talking to our brokers and
communicating what they should
be thinking about we can help,” she
says.
Evans adds: “A number of major
political figures across the parties
now find themselves outside the
political mainstream. Things
that once seemed impossible
are happening. But against this
background, what’s important
is that BIBA is a professional
operation, with a multiplicity of
contacts in government and people
who have been invited to the latest
discussions in Downing Street.”
That invitation is not to be
underestimated.
Evans says: “Insurance brokers
can have confidence when they
look to BIBA that we’ve got a team
of people who are sufficiently well
respected that 10 Downing Street
invites them in when they want
to know what the main players in
British Insurance think.”

As insurance brokers, it is hard to make your
way through the minefield of regulation, which
is where BIBA can lend a hand
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Something for everyone
Mike Hallam curates up-to-date

information on some covers your
clients may not have thought
they needed
Product recalls do
happen
Product recalls of any kind can
impact cash flow, squeezing a
company’s ability to pay staff,
purchase raw materials or even
continue production. Frequently,
manufacturers will think they
have cover when they don’t. Many
companies will have adequate
protection from third-party
lawsuits, but they often don’t have
sufficient protection for their own
costs.
Product recall insurance
safeguards a manufacturing
business from the financial impact
of a recall, specifically the first and
third-party costs associated with
identifying and addressing the
issue, conducting the recall and
keeping the business operational.
Here are some common recall
scenarios that insurance can
cover:
• Faulty parts or components
• Contamination of food or
beverage products
• Products that don’t meet a
Kosher or Halal specification
• Mislabelling of products
• Accidental addition of animal
by-product: key for the vegan/
vegetarian industry
• Safety critical errors in software
Some of the most common
objections to buying the cover that
we at CFC think brokers may face
are:

Mike Hallam is
BIBA’s Head
of Technical
Services

It won’t happen to me
Recalls happen all the time, and are
growing in frequency, particularly
in the food and beverage industry
where allergies, intolerance and
the increase in health-conscious
consumers is driving more
scrutiny of products. In 2018 the
Food Standards Agency issued 198
Food and Allergy Alerts alone.
But it’s not just food and
beverage manufacturers at risk.

22 ISSUE 57 / 2019 WWW.BIBA.ORG.UK

Many manufacturers are seeking
recall insurance because they
have recently experienced an
uninsured product recall for the
first time – the fact that they are
now buying the insurance suggests
they needed it all along and they
appreciate the value of it.
Our quality assurance processes
are top-notch
Put simply, no critical control
point in manufacturing or testing
is foolproof, and therefore no
business can be 100% certain
they have prevented human
error or malicious tamper. A
manufacturer’s exposure to their
supply chain is vast, the end
product is only as good as its worst
supplied component.
Our suppliers will pick up the costs
Our policyholders’ experience
suggests businesses should not
simply rely on a supplier to manage
the cost of a recall. In many cases,
suppliers may refuse or be unable
to pay, dispute the costs or have
restricted their own rights under
the supply agreement.

Find out more about the
BIBA Product Recall scheme
from CFC by getting in touch
with CFC at productrecall@
cfcunderwriting.com

Preparing for the
worst
It’s every event organiser’s
nightmare to have to reschedule or
abandon an event. When managing
the consequent financial and
reputational damage, who can you
turn to for help?
At Beazley we make sure that
our event cancellation insurance,
available to BIBA members,
provides access to specialist loss
adjusters who can help manage
the situation in real time, and it
offers an essential lifeline to help
organisers honour their financial
commitments if an event does not
go ahead as planned.
Experience matters
Event cancellation cover includes
reimbursement for costs
associated with putting on an
event, such as venue hire and
contractor deposits. Cover can also
be provided for loss of revenue – for
example ticket sales, sponsorship
and advertising income. Additional
risks can be added, such as nonappearance of a celebrity or guest
speaker, national mourning,
terrorism and communicable
disease cover.
Hands-on, experienced loss
adjusters provide a wealth of event
contingency knowledge and a book

of essential contacts if needed.
Given reputation is so crucial,
they will work with the insured to
implement emergency measures
designed to prevent the event from
being cancelled or abandoned.
If there is no option but to cancel
the event, they will provide access
to professionals who will help
to reschedule or manage the
financial and reputational issues
of cancelling.
Be prepared
Brokers, along with insurers,
play a crucial role in educating
clients about the nature of event
cancellation and specific policy
considerations to ensure they get
appropriate cover for their event.
The key advice that we need to
give to clients is the importance
of sharing their own contingency
plans at quoting stage. Organisers
who take out cover early in the
planning process are also likely
to have better success in making
sure that known risks are included
in their policy. By working closely
with brokers and insurers the
client will be better placed to get
the cover they need, that responds
quickly when they are most in
need of help.

As a BIBA member you benefit
from access to the Beazley
BIBA event cancellation
scheme, which includes loss of
money and ‘all-risks’ property
cover as standard, and is
accessible through the online
trading portal myBeazley.

unexpectedly when a tenant has
left a building and the insurer of the
risk wants to come off cover at a set
point. You may also have scratched
your head at the responses you
have had back, the difference
in premiums and the terms and
conditions that are imposed.

Empty property easier than you think
Unoccupied properties have
traditionally been avoided by the
larger composite insurers and
were the preserve of the Lloyd’s
market. The rise of MGAs and
scheme underwriters such as
Camberford Underwriting, BIBA’s
Unoccupied Property scheme
provider, added an alternative.
Readers may have had requests
to find cover for a vacant property
at some point, quite possibly

Empty risks
Why is there such disparity
between what is offered? A vacant
property is roughly the same
whatever the building was before.
The truth is that the assessment
of an empty building involves
many of the same considerations
as occupied premises, with a few
extra beside. Needless to say, the
construction, area and protections
are assessed but so is the previous
use of a building. The previous
occupancy can have a significant
impact. Arson risk is greatly
increased when a building is empty
and certain premises are higher
targets; pubs, schools and religious
buildings, for example.
The risk of fire being greatly
increased means many insurers
require all combustible materials
to be removed, letterboxes be
sealed and windows boarded. This
however, is not always possible:
the premises maybe listed, it may
be for sale with the owner needing
it to look at its best, or perhaps the
unoccupancy is so recent that the
owner hasn’t been able to organise
this yet. The risk of malicious
damage, break-ins and water
damage can all increase in varying
degrees and the length of time a
premises stays unoccupied can
also increase these risks, hence
some markets won’t touch longer
term unoccupied.
Camberford Underwriting has
been placing cover for many types
of unoccupied properties for a long
time. They offer a solution, from
the longer term and higher risk
properties to those who can’t follow
all the usual conditions. Because
they appreciate what constitutes a
good risk this can be reflected in
the premium.

BIBA members can take
advantage of this expertise and
experience for their clients right
now by contacting Camberford
Underwriting on 020 8315 5029
or via properties@camberford.
com
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Terrorism insurance
– an easy sell?
Pool Re’s Steve Coates looks at the changing nature of terrorism and how
brokers can navigate clients through the insurance options

P

rior to 1993, any
business in Great Britain
that bought property
insurance automatically
had cover for terrorism. Since
then businesses must make an
additional purchase, either to
extend their property policy or buy
a stand-alone policy. In itself this
creates an inconsistency given
in the intervening 26 years the
commercial property market in the
UK has decided to offer package
polices which encompass as many
of the key perils as possible. This
has helped create the situation we
face in 2019 where many corporate
or real estate policyholders buy
terrorism cover, but up to 90% of
small businesses do not.
So the question for all of
us, whether broker, insurer
or reinsurer, is how can we
encourage more policyholders
to buy terrorism cover, or at the
very least to ensure they make
a conscious decision not to buy
it. In today’s automated and
commoditised market this is not
as straightforward as it may have
been when all insurance was

transacted face to face, but there
are a number of things we can
collectively focus on.
The first, and probably the
most crucial, thing we can do is
to ensure there is an appreciation
of the contemporary threat and
why the risk of terrorism is more
diffuse and complicated than
many other catastrophe perils. As
can be seen from Fig 1, the threat
to the UK has changed significantly
since 1993, as indeed have the
threat actors. Moreover, post 9/11,
terrorism is now a global insurance
phenomenon and any G20 country
could theoretically be the target for

one terrorist group or another.
Terrorist groups are creative
and resourceful and, as countermeasures are developed for one
type of attack, the terrorists find
new ways of achieving their aims.
This is one of the key differences
between natural perils such
as storms or floods, and nonnatural or man-made perils such
as terrorism. Assuming that a
terrorist attack may not happen
or that it would not target certain
parts of the UK is dangerous
as future attacks may either be
unprecedented, like 9/11, or
completely new such as driving a
car or lorry at people. The tactic
of using vehicles as a weapon
was seen in France in 2014/15
culminating in the Nice attack in
2016. Similar attacks in the UK in
2017 at Westminster and Borough
Market led to the failure of the
motor market for terrorism, which
in turn resulted in the risk being
transferred to the Motor insurers
Bureau from January 2019.
The point here is that the past
is an unreliable guide when it
comes to terrorism, and given

FIG 1

Dissident Republicans
Large vehicle bombs, IEDs, firearms

Soft targets
Property damage & BI,
loss of attraction, NDBI,
brand and reputation

Hard targets
Property damage &
Business Interruption

Steve Coates
is Chief
Underwriting
Officer at Pool Re
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Islamist extremism, Extreme Right Wing

Vehicles, bladed weapons, IEDs

CBRN, Cyber,
Drones
?

this inherent uncertainty it seems
illogical to omit terrorism cover
from your insurance programme
when such cover is available to
all. Future attack pathways could
include chemical, biological,
radiological and nuclear (CBRN),
cyber or drone and other nefarious
actors are already deploying
such methodologies as we saw in
Salisbury and at Gatwick Airport.
This inability to predict the
future nature and manifestation
of terrorism is another key
consideration in assessing risk
and risk transfer. Not only do
the terrorist actors change over
time, and with it their intent and
motivations, but so do their tactics
and targeting. This means it is
very difficult for a policyholder to
understand whether his business
could be a terrorist target, and
thus at the centre of any attack, or
is adjacent to or within a premises
that is a target, and could be
collateral damage. Moreover,
even if neither is the case, the
business could still either be
directly affected by a large attack
nearby (i.e. damaged) or indirectly
affected (not damaged but access
impaired) or even the subject of
an indiscriminate attack that had
no specific target. In recent years

The past is an
unreliable guide
when it comes to
terrorism
the UK has seen attacks in London,
Glasgow and Manchester and plots
targeting locations across the
country have been interdicted.
In light of this apparently
random and dynamic peril, it
seems surprising that many small
businesses do not have terrorism
cover of any sort, given the
vulnerability to any interruption
to their cashflow whether they are
insured or not. Following the 9/11
attacks, most of the businesses that
failed were small businesses.
So what might you say if a client
asks you why they should buy
terrorism cover?
1. Why not! Insurance policies
cover many types of catastrophe
but terrorism has the potential to
exceed any of these.
2. The random and indiscriminate
nature of terrorism mean an
attack will invariably affect
multiple businesses.

3. It is a hedge against the
unknown. We do not know
what terrorism might look like
in two years let alone 10, but
given today’s terrorist threat is
completely different to that of a
decade ago, change is the only
thing we can safely predict.
4. For many businesses, especially
those outside major UK cities, it
is inexpensive. A small business
with £500,000 MD sum insured
could pay no more than £30 or
£40 including BI.
5. Products are available that are
comprehensive, and cover such
things as CBRN, or relatively
simple and cover can be limited
and selective. Buying something
is better than buying nothing.
6. Cover is also available for threat,
hoax and non-damage.
However, difficult as it is
in today’s electronic market,
we must ensure our mutual
policyholders can understand
the modern terrorist threat and
make a conscious decision around
insurance and risk transfer. There
seem to be product options for
all and it is vital such options are
explained and sold as this will
make the UK more resilient to an
event should it happen.
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To keep up
with regulation
you need
to stay fresh
Complete 15 hours of identified
CPD training on BrokerAssess every
year to help your staff stay ahead
of IDD compliance legislation. Slice
it up into manageable sessions and
away they go.
Start your 14-day free trial
at brokerassess.co.uk or
contact our customer service
team on 020 8530 0996 or
email brokerassess@cii.co.uk

BrokerAssess
Catering for your every training need.

YOUR PREMIUM
FIN A N C E PR O V IDE R
Utilising over 25 years expertise in financial services
to offer you a first class experience
•

Flexible repayment options for your customers
with no hidden charges

•

Branded solution available with associated
documentation

•

Full API providing direct integration options
into web-journeys and back office system

Register your interest
0330 0580 866 | contactus@redapplefinance.co.uk
www.redapplefinance.co.uk

Red Apple Finance Limited | Global Reach Dunleavy Drive Cardiff CF11 0SN. Registered in England and Wales
No.11248609. Authorised and regulated by the Financial Conduct Authority No.814757.
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As the Chartered Insurance Institute launches its manifesto on Insuring
Women’s Futures it explains to The Broker why it matters and what we all
can do to help

Insuring Women’s Futures

I

nsuring Women’s Futures
wants you to talk about
money. They want you to
challenge yourself to have
a conversation with ten of your
friends, family or colleagues
to help raise awareness of the
resilience challenges women in
particular face at key points in
their lives, and empower them to
take positive action.
And make no bones about it,
these are life events which can end
up leaving women in precarious
financial positions compared to
men.
“Changes in our society, a lack
of progress in women’s economic
empowerment combined with
reductions in support systems
have left women financially
exposed,” says Jane Portas, a
partner at PwC and co-founder
of Insuring Women’s Futures – a
market programme led by the
Chartered Insurance Institute (CII).
Portas has conducted extensive
data-led research on behalf of
the programme and identified 12
Perils and Pitfalls that women face
throughout life, and six Moments
that Matter, such as entering the
workforce, entering or exiting

a relationship and becoming a
mother.
Eighteen-year-olds considering
an apprenticeship should factor
in a 21% pay gap for caring and
administrative traineeships
compared to careers more likely
to be chosen by young men, for
example.
“There are financial
consequences to those decisions
that people aren’t necessarily
familiar with,” says Portas.
Another financial pitfall arises
when unmarried partners
separate. “Most separated women
have no pension wealth at all,”
says Portas. And 35% of people do
not realise partners in cohabiting
relationships have no legal rights to
pension sharing upon separation.
“Far more people are co-habiting
today but don’t necessarily
consider how a breakup could leave
them in pension poverty.”
Insuring Women’s Futures
was launched in 2016, led and
facilitated by the CII with its then
new CEO Sian Fisher as chair. She
said of the programme “The CII’s
purpose is to improve the public’s
trust in insurance and personal
finance, and it seemed obvious to

us that 50% of the population were
not being adequately served, so we
decided to do something about it.”
The programme was set up with
three pillars. The first is to identify
women’s risks in society.
The second is solutions – that’s
where the industry comes in. It
examines the gaps and issues
created by women’s risks and
how the insurance profession,
whether provider, intermediary
or advisor can assist. Clearly there
is a business opportunity here for
providers who can identify and
meet these protection gaps.
The third pillar is to promote
Women in Risk. “If as a profession
we’re going to serve the needs of
the whole of society then there’s
obviously a need to reflect the
whole of society,” Portas says.
Insuring Women’s Futures
launched its Manifesto Proposals
on 19th November, the output of a
taskforce pulling in contributions
from 150 people from inside and
outside the insurance market.
“It’s been a phenomenal effort
by very many people. Some
compelling insights have come
out of the research and that’s
reflective of the commitment and

About Insuring Women’s Futures

It has three specific areas of focus:

Insuring Women’s Futures (IWF) is a market initiative
led by the CII, as part of its public interest remit. It
is supported by firms and individuals from across
the insurance and financial planning profession
and broader expert groups with a shared interest
in reducing women’s risk and closing the women’s
protection gap. Insuring Women’s Futures is part of
a wider Insuring Futures programme. BIBA staff are
ambassadors of the programme and are involved in
the workstreams of the initiative.

Women at Risk
Women’s risks in life: Understanding the personal and
professional risks women face across society and their
experience of insurance, to enable improvements in the way
the profession supports women.

Insuring Women’s Futures aims to lead the profession
in refining its approach to women and risk; specifically
how we may improve its approach to insurance and
financial planning solutions to enhance women’s risk
resilience in wider society, and how it may develop in
a gender balanced way enhancing career opportunities
for women in the profession.
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Women as Risk
Risk solutions for women: Identifying new and improved
valuable insurance solutions for women’s risks, including
approaches to engagement, information and guidance as well
as financial planning and advice, together with their needs and
preferences as personal and professional buyers of insurance.
Women in Risk
Careers in risk for women: Improving the profile of women in
the profession, in particular increasing the number of women at
senior levels and making the profession more attractive to new
female talent.

engagement of many individuals,”
says Portas.
The most relevant part for UK
general insurance broking is on
financially inclusive customer
outcomes. This looks at the
relationship between insurance
provider and customer. For
example it is estimated that 40-60%
of married couples only have home
insurance with only one of the two
adults in the relationship named
on the policy. This has implications
for the coverage afforded to each
party and their rights and authority
over the policy. This is just one of
many issues arising from a lack
of awareness and engagement
that the programme will unveil
proposals to tackle.
Whilst Portas emphasises that
the campaign is far broader than a
diversity and inclusion campaign
from an employers’ perspective, it
is also important to hold the mirror
up to ourselves.
Portas describes a “flexible
working sacrifice”, typically paid
by women when they take a career
break to care for young children
or begin working part time or
working from home. Follow the
thread through to retirement, and
you’ll find that women who take a
five-year career break end up with
a 33% smaller pension pot than the
men who didn’t.
“The really important thing is
supporting workplaces to support
a variety of work patterns for
everybody,” says Portas. “We also
need to support women when
they come to make those choices,
particularly to be fully aware
where it involves a change in pay
structure.”
That’s why the programme has
launched a “Financial Flexible
Working” Pledge that firms
can sign up to in order to help
employees (men or women) not just
to work flexibly, but to consider the
financial implications of a change
to their working arrangements’,
and is providing good practice
guidance for firms to support the
pledge.
Looking externally to consumers,
the programme is also encouraging
firms to sign up to the “Inclusive
Customer Financial Lives“ pledge,
which is about businesses taking
an inclusive ‘whole customer’
approach to their customers and
helping them to understand the

BIBA welcomes the Chartered Insurance Institute’s Women’s Risks
in Life research and the important focus it provides. While all the
findings are not completely surprising, the research will allow the
insurance profession to concentrate its efforts on those areas where
there is the greatest need for protection to help women become
more risk resilient.
My appointment as a panel adviser to the Insuring Women’s
Futures Committee will ensure that the expertise of BIBA’s
membership is actively involved in supporting and shaping any
insurance solutions that emerge in response to women and the risks
they face in life.
Steve White, Chief Executive Officer, British Insurance Brokers’ Association
impact of their life circumstances
and empowering them to achieve
positive outcomes. Guidance will
be provided for firms on how they
can support the pledge, and the CII
is producing an ethical guide to
inclusive customer outcomes, and
will work with BIBA’s Insurance
Brokers’ Standards Committee to
reflect this content where relevant
within some sections of the BIBA
Good Practice guide.
Whatever the life moment,
making informed choices in the
moment – supported by the UK’s
insurance and protection industry
whether through products or
informed individuals from our
community using their knowledge
to help others in their lives – it’s
time to have the conversation.
“One of the key learnings from
our research and analysis is
that women’s and men’s risks
in life, and their financial life
journeys, are different; and their
respective approaches to financial
engagement reflects this.
Life in the UK is changing
dramatically. For example, the
fastest growing household type
over the last decade is multi-family,
the number of cohabiting couple
families has doubled over the last
20 years, and the number of people
living alone in 2018 has surpassed
8 million.
People’s financial life
circumstances can also have
implications for their insurance
arrangements, including the
appropriateness of taking out a
joint or single policy. And yet half
of people we surveyed said they
did not consider this when taking
out home insurance, and 40% of
women and 33% of men said they

are unaware or not sure of the
different implications for making a
claim. Better informed customers
will have better customer
outcomes, and this helps to build
trust in insurance. This is why, as
part of our strategic manifesto for
improving financial resilience in
society, Insuring Women’s Futures
is calling on firms across the
insurance and personal finance
profession to make an “Inclusive
Customer Financial Lives Pledge”
to support customers to make
product purchases that reflect their
life circumstances and guide them
on navigating life events. We are
delighted BIBA is supporting our
manifesto and highlighting the
pledge to the broking sector.”

Insuring Women’s Futures
is calling on people to sign
up to become ambassadors
as part of the next wave of
its campaign.
It is asking all ambassadors to speak to
ten women in their life about their financial
wellbeing during National Talk Money, Talk
Pensions week (18th-22nd November).
The conversation should aim to share some
enlightening, factual and impactful statistics that
demonstrate women’s financial lives and specific
resilience challenges, and to help people to
identify where they may themselves be exposed
Perils and Pitfalls themselves so they can help
avoid or mitigate them.
Insuring Women’s Futures has prepared a
number of easy-to-use materials to support
the campaign, including videos and a Financial
Wellbeing Guide.
Visit www.insuringwomensfutures.co.uk for
more information.
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Six Moments that Matter
1

Growing up,
studying and
re-qualifying

T

his moment reflects on
education and learning and
how decisions relating to
gaining and financing qualifications
(whether early or later in life) can
determine employability, career, pay
and ultimately long term financial
prospects.

Perils and Pitfalls

Notwithstanding girls’ academic
prowess there is a Young women’s
graduation burden with the number
of graduates in higher skilled, better
paid jobs declining and young female
graduates tending to enter lower paid
jobs than their male counterparts. Rising
student debt is compounded for women
by factors such as pay gaps, part-time
working and caring responsibilities
resulting in it taking significantly longer
for women to pay this off.
We also identified a Girls’
apprenticeship gap with young male
apprentices earning more than females
largely due to the industry sector they
join.

Interventions

Enhancing awareness of the risks and
rewards of educational and vocational
choices, and developing financial
capability early in life, will enable girls
and women to take more informed
decisions, and support improved future
economic independence.
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2

Entering and
re-entering the
workplace

S

3

Relationships:
making and
breaking up

D

tarting or returning to work
is a key moment, with role,
employment and employer
decisions impacting pay and job
security. Starting work (again) is also
a critical time for women to establish
financial independence and savings
patterns.

ecisions taken concerning
relationship status and
household financial dynamics
can have lifelong impacts on women’s
financial status and wellbeing. In
particular, divorce and separation can
be crippling for women.

Perils and Pitfalls

There are increasing numbers of young
women not living in a couple, and a rise
in cohabitation in the young. While the
majority still marry, the average age is
rising. Over 100,000 marriages break
down annually, making divorce and
separation a key risk for women who
have lower earnings and financial assets
than their partners, and increasing their
Domestic abuse danger and vulnerability
to financial coercion.
With a significant majority of lone
parent families headed by women, the
Divorce and separation setback makes
re-starting rewarding work post breakup challenging for many, especially for
those who have curbed career for family
caring. There is also a Cohabitation
pitfall signifying a heightened risk for
women when cohabiting relationships
break up due to the lack of legal
separation rights, although many people
don’t realise this.
Women with children are most
vulnerable and this risk is increasing
given the doubling in the number of
cohabiting families over the last two
decades.

Research currently suggests that the
Gender pay gap will not close until at least
2050, women will work longer, having
children later in life. In addition, women
make up the majority of administrative
and secretarial employees which are
at higher risk of being made redundant
through automation.
Women who are no longer able to be
employed in these administrative and
secretarial roles may move into sectors
that are predominantly made up of
female workers where there is less risk of
automation, such as caring, leisure and
other service roles.
However, these roles are among the
lowest paid in the UK economy, and
are likely to remain so over coming
decades. Alongside this, the Female
financial capability imperative identifies
a critical need to address gender
financial stereotyping, and to support
girls and young women to improve their
relationship with money and risk, to
secure their economic empowerment
and financial independence.

Interventions

Assisting women with financial
planning when they enter work, and
ensuring access to suitable savings and
protection solutions supports financial
independence and equips women to
develop patterns of saving and financial
resilience that will be invaluable later
in life.

Perils and Pitfalls

Interventions

Encouraging financial independence
and equality at home, and raising
awareness of the implications of
differences in relationship status will
support women to be more resilient, and
in particular if their relationships
break up.

...allow women to take informed decisions
that impact their short and long term
financial independence and resilience

4

Motherhood
and becoming
a carer

D

ecisions around the time of
motherhood including sharing
care and returning to work can
undermine women’s financial status.

Perils and Pitfalls

There is a continuing Motherhood and
caring penalty, with women as primary
carers, putting careers on hold, a high
proportion of women returning parttime, and many working flexibly through
job shares and term-time working to
balance family life.
The Flexible working sacrifice denotes
the huge cost to women’s earnings of
part-time work, with long-term impacts
to their savings and pensions provision.
Notwithstanding changing attitudes
towards women working, and with the
gap between working mothers and nonmothers set to close by 2022, women
continue to bear the brunt of housework
and care.
With the average maternal age rising,
women are increasingly caring for
children as they become older with
further implications for their retirement
provision. An increasing number are
also caring for adults in their 40s,
and especially their late 50s and 60s,
impacting capacity to earn, and their
own later life provision.

Interventions

Supporting women through motherhood
and caring, ensuring awareness of the
potential long term consequences of
work choices, and financial management
decisions at home, will allow women
to take informed decisions that impact
their short and long term financial
independence and resilience.

5

Later life, planning
and entering
retirement

W

ith people having children
later and living longer,
spending more time as
retirees, retirement planning through
life and in the run up to retirement is
key especially given the increasing
trend in needing to self-fund end of life
care.

Perils and Pitfalls

Our study showed that today’s young
women can expect to work until they are
70 and that, notwithstanding women are
working more and longer, they still bear
the care burden for the elderly in the
period up to their retirement.
We also identified the rising number of
households in later life with dependent
children. Women’s caring roles and the
impact on their earnings contributes
to the continuing significant Women’s
pension deficit. This is exacerbated for
divorced and separated women who
have much lower financial provision
than their male counterparts.

6

Ill-health,
infirmity
and dying

W

e never know what may
befall us or our partners and
families, and being protected
can change the life course if the worse
happens.

Perils and Pitfalls

Our study highlighted a Women’s
wellness threat as a result of diet and
obesity increasing women’s health risk,
alongside their experiencing increasing
mental health issues continuing through
life with most dementia sufferers being
women.
Women are less financially resilient
through the life course with relatively
little savings cushion which means they
are more vulnerable to themselves, their
partners or family members becoming ill
and unable to earn.
With life expectancy rising, women
are increasingly likely to need home
help towards the end of their lives and, in
addition, old age care, the cost of which
can exceed £100,000 for those entering a
care home. Currently, just under half of
residential care is self-funded and this is
set to increase over time.
Care provision will become more
difficult for young women who will likely
have fewer assets and as home ownership
and state provision declines with the risk
of a Longevity trap.

Interventions

Ensuring adequate information and
advice about retirement planning, and
for decisions in the period up to and
upon retirement, are vital. This is true
both individually for women and also for
those in dependent relationships where
their partner’s choices can impact their
old age well-being.

Interventions

Raising awareness amongst women of
their and their partner’s health risks and
of potential ways of managing these will
help women’s resilience in dealing with
the unexpected and in providing for their
risks in later life.
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Joined-up thinking
A cross-industry initiative in Manchester paves the way for a network of women to support each other

T

he underrepresentation
of women in senior
positions in the
insurance industry
can become a self-perpetuating
problem. Without role models
and support for aspiring talent,
a leadership position can appear
out of reach of those with big
ambitions and specific issues can
linger unaddressed.
“There are fewer role models
for women and more visibility for
those female leaders is required,”
says Yutree director and BIBA
Deputy Chair Laura High.

Laura High

32 ISSUE 57 / 2019 WWW.BIBA.ORG.UK

Bethan Perris

This should be a concern for
more than women and anyone
with an interest in diversity and
inclusion. Studies have shown that
companies with women on the
board perform better than those
with all male voices. And with
financial services and insurance
officially suffering from the worst
gender pay gap, there is ample
room for improvement.
Mentoring and informal
networking are part of the
solution. However, this is harder to
achieve in smaller firms without a
large network.
“There have always been fewer

accessible senior women in
companies where I have worked,”
says Bethan Perris, a client
manager at Vista and a BIBA young
broker ambassador for Greater
Manchester and West Pennine.
Networking and mentoring
between different companies
in the industry is one way of
addressing this. One vehicle to
address this is an initiative by
Women In Manchester Insurance
Network (WIMIN) to launch a
cross-industry mentoring scheme.
WIMIN’s mentoring scheme will
bring together Industry Leaders
working at managerial levels to
mentor Future Leaders, who hold
roles such as account executive or
claims executive and have worked
in insurance for 5-10 years. Future
Leaders will, in turn, mentor
Rising Stars, who have up to four
year’s industry experience and
ambitions for a successful career.
The five-topic programme,
running over nine months, will
focus on personal development
rather than insurance knowledge
and aims to be a unique
opportunity for the industry to pull
together to support rising talent.

applying what they have learnt in
their day job.”

Jess Heaton

“Mixing up different parts of the
industry will expose mentors and
mentees to different perspectives
and bring challenge and views
that we feel everybody will benefit
from,” says Jess Heaton, the Zurich
account executive who founded
WIMIN 18 months ago.
“It also brings the industry
together to embrace the change
and push forward the profile
of women within the industry
which can’t be done by insurers or
brokers alone.”
The programme will cover
a range of topics including
resilience, work-life balance and
self-awareness. “These are very
real issues that women face within
our industry,”explains Heaton.
The ultimate goal for the
programme is to build a
community of women in insurance
who are there to support each

other. Perris says: “We really
need to break down the barriers
of ‘competitors’ to become each
other’s support networks.”
“We want to build a community
of women in insurance who are
there to support each other.”
Stepping out
Heaton hopes that firms will see
the benefit of encouraging staff to
attend the bi-monthly sessions.
“I think it’s important for people
to be allowed time out of the office
to focus on developing new skills
because it allows people to do just
that – focus,” she says.
“I tend to find that when people
receive internal training they’re
less engaged as they will jump
onto their laptops or phones in
the breaks and come back to the
session not focussed and ultimately
not gain much from the session.”
Staff who attend any
professional networking or
professional development event
should think clearly about how to
apply what they’ve learned in the
workplace, says High.
“Personal development is fun,
fulfilling and interesting but, if
you don’t apply it to your work,
the professional benefit is lost,”
she says. “Young people can show
the benefit in spending time away
from the office by coming back
from networking or learning to
share their experiences with their
colleagues and managers and

Are you my mentor?
Heaton has had several mentors
throughout her career and credits
her first, Stuart Bell at Allianz,
with playing a big part in her
professional development to date.
“I’ve always found it beneficial
to have a good mentor who
challenges me and opens me up
to new ways of thinking. I think
it’s important to change who your
mentor is throughout the different
stages of your career as you
progress and grow,” she says.
But mentoring relationships,
like all relationships, are not
always successful. They can evolve
or come to a natural conclusion.
“I went through a spell of not
so successful mentor/mentee
relationships,” Heaton admits.
“It’s really important in a mentormentee relationship to work with
someone who is willing to share
skills, knowledge and expertise
as well as being someone you can
trust and confide in.”
Heaton says her current mentor,
Aon’s Tracey Threlfall, “challenges
me in the right way and above all
else is a fantastic role model and
someone who inspires me.”
“It also helps that we can have an
open and honest conversation no
matter the topic. Tracey has been
in roles that I either currently do
or want to be in, so from a career
aspiration point of view it is a
perfect fit.”
High’s advice to any young
person looking to progress is to
embrace their ambition. “Smash
your goals along the way, make a
difference to your business and be
remembered as the bright spark
who cared about the business who
others want to employ,” she says.
“And the most important
element of all – female leaders, all
leaders, should lead by example.
Demonstrate the behaviours that
you want to see. Share how you got
to where you are. There are many
things that I do which I have learnt
from leaders that I respect. It is
true that not one successful leader
could have got their on their own.
Your network is everything. Reach
out, ask for support, give support,
be as successful as you can be in
your day job and your professional
fulfilment will follow.”
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Taking reasonable steps
to prepare for SM&CR

SM&

David Sparkes asks and answers on the key issues of the
new regime coming into force for brokers soon

A

David Sparkes is
BIBA’s Head of
Compliance and
Training

s I draft this piece,
9 December 2019
looms in front of us,
and we expect that all
firms that are solo-regulated by
the Financial Conduct Authority
(FCA) are well on their way to
preparing for the new Senior
Managers and Certification
Regime (SM&CR) that comes in
from that date.
The FCA has produced a lot of
material on the subject to help
firms get ready and BIBA has been
playing its part, taking that ‘lot’
which the FCA has produced and
distilling it into the key elements
that firms need to understand as
a bare minimum. BIBA members
are invited to look on the BIBA
website for the 12-page guide that
was produced in early 2018 on
the regime itself; for the Q2/2019
edition of Compliance Rules
which was entirely given over
to SM&CR; and for the webinars
that BIBA has delivered with the
support of the law firm Herbert
Smith Freehills on this very topic.
In the most-timely of manners,
the FCA has published a short
‘lessons learned’ article on its
website and members can access
this at http://bit.ly/SMCRlessons.
In that ‘stock-take’ the FCA noted
that:
• Senior managers across all
[banking] firms were clear on
what accountability means in
the context of their jobs and
day-to-day activities. They
could explain how they were
accountable for their own
actions and their responsibilities
as leaders in their organisations.
• Firms have broadened their
approach to assessment of
certified staff beyond solely
technical skills, and managers
are in a better position to
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assess the behaviours of their
certified staff. However, most
firms could not demonstrate
the effectiveness of their
assessment approach, use of
subjective judgement or how
they ensure consistency across
the population.
• It was not clear that firms are
using the Certification Regime
to evaluate if managers of
certification staff (who are
themselves certified) are
competent managers.
• All firms were positive about the
concept of regulatory references
and its intention to address the
potential issue of ‘rolling bad
apples’. However, the majority
felt that the industry had some
way to go to improve the quality
and timeliness of references.
• Firms have not always
sufficiently tailored their
conduct rules training to staff’s
job roles.
While there are good and not
so good approaches highlighted
in the FCA’s findings above, they
do serve as a useful guide for
firms on what to look out for when
applying the regime within their
own organisations.
With that in mind, BIBA’s
Regulatory Committee has some
observations or ‘top tips’ of their
own:

For firms in the Limited
Scope Regime (sole traders)
Will I need to allocate all the
Prescribed Responsibilities
(PRs) to myself?
Remember that any Statements
of Responsibilities for Limited
Scope (SoRs) firms will not
need to include the Prescribed

SM

Responsibilities that are
mandatory for firms in the Core
and Enhanced Regimes.

For firms in the Core Regime
(the points will apply to
Enhanced firms as well)

Does someone have to have the
CASS PR although it was not
meant to apply to GI brokers?
The FCA includes the words “if
applicable” at the end of this
Prescribed Responsibility thus
providing a clear indication that
it is not a requirement to allocate
this responsibility to someone
where, for example, the firm
does not hold client money. A
firm may however consider it
good governance to assign the
responsibility to one of the senior
leadership team, whose task it
will be to satisfy themselves and
then the board, that the firm has

M&CR
CR

SM&CR
&CR
not held client money in the past
twelve months. Board agendas
may then be drafted to ensure a
discussion around this topic takes
place once a year.

What happens if something
nasty emerges from a DBS/credit
reference check?
Firms may consider having
their policy set out from ‘day 1’
about how they will deal with
this. For example; a person that
has entered into an Individual
Voluntary Agreement (IVA)

with regards to their personal
debt may still be suitable for a
customer-facing role in general
insurance, but the firm may not
wish to employ someone to work
within the finance team with
such a record. BIBA’s facility
provider Sanctions Search
offers a Disclosure and Barring
Service (DBS) checking service

for members. They have also
developed a standalone tool
for carrying out simple County
Court Judgement (CCJ), IVA and
Bankruptcy searches. Find more
information on the BIBA website.
How might you go about
preparing two tiers of staff for
the Conduct Rules?
As mentioned in the FCA’s ‘stocktake’ there will be an element of
training on the Conduct Rules
themselves, as well as a secondary
aspect of getting individual staff
members to understand how
the Conduct Rules apply to their
individual roles. Firms may wish
to demonstrate an alignment of
the Conduct Rules with their own
corporate ‘code of conduct’ or
similar (as long as staff are clear
on the Conduct Rules themselves).
As part of the training
arrangements, firms may wish to
consider an interactive element to
the training, where they are asked
to discuss how the Conduct Rules
apply to their own role.

SM&CR

For firms in the Enhanced
Regime

If, however, the firm finds that
there is a need for someone else
(of relative seniority within the
firm) to pick up responsibility for
an area that does not naturally fit
with another person; the answer
becomes self-evident.

What comes first: the MRM or
the SoRs?
Firms may find it helpful to
start with creating the firm’s
Management Responsibility
Map (MRM) if they do not have
a structure chart that sets out
what the FCA is looking for
already. This may provide the
firm with clarity on to whom
they should allocate which of
the PRs. It will also support
the firm in then creating the
SoRs for each of the senior
leadership team. MRMs should
be a mix of text and graphics
and a happy medium between
not too detailed, but detailed
enough. A useful example can
be found in the MRM that the
FCA created for itself. This can
be found at:
http://bit.ly/SMCR-MRM

SMF18 – Overall responsibility,
should it be allocated?
If a firm has been able to allocate
responsibility for all the activities
it undertakes among all the
firm’s senior leadership team, the
straightforward answer is ‘no’.
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BITC is due to launch an SME guide to cyber insurance this autumn, a result of its
burgeoning partnership with BIBA. The initiative, which will also include input from the
ABI and insurance companies, is however just a part of an ongoing relationship between
the two bodies that share many of the same goals

Community effort – a
collaborative partnership

B

Shaune Worrall
is Technical
Services Manager
at BIBA

usiness in The
Community (BITC),
the oldest and
largest business-led
membership organisation
dedicated to responsible business,
was founded by HRH The Prince
of Wales. It convenes a network
of purposeful leaders to share
insight, expertise and create
innovative programmes that
deliver impact.
Shaune Worrall, Technical
Services Manager at BIBA explains
that the two organisations began
working together at the start of the
year following a chance meeting
at a flood resilience forum. “It
became clear very quickly that we
had many shared ambitions and
values, including our Manifesto
commitments over issues such
as property flood resilience and
cyber insurance, key concerns for
our broker members – and their
clients. We are both not-for-profit
organisations with a real focus on
the SME sector and supporting
local communities. And of course,
many of our members are also
SMEs in their own right.”
BITC’s vision is to make the UK
the world leader at responsible

Would you be ready?
BERG has a range of campaign materials
and communications under the Would You
Be Ready banner, including a resilience
ready test aimed at small businesses. The
campaign includes content around the value of
insurance, helping SMEs understand what they
need to insure for and how to access it.
www.bitc.org.uk/media-centre/news/
take-new-emergency-readiness-test-smallbusinesses
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business and its purpose is to
inspire, engage and challenge
business to help tackle some of
society’s biggest issues. It aims
to grow a responsible business
movement across the UK and
create the greatest impact in
three ways: developing a skilled
and inclusive workforce for today
and tomorrow; building thriving
communities where people want
to live and work; and innovating to
sustain and repair the planet.
Businesses engage with the
BITC in ways to suit them. They
can become a member (it has just
over 750 business members) and
benefit from BITC’s responsible
business tracker tool. They can
enter into a partnership, and
benefit from more in-depth
consultancy services to develop
their responsible business
strategy.
BITC has a number of ongoing
and key campaign areas, which
are all governed by leadership
groups made up of business
leaders with a particular interest
in the relevant subject matter who
set the agenda and drive forward
the campaigns.
Harriet Walker, director of the
Business Emergency Resilience
Group (BERG), a network
convened by BITC, explained
that it was set up at the request of
Prince Charles “to support small
businesses to be better prepared
for, or better able to respond
to and recover from business
disruption such as flooding and
cyber-attacks.”
Shaune represents BIBA on
BERG’s Leadership Team – along
with representatives from major
banks (HSBC, RBS, Barclays)
and insurance businesses Aviva,
Marsh and Sedgewick. This team

is supported by and works with
strategic partners such as the
British Red Cross, the Cabinet
Office, the Met Office, the National
Cyber Security Centre and the
Environment Agency.
The Group has three areas
of focus. The first is to raise
awareness of the risks and to
promote better small business
resilience via the BITC’s “Would
You Be Ready” communications
campaign. Second is the
development of insights and
content advising on how to
mitigate those risks. Harriet
commented that “the best impact
comes from being out in the
field, in the community talking
to businesses face-to-face to
inspire behavioural change and
encourage them to think and act
differently in terms of business
continuity planning.”
The third strand is around
resilience, with the aim of
promoting co-ordinated
business support for emergency
preparedness, response and
recovery.
One practical output is BERG’s
member volunteer programme.
“We recruit volunteers from
our members and link them
in with local resilience bodies.
If there is an identified need
in an emergency, or even in
the preparedness phase, our
volunteers can fill in a simple
emergency request form via our
call centre and we can then link
them up to that need,” Harriet
told us. “All help provided is
non-financial – and can be the
provision of vehicles, equipment
or logistical support. In essence
we broker support for emergency
situations from the private sector,
by for example providing 4x4

Welbeing and Mental Health

vehicles from our members to
help at the time of the Beast from
the East.”
BERG is also linked into the
UK’s national strategy around
emergency support, as part of
the Voluntary Community Sector
National Emergency Partnership
(VCS NEP) chaired by the British
Red Cross.
Shaune also sits on BERG’s
Cyber Task Force and has helped
lead the creation of the soon-tobe-published SME guide to cyber
insurance. Last year BITC also
published its Would you be ready
for a cyber-attack? report for SMEs
and it is rolling out a series of
events across the UK to promote
the advice which stems from the
report.

Another of BITC’s campaigns is on
Health & Wellbeing. Its annual Mental
Health at Work survey shows that
two out of five (39%) employees
developed a mental health issue with
work a direct or a major contributory
factor. This is a figure that the Health
& Wellbeing leadership team, chaired
by David Oldfield, group director,
commercial banking, Lloyd’s Banking
Group, is determined to reduce over
the next three years.
In Health & Wellbeing Group
director Louise Aston’s words, the
aim of the campaign is to create an
environment where individuals and
organisations can be at their best by
taking a preventative, whole-person
joined-up approach to health and
wellbeing – which is the inextricable
inter-relatedness between physical,
mental, financial and social health.
The Leadership team has a threeyear strategy, said Louise:. “The first
year is about improving their own
firms’ mental health capabilities –
with a view to then cascade these
learnings to other businesses,
community groups and charities.
The team will also incorporate and
promote the calls to action developed
on the back of the Mental Health at

Work report following collaboration
with nine national partners including
Mind.”
She explained: “These include
creating well designed working
conditions, ideally with some
flexibility, agile working, and a level
of autonomy that enhances mental
health for everyone. Another output is
to acknowledge and report all mental
health problems, whatever the cause,
and to publicly report the businesses’
wellbeing performance.
“Responsible employers will
provide an inclusive culture and
environment for employees to
make healthy choices and be able
to access support when they need
it, including preventative and early
intervention services. The approach
needs to be tailored, however, as a
young LGBT employee may need a
different approach to a 50-year-old
woman – so a strong employee voice
is important.”
BITC has an established Wellbeing
Workwell Model https://wellbeing.
bitc.org.uk/workwellmodel and a
dedicated Health & Wellbeing section
within their Responsible Business
Tracker to help its members monitor
their journey.
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PROFESSIONAL INDEMNITY

PI is
getting
harder

T

Kriss Stevens is
Assistant Vice
President
Bristol Professions
Global Professional
& Financial Risks
Lockton Companies
LLP

he professional indemnity
insurance (PII) sector has
experienced significant
challenges in 2019.
Following the Lloyd’s thematic
review into the performance of
its syndicates in late 2018, and
the composite insurers realising
diminishing returns in this area,
we have seen the arrival of a longexpected hardening of the market.
There has been a curtailing of
capacity that has affected pricing,
self-insurance (deductibles) and
scope of coverage.
With no signs of change on the
immediate horizon, insurance
brokers need to consider both their
own approach to their firm’s PII
renewal and the advice they are
providing to their clients.
For many in the broking industry,
this will be the first hard market
that they have experienced. In its
simplest form, the hard market
can be summarised by supply
and demand – a high demand for
insurance and a reduced supply for
that demand. This causes insurers
to implement strict underwriting
criteria and they are often
constrained by their actuaries as to
how much premium income they
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Kriss Stevens
examines the
changing market
conditions in
PI and how to
navigate them

can write. Consequently, premiums
have increased and insurers are
less willing to negotiate terms.
So, how do you deal with a hard
market? All businesses, including
brokers’ own PII, will come under
scrutiny during this time and
those that are perceived as high (or
higher) risk will be more difficult
to place. You can expect to see
additional requests for information
as underwriters become more
vigilant towards the business that
they write. As such, it is imperative
that the information provided is
comprehensive, accurate and well
presented. In addition, you can
expect negotiations to take a lot
longer, so it is important to give
yourself more time for the renewal
process than in previous years.
With some insurers reducing
the lines they put down for
primary insurance, many buyers
are hoping for positive news
in the excess layer market.
However, this marketplace has
also been affected. Following
recent significant losses that
have broken through the primary
layer, an excess layer is no longer
seen as a safe line to insure. As
with primary insurance we have

also seen significant premium
and rate increases on excess
layers business. The majority of
excess layer policies are supplied
by Lloyd’s syndicates and the
thematic review conducted has had
consequences for all, especially as
Lloyd’s put pressure on syndicates
to return to sustainable profitability.
With reduction in capacity and
minimal choice comes change.
Insurers are starting to be creative
in the way they manage their
capacity and, as such, we have seen
an increase in co-insurance on both
primary and excess layer policies.
This has meant an increase in
the number of options available.
However, it has also meant more
negotiating, more time spent
approaching insurers as part of the
renewal process and more requests
for information to ensure a full limit
of indemnity is obtained with 100%
support.
The hardening market looks set
to continue, certainly for the near
future. This is therefore a time for
insurance brokers to continue to be
thorough, clever and creative while
providing a high level of service to
clients to help them navigate the
market and the challenges ahead.
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BIBA Schemes
and Facilities
Designed to help members help customers
Did you know that BIBA offers members 24 schemes
providing exclusive products for your clients, helping
you to add value and giving you access to markets that
might not otherwise be available?
Are you looking for services that can help your
business? BIBA’s 11 facilities might include just the
thing you are looking for.
Do you need your own PI insurance? Why not
contact one of BIBA’s 3 accredited PI Brokers.

Business Combined

Perfectly
simple eTrading
New tools to help you win more business
in the commercial combined market.
Your customers want tailored insurance that protects
everything that matters to their business without
paying for cover they don’t need.
Designed with flexibility in mind, Business Combined
is the simplest way to eTrade bespoke cover for
customers that require a mix of material damage
and liability covers.

rsabroker.com/business-combined

