Risks &
Opportunities
Manifesto 2019

British Insurance Brokers’ Association

From consumers to small businesses to
major corporate global clients; insurance
brokers manage risk and help create new
opportunities for their customers. Just last
year they arranged £62.4bn of insurance.
Insurance brokers make a significant
contribution to our economy by helping
people find the insurance they need and by
supporting the UK’s reputation as a global
insurance leader.”
JOHN GLEN MP
Economic Secretary to the Treasury
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Total UK market statistics written through insurance brokers including marine,
aviation, transport, reinsurance, ‘home-foreign’, Lloyd’s and non-ABI members1:
(excludes life insurance and excludes IPT)

Find Insurance at
www.biba.org.uk
or 0370 950 1790

The UK insurance market and the London
Market in particular, must compete with and
face rising challenges from the rest of the world,
particularly from major insurance centres in
Europe. Therefore, it is important that the UK can
continue to be innovative and offer the widest
possible choices to customers that will help to
bring international business into London

1,850

Commercial Premium
through brokers

Domestic Premium
through brokers

Total Premium
through brokers

87%

43%

70%

£47.8bn

£14.6bn

£62.4bn

More than

individually FCA regulated
firms registered as members
Premiums placed through insurance brokers excluding marine, aviation
and transport business ¹

600,000+

100,000

2,579

enquiries through our
Find Insurance services
in the last year

staff employed by
UK brokers

member offices
around the UK

79%

36%

52%

Total commercial insurance
premiumplaced through
insurance brokers £13.1bn

Total personal lines
insurance placed through
insurance brokers £8.7bn

Total premium placed
through insurance brokers
£19.6bn

¹ Approximate figures Association of British Insurers (ABI) and BIBA – all figures in Gross Written Premium (GWP)
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1. RISKS AND OPPORTUNITIES
FOR UK BUSINESSES

43% of small businesses don’t have a
business continuity, disaster recovery
or crisis management plan in place.
A major loss or disaster could put
them out of business. Business in the
Community would encourage all small
businesses to speak to an insurance
provider or find a local broker to talk
about providing suitable continuity
plans and insurance protection.”
JOEY TABONE
Business in the Community

More than 75% of BIBA brokers are
classified as small businesses and so
understand the needs of SMEs. Every
day they help millions of UK small
firms manage their risks and arrange
suitable insurance. Smaller businesses
find it harder to recover from a shock
than larger ones and therefore it is vital
that they have a suitable insurance
programme and business continuity
plans as a safety net.

3

1.1 PUSHING THE LIMITS
Suitable insurance forms a vital part
of business continuity planning.
However not having the right level of
cover (being under-insured) can have
devastating consequences.
Some package policies can have
levels that may not meet the specific
demands and needs of a particular
business. Though this can affect
any aspect of home or business
insurance it is particularly important
when considering indemnity limits
for employers’ and public liability.
Indemnity periods and limits for
business interruption cover, the
absence of cover for claims preparation
costs and limited options for suppliers
and customers extensions are
other considerations.

CALL FOR ACTION
For the insurance market
to refresh standard policy
limits to reflect new
increased awards made
to claimants, costs of
claims preparation and the
importance of having an
adequate indemnity period
and limit of indemnity.

4
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CASE STUDY

CASE STUDY

A BROKER’S ROLE IN CLAIMS

A BROKER’S ROLE IN CLAIMS
3

1.2 CLAIMS
Rednal Racing and Romero Insurance
A catastrophic fire destroyed BIBA
broker, Romero’s client’s brand new
buildings that housed their operations
as well as their full fleet of karts.
Progress with the resultant claim was
hampered when it came to light that
the building also contained a brand new
Ginetta racing car that had been leased
to Rednal’s owner and his son (the up
and coming racing driver Tom Wrigley)
the day before the fire. At this point they
turned to their broker for help.
Romero had not been notified of the
vehicle upon delivery and insurers were
also unaware, so it hadn’t been listed
specifically on the policy, and they were
not going to meet that part of the claim.

9

Romero was able to demonstrate that
the £95,000 claimed for the car should
be paid under the policy’s capital
additions clause.
The broker’s understanding of the
cover saved the client a large amount
of money, and the heartache of losing a
brand new prized possession.
Rednal’s business has now been fully
reinstated and Tom has continued his
impressive motor sport career racing in
the Porsche Carrera Cup GB.

Jungle Studios and Aston
Lark Commercial
At the beginning of 2018 a water tank
burst on the roof at Jungle Studios
causing significant damage to a
number of their recording studios
and equipment.
There were challenges getting the
business back up and running - the
damaged specialist equipment was
no longer being produced and all
replacement sound and recording
equipment needed to be compatible
with the undamaged servers and
software.
BIBA broker, Aston Lark found a new
manufacturer that could reproduce
the damaged equipment within six
months at a cost of £100,000.
However with concerns from the client
about quality and length of time to
replace from a new manufacturer,
Aston Lark found a viable alternative.

They found superior compatible
equipment but at a cost of £390,000.
Unfortunately the insurance policy
was unlikely to cover anything above
the £100,000 cost to replace the
original equipment, and the loss
adjuster was suggesting cheaper
equipment. Neither options would
work for Jungle Studios.
The broker presented a case to the
insurer and persuaded them that
due to complex issues, specialist
equipment and potentially unknown
replacement timescales, that the
superior, higher value system should
be covered. The broker negotiation
was successful and the client received
a settlement of £390,000 to purchase
the superior equipment.

4

5

They also retained the salvaged
equipment so that they now have
spares for their undamaged obsolete
equipment going forward.

6
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Claims and the Civil
Liability Act 2018
The Act and the equivalent Scottish
legislation, will include important
reforms on damages paid for whiplash
claims while retaining the 100%
compensation principle which is a
central element of the law. These will
ensure that people genuinely injured
are paid fair compensation and reduce
the cost of fraudulent claims.

CASE STUDY
A BROKER’S ROLE IN CLAIMS

Carole Nash customer thanks ‘angels’
for French rescue.
Clinton King and his wife were involved
in a serious motorcycle accident on
holiday in France, leaving them with
head injuries and multiple broken bones
through no fault of their own.
Mr King said: “Following our accident
– and with the taste of tarmac still in
my mouth – the language barrier was
problematic. However, BIBA broker,
Carole Nash provided translators to help
us liaise with French personnel.
“Speedy communication meant
everything was taken care of – from
hospital care to contacting police. They
even respected our wish of not telling our
family back home to avoid worrying them.

“After my operation they got us home
quicker than expected – everything
worked like clockwork, so we enjoyed
our last day in France care-free.

CALL FOR ACTION

BIBA COMMITMENT

2

When faced with a major
natural event such as
widespread flooding, which
could happen anywhere in
the UK, the insurance sector
reacts to ensure claims are
managed in a timely fashion.
BIBA will work to ensure
co-operation throughout
the insurance market in
preparation for such events.

3

To put in place an increase to the
small claims track limit to £5,000.

“My wife sustained a head injury,
undetected by the French hospital, but
as we were repatriated so quickly, we
were reassessed at home.
“Every element of our care was covered
and the money for the full value of my
motorcycle hit my bank account within
two weeks. Paying for insurance was
totally worth it. Carole Nash truly were
angels in our time of need.”

Coping with surge events

The Civil Liability Act 2018 will help
make motor insurance more affordable
for us all. The Act ensures that serious
injuries will continue to receive full and
fair compensation, while reducing the
number and cost of minor injury claims.
However, we must keep the pressure on
to increase the small claims track limit
to £5,000. This is critical to maximising
cost savings that will be passed to
customers.”

Every year a number of important
issues are brought before the crossindustry Claims Working Group. In
2019 we expect to have a sharp
focus on issues including the Civil
Liability Act 2018, surge events and
claims decisions.”
ANDREW GIBBONS
Managing Director of Mason Owen Financial
Services; Chair of Claims Working Group

ROB TOWNEND
Managing Director, Aviva UK
General Insurance
11
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Decisions being made at point of claim
rather than time of inception

1.3 TERRORISM INSURANCE
CALL FOR ACTION

It is always a concern when any claim
is rejected or reduced by an insurer.
Brokers report that sometimes insurers
carry out a number of additional
searches at the time of a claim that
could affect the ultimate outcome.

To facilitate co-operation
across the insurance sector
so that, where possible,
insurers reconsider the
process of underwriting
decisions being made at
point of claim rather than
time of inception.

Brokers believe it is in the client’s
best interests for these additional risk
information searches to be addressed
where possible at inception. This
ensures the insurer is aware of any
additional information they require from
the very start. This would provide greater
certainty of cover for clients.

BIBA welcomes the Counter-Terrorism and Border Security Bill, in particular the
provision for Pool Re to extend cover to include business interruption from or
consequential upon acts of terrorism without property damage. This change is
just one of many in the area of terrorism insurance.
Others include Pool Re introducing cyber terrorism (damage caused by the use
of remote digital means such as hacking or virus) as a new trigger for property
damage, a new lower priced regional charging structure and changes to the
way motor insurance terrorism claims are paid. In addition, there are now new
commercial solutions from the private insurance market.

3
BIBA COMMITMENT

Loss assessor’s use of irrevocable mandates

To launch a new guide to
terrorism insurance that will
help the insurance broking
sector raise awareness of
the importance of suitable
terrorism insurance for SMEs.

CALL FOR ACTION
To bring to an end the
alleged use by some loss
assessors of irrevocable
mandates that potentially
force clients down the route
of having to use the loss
assessor’s providers.

Vulnerable customers are at
greater risk from those loss
assessors who do impose
irrevocable mandates. I look
forward to working with BIBA to
highlight these concerns and effect
positive change for customers.”
MALCOLM HYDE
Executive Director, Chartered
Institute of Loss Adjusters

£7.5bn
cost to business of
terror attacks in 2017

The threat of terrorism is ever
present and evolving. The aim of
our counter-terrorism strategy,
CONTEST, is to reduce the risk to
the UK, it’s citizens and interest,
so that our people can go freely
about their lives with confidence.
As part of our strategy, we are
working to better integrate with
the private sector to protect our
economic infrastructure, improve
safety, security and resilience.

Source: National Counter Terrorism

4

5

We welcome the prospect of
BIBA’s new terrorism insurance
guide, which will further our joint
aims of improving resilience within
UK businesses and its citizens.”
RT HON BEN WALLACE MP
Minister of State for Security
and Economic Crime
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1.4 AN UNFAIR TAX
Insurance is a social good; it allows
people to take responsibility for
themselves and their assets, and
reduces the burden on the state should
things go wrong.
Almost every customer pays Insurance
Premium Tax (IPT) on their policy,
however, if this tax is too high it affects
the take-up of essential covers causing
under-insurance.
It disproportionately affects those who
pay more for their cover; including
young drivers, those in lower socioeconomic communities and those in
flood-risk areas.

At the 2018 Conservative party
conference the Financial Secretary to
the Treasury, stated that he “recognised
that 12% is a high rate of tax for IPT”
and added “I am going to keep taxes as
low as I can”.

A recent report by the Social Market
Foundation found:

Remarkably, IPT now raises more than
£6bn for HM Treasury, more revenue
than beer, cider, and wine and spirits
duties together. The Office for Budget
Responsibility projects that it will also
raise more revenue than inheritance tax
during the next three years. The standard
rate of IPT has increased more rapidly
than tobacco duty in the last 25 years¹.

›› About half of this is paid by
businesses. Business costs
associated with IPT are likely, at
least in part, to feed through into
the finances of UK households –
through higher consumer prices,
lower dividends and reduced
profits for business owners.

›› The amount of revenue raised
from IPT in the 2016/17 financial
year was equal to £179 for every
British household.

It is therefore clear that any further
increase in this regressive tax would
continue to have a significant effect
on both the uptake of insurance, the
squeeze on living standards of families
and add to inflationary pressures for the
economy.

2

CALL FOR ACTION
For Government to freeze the
rate of IPT for the duration of
this Parliament.

3

Employers’ liability and motor insurance
are compulsory covers meaning that
UK businesses are also affected by this
high rate of tax.
¹ The Social Market Foundation

4

The Government should promise no
further increases in the rate of IPT for
this Parliament. This poorly thoughtthrough tax discourages responsible
behaviour. It is also a hidden cost for
individuals and businesses which hits
the poorest customers the hardest.”

5

HUW EVANS
Director General of the
Association of British Insurers

6
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1.6 UNDER-INSURANCE
Under-insurance can arise for a
number of reasons and can be
mitigated in different ways.
As well as addressing fraud and
compensation, the Civil Liability Act
2018 will modernise and reform the
calculation of the personal injury
discount rate in order to ensure it
reflects the reality of how claimants
actually invest their compensation. The
overarching purpose of this reform is to
provide a fairer way to set the rate for
both parties.

1 .5 DIFFICULT TO PLACE RISKS
The potential severity of a claim or the
propensity for some claims to occur
frequently, mean that some insurers do
not wish to accept certain risks in some
classes. BIBA members are reporting
that some challenging areas of the
market include: professional indemnity
for cladding and civil engineers and
design and construct, or for IFAs
handling deferred or defined benefit
transfer; credit hire and micro SMEs in
high flood risk areas.
The perfect storm of new risks, new
solvency requirements, Brexit and more
onerous regulation has led to a more
risk-averse approach from the market.

CALL FOR ACTION
For the market to
work together to find
insurance solutions for
these types of difficult
risk.

This reform will also provide greater
clarity and assurance to claimants
and to those incurring claims costs
by placing the process of setting the
rate on a statutory footing with expert
independent advice. Additionally, the
Act will require the rate to be reviewed
every five years.

CALL FOR ACTION
For the reforms to the
calculation of the Personal
Injury Discount Rate included
in the Civil Liability Bill to be
carried forward into law.

2

3

BIBA COMMITMENT
To continue to raise
awareness of new underinsurance risks arising.

4

This added certainty may help avoid
under-insurance in liability covers as a
result of an unexpected, major change
in the rate applied.
Additional under-insurance risks
might arise as businesses may
stockpile supplies due to uncertainties
around Brexit and costs of stock and
materials increase. SMEs will need to
make sure they speak to their broker
about suitable sums insured.

5
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1 .7 CYBER RISK
The National Cyber Security Centre
(NCSC) characterises a heightened
threat landscape including;
sophisticated ransomware attacks from
nation states, low-level frequent scams
by cyber criminals and activists ‘naming
and shaming’. This environment points
to business disruption arising both
directly and from suppliers disabled by
random attacks.
Despite this, only 35% of SMEs change
their online passwords routinely1 and
currently only 14% of SMEs have a
cyber incident management process2.
BIBA is committed to raising awareness
of cyber issues.

This includes the necessity for small
businesses to have an emergency plan
and carry out readiness testing.
BIBA is collaborating with policy
makers, charities and business
stakeholders to promote cyber
resilience in the SME community.
“61% of data breaches took place
in companies with fewer than 100
employees”.3
Cyber security must be a cost of doing
business. It is a complex panorama.
There is seemingly little commonality in
cyber cover making it a difficult choice
for businesses. Brokers can help SMEs
mitigate against critical loss by advising
on suitable cover.

1.8 FLOOD INSURANCE
The risk of flood is ever present in the
UK. A previous increase in IPT along
with the Flood Re levy has created
additional funds to assist with resilience
and resistance measures that can
reduce this risk. Flood Re can benefit
many householders. However more
householders would be better served by
increasing the availability of the scheme
through more broker channels.

2

3

CALL FOR ACTION
For the UK insurance market to extend the reach of Flood Re to more
broker-provided products and for Flood Re to more widely accommodate
resilient repairs where possible.

4
BIBA COMMITMENTS

I welcome BIBA’s active
involvement in the Property
Flood Resilience Roundtable
to promote resilience and
help produce a code of
practice for standards, skills
and certification which will
enable insurers to recognise
property owners who adopt or
plan physical flood resilience
measures.”

BIBA COMMITMENT
To provide a guide for SMEs on
considerations for their cyber
cover needs.

DR THERESE COFFEY MP
Floods Minister
19

1 NCSC

2 Business in the Community

3 Pool Re

To support the needs of
those out of scope of Flood
Re including; leaseholders,
micro businesses, SMEs and
landlords at risk of flood.

5

To continue to develop BIBA’s
Commercial Property with
Flood Cover scheme.
To work with the Property
Flood Resilience Roundtable
to help produce a code
of practice around flood
resilience measures.

6
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Since the Brexit vote we have
been calling and hoping for mutual
recognition, a smooth transition and
clarity on many matters that affect
our sector.

2. RISKS AND OPPORTUNITIES
IN EUROPE
2.1 BREXIT - THE NEED FOR A SOLUTION
Key Points:
The draft agreement deals with the withdrawal (ie the divorce) and does not set out
the future relationship for financial services in any detail.
The negotiations are aimed at securing an agreement that at best replicates existing
access arrangements but risk being substantially more fragile, and at worst, no deal
is reached at all.
BIBA is concerned that as things currently stand the arrangements do not work
for insurance brokers. It is vital that this gaping hole is closed; therefore we are
particularly interested in how the agreement in this area could aim to be as closely
related as possible to our current market access going forwards.
We look forward to working with the Government to resolve how our world-leading
sector can continue to thrive after Brexit.

At the 2018 Conservative Party
Conference the Brexit Secretary said:
“we don’t want to throw out the baby
with the bath water”. However the
proposed Withdrawal Agreement does
not have a solution to allow the 2,775
UK insurance intermediaries with
passports to trade in the EEA leaving
millions of EU retail and commercial
customers facing uncertainty in their
insurance arrangements.
In addition, EU nationals employed
by brokers may still need to apply for
settled status, adding to the business
uncertainties created by Brexit.
Although we welcome HM Treasury’s
Temporary Permissions Regime, this
has unlevelled the broker landscape.

EU brokers can continue to place
insurance unimpeded into the UK
(albeit short term at this stage) but
UK brokers can’t do the same into the
EU. We will work with Government to
pursue a reciprocal approach from the
EU27 states.
Meantime, in the UK in order to meet
EU clients’ needs, brokers have to find
solutions, with associated expense
and complexity. This will inevitably
increase costs for UK businesses in
the medium term if this is sustained.
Our sector also needs regulatory
equivalence and for this to be achieved
there will need to be changes to the
Insurance Distribution Directive (IDD)
or the creation of an over-arching
‘omnibus’ directive that satisfies the
same equivalence requirements.”

2

3

4

STEVE WHITE
BIBA Chief Executive

5

CALL FOR ACTION
For the UK Government to push for a solution for UK brokers trading
with retail and commercial customers in Europe.

6
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2.2 BREXIT - CONTRACT CONTINUITY AND UNCERTAINTY

Implementation period

Helping EU clients

If politics results in a delay to the
commencement of an implementation
period, rather than leaving the EU with
no deal in place, an extension to the
Article 50 deadline would be a welcome
solution for the sake of certainty.

BIBA found that one of brokers’ most common and worrying concerns was the issue
around continuing to help EU clients with renewals, claims handling and placement
post Brexit. Some larger brokers have been able to take the costly route of setting
up a separately capitalised legal entity with regulatory approval in the EU.
For smaller brokers this was not feasible. As a backstop, BIBA made an agreement
with the Worldwide Broker Network (WBN) to facilitate the introduction of BIBA
member firms to one of their member firms in an EU state. This enables a UK broker
to continue to work on insurance arrangements for EU based clients.
Both of these arrangements add complexity and cost, providing another example
of how UK competiveness might be adversely affected in the absence of a suitable
trade agreement.
Equivalence
It is important to note that equivalence
points in the withdrawal proposal are
not relevant to brokers so it is unlikely
to be helpful in continuing access for
retail customers. This is because the
IDD has no provision for equivalence.

Northern Ireland
BIBA agrees with the sentiment that
there must be no hard border between
Northern Ireland and the Republic
of Ireland or Northern Ireland and
mainland Great Britain. Border
controls would result in delays and
difficulties for the 50,000 SMEs that
trade between NI and the Republic.

CALL FOR ACTION
Insurance arrangements
that straddle the Northern
Ireland/Republic of Ireland
border must be given special
consideration to ensure
cross-border insurance
contract certainty.

2

3

CALLS FOR ACTION
Government proposes an
‘expanded equivalence’ regime,
but the IDD makes no provision
for equivalence so Government
should provide urgent
clarification on how they see this
working for our sector.

4

Because existing equivalence
is cancellable with short notice,
Government must take account
of the annual and sometimes
even longer durations of
insurance contracts when
agreeing what notice period(s)
they may accept as appropriate.

5
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2.3 BREXIT - GREEN CARDS

2.4 REFIT OF THE MOTOR INSURANCE DIRECTIVE

With more than 2.6 million UK
vehicles making the trip to the
EU every year, it would be a huge
backward step to return to requiring
physical Green Cards for every vehicle.

The unintended consequences of the final ruling on the Vnuk case which
effectively held that motor insurance should operate for any vehicle wherever
and however used, have created a number of issues. The Refit of the Motor
Insurance Directive is now underway.

CALLS FOR ACTION
For an agreement to be
made between the UK
and the EU to continue
the free circulation zone,
minimising the impact on
private and commercial
motorists, enforcement
authorities and border
controls.
For the UK insurance
industry to be prepared
to issue Green Cards to
their customers driving in
Europe post 29/03/2019
in the event that an
agreement cannot be
reached with the EU.

Without a decision from the
European Commission to allow
Green Card-free cross-border
travel, there will be a new and
increased burden on insurance
providers to produce physical
Green Cards for all motorists
wanting to travel abroad. To plan
for a scenario where the EU does
not agree to a Green Card-free
solution, a multilateral agreement
with all EEA member states is
now in place and this allows UK
motorists to continue to travel in
the EU post-Brexit, as long as they
have a physical Green Card.”
DOMINIC CLAYDEN
CEO, Motor Insurers’ Bureau

BIBA COMMITMENT
For BIBA to continue to provide
guidance to members and
other industry stakeholders
around the requirements to
issue Green Cards.

We support the helpful amendments
proposed regarding ‘scope’. The
insertion of the amendments around
‘use of a vehicle in traffic’, ‘type
approval’, and ‘motorsport exclusion’
are sensible and very welcome.
Firstly, the adjustment to the
definition of use is the most important
amendment. We agree with the
change in text that would confirm
‘use of a vehicle’ to mean any use
of such vehicle in traffic that is, at
the time of the accident, consistent
with the vehicles function as a
means of transport. This ensures
proportionality and the avoidance of
compulsory insurance for many small
vehicles that are not designed for
use in traffic. Secondly, the proposal
that only those vehicles subject to EU
type-approval will be in scope is good
news for vulnerable customers.

2

Those with disability vehicles or
mobility scooters would not incur the
increased cost of compulsory motor
insurance or face the risk of uninsured
driving or risk having to give up use of
their vehicle if they could not afford
the insurance. Restricting scope in this
way will also remove the impossible
burden of enforcement for non-type
approval vehicles (such as ride-on
lawnmowers).
Finally, the amendment that confirms
it is appropriate to exclude vehicles
used for motorsport from the scope of
the Directive while being solely used
for competition is important for the EU
wide motorsport industry. Compliant
motor third party liability policies for
competitor to competitor risks are
not available meaning participants
would be unable to comply with the
requirements of the original text.

3

4

5
CALL FOR ACTION
For the Refit of the Motor
Insurance Directive to
address these issues.

6
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CALLS FOR ACTION
To consider introducing a
more proportionate system
of regulation for our low risk
sector and particularly smaller
insurance brokers which do not
represent a systemic market risk.

To provide a period of stability,
with a pause on the continual
influx of new regulation and
allow time for firms to embed
regulation before creating more.

2

3

3. EMBEDDING REGULATION
3.1 A PERIOD OF STABILITY
The productivity of all insurance brokers
is already under pressure because
they had to get ready for the raft of
changes to meet the requirements of
the General Data Protection Regulation
(GDPR) and the Insurance Distribution
Directive (IDD). Contingency
arrangements for a no-deal Brexit have
also been a drain on resources.
It is telling that at the start of the
mandatory regulation of insurance
brokers in 2005 there were more than
8,000 FSA registered insurance brokers.¹
When the FCA last produced figures this
number had reduced to below 5,000.²

This is a sign that the burden of everchanging regulation is driving firms out
of the market, affecting competition in
the UK market as well as productivity.
The administrative burden of cumulative
regulations is also challenging for
brokers, while start-ups are faced with
an application process that can be both
expensive and time-consuming.
This sometimes means that a start-up
has no choice but to go down what is
known as the Appointed Representative
route, operating under the permissions
of a firm that is already authorised. As a
result their earnings are reduced through
having to share them with their principal
firm, which reduces their ability to
reinvest in the business for growth.

Regulation can create a long term
challenge to increasing productivity
in the UK broker market. My company
has had to act on numerous new
pieces of regulation which often
feel as though they are not actually
improving outcomes for our
customers. Getting to grips with
constantly changing regulations takes
an inordinate amount of time, slows us
down and takes our focus away from
helping our customers.”
LAURA HIGH
Director of Yutree Insurance

The products and services provided
by the insurance broker sector
allow risks to be carefully managed
and importantly keep the economy
moving, driving prosperity and lifting
productivity. The UK needs an agile
and robust regulatory regime to seize
new opportunities and deal with
challenges. It is critical that regulation
is proportionate and that there is
effective collaboration between
regulators, government and industry.
The CBI welcomes BIBA’s contribution
to this important debate.”

5

CAROLYN FAIRBAIRN
Director General
Confederation of British Industry

6

¹FCA Data Bulletin No. 1, October 2014
²FCA Data Bulletin No. 13, June 2018
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Consultation papers, discussion papers, calls for evidence and
thematic reviews since the FCA’s creation in April 2013
// 2013 // FSA - FG13/1 - Risks to customers from financial incentive / FSA - CP13/1 FSCS Funding Model Review - feedback on CP12/16 and further consultation / Thematic review TR13/1 – Motor legal expenses / Thematic
review TR13/2 – Mobile phone insurance / CP13/1 - FCA Regulated fees and levies: Rates proposals 2013/14 / CP13/3: Quarterly consultation paper No.1 / FSA - CP13/5 Quarterly Consultation Paper No 35 / FSA - CP13/4
Financial Services Compensation Scheme - management expenses levy limit 2013/14 / FSA - CP13/2 Regulatory fees and levies: The Money Advice Service cost allocation method for 2013/14 / PS14/3 - Detailed rules for the
FCA regime for consumer credit / PS14/3: Final rules for consumer credit firms / Consumer credit - Being regulated - Guide / FSA - CP13/1 FSCS Funding Model Review - feedback on CP12/16 and further consultation / FSA CP13/6 Regulatory reform: FCA Handbook amendments relating to the Enforcement Guide / FSA CP13/7: Consumer credit regulation - our proposed regime/ FSA CP13/8: Publishing information about warning notices / CP13/10:
Detailed proposals for the FCA regime for consumer credit / CP13/11: Financial Services Compensation Scheme - unincorporated associations and partnerships / CP13/3: Quarterly consultation paper No 1 / CP13/14
supplement – Regulatory fees and levies: policy proposals for 2014/15 - revised proposals on consumer credit application fees / Auto renewals – unfair contract terms / PS13/2 – Tracing employers’ liability insurers - historical
policies / PS13/7 – FCA regime for consumer credit: interim permission fees / PS13/8 – FCA regime for consumer credit: carrying across some Consumer Credit Act secondary legislation into FCA rules / PS13/9 Publishing
information about enforcement warning notices / PS13/6 FCA Regulated fees and levies 2013/14 – Including feedback on CP13/1 and ‘made rules’ / PS13/2 – Tracing employers’ liability insurers - historical policies / FSA –
PS13/4 FSCS Funding model review – feedback on CP13/1 / FSA – PS13/7 Complaints against the regulators / FSA – PS13/5 The new FCA Handbook / 2014 / TR14/4 – Risks to customers from financial incentives – an update
/ CP14/1 - Financial Services Compensation Scheme – management expenses levy limit 2014/15 / Thematic review TR14/11 – Price comparison websites / MS14/01 - General Insurance Add-Ons: Final Report – Confirmed
Findings of the Market Study / CP14/26: Regulatory fees and levies: policy proposals for 2015/16 / CP14/29 Guaranteed Asset Protection insurance: a competition remedy / CP14/30 Improving complaints handling / PS14/11:
FCA regulated fees and levies 2014/15 / Project Innovate: call for input / GC14/6 Social media and customer communications: The FCA’s supervisory approach to financial promotions in social media / Project Innovate: Feedback
from roundtables / FS14/2: Feedback Statement on Project Innovate: Call for input / GC14/7 Proposed guidance on financial crime systems and controls / TR14/17 Managing bribery and corruption risk in commercial insurance
broking: update / TR14/18 – Complaint handling / TR14/9 - Commercial insurance intermediaries - Conflicts of interest and intermediary remuneration / 2015 / Thematic review TR15/5 – Provision of Premium Finance
to retail GI customers / Occasional paper No 8 – Vulnerable customers / Discussion Paper DP15/5 – Smarter communications (behavioural economics) / Finalised Guidance FG15/4 – Approach to social media and financial
promotions / TR15/7 - Delegated Authorities outsourcing in the general insurance market / TR15/6: Handling of insurance claims for Small and Medium-sized Enterprises (SMEs) / CP15/1: FCA Competition Concurrency Guidance
and Handbook amendments / CP15/2: Financial Services Compensation Scheme – Management Expenses Levy Limit 2015/16 / CP15/6: Consumer credit - proposed changes to our rules and guidance / CP15/13 - General
Insurance Add-ons Market Study – Proposed Remedies: banning opt-out selling and supporting informed decision-making for add-on buyers / CP15/14: FCA Regulated fees and levies: Rates proposals 2015/16 / PS15/22 General Insurance Add-Ons Market Study – Remedies: banning opt-out selling across financial services and supporting informed decision-making for add-on buyers, including feedback on CP15/13 and final rules and
guidance / Discussion Paper DP15/04 – Developing General Insurance Add-ons Market Study – Remedies: Value Measures / Occasional paper No 12 – Auto renewal encouraging the consumer to act at renewal / CP15/6:
Consumer credit – proposed changes to our rules and guidance / CP15/8: Quarterly Consultation Paper No 8 / CP15/14: FCA Regulated fees and levies: Rates proposals 2015/16 / CP15/28: Quarterly Consultation Paper No 10
/ CP15/29: Amendments to various forms / CP15/32: Smarter Consumer Communications: Removing certain ineffective requirements in our Handbook / CP15/34: Regulatory fees and levies: policy proposals for 2016/17 /
CP15/40: Financial Services Compensation Scheme: changes to the Compensation sourcebook / CP15/41: Increasing transparency and engagement at renewal in general insurance markets / CP15/42: Quarterly Consultation
Paper No 11 / Addendum to CP15/42 / Call for Inputs: Big Data / Mobile phone insurance: Follow-up review findings to TR13/2 / 2016 / DP16/01 – Ageing population for financial services / FS16/01 – General insurance add-ons
- Feedback Statement on DP15/4 – General insurance value measures / CP16/3: Financial Services Compensation Scheme – Management Expenses Levy Limit 2016/17 / CP16/9: FCA regulated fees and levies: rates proposals
2016/17 / CP16/10: Proposed implementation of the Enforcement Review and the Green Report / CP16/6: Complaints against the Regulators / CP16/17 – FCA aligning claims handling requirements in ICOBS with the Insurance
Act 2015 / PS16/21: Increasing transparency and engagement at renewal in general insurance markets / PS16/23: Smarter Consumer Communications: Removing ineffective disclosure requirements in our Handbook / CP16/26:
Guidance on the duty of responsibility: amendments to the Decision Procedure and Penalties Manual / CP16/33: Regulatory fees and levies: policy proposals for 2017/18 / CP16/42: Reviewing the funding of the Financial
Services Compensation Scheme (FSCS) / TR16/6 - Principals and their appointed representatives in the GI sector / Occasional Paper No 17 – Access to financial services / TR16/6: Principals and their appointed representatives
in the general insurance sector – and follow-up work / TR16/9: Review of general insurance intermediaries’ professional indemnity insurance / 2017 / CP17/1: Financial Services Compensation Scheme – management expenses
levy limit 2017/18 / PS17/1: Implementation of the Enforcement Review and the Green Report / CP17/12: FCA Regulated fees and levies: rates proposals 2017/18 / CP17/7: Insurance Distribution Directive Implementation
– Consultation Paper I / PS17/15: FCA regulated fees and levies 2017/18 / PS17/8: Applying conduct rules to all non-executive directors in the banking and insurance sectors / PS17/9: Guidance on the duty of responsibility /
PS17/15: FCA regulated fees and levies 2017/18 / PS17/21: Insurance Distribution Directive implementation – Feedback to CP17/7 and near-final rules / PS17/24: Handbook changes to reflect the new regulatory framework
for Insurance-Linked Securities – Feedback to CP16/34 and CP17/3 and near-final rules / CP17/23: Insurance Distribution Directive implementation – Consultation Paper II / PS17/27: Insurance Distribution Directive
implementation – Feedback to CP17/23 and near-final rules / CP17/25: Individual accountability - extending the Senior Managers and Certification Regime to all FCA firms / CP17/26: Individual accountability - extending the
Senior Managers and Certification Regime to insurers / CP17/27: Assessing creditworthiness in consumer credit / CP17/33: Insurance Distribution Directive Implementation – Consultation Paper 3 / CP17/36: Reviewing the
funding of the Financial Services Compensation Scheme (FSCS): feedback from CP16/42, final rules, and new proposals for consultation / CP17/37: Industry Codes of Conduct and Discussion Paper on FCA Principle 5 / CP17/38:
Regulatory fees and levies: policy proposals for 2018/19 / Call for Input on access to insurance / FCA Mission paper / PRA CP18/17, FCA CP17/34: Occasional Consultation Paper / CP17/39: Quarterly Consultation Paper No 19
/ CP17/40: Individual accountability: Transitioning FCA firms and individuals to the Senior Managers & Certification Regime / CP17/42: The Duty of Responsibility for insurers and FCA solo-regulated firms / MS17/2: Wholesale
Insurance Broker Market Study / TR18/4: Thematic review Pricing practices in the retail general insurance sector: household insurance / 2018 / PS18/1: Insurance Distribution Directive implementation – Feedback and nearfinal rules to CP17/33 and other IDD consultations / CP18/1: Aligning the Financial Services Compensation Scheme levy time period / CP18/2: Financial Services Compensation Scheme – Management Expenses Levy Limit
2018/19 / CP18/3: Consultation on SME access to the Financial Ombudsman Service and Feedback to DP15/7 / CP18/6: Quarterly Consultation Paper No 20 / Approach to Supervision / Approach to Enforcement / Discussion
Paper DP18/2: Transforming culture in financial services / Call for Input: Using technology to achieve smarter regulatory reporting / Thematic review value in the distribution chain / Follow up review of TR15/7 thematic review
of delegated authorities / Consultation Paper CP18/11 – Reviewing the funding of the Financial Services Compensation Scheme (FSCS): feedback from CP17/36, final rules and new proposals for consultation / Handbook Notice
55 – final rules for IDD / DP18/7: Review of retained provisions of the Consumer Credit Act: Interim report DP18/7: Consumer Credit Act Review: interim report / PS18/19 feedback to Consultation Paper / CP17/27: Assessing
creditworthiness in consumer credit / Financial guidance (FG16/5) – financial guidance to firms outsourcing to the cloud and other third party IT services / Feedback Statement FS18/1 – Response to call for input on access
to insurance / Policy Statement PS18/13: FCA regulated fees and levies 2018/19: Including feedback on CP18/10 and ‘made rules’/ Policy Statement PS18/14 – Extending the Senior Managers & Certification Regime to FCA
firms – feedback to CP17/25 and CP17/40, and near-final rules / Discussion Paper 18/5 – Discussion paper on a duty of care and potential alternative approach / Consultation Paper 18/28 (CP18/28) – Brexit: proposed
changes to the Handbook and Binding Technical Standards – first consultation / Consultation Paper 18/29 – Temporary permissions regime for inbound firms and funds / Guidance consultation (GC18/4) – Senior Managers and
Certification Regime: Proposed guidance on statements of responsibilities and responsibilities maps for FCA firms / Policy Statement 18/4 (PS18/4) – Senior Managers and Certification Regime: Guide for FCA solo-regulated firms
/ Consultation Paper 18/31 (CP18/31) – Increasing the award limit for the Financial Ombudsman Service / PS18/21 – SME access to the Financial Ombudsman Service – nearfinal rules / Dear CEO Letter – FCA expectations of
general insurance firms undertaking pricing activities / Discussion paper (DP18/9) Fair Pricing in Financial Services / Market Study MS18/1 General Insurance Pricing Practices – Terms of reference
29
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3.2 IMPLEMENTING SM&CR

3.3 SUPPORTING LOYAL CUSTOMERS

The Senior Managers & Certification
Regime introduces a step change
in accountability for the leaders of
firms and their teams with the aim of
improving the organisational culture.
BIBA members are well placed to
achieve this outcome by putting their
customers first. The FCA has produced
some helpful guidance for firms looking
to implement SM&CR but brokers would
welcome greater reassurance from the
regulator that proportionality will be at
the core of the FCA‘s expectations.

The Competition and Markets Authority
and FCA are investigating concerns that
people who stay with their provider,
including for home and motor insurance,
can end up paying significantly more
than new customers. BIBA and the ABI
have in place an agreement to tackle
this issue. The Guiding Principles and
Action Points for General Insurance
Pricing (GPAPs) mean that where
members have an impact on the final
premium paid by customers they
should evidence how they are taking
steps to address excessive differences
between new customer premiums
and subsequent renewal premiums
that unfairly penalise long-standing
customers. The ethos and approach
to better outcomes for long-standing
customers will be given Board or
senior management level priority and
be formally incorporated into firms’
procedures for determining the premium
at renewal.

CALL FOR ACTION
For the FCA to work closely
with BIBA to support a
proportionate roll-out
of the SM&CR regime to
insurance brokers in 2019.

2

It is part of the DNA of insurance
brokers to put the best interests
of the client first. That is why I
am so delighted that insurers
and brokers have come together
for the benefit of our established
and loyal customers, setting
out a positive path forward
on renewal pricing. I would
encourage everyone within the
wider market to join with us in
adopting these guiding principles
and action points.”

3

LORD HUNT OF WIRRAL
BIBA Chair

4

BIBA COMMITMENT
To help members understand
and adopt GPAPs and to report
as necessary on the effect of
GPAPs to the regulator.

5

6
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BIBA COMMITMENT
To work with partners including Google and software houses to
deliver a tiered programme of digital up-skilling for all levels of
digital literacy in the broker market:

2

›› Tier 1: Becoming comfortable with digital; including digital
marketing, social media and collaboration.
›› Tier 2: Making sense of your data; for example Management
Information tools, using Google Analytics and digital drop-in
events to understand how customers use your website.

4. RISKS AND OPPORTUNITIES
IN INNOVATION
4.1 DATA ETHICS

4.2 DIGITAL UP-SKILLING

The FCA is a principles-based regulator
with good customer outcomes at the
heart of what it does. Regardless of how
the customer journey is made, whether
through using technology such as
Artificial Intelligence or more
traditional means, BIBA is committed
to helping our members deliver good
customer outcomes.

Being comfortable with digital in the
modern market-place is as important as
literacy or numeracy.

BIBA COMMITMENT
To promote good practice
amongst members in data ethics
and to work collaboratively with
industry partners and insurance
professionals to ensure good
customer outcomes.

33

3

›› Tier 3: Becoming an innovator; introduction to coding and
design thinking.

4

Digital and data related
technology is rapidly evolving.
Enabling brokers to actively
engage with it is becoming a key
part of servicing customers in the
modern market place.”

5

Vivek Banga
Chair of the BIBA Cross-Industry
Innovation Working Group

6
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4.4 OPPORTUNITIES
FROM INSURTECH
The uptake of telematics insurance –
technology that has been a feature of
motor insurance for several years now
– has played a role in cutting claims
costs among the youngest, most
vulnerable drivers, by helping to reduce
casualties by more than a third since
2011. Some four in five young drivers
are estimated to have a telematics
policy today and BIBA members have
reported that this has reduced the
casualty rates among 17-19 year olds
by 35%.
4.3 NEW TECHNOLOGIES,
NEW PRODUCTS
As consumer habits change, it is
increasingly important that brokers
are able to offer their customers the
products they want. The ability to offer
the likes of on-demand insurance
is likely to become essential as
technologies such as the Internet of
Things become more widespread. For
brokers, their existing technology is a
mixed bag in terms of flexibility and
ability to offer new products or services.
BIBA wants to ensure that brokers are
leading the way as the market develops.

CALL FOR ACTION
For software houses, software
providers and other relevant
stakeholders such as Polaris
to work with BIBA to ensure
that the platforms brokers use
are able to offer products and
services that customers want
now and in the future.

BIBA research has shown there
are now more than one million live
telematics insurance policies in the UK.
This demonstrates the positive impact
that technology can have on insurance.

BIBA COMMITMENT

4.5 INNOVATION DATING AGENCY
The benefits of InsurTech can
be numerous and it is important
for brokers to be able to access
the businesses that can provide
technological solutions.

2

BIBA COMMITMENT
To deliver a platform
during 2019 that will allow
members to seek InsurTech
providers able to offer
technological solutions
and enable them to form
collaborative relationships.

3

To identify partnership
opportunities between
InsurTech and incumbent
firms that sit outside of
software vendor-type
relations.

4

BIBA will continue to use
its influence and position to
push for greater uptake of
telematics policies, helping
to deliver safer driving and
lower premiums for young,
responsible drivers.

5

6
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5.2 SMARTER SIGNPOSTING
FOR VULNERABLE CUSTOMERS
AND THOSE TRAVELLING WITH
MEDICAL CONDITIONS

5. OPPORTUNITIES TO
ACCESS INSURANCE
5.1 ADVICE ON SUITABILITY OF COVER

Since 2012 BIBA, the ABI and
Government have had an agreement
on age and insurance where older
people seeking motor and travel
policies are ‘signposted’ to insurance
providers that can cover them. BIBA’s
Find-Insurance service plays an
integral part and has handled more
than 555,000 enquiries from older
people looking to find insurance.
The FCA is now looking at how
other customers, especially those
with cancer and other pre-existing
medical conditions, find their way
to travel insurance that meets their
requirements.

It is seeking a genuine meaningful
change in outcomes. Similarly, in the
protection insurance market a review
of access by the Department for Work
and Pensions (DWP) resulted in the
Caxton House statement, in which
members of the Access to Insurance
Working Group committed to improving
access, specifically protection insurance
for consumers with chronic health
conditions and disabilities.
Its aims included developing a
signposting system for consumers,
improving underwriting transparency,
improving access to expert
underwriting advice across financial,
health and charitable sectors and
creating a proposal for greater
accessibility to insurance through the
workplace.

2

3

4

Rules from the Competition and Markets Authority do not allow trade bodies to
publish messages suggesting that lower prices automatically mean lower quality.
The key things for customers to understand when buying a policy are the suitability
of cover and how the policy will operate in the event of a claim and for them to have
confidence that it meets their demands and needs.
The UK insurance market is highly competitive and for many individuals the choice of
cover, ranging from basic level all the way through to a policy with ‘all the trimmings’,
can be overwhelming and possibly misunderstood. Insurance brokers can help
customers find an insurance policy that is suitable to meet their needs and make the
customer journey easier.

5

BIBA COMMITMENT
To promote the benefits of
obtaining advice when buying
suitable insurance cover.

37
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5.2 SMARTER SIGNPOSTING
(CONTINUED)
At BIBA’s 2018 conference FCA Chief
Executive, Andrew Bailey expressly
praised the work of BIBA’s Find
Insurance service in relation to helping
customers to access insurance. The
FCA Feedback Statement on Access to
Insurance highlighted that there are
specialist providers (including brokers)
that can help those who have struggled
to access travel insurance but it also
stated that: “consumers can face
complicated and frustrating journeys
trying to find them.” The Feedback
Statement went on to state that: “better
signposting would have a positive
impact.”
Further, it highlighted the issue that:
“Specialist providers are at present
crowded out of the advertising market,
unable to compete with the highcost and high-visibility campaigns of
mainstream providers.

“As a result, consumers with specialist
needs usually make first contact with a
mainstream provider who may not be
able to meet their needs.
“These consumers may never discover
the offers available from potentially
more suitable and more affordable
specialist providers.
“We are convinced that better
signposting would have a positive
impact, greatly improving consumers’
ability to get affordable cover. There are
specialist providers doing more granular
medical risk assessments with more
experience dealing with consumers
with particular pre-existing medical
conditions. They provide largely more
affordable cover for those with more
specialist risks. The principal problem is
that consumers find it difficult to access
the specialist market.”

I welcome working with BIBA on
the important Access to Insurance
Working Group, it is heartening to
see the industry working together
to ensure clients with any medical
condition or disability can access
cover”.
JOHNNY TIMPSON
Disability Champion for the insurance industry
and professions

BIBA’s Find Insurance service which
acts as a signposting solution has
been in place for more than 15 years
and with some development and
promotion, can meet the specificities
that the FCA has called for. It’s tried
and tested, it works and it’s scalable
and it can drive forward the desire to
improve access to insurance for many
more customers. What is needed
is more visibility. The FCA and the
insurance sector can fix this. Insurers
and brokers pay a levy to the FCA to
fund the Money Advice Service.
This organisation is currently
transitioning into the new Single
Financial Guidance Body (SFGB) so
can be a key part of the solution but
its focus is not on insurance.

Using the funds from the levy paid to
do more to help people be directed to
a suitable signposting service would
achieve the genuine meaningful
change that the FCA is seeking.

2

BIBA COMMITMENT

3

To work with the FCA, DWP and
other stakeholders to improve
access to insurance.

4
CALL FOR ACTION
For the FCA to adopt, and
through the Single Financial
Guidance Body (SFGB)
levy, assist in the funding
and promotion of the new
signposting solution for travel
insurance proposed by BIBA.

5

6
39

40

BIBA Manifesto 2019 | Opportunities to Access Insurance

BIBA Manifesto 2019

1

2

CASE STUDY

CASE STUDY

3
Mr Edwards from Leighton Buzzard has
been advised by his doctor not to drive.
He explained: “I am hoping this will
just be a temporary precaution pending
medical investigations. In view of this,
I parked my car up, off the road, at
home awaiting further medical advice.
A friend from Croatia contacted me to
say he’d like to come and visit. Being
unable to drive myself it made sense for
him to be able to use my car while he
was here.
“Unfortunately my current insurer simply
could not continue cover with my change
in circumstances and my need to include
a driver with a foreign licence.
“After trying numerous insurance
providers I contacted BIBA, feeling
quite desperate for help with what
seemed like a perfectly reasonable
request. BIBA put me in touch with AJ
Insurance Service Ltd – a broker that
immediately understood my needs and
was able to provide a suitable policy for
me very quickly.”
41

We arrange insurance cover for
many ‘non-drivers’. Typically these
are older people who no longer
hold a licence to drive, or disabled
people who do not drive. They
still own a car but need carers or
family members to drive for them.
This can be a very difficult cover to
arrange, particularly when an open
driving restriction is necessary. For
many people, they are unable to
rely on regular carers and so need
the flexibility that any carer sent to
them by an agency can drive their
car for them.”

John and Sarah own a former mill
property converted into residential flats
which had been previously underpinned
and also had an outstanding flood claim
against it making it difficult for them to
obtain insurance.
A sluice gate, owned by the property
management company had caused an
ingress of water. The resulting flood
claim was declined on the basis the
insured couple didn’t own the sluice
gate despite it being on their land.
John and Sarah were left living in
the property with £50,000 of flood
damage works outstanding as the
dispute went on. At renewal their
problems were compounded when
flood was excluded from their cover.

Though their claim was ultimately
resolved by the Ombudsman, their
broker, Peter Robinson of Prizm
Insurance, still wanted to ensure they
were properly covered.
He contacted inet3, a Managing
General Agent member of BIBA,
which specialises in hard to place
property insurance. Even with these
difficulties, inet3 were able to offer
Peter a bespoke insurance solution
for John and Sarah, providing them
enough insurance cover for their
property and also covering them for
flood damage.

4

5

Brokers were able to ensure their
client was able to access the correct
insurance for their needs.

PAULA HARE
Director, AJ Insurance

6
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5.3 PRESSURES FROM LENDERS

Bank Interest Agreements

5.4 FINANCIAL INCLUSION

Lending code

BIBA continues to work on behalf of
brokers and their clients to flag potential
detrimental outcomes arising from
lenders attaching onerous insurance
conditions to loans in the many different
versions of the Loan Market Association
‘Brokers’ Letter’. Examples may include
first loss payee clauses, some of which
may break the terms of a lease, policy
assignment clauses and waiver of the
insurer’s subrogation rights.

The recent consumer credit regime
has led to some vulnerable customers
and those in social housing finding it
more challenging to pay for insurance
because affordability testing
requirements mean they cannot
qualify for instalment plans.

The now repealed Lending Standards
Board - Lending code used to state:
Subscribers must not insist that a
customer buys an insurance product
from them as a condition of providing
the customer with a lending product.
However this code was replaced by the
Standards of Lending Practice which
is silent on this subject. A number of
customers of BIBA brokers are reporting
that they are being pressured by some
lenders into buying their products if they
want the loan despite FCA rule ICOBS
6A.3.2 R: which states:
Requirements where insurance is
the ancillary product When offering
an insurance product ancillary to and
as part of a package or in the same
agreement with a non-insurance
product or service, a firm must offer the
customer the option of buying the noninsurance goods or services separately.

CALL FOR ACTION

Insurance schemes for social housing
have been impacted leaving tenants
unprotected and at risk.

CALL FOR ACTION
For the FCA to consider
remedies to the unintended
consequences of the regime
for those in social housing
and to commit to improving
financial inclusion and
access to insurance.

2

3

This is not just an issue for large property
owners, even SMEs are being required
to provide bank interest letters. Insurers
are expected to agree significant
extensions in cover, with no obligations
on the lenders.

4
CALL FOR ACTION
BIBA is engaging with
stakeholders to drive
better design and
practices for the use of
bank interest letters.

5

For the Lending Standards
Board to recognise in their
Standards of Lending Practice,
the application of the FCA
rule in ICOBS 6A.3.2 to their
members’ activities.

6
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As a trade body BIBA has helped achieve:
›› A more appropriate Senior
Managers regime for smaller firms
›› Smooth introduction of more
suitable IDD¹ and IPID²
requirements
›› Regulation of claims
management companies by the
FCA via the Financial Guidance
and Claims Act

6. WHAT BIBA STANDS FOR

›› More than 555,000 enquiries
under the ‘Transparency and
access in motor and travel
insurance for older people
agreement’

6.1 WORKING FOR MEMBERS

›› Renewal, with the ABI, of the
Code of Good Practice for dealing
with vulnerable customers

Insurance brokers can give customers
›› Choice of products
›› Risk management
›› Advice on suitability
›› Confidence through regulation by
the FCA

›› Free access to the Financial
Ombudsman Service for eligible
complainants

›› Launch with the ABI of the
Guiding Principles and Action
Points for general insurance
pricing

›› Security for eligible classes of
insurance provided by the Financial
Services Compensation Scheme

›› Publication of guidance on cyber
insurance, the Sharing Economy
and under-insurance

›› Clear information

›› Wider cover for business
affected by terror incidents by
the extension to Pool Re cover
to include business interruption
from, or consequential upon acts
of terrorism without property
damage

›› Claims support

›› The regulator to operate a
temporary permissions regime
if, following Brexit, there is no
system for financial services
passporting
›› Launch of a BIBA market-wide
Terms of Business Agreement
›› Reforms to how the Ogden
personal injury discount rate is
calculated
›› Training for 50,000+ users from
over 1,000 firms on the Broker
Assess training tool as well as
compliance and technical
guidance

3

›› Access for members to more than
40 schemes and facilities
›› Creation of a letter of
appointment template for
transfers of agency

4

›› Production of a BI Declaration
form to help prevent underinsurance
›› Guidance and solutions to help
members deal with the risks of
Brexit
›› Visibility of the benefits of using
brokers in the media

5

6

¹Insurance Distribution Directive
²Insurance Product Information Document
45
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6.2 DIVERSITY AND INCLUSION

Diverse diversity

The case for inclusion

The Step-Up programme run by BIBA
member, Aon, demonstrates the
benefits of diversity, and how social
diversity and seeking talent in the
NEET (not in employment, education or
training) community can be rewarding;
both for the firm and the individual.

BIBA is committed to advancing the
discussion on diversity and inclusion
and to bring about positive change in
this area. In 2018 BIBA signed the
Women in Finance Charter to ensure
equal representation for women
as well as the Lloyd’s Diversity and
Inclusion Charter and the Inclusive
Behaviours Pledge to promote
behaviours that encourage inclusivity
and eliminate discrimination. An
explicit and sustained focus on diversity
and inclusion will result in increased
productivity, innovation and will reflect
the needs of society.

BIBA COMMITMENTS
To embed an inclusive culture
within BIBA and to actively seek
diverse representation within
BIBA’s governance structure
and on member committees.
To help our members and the
wider industry to realise the
value and potential of diversity
and inclusion and to develop
plans to promote all forms
of diversity and inclusion by
providing content, context and
the tools to do so.
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As Aon was a trailblazer for the
apprenticeship scheme, we are
now supporting the government’s
focus on traineeships which is vital
in supporting social mobility and
providing young people from all
backgrounds with a great start to their
careers. The Step-Up Traineeship will
not only support our commitment to
workforce diversity but will also enable
Aon to tap into a new pool of talent, not
previously accessible, and so we are
delighted to be driving this.”

BIBA member Lockton’s recent
research identified that work/life
balance is under threat as technology
enables round the clock availability.
While 74% of employers say their
current staff are contractually obliged
to work outside of office hours, nearly
half of employees (46%) say they
would not even consider a job if it
required availability beyond office
hours and 26% said working outside
of office hours would negatively affect
their mental wellbeing.
Research by insurer Ecclesiastical
suggests that brokers are more likely
to suffer from stress than the average
financial services worker with 78%
admitting to feeling stressed at work.

To highlight opportunities for
mental wellbeing training and
guidance on implementing
‘mental health first aid’ in
businesses.

CALL FOR ACTION

In the financial services sector, more than
30% of all long-term absence is directly
attributable to mental health related
conditions.

For organisations in the
insurance broking sector to
create a culture of openness
about mental wellbeing in
their business.

2

3

JON GREEN
Head of Consulting,
Lockton Benefits

BIBA COMMITMENT

JULIE PAGE
CEO Aon UK Limited,
BIBA Deputy Chair

Health and wellbeing

We have seen a change in
businesses raising the awareness of
poor mental health and the impact
that it has on business performance,
attrition and employee engagement.
However, despite this increasing
awareness, many firms continue
to struggle to deploy effective
support for employees or tackle the
underlying causes”

4
Our recent research highlighted
that one in five insurance brokers
say they have suffered depression
related to their work. This worrying
statistic confirms that it’s vitally
important that broking businesses
create a culture where people are
able to talk about their mental health
and feel comfortable seeking advice
and guidance if they start suffering
problems.”

5

ADRIAN SAUNDERS
Commercial Director, Ecclesiastical
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6.3 IBSC - ISSUES AFFECTING BROKERS’ TRADING RELATIONSHIPS

Long Term Agreements

BIBA’s Insurance Brokers’ Standards Committee (IBSC) has
created a living, breathing Good Practice Guide containing
guidance on particular areas of broking practice where
members have asked for further support in operational
and professional standards.”

Typically, insurance policies run for a
period of 12 months. However, there
are a number of benefits for those
clients who have or are considering
entering into ‘Long-Term Agreements’
(LTAs). LTAs are legally binding
contracts between the insurer and the
insured and it is good practice for the
existence of an LTA to form part of a
fair presentation of the risk.

PAUL ANSCOMBE
Chief Executive, James Hallam Insurance Brokers, Chair IBSC

Timely provision of claims
experience to facilitate easier
renewal processes
Insurance brokers require a client’s
claims experience prior to renewal in
order to look at their options for the
year ahead. However, this information
is not always made available to a
broker in a timely fashion.

BIBA COMMITMENT

2

For BIBA’s IBSC to consider
market good practice in
relation to LTAs.

3
CALL FOR ACTION
For insurers to provide brokers
with claims experience in
good time ahead of renewal
in order to ensure the best
outcomes for a client.

4

6.4 CAPACITY CONSIDERATIONS
Brokers will always face challenges
regarding which markets they use.
BIBA’s Litmus Test Report and
Standard & Poor’s ratings facility can
assist with the various considerations
a broker will have in understanding
the capacity they use. When brokers
use an MGA they seek to identify the
insurers used and whether the capacity
is sourced offshore.

BIBA COMMITMENT
To raise the profile of these
considerations across the
insurance market.

5

6
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6.5 HELP WITH CHANGING MARKET PRACTICES

Disclosure of ‘no quotes’ at renewal

6.6 FIGHTING FRAUD

Supporting small and start-up brokers

BIBA members have raised concerns
that they have been challenged by the
legal profession for not disclosing to
the holding insurer ‘no quotes’ from
alternative insurers approached as
part of a re-marketing exercise of
clients’ policies.

Innocent insurance customers face
losing out to a new wave of fraud;
application fraud, identity fraud, use
of fake contact details on search
engines and illegal insurance advisers
who are not FCA regulated. In 2017
a total of 562,000 insurance frauds
were detected by insurers. Of these
there were 113,000 fraudulent claims
(valued at £1.3bn), and 449,000
dishonest insurance applications.

Changes in market practice are creating
a non-competitive, even impossible
environment for many small and startup brokers. Some insurers will only deal
electronically and some will only deal
with larger brokers who can commit to
significant commercial support.

Some small and start-up brokers cannot
satisfy these requirements, putting
them out of the market and sometimes
leading to merger or sale. Small and
start-up brokers need access to a
wide variety of insurance capacity in
order to service their clients fairly and
competitively.

CALL FOR ACTION
For insurers to commit to working with BIBA to improve access
and competitive capacity for all brokers.

It is important to appreciate that the
reasons behind a decision not to quote
can be very different and may affect
the need to disclose the decision.
For example a declinature tends to be
something of exceptional nature in a
risk that is otherwise normally within
the appetite of the insurer.

BIBA COMMITMENT

3

BIBA COMMITMENT
To work with the Insurance
Fraud Bureau and the
Insurance Fraud Taskforce
to improve guidance on
combatting fraud.

4

To create guidance for
members around disclosure of
‘no quotes’ or ‘declinatures’ to
the holding insurer.

Time Limitation Waiver Clause
To ensure a fair presentation of risk, a
disclosure of claims information going
back many years may be necessary.
However it has been the convention in
the insurance market for claims history
for only the previous three or five years
to be requested. The introduction of a
Time Limitation Waiver Clause could
assist in removing this uncertainty
around what time period is sufficient.

BIBA COMMITMENT
To create Time Limitation Waiver
Clauses that can be used as
part of a fair presentation of risk
in relation to claims timelines
and also on any time delineated
information disclosure.

5

Brokers are at the coalface and can
really make a difference in helping
to prevent application fraud and
to identify claims fraud wherever
possible. The IFB will work closely
with BIBA throughout 2019 to
promote fraud prevention activity.”
BEN FLETCHER
Director, Insurance Fraud Bureau

51

2

6
52

BIBA Manifesto 2019 | What BIBA Stands For

BIBA Manifesto 2019

1

6.7 SUSTAINABLE FINANCE
Like UK and European authorities, BIBA
is conscious of the need for a greener,
low carbon economy and of the demand
from customers for financial products
that support this. Domestically, the FCA
believes that ‘greener’ products will help
ensure the UK’s position as an attractive
prospect for international businesses
and finance.

BIBA COMMITMENT
To work with the domestic
authorities, as well as our
colleagues in BIPAR¹ at a
European level and in WFII²
at a global level, to promote
the importance of sustainable
finance.

6.8 OPPORTUNITIES FOR
THE FUTURE

Professional qualifications and
apprenticeships

Addressing the skills gap

There are many opportunities to
continue learning and development.
The Chartered Insurance Institute’s
(CII) suite of qualifications is globallyrecognised and demonstrates an
individual’s technical capability.

Insurance broking could be considered
to be an ‘invisible career’. However,
the sector has an essential ongoing
commitment to attract and retain young
talent. Insurance broking actually
offers a huge array of opportunities
from traditional client-facing broking
roles and technical insurance careers,
through to sales, accountancy,
marketing, digital solutions, HR and
opportunities in management at the
highest level.
Joining the profession can put young
brokers right at the cutting edge of the
big issues - climate change, cyber-crime,
InsurTech as well as the real human
matters that face people and businesses.
The role a person starts out with need
not be what defines their career. We
see examples of underwriters moving
to claims and vice versa and technical
insurance based people becoming HR
or communications professionals.
The skills and talents learned in
insurance can apply to many roles.

At present, most people tell you that
they fell into insurance but once in,
they’re pleased with their career
choice. As BIBA Young Broker
Ambassadors we are committed to
helping young people see insurance
broking as an exciting career route
filled with opportunity. We work with
BIBA to support young members
with training, networking and social
events within each BIBA regional
community. We look forward to
encouraging more of the current and
next generation of young people into
our young broker communities.”
Bethan Perris; Vista Insurance,
Kelsey Pyne; Griffiths and Armour,
Florence Dennis; Arthur J Gallagher.

BIBA is supporting the CII’s Aspire
Apprenticeship Programmes
which provide purpose-built and
standardised training for apprentices,
helping firms to develop and grow
highly capable people.
The programmes provide nationwide
coverage and round-the-year
accessibility via e-learning or face-toface training programmes. Businesses
can access significant co-investment
funding, and apprenticeship levypaying firms can use levy funds to
spend on apprenticeships.

3

4

BIBA COMMITMENTS
For our BIBA Young Broker
Ambassadors to develop
a BIBA broking careers
opportunities factsheet
with the aim of closing the
skills gap and attracting new
talent to the sector.

5

To support and promote the
CII Aspire Apprenticeship
Programmes.

6

¹European Federation of Insurance Brokers
²World Federation of Insurance Intermediaries
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0344 770 0266
@bibabroker

enquiries@biba.org.uk
BIBA

www.biba.org.uk

Find Insurance 0370 950 1790

