MAKING THE SMALL BROKER MORE COMPETITIVE
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The smaller brokers’ needs are very different from larger more corporate  brokers.  Smaller brokers historically do not have an “in-house” administrative system to administer policies and claims and need assistance with regard to streamlining their businesses.  So often these smaller brokers are dictated to by insurers and have no measure of control over the rating and claims aspects of their businesses.  In most cases insurers restrict access by these brokers to their administrative systems to allow only for:


-
limited policy viewing rights or administration;


-
endorsements and quotations, dependent on the volume;


-
appointment of assessors and arrangement of car hire; and


-
either no or only a limited claims settling authority.

Like most bigger brokers who are independent and operate on a more influential basis, the smaller broker would benefit from direct access to the key decision-makers in their chosen insurer.  Their more personal approach to their clients combined with influence comparable to the larger brokers would place the smaller brokers on an even footing with, and perhaps even at an advantage to, the larger and corporate brokers.  It would allow the smaller broker the ability to deliver a service to their clients which is at once competitive and more personal given the likelihood that they maintain personal relationships with their clients and retain them.  The smaller broker would therefore benefit from its influence in the market at a level normally only available to larger brokers.

Other factors that allow the smaller broker to compete on level ground or even to have a competitive edge include:

-
access to an insurer that offers a broad range of products and services 
including specialist class of insurance such as contractors all risks, 
performance guarantees, goods in transit and marine;

-
access to competitive rating structures;

-
access to experienced underwriters;

-
access to an efficient claims settling system and infrastructure together 
with the ability to influence efficient settlement of the claim and confer with 
the senior decision-makers of the insurer if needs be to ensure the fairest 
outcome for the broker’s client.

-
guidance to the broker on the exploiting of niches in broker’s business; 
and

-
most importantly, the ability as a small broker to build a solid working 
relationship with the insurer, often a relationship reserved for only the 
most influential of brokers.

The working partnership between the smaller broker and the insurer which results from these benefits generates new opportunities for the broker and foster the acquisition by him of new business which becomes essential to his long-term growth.
A further, and often the most important tool which the insurer can provide to the smaller broker, is access to an efficient policy administration system.  Most effective are web-based systems which are easily deployed and do not require the broker to have a significant IT infrastructure.  Web-based systems allow easy updating of both information and system improvements.  Such systems should permit the writing of both personal lines and commercial business.  They should permit the broker access to personal lines quotes without reference to insurer personnel.  If, of course, even in the case of personal business, the broker requires, as an accommodation, a departure from the rating structure formulated into the system so as to be more competitive, both the system and the insurer’s procedures should make this an easy and fluid process.  Such an accommodation could, for example, be required in respect of a personal lines client who has the ability to influence the placing of a commercial account with the broker.

To assist both brokers and the carrier to improve the performance of the brokers’ books while maintaining market related pricing, any such system should also offer a business intelligence module which is capable of intricate database analysis and performance measurement, i.e. a system which is accessible to brokers and which provides a wide range of reports (whether standard or bespoke) and which may be developed or modified by all system users.

By the means mentioned above, insurers can assist the smaller brokers:

-
by establishing a platform on which these brokers can operate more 
efficiently and deliver a higher level of service which will entrench the 
relationship they enjoy with their clients;

-
with the management of their portfolios, by allowing brokers unfettered 
access to the same data as the carrier uses to assess performance and 
pricing
and in so doing develop the insurer/broker/client relationships and lead to sustainability of long term profitability for the broker and the ability for the broker to easily add volume to his business.

By giving smaller brokers access to the insurer’s whole portfolio of products the smaller brokers can also develop niche markets and cross sell.  Both avenues offer opportunities for profitable growth.

By providing smaller brokers with the offering described above, insurers can secure a loyal base of brokers who, in turn, through efficiency and enhanced service, can be more competitive and develop stronger, long lasting and profitable relationships with their clients.
