06/24/03 Refining Underwriting Criteria


	Thinking Flood Just Got Easier:  

Flood Insurance Now Accepting Credit Cards
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Think flood.




    With torrential downpours leaving the East Coast soaked after weeks of endless rain and above average temperatures scorching the Mid West, there is no doubt flash flooding has caught the eye of property owners throughout the nation. 

    It is unfortunate but true that many consumer need to “see” to believe. The story of a little girl being swept away as her home washes down an otherwise harmless creek swelled with 5 inches of rain creates a startling reality for most. What the newscasts often fail to mention when the report of the little girl being saved is over, is how the homeowner is going to cope with the loss of their home and personal property. 

    Ideally, it is best to offer and sell flood insurance to homeowners prior to a tragedy. Education is the consumer’s best defense and the more they know, the better decision that can be made when evaluating their needs for flood insurance and property protection. 

   “When hurricane Floyd struck North Carolina there was an area the size of Maryland underwater.  Only 12% of the property that was damaged by the flooding was protected with flood coverage,” says Cloyce Anders, president of VFIS of North Carolina and chairman of IIABA, in an upcoming feature story in the July edition of IA Magazine. “While many agents are thorough, some agents do both consumers and themselves a disservice by not offering flood insurance and explaining the need for the coverage with every proposal that goes out the door.”

   For agents that are trying to educate their insureds, protect their agency from an error and omission exposure and drum up new sources of revenue, flood insurance should not be over. 

    As a participating member of Big ‘I” Markets, writing flood insurance has never been easier. Login today and leave the rating and zone determinations to us. And, effective immediately, the NFIP is proud to extend the acceptance of American Express and Diners Club cards to the credit card repertoire that currently only includes Visa and MasterCard.

Note: Look for the ‘‘Leadership Viewpoint” article coming up in the July Edition of IA magazine. Anthony Lowe, Director, Mitigation Division and Federal Insurance Administrator; Bob Rusbuldt, President/CEO Independent Insurance Agents & Brokers of America, Inc.; Bob Butler, President, FloodConnect, AVP, Selective Insurance; and Cloyce Anders, Chairman, IIABA, President, VFIS of North Carolina; Managing Partner of Independent Agency Services, LLC. speak out on important issues affecting the NFIP program. 
 
	Big “I” Markets Crests 1,000 Quote Requests: 

Real Estate Agents E&O Program Refines Criteria
    Over 1,000 quotes have now crossed the e-waves of Big “I” Markets. With the experience of successes and failures on hand from agent feedback, we are beginning to refine the information provided online to make your job easier. Please take a moment to review the important target criteria that The St. Paul has provided to help you determine eligibility of the risks being submitted through Big “I” Markets. This will save you time when you are evaluating markets.

Target Risk Characteristics for the Real Estate Agents Professional Liability Program: 

    The following characteristics should be considered as the minimum criteria for an account to successfully qualify for a coverage quotation online through Big “I” Markets. The real estate agent or broker firm must: 


have an active broker with at least 3 years experience, 


generate at least 90% of it's commission revenues from the sale of residential properties, 


have gross annual revenues of less than $10 million, 


be prepared to provide 5 years professional liability claims and suit loss history, 


not generate revenue from property management services, or 


not have members or independent contractors that perform services relative to-- the sale, lease or management of time-share units; mortgage banking, loan financing, origination or servicing; formation, management or organization of Real Estate Investment Trusts, real estate syndications or real estate limited partnerships; or real estate development or construction. 

    If you make it through this checklist and it’s still a go, login to review and evaluate the product information prior to submitting the risk so that you fully understand the submission process and what is required. The underwriters are now responding and delivering quotes online. You will be able to access your response to your Quote Request through your individual Activity Box. 

    If you have any questions regarding the submission requirements, eligibility or coverage features, please contact your underwriter by using the contact information located in Insurer Credentials.

	MORE INFORMATION AND STATE AVAILABILITY: For more information on these products and more, login to Big “I” Markets. To request a User name and password, email bigimarkets@iiaba.net.

	ONLINE TRAINING: Need a refresher on how to navigate Big “I” Markets or just want a quick tour on how to submit a quote?  Register today for an online Web-based virtual tour of Big “I” Markets.  Send an email to bigimarkets@iiaba.net to register for training sessions that are held every Thursday at 3:30 p.m. – 4:00 p.m. EST.

	You have received this e-mail because you are a registered member of Big "I" Markets.

If you do not wish to receive these product updates, click here. 


If you have trouble viewing this email, please go to http://www.independentagent.com/BigIAdvantage. 
