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The Cyber Earthquake to Come?
Winter 2019

In 1906, the San Francisco earth-
quake hit at 5:12 am on Wednesday, 
April 18. In three days, 80 percent of 
the city was destroyed, 3,000 people 
perished and 14 insurance compa-
nies soon disappeared.

It wasn’t the earth shaking that 
caused most of the catastrophe. It 
was broken gas lines and fires that 
resulted. No insurer thought the 
excluded peril of earthquake would 
be their demise…but Peril A brought 
Peril B with it.

What’s the link to cyber liability? 
Because I’d like you to consider, what 
are the cyber equivalent “gas lines” 
affected when the Internet is widely 
disrupted?

Our Big “I” Markets partner Coalition 
was created by people who are 
technology experts by training. They 
can scare you with the facts about 
how every business is exposed to 
numerous San Andreas-like faults of 
the cyber world. Consider: 

Sixty percent of all cyber 
attacks worldwide are directed 
at small- to mid-sized business-
es (SMBs). (US National Cyber 
Security Alliance)
One in five SMBs will fall victim 
to a cyber-attack, despite 
substantial investments in 
security. (Better Business Bureau)
Half of all SMBs that experi-
ence a major security breach 
will go out of business within 6 
months. (US National Cyber 
Security Alliance)
The average cost of a data 
breach for SMBs is $690,000. 
(Ponemon Institute)
The cyber insurance market is 
estimated to be $4 billion in 
premium in the US. (Aon)

Meanwhile, companies spent 
$85 billion on cyber security 
software in 2017 (IDC), and the 
cost of cybersecurity breaches 
is in the trillions of dollars. 
(Cybersecurity Ventures) 

As agents, you are ideally positioned 
to open the eyes of your clients to 
cyber and Internet risk. Insurance 
tools can’t solve everything yet, but 
you can raise awareness, and we 
have the coverages that can do what 
others can’t. 

Coalition is surplus lines to give that 
flexibility. You can almost quote all 
your commercial clients. As things 
evolve, an admitted companion 
product will be included in your suite 
of cyber coverages available through 
Coalition. Stay tuned to the Two for 
Tuesday newsletter on the addition 
of Admitted early in 2019.

Don’t wait; act today. We have given 
you exclusive access to a fantastic 
conversation starter with Coalition. 
Quote all your risks and document 
your file. There is no cost. We have 
bulk quoting capabilities. Armed 
with a cyber risk assessment for each 
of your client’s Internet exposures, 
you have a discussion about what 
scares them. “Cyber scared?” Don’t 
be. Use the chat feature to get a 
Coalition expert. Quote everyone on 
E&S to document, write what makes 
sense where it fits best, but quote 
EVERYONE.

Consider again the concept of Peril A 
bringing with it the unexpected Peril 
B. The “Law of Unintended Conse-
quences” tells us that if you remove 
the right stone from a field of boul-
ders, you can get a landslide. With 
cyber, there are many steeply pitched 
boulder fields ready to slide. 

Consider just one industry group 
many of you insure: Chiropractors. 
There are 70,000 chiropractors in 
the US, and what if, by virtue of their 
operations, they all have similar 
software or go to the same key 
website? What if, not impossible, 
such similarities resulted in a 
$500,000 cyber claim at every 
chiropractor? That is an insurable 
loss per “bone cracker” of $35 billion. 

Here’s where “Peril B” comes in to 
play. You see, we know that, in 
agency E&O, there are things we call 
“echo-cats.” That is, if you have lots of 
losses – like in San Francisco in 1906, 
or more recently with Hurricane 
Katrina – all those storm claims 
resulted in about $50 million in 
agency E&O claims. At about $200 
billion in insured losses with Katrina, 
that is a ratio of E&O claims to 
catastrophe losses of .002 or 20 basis 
points. If those chiropractors were 
not offered cyber and those losses 
are uninsured, won’t they ask why? 
Failure to offer claims is a leading 
E&O peril. Without documentation of 
the offer, there could be a $70 million 
risk. 

That is a drastic scenario, perhaps, 
but offering cyber to everybody is so 
easy with Coalition. 

Not offering… not a good idea. 
Coalition makes it too easy. If clients 
buy, you win. If they don’t, you are 
documented. 

Contact your dedicated cyber 
program manager Carla McGee at 
carla.mcgee@iiaba.net. Learn more 
at www.bigimarkets.com. 

Paul Buse, President of Big I Advantage



Removed $10,000 cap per policy period. We will pay expenses 
un�l a Claim is made against the Insured
Payments made under this provision are now in addi�on to the Limit of 
Liability

Increased coverage to $100,000 from $60,000 per policy period
Payments made under this provision are now in addi�on to the Limit of 
Liability

Removed reference to subpoena

Amount for reimbursement for loss of earnings or temporary staff for 
aending deposi�ons or trials increased to $1,500 per insured per 
day/maximum of $75,000 per policy period from $750 per insured per 
day/maximum of $30,000 per policy period

Expanded so does not apply if coverage was placed with an insurance carrier 
admied in the state or states of domicile of the subject risk and rated A or 
higher by Demotech

Policy Form Enhancements
Coverage form improvements are here! 

The needs of independent insurance agencies continue to 
evolve, and your IIABA/Swiss Re Corporate Solutions Agents 
E&O program changes to meet those needs. We collaborated 
with your state and national IIABA representatives to develop 
the enhancements highlighted below.  

If you have questions, or would like to obtain a copy of the 
exact policy language, please contact your Big “I” Professional 
Liability Program Manager.  

(Please note that some coverage features may not apply to all policyholders.)

NOTE:  The Liberalization Clause in the current policy provides that the broader terms and conditions offered to all Insureds will apply to all policies in force as of the 
date the new endorsement is approved in your state.  No additional premium charge will apply.

This summary is for illustrative purposes only and is not a contract of insurance.  It is intended to provide a general overview of the policy enhancements and changes.  
A specimen copy of the entire policy and endorsements are available upon request.  Only the insurance policy can give the actual terms, coverage, conditions and 
exclusions. Policy availability and coverage are subject to state regulatory approval.  All policies are individually underwritten and subject to the underwriting 
guidelines of Westport Insurance Corporation, Overland Park, Kansas, a member of Swiss Re Corporate Solutions.

The information contained herein is intended for use by the Swiss Re Corporate Solutions’ IIABA State Association Insurance Agencies and the reproduction and/or 
dissemination thereof is strictly prohibited without the express written consent of Swiss Re Corporate Solutions.

iiaba.net/EOContact

Subpoena 

Regulatory Defense

Claim Defini�on

Loss of Earnings

Insolvency Exclusion
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Cyber threat. It’s the biggest, most daunting risk facing 

small and midsized businesses (SMBs) today. Your clients 

may think their businesses are too small to be impacted, but 

the scary truth is that a staggering 1 in 5 SMBs will fall 

victim to a cyber attack and, of these, 60% will shut 

down within 6 months. Unfortunately, the 

state of the cyber world is that nothing is, 

or will ever be, 100% secure, and no one 

can defend themselves 100% of the 

time. The time has arrived that 

cyber risk management is a must 

for all organizations, no matter 

their size.

Big “I” has partnered with 

Coalition to bring to Big “I” 

Members the most robust 

cyber solution and a powerful 

ally in the cybersecurity battle. 

As a Big “I” Markets agent, you 

can now offer your clients 

access to world-class cyberse-

curity services to help mitigate 

risk, and tailored insurance 

products to protect them in the 

event of a breach.

Why is Coalition such a different cyber 

insurer? 

Coalition was founded by a team of 
leading cybersecurity experts, not insurance 
people. 
After working in the field, developing tools and strategies to 

fight cyber crime, it was clear insurance needed to be a part 

of the solution. They built Coalition to solve cyber risk by 

mitigating cyber threats with comprehensive insurance 

coverage and free cyber security apps. 

Underwriting Engine
Coalition scans publicly available information, collecting 

tens of thousands of signals and correlating this to insuring 

agreements selected. This all happens in seconds to ensure 

an efficient process where you can rate, quote, bind, and 

obtain a policy in under 4 minutes!

Comprehensive Coverages
Coalition provides the broadest coverages 

available, offering full limits across all 

coverages including funds transfer 

fraud/social engineering, bodily 

injury, property damage, and 

contingent business interruption. 

There are a variety of unique 

coverages, including Coalition’s 

new Breach Response Separate 

Limits Endorsement, which 

provides additional coverage 

for breach response costs by 

moving these costs outside of 

the aggregate limit. 

Risk Management Tools
Coalition’s cyber risk manage-

ment platform provides automat-

ed security alerts, threat intelli-

gence, ongoing monitoring and 

expert guidance, among other tools 

— all available at no additional cost.

Claims Approach
From pre-breach support to incident containment 

and recovery, Coalition’s insurance and security experts are 

there to help. In the event of a breach, Coalition’s cyber 

team is in place for rapid response to mitigate risk. This 

Coalition-assisted claims mitigation all occurs at no addi-

tional cost.

Learn more about Coalition’s mission to “Solve Cyber Risk” by 
logging into www.bigimarkets.com, or contact Cyber Liability 
Program Manager Carla McGee at carla.mcgee@iiaba.net, or 
call 703-647-7800 option 1, with any questions.

Cyber Risk, Solved



Cover Yourself and Your Employees Simply and Effectively
with Exclusive Big “I” Employee Bene�its

#workplacebene�its #joy

As a Big “I” member, you have access to Group Life, Group Short-Term and Long-Term 
Disability, Group Dental and Group Vision.

The Big “I” Employee Bene�its are underwritten by The Guardian Life Insurance 
Company of America and administered by a dedicated service team just for Big “I” 
members. The program offers various coverage options to meet the diverse needs of 
our members and also provides guaranteed issue with certain requirements being met.

Contact Christine Muñoz at IIABA at (800) 848-4401 or christine.munoz@iiaba.net to 
learn more about any of these options, or visit www.iiaba.net.



Trending in the retirement community is the emphasis on 

financial wellness for 401(k) plan participants. The 

primary purpose is to educate and engage participants on 

financial topics outside of their retirement plan with the 

goal of education, so employees can expand their 

knowledge base, gain control of their personal finances 

and plan for a better retirement. By acknowledging that 

participants are only going to maximize their participation 

in any 401(k)  plan if their financial houses are in order, the 

financial wellness movement aims to provide overarching 

assistance so that the “big picture” of a family’s finances is 

taken into consideration. 

The key with financial wellness is to help plan participants 

understand that taking control of their total finances can 

lead to positive outcomes in many other areas of their life. 

Financial wellness is just that: wellness from being 

informed and in control. Enhanced education beyond the 

401(k) plan teaches participants how to deal with things 

such as debt, college loans, large purchases, budgeting, etc. 

By assisting with real-life situations, financial wellness can 

help individuals understand and make adjustments in 

their everyday lives to help ease financial pressures. Once 

in control, financial wellness programs can educate 

participants on more advanced topics to help increase 

their financial literacy. 

You can provide your employees with the best plan in the 

world, a comprehensive benefits package and a great 

salary, but if they cannot control their daily finances, they 

will not be able to take advantage of the plan’s offerings. 

By helping employees reduce the stress of financial 

burdens, you create a positive change that impacts 

everything from their work habits to their savings. 

The Big “I” MEP 401(k) Plan has added a new online portal 

to help you and your participants achieve financial goals. 

“My Financial Fitness” offers a wide array of personalized 

tools engineered to boost financial literacy in an easy and 

engaging way. 

We offer topics for every stage of life, pinpointed 

knowledge-building exercises, how-to tutorials, games, 

progress tracking and live webinars!

The Big “I” MEP 401(k) Plan, available exclusively to Big “I” 

members, has helped many agencies fulfill a part of their 

fiduciary obligation by reviewing their plan expenses and 

educating them on the true cost of their plan. 

If you are interested in a free, no pressure, 
apples-to-apples comparison for your plan, contact 
Christine Muñoz at Christine.Munoz@iiaba.net.

Re�rement Trend Alert: 
Financial Wellness



How to Reduce 
E&O Exposures 
from the Top 
Down
BY MARK HEIMSOTH

Most of us think we have a pretty good 
idea of what a good leader looks like 
in action. We may be hard-pressed to 
define “leadership,” but we’re proud 
members of the “I know it when I see 
it” school of thought.

That’s OK. Sometimes it takes a rocket 
scientist to put their finger on the 
painfully obvious, such as when Albert 
Einstein said, “Setting an example is 
not the main means of influencing 
others, it is the only means.”

If you want the next generation of 
your agency to find the path to 
success, you’ll need to let your exam-
ple show the way. Good habits can 
take many forms, but a survey of Swiss 
Re Corporate Solutions claims 
handlers highlighted five that can help 
reduce or prevent errors & omissions 
claims:

Standard operating procedures. 
Effective E&O prevention depends on 
written standard operating proce-
dures, as well as written minimum 
standards for writing and servicing 
business.

There should be a written procedure 
for every workflow in the agency: new 

business, renewals, rewrites, policy 
changes, claims handling and cancella-
tions, just to name a few. Put SOPs in 
place and make it clear that everyone 
needs to follow the rules — including 
you.

Education. Everyone at the agency 
should participate in ongoing and 
meaningful continuing education, both 
to strengthen their knowledge of 
insurance products and to develop 
in-house expertise about things like 
the agency management system — 
and they should see you sitting front 
and center, taking notes.

Documentation. Good documenta-
tion can save an agency in a bad 
situation. But to be effective, it needs 
to be timely, detailed and easy to 
understand. All documentation should 
be kept in the same place and readily 
accessible to everyone who works 
with the account.

Consistency. Improvisation is great 
for comedians, but bad for insurance 
agencies. If your agency finds that a 
particular process works, do it consis-
tently and incorporate it into a manda-
tory checklist.

For example, if you follow up with a 
client when their premium payment is 

due or past due, you’ve arguably 
created a duty to follow up every time 
there is a similar situation.

Self-audit. Doing a self-audit will 
reveal both the good and the bad — 
where your agency’s procedures are 
working, as well as the areas that need 
renewed focus internally and through 
continuing education.

Review procedures, forms and docu-
ments and conduct an overview with 
key managers or supervisors. No one 
at the agency should be exempt from 
the audit — we all make mistakes, and 
we can all use them as learning 
experiences.

Equally important: Listen to every 
voice when it comes to making 
improvements. Every employee 
should feel that their insights are 
valued. Sometimes it takes a fresh set 
of eyes to see an old problem.

Mark Heimsoth is an assistant vice 
president, claims specialist with Swiss 
Re Corporate Solutions and works out 
of the office in Overland Park, Kansas. 
Insurance products underwritten by 
Westport Insurance Corporation, 
Overland Park, Kansas, a member of 
Swiss Re.



For many clients, aside from their home or car, an 
engagement ring is the most valuable item they own and 
most likely, it’s not insured. 

According to a survey by Jewelers Mutual Insurance Group, 
40 percent of U.S. households with an engagement ring do 
not have specialty jewelry insurance to protect it. This is 
despite the fact that close to one third of the 2,500 
respondents surveyed consider the engagement ring as 
one of the most expensive items in the household. 

If something happens and your clients need to submit a 
claim, it’s important they’re taken care of by experts who 
understand jewelry. After all, not all insurance claims 
professionals will know the difference between a princess 
or emerald cut diamond like an expert jewelry insurer 
would.

Big “I” agents have access to Jewelers Mutual Insurance 
Group — a company that’s been insuring jewelry, and only 
jewelry, for 105 years through Big “I” Markets. Jewelers 
Mutual was founded by jewelers and includes GIA 
Graduate Gemologists and American Gem Society Certified 
Gemologists on staff whose passion and specialty is 
jewelry. 

With Jewelers Mutual, your clients receive an extra level of 
protection beyond what would be covered by their typical 
homeowners or renters insurance. Our specialty jewelry 
insurance is a stand-alone policy and is not connected to 
any previous coverage. 

What’s covered? All types of jewelry — engagement rings, 
watches, earrings, even loose stones being set — are 
protected by comprehensive repair or replacement 
coverage. Common liabilities associated with jewelry loss, 
like mysterious disappearance. And, if you have clients that 
enjoy traveling, their policy extends worldwide.
 
If something happens to their jewelry, they have the 
flexibility to work with a trusted jeweler of their choice to 
repair or replace their piece with the same kind of quality 
as before. There’s no need for multiple estimates.

Retain your clients. Offer a quote for worry-free jewelry 
coverage at jewelry.bigimarkets.com. 

For more information about Jewelers Mutual, visit 
www.bigimarkets.com. Coverage is available to Big “I” 
agents in all states. 

Protect Your Clients with Stand-alone 
Jewelry Coverage from Jewelers Mutual 



Ascend Insurance 
Brokerage: 
Insurance Exec with a 
Musical Heart Triumphs 
over Tragedy
Paul Bassman might be the most aptly 

named insurance executive of all time. 

Rather like the bassist providing a song’s 

solid backdrop, he lays down the �inancial 

foundation so the show can go on in the 

music business.

In past careers — as a band manager, 

concert promoter, label owner, and talent 

scout — Bassman found out what it took 

to develop artists whose music would 

make a lasting impression.

Bassman also learned, the hard way, that 

unexpected events can derail a perfor-

mance and even a career. It was heart-

ache, in fact, that drove him out of the 

music business when the lead singer of a 

heavy metal band he managed tragically 

died at a concert in Ohio.

But Bassman’s empathy for musicians 

drew him back to the business. After 

taking stock of his future, he joined fellow 

music buff James Chippendale in 2007 to 

serve artists and entertainment venues in 

a new way in the insurance world. Today, 

Bassman stands as the principal of Ascend 

Insurance Brokerage, the �irm he acquired 

in 2016 from his partner upon Chippen-

dale’s retirement.

“My clients absolutely love that I know 

their business. I get it, I can talk their 

language,” Bassman told Billboard maga-

zine. “I feel their pain. I know how insur-

ance is an afterthought. When I was in 

management, insurance was a line item on 

a budget that I questioned. I remember 

clearly talking to my business managers 

going: ‘What’s this insurance thing, do we 

really need this? What could possibly 

happen?’”

Today, his hard-earned experience shapes 

his advice to clients. “I’ve been there,” he 

says. “I know damn well what can happen, 

and I can talk to them about it. I say, ‘Guys, 

protect your assets.’”

Bassman �iercely protects those clients — 

the brick-and-mortar venues, promoters, 

artists and bands who want to put togeth-

er memorable entertainment events. 

Ascend’s blend of experience, coverage 

and service has been a repeat hit in the 

entertainment world — with clients who 

manage such festivals as Life is Beautiful, 

Lollapalooza, Governor’s Ball NYC and 

Austin City Limits, as well as concert 

promoters Bowery Presents, C3 Presents 

and others.

Ascend also has led the music business in 

a national safety campaign. A stage 

collapse at the Indiana State Fair in 2011 

led the �irm to help form the Event Safety 

Alliance, a non-pro�it that outlines best 

practices for live entertainment events. 

Not only does it make the entertainment 

world safer, but it improves the risk 

pro�iles of Ascend’s customers.

When it came time to transfer ownership 

from Chippendale (who himself had 

bought out another partner in 2013), 

Ascend turned to InsurBanc. “Because of 

the banking relationship and knowledge 

of the industry, we went to them to secure 

funding” to re�inance existing debt and 

create a new transfer of ownership, 

recounts Bassman.

Ascend originally began banking with 

InsurBanc in 2009 when management 

wanted “a bank that we perceived under-

stood our industry,” recalls Bassman. 

“Why it worked was they understood 

what we were trying to do.” With a previ-

ous transaction based on a buyout funded 

by the seller, Ascend approached Insur-

Banc seeking to “wrap up all the old debt 

into one note.”

“It was dif�icult. [But] InsurBanc made it 

easy because we had a working relation-

ship. They listened to us,” Bassman 

explains. For the transaction, he says, 

“They were very easy to work with. We 

started the work with people within 

InsurBanc that we had already been work-

ing with. They’re in Connecticut, we’re in 

Texas. We’ve never met personally.”

“Just like we have clients all across North 

America who pick us for our specialty, we 

picked InsurBanc because of their special-

ty in the insurance world,” comments 

Bassman. “The end result is that now we 

are poised with a very liquid footing, with 

a bank relationship that we can count on 

going forward.”

www.insurbanc.com

Private Equity 
Acquisi�ons and the 
Impact on a 
Company’s Bonding
Private equity acquisitions of companies 

that need bonding have become more 

frequent.  

Companies may look to private equity 

�irms for various reasons throughout their 

lifetime. They may be needed as a lender 

to help the company with a major equip-

ment expansion, or be utilized as part of 

the owner’s exit strategy from the 

business.

 

In the latter case, the company will be 

selling majority ownership to the private 

company in return for a signi�icant 

amount of cash. Typically, the owner will 

retain a minority stock ownership and will 

still manage the company for the next 5-7 

years. 

The �inancial impact of this stock sale can 

signi�icantly impact the ability of the 

company to obtain surety support for 

future projects. In many situations, the 

private equity company is purchasing the 

stock at an amount that exceeds the book 

value, which results in the post-acquisi-

tion �inancial statements re�lecting a 

signi�icant amount of goodwill. Surety 

companies focus on tangible net worth as 

a critical consideration when evaluating 

the amount of bonding support to provide 

to a company. To arrive at tangible net 

worth, goodwill is deducted out of equity, 

and this often results in a negative tangi-

ble net worth.

 

The proper structuring during the pre-ac-

quisition period can signi�icantly impact 

the bonding terms post-acquisition for the 

company. 

Your agency can provide the bonding 

expertise needed in these situations 

through our bond partner Goldleaf Surety 

Services. Remember, you don’t need to be 

the expert, as Goldleaf will work directly 

with your client if you wish. 

Learn more at www.bigimarkets.com. 



RLI Releases Updated 
Portal Site for Personal 
Umbrella and Home 
Business Insurance
RLI has released a new Portal 

(https://myportal.rlicorp.com) for 

agents who access their Personal 

Umbrella and Home Business Insur-

ance products.  Are you taking 

advantage of the new Portal yet?  

Portal allows you to:

self-quote and save your quotes

submit new business entirely 

online with eSignature and direct 

bill payment

check existing policy or payment 

status

obtain duplicate forms, such as 

policies, endorsements, renewal 

questionnaires, bills, etc.

run reports for expirations, 

enforce policies, renewals issued, 

etc.

obtain free marketing materials, 

including the popular “real-life 

claims” pieces

Portal is now more user-friendly for 

agencies that have multiple locations, 

write in multiple states, or have 

merged with — or acquired — 

another agency.  

All active users in the old Portal were 

sent an invite by RLI to create a login 

for the new Portal.  Creating a new 

login takes just 20 seconds and gives 

you immediate access!  

If you haven’t received an invite yet, 

or if your invite has expired, just 

contact your RLI state administrator 

to receive a new one.  

Find your state administrator’s 
contact information at 
www.iiaba.net/RLI. 
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Personal Umbrella 
Program Enhanced
You asked, and RLI listened! The RLI Personal Umbrella policy has made 
some major eligibility and underwriting changes for new and renewal 
business as of June 2018 and later. The major changes to the eligibility 
guidelines are summarized below: 

Drivers under the age of 20 will be eligible with one (1) incident (viola-
tion OR at-fault accident). Previously, drivers ages 20-21 were eligible 
with one incident, while those under the age of 20 were ineligible. As a 
result, the yes/no question pertaining to a driver under the age of 20 with 
an incident has been removed.

Drivers under the age of 22 will be eligible with basic underlying automo-
bile limit B (250/500/50 OR 300/300/50 OR 300 CSL). Previously, 
drivers under the age of 22 required basic underlying automobile limit of 
A (500/500/50 OR 500 CSL). Note that basic underlying auto limit A will 
continue to give a discount.

Up to $5M limits will be available for certain PUP Special risks. If a risk is 
in PUP Special due to the number of autos and/or properties (questions 1 
and 2), and no other response(s) make the risk PUP Special, up to $5M 
limits will be available. Previously, any response that made the risk PUP 
Special was limited to $1M.

Up to nine (9) residential properties rented to others that are not occu-
pied in whole or in part at any time will be eligible. Previously, ownership 
of six (6) or more of these properties was ineligible. As a result, the 
yes/no question pertaining to six or more rental properties has been 
removed.

Simplification of the farm/timberland question. Previously, RLI asked 
for how many acres of timberland and/or land that is farmed. RLI has 
removed that distinction and instead asks for how many acres of land 
are owned or leased.

Simplification of the target political figure question. In most states, 
appointed or elected political figures lower than the state level in a 
political subdivision with a population above 100,000 were previously 
ineligible. That distinction has been removed.

Increase of the prior liability loss amount for eligibility. Previously, the 
prior liability loss amount for eligibility was $25,000. Along with re-word-
ing the question to include open liability claims or lawsuits, the prior 
liability loss amount has been increased to $50,000. 

Learn more about the Big “I” Personal Umbrella Program at 
www.iiaba.net/RLI. 



The FBI maintains a National Stolen Art File from which 
they highlight successful recoveries by their Art Crime 
Team ($165 million since 2004). This database includes 
items stolen from museums and individual collections.

You never know why some art is stolen, especially the 
more famous pieces. No one is going to be able to walk into 
an auction house with a stolen Mona Lisa under their arm. 
In March of 1990, thirteen pieces, estimated to be collec-
tively worth $500 million, were stolen from a Boston 
museum. Among the stolen art is The Concert by Vermeer 
and Rembrandt’s only known seascape, The Storm on the 
Sea of Galilee. There is a $10 million reward for the recov-
ery of the art, and the museum still displays empty frames 
where they hung.

So where are they, since they can clearly never be sold on 
the open market? Someone who would organize a theft of 
this level must have wanted them for themselves or were 
hired by someone who did. A West Virginia man just 
pleaded guilty to attempting to sell the pieces for $5 
million, but he was attempting to defraud foreign buyers 
and doesn’t appear to have any knowledge of their actual 
location.

Lesser known pieces can also be stolen and sold with a few 
pieces finding their way back, sometimes decades later. 
Most do not, but what can you do with a nine-foot-long 
aluminum Staff of Asclepius that was obviously not stolen 
for scrap metal? 

The Personal Articles Floater on Big “I” Markets offers 
customized products and services for commercial and 
personal inland marine fine art and valuable articles. 
Coverage is available for museums, galleries, private 
dealers and corporate collections, as well as private fine art 
collections, jewelry, fine wine, silverware, musical instru-
ments, antiques and any collectible imaginable. This 
program offers many specialized features designed for all 
types of risks that will appeal to even the most discerning 
collector, regardless of risk size. The carrier’s in-depth 
knowledge of both personal and commercial exposures 
allows them to underwrite diverse risks resulting in 
policies that are individually tailored to meet the unique 
needs of your insureds.

Working with a specialty company that understands the 
unique elements of these risks leads to the most competi-
tive pricing, considerably broader and more flexible 
coverage than your standard homeowners insurer, and 
expert claims handling.

Special items warrant special coverages and terms not 
commonly found in standard policies, offering the follow-
ing coverages and unique features: 

All risks of physical loss or damage 
Worldwide coverage, including transit
Valuation options to meet individual risk needs
No per-item limitations
Newly acquired property coverage
No deductibles
Optional buy-back for recovered property
Legal liability coverage for objects in your care, custody 
or control

Expertise in claims adjusting is vital when specializing in 
niche coverages. Claims are processed in-house and are 
assigned to one of our expert adjusters from a tight 
network of specialists in the US. These specialists then 
work directly with your insured, guaranteeing privacy and 
utmost discretion in adjusting the claim. This high-profile 
network of adjusters gives your clients access to a host of 
niche industry specialists to aid in the claims process, such 
as: 

Fine art, collectible and jewelry appraisers
Specialty jewelers
Collectible societies 
Conservation and restoration specialists
Auction houses
Museums and gallery curators
University historians and experts for unique items 
Curating services for collectors

Policies are written on an admitted basis. The carrier is 
rated A XV by A.M. Best. The Personal Articles Floater (which 
replaces the Stand-alone Fine Arts commercial & personal 
products) is available in all states (except AK & HI) for both 
commercial and personal lines at www.bigimarkets.com. 

When Van Goghs Go



It’s no surprise that bad hiring decisions cost your business time, money, and most importantly, 
threaten your organization’s culture.
At Caliper, we believe that people are your most important asset – and we can help. In fact, Caliper has  
worked with more than 65,000 companies across the globe to objectively and scientifically predict  
performance.

End the cycle of bad hiring decisions today. Call 609-524-1200 to connect with a trusted HR advisor.

For more information, visit
calipercorp.com/IIABA

REDUCE THE RISK 
OF BAD HIRING 
DECISIONS



There are many �lood providers you could choose to do business 

with, but only one was chosen by the Big “I” to receive its 

endorsement. 

Selective has many strengths, but the one we hear Big “I” 

member agents return to again and again is Selective’s superior 

service. From dedicated territory managers to a state-of-the-art 

quoting platform, Selective and the Big “I” provide an 

unparalleled �lood program. 

 

When you work with Selective, you won’t be dealing with a 

third-party administrator. You’ll be working with talented, 

trained staff who take pride in being chosen by IIABA as the best 

for its members. 

Learn more at www.iiaba.net/Flood. 

Fall in Love with Selec�ve’s Superior Service  
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