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HOW TO EFFECTIVELY PRESENT CLIENTS TO THE MARKET
Getting the full value for your client

Key areas of opportunity

• Capturing the right exposure basis

• Getting the right program the first 
time

• Showing the value of risk 
management to differentiate
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GETTING TO THE RIGHT EXPOSURE
Categorizing the Revenues

Direct Reimbursables

Includes items that would be 
directly reimbursed by a client 

e.g. travel, mileage, calls, meals, 
copy expenses, per diem etc.

Subconsultants

We do include these billings for 
rating purposes due to 

vicarious liability. 

Reporting Periods

- Prior 12 months of billings used for 
rating purposes.
- Fiscal, annual or past 12 month periods 
can be used.
- 3 prior years required for multi-year 
policies.
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GETTING TO THE RIGHT EXPOSURE
Finding Differentiation Through Specialization
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GETTING TO THE RIGHT EXPOSURE
Finding Differentiation Through Specialization

Lower Rated Services:

• Services typically included within 
the billings reported by our insureds 
that do not result in construction.

• Rate difference can be between 
40% - 75% less than the base 
architectural or civil engineering 
rate.

• Feasibility Studies – early stage 
planning to determine success of 
project.

• Master Plans – long term outline 
and/or study of project.

• Reports – identify possible options for 
design. Identify deficiencies and 
provide statements on project 
progress.

• Opinions – written design 
suggestions.
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WHERE DOES YOUR CLIENT FIT?
Finding placement more efficiently 

Business Info Questions - Key Considerations

• Any “yes” answer is a red flag for you to 
consider additional risks.

• Having a discussion and gathering specifics 
from a client beforehand will save time for you 
in the long run. 

• Many concerns on the A&E program addressed 
in this section leads to a better covered 
elsewhere solution.
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RISK MANAGEMENT AS A MEANS TO DIFFERENTIATE
Firm practices can position carrier relationship for stability 

Providing Confidence to the Market
Focus on Areas of Strength

• A firm’s internal practices can differentiate them 
to the market (even in tough market conditions).

• “Yes” and “No” answers help you to identify 
both strengths and weaknesses within a firm.

• Weaknesses of the firm are opportunities for 
you to provide value, knowledge and 
partnership.

• Finding available premium credits.
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YOUR ELEVATOR SPEECH 
Finding your niche 

How to present as a specialist: 

• Ability to drill down on a firm’s revenues and 
services can save your client money.

• Getting your client to the “right” placement fast 
builds confidence and value.

• Risk management is a key indicator of 
mitigating risk – strengthening your client helps 
you in every market condition.

• Your knowledge of key areas of premium 
reduction on the application builds partnership 
and value.
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YOUR ELEVATOR SPEECH 
The battle of value and price

Value Price



QUESTIONS?
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TODAY’S PRESENTERS
Thanks for joining!

General email: design.us@victorinsurance.com

Kevin Collins
A&E Practice Leader

kevin.collins@victorinsurance.com

Jeanine Cole
Senior Underwriter

jeanine.cole@victorinsurance.com

mailto:vos.BuildersRisk@Schinnerer.com
mailto:kevin.collins@victorinsurance.com
mailto:jeanine.cole@victorinsurance.com


THANK YOU
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