
Is Your Business Properly Insured?
To day, busi nesses face

greater risks than ever be fore. In
ad di tion to such typ i cal risks as
theft and fire, there are a host of
other risks that are unique to
each par tic u lar type of busi ness.
That’s why it is es sen tial that
businessowners make sure they
buy the right type and amount of
in sur ance and up date their pol i -
cies an nu ally to in clude im prove -
ments, ma jor pur chases and
in creased re build ing costs, as
well as any li a bil ity risks, ac -
cord ing to the In sur ance In for ma tion In sti tute (I.I.I.).

“One of the big gest mis takes businessowners make is
that they don’t buy the right type of in sur ance and of ten have 
gaps in their cov er age,” said Loretta Worters, vice pres i dent,
I.I.I. “Businessowners should con tact their in sur ance agent
an nu ally to make sure that their in sur ance is ad e quate.”

A Businessowner’s Pol icy (BOP) is rec om mended for
most small busi nesses (usu ally 100 em ploy ees or less), as it
is of ten the most af ford able way to ob tain broad cov er age.
Com bin ing both prop erty and li a bil ity in sur ance, a BOP will
cover your busi ness in the event of prop erty dam age, sus -
pended op er a tions, law suits re sult ing from bodily in jury or
prop erty dam age to oth ers, etc.

BOPs do NOT cover pro fes sional li a bil ity, auto in sur -
ance, work ers’ com pen sa tion or health and dis abil ity in sur -
ance. You’ll need sep a rate in sur ance pol i cies to cover
pro fes sional ser vices, ve hi cles and your em ploy ees.

For me dium and larger busi nesses, there are more com -
pre hen sive com mer cial pol i cies. To prop erly in sure your
busi ness, the I.I.I. sug gests that you ask your agent these four 
im por tant ques tions:

1. Do I have enough in sur ance to
re build my busi ness prop erty and
re place all of my mer chan dise and
pos ses sions?

A Build ing and Per sonal Prop erty Cov er -
age (BPP) pol icy is com monly used to
cover any com bi na tion of the fol low ing
three broad cat e go ries: the build ing, your
busi ness per sonal prop erty and the per -
sonal prop erty of oth ers.

2. Do I have enough in sur ance to
pro tect my employees’ per sonal
prop erty?

You will need to add a Per sonal Ef fects and Prop erty of
Oth ers cov er age to your pol icy.

3. Do I have enough in sur ance to keep my busi ness
open?

A busi ness that has to close down com pletely while the pre -
mises are be ing re paired may lose out to com pet i tors. A
quick re sump tion of busi ness af ter a di sas ter is es sen tial.
That’s why busi ness in ter rup tion in sur ance is so im por tant.

4. Do I have enough in sur ance to pro tect my as sets from
a law suit?

The only way to pro tect your as sets is to carry ad e quate
busi ness li a bil ity in sur ance. A Com mer cial Gen eral Li a bil ity 
(CGL) in sur ance pol icy is the first line of de fense against
many com mon claims. CGL pol i cies cover claims in four
ba sic cat e go ries of busi ness li a bil ity:

u Bodily In jury Prop erty Dam age

u Per sonal In jury (In clud ing Slan der or Li bel)

u Ad ver tis ing In jury
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If You Want To Hire
Gen er a tion X Or Y . . .

If you’re hop ing to fill
open po si tions from the ranks
of Gen er a tion X or Y, be pre -
pared to change more than just
your man age ment style—you’ll 
need to fo cus on the new rules
of these gen er a tions. Plan to be
flex i ble and cre ative since
telecommuting is nearly an as -
sumed life style for them.
You’ll get more work and ded i -
ca tion from them if you make it 
avail able. To day’s 20- and
30-somethings are a whole new 
breed—in sist ing that jobs both
in ter est and en gage them. 

Get The Pick Of The Lit ter
By Mak ing Sure Your Work place:

l Fos ters com mu ni ca tion and listens to their con cerns and ideas.

l Of fers flex i bil ity by cre at ing an ac com mo dat ing en vi ron ment that
al lows for life/work place bal ance, in ter nal mo bil ity and job
changes.

l Pro vides op por tu ni ties for train ing that add to skill sets.

l En cour ages tech nol ogy and pro vides for their high-tech in cli na tion.

l Provides a fun environment that emphasizes productivity, customer 
service and job satisfaction.

l Promotes and supports relationships as an excellent resource for
recruiting new employees.

By in cor po rat ing these strat e gies, you will re cruit and re tain this
new breed known to be open to di ver sity, driven, col lab o ra tive and who 
love mean ing ful work.

Loss Con trol And
In sur ance

Ef fec tive loss con trol—re duc ing the num -
ber and size of losses—may af fect both the
avail abil ity and affordability of in sur ance.

A busi ness that is in dif fer ent to loss con trol 
may have a higher than av er age num ber of in -
sur ance claims. A re ally poor loss his tory can
make it dif fi cult to find in sur ance. Con versely,
busi nesses that ac tively man age risks, and
thereby con trol losses, will have fewer claims
and will of ten see those ef forts re warded with
lower in sur ance pre mi ums.

One use ful loss con trol re source is your in -
sur ance agent. In vite the agent to tour your pre -
mises and dis cuss how you are cur rently
man ag ing risks. He or she will be able to eval u -
ate your ac tions and of fer sug ges tions.

What This Symbol
Means To You …

There is a dif fer ence in where you buy your
in sur ance. Many don’t re al ize there are three
sources for in sur ance:

1. Cap tive Agents—who can sell you the in sur -
ance of only one com pany.

2. Tele phone & Internet Rep re sen ta tives—who
can of fer you the in sur ance of one com pany
only on the tele phone or via computer.

3. In de pend ent In sur ance Agents, like us—who
rep re sent many in sur ance com pa nies. We re -
search these firms to find you the best com bi -
na tion of price, cov er age and ser vice for all
your in sur ance needs.

Work ing With Your Agent

Your in sur ance pro fes sional can pro vide in valu able ad vice. Ask
your agent what you can do to re duce risks like fire or work-re lated ac -
ci dents and about the pro ce dures that should be in place to min i mize
losses in case your busi ness is hit with a ma jor di sas ter. To en sure that
you have the right coverages and the ap pro pri ate amount of in sur ance,
you need to keep your in sur ance pro fes sional in formed about any ma -
jor changes in your busi ness on an on go ing ba sis. This in cludes ma jor
pur chases, as well as changes to your build ing, the na ture of your op er -
a tion and in the num ber of em ploy ees.


