suuosnusin g0 119100SNIGI Mmmm

or SIBUTUING MEHQME Jenuuy/

@..............MUWNLUH:Q>>>Nm<
:90ueINSU] BUIppam

G we1501J uoniudoday
90UB[[22X{ JO 9[D117) SUONIIAG

[ >U——On~ E[[21qui) [eUOsiad 3y ],

I * ueuLney)) syl woy ommwwuz

£9NSS| SIY3 Ul S,3eyM

Z 23pd uo panuguo))

"SBIPI pUE $1YSNOYl INOA JB3Y 01 SNoIXUE
we | *(woduiodadioydguorey afep

10 9088-568-119) wn Aue 3¢ Sw

]]82 1O SW [IeWw-3 01 SWOI[IM JIE NOJ "NOA
WIOJJ J83Y SN 19] ISBI]J "SIAQUISW UIIMIIq
angojeip uado wolj JO s3qe1 I]0I S,UOKIDIS
33 JO M31A Al jo 11ed puodas ay

“Komp
3L 42951824 pup 221s gam a1 31518 ‘3aspad ‘0§

‘sjeuolssajoid aoueinsul

Suowre sdiysuoiiejal Surmoid-wnyuswow
Surured ‘s1ure11suod sl 10 dURISIP OU
Y3IM J9U30 o83 199W SI9quaW usym Aep
a3 JO wealp | "SpIBOQ UOISSNISIP Y3noiyl
seap1 duneys 10§ sanjuniioddo uiseardug
aaey |14 am ‘smo13 diysiaquiswt

padedus A[[edo1uo11d3[3 N0 sy

slaquiaul [enplAlpul
u3amiaq andoferp e ufjqeus ¢

3115 gam 31 JO 3INIBIJ pIRO]
UoIssnosIp a3 jO 38eIURADE 3qB1 01 °7

S1U2Ad
Surwoodn jo noA wojuy 01 3[qe uraq °|

:10J s1 asodand ay |

"SIYa
INOQE $3[N1 101118 seY A19100G 3y |, .E:MQ
PITy3 AUe 01 $$31ppE [1BW-3 INOA 03 $S3DE.
MO[[E 0] JOU 10 [1eW-3 YI1m noA [purwnd
01 30u astwoid 34 "UOIIBIIUNWIWOD 10§
J]qE[IBAR SI SSIIPPE [IeW-3 INOA 31NS 3B
PUE 221s qam A39100G 913 UO 13351831 03
‘u01123s 93 Jo s1vquiaw 3urded-sanp ‘nod
JO 11& Yse 03 st ueyd oy jo ared 151y Y |

"SI9QUIDW SE SN U39M3I9( UOHIDIIUUOD
Zurjqeus 10 3INPUOD B SE S1 JBY | '331S qIMm
93 JO UOISIA peOolq 210Ul InO 03 301 des]
03 ued om dals 1XaU € sy “[eUOHIBULIONUI
Apasow st 9118 qom aY3 ‘Aepo |

“901S gam A19100G DD Y3 19pun

911S §OM UO1103G 1S313IU] SIUI'] [BUOSID]

€ PYSI[qBIS? SARY SIAQUISW 9311TWWOD
Y3 ‘SUO1338 1$9193Ul 19Y30 1T "dded
o1ut 1nd usaq Apesife sey uoldIUUod
189191Ul puE UOLIBUSISIP DI 10 Aq
pa11 91doad jo Aarunuiuiod e jo uoisia 3y |
“JUSUIISIAUL IE[[Op pUE SWII INO 10§ WIN3al
U1 133 ‘s19qUISUL SB ‘am JBYM PUEB UONIDG
1$3191U] $3UIT [BUOSIS] 33 10} UOIsla

433 e 81 [99) [ 3BYM paYyst|qeIs? [ ‘uo Ajieq

"uolIdUNy dARNSIUTWPE
ur dn 3ysned 5q 03 Sulaey INOYNM ‘seapl
pue sansst ssur] [euosiad Jo a3papmou
Iyl Junayuany ui paisaiaut sjdoad

01 §19138W A[[831 JBYM UO 9IBI1IUIDUOD
01 SN SMO[[ JIOMIWERL] TBY [ "9311TWWOD
diysiapes| ay3 10§ JI0maWeyy 3Y) pre|
108s399pa1d Aw 9sned3q AoN| [39) OS[E |

“U011235 153121Ul S JO

3j11 ays ut 19adeyp Apaes-[us siyijoued e
39 03 AoN] [29) | SUOSEaI [[B 318 3SAY ] ‘N
Juop shem[e 9A am Aem a1 sJey], ‘Ou
puy ‘01 dn 341 03 10 182d31 01 35Bd ON
"suLou O sa10esds] 1sed woy salepunoq
PAYSIqBISS OU IABY PUB 159mM3U

Y3 218 3m S1 IBY ] "SUOIIDIS 1S311Ul

[1e 03 anbiun 51351191081BYD U0 SBY

U01123G 182191U] saul] |euosia .:go

"‘9RIWWOD)
uOoI1735 SBUIT [RUOSIdd
s,A3191205 NDdD aYy3 jo
UBWLIIBYD 3Y3 SB SIAIDS
uojeH "Bunayiew
J]suueyd-ynw

pue ‘a3ueinsu| uj Jpald
J3WNsSuUod Jo 3sn ay)
‘Buispow aandipasd
uo sdnoib Ansnpui
pue suonedigqnd apes
dueINSU] 104 SDDIUE
paysiignd sey a4
‘swesboud bunaytew
pue s{001 bunmispun
pue ‘soseqelep
‘sjppow aAdIpald

uo sdnoub Anisnpul
SNoJSWNU passalppe
sey uojeH ‘sweiboid
bupsypew ssiuedwod
d3ueINSU| JOJ
uol1e}NSUOD pue s3|es
1211 404 3|qisuodsal
sl oy asaym bunayiepw
uoIsidald JUl0dadtoy D
Y3M IAIINIIXD JUNodde
[euopeu e st ‘31

‘N>dD ‘uojeH ‘W 3lea W

21D ‘NDdD ‘uojeH "W 3jeq Aq

uewiey) ay) woa} abessap

€00z dunf ¢ PquinN € JwINjoA 49100018 UN0A
ONIMASNI

supjead



Message from the Chairman

Continued from page 1

Since the leadership committee doesn’t
get paid in money for our time spent on
CPCU Society projects, we look toward
fulfilling our members’ desires as our
reward. Please help by providing us
guidance as to how we can meet your
needs.

B A Personal Lines liaison
is one who attends chapter
meetings on a regular
basis and will be a
communication conduit
to the interest section
committee.

Qur third agenda item has been put into
action at our mid-year meeting this past
May. I have asked all committee members
to develop a Personal Lines liaison for the
CPCU Society chapter in their local area.
A Personal Lines liaison is one who
attends chapter meetings on a regular
basis and will be a communication
conduit to the interest section
committee. We hope to have a Personal
Lines presentation/speaker at all of our
chapters at least once per year. The
Personal Lines chapter liaison would be
asked to coordinate this activity with the
assistance of the program committee in
his or her chapter.

To assist the Personal Lines chapter
liaison, the Society has seminar programs
completely developed that can be
presented easily with basic speaking
ability. The meeting could be at a regular
chapter meeting or lunch, [-Day program,
or something more elaborate. [ also urge
any noncommittee member to reach out
to your chapter in a similar way. I am
happy to help any of you get going so
please call if you have the desire to
provide such leadership.

Lastly, our section will be striving to
achieve high marks in the Society’s
Circle of Excellence Recognition
Program. A task force, established by the
Society, set out to align goals of both
chapters and interest sections with the

| achievements by section members that

| goals of the Society. While this sounds

like a “no brainer,” it’s quite a challenge
to pull off. We have designated a person
on our committee (thank you, Rob
Olson) to ensure we, as a committee and
interest section, are working in support of
Society leaderships’ goals. We have
published these objectives so we can all
stay focused on the same results. Future
newsletters will feature a list of

meet the Circle of Excellence objectives.

In order to make the list of achievements
as complete as possible, please make sure
you let Rob or me know what you are up
to. We want our section to be proud of
what we are accomplishing.

A final thought from a cynic [ admire
greatly . . .

“We are not born winners or losers but we
are born choosers.”—Paul Harvey

Good day. B

The Personal Umbrella Policy

by Jerome E. Tuttle, FCAS, CPCU, ARM, AIM, ARe

B Jerome E. Tuttle,
FCAS, CPCU, ARM,
AIM, ARe, is senior
vice president and
senior pricing officer
for Platinum
Underwriters
Reinsurance, Inc.,
in New York City. He
has written several
articles for RISE and
Personally Speaking,
has contributed to the
ARe and several CPCU
textbooks as a
reviewer, and has
written actuarial short
stories for the 2001
and 2003 Society of
Actuaries fiction
contests.

Editor’s note: The following opinions
are those of the author and do not
necessarily reflect the views of Platinum
Underwriters or any of its affiliates. All
the information used in this article was
obtained from publicly available
sources, including material obtained
from the New Jersey and New York
Insurance Departments.

ISO abbreviates its personal umbrella
policy as PUP, and pup is a good
metaphor for the small amount of
attention we seem to give to this policy.
The personal umbrella is the often
neglected pup compared with the top-dog

personal auto and homeowner policies, or |
with its distant cousin, the commercial
umbrella. The CPCU curriculum

provides only about 10 pages of personal
umbrella material in its textbook. Even |
many of our peers in the insurance
industry are not interested enough to pay
the $150 or $200 or so for their own
policy.

Since so few of us buy a personal umbrella
and since few people in the industry work
with personal umbrella, [ agreed to
provide some information on this lesser-
known coverage.

A personal umbrella policy provides

$1 million or more of liability limits in
addition to the liability limits in
underlying personal auto and
homeowners policies. It also may cover
some losses not covered under those
policies, although the breadth of this
protection is not as wide as it had been
some years ago. People usually buy
personal umbrella insurance from the
same insurer as their underlying
insurance, which is helpful to all parties
because umbrella policy definitions and
exclusions are often consistent with the
insurer’s own underlying policies;
however, not all auto insurers offer
umbrella, and in fact one of the top 10
auto writers in New Jersey does not.

As a rough gauge of the loss development
tail in umbrella, only about 25 percent of
an accident year's ultimate loss dollars are
known (paid or reserved on an individual
case basis) 18 months after the start of
the accident year. This compares to auto
BI where about 85 percent of ultimate are
known at 18 months. Besides the well-
known difficulty of recognizing large
claims early in the life of a claim, the
auto or homeowners claimsperson may
not notify the umbrella claimsperson
promptly of the possibility of an umbrella
claim. If the umbrella policy is with a
different insurer, it is the insured’s
responsibility to notify the umbrella
insurer, which creates the potential for
even greater delay.

Umbrella policies pay damages in excess
of a retained limit. If a covered umbrella
loss is also covered by underlying

insurance, the retained limit is the policy
limit of that underlying insurance. If a
covered umbrella loss is not covered by
underlying insurance, the retained limit is
a deductible. The common example of
the second case is that umbrella generally
covers the personal injury perils of false
arrest, detention, libel, slander,
defamation of character, invasion of
privacy, and wrongful entry, while
standard auto and homeowners coverage
generally do not cover these. Another
example of a covered umbrella loss not
covered by underlying insurance is that
unlike underlying insurance, umbrella
provides coverage on a worldwide basis.

| The most famous personal umbrella

policyholder in recent years is former
President Clinton. His umbrella policies
with State Farm and Chubb in the 1980s
reportedly paid some of his legal fees in
the Paula Jones case. Sexual harassment is
usually an excluded peril, but several
insurance industry sources have surmised
that President Clinton was covered for
the defamation peril.

B The most famous personal
umbrella policyholder in
recent years is former
President Clinton.

When there is both underlying and
umbrella coverage, an interesting

| question is which policy and which

insurer has the duty to defend. The
underlying policy requires the insurer to
defend, and generally provides for legal
expense without limit. However, after the
underlying insurer has tendered its policy
limits, the umbrella insurer may also have
a duty to defend, and may be required to
share in the legal expenses. When a
single insurer is both the underlying and
umbrella insurer this issue may appear
moot, although the choice of which
bucket contains the legal expenses affects
the experience used in ratemaking and
reinsurance. There does not appear to be
a standard allocation method for an

| insurer to allocate its legal expenses

Continued on page 4




The Personal Umbrella Policy

Continued from page 3

between the underlying and umbrella
policies.

I examined a number of umbrella rate
filings made with the New Jersey and
New York insurance departments to see
how rates were constructed. Umbrella
claims are of course significantly less
frequent than primary auto and
homeowners. Many insu_ers use their
countrywide umbrella experience rather
than their state umbrella experience.
Some insurers do not provide actuarial
umbrella data at all, but rather make a
filing based on their competitive position
against other insurers’ rates.

M A growing area for
umbrella claims is liability
for business activities.

The largest component of an umbrella
rate is for automobile, commonly as a flat
charge that does not vary according to
the primary auto rate classifications of
age, sex, marital status, usage, or points,
except that it varies based on a small
number of territories, and some insurers
surcharge for youthful drivers. Presumably
this flat charge is based on an average
auto Bl and PD rate adjusted by increased
limits factorts for the umbrella limits
provided. The next largest component is
for residential liability, which also does
not vary according to the primary
homeowners rate classifications. There
are additional charges for each additional
vehicle, each additional residence or
rental property, and for larger watercraft
than what is covered by an unendorsed
homeowners policy.

Some, but not all, insurers provide a rate
credit when the underlying insurance
limits are greater than the minimum
required limits. For example, an insurer
may require minimum underlying limits
of $250,000 before issuing an umbrella
policy. If an insured carries $500,000
limits, his probability of having a claim
that reaches the umbrella policy is
reduced compared with the insured who
has the minimum $250,000 limits.

Some insurers apply a surcharge when the | umbrella applies as if the underlying

underlying insurance is with a different
carrier. One justification is that the
underwriting information that is already
part of the underlying policy is not easily

| available to the umbrella underwriter.
' Another possibility is that the umbrella

insurer is at a disadvantage compared
with a different underlying insurer in the
timely reporting and settlement of claims.
Also, the umbrella policy definitions and
exclusions may not be consistent with
another insurer’s underlying policy
language, possibly creating unintentional
coverage.

A growing area for umbrella claims is
liability for business activities. The
homeowners policy generally excludes
liability coverage for business activities,
unless included by endorsement.
Umbrella policies may exclude this
coverage, or may include it if it is covered
by the underlying policy. In any case,
there is the potential for confusion over
gray areas such as incidental business
activities, hobbies that turn into
businesses, part-time business activities
by minors, and volunteer work for
charitable organizations. Some umbrella
rate filings contain surcharges for home
day-care operations, residences used as
office or beauty shop, or teachers
involved in athletics coaching. Obviously
there is a wide range of potential business
activities, and the savvy underwriter will
attempt to discern this in underwriting
each insured.

Entertainers, athletes, elected officials,
and other celebrities or extremely high-
income individuals have greater than
average potential for libel and slander
and are targets for lawsuits due to their
notoriety and perceived wealth. Such
individuals may find it difficult to obtain
umbrella insurance from standard
markets.

Umbrella policies require the insured to
maintain the underlying insurance
policies, which are scheduled on the
umbrella declarations page. If the insured
fails to maintain the underlying
insurance, or if the underlying insurer
becomes bankrupt or insolvent, the

insurance were valid and collectible.

As with all underwriting, the challenge of
the umbrella underwriter is to write the
better than average insureds and to
charge rates that are appropriate for the
exposure. The task is made more difficult
in umbrella by the need to understand
both the umbrella policy coverage and
the coverage of the underlying policies. Bl
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Sections Circle of Excellence Recognition Program

In May 2002, the CPCU Society's
Board of Governors approved the
implementation of a Sections Circle of
Excellence Recognition Program, similar
to the chapter program. This program
aligns interest section activities with the
Society’s 2002-2007 strategic plan and is
a tool to assist section leaders in
providing value for their section
membership. Thus, the objectives in the
Circle of Excellence parallel the
objectives of the Society.

The Sections Circle of Excellence
Recognition Program recognizes sections
for their efforts to achieve certain levels
in performance. Interest sections earn
Bronze, Silver, or Gold recognition by
undertaking activities that promote the
CPCU Society, its interest sections, and
insurance education in general.

Last year, the Personal Lines Section was
one of only four sections to be awarded
the Gold recognition, an accomplishment
we would like to emulate this year. We
are now actively gathering
accomplishments since June 2002 from
any of the Personal Lines Section
members. The following are some areas
we can cite for this program:

¢ conduct symposia, workshops, classes,
or turnkey projects

¢ publish articles, research projects, or
newsletters

¢ publish or edit insurance textbooks
¢ develop an innovative program

¢ perform employer or community
outreach

® enhance the web site for member
value

¢ conduct local chapter outreach

* develop sponsorship program for new
designees

e conduct e-mail or letter outreach
e staff Annual Meeting sections booth

¢ staff I-Day booths at chapter meetings

ACTIVITY

conduct a symposium

conduct a workshop

conduct a turnkey project
publish a research project
employer outreach

develop an innovative program

oOooooad

publish newsletter(s)

conduct CPCU member workshop

| .
preparea research project

develop an innovative program

ogoOooogaoo

Goal #3—Stewardship

local chapter outreach
e-mail outreach
letter outreach

OoOoOoooado

develop an innovative program

conduct CPCU member symposium

staff Annual Meeting sections booth
staff I-Day booths at chapter meetings

Goal #1—Make CPCU the most widely recognized, valued, and highly-respected
professional designation/brand in the property/casualty insurance
industry by CPCU employers, key segments of the financial services
industry, and other important audiences.

Goal #2—All Society members have access to continually increasing number of
programs and services that position them for success.

conduct CPCU chapter meeting turnkey
develop CPCU chapter turnkey program(s)
enhance web site for member value

sponsorship program matching new designees
outreach program to national membership

In short, what have we done to promote
and elevate the CPCU organization,
insurance education, and our Personal
Lines Section Committee? Please e-mail
your activities including dates and details
to Rob.Olson@IRMI.com as soon as
possible. Your help and involvement are
appreciated. l

CIRCLE ©F EXCELLENCE
RECOGNITION PROGRAM




Wedding Insurance: A Savvy Purchase?

by Robin K. Olson, CPCU

M Robin K. Olson, CPCU,
is a member of the
CPCU Society's
Personal Lines
Section Committee.

Editor’s note: This article is copyrighted
by [RMI and is reprinted here with
permission.

After paying for the wedding, about the only
thing a father has left to give away is the
bride.—Unknown

; '»ith spring approaching, many
wedding plans are in their initial stages.
Most weddings proceed without any
major problems or interruptions.
However, this pleasant scenario does not
always work out. A host of problems,
some major, can occur to disrupt this
important event, including the following:

e The bride or groom suffers an
unforeseen injury or illness.

¢ An immediate family member suffers
an unforeseen injury or illness.

e The bride or groom is unexpectedly
called for military deployment.

® The bride or groom becomes
unemployed.

* A hurricane, flood, tornado, or power
outage disrupts the wedding or
honeymoon.

® The wedding dress or wedding presents
are stolen, lost, or damaged.

e The best man loses the wedding ring.

e The deposit for the caterer, venue,
bridal boutique, or band is lost because
the service provider went out of
business.

® An injury occurs to a guest at one of
the wedding events.

e The wedding photographs or videos
are destroyed or the photographer fails
to show up for the event.

Wedding insurance provides valuable
protection from these events, since many
weddings are costly affairs. Nearly five
million Americans are expected to tie the

knot this year, according to the
Association of Bridal Consultants. The
wedding industry is a $72 billion per year
industry. According to Bride's Magazine,
the average wedding cost $19,000 in
2000. A recent Association of Bridal
Consultants study indicated that the
typical wedding includes four
bridesmaids, four ushers, 125 to 150
guests, some kind of food and music, and
costs between $14,000 and $20,000.
Wedding budgets over $100,000 are not

uncommon.

Wedding insurance originated in England
in the late 1980s and spread to the
United States in the early 1990s. Most
wedding insurance sold in the United
States is brokered or administered

through two main competitors—
WedSafe and Weddingsurance.

WedSafe Policy

Roger and Karen Sandau established
Wedsafe in 2000. According to Ms.
Sandau, the president and cofounder of
this organization, the idea grew out of the
destination wedding they were planning
in Maui, Hawaii, and their need for
protection for this large investment. This
company has experienced tremendous
growth during the last three years.

The WedSafe Wedding Insurance Policy
is geared specifically to weddings. [t is
brokered by Robertson Taylor North

America and underwritten by Markel
North America. This prepackaged policy
is available in four different levels, with
the only difference being distinct policy
limits. The levels range from $7,500 in
limits (silver policy) to $50,000 in limits
(diamond policy). The premium for these
policies ranges from $155 for the silver

| policy to $385 for the diamond policy.

Higher limits are also available via a
telephone or in-person consultation.
Their largest policy was recently written
with a $700,000 limit.

The policy provides wedding cancellation
and postponement coverage, which pays
for deposits forfeited and other charges
paid for transport, catering services,
wedding accommodations, photographs,
flowers, entertainment expenses, wedding
attire, and related items, subject to the
following five exclusions:

¢ Any circumstance known to the bride
or groom at the policy inception date
that causes the cancellation or
postponement of the wedding.

e Lack of funds, other than due to
unemployment, after the inception
date.

¢ Failure to notify the contracted
provider and avoid the loss after it was
necessary to cancel or postpone the
event.

® Named insured knowingly breaks a
law, which renders it impossible to
hold the event.

e Weather conditions, unless the
conditions are so extreme that they
prevent the bride, groom, close family
members, or the majority of the guests
from attending the event.

Examples of some actual excluded events
include the following:

® The bride or groom changes his or her
mind about the nuptials.

¢ The bride or groom violates parole and
is required to go back to jail or prison,
disrupting the wedding.

® The bride or groom’s divorce from a
prior marriage is not finalized before
the wedding.

* A medical condition of the bride or
groom existed at the policy inception,
but was unreported to the agent or
insurer.

The WedSafe policy also provides
additional services coverage. This
includes those services not originally
anticipated that are incurred to avoid an
otherwise necessary cancellation or
postponement, for up to 125 percent of
costs of services originally contracted. An
example would be the hiring of a
photographer at the last minute for an
additional cost, because the original
photographer went out of business.

The cancellation coverage and additional
services coverage are also subject to two
extra exclusions. First, there is no
coverage due to the voluntary decision of
the insured party not to proceed with the
ceremony for a reason unrelated to a
covered peril (e.g., change of heart).
Second, there is no coverage for a loss
arising from (a) self-inflicted injuries,
alcoholism, insanity, or influence of
drugs; (b) any preexisting condition
known to the bride or groom at the policy
issuance date; (c) pregnancy commencing
before the policy issuance date, unless the
expected delivery date is more than two
months after the wedding date; or (d) any
planned event that is against the advice
of a medical practitioner.

In addition, this prepackaged policy
includes the following areas of coverage,
with a range of limits depending on the
policy selected.

* Wedding photographs and video
{$1,000 to $3,000 limit)—pays
expenses incurred to retake the
photographs or video due to the
nonappearance for any reason of the
photographer, loss or damage to the
original film before copies are
received by the insured, and the
nondevelopment of the original film.

e Wedding attire ($1,000 to $3,000
limit)—pays the cost of replacing or
repairing the lost, stolen, or damaged
attire, or any requisite rental charges.

* Wedding presents ($1,000 to $3,000
limit)—pays for any lost or damaged
presents up to seven days before or
seven days after the wedding.

e Wedding rings ($1,000 to $3,000
limit)—covered for any cause within
the seven days preceding the wedding.

e Loss of deposits due to the cessation of
the provider's business ($1,000 to
$3,000 limit)—covers any
nonrefunded deposits paid for
transport, catering services,
accommodations, photographs,
flowers, entertainment expenses, or
wedding attire.

® Professional counseling ($500 limit)—
pays if the bride or groom suffers
emotional stress requiring professional
counseling as recommended by his or
her medical physician, following
cancellation of the wedding.

Each of these coverages is subject to
specified exclusions. In addition, there is

a $25 deductible for each covered
section.

Since this coverage is only offered on a
prepackaged basis, insureds who do not
need particular coverages cannot delete
any undesired insurance for a premium

credit.

The WedSafe policy also includes three
general exclusions applicable to all
coverages—radioactive contamination,
war including civil war, and terrorist
actions. Note, however, the terrorist
exclusion does not apply if the act results
in direct physical loss or damage to the

ceremony or reception site, or if the act
causes the cancellation of the insured
party’s transportation.

In addition, WedSafe offers a separate
liability and property damage insurance
policy, underwritten by Entertainment
Brokers International. This is commonly

| purchased because many wedding or

reception venues require couples to
provide liability insurance, sometimes
with limits up to $1 million. This policy
protects the wedding couple from liability
related to certain types of accidents
occurring at the wedding or reception
that result in bodily injury or property
damage. Possible accidents include injury
to guests or staff, facility damage, property
damage, or alcohol-related accidents
(host liquor liability only). This policy
also allows the named insured to list up to
three additional insureds beyond the
bride and groom at no extra premium.
The standard policy costs $150 and
includes liability limits of $1 million per
occurrence, with a $2 million aggregate.
It also includes a $250,000 third-party
property damage limit (e.g., guest
carelessly discards a cigarette leading to a
fire at the wedding reception hall).

Note, however, that if the wedding
couple already has a homeowners policy,

| this coverage may be extraneous. For

example, if a guest is injured at the
wedding hall, most homeowners policies
provide coverage. The wedding hall is an
“insured location” under the ISO

' Homeowners 3 (HO 3) policy, since an

“insured location” includes “any part of a
premises occasionally rented to an
‘insured’ for other than ‘business’ use.” In
addition, “property damage” to property
rented to an insured is covered under the
HO 3 if the loss is caused by fire, smoke,
or explosion. However, if guests become
inebriated and inadvertently damage the
reception hall carpet, coverage is
excluded under the HO 3. The WedSafe
policy would likely cover this loss, subject
to a $1,000 deductible.

Continued on page 8




Wedding Insurance: A Savvy Purchase?

Continued from page 7

Weddingsurance Policy
Robert V. Nuccio, the president of R.V.
Nuccio & Associates, developed
Weddingsurance, the first of its kind, in
the early 1990s and upgraded it into a
new component-based product in 1997.
Nuccio & Associates is the program
administrator in all 50 states for this
product, which is underwritten by
Fireman’s Fund. Unlike the Wedsafe
policy, this flexible product is also used
for bar and bat mitzvahs, reunions,
graduations, anniversaries, and other
private events. Weddingsurance is
popular in areas of the country prone to
weather catastrophes, such as tornadoes,
hurricanes, earthquakes, and floods. Every
agent and broker in the United States can
sell this product on a commission basis.

Common covered claims under this
policy include the postponement or
cancellation of a wedding due to a sudden
illness (e.g., appendicitis or heart attack),
an automobile accident, or the sudden
disease of the bride, groom, or significant
family member. According to Mr.
Nuccio, the closing of the airports after
the September 11, 2001, tragedy also
resulted in numerous covered losses.

The policy offers nine specific coverages,
including the following:

o cancellation or postponement
¢ additional expense

¢ photographs and video

e gifts

¢ rented property

e special attire

e jewelry

e personal liability

¢ medical payments

There are numerous similarities between
the Weddingsurance policy and the
WedSafe policy. For example, the
Weddingsurance policy includes what
Nuccio calls the “cold feet” exclusion,
also known as the “change of heart”
exclusion. He believes this is the key
exclusion in the policy, since many
engagements are called off prior to the
wedding.

Weddingsurance's weather coverage is
available only if the policy is purchased
14 or more days from the date of the
event. However, the product can still be
procured (without weather coverage) one
day before the wedding.

The Weddingsurance policy has a base
premium of $195 for a $3,000 limit,
including a $250 deductible applying
separately to each coverage. Unlike the
WedSafe policy, Weddingsurance’s
coverage and limits can be tailored to the
insured’s specific needs. If the bride and
groom already have homeowners
coverage, this offers a particular
advantage. For example, wedding
presents coverage may not be needed
because the homeowners policy grants
worldwide coverage for this type of
property, up to the full personal property
limit. (Note, however, that the covered
perils are more restrictive under the
homeowners policy, as compared to the
Weddingsurance policy.)

This tailoring of coverage is easily
handled through a self-rating worksheet
found on the organization’s web site. This
transaction can also be performed via the
telephone.

In addition, the Weddingsurance product
provides liability coverage within its
policy, unlike the Wedsafe program,
which requires a separate policy for this
loss exposure. Weddingsurance's standard
liability limit is $500,000, which can be
increased for an extra premium. In
addition, Weddingsurance includes third-
party property damage at the full limit.

Who Should Purchase This

Insurance?

This insurance may not be for every
prospective bride and groom. If a small or
inexpensive wedding is planned, the cost
of the insurance may outweigh the
benefits. An example might be a smaller
wedding in which the bride and groom
have extensive financial resources, but
with an extravagant honeymoon planned
for which they have purchased travel
insurance.

If the bride and groom are flexible on the
wedding particulars (e.g., the number of
wedding photographs or reception hall
location), then this coverage may not be
necessary. However, Nuccio respectfully
disagrees with this philosophy. He
believes that “only those that can afford
to provide the same wedding twice should
pass on the policy.” He contends that few
people fit into this category. According to
Ms. Sandau, wedding insurance is a good
financial decision for nearly all weddings,
because the cost of weddings are relative,
since a $10,000 wedding to one person
may be more “expensive” than a $50,000 |
wedding to another.

M ... only those that can

afford to provide the same
wedding twice should pass
on the policy.

For large and expensive weddings in
which the bride and/or groom want
everything perfect (which is nearly always
the case), this insurance may be a wise
investment. It is recommended that the
insured get quotes and sample policies
from more than one organization to
compare premiums and coverages for the
right fit. Ideally, this should be purchased
far in advance of the wedding, before any
expenses are incurred.

Helpful Web Sites for Wedding Insurance

Organization

Description Web Site
www.wedsafe.com
www.markelcorp.com\
www.robertson-taylor.co.uk
www.entbrokersintl.com

WedSafe Provides wedding insurance, brokered
by Robertson Taylor North America
underwritten by Markel North
America; separate liability coverage is
underwritten by Entertainment

Brokers International.

wWww.rvnuccio.com
| www.wedsure.com

Provides a wedding insurance
product entitled Weddingsurance and

R.V. Nuccio & Associates

products; program is underwritten by
Fireman’s Fund.

other special event insurance | www.firemansfund.com/products




Annual Meeting and Seminars

Personal Risk Management:
Educating the Consumer

Sunday, October 12, 2003
1-3 p.m.

Are insurance industry professionals
doing a good job of educating their
personal lines customers? Do personal
lines customers know what they need to
about loss prevention and reduction, the
claims function, and the underwriting of
applications? This provocative seminar
will be an eye-opener for agents and
brokers as well as for insurance company
personnel. You'll learn techniques for
improving communication among
insurers, their agents, and their insureds;
partnering with your personal insurance
customers; and avoiding common
coverage misconceptions that all too
often create ill will among these
customers. Filed for 2 CE credits.

Developed by the Personal Lines and Risk
Management Sections.

Moderator
Janice P. Phillips, CPCU
State Farm Group

Panelists
Ronald S. Bryant, CPCU
State Farm Group

Marsha D. Egan, CPCU, CPIW, is
assistant vice president, Encompass
Insurance, Reading, PA. A CPCU since
1980, she has served the Society in a
number of capacities—muost notably as
1999-2000 CPCU Society president. In
addition to this, Egan is a past president-
elect, secretary-treasurer, and vice
president for the Society, and is a former
chairman of the Continuing Education
and Chapter Affairs Committees. She has
also served as a facilitator for the
Society's Personal Resilience workshops
and as president of NAIW’s Reading
Chapter. In her community, Egan has
served as president of both the Junior
League of Reading, PA, and as president
of Leadership Berks.

Kent W. Schaum, CPCU

Amica Mutual Insurance Company

Urban Insurance
Challenges and
Opportunities

Monday, October 13, 2003
10:30 a.m. — 12:30 p.m.

The urban insurance environment is
rapidly evolving. Changing political
climates in some of the larger insurance
states may lead to new regulatory and
legislative interest in urban insurance
availability. In addition, some housing
advocates continue to litigate against
insurers. While these developments

| present specific challenges, urban markets

also present profitable opportunities. This
timely seminar will explore the
challenges and opportunities facing the
urban insurance market today, as well as
the resources available for developing a

successful urban insurance business.

| Developed by the Personal Lines Section

and presented by the Urban Insurance
Partners Institute.

Presenter

Suzanne Reade joined the Urban
Insurance Partners Institute as president in
2000. Previously, she held several
positions at CNA. As vice president for
public affairs at CNA, she initiated and
managed a corporate public affairs
program. She also represented CNA on
the board of Neighborhood Housing
Services of Chicago and helped create the
Home Equity Assurance Programs in
conjunction with other insurers,
community leaders, and regulators. Before
this, Reade was a founder and leader of the
New York Public Interest Research Group
and a founder of the lllinois Civil Justice
League and Cook County Crime Stoppers.
She graduated from Syracuse University
with a B.A. in environmental law.
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CPCU SOCIETY

Annual Meeting & Seminars
Oel. 11— 14, 2003 » New Orleans, LA

Register Today!

For more information
or to register, go to
www.cpcusociety.org.

if you have questions,

contact the Member Resource
Center at (800) 932-CPCU,
option 5, or send a message to

membercenter@cpcusociety.org.

Photo courtesy of the New Orleans
Metropolitan Convention and Visitors
Bureau; Richard Nowitz.

2002-2003 Personal Lines Section Committee

Chairman

Dale Halon, CPCU CIC
Choicepoint

Westerville, OH

Phone: (614) 895-8806

E-mail: dale.halon@choicepoint.net

William T. Atkins, CPCU, CIC,
ARM

North Pacific Insurance Company

Portland, OR

Phone: (503) 645-6941

E-mail: wtatkins620@attbi.com

Diane G. Baker, CPCU
Allstate Insurance Company
Northbrook, IL

Phone: (847) 402-7998
E-mail: dbak8@allstate.com

Daniel L. Blodgett, CPCU

State Farm Group

Bloomington, IL

Phone: (309) 735-4855

E-mail:
dan.blodgett.cqsx@statefarm.com

Charles James Butler, CPCU
AAA Mid Atlantic Companies
Philadelphia, PA

Phone: (215) 831-6721

E-mail:
cbutler@aaamidatlantic.com

Fred Craig, CPCU

Westwood Technology Group
Sun Prairie, W1

Phone: (608) 827-7772, ext. 112
E-mail: fredcraig50@hotmail.com

Leslie A. DeCaporale, CPCU
MetLife Auto & Home
Warwick, RI

Phone: (401) 827-2828

E-mail: ldecaporale@metlife.com

Judy R. Frey, CPCU
Erie Insurance Group
Dunshore, PA

Phone: (570) 746-4081

E-mail: judy.frey@erieinsurance.com

Werner E. Kruck, CPCU, ASLI
Alpha FSC

Cincinnati, OH

Phone: (513) 591-1405

E-mail: werner@krucknet.com

Eileen A. Lehman, CPCU
Response Insurance
Hamden, CT

Phone: (203) 634-7256

E-mail: elehman@response.com

Rob Olson, CPCU
IRMA

Garland, TX

Phone: (972) 687-9396

E-mail: rob.olson@irmi.com

Janice P. Phillips, CPCU
State Farm Group

Monroe, LA

Phone: (318) 362-6309
E-mail: dphill1306@aol.com

Kent W. Schaum, CPCU

Amica Mutual Insurance Company

Petaluma, CA
Phone: (800) 385-6377 x525

E-mail: kschaum@amica.com

Jerome Tuttle, CPCU, FCAS
Platinum Re

New York, NY

Phone: (212) 238-9582

E-mail: jtuttle@platinumre.com

Tina Weinstein, CPCU,CLU,
ChFC

State Farm Fire & Casualty

Bakersfield, CA

Phone: (661) 663-5113

E-mail:

tina.weinstein.c52 1@statefarm.com

Liaisons

Mary Ann Cook, CPCU
AICPCU

720 Providence Road

Malvern, PA 19355-3442

Phone: (610) 644-2100, ext. 7504
Fax: (610) 993-7583

E-mail: cook@cpcuiia.org

John J. Kelly, CPCU

CPCU Society

720 Providence Road

Malvern, PA 19355-3446

Phone: (800) 932-CPCU, ext. 2773
Fax: (610) 251-2775

E-mail: jkelly@cpcusociety.org
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