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yourself to compare policies and adjust your coverages. Set
a goal of starting the process at least 90 to 120 days before
your renewal.
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» Collaborate with your insurance representative —

Your business is unique, and so are its risks. Don't let
miscommunication lead to a gap in your coverage. Talk with
your insurance agent early in the renewal process. They can
help you identify loss trends, emerging risks, and discuss
changes to your business. Each of these factors will help
your agent identify the right coverage adjustments.

2. ASK THE RIGHT QUESTIONS

The way your business looks now probably isn't the way it
looked during its last renewal. Any changes to your business
could mean a change to your risk, and therefore your insurance

policy.

To help you capture the changes that might affect your policy,



gather answers to the following questions before talking with
your insurer:

» What were your gross annual sales and payroll?
» Have you added, replaced or reduced equipment?
» Did you add or reduce your number of employees?

» Have you entered new agreements with vendors or
subcontractors?

» Did your business add a new location or move?

» Have you adjusted the products or services you offer?

» Has your organizational structure changed?

» Have you added technology or online processes?

» How do you expect your business to change in the next

year?

By answering each of these questions ahead of time, you
can give your insurance agent an initial picture of how your
business changed in the past year. This will help guide your
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