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What is becoming clear, as we set 
standards of good and reasonable 
practice, is that there are those 
who do not want to follow the 
body of opinion of Practising 
Insurance Brokers.

This seems to indicate that the 
IBSC is working. The standards 
that we are defining for the 
profession are decided by the 
practitioners themselves and 
those who do not wish to comply 
are very welcome to sit outside.

If IBSC membership is going to 
have value then there must be a 
“them and us” situation.

I have had an excellent meeting 
with Sandy Scott and Ashwin 
Mistry at the CII and we wish to 
offer Ashwin all the support we 
can in his year as CII President. 
If we can give the CII the tools 
to demonstrate to potential 
Chartered Insurance Brokers what 
good and bad looks like then we 
should see a steady rise in the 
number of Chartered Insurance 
Broker firms and that must be a 
good thing for the profession.
I also want to welcome Barbara 

FROM THE 
CHAIRMAN

Frost as membership secretary 
to the IBSC. Many members will 
have already had communications 
from Barbara. Do get in touch 
with her if you need anything 
or have any questions (barbara.
frost@theibsc.org.uk).

Thanks goes to Richard Talbot-
Jones, a member in the North 
East, who has been working with 
a small committee to revise the 
IBSC application forms and make 
them a bit more user friendly! 

New members are always 
welcome and thanks to all those 
members who have volunteered 
to get involved from day one.
We are learning as we go 
(particularly for what it is 
like for the smaller 
insurance brokers)and 
some of the good 
practice that is being 
recommended to us just 
goes to the heart of being 
an insurance broker as a 
member of a legally 
recognised profession rather 
than being  just another insurance 
industry intermediary.

I hope you find something useful 
in this second IBSC Newsletter. 
Don’t forget that if you are a 
Practising Insurance Broker it is 
your professional body so tell 
us what you think good practice 
looks and feels like in your part of 
the world and with your clients. 
Also by reporting what you 
regard as bad practice it helps us 
formulate guidance and create 
rules and practice notes.

paul.anscombe@theibsc.org.uk

PAUL ANSCOMBE
IBSC CHAIRMAN

To all IBSC Members,
 
Over the last few months, much of our time has been taken 
up with defining and categorising key issues and meeting 
the major insurers.

It is safe to say that there has been a universally positive 
response to the founding of the IBSC amongst insurers 
and our objectives to define good and reasonable market 
practice for the profession and similarly to define what 
might be regarded as “bad” practice and drive it out.

Just Some 
Thoughts:

“The quality of an insurance broker can be 
measured by three key performance indicators:
The levels of stress a client suffers, the levels of 

statutory insurance not in place and the number of 
claims that are not paid in full or at all. 

Does anything else really matter?

A quality insurance broker puts client service first, 
makes sure he/she knows and understands the 
statutory requirements inside out and regards 
the payment of an honest claim in full as the 

objective of his professional work. As 
those standards fall so does the 

quality of the insurance 
broker”
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All my thoughts and ideas 
on professional standards 
are listened to and discussed 
(some rejected!), but having 
introduced the issue of Exclusivity 
Agreements I was pleased that 
the IBSC moved so efficiently to 
issue what is logical guidance 
and something that should have 
been said publicly years ago 
(IBSCG10003).

Something that is becoming clear 
is that all the public rhetoric 
about raising standards in the 
insurance broking profession is 
badly misplaced. Whether I have 
been speaking with someone 
working for a national insurance 
broker or a two man provincial 
firm, what is clear is that there 
is not much wrong with the 
standards of behaviour and 
practice within the profession but 
there is an urgent need to define 
them and to clarify what we, the 
Practitioners, think is not good 
practice.

I’ll give you an example of what 
I mean about the standards and 
values of insurance brokers.

A couple of months ago, the High
Court ruled that a member of the
public could not have two bites
of the cherry by complaining 
about an insurer to the Financial 
Ombudsman Service and then 
suing the insurer  if they did not 
like the judgement of the FOS

There was a debate about 
whether an insurance broker 
had a duty to advise the client 
about the route they should 
take with a complaint against an 

THE FIRST SIX MONTHS
ED FINCH

I think one of the best things 
about being part of the 
IBSC for the last six months 
has been the chance to 
meet and chat with leading 
Practising Insurance Brokers 
about professional matters.

Normally we meet at 
conferences and seminars 
and talk about commercial 
matters, the general state 
of the professional market 
and the rise of PI risk but 
to be in an environment 
where the pure focus is 
the profession of insurance 
broking and what looks 
good and what looks bad to 
us is really rewarding. 

insurer (the initial opinion of the 
IBSC is “No”). One of the Council 
members pointed out that his 
staff did all they reasonably could 
to avoid the client ever having to 
make that decision by spending 
time as part of their normal 
service persuading the insurer to 
make a fair offer in settlement of 
a claim.
 
Surely the point is to consider 
what an insurance broker should 
do to avoid clients having to 
complain to the Ombudsman or 
the Courts in the first place and 
if all else fails then consider what 
they might do if that does not 
work.

The insurance broking profession 
is not just about compliance or 
case law. It is also about putting 
the client’s interests first and 
helping them avoid the dispute in 
the first place. 
Perhaps this is the number one 
priority.

If it does come to the point of a 
client having to decide between 
the FOS and the Courts then that 
is a matter for legal or claims 
specialists. It might be a service 
an insurance broker can offer 
beyond the good and reasonable 
advice of the average insurance 
broker but sensibly there will 
be a separate term of business 
agreement to include the giving 
of such advice.

First and foremost it is the values 
that Practising Insurance Brokers 
hold dear that matter.

ed.finch@theibsc.org.uk

“If a claim is 
partially or totally 

rejected and the client is 
genuinely surprised it could 
be said that the insurance 

broker has not done his job. Or 
it could be that the insurer 

is just being surprisingly 
unfair?“
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AN UPDATE ON 
ADMISSIONS TO 

MEMBERSHIP
ROBIN LUCAS

With Alec Finch and Paul Anscombe,  I am a member of the Admissions 
Committee for the IBSC.

On the face of it, I considered that this might be a bit of a sinecure. 
After all, everyone knows what a Practising Insurance Broker is and the 
Admissions Committee is only called together when there is a query.

Well, six months on and I can tell you that there are all manner of 
people who want to join the IBSC where mine and Alec’s judgement 
has been called for.

The first thing that has really pleased us is the way that the Council 
members have embraced the demand for non-practising insurance 
brokers who work for authorised firms to join the IBSC. 

Compliance officers, directors who are not practising, support staff 
generally and so on. It has been agreed that they will be non-voting 
members, but already, places on important groups have been filled 
by non PIB members and their input has been invaluable.

Other applicants who are 
not Practising insurance 

Brokers

Non-Practising Employees 
of Authorised Firms

From Loss assessors, to consultants, to advisers of insurance brokers,
there have been a host of approaches, but the mood of the Council
is  (at present) against the concept of membership for non-Practising 
Insurance Brokers who do not work for an authorised firm of 
insurance brokers.

Overseas Insurance 
Brokers

We have had a number of approaches from overseas and to me this 
is an exciting development. The UK is a key centre for the placement 
of insurance risks and the profession of insurance broking is world-
wide. The first formal application was from the Isle of Man and I am 
really pleased that the Admissions Committee’s recommendation of 
approval for full membership was accepted. This has led to further 
offshore applications and acceptances.

It is worth remembering that the legal standard of good and reasonable
practice takes account of the opinion of  peer practitioners of a 
profession, such as insurance broking, as to what that standard 
should be, so we are going to be as wide as possible in our admissions 
philosophy.

In this way, all practitioners existing and retired, have a chance to have 
an influence on the definition of standards.

robin.lucas@theibsc.org.uk

Retired Insurance Brokers This is a non-voting category for individuals who have spent at least 
5 years of their career as a Practising Insurance Broker.
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DEFINING OUR 
DUTIES AND 

SERVICES
STEVE BAMFORTH

As Chair of the Insurance 
Broker to Client committee 
I can report a very busy and 
rewarding six months.

Thank you to all IBSC 
members and non-members 
for your feedback.

One of the biggest projects 
we have is the creation of 
guidance on setting service 
level agreements (SLA’s) so 
that clients know what to 
expect when they retain 
the services of a member 
of the insurance broking 
profession.

The idea is that we create a timeline of the relationship 
between and insurance broker and a client. Here is an 
example of the way we are thinking a Service Level 
Agreement between insurance broker and client might look:

1. I/we will introduce ourselves and tell you whether we are bound 
by any Code of Conduct and advise you where you can find a copy 
of the Code/Codes.

2. I/we will tell you whether we intend to give you advice or conduct 
the relationship on a non-advised basis.

3. I/we will tell you how we intend to communicate with you and 
how and where you should communicate with us. We will make 
a good and reasonable attempt to communicate in words that 
you should understand (we will rely on you to tell us if you do not 
understand anything).

4. I/we will identify in writing what we believe is the scope of the 
advice you have asked for.

5. I/we will make a good and reasonable attempt (with your help) to 
gather sufficient information to allow us to recommend insurance 
which is suitable to your Demands and Needs. 

6. I/we will make a good and reasonable attempt (with your help) to 
gather sufficient information to allow us to make a fair presentation 
of the risk to insurers.

       and so on...

Clearly we need as much feedback from Practising Insurance Brokers 
as possible, before we refer the project to IBSC lawyers and the FCA 
for their opinions, so get in touch (myopinioncounts@theibsc.org.uk) 
if you have an opinion or any useful ideas.

The purpose of the exercise is clarity for the client and to reduce 
conflict when a problem arises. As a profession we need to be able to 
define what we are going to do for the client and perhaps also what 
we are not going to do.

Remember, a prime duty of an insurance broker is to put a client in a 
position that they can make an informed decision about the advice we
give (that is one thing that defines us as a profession) and both parties 
being clear about what services and advice we are and are not going 
to provide must be a priority.

Analyse 
this from the 

perspective of the 
Bribery Act: 

Insurer X: “If you 
transfer any business to 
us from insurer Y in the 

next 12 months, we 
will give you an extra 

7% introductory 
commission”
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THE USE OF 
UN-RATED INSURERS 

STEVE BAMFORTH

A number of members 
have expressed concerns in 
relation to the use of un-
rated insurers, particularly 
given the recent well 
publicised difficulties in 
the solicitor’s Professional 
Indemnity insurance 
market.

The body of opinion of members 
appears to be that the use of un-
rated insurers may be in the best 
interests of clients where:-

(a) Suitable arrangements for 
individual clients are not readily 
available from rated insurers

(b) Insurance brokers are 
sufficiently satisfied that any 
unrated insurers that are used 
are financially robust and should 
be able to meet their liabilities 
- for example some of the long 
established and well managed 
mutual clubs.

However, difficulties arise where the financial position of unrated 
insurers is less than transparent or is shored up by reinsurance 
arrangements from relatively unknown reinsurers.  The situation is 
compounded when alternative and equally suitable arrangements 
are available from financially secure rated insurers albeit at a higher 
premium.

In such a situation how can insurance brokers put clients in a position 
where they can make a truly informed choice between a cheaper un-
rated solution and a more expensive rated one which may well be 
more secure ?  The larger international brokers may have the resources 
forensically to examine the financial strength of un-rated insurers but 
this is unlikely to be the case for smaller or medium-sized brokers.

It is acknowledged that when using non-rated insurers some insurance  
brokers insist on clients signing “Letters of Relief” absolving the broker 
from any responsibility should the insurer fail or fail to meet claims. 

IBSC question whether this represents good and reasonable practice, 
particularly where there is uncertainty over the financial strength 
of the insurer in question.  Insurance Brokers have a duty to make 
recommendations to clients in response to their demands and needs 
and seeking to absolve themselves of this responsibility seems not to 
be in the best interests of clients.  “Letters of Relief” may:-

 (a) be in breach of the FCA outcomes
 (b) be unenforceable as a matter of law

IBSC is also concerned that not all professional indemnity insurers will 
respond positively should claims arise where insurance brokers have 
recommended unrated insurers which have subsequently failed.  Was 
it negligence on the part of the insurance broker or a deliberate act?

The use of un-rated insurers can create difficulties for insurance 
brokers. The ISBC Training & Competence Committee is working on a 
learining programme for members on how to understand more about 
the rating of insurers and the Insurance Broker to Client Committee is 
considering what should be said when the use of an un-rated insurer 
is being considered.

steve.bamforth@theibsc.org.uk
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The IBSC is just about 
to issue a discussion 
paper (DP1024) on the 
FCA Thematic Review on 
Conflicts of Interest.

It is clear that the FCA have done 
their homework but that does 
not mean that they have made 
up their minds.

IBSC DISCUSSION 
PAPER DP1024

STEVE BURROWS 

It is important that all Practising 
Insurance Brokers have their 
say and in DP1024 the IBSC 
asks some questions of you as 
professional practitioners.

Can we actually go further 
and introduce a debate on 
what we see is unacceptable 
practice which has not yet been 
addressed by the FCA?

Much of what the FCA has 
highlighted refers to the payment 
of commission by insurers and 
the conflicts of interest that it 
might cause.

With the latest news that 
the Germans have done an 
about turn and now support 
the concept of commission 

disclosure is it now inevitable 
that we will go down the same 
road and does this mean that 
for the professional insurance 
broker, the charging of fees is 
what the future holds?

Do have a serious think about 
the implications of the FCA 
Thematic Review and how this 
might affect you in the future. 
It is going to help the FCA make 
the right decisions if they have 
a full picture of opinions in the 
insurance market.

Do let us have your thoughts on 
the questions raised in DP1024 
(myopinioncounts@theibsc.org.
uk).

steve.burrows@theibsc.org.uk

 
“Surely in a face 

to face meeting it is the 
professional man who is the 

best judge of whether a client has 
understood an explanation? It is likely 

that he explains things hundreds of times a 
year and over even a short career will make 

thousands of explanations. Does a professional 
man really just walk away if he has any doubt 

about whether an explanation has been 
understood? Of course not. The professional 
adviser take all reasonable steps to help the 

client understand.

So why do the vast majority of insurance 
brokers fail to make a contemporaneous 

note of what they have explained and 
whether they thought the client 

understood?”

“Do
we really need

people who stand up
in public and proclaim that

insurance broking standards
need to be raised? This seems 

unjustified and is perhaps just sales 
puff designed to sell some sort of 

service or product.

What is needed is a definition of
what good and reasonable standards 

look like. This is what the IBSC is 
doing and frankly, the majority of 

professional insurance brokers
are likely to meet most of 

those standards.”
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EXAMPLES OF 
CURRENT ISSUES 

BEING CONSIDERED 
BY THE IBSC, ITS 
MEMBERS AND 

COMMITTEES
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MEMBERSHIP
BARBARA FROST

Are you an insurance broker who would like to join the IBSC 
and have a say on your professional standards?

Signing up to the IBSC is simple. Please email me at membership@
theibsc.org.uk and I will send you out a form.

Membership fees are only £12 per year for individual membership 
and £30 per year per member of staff for corporate membership.

We will soon be launching our members’ website, giving you access to 
a wide range of tools and services so that you can have your input on 
the future of the insurance broking profession.
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“There are some who 
refer to Codes of Best

Practice which is unfortunate. The law 
looks for a standard of good and reasonable 

practice. Best practice is something beyond that 
and for the authorised firm and its employees to 

decide.

For example: at present it is good and reasonable practice 
for an insurance broker recommending business interruption 

insurance to take reasonable steps to help the client understand 
how to choose an indemnity period and how to calculate the sum 

insured. 

Best practice might be to actually calculate the sum insured and 
choose the indemnity period for the client. 

It does seem that an insurance broker that publicly subscribes to a 
Code of Best Practice is likely to pay a much higher PI premium.

All the IBSC members we have met and spoken
to measure their success by the high proportion of claims 

that are paid in full not by the number of gongs they 
have.

But then perhaps that is what to expect 
from an IBSC Member!”
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“We 
predict that 

soon, the better 
insurers will start 
to declare their

past claims 
settlement 

history”

As Chairman of the Wholesale Insurance Broker Committee I am 
starting the process of looking at how standards of practice for 
wholesale insurance brokers might vary from insurance brokers whose 
clients are the public.

If any members or anyone reading this newsletter would like to be 
involved with the discussions we are having, do get in touch with me.

Clearly we will want to assist the FCA as they look at the role of the 
wholesale insurance broker (and insurance brokers generally who do 
not deal with the public direct) but we also need to make our own 
decisions about what good and bad practice looks like.

alec.finch@theibsc.org.uk

THE IBSC WHOLESALE 
INSURANCE BROKING 

COMMITTEE IS 
FORMED

ALEC FINCH
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