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B AIRCRAFT FINANCE

Economic Policy

Making the Most of Your Aircraft Insurance Dollars

BY JOHN BROGAN

United States Aircraft Insurance Group / john.brogan@usaig.com

he aviation insurance marketin the U.S.isarelatively small

butpotentially volatile place. Good news for aircraft owners

is that the loss history has been very good in recent years,
keeping competition interested, and resulting in favorable terms
from a growing number of aircraft insurance providers.

At this point in the market cycle, with pricing at all-time lows,
aircraft owners should be thinking about two things: where you
can get the best product, and how to continue to ensure that your
riskis attractive to the insurance carriers.

Obtaining the best product for your dollar starts with choosing
the right broker to represent you and advise you on the dizzying
array of products available. Look for a broker who you feel under-
stands your business and who you find responsive to your needs
and requests. He or she also should be able to demonstrate access
and relationships with the key insurance companies, and be able
to make fact-based recommendations to you about the differ-
ences among companies.

Startwith the basics: Ask your broker and underwriter how you
should establish the insurable value of your aircraft, and how
much insurance you need to protect against potential liability
arising from the aircraft’s use. (See “Appraising the Appraiser,” BAA
May/June 2015).

Then find out from your broker and underwriter what stands
behind the policies that are being offered to you:

1. Isthe proposed insurance company experienced in

handling risks similar to yours?

2. Howlarge and available is its claims service and what is its
history of providing emergency response training and
ongoing support?

3. How does the coverage offered compare with the policies
offered by other underwriters?

4. What other services or product offerings does the prospec-
tive carrier provide to help your flight operations team be
safer, more efficient, and a more attractive risk?

5. Will you get to meet your underwriter and/or claims
service team? There is absolutely no substitute fora
personal connection with your underwriter.

Any potential aviation insurance carrier will want to know
aboutall the safety and training programs your flight department
uses to benchmark your operation against industry standards.
The long-term established insurance carriers offer safety pro-
grams, often at nominal cost, that allow your flight operations
professionals to take advantage of specific training or loss control

courses, participate in emergency response drills, or even receive

return premiums for participating in certain high level safety
initiatives.

Participatingin any of these offerings provides improved safety
margins and demonstrates that your flight departmentis a safety
leader, actively engaged in safety initiatives that many insurance
carriers believe are important. Your underwriter also may recog-
nize industry programs such as the IS-BAO’s SM'S (International
Standard for Business Aircraft Operations’ Safety Management
System), which will enable you to meet international safety re-
quirements as well as secure preferred rates.

The more information an insurance carrier has about your op-
eration, the more attractive your risk, and the more comfortable
it will be providing coverage. Be sure to invite your broker and
carrier to visit your operation so they can see first-hand that your
safety culture is more than a three-ring binder of procedures on
the chief pilot’s book shelf.

Buying insurance simply can be a checklist item if you think
you’ll never have a mishap. On the other hand, your purchase de-
cision may become vital at a very stressful time if you do have a
mishap. You can view buying aircraft insurance like buying a
parachute — you certainly wouldn’t just grab the first or cheapest
on the shelf. Your aircraftinsurance will serve the same function
as that parachute: it will be there when you need it the most. You
should be confident that it will work the way you intended. BAA
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