Appendix B
Client General I nformation

(Firm Name)

(Mailing Address)

(Telephone)

(Informetion Recelved From)

(Information Taken From)

(Interview Date)

Date business established

Lega Status: Proprietorship, partners, or corporation

Number of potentid entities

Ownership (public or privete)

Description of business operations, trade, or industry

Trade area definition

Number of locations

Number of persons employed

Size of automotive fleet

The gpproximate annua property/casudty budget

The approximate annua group lifelhedth insurance budget

The Name of the persons responsible for insurance and risk management,
risk manager/insurance buyer

Higtory of any large or unique clams, ether insured or uninsured
Term and rdationship with current and insurers

(Action Date)



Client's perception of unresolved problem areas with current insurance risk
management programs (safety-1oss- control-oss adjustment- price- coverage, etc.)
Operations outsde the U.S.

Client's commitment to safety and loss control - (actual, not conceptual)

Theworst loss potentia - liability risk (describe activity or source of loss and
possible consequences)

Client's attitude or experience toward large deductibles and sdif-insurance

The availability of forma property records to adequately support a property

damage clam

Operating locations that can accumulate more than $1,000 of cash or negotiable
securities

Accounts receivable records risk

Description - raw, in-process, finished inventories

Mode of shipment: incoming inventories and outgoing shipments to customers

Leased machinery or equipment

Leased buildings

Utilization of aircraft or watercraft either owned or non-owned

Specid vaues - records, patterns, other proprietary data

The client's commitment and dependency on data processing

Attitude toward insuring real and persona property on areplacement cost basisvs. ACV
Posshility of off-site or temporary locations exposures for persond property
Consequentid effects or property damage - shutdown and loss of earnings or continuous
and extra expense or both

Contingent impact on operations if amgor supplier or customer should be shut down
Property of othersin care, custody, and control of client

Incident of contracts and other written agreements

Employment of independent contractors

Employees aboard ship or dongsde navigable waters

Employees working in other states or out of the country




Appendix C
New/Renewal | nformation Checklist

Area Summary

. Generd

[I. Buildings

1. Furniture/Fixtures/Equi pment/I nventory
IV. Time Element

V. Boiler and Machinery

VI . Gened Liability

VII. Auto Liability

VIIl. Auto Physical Damage
IX. UmbrdlaLiability

X.  Crime Insurance

Xl. Inland Maine

XIl. Workers Compensation
XI1l. Employee Benefits

XIV. Miscellaneous Coverages
XV. Miscdlaneous

INSTRUCTIONS
To be completed:
a) On dl new commercia accounts;

b) Annually at renewa on dl commercia accounts equa or over $1500 commission; and
c) At least once every three (3) years on al commercid accounts under $1500 commission.

Account Name Date:

Interview With
Producer/Account Executive
CSR/AS




1. Generd

(1) Named insured(s) and addresses correct
(2) Broadened named insured definition
(3) Policies countersgned
(4) Written binders in hand for unissued policies
(5 Fnancid rating of carriers acceptable
(6) Expanded cancdlation terms
(7) Lossreporting conditions modified
(8) Package employed where igible and appropriate
(9) Leaseandyzed
(10) Appraisalsrate andysis
(12) Buildersrisk exposure
(12) Business dtructure -
corporation
partnership
individua
(13) Good payment history
(14) Financing needed
(15) Credit policy explained

Yes No

Unknown




