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Protecting
your employees:

Group Life Insurance
and Group Long Term
Care Insurance

Business owners in today s competitive job
market recognize the importance of attracting
and keeping good employees. Providing group
term life and group long term care (LTC) insur-
ance is an economical way to provide quality
bene ts that employees value and appreciate.

Most employees look to their employers to
provide life insurance bene ts. Group term life
insurance is a bene t that helps cover the
unexpected, sudden costs associated with a
death. This essential coverage can be the foun-
dation of a comprehensive employee group
bene t insurance package.

Group LTC insurance is another very important
facet of the employee group bene tinsurance
package. As life expectancies increase, there
is a greater chance that people will require
long term care. LTC includes all health, social,
psychological and other services to persons
requiring supportive help for a long time and
is a great way to help ensure that your employ-
ees can protect their assets.

For more information about group life and
group LTC coverages for your staff, please call
our of ce.

Finding Residential
Contractors’ Insurance
in a tough market

As construction development in the US reaches
an all-time peak, contractors are nding it dif cult
to obtain general liability and other insurance cover-
ages. Across the nation, carriers are becoming more

-

Trusted
Choice’

cautious about insuring contractors who build single-

family homes, and the market is even more restrictive

for large-tract projects of single-family homes, townhouses

and condos. The main problem is that contractors are prime targets for
construction defect litigation and class action lawsuits.

There are several ways for contrac-
tors to make their business more
attractive to insurance carriers:

Do more of your own work:
Carriers prefer contractors who do
at least 60 to 75 percent of their own
work.

Have formal agreements

with subcontractors:

General contractors are more
attractive to insurance companies if
the contractor has a contractual
relationship with artisan subcontrac-
tors using hold harmless and indem-
ni cation agreements to push the
liability back to the subcontractor.

Focus on quality:

Contractors who implement in-house
quality control measures may nd
it easier to secure policies. Building
better products shows the insurance
carriers that the contractor is commit-
ted to the project and the customer,
making them a less likely target for
a lawsuit.

Even if you can find insurance

for your contractor business,

be careful about exclusions:
General liability coverage for con-
tractors can have a lot of exclusions
like mold and silicosis. This can be a
problem, especially with silicosis
since that is an ingredient in cement.
Also, not all general liability policies
are equal in their scope of coverage.

Shop around for

the right coverage:

Carriers have different requirements
and pricing for insuring contractors.
By shopping multiple insurance
companies you can nd the coverage
that s right for your business.

For help nding general liability
coverage, call your Allied Insurance
representative. As a Trusted Choice
agent, Allied Insurance can offer
coverage from multiple insurance
companies  helping you nd the
policy you need and maybe saving
you money, too.

Let us know what you think of our newsletter.
Tell us about speci ¢ insurance topics you would like to see.
Ask for Melissa Comparri.
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