
To organise your thoughts before talking to 
an insurance broker, or to jog your memory 
on questions to ask, consider these 9 
conversation starters:

1. What is my deductible/excess? If you 
ever need to file an insurance claim, 
do you know what your out-of-pocket 
cost w i l l be? Ask about your 
deductible/excess and ensure it works 
within your financial situation.

2. What is my premium? For example, 
find out how much will it cost to be 
insured, and what payment options 
are offered.

3. What happens if I get in a car 
accident? How long will it take an 
adjuster to inspect the damage? How 
many estimates will I need? Do you work with a network of repair 
shops? Will you provide me a rental car?

4. Does my homeowners insurance policy offer enough protection? Given 
the value of your home and belongings, do you have enough coverage? 
I always recommend taking inventory and making a list of valuables to 
determine the proper coverage amount. Another popular question is if 
you need extra insurance based on the region where you live, like a 
flood zone or area prone to hurricanes. If something happens, are you 
able to choose any contractor to repair the damage, or are there 
contractors you prefer? Does my policy include hotel expenses if my 
home is temporarily unliveable?

5.  Is it time for me to consider life insurance? What’s the right age to get 
life insurance? Should I get a Whole Life or Term Life policy? What’s the 
difference? Hint: Most people will benefit from a policy.

6. Do I have enough liability coverage? A minimum amount is usually 
required, but do I need more? Does the lease agreement state what 
you must take?

7. Do I need an umbrella policy? Do I need protection above and beyond 
what my current policies offer?

8. Am I eligible for any discounts? Is there a multi-policy discount I may be 
eligible for? Can I take driver’s safety courses for a lower premium?  
Can I bundle my policies to save?

9. Why an insurance broker?
          See below for why and the value add.

https://www.fmins.com/personal/home-coverage/
https://www.fmins.com/life/whole-life-insurance-product/
https://www.fmins.com/life/term-life-insurance-product/
https://www.fmins.com/personal/umbrella/


For every insurance question, I can provide the answer to alleviate your 
concerns. Ready to talk? Connect with Moira Kemp you local independent
insurance professional. Moira has consistently provided expert advice and 
guidance in our north Canterbury community over the last five years with 
resounding results and testimonials.

Ways to manage risk
There are four ways you can manage risk:

• avoid it
• accept it
• control it
• transfer it.

Imagine each of these in the context of a cellphone and the risk of damaging 
it. You can do any combination of these things to manage the risk of dropping 
your phone and each one has different costs and benefits.

• If you avoid the risk, it means either not buying a cellphone or not 
carrying it anywhere.

• If you accept the risk, you know you might drop it and what it will cost to 
replace if you do and you use your phone whenever you want to anyway. 
You may or may not put processes in place to save money for repairs.

• If you control the risk, you buy a case for your phone to protect it if you 
drop it.

• If you transfer the risk, you pay an insurance company to insure your 
phone, knowing that if you drop it accidentally then the company will pay 
to replace it for you (less your policy's excess)

Insurance premiums
A premium is the amount of money you pay for cover.   There are many 
factors that are considered when calculating your premium, including:

• the characteristics of the asset being insured
• previous losses
• what is known about future risk/s
• reinsurance costs
• the influences of the global capital market
• the insurers’ own appetite for risk
• The insurers’ own costs of running its business.

How does your insurance premium reflect risk?
Natural hazard risks is just one factor that insurance companies take into 
account when calculating your premium.   For home insurance, insurers will 
also be looking at things like the age of the property, how well it is maintained, 



and if wiring is up to date, for example.   New Zealand has many natural 
hazards including floods, earthquakes, and landslips. Some places are riskier 
to live in than others, as they experience more natural hazards.   Premiums 
reflect the future cost of covering an individual property.

Insurance markets can often be complex and difficult for the average client 
(individual or business) to navigate. Insurance products are highly detailed 
and specific, and it is not simple to make perfect comparisons between 
similar products from different insurers.

Insurance brokers are licensed industry professionals who may work as part 
of a brokerage firm, or as sole traders. They are not employed by insurers, 
although they do earn commissions from policies placed. Brokers compete 
with insurance agents and online aggregators to link clients to insurers – but 
unlike these other agents, brokers act for the client rather than the insurer.
The broker acts as an intermediary between the insurer and their client, the 
‘insured’. By facilitating trade between their clients and insurers, insurance 
brokers:

• Reduce search and matching costs for clients and insurers
• Reduce adverse selection in the insurance market
• Reduce instances where clients are under- or over-insured for their 

level of risk
• Allow economies of scale to be realised

The role of the broker is:
To discuss with the client the nature of 
their risks, give some advice where 
appropriate on the management and 
mitigation of those risks, work with the 
client to identify appropriate insurance 
coverage for those risks and ultimately, 
negotiate coverage to the market. [If] a 

claim is to be pursued, the broker then assists the client with the pursuit of the 
claim to the insurer and the resolution of the claim 
Brokers provide value to their clients, to insurers, and the economy and 
society more broadly:

• For clients:
Brokers facilitate the purchase of appropriate insurance on behalf of their 
client (the customer), and provide support throughout the insurance lifecycle. 
This includes providing general risk advice and claims advocacy services.

• For insurers:
Brokers support insurers to distribute products efficiently and effectively. 



Insurers use brokers to minimise their product distribution and tailoring costs, 
access a greater range of clients, and support product innovation.

• For the economy:

Broker’s facilitation of insurance sales results in greater choice and 
competition in the insurance market, and more appropriate purchasing of 
insurance (i.e. reducing underinsurance or overinsurance), which promotes 
more efficient market outcomes.

If you have any questions, phone an expert with decades of experience. 

Call Moira Kemp on phone (027) 4119044 of M K Insurances

tel:(027)%204119044

