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“It is impossible to win the great prizes in life without running risks” 

Theodore Roosevelt 

Welcome to “The Insider’s Guide to Business Insurance” 

The 9 critical keys you need to know that often no one will tell you.

You’ve worked hard to get where you are today. You’ve faced challenges and obstacles that many 
people wouldn’t understand.

When it comes to protecting your hard won asset, it’s now more important than ever, to get things right.

Your business is your lifeblood and “cash machine” that 
must be handled and protected with care.  

So in this guide we are going to share with you 9 
critical things you need to know and think about when 
arranging business insurance.  

Why have we written this guide?  

Because after close to 40 years in the insurance 
industry, we realise there’s a lot of ignorance in the 
market. This is surprising when you consider the 
number of Insurance Advisers out there. You’d think 
everyone is receiving the correct advice.  

But they’re not.

Insurance is an unusual product.  It’s packaged up to look like something special, but you don’t really 
know what you’ve got, or how it will respond, until you need it – and then it’s too late.  

Insurance is often marketed as a “commodity” that you can buy off the shelf to suit your business. 
But there is no “one size fits all”, and each policy must be specifically tailored and adapted to your 
individual situation.

In the next few pages you’ll discover the secrets of how to get the best from your business insurance. 
You’ll end up understanding the small things that can really make a big difference to a potential claim.  

We’ve used Plain English to make the guide as simple and easy to understand as possible, without the 
usual insurance jargon.

Any feedback around what you found useful would be welcomed.  

Sincere regards,         

The Baileys Team

Introduction 
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5

This is the biggest problem with business insurance. In fact, any insurance. 

When you expect something but don’t receive it, you are disappointed, annoyed and start 
questioning everything else – including the premium cost. 

Your peace of mind is what insurance is all about. Being able to sleep well at night, knowing the 
major financial risks you face in business are protected. 

Insurance is a contract that contains exclusions, terms and conditions. Yes, it covers a wide range 
of risks, but not everything.  

Take the Covid-19 Pandemic, that’s a clear exclusion 
in all policies, yet many people were disgruntled that 
their insurance policy didn’t cover lost profits from a 
Pandemic.

So how do you avoid the trap? 

Actually read the policy, and ask lots of questions 
of your insurance adviser – whether they are the 
representative from an Insurance Company, an 
independent Broker or your local Bank employee.

The full policy wording looks ominous, so break it down 
in to bite sized chunks.  

Take it to bed for a quick read with a highlighter pen 
(it will soon put you to sleep! – we told you insurance is great for helping you sleep well), or keep a 
copy in your car and when you’re waiting for a haircut or a coffee, have a read.  

Any time you have a few spare minutes, read a page – you’ll soon get through the whole document. 
Highlight any areas you don’t understand. 

Pay close attention to the “exclusions” section and the “property insured” section as well as any 
special terms and conditions. If you see a risk that is excluded but it concerns you, then highlight 
that section and ask your adviser if that risk can be included for an additional cost.

But you may not need to do this yourself.  

A good adviser should have seen your business first hand to understand how it operates. They can 
then look to see what risks may affect you that aren’t part of the policy. And they can advise you on 
whether these risks can be insured, or if there are other ways of eliminating them.

Once you know what you’re not covered for, and what your risks are, you will feel more empowered 
and able to understand if a claim is declined due to a policy exclusion or limitation.

Take Action: Print off your policy documents and set time aside to read these.    
Highlight any areas of concern and ask lots of questions.

Avoiding the “expectation versus 
delivery” trap 

Critical

 1

Key
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1. Are there one or more staff members who are vital to the operation of your business?

2. If the answer is “Yes”, would the business suffer financially if they weren’t there?

How many times have you heard that a business is all about its people? And it’s true.   
Good people make a good company.

Your business should protect itself from the financial loss that could occur if your key person -   
or people, are no longer able to work and contribute to the success of your business.   

You need to think about the financial impact on 
your business without these people, and then make 
provisions to protect your company’s most vital asset 
(their inability to work could be caused through death, 
major illness or permanent disability).

Don’t forget yourself! 

In the event of the premature death or disability of 
a principal / shareholder, the impact on the financial 
bottom line of a business can be felt within a few weeks.

This could result in: 

  Personal guarantees being called up by security 
holders

  Possible restrictions on facilities / credit terms

  Debt servicing becoming difficult out of potentially weakened cash flow

  Lack of liquidity resulting in foreclosure by creditors

  Loss of key relationships / goodwill

  Public perception of business / staff instability

If this loss of a key person were to occur, access to cash resource could be the lifeline your 
business really needs.  

This could be used to underpin revenues to protect the solvency of the business, recruit a 
replacement and fund their salary or hire a consultant during this transition period. This cash 
resource is most readily available through correctly structured insurance products. It’s also essential 
to have the correct agreements in place to verify where the insurance monies are allocated.

Take Action: Set time aside to really think how your business would be without   
your key people – including you!  Seek the right advice to protect this risk.

Two questions every business owner 
should ask themselves:
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A scary reason why 80% 
of businesses fail 

Did you know that 80% of businesses who do not have the correct Loss Of Profits cover in 
place, fail to recover from a major loss and subsequently go out of business? Remember this 
is YOUR livelihood we are talking about here!

Loss Of Profits insurance is there to “top up” your gross profit, following a claim under your 
business assets cover that results in a drop in turnover.

Note that the figures are taken from your accounting records, so any cash transactions should be 
recorded to ensure accurate assessment of your trading.

The “topping up” will continue to be paid until your 
gross profit is back at the same level as it was prior to 
the claim or for the stated “indemnity period”.
 

Indemnity Period?… what is that? 

This is a term used in relation to Loss Of Profits 
Insurance…probably one of the most underrated and 
least understood covers available. 

The indemnity period is the maximum period of time 
the Insurer will continue to pay for your reduction in 
gross profit.

This means that, if needed, your insurer will continue to 
pay well after the physical damage has been repaired.  

The indemnity period selected should, therefore, take into consideration the time it took to establish 
the current markets you have.  

This time frame is often a lot longer than you might think.

Existing customers may be forced to go elsewhere and not come back. They will need to be 
replaced, and this takes time to get your business up and running again.

Add to this the time delays from “demand surge” in the event of a wide spread disaster (such as the 
Canterbury earthquake) and it begins to make sense that a longer indemnity period is needed.

Indemnity periods of 24, 36 or 48 month are not uncommon. 

We’ve seen indemnity periods of only 6 months, however this is far too short. And is one of the 
reasons many businesses fail following a serious property damage claim.

Take Action: Think about the real impact to your business following a major loss, and how 
your customers will react. Look at the worst case scenario and ensure your Loss of Profits 
cover is set up correctly.
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Did you know that a lot of Insurance Brokers charge a “fee” in addition to the commission 
they earn from the Insurer with whom they arrange the policies?

You no doubt hate the word “fee” when you see these on your bank statements for example.

In many cases the amount of the fee your Broker charges is not actually disclosed. The fine print 
on your invoice may say something like “the total premium due includes a fee”.

Our advice: Ask them how much this fee actually is. Some people get a rude shock when they 
find out.

Here are 3 actual examples:

  A Plumber on Auckland’s North Shore was being charged a 
$1,200 fee in addition to a total premium of $9,980

  A Ship Yard in Whangarei was being charged a fee of $23,000 
in addition to the Insurer’s premium of $132,500.

  A vehicle owner was being charged a total premium of $2,393 
by his Broker, whereas the Insurer’s premium was just $1,386!

Remember, the Broker is still earning income from the Insurer’s 
premium, because Insurers see Brokers as their sales force, and 
pay a commission rather than them employing a sales force and 
all the costs that go with that.

In some cases the fee is clearly shown, so again, check what this 
is and ensure it is fair and reasonable.

Some level of fee is reasonable, because the commission rates 
received are fairly low, and a lot of work goes in behind the 
scenes.  

The guidelines from IBANZ (Insurance Brokers Association Of NZ 
Inc) state that a fee of no more than 5% of the Insurer’s premium 
is reasonable. 

Take Action: Find out what fees are included in your premiums, and why those are being 
charged. Make sure you are comfortable with the answer.

Is your Broker sucking cash out 
of you like a vacuum cleaner?  
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Liability insurance is one of the most complex, yet vital parts of a business insurance programme.

It protects you for your legal liability to others, whether it be a faulty product or service, resulting in 
their financial loss.

A crucial part of arranging such a policy is for the Insurer to know exactly what you do.  

So here’s one of the most valuable keys in the whole guide:

IF THEY DON’T KNOW ABOUT IT,  IT WON’T BE COVERED.  

Your policy document will include a “business 
description”. Check this very, very carefully. Does it 
accurately describe all of your business activities?

An example could be that you are an electrical company, 
providing wiring products for domestic and commercial 
properties. 

You then decide to expand and start providing electrical 
products for the aviation industry. But you forget to tell 
your Insurer.  

A few months later, there’s a major fire on board an aircraft 
just as it was about to take off. Investigations reveal it 
was caused by a fault with a switch on board the aircraft. 
Guess what? This was a switch you supplied.

A claim is then made against you for the cost of:

- Damage to the aircraft, Loss of use of the aircraft and Airport charges for ground space during 
repairs - cost approaching $5,000,000. Plus GST.

You make a claim on your products liability policy. Your Insurer says “sorry, we didn’t know you did 
that – we thought you were only supplying products to residential and commercial properties – not for 
Aircraft”. Your claim is not accepted, and the Insurer is legally entitled to do so, because they weren’t 
aware of this activity, and it wasn’t part of your policy.

Ouch!!  Where is that $5,000,000 going to come from?  

Take Action: Write down everything you do. Give this to your Insurers as your business 
description and also refer them to your website. Ask them to confirm back that this is noted on 
your policy.

Don’t turn one liability into two
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Like a good private investigator, you don’t want to blow your cover. 

But in this case, it’s blowing your insurance cover through what’s called “non disclosure of a 
material fact”.  

Insurers base their premiums and terms on the risk presented to them.  

If this risk changes in any way, they need to know. If the risk has increased, and they don’t know 
about it, you could have jeopardised your insurance cover, and a claim could be declined.

So what’s a material fact??  

This is a fact that would affect the Insurer’s decision either to 
accept the risk, or the  terms they would set to cover the risk – 
i.e. the premium and the excess.

Let’s say you are in importer of various products, mainly 
homewares. But Guy Fawkes is a few months away, and 
you’ve been offered an amazing deal from a new supplier of 
fireworks. You have some spare warehouse space, so you 
decide to give it a go.

The container lot duly arrives, and you store these away in 
your warehouse. But guess what – Guy Fawkes comes early 
and they all go up in smoke, along with your warehouse 
building, the rest of your stock and the fire has also spread to 
the neighbouring building.

You lodge a claim with your Insurer for the damage, but investigations reveal you were stocking 
fire-works and they were the cause of the fire.

Your claim would probably be declined whether the fireworks caused the fire or not. Had your 
Insurer known about the fireworks being stored there, they probably wouldn’t have been able to 
continue with insurance cover for you, so this was deemed a “material fact”. Had they known, 
they would most likely have got off risk, and therefore they wouldn’t have been exposed to this loss.

So how do you know what facts to advise your Insurer of?  

Our advice is always: “If in doubt, disclose”.

Take Action: Tell your Insurer everything. Make a diary note for every 3 months:    
has anything changed in my business? and let your Insurer know if it has.

Has your cover been blown?  
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Your excess (the amount you’ll need to pay) following a natural disaster, including earthquake 
damage, could be more than you think.

The excess structure for natural disaster changed dramatically following the Canterbury 
Earthquakes and is now a “percentage of the site value sum insured”.  

Your excess therefore bears no resemblance to the size of the loss - it depends on the value you 
have insured. 

So a high sum insured value means a substantial excess.  

Remember: an excess is the portion of a claim you 
must pay for yourself.

In some areas, excesses start at 5% and can be as 
high as 10% if the property is earthquake prone or 
doesn’t meet a certain percentage of the new building 
standards (NBS). Other lower risk areas start at around 
1% of the total sum insured.

For example, a property with a sum insured of $3 
million in Wellington will have an excess of $150,000. 
So if there is damage under $150,000 then no claim 
is payable and the total cost would fall back on you.  
If the damage is over $150,000 you’d be up for this 
amount as the excess.

The good news is that you can limit your financial exposure with an “excess buy back option”.

An excess buy back cover will reduce the excess from the standard applied by the insurer and can 
be at different levels down to 0.500%.

Premiums start as low as $514, depending on the zone you’re in and the sum insured at risk.

A “buy back” option is a simple way to limit your exposure to a potentially crippling expense.

Take Action: Clarify what your excess is for natural disaster, then check the   
excess “buy back” options available, if this figure sends a shiver down your spine.

Another Serious Tremor:
In Your Bank Account
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“EXPERIENCE is what enables you to 
recognise a mistake when you make it again” 



You’ll see all your assets you need to insure as you look around. 

But look up in the sky as there’s another threat lurking in “cyber space”.  

This very real threat is often over looked.

Think of cyber risk as “accidental loss or damage and burglary/theft via the internet”. You need 
cyber cover, because your usual policy has a specific exclusion for this, and it is a real threat to 
many successful companies.

This can occur through:

  Errors by your own employees or IT providers, 
resulting in physical loss or damage to your IT 
systems, and loss of income and/or additional costs 
incurred as a result;

  Cyber-attack. Every day we hear of cyber-attacks 
around the world, including NZ. “Ransoms” are 
common place and cyber-crime is at an all time high.   

There are a range of potential losses from a cyber 
incident, which include:
  Forensic investigation costs
  Data and/or software restoration
  Liability
  Legal costs
  Crisis management
  Business interruption
  Direct financial losses
  Intellectual property

Improved security is not the total answer as cyber criminals are very clever at finding a way through. 
A cyber insurance policy offers affordable peace of mind.

Who Needs It?

Virtually every organisation is vulnerable to a data breach or loss of services if they:

  Hold sensitive customer data
   Personally Identifiable Information (PII)
   Protected Health Information (PHI)
   Payment Card Information (PCI)
  Are reliant on computer systems to conduct business operations
  Have a website
  Use point of sale software

Take Action: Check if you have “cyber cover” in your current programme, or have you been 
offered it before? Arrange a policy if needed to fully protect your company.

The invisible threat  
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There’s one word in the insurance industry that Insurance Companies hate:

                                                   “CLAIM”
It puts a worried look on the face of many an insurance executive.

Yet, a claim outcome is exactly what they are selling. And it’s what you are buying.  

You do not want another pile of paper called an insurance policy, to block up your filing system.

You want what that document provides you – the promise it makes.

And that’s “peace of mind”, when disaster strikes and 
you suffer a financial loss.

So why do Insurance Companies not like paying 
claims?  

Because it affects their profit, and they are a business 
like anyone else, where profits and a return on 
investment for their shareholders is very important.

When selecting an Insurer, their attitude towards claims 
is more important than the premium they charge.  

Some companies will make it easy to buy a policy 
initially, by lowering their premiums. 

This is a common strategy for an Insurance Company entering the market and trying to gain their 
market share.

They come in offering cheaper premiums to attract business, because that’s the only way they know how.

But cheaper premiums mean they need to look at things more harshly at the time of a claim. This is 
where they make their savings - and in turn, their profit.

No Insurer is immune to feeling the effects of claims that occur through fires, weather events, burglary, 
malicious damage, natural disasters and so on.  

Once the Insurer starts incurring these losses, premiums rise and they generally end up the same or 
more expensive, than all the other Insurance Companies in the market.

This is also where a good insurance broker can really add value.

They are on your side (or should be!) in the event of a claim. 

They don’t hold the purse strings, so their key role is to look at things from your perspective, and 
ensure you receive everything you are entitled to from your insurance policy.

Take Action: Look for an Insurer that has the attitude of “how can we pay this claim”, rather than 
“how can we avoid it”? Also consider using a good Broker who has a proven track record of 
getting claims paid for their clients, especially the tricky ones.

A Promise means nothing 
until it is delivered
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Pete is our managing director 
and a partner with over 35 
years industry experience. He 
is responsible for our day to 
day operations and specialises 
in commercial insurance, with 
extensive knowledge and 

expertise in this area. 

Nickname? - Mackles

What did you want to be when you grew up?   
- I had no idea

When did you join Baileys? - 2000

Who is your hero? - John Kirwan

The best piece of advice you ever got was…  
Always listen to your mother!

Favourite food? - Slow roasted anything

Favourite ‘80’s TV programme? - Mash

What’s the best thing about being an insurance 
broker? - The variety of the people I meet especially 
the business owners, I learn a lot about many different 
businesses

Pete McEvoy  
email: pete@baileysinsurance.co.nz  
Phone: 09 9741770 / 027 2940892

Simon is a partner in the 
company, and a senior risk 
adviser. He has been involved 
in insurance for more than thirty 
years and ran his own brokerage 
for fifteen years before joining 
Baileys.

Nickname? – Snow

What did you want to be when you grew up? – 
Farmer: Beef & Lamb

When did you join Baileys? - 2010

Which brings us to:        
“The Baileys Insurance Business Team”

Who is your hero? – Danyon Loader

The best piece of advice you ever got was…  
from my Father, before you ever put pen to paper , 
remember, you can never take it back

Favourite food? - Roast Pork with apple sauce

Favourite ‘80’s TV programme? – Ready to Roll

What’s the best thing about being an insurance 
broker? – Being able to have a long term relationship 
with my clients based on a “promise” to be there for 
them, when a claim is made

Simon Holloway      
email: simon@baileysinsurance.co.nz  
Phone: 09 9741771 / 021 2141135

Rowan is a partner in the 
company. With insurance 
experience acquired in both 
underwriting and broking since 
1995, Rowan brings a wealth of 
knowledge to the Baileys team 
and is a senior risk adviser.  

Nickname? - Rowballs

What did you want to be when you grew up?   
– Sports Journalist

When did you join Baileys? - 2012

Who is your hero? – Peter Blake

The best piece of advice you ever got was…   
Don’t sweat the small stuff

Favourite food? - Lasagne

Favourite ‘80’s TV programme? - Mash

What’s the best thing about being an insurance 
broker? – Dealing with many clients across a vast 
number of industries and building some lifelong 
business relationships

Rowan Adolph  
email: rowan@baileysinsurance.co.nz 
Phone: 09 9741773 / 027 2627041
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Rensia completed her 
Business Studies Qualification 
in South Africa and moved 
to New Zealand in 2006. 
She worked with Lumley 
Insurance before making the 
move to broking and now she 

works with new and existing commercial clients. 

Nickname? – Never had one!

What did you want to be when you grew up?   
– Wild Life Vet

When did you join Baileys? - 2007

Who is your hero? – My mum

The best piece of advice you ever got was…   
live life to the fullest, as if every day is your last

Favourite food? – Italian, Pasta

Favourite ‘80’s TV programme? – Chips, MacGyver, 
Magnum PI

What’s the best thing about being an insurance 
broker? – Meeting so many great people in business, 
and being able to help them and add value

Rensia van Wyk 
email: rensia@baileysinsurance.co.nz  
Phone: 09 9741772 / 0276635254 

With both his Grandmother 
and Mother having long 
and successful careers in 
insurance, it was only a matter 
of time before Tom made the 
jump across himself.  Tom 
previously gained experience in 
both the Construction Industry 
and Hospitality Sales before 
starting his insurance career at 

Vero Insurance.

Nickname? – Never had one, maybe I wasn’t cool 
enough?

What did you want to be when you grew up?   
– A Lawyer. I was always good at arguing with my 
parents

When did you join Baileys? - 2017

Who is your hero? – Elon Musk

The best piece of advice you ever got was…   
It’s not what you know, it’s who you know

Favourite ‘80’s TV programme? – Born in the 90s 
so that’s a hard one, I think Simpsons came out 
around then so that, otherwise recent show would be 
Brooklyn 99

What’s the best thing about being an insurance 
broker? – Getting to understand how a wide variety of 
businesses operate and how we can best protect their 
unique insurance risks

Tom Hutton
email: tom@baileysinsurance.co.nz  
Phone: 09 9741787 / 027 5486416  
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Here’s why our clients love to use 
Baileys Insurance Brokers…

“We recently had a claim against our insurance company for damage to our commercial property as 
a result of a burst water main. In dealing with the adjuster it got to a point fairly early on when we felt 
that we were never going to resolve this matter and end up with the drive and forecourt back to an 
acceptable standard.

Enter “Team Baileys”. From the time that I met with Baileys and the relevant contractors on site I 
began to feel greatly relieved and supported in dealing with the adjuster. They took the matter over 
and progressed the claim to a successful end with us receiving a very fair and reasonable outcome.

We would recommend Baileys for your business insurance.

Our sincere thanks to the Baileys team”.

Barry & Janice Blamey
Property Owners

”As professional boat builders, we have a lot at risk. That’s why we use Baileys for our business 
insurances. They take a real interest in what we do, understand our business fully, and are able to 
manage the complex risks involved. And if we do need to make a claim, they take the hassle away, 
so we can continue to do what we do best.  

In a world of growing “faceless” communication, it’s also very nice to have someone we see in 
person and can trust 100%. It’s very like they’re a part of our team”.

Jeremy Anderson - General Manager
Lloyd Stevenson Boatbuilders Ltd

“Our business is extremely important to us and that’s why we use Baileys to arrange our insurance 
covers. They really know what they’re doing but, more importantly, they understand what we do and 
that’s vital when you trust someone to organise your business insurances for you.   

We’ve been looked after by Baileys now for well over 10 years and have had nothing but great 
service from Pete and the team. I’ve personally been dealing with Pete for the past 3 years and have 
found him to be very efficient and he really knows his stuff. I can always get hold of him, which is 
saying a lot when you consider the amount of automation and delegating that goes on these days, 
and I’d be more than happy to recommend Baileys to any anyone in business”.

Sean Ridler - Finance & Operations Manager
EMC Industrial Group Ltd 

“We have used Baileys Insurance Brokers for our building company for over 10 years. They have 
always put in place what we needed for our company. They are easy to deal with and very efficient 
and friendly”.

Carol Tucker
Whitecliff Developments Ltd

“We have been a client of Baileys for over 8 years now and have always found the service to be 
top notch and the claims service second to none. It’s great to deal with a friendly team particularly 
through the very trying times during the Covid-19 Pandemic”. 

Anthony (Tex) Tilby - Owner/Director
Safe Haulage Ltd
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“We thoroughly enjoyed working with Tom Hutton from Baileys. He was the best insurance person 
I’ve ever dealt with in my 45 years of dealing with insurance people; it’s not that there’s anything 
wrong with the others but Tom was exceptional for providing customer service and he was 
thoughtful. I loved working with him. He’s a real gem”.

Cheryl Ferguson
SV Silver Light 

“Rensia and the team at Baileys have been very supportive and helpful over the last 5 years (and 
I believe for several years with the previous owner) across both my companies. They know their 
business very well (and understand the key aspects of our business), and therefore have been able 
to identify and negotiate very good deals with insurers. 

Rensia’s team has also provided help, support and transparency around matching our requirements, 
premiums and also support through claims. We value this relationship”. 

Jai Somaratne - Director
Pavecraft Company Ltd

“We have been clients of Baileys Brokers for many years with both of our Companies. Rensia has 
stood out as the person who understands us best and has fulfilled our very specific requirements in 
a timeframe to keep our Clients and their Mortgage Providers happy.

She is a lovely person to deal with, so helpful and professional. Thank you so much”.

Serena Roper - Director
Performance Housing Ltd / Highmark Homes Franklin

“We have been a client of Baileys for well over 20 years now, they look after our business covers 
and all our personal insurance including Life and Health. We have always found the team to be 
friendly and the service consistently good. Many a claim has been settled by the Baileys claims 
team over the years and they have always endeavoured to make this process as smooth as 
possible.

We really appreciate the personal touch that we get with Baileys, when we have queries or new 
work that needs insurance cover. Any problems we encounter, Baileys will sort those for us.

Baileys is an Insurance Broker I wouldn’t hesitate to recommend to others and they are 100% NZ 
owned which is a rare find these days”.

Tony Mullins - Owner/Director
Mullins Contractors Ltd

“Baileys have been our broker for almost 2 decades and I’ve always found Pete and the team great 
to deal with. They’re always available and very quick to get back to us, their claims team is second 
to none and makes up an invaluable part of the service they offer. They take the difficulty out of the 
claims process by actioning everything needed to get things moving – it is a great relief to know that 
your broker will do this every time you need it.

We trust them to protect our business and our livelihood and wouldn’t hesitate in recommending 
them to anyone looking for a first class insurance broker”.   

Dave Edwards - Manager
Waterproofing Solutions
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We’ve covered a lot of valuable ideas in this guide to business insurance.

Here is a quick reminder of the key points we’ve covered one more time:

Critical Key 1:  Avoiding the “expectation versus delivery” trap  5
Do you know exactly what you are getting in your business insurance policy?

Critical Key 2:  Two questions every business owner should ask themselves  6
Have you asked these questions?

Critical Key 3:  A scary reason why 80% of businesses fail  7
Does this affect you?

Critical Key 4:  Is your Broker sucking cash out of you like a vacuum cleaner?   8
Don’t pay more than you should for your business insurance

Critical Key 5:  Don’t turn one liability into two!  9
Is your ‘Business Description’ accurate and up to date?

Critical Key 6:  Has your cover been blown? 10
Have you FULLY disclosed all material facts around your insurance?

Critical Key 7: Another serious tremor: in your bank account  11 
Have you protected yourself against a sky high excess you can’t afford to pay?

Critical Key 8: The Invisible Threat 12  
Are you fully covered for any type of Cyber Attack on your business?

Critical Key 9: A promise means nothing until it is delivered 13  
Is your insurance company ‘claim friendly’ or ‘claim unfriendly?

The team on your side that you can trust 14
Do you have a great insurance team who are 100% on your side?

Summary: 
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If you would like some low key advice in plain English 
on how to get the right business insurance for your 
needs we’d love to hear from you:

Phone: 0800 898 585

Email: info@baileysinsurance.co.nz

Website: www.baileysinsurance.co.nz

Your notes:

What key points have you found most useful in this guide?

Take Action: 
Baileys Insurance Brokers Ltd
35 Apollo Drive - Mairangi Bay - Auckland

T 09 444 8860 - F 09 443 4479

Postal Address
PO Box 101 101 - North Shore

Auckland 0745 - New Zealand

www.baileysinsurance.co.nz
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Here are two of our favourite quotes 
on Business Success: 


