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To supplement your understanding of issues that
impact your clients’ insurance needs, Private Client
Group is pleased to offer an array of continuing
education courses. All are complimentary for
eligible participants.
Courses are approved for property and casualty CE
credit. Upon request, they can be filed for accountants
(CPE), attorneys (CLE) and financial planners (CFP).
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Addressing client exposures
Holistic Risk Management for
the Affluent Client (2 or 3 credits)
Affluence inherently creates loss exposures.
Property damage and theft are obvious risks, but
there are additional threats to consider: terrorism,
natural catastrophes, identity theft, cyber-crime,
political instability (in regions of the world where
your clients travel and/or own property), liability
claims and even kidnapping. Historically, loss
exposures were dealt with simply by purchasing
insurance to address a specific need. Today,
holistic risk management (formerly the exclusive
province of corporations) is needed to address
exposures adequately.
Holistic risk management emphasizes the
importance of being proactive—anticipating and
planning for losses. It also underscores the fact
that protecting against life’s exposures requires
a multi-layered approach. This course reviews
the principles and concepts behind holistic risk
management. It will be particularly valuable to
those who have direct contact with the insurance
buyer, as this strategy can foster long-term,
profitable client relationships.

Risk Management Analysis (2 or 3 credits)
By working through two case studies, this course
provides a hands-on opportunity to evaluate
property and casualty loss exposures applicable
to the high net worth market and make
recommendations to address client needs.
Participants will learn to proactively identify
client loss exposures; identify potential gaps in
insurance coverage; coordinate coverages in a
cost-efficient manner; and identify opportunities
to advise clients about insurance and risk
management needs.

Risk Management for High Profile
Clients (2 credits)
High-profile/celebrity clients can face
particularly challenging risk management and
coverage issues. Their notoriety often means
every move is reported in, and scrutinized by,
the media. In addition, wealth can make them
an especially inviting target for liability lawsuits
brought about by opportunists or private staff.
This course reviews the kind of loss exposures
faced by high-profile clients, emphasizing the
likelihood that these loss exposures present
both a severity and frequency problem. The
course also explains the vital role the advisor
can play in helping avoid or mitigate losses
through insurance and non-insurance risk
management strategies.

“

 he materials and case study helped prepare
T
me to handle future high net worth clients.”
— Risk Management Analysis attendee
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Homeowners insurance
The Unique Risk Management Planning
Challenges of the Affluent (1 credit)
Affluent people naturally require insurance
for traditional risks like theft and property
damage, particularly because the financial
impact can be quite significant. However, they
also face risks that go beyond what can be
addressed with traditional insurance coverage
(reputational damage or threats to earning
potential, for example).
This course reviews the circumstances that
threaten the assets of your successful clients
and identifies risk management solutions that
can help reduce or eliminate these exposures.
In addition, it will highlight professional liability
exposures you may face as an advisor, and how
sound risk management can help enhance your
client relationships.

Domestic Servants: The Newest
Loss Exposure (1 credit)
Many affluent households retain private staff
for a wide range of tasks including child care,
caring for elderly dependents, cleaning, driving
and more. When employers are not informed
and diligent with their hiring and management
practices, unqualified, dishonest or even criminal
personnel can infiltrate the household. In
addition, the act of employment can bring added
risk via liability claims initiated by the employee,
including but not limited to invasion of privacy,
wrongful termination, libel, slander, and/or
failure to provide mandatory social insurance
programs like workers’ compensation.
This course examines the range of exposures
related to domestic employment, and reviews
the different types of risk management and
insurance programs that can address them.

Valuation and Serving the Affluent (1 credit)
There can be a dramatic difference between
a home’s real estate market value and its
replacement cost, yet convincing clients
to increase their insurance spend can be a
challenge. Owners of high-value residences
also need to understand coverage differences
between carriers and policy limitations that can
potentially prevent them from rebuilding their
dream home in the event of a catastrophic loss.
This course will help advisors to high net worth
clientele relay the importance of adequate
coverage for their homes. Participants will come
away with a more in-depth understanding of the
specific factors that contribute to replacement cost.

Water Damage: An Industry
Epidemic (1 credit)
Ask a client, “What worries you most when it
comes to your home?” and you probably won’t
hear “water damage.” Yet ask the same question
to a personal insurance provider and “water
damage” is at the top of the list.
Water damage is the one peril that insurance
carriers of all sizes have in common; it has
no geographic or economic boundaries.
Carriers consistently attribute 10 points of
their homeowners loss ratio to water damage
each year, and many are investing in ways to
reduce costs through contract changes and loss
prevention initiatives.
This course will examine the impact that water
damage has on the insurance industry, review
the different types of water damage claims and
outline risk management steps that can reduce
the overall impact on your homeowners’ book
of business.

“

I can honestly say that I will be better able to
articulate an explanation of the replacement
cost computation as a result [of the course].”
— Valuation and Serving the Affluent attendee
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Homeowners insurance continued

Wildland and Urban Interface
Fire Exposures and Mitigation (1 credit)

Risk Management Planning for
Earthquakes and Floods (1 credit)

More high-end homes are being developed in
areas that interface with natural vegetation, also
known as “wildland urban interface areas.” As a
result, there is increased exposure to wildfires
and a greater chance that homes will not be in
close proximity to fire department resources.

Insurance companies have become more
aggressive and creative to help clients
safeguard their properties and loved ones
from disasters. As a result, new products are
available to address scenarios that historically
were uninsurable. By adhering to policy
conditions, your clients can maximize coverage
benefits and the speed with which they are
paid at claim time. For example, when property
is damaged, policyholders are required to do
everything reasonably possible to prevent
additional loss. Also, having a well-documented
inventory of items lost or damaged can speed
up the claims process.

This course reviews wildfire loss exposures
faced by individuals living in the wildland urban
interface. Professionals will be able to proactively
identify exposures, analyze options for loss
control solutions and recommend preventative
action steps.

What Personal Lines Brokers Serving
the Affluent Need to Know About
Residential Fire Sprinkler Systems (1 credit)
Many building codes now mandate that fire
sprinkler systems be installed as part of new home
construction. It is increasingly important that
insurance advisors have a basic understanding of
sprinkler system design, how they work and the
potential issues related to installation.
This course gives an overview of sprinkler
systems that are ideal for high-end properties,
and outlines how advisors can answer questions
or guide homeowners who may be opposed to
having them.
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This course provides an understanding of
disaster planning and how advisors can help
their clients prepare their homes, minimize
the impact or likelihood of loss, and design
insurance programs that maximize benefits
at a reasonable cost.
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Private collections insurance
Beauty & Bling: Preserving the Value
of Jewelry Collections (1 credit)
Jewelry has emotional, aesthetic and financial
value, which means the reasons driving
acquisition can vary greatly. For some, jewelry
collections include family heirlooms. Others
invest in gemstones or precious metals for
monetary gain only. Regardless of the reasons,
pieces must be protected appropriately to
preserve long-term value.
This course reviews the physical and financial
exposures that can detrimentally affect the value
of jewelry and watch ownership, and provides
an overview of the market value of the most
common components: diamonds, precious
gemstones and precious metals. Attendees
will learn about the need for appropriate and
quality appraisals, including the unique factors
that contribute to jewelry’s value. This course
also will address the cornerstones of jewelry
loss prevention, to combat the most common
causes of jewelry claims (theft and “mysterious
disappearance”).

Preserving Art Assets (1 credit)
Collecting art is a passion for many of your
clients, but it also can be a shrewd investment—
and a significant factor to consider in wealth
management planning. Many collectors bristle at
the suggestion that their art is a commodity to
be sold. Unlike stocks or bonds, the acquisition
and maintenance of art takes time and careful
planning (in addition to money). However,
contemplating the investment angle can help
them make smarter decisions to preserve longterm value.
This course reviews the physical and financial
exposures that can detrimentally affect an
art collection’s aesthetic and asset values. In
addition, we will address the importance of
regularly updated appraisals and insuring art via
a distinct private collections policy. The course
also will cover specific risk management and loss
prevention strategies that can be employed to
reduce the possibility of damage.

“

I learned what measures need to be taken to protect
property in wildfire zones, which I can share
with my clients.”
— Wildland course attendee

“

 ery good program; it fits right in with my
V
high net worth customers’ needs.”
— Preserving Art Assets attendee
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Private collections insurance continued

Preserving Liquid Assets:
Wine Collection Management (1 credit)

Risk Management for Art and
Other Collectibles (1 credit)

Savvy wine collectors often buy young bottles
at the initial release price, knowing they will
grow considerably more valuable over time.
When investment-grade bottles are stored
in a home cellar, insurance and proper risk
management become increasingly important.
Wine collections also are one of the most
underinsured assets. Educating collectors on
the values and perils of the bottles in their
cellar can be a valuable component to a
comprehensive wealth management plan.

Collectibles can include fine art, sculpture,
furniture, jewelry, rare books, photographs,
stamps and vintage wine. Over the years,
insurance companies have looked beyond
coverage and expanded the services they
provide to include advice on conservation,
restoration, appraisals, shipping and storage.
Doing so has helped minimize claims through
proactive management and loss avoidance.

This course reviews the key components of
investment wine’s value such as the grapes,
regions and producers. The international
marketplace and collector pool also will be
discussed in relation to the impact on global
supply, demand and price. In addition, we will
address the cornerstones of preservation:
sound insurance, inventory management,
appropriate storage and a risk management
plan. Finally, the course will review the perils
that can threaten wine values as well as specific
loss prevention strategies.

This course will review key considerations
of effective risk management for private
collections; introduce the variety of experts
and professionals who are often consulted;
and outline how to best design a comprehensive
insurance program.

“

I have a better appreciation of the financial risks
of wine collecting, as well as the physical risks.”
— Preserving Liquid Assets attendee
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Personal/professional liability
insurance
High Net Worth Liability Trends
and Serving the Affluent (1 credit)
High net worth individuals are attractive targets
for liability lawsuits, making it critical for them
to choose sufficient limits of personal liability
insurance. Some may not realize the magnitude
of risk related to automobile accidents, youthful
drivers, private staff, personal injury claims, or
even serving on a not-for-profit board.
This course reviews personal liability trends
and examines different types of lawsuits that
can put your clients at risk. We will review
the coverage solutions and risk management
strategies that can be introduced to reduce
liability exposure and subsequently strengthen
advisor/client relationships.

Professional Liability Protection
for Insurance Professionals (1 credit)
Insurance professionals increasingly are being
held to a higher standard of performance. This
is especially true in the affluent market, where
clients have extremely high expectations of
service and expertise. Failure to deliver can
expose the practitioner and his/her organization
to claims of negligence or malpractice. In
addition, disgruntled clients can speak out,
causing lengthy distractions, public relations
challenges and overall aggravation. It also is
possible that negligent practices can lead to
insurance statute violations.
This course will review the risk management
strategies that insurance professionals serving
the affluent market can employ to reduce
professional liability exposure and, in the
process, strengthen client relationships.

What Personal Lines Brokers Serving
the Affluent Need to Know About
Directors and Officers Insurance (1 credit)
Corporate directors and officers can face
substantial personal and professional liability
exposure related to settlements, judgments
and defense costs associated with lawsuits or
other proceedings brought against them and/
or the companies they represent. Additionally,
shareholders and other litigants (customers,
suppliers, regulators, etc.) are expanding the
responsibilities and expectations imposed on
directors and officers. For example, several recent
class action lawsuits have been filed against
directors and officers for their alleged failure to
proactively address environmental concerns and
stewardship issues. As the stakes grow higher,
personal wealth can be at increased risk.
Directors and officers insurance traditionally is
considered a commercial line. This course will
help you better understand the issues related to
D&O risk management and insurance, enabling
you to address the needs of successful clients
directly or by facilitating appropriate referrals.

“

I t gave me insight on the risks concerning my
own clients’ collections.”
— Risk Management for Art and Other Collectibles attendee

“

The specific trend examples make the subject
relatable and easy to explain to my clients.”
— Liability Trends course attendee
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Personal security
Kidnap and Ransom Coverage (1 credit)
Financial extortion via kidnapping thrives in
countries where corruption is endemic, where
law enforcement is inadequate, and where the
judiciary is open to favors and/or subject to
violent retribution. The crime is particularly
widespread in countries that are rich in natural
resources and cheap labor, and where the
resources and workforce are (or perceived to
be) exploited by indigenous and multinational
organizations.
This course examines the need for kidnap
and ransom insurance; reviews various risk
management strategies; and outlines the
response following a kidnapping event:
investigations, negotiations, arrangement
and delivery of funds, and other services vital
to a speedy and satisfactory resolution.

“

I learned the risks involved with traveling.
Many people assume they are covered
when they are not.”
—Kidnap and Ransom Coverage attendee
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Security Protection for High Profile and
High Net Worth Clients (1 credit)
The high net worth community is a challenging
and unique group when it comes to personal
security. Their financial status, and often the
celebrity that goes along with it, can make them
an especially inviting target for kidnapping,
extortion, fraud, lawsuits, home invasion
carjacking or stalking.
This course reviews the kinds of loss exposures
faced by high-profile/high net worth clients, as
well as those who are close to them. It will equip
you to identify exposures early on and develop
a comprehensive risk management program to
proactively avoid or mitigate potential losses. In
addition, we will outline the resources available
to your clients during a crisis.
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Additional topics
Excess and Surplus Lines Industry (1 credit)
There are times when your high net worth clients
present complex insurance needs that cannot
be met in the standard marketplace. Examples
include residences in catastrophe-prone
locations, major construction projects and
above-average liability exposure. The freedom
of rate and form afforded in the excess and
surplus (E&S) market, also called “non-admitted,”
provides a tremendous advantage to clients
faced with these types of insurance challenges.
While the E&S industry has been in existence
for many years, there are still misconceptions
about the business. This course reviews the E&S
industry in general, along with the regulatory
and compliance guidelines. Case studies will be
used to outline the different types of risks that
are eligible for a non-admitted solution. Lastly, we
will discuss the ways in which risk management
strategies can lessen the possibility of a loss.

The Private Aviation Market and
the Affluent (1 credit)
Long waits at airport security and frequent
air-traffic delays are just some of the reasons why
high net worth people choose to travel privately.
This course will identify the different types of
private aviation ownership available, and the
pros and cons of each. The risks associated
with each ownership option will be discussed
as well, along with the insurance solutions
available in the market. We will review the key
underwriting components of an aviation policy
and the types of underwriting information
required to prepare a submission. Finally, we
will discuss the options for advisors who do
not have a regular flow of aviation business,
including how to access specialized resources in
the aviation insurance market.

Working with Advisors to the
Affluent Market (2 credits)
Affluent clients generally have complex needs
that require sophisticated analysis and planning,
and invariably call for effective coordination
among several professionals. Examples include
attorneys who specialize in different areas
(estate planning, tax planning, etc.), accountants,
financial advisors, appraisers (for valuables and
other collectibles), insurance advisors and more.
This course is designed to help you conduct
a professional “reality check” regarding your
firm’s skills and areas of expertise. While serving
the affluent market can be lucrative, it can be
mutually detrimental to the client and advisor
alike if one does not harness the expertise
necessary to competently serve this market.

“


Probably the most interesting CE class I’ve been to.”
— Security Protection course attendee

“

I enjoyed the class. It was very applicable
to my position with wealthy clients.”
— Working with Advisors course attendee

“

 he examples to everyday life helped me understand
T
what the coverage was about. Thank you!”
— Private Aviation course attendee
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Chartis is a world-leading property-casualty and general insurance organization serving more
than 45 million clients in over 160 countries and jurisdictions. With a 90-year history, Chartis has
one of the industry’s most extensive ranges of products and services, deep claims expertise and
excellent financial strength.

Private Client Group
www.chartisinsurance.com/pcg

