


















































HOW TO BE THE AUTHORITY OF 
YOUR MARKET 



HAGERTY OVERVIEW 
 

• CLASSIC CAR INSURANCE & ROADSIDE 

• HAGERTY CLASSIC CAR MAGAZINE 

• HAGERTY VALUATION TOOLS 



MOST COMMON QUESTIONS 
 

•WHAT’S MY CAR WORTH? 

• HOW’S THE MARKET DOING? 



THE PROBLEM:  LACK OF 
COMPREHENSIVE RESOURCE 
 





EXISTING RESOURCES RELIED HEAVILY 
ON PUBLIC AUCTION DATA 
 



INNOVATIVE SOLUTION:  COMBINE EXPERT 
OPINION WITH THE MOST SIGNIFICANT MARKET 
DATA   
 

• AUCTION DATA 

• PRIVATE SALES 

• DEALER SALES 

• INSURED DATA 







1969 CAMARO:  96 ENGINE/TRIM/CONDITION 
COMBINATIONS RANGING FROM $12,000 - $444,000 



 
 



HAGERTY MARKET RATING 
 First true real rating for the status and health of the collector car market. The entire market summed up in one measurable 
number. 



SIGNIFICANT BENEFITS 
 

• INCREASED WEB TRAFFIC & SEO 

• BLOOMBERG FINANCIAL TERMINAL 

• PREFERRED PARTNER 

• PROPERLY INSURED VALUES 

• PREDICT THE MARKET AND TRENDS  
• TRUSTED RESOURCE 



CLASSIC CAR TRAINING 
 
CLASSROOM 
• HISTORY OF THE AUTOMOBILE 
• CAR BASICS 

 
 

HANDS-ON 
• EMPLOYEE RESTORATION PROJECT 
• ENGINE ESSENTIALS 

 
 

 







Scott Young 
Bellingham Underwriters, Inc. 



• Historically, Bellingham Underwriters had used one 
carrier to reinsure its Transportation Program. 

• In 2004, after just renewing our contract, Converium 
elected to leave North America and terminate all of 
their US Programs by year end. 

• We had a large book of business with a very low loss 
ratio and a strong carrier relationship, but it was not 
good enough. 

• Needed to find a replace carrier quickly. 
• Had difficulty finding a carrier willing to take on a 

Transportation Program. 
• We found a replacement carrier, but then realized we 

needed to find a solution to our reliance on a single 
carrier. 



• Ken Robinette came up with the idea of two carriers sharing the 
book of business. 

• We file the exact same product for two carriers and then have the 
two carriers enter into a QS reinsurance agreement with each 
other.  

• Many carriers like to control the product and look to the Program 
Administrator to simply distribute it.  This will not work with the 
two carrier approach. 

• Need to have a fully functioning independent program, that the 
carriers just have to buy into, that the Program Administrator 
controls.  

• Administrative capabilities to handle process. 
• Underwriting Plan in place that is yours. 
• Ability to collect underwriting/exposure data. 
• Needs to be big enough to make economic sense for the two 

carriers. 



• Two carrier approach has been successful as we continue to 
navigate carriers that shift management, are bought and 
sold, lose financial ratings or change business appetite.  

• Advantages  
• Provides us with a much more stable platform. 
• Allows our program to remain in our control. 
• Creates a three party partnership with multiple shared views. 
• Greater exposure/Identity with multiple carriers.   

• Disadvantages 
• Cost of managing multiple carrier interfaces is more expensive. 
• More time consuming for the Program Administrator to manage the 

individual carrier relationships. 
• Can be a difficult/strained partnership if the two carriers are not 

getting along. 
• Culture/Feel of the carrier can not be understated.  Must 

have a shared underwriting philosophy and approach to 
how the program is to be managed. 
 



• Selected a handful of carriers that had expressed 
interest in our program.   

• Sent proposals to each carrier with a cover letter which 
declared our intent.  This helped to create an 
environment where the carriers would need to 
compete for the book of business.  

• Scheduled carrier audits of our facilities and made 
visits to all the carrier offices to meet their people and 
examine their facilities. 

• Evaluated the carriers based on the criteria we 
determined important. 

• Choose the carrier that had the best fit based on the 
criteria and sent letters to each of the others advising 
why they were not chosen. 



• Financial strength 
• Underwriting philosophy and approach to managing the program 

sector  
• Potential overlaps with other programs or carrier products 
• Acceptance of  National Claims Management as the TPA on our 

program 
• Acceptance of the existing expense and profit sharing structure in 

the program 
• Ability to provide XS limits on existing carrier treaties 
• Data and accounting interface 
• Willingness and ability to support growth of new programs with 

BUI or expansion of the existing program 
• Reasonable and balanced provisions in the GA agreement 
• Responsiveness and decision making structure 
• Culture and feel 
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