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Tips for renewal
NOTE: This guide will be updated on an ongoing basis during the renewal period. Firms are advised to check the
Society’s website throughout the renewal period to ensure that you are using the most up-to-date version of the
guide. This guide was last updated on 14 November 2013 with the additional of Arachas to the list of brokers.

1.

Responsibility for renewal
Ultimately, you are responsible for obtaining professional indemnity insurance (“PII”) before the mandatory
renewal date of 1st December 2013. This date is not negotiable.

2.

Collect information now
Firms should start collecting information well in advance of submitting the common proposal form, as the
information required can be difficult and time-consuming to find. The collation of information should
continue on an ongoing basis throughout the year to save time and money in the long-term.
Most of the information required in this year’s common proposal form was already provided in last year’s
common proposal form. Firms are advised to check their completed forms from last year, and the
documentation provided with that form.
If your firm now, or in the past, has been engaged in areas insurers consider to be high risk, such as
conveyancing, wills and probate1 and personal injuries, you should prepare an outline of the steps taken by
your firm to minimise the risk of claims from these areas and demonstrate your firm’s experience in the
relevant practice areas.

3.

Seek a copy of your claims history
The claims history of a firm should be obtained from the current insurer for the current indemnity period,
and previous insurers of the firm for previous indemnity periods. The insurer is required to provide this
information in accordance with the Participating Insurers Agreement2.
The claims history report from the current insurer should contain the following information:
(a)

a summary of each claim made against the firm under each policy;

(b)

the amount reserved by the insurer against each claim (including the basis on which the
amount was calculated) and whether the amount includes defence costs; and

(c)

information on any excess or deductible for each claim and any amounts paid out in
relation to each claim (including any excess or deductible due from but not paid by the
firm).

You should include with your claims history in the common proposal form:

1
2

(a)

comments on the current status of any outstanding claims; and

(b)

outline what steps have been taken to avoid re-occurrence of the problem.

Although some insurers consider probate work to be low risk
Previously known as the “Qualified Insurers Agreement”.
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4.

Research the market
You should research PII market conditions and enquire from brokers about what type of firms are covered
by each insurer. Many insurers may have narrow underwriting criteria and will only quote certain types of
firms.
Enquiries should also be made as to what are the key issues that suitable insurers for your type of firm will
be looking for in assessing proposals.

5.

Notification of claims by 30th November 2013
All claims made against your firm and circumstances that may give rise to such a claim should be notified
to your firm’s insurer as soon as possible.
In particular, claims made between 1st December 2012 and 30th November 2013 (both dates inclusive)
should be notified by the firm to their insurer by 30th November 2013. Special care will be needed in the
weeks and days approaching 30th November 2013 and on the day itself to ensure that the deadline is not
missed.
It is proper practice for firms to notify insurers of claims or circumstances during the year as they arise, not
at the end of the indemnity period. Notifying all claims and circumstances at the end of the indemnity
period is referred to as “laundry listing” by insurers, and is not looked on favourably.
In addition, your firm should ensure that it complies with any notification requirements set out in the
insurance policy terms and conditions.
Firms are permitted to report claims or circumstances of which they are aware prior to expiry of cover to
their insurer within a grace period of 3 working days immediately following the end of the coverage period.
Notifications of claims and circumstances to your insurer are vital due to the “double trigger” requirement
as set out in the ‘Important points to note’ section of this guide.

6.

Check if you are a distressed firm
If insurers consider your firm to be high risk, or a ‘distressed firm’, this can lead to refusal to quote, higher
premiums and higher excess. Indicators that you may be considered a distressed firm include:
(a)

sudden increase in the frequency and/or severity of claims being made against the firm;

(b)

deterioration in the firm’s claims history;

(c)

rogue fee earners in the firm;

(d)

partners involved in fraudulent activity;

(e)

litigious nature of, and liabilities arising from, conveyancing work;

(f)

failure to engage and implement risk management strategies;

(g)

laundry listing claims at the end of the year;

(h)

delay in notifying claims (see “double trigger” section in the guide); and

(i)

difficulties with your firm’s last renewal.
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If you are concerned that you may be considered to be a distressed firm, you should seek advice from your
broker on how to make your firm more attractive to insurers, including early application, providing
professional and in-depth information to reassure underwriters, commissioning an independent risk review
to focus on problem areas in the firm where claims have arisen, identifying the underlying causes of
claims, implementing risk management measures in relation to claims and ensuring that all claims and
circumstances have been properly notified and accepted by the firm’s existing insurer.

7.

Apply early
Some insurers limit the amount of business that they accept and, when this limit is reached, they will stop
offering cover. Therefore, common proposal forms should be submitted as soon as possible.
Early submission should also indicate that a firm is professional and well managed and therefore less likely
to constitute significant risk. Making an application close to the deadline is not viewed favourably by
insurers.
Wherever possible, firms should meet with insurers or brokers to address any key issues or concerns of the
insurers or brokers.
If you deal with more than one broker, try to ensure that your proposal form is not sent to any particular
insurer more than once. This can cause delay.
Ensure the common proposal form is comprehensively and accurately completed with all the required
documentation. Ensure your responses are legible, accurate and well-presented. Try to avoid submitted
hand-written proposal form. The form is available in an editable pdf form on the Society’s website at
www.lawsociety.ie/PII/.
Further information on completing your common proposal form application can be found in the ‘Common
proposal form’ section of this guide.

8.

Follow up on your application
Follow up with your broker on the status of your application once submitted, including the identities of the
insurers the broker submitted the form to and the dates the form was submitted.
Respond promptly to any requests for further information or clarifications from your broker or insurer.
Seek regular updates from your broker on the progress of your proposal if they do not in any event provide
such information. Insurers must confirm they are willing to cover a firm and provide a quote within 10
working days of receiving a properly completed proposal form.

9.

Accept quotation promptly
If you receive an acceptable quote for cover, do not delay unduly accepting the quote, as the quote may be
available for acceptance only during a specified period or may be withdrawn before acceptance. Never
delay accepting a quotation beyond close of business on 30th November.
It should be noted that insurers are required to leave quotes open for a period of not less than 10 working
days. This requirement was introduced in the 2012/2013 indemnity period and remains in place for the
2013/2014 indemnity period. Make sure you confirm your decision to accept a quote before the offer
expires.
Further information on factors to be considered when deciding whether to accept a quote can be found in
the ‘Guide to Brokers’ section of the guide.
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10.

Risk management
The Society strongly recommends that firms adopt formal risk management policies and procedures and
notify insurers of the procedures in place. The risk management section of the common proposal form
takes up a significant portion of the form, which reflects its importance to insurers.
Each insurer is expected by the Society to advise those firms currently insured by that insurer which the
insurer believes would need to arrange for a risk management audit of their practice in order to facilitate
the renewing of their PII.

11.

If you are unable to obtain cover
If it becomes clear that you are unable to obtain cover in the market, or it appears likely that you will be
unable to do so, act immediately. As a matter of urgency, discuss the situation with your broker and contact
the Society’s PII helpline (see details in section 13 below).
You should inform the Society in writing that you have been unable to obtain cover in the market before
the 30th November 2013 and keep the Society updated on your progress to obtain cover.
You should contact the Special Purpose Fund Manager, Capita Commercial Insurance Services, in relation
to applying to the Assigned Risks Pool (“ARP”) for cover. Further information on the ARP can be found in
the ‘Guide to Special Purpose Fund’ section of this guide.
Failure to obtain cover will result in the firm being declared a “defaulting firm” and the firm will be
required to close if cover cannot be obtained. Further information on defaulting firms can be found in the
‘Important points to note’ section of this guide.

12.

Confirmation of cover
Confirmation of PII cover for a firm must be provided to the Society within 3 working days. Therefore,
confirmation of cover in the designated form must be provided to the Society on or before 5th December
2013.
The Society has a facility whereby brokers can furnish the Society, on behalf of the firm, with confirmation
of cover via the Society’s website. However, the obligation is on the firms to ensure that confirmation of
cover is provided to the Society by your broker within 3 working days. The online PII confirmation system
is now closed for 2012/2013 indemnity period submissions. The system will be available to accept
submissions for the 2013/2014 indemnity period on 1st December 2013.

13.

PII Helpline
The Society’s helpline is available to provide information and guidance on the common proposal form and
the renewal process. The PII Helpline is open Monday to Friday from 10am to 4pm and can be contacted
by phoning 01 879 8707 or emailing piihelpline@lawsociety.ie.

14.

Renewal resources
Renewal resources for the 2012/2013 indemnity period are available to download from the Society’s
website at www.lawsociety.ie/PII/ and include the common proposal form, list of brokers, list of insurers,
the Participating Insurers Agreement, the current PII regulations, Assigned Risks Pool and Run-off Fund
documentation and documentation from previous indemnity periods. This area will be updated frequently
as more documentation becomes available.
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Common proposal form
The common proposal form for the 2013/2014 indemnity period is available in editable form on the Society’s
website at www.lawsociety.ie/PII/. The form should also be available through your broker.
The common proposal form ensures that each firm will have to complete only one proposal form at renewal time,
thereby simplifying the renewal process for the profession and making it easier for firms to obtain multiple quotes.
Please note that, while all insurers are free to use their own form (which is a regular occurence when renewing with
the same insurer), all insurers are required to accept the common proposal form. In this way, your firm can
complete the form once and submit it to all insurers in the market to increase the options for cover available to your
firm.

Points to note for completing the proposal form
1.

The proposal form should be submitted early, be completed fully and correctly, have all required
documentation attached and be legible, accurate, well-presented and comprehensive. Try to avoid
submitted hand-written proposal forms and include any extra information you feel may be helpful to clarify
any points.

2.

Firms are not required to provide certificates of good standing with the proposal form. Please note that the
fee for obtaining a certificate of good standing from the Society within 10 working days of application is
€100, to be paid in advance of the certificate issuing. Certificates of good standing issued later than 10
working days of application are free of charge.

3.

Please note that, given the volume of queries, any application for information from the Society for your
proposal form is likely to take approximately 5 working days to process. Therefore, firms should not wait
until the last minute to apply to the Society for such information.

4.

You should answer all questions in the proposal form. If you are unsure of any question, answer what you
think the insurer is looking for and provide additional information to clarify. Check and recheck the form to
ensure that all questions have been answered correctly.

5.

Check that all additional documentation has been attached to the form and is correctly cross-referenced.

6.

Make sure that the figures add up. For example, ensure that gross fee income figures add up to 100%.

7.

An insurer cannot require a firm to provide it with supplemental information until such time as the insurer
has received and reviewed a common proposal form fully completed by the firm.

8.

Insurers may only request supplemental information from firms after submission by the firm of a
completed proposal form for the purpose of clarifying information contained in the completed proposal
form. Such supplemental information can only be requested from the firm by the insurer where the insurer
reasonably requires such information in order to decide whether to insure the firm. In this case, the insurer
must make a statement to that effect and request that the firm provide such supplemental information
within a reasonable timescale.

9.

Claims information must be provided by your current insurer for the current indemnity period, and
previous insurers for previous indemnity periods, and be attached to the common proposal form. If you
have a poor claims history, provide the insurer with further information on how the claim arose and what
procedures are now in place to ensure that henceforth, as far as possible, such claims will not arise. Failure
to provide a claims history, or provision of an incomplete claims history, may indicate to insurers that
something is being hidden. Claims information is used by insurers to compare your previous loss
experience against improvements to risk management you may have implemented or changes you may
have made to your work type activities.

10.

Firms should ensure to redact any information in any documentation provided to insurers which may
breach legal privilege or client confidentiality.
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11.

The risk management section of the common proposal form has been significantly amended for the
2013/2014 indemnity period to make the section simpler and clearer. Insurers are focusing on risk
management and it would be to the benefit of the firm to demonstrate to insurers that they have robust risk
management procedures in place.

12.

Ensure that the form is signed and dated, otherwise the proposal form is invalid.

13.

With regard to Yes/No questions in the form, where the answer is some variation of yes or no, expanded
answers should be provided on such questions in the covering letter submitted with the form.

14.

Do not assume that any one insurer is going to cover you. The common proposal form should assist you to
shop around and try to obtain at least 2 quotations.

15.

Make sure your completed proposal form goes to each insurer only once, if using multiple brokers.

16.

Use the covering letter with your proposal form as a method of “selling” your firm to the insurer.

17.

Check and check again – Approximately two-thirds of forms received by insurers are incorrectly filled out.
This delays the obtaining of a quote by the firm and does not reflect well on the firm. Ensure more than one
person checks the form before it is sent out. Review spellings and figures. Ensure that all information
requested is provided.

18.

The common proposal form is an application for normal PII, not for run-off cover. Firms should contact the
Special Purpose Fund Manager, Capita Commercial Insurance Services with regard to obtaining run-off
cover through the Run-off Fund. The Special Purpose Fund Manager can be contacted by phone on 0044
207 397 4539 or email spf@capita.co.uk. More information on the Run-off Fund can be found on the
Society’s website at www.lawsociety.ie/Pages/PII/Run-off-Cover/.

Guidance for specific areas of the common proposal form
The following table contains guidance regarding specific areas of the common proposal form and will be updated
continuously based on queries received from the profession. The Society accepts no legal responsibility for any
information contained herein.
If you have further queries that have not been dealt with in these guidelines, the Society’s PII helpline is available
to provide information and guidance on the common proposal form and the renewal process. The PII Helpline is
open Monday to Friday from 10am to 4pm and can be contacted by phoning 01 879 8707 or emailing
piihelpline@lawsociety.ie.

Section
Notes
Additional information This is a list of additional information which may be required to be attached to the
proposal form. Following completion of the form, you should go through the checklist
checklist
and ensure that all relevant documentation is attached.
Q3.6

References – Insurers are looking for confirmation that the necessary recruitment
checks were made for any partners, principals or employees in the firm, including any
disciplinary record with, not only the Law Society of Ireland, but any other relevant
bodies.
These include the Solicitors Disciplinary Tribunal and, where applicable, solicitors’
regulatory bodies in other jurisdictions such as in England and Wales, Scotland and
Northern Ireland.
These could also include the relevant regulatory bodies for any partners, principals or
employees that are, or were previously, in another profession.
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Q4.1.1 and Q4.1.2

These questions deal with whether your firm has been the subject of an investigation
that has resulted in any adverse findings by the Society, the Solicitors Disciplinary
Tribunal or any other recognised body, and if your firm has received any inspection
visits from the Society’s Regulation Department.
If the answer to either of these questions is yes, you are required to provide details and
reports where applicable. These questions are not subject to a time limit.
Recognised bodies include solicitors’ regulatory bodies in other jurisdictions such as in
England and Wales, Scotland and Northern Ireland.
If you are seeking copies of the reports from the Society, please note that such requests
are likely to take approximately 5 working days to process, due to the volume of
queries at this time of year.
If you are unable to obtain some reports, an explanation as to why these reports cannot
be obtained should be provided (such as the existence of a document retention policy
where documents are destroyed after a certain length of time).
If your reports are not favourable, you should provide confirmation of the procedures
now in place to ensure that , henceforth, such finding will not reoccur.
You must redact/obscure or delete any information in reports provided which may
breach legal privilege and client confidentiality.

Q4.1.6

This question deals with whether there has been a material change in the firm in the
last 3 years including, but not limited to, legal entity, nature of work or location.
Change of legal entity includes a partnership being dissolved or a new partnership
being created.

Q4.1.7

This question deals with whether you expect there to be any significant changes to or
in your firm in the coming year. This would include a situation where a firm is
changing their work type and/or branching out into a new area of legal service (such as
personal insolvency work).

Q7

Nature of work – This question deals with “no foal, no fee” arrangements. It should be
noted that these arrangements are not prohibited. This question is included as these
types of arrangements have been, in some cases, a source of claims in the past.
Solicitors should ensure that they comply fully with section 68 of the Solicitors
(Amendment) Act 1994 in these cases.

Q10.9

This question deals with whether your firm has received any requests for conveyancing
files or information from conveyancing files over the last 24 months from a lender or a
lender’s representative, other than in accordance with normal business.
If the answer is yes, your should confirm how many requests your firm has received,
whether you reported such requests to your insurer and whether any potential
notifications made by you have been declined by your insurer.

Q10.17

This question refers to the Society’s guidelines for issuing of undertakings. These
guidelines can be found in Section 6.5 (pages 34-36) of the Society’s “Guide to
professional conduct of solicitors in Ireland” (2nd edition), the practice note “Notice to
all practising solicitors – undertakings” published on page 48 of the March 2011
edition of the Society’s Gazette and the Commercial Mortgage Lending, Law Society
Approved Forms (2010 edition).
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Q11.2.2.2

This question is a duplication of Q11.2.2.1 and can be ignored.

Q11.23

This question deals with whether the firm has complied with all its obligations under
the Solicitors Accounts Regulations. The relevant regulations can be found on the
Society’s website at www.lawsociety.ie/Pages/About-Us/The-Organisation/.
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General guidance for obtaining the best quote
What is the best quote?
Firm should not make the mistake of presuming that the best quote for your firm is the cheapest quote. Firms
should consider the financial stability of the insurer, the premium price, the service provided by your broker and the
level of expertise of the insurer.

Underwriter requirements
Underwriters are responsible for making decisions on your PII application. They often have a accountancy or
actuarial background. They are tasked with pricing the risk associated with different applicants as accurately as
possible in accordance with actuarial practices. Their objective to is make a profit for their employer and therefore
their ideal firms are those that are less likely than average to have a claim.
It is important to have knowledge of underwriter requirements in the insurance industry generally, and knowledge
of the difference between requirements of individual organisations, both in Dublin and in London, in order to tailor
your application. There may be distinct differences between the requirements of underwriters in Dublin and senior
management in London, where final decisions in difficult cases are made.
Firms are advised to seek information on underwriter requirements from their broker, and take such information
into consideration when preparing the proposal form.

Underwriter expectations of solicitor firms
Underwriters expect solicitor firms to be well managed and business orientated. They expect firms to have, at the
very least, a basic grasp of the principles of practice and risk management.
Some underwriters have precise requirements for the register of undertakings and will not accept registers that do
not conform to these requirements.
In most cases, the requirements of underwriters are unspoken and unpublished, and are subject to change annually
based on the claims experience of previous years. This is why insurers have such an input into the common
proposal form, in order to make the requirements of underwriters more transparent, as they are reflected in the
questions in the form.
Distressed firms should seek advice from their broker and take time to research this area, as compliance with the
requirements of underwriters can make the difference between being offered cover and being refused.

Communication
Firms are advised to consider how best to bridge the gap in understanding and communication between the firm
and the insurers. Firms should not attempt to operate from memory or rely on trust as a substitute for good risk
management systems and procedures. Firms need to adhere to basic operating standards for law firms in order to
present themselves as a good risk to insurers.

Register of undertakings
The common proposal form contains extensive questions of the handing of undertakings by firms, including the
register of undertakings, as this is a good risk indicator for insurers.
The main issues to be kept in mind with regard to the register of undertakings are the importance of using a good
format and the importance of actively managing the register once it is in a good format.
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The advantages of keeping your register in good format include:
1.

enhanced understanding of your firm’s risk exposure;

2.

the register acts as a powerful indicator to underwriters that your firm’s risk exposure in this area is
minimised, which puts the firm into a lower risk category;

3.

the register allows you to track and monitor the status of transactions;

4.

the register highlights undertakings which are in a high risk category and permits you to prioritise
them; and

5.

the register is an excellent supervision tool.

Duty of utmost good faith
In addition to reviewing underwriter criteria, firms are advised to review the duties of solicitors applying for PII.
While in certain respects the common law in relation to insurance in overridden by the minimum terms and
conditions, attention must be paid to the doctrine of utmost good faith that underpins the contractual relationship,
except as varied by the minimum terms and conditions.
There are two elements to this doctrine:
1.

the obligation to make full and proper disclosure; and

2.

the duty to avoid making material mis-statements.

The general position is that only the insured persons know the special facts upon which the policy is to be
computed and the underwriter has to rely on the representations made to him or her that induce him or her to insure
the risk. Suppression of relevant information, even without fraudulent intent, can have serious effects on the
validity of your policy. Therefore, firms are advised to ensure that material facts and material changes are disclosed
in the common proposal form.

Material fact
Material facts are generally understood to be any information which may influence the judgment of a prudent
insurer in deciding whether to accept the risk and, if so, on what terms.
An obvious example of a material fact is to disclosure a firm’s claims record. Failure to disclose the claims record
with the common proposal form can be expected to result in a lot of difficulties for firms.

Material change
Material changes are generally understood to be changes to material facts that arise on renewal or during the
currency of the policy that have not previously been disclosed to the insurer as a material fact.
Examples of material changes include:
1.

fraud on the part of any of the partners and employees of the firm;

2.

changes in the composition of the firm; and

3.

mergers with, and acquisitions of, other firms.
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Firms experiencing any of these types of material change are advised to contact their broker and insurer prior to the
event occurring if possible (for example in cases of mergers and acquisitions).
Other changes in the composition of a firm may take place where the duty to inform the insurer is not so obvious,
in particular where a principal or partner becomes ill or incapacitated. In such cases, where the principal or partner
is not working in the office for a number of months, there has been a practical change in the composition of the
firm and it should be reported in order to keep the firm compliant with the duty of disclosure.

Misrepresentation or non-disclosure in placing PII
Any misrepresentations or non-disclosure in placing PII has the potential to reduce the effective level of cover for
your firm, or remove cover altogether for claimants that are financial institutions.
Claims by financial institutions can be declined by the insurer if there is any material misrepresentation or nondisclosure (other than innocent misrepresentation or non-disclosure) in placing the insurance. In this case, the
insurer is required to demonstrate that the firm was guilty of material misrepresentation or material non-disclosure
in placing the insurance. The burden of proof is on the insurer to prove that this is the case.
In the case of claims by non-financial institutions, cover cannot be avoided by the insurer for misrepresentation or
non-disclosure, but your firm may have to indemnify the insurer for claims in such cases.
The insurer cannot avoid or repudiate insurance on any other grounds, with the exception of proven material
misrepresentation or non-disclosure or the ‘double trigger’, including in the case of innocent misrepresentation or
non-disclosure.
Therefore, firms must complete the common proposal form correctly in all respects and all relevant information
provided to your insurer.

Firm profile
It is important to have a clear understanding of the profile of your firm as this is one of the main factors taken into
account by underwriters. A firm’s profile is derived from:
1.

the size of the practice;

2.

the practice areas and fee income derived;

3.

risk level of legal services provided; and

4.

expertise and experience in core areas of practice.

Size of practice
With regard to the size of the practice, sole practitioners and sole principals may find that the number of insurers
interested in covering such firms is limited. It is important to ascertain which insurer will quote this business. Firms
with four partners or more may find that there are more options open to them as certain insurers feel that the bigger
the practice, the lower the risk. This preference is based on the assumption that proper resources are available in
larger firms to manage risk and put proper systems in place.

Practice areas and fee income derived
With regard to the practice areas and the fee income derived, certain areas are regarded by insurers as high risk.
These areas of practice vary over the years and an area which is considered high risk this year may be low risk in a
few years. Firms which had a high concentration of domestic and commercial conveyancing over the past few years
now find that this area is approached with caution by insurers. Other areas pose a lower risk. The perception of risk
13

for particular practice areas varies from insurer to insurer, and firms are advised to seek information from their
brokers on the views of insurers regarding the risk associates with specific practice areas , and to take such views
into account when completing the common proposal form.

Risk level of legal services
With regarding to risk level of legal services provided, legal services with lower claim statistics tend to be criminal
law, family law, general commercial work and probate3. If firms are engaged in what are perceived as high risk
areas, they should pay special attention to informing the insurer of the risk management systems in place in the firm
relating to those practice areas.

Expertise and experience in practice areas
Insurers are reassured if firms can demonstrate expertise and experience in the firm’s practice areas. For example,
firms should be able to clearly define their core business, even if the firm is a general practice, as there are a
number of practice areas which you will offer and a number of practice areas which you will not. Firms should be
clear on the areas in which they offer legal services, and those areas in which they do not offer legal services. Many
claims arise in situations where firms agree to act in transactions where they were not sufficiently knowledgeable.
In this way, small firms which practice in a number of different unrelated areas or firms which have recently set up
and have little or no experience in their practice areas can be seen by insurers as presenting a higher risk.

Risk management procedures and policies
The common proposal form strongly emphasises the importance of risk management to insurers, including risk
management procedures and systems, risk management accreditation, how the firm deals with undertakings and
whether the firm limits its liability by contract.
Firms that lack a formal, effective, written risk management strategy are seen by insurers as presenting a higher
risk.
Risk management should be viewed as an opportunity to help your practice improve efficiency and reduce costs,
leaving you free to concentrate on fee earning, rather than a burden imposed.
Implementation of risk management systems help to reduce exposure to claims. Indepth written policies, marks of
quality and accreditation can be a key differentiator to insurers when calculating premiums, as insurers are
increasingly looking for reassurance that risk management is being properly addressed and covering what they see
as the main causes of claims. Insurers have adopted a robust and co-ordinated approach to risk assessment which
has resulted in more selective underwriting.
Insurers look for systems in firms that mitigate risk, and may wish firms to be audited to ensure compliance with
such risk management systems. Firms are advised to show that post-loss corrective actions are taken by firms
following claims as evidence of the firm’s commitment to high risk management standards and best practice.

Claims history
PII operates on a “claims made and notified” basis which means that the firm’s current insurer is responsible for
covering any claim which is both made and notified to the insurers during the same indemnity period .
The implications of this from an insurer’s perspective are that they must assess the risk based, not just on the firm’s
commitment to risk management going forward, but also on what risk management measures have been in force in
the past. Firms that lack clear risk management procedures present a higher risk of claims to insurers.

3

Although some insurer still view probate work as high risk.
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A claims history is regarded by an insurer as being a reflection of future performance. If the insurer sees a poor
claims history, the assumption is that the circumstances which gave rise to claims in the past may cause claims to
arise in the future. The simplest decision an insurer can make in this situation is to decline the risk. As stated
previously, firms with poor claims histories are advised to provide explanations for such claims histories and state
the risk management procedures put in place to prevent such claims arising in future. It is hard to overstate the
importance of explaining your firm’s claims history. If necessary, firms should consider retaining expert advice if
the claims history of the firm is poor.
Firms should obtain their written claims history from their current insurer for the current indemnity period, and
previous insurers for previous indemnity periods and take the time to analyse it and explain the actions the firm has
taken to ensure that similar claims do not arise in future.
If your firm has a claims free history, the question is whether that claims free history is a result of good luck, or
good management. Firms with a claims free history of over 30 years can still be bankrupted by a single claim. If
you believe your claims free history is attributable to good management, ensure that this is set out in the covering
letter provided to the insurer.

Disciplinary, regulatory and complaints history
Insurers also consider the disciplinary, regulatory and complaints histories of firms and such details are required to
be disclosed in the common proposal form. Firms with poor disciplinary, regulatory or complaints histories are
advised to provide copies of any adverse decisions made against the firm and other relevant documentation,
together with an explanation of how such matters arose and the steps taken by the firm to prevent a reoccurrence of
such situations.
Provision of regulatory information is not necessarily negative. For example, an Investigating Accountant’s report
disclosing no adverse issues will be seen in a positive light by insurers.
Your firm’s disciplinary, regulatory and complaints history provides an independent assessment of your firm’s
management of client accounts and compliance with regulations. A good history, or clear examples of firms putting
in place effective procedures to deal with a poor history, are selling points for the firm.

Financial viability
Firms may feel that their PII premium should decrease in situations where the fee turnover for the firm has
decreased or is at a low level. PII is offered on a “claims made and notified” basis. Therefore, your firm’s risk
exposure is determined by the firm’s past. If the firm had a high turnover in a high risk area for many years which
has reduced, or the firm deals or dealt primarily in high risk areas, the risk of claims has not in fact reduced for the
insurer.
Insurers take the financial viability of firms into account and may be reluctant to insure firms that may be required
to close during the year due to financial issues. This is due to the fact that claims may arise on your firm and, as the
firm has ceased during the indemnity period, the principal or partner may not be available to manage the claims for
the rest of the indemnity period.

Changing insurer
Consideration should be given to the effect of changing insurer, especially the loss of the benefits of continuation
of cover with one insurer, including avoidance of coverage disputes that may arise between insurers in different
policy years.
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Improving your insurance profile
Firms can distinguish their firm from others by:
1.

treating the renewal as a priority, thereby improving both the number of insurers prepared to cover the
firm and the terms upon which they may be prepared to do so;

2.

applying early to demonstrate that your firm is professional and well managed, as late applications may
be treated as distressed applications;

3.

preparing for the renewal in the same way as you would prepare for a business tender, and make your
proposal stand out through its clarity, presentation and level of details, as these are indicative of the
way the firm conducts the rest of its business;

4.

taking responsibility for the renewal and application at a senior level;

5.

ensuring there are no mistakes in the proposal form by checking and rechecking the proposal form
before submitting the form to insurers;

6.

taking the time to sell the firm as a good risk in the covering letter with the proposal form;

7.

stressing your risk management and best practice processes and systems as a key component of your
renewal strategy, including accreditations if obtained;

8.

where claims have arisen, indicating the steps that you have taken to address such matters;

9.

focusing on key high risk areas that insurers see as the main causes of claims and demonstrating to
insurers the processes you have in place to prevent claims, such as the register of undertakings, critical
dates diary, evidence of regular file reviews, a designated partner for risk management, regular
meetings with fee earners and procedures to ensure proper cover for absent fee earners; and

10.

following up on the application, as firms should not assume that “no news is good news” and should
ensure they remain engaged with the insurer and the broker until the policy is put in place.

Benefits to the firm
Implementation of good systems will be of benefit to the firm in the long run. Improving quality standards makes a
statement to insurers, helps improve efficiency, and should reduce complaints, potential claims and the
management time, expense and worry involved in dealing with them.
Such improved management practices may lead to greater profitability, not only by virtue of any reduction in
insurance premiums that it may achieve, but also as a result of greater efficiency achieved throughout your practice.
While there is no guarantee that discounts on your premium will be secured, the more issues you can address, the
greater the likelihood of minimising your premium.
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Important points to note
Indemnity period and coverage period
The indemnity period is a period of one year, from 1st December to 30th November annually.
The coverage period is a period for which the insurance held by a firm affords cover and must not exceed 24
months.
In the case of the ARP, where a firm applies to join the ARP prior to the start of an indemnity period, the coverage
period shall run from 1st December to 30th November in that indemnity period. Where a firm applies to join the
ARP during the indemnity period , the coverage period shall run from the date of application until 30th November
in that indemnity period.
It should be noted that a firm’s indemnity period and coverage period may not be the same, although they are the
same for the significant majority of firms. Firms with variable renewal dates may have a coverage period that is
longer than the indemnity period, and their cover may not expire on 30th November 2013. Your coverage period
should be clearly set out in your policy.

Renewal date
The mandatory PII renewal date is 1st December 2013. This date is not negotiable.
All cover under the current indemnity period will expire on 30th November 2013, with the exception of firms with
variable renewal dates, as the coverage period for such firms may extend past 30th November 2013. All firms,
including those with variable renewal dates, are responsible for ensuring that confirmation of cover is provided to
the Society on or before 5th December 2013.
The Society has a facility whereby brokers can furnish the Society, on behalf of the firm, with confirmation of
cover via the Society’s website. However, the obligation is on the firms to ensure that confirmation of cover is
provided to the Society by your broker within 3 working days. This online PII confirmation system is now closed
for 2012/2013 submissions. The system will be available to accept confirmations for the 2013/2014 indemnity
period from 1st December 2013 onwards.

Variable renewal dates
In response to demand by the profession, variable renewal dates were permitted with effect from 1st December
2011 and continue to be permitted in the 2013/2014 indemnity period.
It should be noted that, while the Society is permitting variable renewal dates, their availability on the market will
be subject to such dates being offered by insurers and will be subject to agreement between firms and their insurer.
The Society cannot oblige any insurer to provide variable renewal dates.

Terms of cover
Firms, rather than individual solicitors, are covered by PII.
The PII regulations prescribe only the minimum level of cover required for firm, which is €1.5 million for each and
every claim.
PII is on a “claims made and notified” basis. This means that claims are covered only if they are notified to the
insurer in the correct coverage period, which is the coverage period in which the claim is first made against the
firm. Further information on the “claims made and notified” basis of cover can be found in the ‘double trigger’
section below.
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Cover for legal defence costs for the insurer dealing with the claim are not limited.
Insurers may not repudiate claims by non-financial institutions on any grounds, including fraudulent
misrepresentation or non-disclosure. They must cover such claims but may pursue the firm subsequently.
Statutory compensation or restitution to clients, such as may be ordered by the Solicitors Disciplinary Tribunal, is
covered.

“Double trigger” – claims made and notified
Professional indemnity insurance is on a ‘claims made and notified’ basis. This means that insurance must
indemnify the firm against civil liability incurred by the firm arising from any provision of legal services provided
that:
(a)

a claim in respect of such civil liability is first made against the firm during the coverage period
and notified to the insurer during the coverage period or within 3 working days immediately
following the end of the coverage period; or

(b)

a claim in respect of such civil liability if first made during or after the coverage period and arises
from circumstances first notified to the insurer during the coverage period or arises from
circumstances first notified to the insurer within 3 working days immediately following the end of
the coverage period provided that the firm was aware of the circumstances during the coverage
period.

This means that the insurance that will cover a claim is not necessarily the insurance that was in place when the
alleged negligent act occurred.
The requirement for a claim (or circumstance) to be both made against the firm and notified to the insurer during
the same coverage period as set out above is referred to as the “double trigger” in that both requirements must be
met for the claim to be covered under the policy.
For the 2013/2014 indemnity period, the double trigger provisions have been amended so that, for claims and
circumstances arising after 1st December 2013, the requirement to notify the claim or circumstance in the same
coverage period as it was made will not apply if your firm has continuous cover with that insurer (has not changed
insurer between the indemnity period). The self-insured excess for the claim shall be the higher of the applicable
self-insured excesses between the two coverage periods and the limit of liability shall be the lower of the two
coverage periods. Where a firm has changed insurer between coverage periods, the double trigger applies and the
claim or circumstance must be notified in the same coverage period in which it was made. Against, firms should
ensure that they notify claims and circumstances to their insurer as soon as they arise and that they meet the
notification requirements as set out in the firm’s insurance policy terms and conditions.
The “coverage period” is the period for which the insurance (or ARP coverage as the case may be) held by the firm
affords cover. Firms whose coverage period and indemnity period are the same, should ensure that all claims and
circumstance are notified to their insurer before 30th November (or within 3 working days thereafter) to ensure the
requirements of the “double trigger” are met. Firms with variable renewal dates, whose coverage period and
indemnity period are not the same, such ensure that all claims are circumstances are notified to their insurer by the
end of the coverage period, or within 3 working days thereafter.
The insurer will be entitled to deny cover in respect of any claim first made against your firm on or before the end
of the coverage period (normally 30th November annually) if the claim (or circumstance) is not notified to the
insurer in the same coverage period (or within 3 working days immediately following the end of the coverage
period) in which it was made against the firm.
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Self-insured excess
Firms can agree to any level of self-insured excess with their insurer. In the event of a claim where the firm does
not pay out the self-insured excess portion of the payment to the client, it is paid by the insurer and recovered by
the insurer from the firm.
Additional cover
Your firm should consider whether the value and nature of work carried out by your firm requires “top-up” cover
and whether your firm should seek to limit by contract its liability to clients to the minimum amount permitted by
law, which is €1.5 million each and every claim.
Firms providing legal services relating to the laws of any other jurisdiction should note that the minimum terms and
conditions do not cover legal services relating to the law of other jurisdictions. Such firms should therefore arrange
to put additional cover in place if they consider it appropriate.
PII is provided on a “claims made and notified” basis, which means that a transaction that your firm believes
requires additional cover will need that additional cover renewed in subsequent coverage periods, as a claim in
respect of the transaction may arise after the end of the coverage period in which the transaction is carried out.

Exemptions
Firms providing legal services from an office outside the jurisdiction are not obliged by Irish regulations to have
PII cover in place in respect of the practice carried on from such an office.
An exemption for in-house solicitors providing legal services only to their employer applies.

Defaulting firms
Any firm without confirmation of cover on 1st December 2013 will be a “defaulting firm” until such confirmation is
obtained and notified to the Society.
All firms, including those with variable renewal dates, for which confirmation of cover is not received by the
Society within 3 working days of 1st December 2013 (that is by 5th December 2013) will be classified as
“defaulting firms” until such time as the required notification is provided to the Society.
It is in the interests of all firms to avoid becoming a defaulting firm. If your firm becomes a defaulting firm, you
should use your best endeavours to regularise your position promptly and should seek to ensure that your cover,
when renewed is effective from the date of expiry of your previous cover with a view to mitigating the adverse
consequences of defaulting firm status.
The Assigned Risks Pool (“ARP”) will provide defaulting firms with very limited PII cover (see Special Purpose
Fund section for more information).
If claims should arise while a firm is a defaulting firm, which are paid by the ARP, the ARP will have recourse
against the firm and its principals for recovery of the full amount of the claim, including defence costs.
It is the policy of the Society to seek a High Court order compelling any defaulting firm, which does not regularise
its position promptly, to cease practice.

Agents of participating insurers
Participating insurers who use agents on their behalf to transact or facilitate business will be required to ensure that
its agent makes a clear statement to the insured firms that it is acting as an agent of the participating insurer and not
the firm.
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Quotations from insurers
Insurers are required to respond to the firm no later than 10 working days following the receipt of a fully and
correctly completed proposal form, confirming:
1.

whether the insurer is willing to insure the firm; and

2.

confirming the amount of the premium being sought by the insurer for such coverage.

Quotations from insurers must remain in effect for 10 working days or until the expiry of the previous coverage
period, whichever date is earlier.
As introduced in the 2011/2012 indemnity period, a prohibition remains in place on insurers, or brokers on behalf
of insurers, asking for the amount of premium paid by the firm in any previous indemnity period or any quote
received by the firm in any indemnity period, due to concerns that a requirement on firms to provide such
information would tend to undermine the proper functioning of a fully competitive market.
Guidance on what factors should be considered when choosing which quote to accept can be found the ’Guide to
Brokers’ section.

Amendments for the 2013/2014 indemnity period
The definition of legal services has been amended to include, for the avoidance of doubt, acting as a personal
insolvency practitioner.
The definition of succeeding practice has been broadened. Any firm conducted by a partnership where half or more
of the principals are identical to those persons who where principals of any partnership that conducted the previous
practice will be considered to be a succeeding practice. Any practice conducted by a sole practitioner who was one
of the principals conducting the preceding practice will be considered to be a succeeding practice. Further
information on the definition of succeeding practice for the 2013/2014 indemnity period will be available in the
“Run-off Fund Guidelines 2013/2014” to be published shortly. Any firm which ceases practice on or before 30th
November 2013 will fall under the 2012/2013 definition of succeeding practice as set out in the current “Run-off
Fund Guidelines 2012/2013” available on the Society’s website at www.lawsociety.ie/PII/.
The changes to the double trigger requirements have been set out above.
With regard to the common proposal form, it has been made clear that insurers may only request supplemental
information from firms after submission by the firm of a completed proposal form for the purpose of clarifying
information contained in the completed proposal form.
Insurers are required to provide the Society with information on their financial rating (if any), their country of
registration and their home state regulator as at the date the Participating Insurers Agreement is signed, and this
information is provided in the ‘Guide to Insurers’ section.
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Guide to Special Purpose Fund
Special Purpose Fund
The Special Purpose Fund (“SPF”) was established in the 2011/2012 indemnity period and consists of two
elements, namely the Assigned Risks Pool (“ARP”) and the Run-off Fund (“ROF”). The SPF is contributed to by
the participating insurers in proportion to their market share by premium.

SPF Manager
Following an extensive tender process in 2011, the position of SPF Manager was awarded to Capita Commercial
Insurance Services for 3 years.
The SPF Manager is responsible for managing the ARP and the ROF. However, each fund is a separate entity.
The contact details of the SPF Manager are as follows:
Address

Special Purpose Fund Manager
Capita Commercial Insurance Services
40 Dukes Place
London
EC3A 7NH

Telephone

0044 207 397 4539

Email

spf@capita.co.uk

SPF Management Committee
The SPF Management Committee oversees the management of the SPF and has equal responsibility for the ARP
and the ROF. It has taken over certain functions form the PII Committee, but is overseen by the PII Committee.
Membership of the SPF Management Committee includes representatives of the Society, the SPF Manager and the
two participating insurers with the largest market share by premium. The SPF Management Committee meets
approximately 4 times a year.

ARP conditions
The ARP is a safety next for firms unable to obtain cover in the market and provides cover at a lower level than
that available in the market.
The premium charged by the ARP is calculated in accordance with the ARP premium schedule and is likely to be
significantly more that quoted in the market. It is important to appreciate that ARP premiums are high for good
reason. The ARP was not designed as an optional insurance measure for firms. It was set up as the insurer of last
resort and therefore designed to protect consumers and prevent a situation where insurers could control what firms
are and are not permitted to practice in the market. The high premiums are there to act as a deterrent, not an
invitation. The ARP premium schedule can be found on the Society’s website at www.lawsociety.ie/PII/.
Inevitably, firms do not chose to enter the ARP as it is not pleasant to find that you are regarded by the market as a
‘distressed risk’ firm. Entering the ARP is likely to result in a much higher premium and, if you are unable to pay
the ARP premium, the firm’s closure.
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The ARP cover for the 2013/2014 indemnity period will be subject to the following conditions and limitations:
1.

An aggregate limit on claims of €1.5 million.

2.

Exclusion of all claims by financial institutions.

3.

Defaulting status for firms for non-payment of ARP premium.

4.

Formal rating schedule for the pricing of firms in the ARP.

5.

New entrants to the ARP may only remain in the ARP for a maximum of 12 months.

6.

There is a prohibition on start-up firms entering the ARP.

7.

Firms with ARP cover must notify any claim or circumstance to the SPF Manager as soon as it is
reasonably practicable after the firm becomes aware of such claims or circumstances.

8.

The coverage date in respect of ARP coverage will be amended to take account of variable renewal
dates if necessary.

Run-off Fund
The Run-off Fund provides run-off cover for firms ceasing practice:
1.

who have renewed their PII for the indemnity period in which they cease; and

2.

subject to meeting eligibility criteria, including that there is no succeeding practice in respect of the
firm.

Any firm intending to cease practice after 30th November 2013 is required to renew cover for the 2013/2014
indemnity period.
Further information on run-off cover and succeeding practices can be found on the Society’s website at
www.lawsociety.ie/Pages/PII/Run-off-Cover/.
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Guide to Insurers
Insurers
Insurers provide a transfer of risk in exchange for an insurance premium, in accordance with the terms of the
insurance policy. Insurers are private companies seeking to maximise profits for the benefit of their shareholders
and can be accessed in the solicitors’ PII market in this jurisdiction through brokers.
Very often, when asked for their insurance details, firms give the details of their broker and are unable to
distinguish between their broker and their insurer. The broker organises and places the insurance, but the policy and
cover is provided by the insurer, not the broker. Firms are advised to keep a record of both their insurer and their
broker, and to build a relationship with their insurer, as it is the insurer that will be needed if a claim is made
against the firm.

Participating insurers and the Participating Insurers Agreement (“PIA”)
The PIA is a contract that is entered into each indemnity period that requires insurers to offer solicitors’ PII policies
in accordance with the minimum terms and conditions. The PIA for the 2013/2014 indemnity period, which
includes the minimum terms and conditions, can be found on the Society’s website at www.lawsociety.ie/PII/.
The Society considers that it is obliged to permit any insurer who meets the following requirements to become a
participating insurer:
1.

the insurer is authorised by the Central Bank of Ireland to write non-life insurance in Ireland or the
competent regulatory authority in the insurer’s home member state in the European Economic Area
(“EEA”); and

2.

the insurer has signed the PIA for the relevant indemnity period in a timely manner (on or before 1st
November annually).

Only participating insurers are permitted to write mandatory solicitors’ PII insurance in the market. A list of
participating insurers is provided below. Insurers are not required to be participating insurers in order to write topup cover for the firm.
Participating insurers were previously known as “qualified insurers”. The Society has changed the title to
participating insurers for the 2013/2014 indemnity period to more accurately reflect and emphasise the Society’s
limited role regarding insurers in the solicitors’ PII market and to dispel the mistaken impression of approval or
financial strength that may have been incorrectly inferred from the title
Who regulates participating insurers?
The Society does not vet, approve or regulate participating insurers. Insurers are supervised and regulated by the
Central Bank of Ireland.
In accordance with EU law, the Central Bank of Ireland is obligated to permit insurers regulated in other EEA
member states to trade in Ireland through the ‘passport system’. Where an insurer from another jurisdiction is
passported into the Irish system, responsibility for the prudential and financial supervision of that insurer rests with
the competent regulatory authority in their home jurisdiction and subject to the minimum standards and
requirements of that jurisdiction. The details of the home jurisdiction and home regulator of each participating
insurer as at the date of signing of the PIA is provided in the list of participating insurers below.
For reasons relating to EU competition law, there are impediments preventing the Society from requiring
participating insurers to have a minimum level of financial security, a minimum financial rating or indeed any
financial rating at all for participation in the solicitors’ PII market.
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The Society is not responsible for policing the financial stability of any insurer and does not undertake any
solvency checks on insurers. Participating insurers are not required to have a minimum financial rating or any
financial rating at all. The financial rating, if any, of each participating insurer as at the date of signing of the PIA is
provided below.

What is a financial rating and how do I find out the financial rating of a participating insurer?
Financial ratings are obtained by insurers following assessment of their financial strength through an independent
process by a rating agency and it is therefore an objective measure and indication of the financial strength of the
insurer. The two major rating agencies for insurers are Standard & Poors and AM Best. While a financial rating can
act as an indication of the financial position of an insurer, rating agencies are unregulated and, therefore, a rating
cannot necessarily be relied on as a guarantee of an insurer’s solvency or longevity.
While insurers, both unrated and rated, are subject to regulation and oversight by the home state regulator, different
states have different liquidity requirements and levels of scrutiny and oversight. Participating insurers may be
passported in from states with lower regulatory standards or requirements. Therefore, firms are advised not to
depend on the assessment of the insurance regulator, but to also seek an independent, objective indication of the
financial strength of the insurer.
A financial rating can be thought of as a ‘health warning’ giving an indication of the financial strength and stability
of an insurer, and therefore its likely ability to meet claims under the PII policy. Key factors assessed by the rating
agencies include the insurer’s liquidity, risk, operating performance, capitalisation, and financial performance,
management and flexibility.
Not all insurers obtain, or seek to obtain, a financial rating and are therefore considered to be “unrated insurers”. If
an insurer is unrated, there is no independent indication of the financial strength of that insurer, other than the
judgment of the Home State regulator, which therefore makes such insurers an unknown quantity and risk for
firms.
Participating insurers are required to disclose their financial rating, or absence thereof, to firms when issuing
quotations. This requirement was introduced in the 2011/2012 indemnity period and will continue to be a
requirement for participating insurers. Participating insurers are required to make such a disclosure in order to:
1. allow firms to make a more fully informed decision on their choice of insurer;
2. ensure full transparency for the profession in relation to participating insurers meeting, or not meeting,
generally accepted published standards of financial strength as assessed by an independent rating agency;
and
3. do so in a way that will not restrict the firm’s choice of insurer.
For the 2013/2014 indemnity period, the Society has introduced a requirement for participating insurers to provide
the Society with details of their financial rating, and the jurisdiction in which they are regulated, as at the date the
Participating Insurers Agreement is signed, together with a requirement to notify the Society in writing
immediately if any of this information changes. This information has been provided in the list of participating
insurers below to enable firms to take such information into account when choosing their insurer.
It should be noted that the guide only reflects an insurer’s financial rating, or lack thereof, at a specific date, and
therefore firms are advised to check the financial rating on any quotes provided, and to seek confirmation of the
insurer’s rating from their broker.
Why should I care about the financial stability of my insurer?
The financial stability of your participating insurer will ultimately be a factor in determining whether claims made
against your firm will be paid and should, therefore, be one of the most important factors when choosing an insurer.
Each principal and partner in private practice is responsible for their own business decisions, including choice of
insurer, and must accept the consequences of those decisions for their firm. Each principal and partner of the firm
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should also consider their duty of care to each employee of the firm and, in the case of succeeding practices, former
principals and partners, who will also be exposed to the consequences of loss of indemnity due to the insolvency of
the firm’s insurer, should it occur.
It should be noted that an insurer authorised by a competent regulatory authority in an EEA member state must
maintain technical reserves and solvency in accordance with minimum requirements set down in the European
Non-Life Insurance Directives. The Central Bank of Ireland typically requires Irish authorised insurers to maintain
a solvency margin in the region of 150% to 200% of the minimum requirements set down in the Directives.

What are the consequences if my insurer becomes insolvent?
The immediate consequences of the insolvency of an insurer for firms is set out in regulation 13 of the Solicitors
Acts 1954 to 2008 (Professional Indemnity insurance) Regulations 2011 (S.I. No. 409 of 2011) as follows:
1. any firm insured by the insolvent insurer will be required, within 30 working days of the insolvency, to
obtain and pay for insurance with another participating insurer in the market or with the Assigned Risks
Pool (“ARP”) if the firm is an ARP eligible firm; and
2. if the firm fails to obtain alternative cover within 30 working days, they will be obliged to close.
There are a number of serious financial consequences for the firm that can arise out of this:
1. Firms will require access to substantial funds at short notice to continue in practice.
2. There is no guarantee that any participating insurer in the market will offer the firm replacement cover.
3. Firms that are unable to afford the premium for replacement cover will be unable to obtain replacement
cover from the market.
4. Firms that are unable to obtain replacement cover in the market may apply to the ARP only if they are ARP
eligible firms as defined in the abovementioned regulations. ARP cover will be at a lower level than that
available in the market, including no cover for claims by financial institutions and an aggregate limit of
€1.5 million.
5. If a firm is accepted by the ARP, they will be required to pay the ARP premium in full. The ARP premium
is calculated according to the ARP premium schedule which is available on the Society website [link]. The
ARP premium will normally significantly exceed normal market rates reflecting the high level of risk
attached to a firm unable to obtain cover in the market. Any firm unable to afford market rates is therefore
unlikely to be able to afford the ARP premium.
6. Any firm that does not obtain replacement cover from the market, or any firm accepted by the ARP that
does not pay the ARP premium in full will be deemed to be a defaulting firm under the regulations and
will be required to close.
7. If the firm does not close, the Society will apply to the High Court for an order compelling the firm to
close.
8. There is a significant risk that claims made against the firm will not be fully covered with potentially
devastating financial consequences for the principals or partners of the firm who will directly liable for any
uncovered claims with possible consequential judgments and bankruptcy. It should be noted that the
practising certificates of bankrupt solicitors are immediately and automatically suspended in accordance
with the provisions of section 50 of the Solicitors Act 1954.
If my insurer goes insolvent, won’t the Society or the Insurance Compensation Fund pay the claims?
The Society does not vet, approve or regulate insurers and has absolutely no legal responsibility for unpaid claims
by either an insurer or an uninsured firm. The Society will not provide any compensation or meet the claims of
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insurers or firms that are unable to honour their claim payments. The choice of insurer is a business decision for the
principals and partners of each firm, and they alone are responsible for the consequences of that decision.
The Insurance Compensation Fund was established under the Insurance Act 1964 for the purpose of providing a
fund from which certain liabilities of insolvent insurers can be met. Should a participating insurer become
insolvent, Irish policyholders should be able to benefit from the Insurance Compensation Fund should the need
arise, subject to certain limitations. These limitations include:
1. a cap per claim on the amount of any payment which must not exceed 65% of the amount due under the
policy or €825,000, whichever is the lesser; and
2. normally, no compensation where the client is a body corporate.
Consideration should be given to the restrictions in place on payments from the fund when considering the
protections that may be afforded to your firm and clients in the event of an insolvency of a participating insurer, in
particular due to the direct liability of each partner and principal of the firm for any unpaid claims.
Have such difficulties arisen in other jurisdictions?
In England and Wales, over the past 5 years, a number of unrated insurers have experienced difficulties including
insolvency, administration and withdrawal from the market with resulting serious personal and financial
consequences for some firms covered by such insurers, including serious financial losses, bankruptcy, closure of
firms and loss of livelihood. The fact that the dangers being warned of have already occurred a number of times in
a neighbouring jurisdiction should highlight the dangers of failure by firms to conduct financial due diligence on
insurers and the dangers of relying solely on the view of the insurance regulator regarding the solvency of insurers..
What factors should I consider when choosing an insurer?
Firms should obtain quotes from all insurers willing to offer cover and then assess these quotations based on a
range of factors including the following:
1. Financial rating of insurer – this is an indication of the financial stability of the insurer, which determines
the ability of the insurer to meet its obligations to pay claims against your firm. This should be one of the
foremost factors when choosing an insurer due to the devastating financial and personal consequences of
your insurer becoming insolvent and the recent financial collapses of unrated insurers in England and
Wales. While financial ratings are not a guarantee of solvency, they do give an indication and objective
measure of the financial strength of the insurer. The financial stability of an unrated insurer is unknown and
untested.
2. Price – The Society understands that there are commercial pressures on firms to choose the ‘cheapest’
quote for their PII. While the price of insurance is an important factor, firms are strongly advised to weigh
the cost of a quote against the financial stability of the insurer, given the grave consequences of insurer
insolvency for a firm. Opting for a lower premium is false economy if the insurer becomes insolvent and
the firm is required to pay a second premium for the year.
3. Fitness for purpose – Firms should consider, and obtain advice from their broker, whether any insurer, both
rated and unrated, has the required level of knowledge of the specialised requirements of the solicitors’ PII
market.
4. Advice from brokers – Firms should have a robust discussion with their broker regarding the insurers they
are proposing to place your business with and, in particular, the capacity of that insurer and their
willingness to pay claims which, in many cases, may take years to resolve. Firms should ask brokers to
provide some guidance on the insurer’s financial condition and ability to meet its obligations. In the case of
unrated insurers, firms should be extremely diligent in their dialogue with their broker and pay particular
attention to any disclosure or disclaimers by the broker in relation to advice provided and the placement of
your cover. Firms should be wary of any attempt by brokers to provide reassurance by reference to an
insurer’s reinsurance arrangements, in particular in relation to unrated insurers, as the firm will not have
direct access to these reinsurers in the event of the insurer’s insolvency. In most cases, reinsurance
arrangement simply constitute an asset for distribution to creditors in the event of an insolvency.
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14th November 2013
List of participating insurers
Participating insurers had until 1st November 2013 to sign the PIA, thereby agreeing to participate in the market in the 2013/2014 indemnity period.
The following participating insurers have signed the PIA and will therefore be participating in the market in the next indemnity period. Three new insurers have entered the
market, namely AmTrust International Underwriters Limited, Barbican Insurance Group and Liberty Syndicate Management Limited. XL Insurance Company Limited
have left the market.
The Allianz-led Facility (a facility providing PII on a co-insurance basis where each participating insurer in the facility shares a portion of the risk) has been replaced by
two separate facilities, namely the Allianz-led Miller Facility and the Allianz-led JLT Facility (through broker JLT Ireland). With regard to the Miller Facility, firms should
be able to access this facility through a number of brokers in the market on a sub-broking basis. The Barbican Syndicate 1955 Facility can be accessed through the broker
Willis Risk Service (Ireland) Limited.
Please note that no participating insurer deals directly with solicitors and all must be contacted through brokers. Full contact details for brokers can be found in the Guide
to Brokers section.
Please contact the PII Helpline if you have any queries relating to any insurer not noted on the following list.
Participating Insurer
AIG Europe Limited
AIG House
Merrion Road
Dublin 4

Financial Rating
A
[AM Best/ Standard &
Poors/ Fitch]

Country of registration
Ireland

Home state regulator
Central Bank of Ireland

Germany

Bundesanstalt für
Finanzdienstleistungsaufsicht

Ireland

Central Bank of Ireland

A1
[Moodys]
Allianz Global Corporate & Speciality AG
Allianz House
60 Gracechurch Street
London
EC3V 0HR
AmTrust International Underwriters Limited
40 Westland Row
Dublin 2

AA
[Standard & Poors]
A+
[AM Best]
“A” Excellent
[AM Best]

Participating Insurer
Axis Speciality Europe SE
Mount Herbert Court
34 Upper Mount Street
Dublin 2

Country of registration
Ireland

Home state regulator
Central Bank of Ireland

England

Financial Conduct Authority
The Prudential Regulation Authority
The Society of Lloyds

“A” Excellent
[AM Best]

England

Financial Conduct Authority
The Prudential Regulation Authority

Elite Insurance Company Limited
Newton Chambers
Newton Business Park
Isaac Newton Way
Grantham
Lincolnshire
NG31 9RT

None

Gibraltar

Financial Services Commission of Gibraltar

Liberty Syndicate Management Limited

A+
[Fitch]

England

Financial Conduct Authority
The Prudential Regulation Authority
The Society of Lloyds

A
[Awaiting information on
rating agency]

England

Financial Conduct Authority

Barbican Insurance Group
33 Gracechurch Street
London
EC3V 0BT
Beazley Furlonge Limited
Plantation Place South
60 Great Tower Street
London
EC3R 5AD

Financial Rating
A+ Strong
[Standard & Poors]
A+ Superior
[AM Best]
A+
[Fitch]

Note; This insurer is participating in the market as
part of the Allianz-led JLT Facility and Allianz-led
Miller Facility only.

Note: This insurer is participating in the market as
part of the Barbican Facility only.
Liberty Mutual Insurance Europe Ltd
Kestrel House
Clanwilliam Place
Dublin 2
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Participating Insurer
Markel International Insurance Company Ltd
The Markel Building
49 Leadenhall Street
London
EC3A 2EA

Financial Rating
A
[Standard & Poors]

Country of registration
England

Home state regulator
Financial Conduct Authority
The Prudential Regulation Authority

QBE Insurance (Europe)
Plantation Place
30 Fenchurch Street
London
EC3M 3BD

A+ Stable
[Standard & Poors]

England

Financial Conduct Authority

Sagicor at Lloyds
1 Great Tower Street
London
EC3R 5AA

A+
[Lloyds syndicate]

England

Financial Conduct Authority

None

Ireland

Central Bank of Ireland

Note; This insurer is participating in the market as
part of the Allianz-led Miller Facility only.

Note; This insurer is participating in the market
through the Allianz-led JLT Facility and the Allianzled Miller Facility only
UK General Insurance (Ireland) Limited
Alexandra House
The Sweepstakes
Ballsbridge
Dublin 4
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The following facilities are providing professional indemnity insurance on a co-insurance basis, where each participating insurer shares a portion of the risk.
Facility
Allianz-led JLT Facility

Participating Insurers
Allianz Global Corporate & Speciality
Beazley Furlonge Limited
Liberty Mutual Insurance Europe Limited
Sagicor at Lloyds

Allianz-led Miller Facility

Allianz Global Corporate & Speciality
Beazley Furlonge Limited
Liberty Mutual Insurance Europe Limited
Markel International Insurance Company Limited
Sagicor at Lloyds

Barbican Syndicate 1955 Facility

Barbican Insurance Group
Liberty Syndicate Management Limited
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Guide to Brokers
Brokers
Brokers advise on and arrange insurance, and generally act as the agent of the firm unless they explicitly state that
they are acting as the agent of the insurer. The insurance contract is between the firm and the insurer, not the firm
and the broker. Firms should ensure that they are aware of the details of both their broker and their insurer.

Who regulates brokers?
The Society does not regulate, vet or approve brokers. The Society has no direct relationship with brokers, rather it
enters into an agreement with the participating insurers through the PIA to ensure that the insurer provides policies
in accordance with the minimum terms and conditions.
Firms are advised to ensure that the broker providing cover is registered with either the Irish Brokers Association,
87 Merrion Square, Dublin 2 or the Insurance Intermediary Compliance Bureau, 39 Molesworth Street, Dublin 2.

Types of broker
Generally there are two types of broker in the market, namely “execution only brokers” and “advisory role”
brokers.
Execution only brokers only place your cover and do not advise you on the market or how best to present your firm
to insurers.
Advisory role brokers should give you independent professional advice and assistance in preparing the best
package to send to an insurer, inform you about market conditions and advise you on how best to apply for PII.

What should you look for from your broker
With advisory role brokers, the broker should help the firm to arrange PII cover and produce the best possible
insurance solution for the firm, not for the insurer. Your broker should pay due regard to the interests of your firm
and treat you fairly.
Having a long standing relationship with your broker can be beneficial as your broker should then have insight into
how your firm is run, its risk management practices and its claims history and, as a specialist PII broker, be able to
use this knowledge and experience to your advantage by presenting your firm in a way that demonstrates to
insurers that your firm represents a good risk.
If you are not happy with the service being provided by your broker, you should discuss the matter with your
broker and consider using another broker. If changing brokers, keep in mind what effect changing your broker will
have on your ability to access insurers.
If your broker is an advisory role broker, they may provide some or all of the following services:
1.

information on market conditions;

2.

advice on the types and level of insurance cover required for your firm, including top-up cover;

3.

advice on how to best present your information in the common proposal form;

4.

advice on risk management measures the firm may adopt to make the firm more attractive to insurers;

5.

the broker may liaise directly with the insurer regarding your firm’s proposal, including ensuring that
the insurer issues the policy promptly, all documents are sent to the firm and the insurer and issue the
firm with renewal notices and reminder;

6.

assistance in obtaining your claims summary;

7.

fair and impartial advice on whether to accept an offer of PII, including an assessment of the financial
stability and rating of the insurer;

8.

advise on retention of insurance documents and keep all relevant records relating to your insurance
arrangements; and

9.

provide support during the indemnity period in relation notifications of claims or circumstances to the
insurer and any queries that your firm may have in relation to policy terms or minimum terms and
conditions.

Multiple brokers
Firms should try to access the widest possible range of insurers and obtain as many quotes as possible. This may
mean that firms have to approach multiple brokers in order to access the full range of insurers in the market.
When using multiple brokers, firms should ensure that their common proposal form does not go to the same insurer
more than once.

Questions for brokers
Firms should consider raising some or all of the following queries with their broker:
1.

Type of broker – Firms are advised to seek clarification from their broker as to the nature of their
relationship and, in particular, if the broker will have an execution only role or an advisory role.
Brokers should also be asked to confirm if they will be acting as an agent of the firm or an agent of the
insurer.

2.

Market access - Firms should ask brokers for information regarding the extent of their market access.
Some brokers have access to multiple insurers. Some brokers may be involved in “tied arrangements”
with insurers. This may involve the brokers having an exclusive arrangement with one insurer where
they are the only broker with access to the insurer, although they may still place cover with other
insurers in the market. The tied arrangement may involve the broker agreeing to exclusively place
cover with one insurer, but the insurer may work with many brokers. A mutually exclusive tied
arrangement may exist where the broker may only place cover with one insurer, and that insurer will
only work with that broker, to the exclusion of all other. Alternatively, such tied arrangement may exist
between insurers and brokers relating to specific segments of the market.

3.

Sub-broking – Where a broker has a tied arrangement with an insurer which means that only one
broker can place insurance with a specified insurer, other brokers will be required to “sub-broke”
through this broker in order to place business with the insurer. Firms should check with their broker if
the broker places insurance cover directly with the insurer or sends it to another broker, underwriting
agent or third party. Firms should consider whether a more favourable quote may be obtained by going
directly to the tied-arrangement broker.

4.

Commission – Firms should ask brokers to disclose the total remuneration received by the broker (and
any other intermediary), including all types of commission, from insurers in relation to each quotation
that the broker obtained for the firm’s consideration. Firms should be satisfied that the scale of their
broker’s commission payment represents value for money in terms of the level and quality of service
being provided to the firm by the broker.
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5.

Service expectations – When discussing terms of business, firms should discuss their service
expectations with their broker.

6.

Expertise – Firms should consider the expertise of their broker in placing solicitors’ PII and should ask
the broker for information on their expertise including:
(a)

whether the broker is a specialist in the PII market, as PII is a specialist area of general
insurance and not all PII brokers have sufficient experience in this area;

(b)

the number of years experience the broker has in placing solicitors’ PII;

(c)

what percentage of the solicitors’ PII market the broker placed the previous year including the
number of solicitor firms they have placed PII for and the insurers they have placed the PII
with; and

(d)

the types and sizes of firms the broker usually looks after, to ensure they have experience with
dealing with your type and size of firm.

10.

Changes in the market – Firms should ensure that their broker is knowledgable enough to advise
firms about any changes in the market and be in a position to conduct a full market exercise for your
firm.

11.

Fair analysis of the market – Firms should ask brokers to confirm any specific arrangements that they
have in place with specific insurers, to ensure that advice being provided is a fair analysis of the market
that is not biased by any arrangement between the broker and the insurer.

12.

Advice on financial strength of insurer – Firms are advised to ask their broker for analysis and
advice on the financial strength and rating of insurers before accepting a quote. Further information on
this can be found below.

13.

Regulator – Firms should seek information on who the broker is regulated by, and the broker’s duties
and requirements as set out by the regulator.

14.

Common proposal form – Firms should ask the broker to confirm the identity of each insurer to
whom the broker submitted the common proposal form and the date the form was submitted, to ensure
no overlap and no delay in submitting the form by the broker.

15.

Quote – Firms should ask the broker to provide the details of each quote received from insurers, a
breakdown of the premium figure quoted and the date that the quote was received. It should be noted
that insurers are required to leave quotes open for 10 working days.

Advice from brokers on financial strength of insurers
Firms are advised to seek information from, and have a robust discussion with, their broker on the financial
stability and strength of an insurer before accepting a quote. Such information should include:
1. the financial rating, or lack thereof, of an insurer;
2. the capacity of the insurer;
3. the willingness of the insurer to pay claims (which, in many cases may take years to resolve);
4. analysis of the quality or liquidity of the assets supporting liabilities of the insurer;
5. the insurer’s financial condition and ability to meet its obligations;
6. the reputation of the insurer’s underwriters and managers
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7. tailored advice on the suitability, or otherwise, of accepting a quotation from a particular insurer;
8. any other market intelligence regarding the insurer.
Some larger brokers have their own financial security committee that forms an assessment on the solvency of an
insurer and will prevent the broker from recommending insurers that do not meet the relevant criteria. These
committees are likely to use criteria such as minimum financial size, solvency ratios and rating criteria to filter out
less stable insurers.
Firms should consider that the broker may be providing an execution only service and thus advice provided might
be tied to an arrangement with a particular insurer.
In the case of an unrated insurer, firms should be extremely diligent in their dialogue with their brokers and pay
particular attention to any disclosure or disclaimers by the broker in relation to advice provided and the placement
of your cover. Firms should seriously consider whether they are comfortable being cover by an insurer where the
broker is deliberately taking no legal responsibility for placing cover with that insurer.
Firms should be wary of any attempt by brokers to provide reassurance by reference to an insurer’s reinsurance
arrangements, in particular in relation to unrated insurers, as the firm will not have direct access to these reinsurers
in the event of the insurer’s insolvency. In most cases, reinsurance arrangements simply constitute an asset for
distribution to creditors in the event of an insolvency.

Factors to consider when the firm receives a quote
There are a number of factors that a firm should consider, and seek advice from their broker on, when they receive
multiple quotes including:
1.

The financial rating and security of the insurer.

2.

Any terms, conditions or caveats attached to the offer, such as the acceptance window, and
confirmation from the broker that these terms are in line with the minimum terms and conditions that
insurers are required to offer.

3.

Whether the insurer will be able to provide a quotation later in the renewal and on what terms. It
should be noted that insurers have a limited capacity to write solicitors’ PII and may stop writing
business before the renewal deadline if they reach this capacity. Firms should expect the quotation to
vary if there have been any changes in your firm’s circumstances later in the renewal period.

4.

Confirmation from your broker as to whether there are other insurers that may be interested in
providing you with a quotation later in the renewal season. Brokers should be confirm if the proposal
was sent to every insurer in the market and, if not, the reasons why the quotations were not sought by
the broker from specific insurers.

5.

Whether the insurer would be willing to offer variable renewal dates , extended coverage periods or a
commitment to renew for future periods.

6.

The benefits of continuity of insurance for the avoidance of coverage disputes, understanding of your
firm, claims history, loyalty discounts and the variation of the double trigger for continuity of cover
with one insurer.

7.

The insurers’ experience, commitment to and likely longevity in the solicitors’ PII market.

8.

The level of self-insured excess payable by your firm in the event of a claim and the standard of your
cover including any additional cover over the minimum terms and conditions.

9.

The claims handling service and support provided by the insurer.

10.

Whether the insurer or broker provides risk management support.
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List of brokers
The following brokers have expressed their willingness to arrange professional indemnity insurance cover with participating insurers for the 2013/2014 indemnity period.
This list will be updated frequently as brokers confirm their participation.
Certain insurers may have exclusive arrangements with certain brokers.
The Society does not regulate, vet or approve brokers. The Society advises you to ensure that the broker providing cover is registered with either the Irish Brokers
Association, 87 Merrion Square, Dublin 2 or the Insurance Intermediary Compliance Bureau, 39 Molesworth Street, Dublin 2.
The Society accepts no legal responsibility for any information contained herein or for any transaction which you may have with a broker when obtaining professional
indemnity insurance.
Broker
Aon

Arachas

Address
Metropolitan Building,
James Joyce Street,
Dublin 1

The Courtyard
Carmanhall Road
Sandyford Business Estate
Dublin 18

Tel:

Contact details
01 266 6400

Fax:

01 266 6620

Email:

solicitors.ir@aon.ie

Website:

www.solicitors.aon.ie

Tel:

01 213 5000
087 366 9770

Fax:

01 213 5001

Email:

bruce.low@arachas.ie

Website:

www.arachas.ie

Insurers
AM Trust International Underwriters Ltd.

Not specified

CFM Group

Crotty Insurance Brokers Ltd
t/a Crottygroup

Compass Insurance Brokers Ltd

Insurance House
38 Eastmoreland Lane
Dublin 4

Getcover House
6 Leopardstown Office Park
Burton Hall Avenue
Sandyford
Dublin 18

14 Pembroke Street Lower,
Dublin 2

Tel:

01 660 6900

Fax:

01 660 6930

Email:

tbrown@cfmgroup.ie

Website:

www.cfmgroup.ie

Tel:

01 290 8800

Allianz Global Corporate & Specialty AG

Fax:

01 290 8835

Allianz-led Facility

Email:

info@crottygroup.ie
graham@crottygroup.ie
solicitors@crottygroup.ie

Axis Speciality Europe plc

Website:

www.crottygroup.ie

Liberty Mutual Insurance Europe Limited

Tel:

01 901 7222
087 145 6666

AIG Europe Limited

Fax:

01 6618772

Email:

john@compassinsurance.ie

Website:

www.compassinsurance.ie

Tel:

01 410 4903

Fax:

01 881 6999

Email:

solicitors@firstireland.ie

Website:

www.firstireland.ie

Axis Speciality Europe plc

AIG Europe Limited

Allianz Global Corporate & Specialty AG

First Ireland Risk Management

15 Parkgate Street
Dublin 8
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Elite Insurance Company Limited

Frank Glennon Ltd

Hooper Dolan Group

Charlemont House,
Charlemont Place,
Dublin 2

31 The Mall,
Waterford
Branch offices:
Carlow
Clane
Donegal
Derry
Galway
Killarney
Limerick
Newtownmountkennedy
Sligo
Tipperary
Tuam
Tullow
Waterford

JLT Insurance Brokers Ireland Limited Dublin
trading as JLT Ireland
Warrington House,
Mount Street Crescent,
Dublin 2

Tel:

01 707 5991

AIG Europe Limited

Fax:

01 707 5900

Allianz Global Corporate & Specialty AG

Email:

solicitorspi@glennons.ie

Axis Speciality Europe plc

Website:

www.glennons.ie/solicitors_p
rofessionsl_indemnity_schem
e

Liberty Mutual Insurance Europe Limited

Tel:

051 860 620

Allianz Global Corporate & Specialty AG

Fax:

051 860 696

Allianz-led Facility

QBE Insurance (Europe) Limited

Email:

Solicitorspi@hooperdolan.ie

Axis Speciality Europe plc

Website:

www.hooperdolan.ie

AIG Europe Limited
Liberty Mutual Insurance Europe Limited

Tel:

Dublin - 01 202 6000
Cork - 021 4549500

Fax:

01 237 5200

Email:

solicitors@jlt.ie
rohiggins@jlt.ie
mcarey@jlt.ie

Allianz Global Corporate & Specialty AG
Allianz-led Facility
AmTrust Europe Limited

Cork
Building 5200,
Cork Airport Business Park,
Kinsale Road,
Cork

AIG Europe Limited
Liberty Mutual Insurance Europe Limited

Website:
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www.jlt.ie/solicitorsprofessio
nalindemnity.html

Lennon Earley Crotty Insurances Ltd.

8/9 Marino Mart,
Fairview,
Dublin 3

Tel:

01 833 0056

AIG Europe Limited

Fax:

01 526 1059

Allianz Global Corporate & Specialty AG

Email:

solicitors@lecinsurance.ie

Axis Speciality Europe plc

Website:

www.lecinsurance.ie

Liberty Mutual Insurance Europe Limited
QBE Insurance (Europe) Limited

LHW General

Lockton Companies LLP

Marsh Ireland

Avoca Court,
Temple Road,
Blackrock,
Co Dublin

Millenium House
55 Great Strand Street
Dublin 1

25-28 Adelaide Road
Dublin 2

Tel:

01 205 5600

Allianz Global Corporate & Specialty AG

Fax:

01 217 0141

Liberty Mutual Insurance Europe Limited

Email:

solicitors@lhw.ie

Axis Speciality Europe plc

Website:

www.lhw.ie

AIG Europe Limited
(via Miller Insurance Services LLP)

Tel:

01 858 5200

AIG Europe Limited

Fax:

01 858 5226

Liberty Mutual Insurance Europe Limited

Email:

solicitors@ie.lockton.com

Axis Speciality Europe plc

Website:

www.lockton.com

New market TBA

Tel:

01 604 8100
Lo Call 1890 252 976

AIG Europe Limited

Fax:

01 604 8470

Email:

-

Website:

www.marsh.ie

Liberty Mutual Insurance Europe Limited
QBE Insurance (Europe) Limited
Axis Speciality Europe plc
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McGivern Flynn & Co. Ltd.

M J Kelleher & Sons Drogheda Ltd

36 Lad Lane,
Dublin 2

12 Trinity Street,
Drogheda,
Co Louth

Murray & Spelman Insurance & GFSC
Finance
Tuam Road
Galway

Murphy & Sheehy Insurances Ltd.

Beechgrove House
Strand Street
Tralee
Co Kerry

Tel:

01 632 1314

Axis Speciality Europe plc

Fax:

01 632 1322

Elite Insurance Company Limited

Email:

eimear@mcgivernflynn.com

Website

www.mcgivernflynn.com

Tel:

041 984 7663

Allianz Global Corporate & Specialty AG

Fax:

041 935 805

Liberty Mutual Insurance Europe Limited

Email:

solicitors@kellehers.ie

Axis Speciality Europe plc

Website

www.kellehers.ie

AIG Europe Limited
(via Miller Insurance Services LLP)

Tel:

091 759 500

Not specified

Fax:

091 759 555

Email:
Website

insurances@murrayspelman.i
e
www.murrayspelman.ie

Tel:

066 712 3099

QBE Insurance (Europe) Limited

Fax:

066 712 3304

Elite Insurance Company Limited

Email:

tracy@murphysheehy.ie

Liberty Mutual Insurance Europe Limited

Website:

www.murphysheehy.ie

AIG Europe Limited
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O’Leary Insurances Ltd.

Lough Mahon House,
Blackrock,
Cork.

Tel:

021 453 6800

AIG Europe Limited

Fax:

021 453 6893

Axis Speciality Europe plc

Email:

solicitors@oli.ie

Elite Insurance Company Limited

Website:

http://www.olearyinsurances.i
e/

Liberty Mutual Insurance Europe Limited
QBE Insurance (Europe) Limited
UK General

Willis Risk Services (Ireland) Limited

Dublin
Grand Mill Quay
Barrow Street
Dublin 4

Tel:

Dublin - 01 407 4900
Cork - 021 420 7700
Limerick - 061 218 900

Fax:

Dublin – 01 661 4369
Cork – 021 420 7701
Limerick – 061 218 901

Email:

solicitors@willis.ie

Website:

www.willis.ie

Cork
5 Lapps Quay
Cork
Limerick
Crescent Court
St Nessan’s Road
Dooradoyle
Limerick
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Barbican Syndicate 1955 Facility

