SPECIAL REPORT
INSURANCE AND TOILET PAPER
(05-08-14)
This Special Report was written by Kenneth R. Hale, J.D., CPCU, AAI, LIC. of Marsh & McLennan Agency LLC. Mr. Ken Hale can
be contacted at 734-525-2412 or khale@mma-mi.com. More Special Reports are available at www.mma-mi.com.

There are clients and prospects that treat insurance as a commodity such
as wood, wire, janitorial supplies, toilet paper, etc.
It constantly amazes me that those same insurance buyers take a far
different approach when making decisions about other aspects of their
lives. Think about the following. Would a rational person . . .
• . . . go into the emergency room and ask for the cheapest doctor?
• . . . utilize a physician that never asks questions or gathers the
necessary information in order to design a medical program to keep
their most important asset (their bodies) viable?
• . . . pick the attorney with the lowest hourly rate to solve a major
problem and protect the company’s assets?
• . . . use the U.S. Post Office for next-day delivery rather than pay more
money for an overnight mail delivery service such as Federal Express?
• . . . hire the least expensive executives to work for them to make the
best decisions regarding their company?
• . . . ask for “bids” from their accounting advisor and select the one with
the lowest cost?
Of course not! To do so would be ludicrous. Yet, when this same person
buys insurance to protect the assets that he or she has spent a lifetime

acquiring, this person makes a decision based on the lowest cost. To make
it worse, this person becomes a serial shopper by doing it every year.
So, what’s the lesson here?
What I have learned over the years is that it is generally not possible to
change this mindset.
The intellectual capital that you spend trying to change these people
should be spent on clients and prospects who really are serious about
protecting their assets and treasure what we do.
The serial insurance shopper will eventually find an insurance program
that is “cheaper” and kick you to the curb, anyway.
We are not for every personal or commercial insurance buyer, especially
the serial insurance shopper and especially someone that places
insurance on the same level as toilet paper.
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This document is not intended to be taken as advice regarding any individual situation and should not be relied upon as
such. Marsh & McLennan Agency LLC shall have no obligation to update this publication and shall have no liability to you or any
other party arising out of this publication or any matter contained herein. Any statements concerning actuarial, tax, accounting or
legal matters are based solely on our experience as consultants and are not to be relied upon as actuarial, accounting, tax or legal
advice, for which you should consult your own professional advisors. Any modeling analytics or projections are subject to inherent
uncertainty and the analysis could be materially affective if any underlying assumptions, conditions, information or factors are
inaccurate or incomplete or should change.
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