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Private Risk Management Association 

(PRMA) is a collaborative group that aims to 

raise awareness and educate agents and 

brokers about the evolving Insurance 

industry landscape so they can better serve 

their high net worth clients.

 We empower our PRMA community 

by providing them access to renowned 

experts, specialized educational 

curriculums and certifications, 

conferences and summits, and 

networking and media opportunity. 



PRMA surveyed agent and broker members to gain insights into how risk ready their clients 

were following unprecedented flooding in 2017.

130 members handling over 6,000 clients responded to the July 2018 survey.

While the unprecedented flooding in 2017 has raised awareness, homeowners are still hesitant to 
purchase flood insurance and adopt proactive risk management techniques

Cost is the major reason why homeowner’s don't purchase excess flood insurance.

The “It’s not going to happen to me” mindset is the primary reason clients do not adopt proactive risk 
management solutions.

These survey results all point to a lack of education about what’s really happening given climate 
change, rising sea levels and unprecedented disasters in areas that have not been previously been 
prone to disaster.  A false sense of security that can be attributed to antiquated risk assessment tools 
such as FEMA flood maps and historical lines of thinking i.e. “my home has never flooded before” 
and “my bank doesn't require flood insurance, so I must not need it”
Educating clients about the reality of flood exposure risk is critical to reducing future risk.

Key Findings



Have you seen an increase in the purchase of primary flood insurance 
policies since last year's devastating floods? 

790% of the 130 brokers surveyed  said that less than 20% of their clients purchased a new primary flood 
insurance policy.  Of those, 52% said less than 5% of their clients purchased new coverage. 



Have you seen an increase in the purchase of excess flood insurance policies since last 
year's devastating floods? 

96% of the 130 brokers surveyed said that  less than 20% of their clients purchased a new excess 
flood insurance policy.  Of those, 79% said less than 5% of their clients purchased coverage. 



In your opinion why do clients, who reside a high-risk flood-prone area, not purchase excess 
flood insurance? 

45% of the 130 brokers surveyed said co st was the primary reason clients are not purchasing excess flood 
insurance, followed by the “it’s not going to happen to me” mindset (29%) and the lack of education and 
understanding (26%).  
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Have you seen an increase in the number of clients taking a proactive approach to risk 
management in order to reduce damage? (some examples include elevating home-system 
equipment, barrier walls around systems and equipment, sealing walls with waterproof coatings 
or having sump pumps, etc.) 

96% of the 130 brokers surveyed said less than 20% of their clients were taking a proactive approach 
to risk management. Of those, 66% said less than 5% of their clients were being proactive. 



In your opinion, why is a proactive approach to risk management not being taken? 

5% of the 130 brokers surveyed said the “it’s not going to happen to me” mindset was the primary 
reason clients are not adopting proactive risk management solutions, followed by cost (29%) and 
the lack of education and understanding (26%).  
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