
Don’t Gamble with Your Business Insurance

If you check the word “insurance” in the dictionary,
two of the definitions you will find are, “a guarantee
against loss or peril” and “a means of guaranteeing

protection or safety.” In many ways insurance is some-
what of a paradox because we buy it while hoping we
never have to use it. However simply buying insurance
is no guarantee of safety or protection because insur-
ance is often purchased without a full understanding of
what is actually needed to provide the protection
desired or required. Two of the most common mistakes
made when purchasing insurance are underestimating
the amount of insurance needed and making a decision
based on cost as opposed to the coverage provided.

“Insurance is basically a safety net designed to pro-
tect your business against catastrophic loss,” said Lisa
Mancinelli, a State Farm Insurance agent. “While the
average homeowners’ policy protects the owner against
major damage to the home it isn’t intended to cover a
dish that gets broken when you drop it in the sink. The
difference is while a broken dish may be inconvenient,
especially if it happens to be one of your wife’s favorites,
you can afford to buy a new one. However if your home
burns down few people would have
the extra money to replace it.
Insurance is to protect against a
loss that cannot otherwise be easily
covered. One of the fundamental
considerations when putting
together your insurance plan is to
decide exactly what type of loss you
need to protect against and how
much you can afford and are will-
ing to spend out of pocket if that
loss occurs. If that balance is not
correct you are not just taking an
unnecessary risk you could be gam-
bling with the very existence of
your business.”

PHYSICAL ASSETS
When most people think of

insurance they think of the protec-
tion of physical assets such as
buildings and equipment against
fire, vandalism and weather related
damage but to ensure the proper
coverage for your business there

are important additional considerations as well. The
value of the inventory at any point in time helps deter-
mine the amount of insurance required. Inventory can
vary greatly with the season and could easily triple
between the low point and the peak of the selling sea-
son. The problem is how to provide the proper coverage
at the most economical price. Many insurance policies
offer seasonal riders to allow for just such situations.
These riders provide the increased coverage required
during the peak selling season without adding extra
cost during the low inventory periods. This also elimi-
nates the need to continually update or keep track of
inventory fluctuations for insurance purposes.

Another often overlooked item is cash. Yes, I said
cash. Is it possible you could get robbed?  Remember
not all robbers wear a mask and carry a gun. Employee
dishonesty is a growing problem in business today.
What happens if you are going to the bank to make a
deposit and you put the envelope with your cash
deposit on top of the car while you unlock the door, for-
get it’s there and drive away?  Couldn’t happen?  Tell
that to the people who have already done it. All of these
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cases involve a loss of cash. Various policy
riders are available to cover these situa-
tions and a number of others to protect
your business against the loss of physical
cash. 

Property of others is another area that
often slips under the radar screen. At any
given time every shop has a number of
bows in for repair or tune-up, especially
just before the start of the season. These
bows can represent a huge cash invest-
ment. In addition to the value of the bow
the chances are they all are loaded with
expensive accessories. What happens if
these items are stolen in a break-in or lost
in the event of a fire?  Not only are you
responsible for their replacement it is also
an important customer relations issue.
Again coverage for such items can be built
into your policy but only if you understand
its importance and make your insurance
agent aware of the situation.

Most insurance policies have limited
coverage on some specialty items. Let’s
look at computers for an example. While
your policy may say that your business computers are
covered I am sure if you ask you will find there is a limit
placed on replacement. Before you simply accept the
fact that your computers and related office equipment
are covered be sure to ask if there is a limit on the cover-
age and if so, how much?  Having $1,500 worth of cover-
age is not much good if you just installed a $15,000 point
of sale computer system. The coverage for computer sys-
tems and other office related items can normally be
increased to meet your needs at a slight additional
charge. Another point to check is if your business com-
puter has mobile coverage. You may use a notebook
computer at the shop and take it home at night or on the
weekend to catch up on some work. Do not assume it is
covered by your on site policy if it is lost, stolen or dam-
aged when removed from the work site. Check it out with
your insurance agent to be sure you are covered.

LIABILITY
The other half of insurance coverage consideration is

liability. Liability covers a wide spectrum of situations
and occurrences. Liability responsibility can cover
everything from a customer who slips and falls in the
store to a hole in the parking lot that results in a trip and
fall outside the store. Someone could be injured if the
bow he is drawing suddenly breaks or if a customer
shooting at your range accidentally fires an arrow and
strikes another shooter who is still at the target. Let’s
assume a customer looking at your broadhead display
cuts himself. While any of these examples could well be
the fault of the customer, responsibility is often decided
by who has the deepest pockets. To ensure you are prop-
erly protected it is best to discuss in detail the nature of
your business and the potential or perceived dangers

with your insurance agent so they may best advise you
on the proper coverage for your situation.

Don’t make the mistake of relying solely on your
insurance. It is in your best business interest to develop
a pro-active policy when it comes to liability issues. Take
all precautions and use common sense to ensure the
safety of your customers while they are in your shop. As
an example post safety rules in your shooting lanes
clearly spelling out the safety precautions that must be
followed. An added precaution would be to have a sign
up sheet on the counter for anyone using the lanes. The
safety rules would be spelled out on the sheet and the
customer would be required to read and sign the sheet
before using the range. Now being realistic we all realize
that some shooters will not read the sheet every time.
They will glance it over and simply sign. Is that guaran-
teed to keep you out of court if an accident occurs?
Probably not but the more evidence you have that you
have taken common sense safety precautions the better
your chances are of reducing or eliminating your
responsibility. It is also important to remember that the
owner of a business is liable for the actions of their
employees. In this case documented training or a policy
manual covering proper operations which the employee
must read and sign off on is strongly suggested. When it
comes to liability issues the best defense is a good
offense.

WORKMAN’S COMPENSATION INSURANCE
It is advisable to check with your state laws to deter-

mine your responsibility in regards to employee injuries.
If an employee is injured on the job workman’s compen-
sation will cover medical cost and lost wages. Without
workman’s compensation you may not only be liable for

Lisa Mancinelli, State Farm Insurance agent, stressed the importance of a working
partnership between the insurance agent and the client. “Insurance is a safety net
to protect against catastrophic loss,” explained Mancinelli. “For the agent to pro-
vide the best insurance program at the most affordable cost it is necessary to
understand not only what is being covered but the nature of the business as well.
Equally as important is the business owner’s understanding of not only the amount
of risk he assumes he can take but the financial impact that risk can relate to in the
event of a loss.”
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the injury and related cost but also exposed to further
potential legal action if the employee so chooses. 

DISCOUNTS
Insurance companies will often offer discounts for

business owners who make attempts to minimize loss
such as the installation of fire and burglar alarms that are
centrally monitored, ensuring a quick response. Often
overlooked is a tenant which may be living on the prop-
erty. A business with apartments upstairs may receive a
rate reduction because of the increased potential of
someone being on the site during non-business hours
who could respond to a fire or break-in. It is advisable to
check any such conditions with your insurance agent to
see if you quality for such a discount. 

TAKE AN ACTIVE ROLE
“When I sit down with a business owner to develop

an insurance plan my first question is, ‘Quick, tell me
how many books are in your bookcase and how many
pictures are on the wall in your home,” laughed Lisa
Mancinelli, the State Farm Insurance agent whose
remarks opened this feature. “It always catches them off
guard and no one ever knows the answer. The point of
the question is that it is easy to overlook details in your
home where you are normally relaxed. Imagine how
many details of your business you take for granted and
overlook on a day to day basis when you are rushed, dis-
tracted and under stress. These
details could be critical if you are
faced with a major loss.”

“Don’t hide information from
your agent when setting up an insur-
ance plan,” Mancinelli continued.
“We are not mind readers and it is
impossible for us to provide you the
best coverage unless we understand
your needs and the operation of
your business. It is important for the
business owner to be an active par-
ticipant in the insurance process as
well as taking the time to give their
insurance an annual check-up to
make sure it is current.”

“The best insurance plan in the
world is not worth the paper it is
written on if the client can’t afford
it,” Mancinelli stressed. “When it
comes to cutting cost it is much bet-
ter to increase your deductible limit
than to be underinsured. Larger
deductibles lower the overall cost
while still protecting the investment
against catastrophic loss, while
being underinsured can be a disas-
ter. I try to encourage my clients to
look at each piece of their insurance
plan like a bucket of money and
decide how much of that bucket they

need protected and how much they are willing or can
afford to put at risk. This helps them better understand
their situation and allows them to not only make the best
decision in designing their insurance plan but to do it in
the most economical way for their individual situation.”

SUMMARY
For the overall health of your business it is best to

form a partnership with your lawyer, accountant and
insurance agent to decide how best to structure your
business to protect not only your business but to sepa-
rate your personal assets from the business. This is not
intended to avoid responsibility but rather to clearly sep-
arate the two in order to prevent a negative business sit-
uation from spilling over to your personal assets as well.  

Insurance is an important tool designed to reduce
risk and provide a safety net. To use it most effectively it
is necessary to balance out potential risk against your
ability to recover from a major loss. To be properly pro-
tected the process must be well thought out and all risks
evaluated logically and without emotion. Do it right;
don’t gamble with your business.    

Editor’s Note: In addition to his writing duties, John
Kasun is an outdoor seminar speaker and a business con-
sultant with experience in corporations large and small.
He can be reached at 126 Hickory Lane, Duncansville, PA
16635, by phone at (814) 695-5784 or by email at
kasun@atlanticbb.net.
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