
Your recycling business insures its assets and operations 

in numerous ways, but did you take an active role in the 

insurance-buying process? Chances are you left the lion’s 

share of that work to your broker, but there are compelling 

reasons to manage your insurance submissions as you 

would any other important component of your business. 

With a better understanding of how underwriters assess 

risk when writing insurance policies, you can position your 

business to receive multiple insurance offers. You might 

even end up with insurers competing for your business, 

which could lower your premiums or improve your 

coverage terms. 

Creating an 
Effective Insurance 
Submission
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CONTACT

To learn more about how Amwins can help you place coverage for your clients, reach out 
to your local Amwins broker. 

LEGAL DISCLAIMER

Views expressed here do not constitute legal advice. The information contained herein 
is for general guidance of matter only and not for the purpose of providing legal advice. 
Discussion of insurance policy language is descriptive only. Every policy has different 
policy language. Coverage afforded under any insurance policy issued is subject to 
individual policy terms and conditions. Please refer to your policy for the actual language.
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Understanding underwriting

Producing the best submission

Underwriting encompasses several activities insurance companies undertake to select which risks to accept at what 

price and under what terms and conditions. As underwriters review requests for insurance quotes, they try to identify 

and prioritize the best opportunities: submissions for risks that fall within the insurer’s target class of business, those 

with a good loss history, and those with a complete, high-quality application package. 

After making their selections, underwriters assemble as much information as possible about the operation, drawing on 

sources such as the standardized insurance application, supplemental applications (which usually are specific to the 

class of business), loss history, public records, and private databases. This information helps underwriters understand 

the operation, its loss exposures, and its controls—if any—to minimize the frequency and severity of claims.

To put your company’s best insurance submission forward, meet with your broker and review the entire package he or 

she plans to submit to various carriers to make sure the information is accurate and complete. It’s also a good idea to 

provide a narrative or executive summary on your business that makes the case to the underwriters for why they should 

insure you. 

Use the narrative to describe in detail your company’s risk management investments and its ongoing efforts to 

mitigate risks. These might include employee screening and training activities, safety plans in place for workers and 

invitees on your premises, contractual risk-transfer practices, and preventive maintenance to your property, fleet, and 

equipment. Don’t shy away from offering details on past claims and losses but also explain what changes your company 

implemented to prevent similar losses in the future. 

After working with your broker to produce a high-quality submission for your company, make sure your submission 

reaches the best carriers for your class of business. Find out how your broker selects possible carriers and which ones 

he or she plans to approach and why. Don’t be afraid to ask questions and challenge ideas. For example, has 

your broker selected insurance carriers that truly have an appetite for scrap industry risks? After selecting 

your preferred carriers, consider inviting them to visit your operation so you can show them firsthand what 

you do and how you manage risks in your day-to-day business.
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Setting prices and terms

Once you send your submission to the underwriters at multiple carriers, 

they will assess the information and decide if your operation is a risk they 

want to assume and, if so, for which coverages. Next they will determine 

the coverage terms and conditions they are willing to offer and at what 

price. The underwriters will price the risk according to their comfort level 

with the risk they perceive at your facility, which is in large part based 

on the completeness and quality of the information in your submission. 

Notably, underwriters typically have significant flexibility in pricing. 

If you and your broker created an attractive submission, multiple carriers 

could end up competing for your business in terms of coverage, services 

offered, and price. That would be the ideal scenario for your company, the 

best way to ensure you get the optimal insurance coverage at the most 

competitive price.

We help you win

In an industry as specialized as recycling, your insurance partner shouldn’t 

just understand risk they should understand your business. That’s where 

Amwins Program Underwriters and the RecycleGuard program come in.

For more than 20 years, RecycleGuard has been the only property 

& casualty insurance program endorsed by the Recycled Materials 

Association (ReMA), a distinction that speaks to the depth of our industry 

knowledge and the trust we’ve earned. We’ve built our program around 

the real-world needs of recyclers handling scrap metal, electronics, paper, 

plastic, rubber, textiles, and automobiles.

Our underwriters don’t assess risk from behind a desk. We’ve visited 

countless facilities, walked the yards, and talked with operators to 

understand the nuances of how you work, what challenges you face, and 

how you control risk.

Insights provided by:

	− Dan Curran, SVP, with Amwins Program Underwriters in Portsmouth, NH

This article was originally published in the March/April 2018 edition of 

ScrapMag, a ReMA publication for the recycling industry. It was last 

updated June 2025.

https://www.amwins.com/products/recycleguard-insurance-program
https://www.amwins.com/products/recycleguard-insurance-program

