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A recent court ruling is reshaping the trucking and 
insurance landscape in a way that few expected. 
For the first time, brokers can be held directly liable 
for negligent hiring and entrustment, despite not 
employing drivers themselves. That shift removes 
a long-standing legal protection and introduces a 
new level of exposure that is already changing how 
the industry operates.

The reaction from underwriters and brokers has 
been immediate. What was once considered a 
remote risk is now a central concern, and the ripple 
effects are being felt across pricing, underwriting 
and day-to-day broker operations.
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More lawsuits

One of the most significant implications of the ruling is that brokers are now far more likely to be pulled into lawsuits. In 

large claims, especially those involving severe accidents, plaintiff attorneys are casting a wider net. Brokers, along with 

shippers and carriers, are increasingly viewed as viable defendants.

This shift is tied closely to the broader trend of nuclear verdicts. Plaintiff attorneys are looking for any party connected to a 

loss that may carry meaningful insurance limits. As a result, even brokers with limited involvement in an incident may still 

face defense costs and legal exposure simply because they are part of the transaction.

Rising costs

The most immediate market response has been pricing. Premiums are expected to rise sharply, particularly for contingent 

liability, cargo and excess coverage. In some cases, brokers may begin to see pricing that more closely resembles what 

trucking companies have traditionally paid.

Deductibles are also trending upward as carriers look to manage their own exposure. For now, capacity remains in the 

market, but the approach is cautious. Rather than exiting, insurers are tightening terms and watching closely to see how 

claims activity develops in this new legal environment.

Tougher underwriting

Carriers are asking for more detailed information about how brokers operate, with a strong emphasis on carrier selection 

and oversight. Applications are expanding to include deeper questions around vetting procedures, safety checks and 

ongoing monitoring.

New ventures are likely to face the most scrutiny. Underwriters are placing greater weight on experience and established 

relationships, which may make it harder for newer or smaller brokers to secure coverage on favorable terms. Minimum 

premiums are also becoming more common, regardless of account size.
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Documentation matters

Across the board, one message stands out clearly: documentation is essential. Brokers must be able to demonstrate 

that they are conducting thorough due diligence when selecting carriers. Now, processes must be recorded, consistent 

and defensible.

This includes maintaining records of safety checks, documenting decision-making processes and showing evidence of 

ongoing monitoring. If a claim arises, that documentation could be the difference between a defensible position and a 

costly outcome.

Technology is also playing a larger role in this effort. Tools that monitor carrier performance and track safety data 

are quickly becoming standard expectations. In some cases, participation in these platforms may even become a 

requirement for coverage.

Changing relationships

The relationship between brokers and motor carriers is also evolving. There is a clear shift toward more structured and 

deliberate partnerships. Brokers are expected to have deeper insight into the carriers they work with, including safety 

history and operational practices.

Contracts are likely to reflect this change. Broker-carrier agreements may include stronger indemnification language and 

more explicit safety requirements. The goal is to create clearer accountability and reduce uncertainty when claims arise.

Takeaway

The most consistent theme in the transportation segment is urgency. This is not a gradual shift that can be addressed over time. 

	 Brokers are being advised to act immediately by strengthening their processes, improving documentation and

	 investing in tools that support better decision-making.

Even with these steps, there is no guarantee that brokers will avoid being pulled into claims. However, those who can 

clearly demonstrate strong practices will be in a better position to defend themselves.

The industry is still in the early stages of understanding how this ruling will play out. For now, the direction is clear. 

Expectations are higher, scrutiny is increasing and the margin for error is smaller than it has ever been.



We help you win

From a single unit to an entire fleet, Amwins equips our retail partners 

with the power of a dedicated, multi-national commercial transportation 

insurance practice group.

Our team of dedicated transportation specialists leverages more than 300 

unique carrier relationships to quickly and strategically place property 

and casualty coverages for a wide range of transportation and inland 

marine insurance risks, including short and long-haul trucking operations, 

commercial auto, business auto, railroads, aviation, logistics, ocean cargo 

and non-emergency medical transport. 

Learn more about how Amwins can help. 

Insight provided by:

	− Heather Frain, SVP, Amwins Program Underwriters 

	− Libby Smith, SVP, Amwins National Transportation Underwriters
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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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