Extreme Weather
Continues to Change
How Clubs Protect Themselves
By PHILIP J HARVEY, Preferred Club Program
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With wildfires scorching the west coast, ice storms in the heart of Texas,
hurricanes seasons increasing in intensity, and floods growing worse, it
seems the elements themselves are out to get property owners over the
past year. Now, as golf and country clubs consider renewing their insurance
policies, many are wondering if these events will have a dramatic impact on
the renewal process.
The short answer is yes. Big time. Since January, the property and liability
insurance carriers have tightened the tourniquet on renewal terms with a
continued eye on how extreme weather is impacting the marketplace.
Let’s start with wildfires. According to the
California Department of Forestry and
Fire Protection, 2020 saw more than 1.4
million acres burn. That’s over a million
more acres compared to their five-year
average; and that’s just in California. With
losses in the billions, reinsurance providers have all but disappeared or, in the best
case, upped the ante with severe price
escalations in these catastrophe-prone
areas. As a result, California, Oregon and
Washington suppliers have dwindled,
with California alone eating up 32 percent
of the capacity available from standard
carriers.
But it’s not just fire. Extreme freezing in
the southern and central U.S. — previously considered a one-in-a-10,000-year
event — is now a serious and real risk
for property owners and insurers. The
historic snowstorm that crippled the
Texas power grid for nearly a week has
forced weather modelers to reassess their
parameters.

Then there is wind. With a strong hurricane season expected, coverage is being
pulled by the standard suppliers. Specialty insurers will provide limited capacity
with historic increases in premiums,
especially in the Carolinas, Georgia, Florida and the Gulf states. Meanwhile, flood
insurance premiums have already forced
both government and private carriers to
reassess their approach to underwriting
profitability in areas from central to the
northeastern U.S.
All these conditions have provoked a
dramatic shift in insurance capacity for
property coverage, with carrier markets
now limited to three to four suppliers
rather than six, and prices rising as risk
goes up and competition goes down. It
appears that all of the major suppliers
and re-insurers are on the same page in
their concerns about underwriting profitability within this class business.
What does all this mean for golf and

country clubs going forward? Consider
that underwriters use market intelligence
and experience data that reflects each and
every club in the industry over historical
periods longer than five years. They have
the ability to curtail or price coverages
applicable to the weather risk on a customized basis.
Now more than ever, it’s time for clubs
to pay close attention to the potential
exposures that will ultimately affect the
outcome of their insurability and the risk
factors that control the pricing of their
overall insurance program. This includes
educating club staff and boards on the
dynamics of the existing insurance market and the negative implications of not
supporting overall club profitability. X
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