
Ten Things You Need 
To Know About Your 
Wealthy Clients

In many ways, providing insurance advice to High 
Net Worth clients is very similar to providing advice to 
any other client. They want to know they are insured 
appropriately, receiving value for money, and will 
be properly looked after at claims time. But there are 
important differences that it pays brokers to understand.
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Wealthy clients have a number of unique 
needs and it’s essential to know what these are 
if you wish to successfully engage with them. 
Here are ten essential facts to know about  
High Net Worth clients.

1.	 Seamless claim settlements are key. 
Wealthy clients requiring a specialised level 
of cover can often pay higher than normal 
premiums because the value of their assets 
far exceeds that of a normal household, 
so they want to know they will receive 
exceptional service when they do have a 
claim. They often expect a single point of 
contact and for their claim to always be 
dealt with swiftly and efficiently.

2.	 Price isn’t always the number one factor. 
When it comes to choosing a policy, High 
Net Worth clients want value for money, 
but they understand they get what they pay 
for. So it’s up to the broker to explain the 
high level of service they will receive when 
they choose and renew their policy, and 
also at claim time.

3.	 Cash settlement options are attractive. 
High Net Worth clients’ possessions are 
special and sometimes it will be almost 
impossible to find replacements for 
one-off possessions they own. AIG offers 
applicable cash settlement options. This 
gives them the flexibility to replace a lost or 
damaged item as they wish.

4.	 Brokers should be prepared to do the 
legwork. Wealthy clients are often cash rich 
and time poor, so it’s up to the broker to find 
the right policy for them; ultimately they are 
outsourcing their thinking about insurance to 
their broker.

5.	 They may not recognise themselves as 
special or different. From the outside 
looking in it may be obvious that High Net 
Worth clients often lead out-of-the ordinary 
lives, but many don’t see themselves like 
that. Brokers need to take this into account 
when finding the right policy, and ensure 
that the client is aware that a unique 
home and assets need equally specialist 
insurance. 

6.	 Many High Net Worth clients are 
underinsured. This is why it’s essential for 
insurers to do an appraisal of their wealth, 
walking through each room of their home 
to produce an accurate assessment of the 
value of their possessions, so the insurance 
policy can provide genuine protection for 
their home and assets.

7.	 They expect brokers to fit into their 
schedule. This means the broker must be 
available outside of normal working hours 
if that’s the only time the client is available. 
Alternatively, brokers will sometimes have to 
travel to where the client is located to meet  
with them.

8.	 High Net Worth clients are usually not 
insurance experts. Their skill sets lie in other 
areas, like running their business. Whilst it’s 
easy to assume they have a certain level 
of knowledge about insurance, the broker 
is the expert. For brokers, that means it is 
worthwhile taking the time to match the skill 
profile of the representative to the client, 
and ensure executives with the right level of 
experience and expertise are appointed to 
liaise with them. Clients often want to feel 
that a broker is dealing with their domestic 
insurances in the same careful way they 
would approach finding a solution for their 
commercial insurances. 

9.	 They don’t mind being challenged. 
It’s easy to be excessively deferential to 
wealthy clients, but that approach won’t 
garner their respect. Instead, clients rely 
on brokers to be their trusted adviser and 
provide upfront, honest advice about their 
insurance needs. 

10.	 Wealthy clients can be incredibly loyal. If 
the broker delivers good value, a high level 
of service and exceed their expectations 
at claims time, they will often have a client 
for life.



This document is provided as a general overview of the subject matter and should not be taken as providing any specific advice, legal or 
otherwise. The precise scope and breadth of policy coverage is subject to the specific terms and conditions of the policy wording.

American International Group, Inc. (AIG) is a leading global insurance organization. Building on 100 years of experience, today AIG member 
companies provide a wide range of property casualty insurance, life insurance, retirement products, and other financial services to customers in 
more than 80 countries and jurisdictions. These diverse offerings include products and services that help businesses and individuals protect their 
assets, manage risks and provide for retirement security. AIG common stock is listed on the New York Stock Exchange. 

Additional information about AIG can be found at www.aig.com | YouTube: www.youtube.com/aig | Twitter: @AIGinsurance www.twitter.com/
AIGinsurance | LinkedIn: www.linkedin.com/company/aig. These references with additional information about AIG have been provided as a 
convenience, and the information contained on such websites is not incorporated by reference into this press release. 

AIG is the marketing name for the worldwide property-casualty, life and retirement, and general insurance operations of American International 
Group, Inc. For additional information, please visit our website at www.aig.com. All products and services are written or provided by subsidiaries 
or affiliates of American International Group, Inc. Products or services may not be available in all countries, and coverage is subject to actual policy 
language. Non-insurance products and services may be provided by independent third parties. Certain property-casualty coverages may be 
provided by a surplus lines insurer. Surplus lines insurers do not generally participate in state guaranty funds, and insureds are therefore not protected 
by such funds.

AN EXPERIENCED TEAM  
AT YOUR SERVICE

Our mission is to help you protect your clients from the 

risks they face every day. Our core focus is on wealth 

preservation and lifestyle protection. We deliver premier 

High Net Worth insurance products and services that 

can address the needs and risks of your Private Clients, 

locally or via AIG affiliates across the world. With AIG’s 

100 years of experience across 80 plus countries, and 

one of the largest Property & Casualty networks globally, 

Private Client Group offers you and your clients global 

capabilities, while providing solid local market expertise. 

The leadership at AIG Private Client Group includes 

individuals with many years of experience in insuring 

luxury assets, a real focus on risk management, and a 

consistent passion to provide underwriting innovation to 

help address your client’s growing risks as they reach new 

levels of success. To talk to a member of our Private Client 

Group team about a new enquiry or for more information 

about our products CLICK HERE.

For additional information, please visit our website. 
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