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IMUA Statement – Leave this slide
The Inland Marine Underwriters Association [IMUA] is a not-for-profit association focused on the commercial inland marine 
insurance line of business.  IMUA was organized in 1930 as a national trade association and rating bureau for all inland 
marine classes.  In 1948 the rating bureau activities of the IMUA were transferred to the Inland Marine Insurance Bureau 
(now defunct) due to the 1944 US Supreme Court decision in the South-Eastern Underwriters Association case.  

Today, IMUA is comprised of --

Members - insurance and reinsurance companies that underwrite a significant portion of the commercial inland marine 
insurance

in the U.S. 

Associate Members – companies or organizations that provide products and/or services to the insurance industry.

IMUA is committed to advancing the educational, governmental, regulatory and technical interests of the commercial inland 
marine insurance industry.

One of the services IMUA provides its members is the publishing of information for use by underwriters, loss control and 
claims specialists, and other interested parties.  The topics covered by IMUA Reports, Bulletins, News Articles, Seminars and
Webinars are intended to provide an overall awareness of the issues, hazards and exposures associated with a specific 
industry or inland marine class of business. 

Volunteer members of a technical committee of the IMUA or IMUA staff have produced this information.  Committee 
members abide by antitrust restrictions and all other applicable laws and regulations while compiling information.  

It is generally not possible to treat any one subject in an exhaustive manner, nor is it IMUA’s intent to do so.  No warranties 
are made regarding the thoroughness or accuracy of the information contained in Reports, Bulletins, News Articles 
Seminars and Webinars or any part of it.  Nothing in this information should be interpreted as providing definitive guidance 
on any question relating to policy interpretation, underwriting practice, or any other issues in insurance coverage.

IMUA does not prescribe to its members how to make underwriting or claims decisions, nor does it require that analysis 
follow any particular format
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Objectives

• The Value of Subrogation

• The Subrogation Process

• How Underwriters Can Support Subrogation
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Recoveries

• Apply differently to the various types of inland 
classes of business
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Salvage
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Once a claim for a damaged item has been 
paid, the insurer takes ownership of the 
item.

The insurer usually offers the damaged 
item for commercial sale to reduce its loss 
(i.e. the amount it paid to the claimant).



Subrogation
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Contractors Equipment
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Transportation and Logistics
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Builders Risk
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Property
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Poll

A.The parked truck is at fault

B.The truck that hit the parked truck is at fault

C.Both are at fault

D.Neither are at fault
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Subrogation- what is it?

• Subrogation: 

• specifically : the assumption by a third party 
(such as a second creditor or an insurance 
company) of another's legal right to collect a debt 
or damages 

(Merriam-Webster https://www.merriam-webster.com/dictionary/subrogation)
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Subrogation- what is it? Cont.

• Subrogation starts the day the claim occurs, but 
action towards negligent/liable parties doesn’t 
start until the claim is closed.

• i.e. preserving evidence, C & O reports
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Subrogation- what is it? Cont.

• Must be a legally viable claim. There are state 
specific legal limitations.  Not all not-at-fault are 
collectible.

1. Statutes of Limitations

1.FAA 6 months subject to federal tort act

2.Negligence Standards

3.Burden of Proof

4.Liability Limits

5.Case laws
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The Value of Subrogation

• Improved loss ratios

• Cash back to policy holders- i.e., recovered 
deductibles or SIRs

• Improved service to policy holders

• Data for underwriting evaluation

• Ex. Contractors with insurance requirements for 
sub-contractors that aren’t complying and there’s 
no subro for no coverage
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Case Study- The Value of Subrogation

• Contractors Equipment- Leased and Rented 
Equipment

• Large Excavator was rented 

• Excavator was delivered in good condition
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Case Study cont.

• During operations the excavator was overturned

• Salvage was arranged

• Original owner was notified as was their 
insurance company

• Equipment was recovered
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Case Study cont.

• Original owner’s insurance company sent an 
adjuster to view the equipment

• Insurance company adjuster notifies original 
owner of an estimated loss of $400,000 
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Case Study cont.

• Insurance company started the settlement 
process and gathering of information relative to 
the rental 

• Standard rental agreement was used

• Insured was indignant as they have had no 
losses in over 10 years 
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Case Study cont.

• Underwriter was made aware of loss and client’s 
reaction

• She took part in a call with the owner of the 
company

• Documents were presented that the field 
operations were not aware existed, so the 
company’s claim person did not know either
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Case Study cont.

• Agreement provided by equipment owner 
confirmed that the loss should be paid by the 
renter who did not comply with the terms

• Claim was settled and subrogation was 
commenced 

• Owner’s insurance company was made whole in 
the recovery process
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Case Study cont.

• Communication and cooperation between the 
insured and the insurance companies’ 
underwriter, claims and subrogation department 
was key

• Insured’s loss ratio was improved
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Subrogation Stakeholders
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Subrogation Stakeholders

• Reserving/Pricing Actuaries 

• Underwriting partners 

• Policy Holders 

• Broker / Agent 

• Reinsurance Partners 
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The Subrogation Process
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The Information Cycle
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Case Study- The Subrogation Process

• How claim strategy can change the outcome of 
the claim

• Builders Risk bad C & O 
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The Subrogation Process

• Facts matter and should be considered as a part 
of the claim settling process

• C & O’s can have a big impact on the subrogation
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The Current State of Subrogation
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Poll

A.Just like the slide, but we are working on 
changing.

B.Just like the slide, but we are discussing making 
the changes.

C.Just like the slide.
D.Subrogation? Not applicable to my job.
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What you can do to help

• Communicate 

• Maintain copies of contracts in underwriting file 

• Listen 

• Maintain a discipline around underwriting 
integrity 

• Communicate

• Maintain our lanes 
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Case Study- how to help

• A tractor trailer and cargo is totaled when the 
driver hit a cow in the road.

• MTC and PD claim was paid and closed by 
adjuster.  

• No subrogation seemed viable because the 
owner of the cow denied liability due to having 
adequate fencing.
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Case Study- p. 2

• Underwriter talks to policy holder and discovers 
the DOT cut the fence which led to the escape of 
the cow.

• Full recovery made against the DOT as a result 
of the facts presented by underwriter to the 
subrogation expert.
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The Preferred State of Subrogation
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Summary

• Recoveries have value, but not all claims have 
viable recoveries

• Claim strategy is key to recovery

• Underwriters can support the subrogation 
process

• The data from recoveries has a lot to teach us

• Working together is key
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Questions & Answers

• Q- How should I communicate with my claims 
adjuster?

• Q- I have information I believe might help 
contribute to the recovery.  Should I pass the 
information along to the recovery expert?

• Q- My insured has been noticed for a deposition, 
what should I do?
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Questions
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