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WHAT’'S
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How to reduce driver dissatisfaction.

1. Incorporate staff trainings. Personalized, hands-on staff trainings
prevent risk and creates a well-informed, harmonious environment.
Clear, consistent protocols and programs are key to sustaining short-
and long-term success.

2. Set up evaluations. Know where your weak spots lie in youroperations
and be better prepared for future risk.

3. Have ongoing communication. Develop systems that support your
drivers on and off the road. Acknowledge the value and experience -
they bring to the table.

4 Learn about the Driverlst®

program and what it takes
to retain experienced drivers.
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Trucking and Insurance

The Future of Trucking Insurance Unfolds

has provided insight from industry

leaders about the pain points of
trucking insurance. During that time,
with fleets facing rising litigation from
nuclear verdicts and industry disruption
from new technology like artificial
intelligence, the industry now stands at
a crossroads.

So, in this year’s special report, we
want to look at how these factors are
colliding and what it means for
carriers, insurers and the courts.

It's not hyperbole to say that verdicts reaching into the tens of
millions against carriers while regulators and insurers are trying
to make sense of Al’s role are currently creating a seismic shift in
the way that insurance policies are developed and nurtured.

Even with the news about the Texas Supreme Court’s reversal
of a $100 million verdict against Werner Enterprises earlier this
year, the overall legal environment still tilts against trucking. The
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Michael Freeze
Features Editor

toll of the nuclear verdict has driven premium rates higher while
insurers are pulling back coverage limits, forcing fleets into
higher deductibles. Even worse, smaller operators are feeling the
most pain. As a result, safety investments such as ADAS and
cameras along with better hiring practices serve as green flags
for insurers to even consider coverage.

In addition, Al and telematics data are transforming risk
assessment and claims, even if the pace is slowed by regulation
and insurer caution. For instance, some newer firms are pushing
an “Al-first” approach, using real-time fleet data such as ELDs
and dashcams to price policies based on actual risk, while
traditional players are using it more conservatively as a support
tool to help their teams work more efficiently.

These challenges may be sobering, but they also present
opportunities. With the hardening of insurance policy writing,
there is plenty of innovation to be discovered. However,
the big question will be how fleets will successfully
adapt to the new future. We hope this special report
offers a roadmap for where insurance in trucking is
headed next.

Cover design by: Brian Kelly
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The Trucking Industry Still
Faces Soaring Insurance
Costs Fueled by Nuclear

Verdicts Against Carriers

By Steve Brawner
Special to Transport Topics

he recent reversal of a $100
T million  verdict against

Werner Enterprises by the
Texas Supreme Court gave the
trucking industry a big win in a
legal environment that is often
stacked against it — and where
“nuclear” verdicts along with
smaller settlements are raising
insurance rates ever higher.

In that decision, the court re-
versed a verdict that had been up-
held on appeal after a fatal crash in
2014 when a pickup truck lost con-
trol in icy interstate conditions,
crossed the median and collided
with a Werner truck that was travel-
ing below the speed limit and braked
before impact.

The original verdict is an exam-
ple of a plaintiff's attorney persuad-
ing a jury to decide on emotion and
ignore the facts, said Jay Starrett, a
partner with the Scopelitis law firm
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that represents truckers, adding that
trucking clients know they might
need to appeal to a higher court for
a just result.

Pam Bracher, deputy general
counsel at American Trucking Asso-
ciations, said the reversal could set a
precedent in Texas and create
boundaries on “proximate causa-
tion,” meaning the determination
that the defendant caused the event.
The court said the Werner driver
couldn’t be blamed for being in the
wrong place at the wrong time.

The frequency of court claims has
decreased since 2020, yet the sever-
ity of claims has risen, Bracher said.
The potential for a nuclear verdict is
leading defendants to settle at rising
amounts.

“We splash these headlines of
these large verdicts, and nobody
ever talks about all the defense wins,
and there’s a lot out there,” she said.
“But this sort of threat of this large
verdict creates a fear that drives up
settlement values.”

ras HaveYour Back

Summer is peak blockbuster movie season, a tradition kicked off by
Steven Spielberg’s 1975 classic Jaws. If you're a fan of cinema
history, you may know that faws succeeded as much because of its
cast and crew’s mistakes as it did their inspiration and

dedication. When the moviemakers” mechanical sharks failed to
work, Spielberg and company changed the play, letting glimpses of
a fin moving through the water and John Williams” unforgettable
music sell the creature as an idea. The team behind Jaws recognized
that when we can't see something for ourselves, what our
imaginations create to fill the void is often far more terrifying.

In trucking, this is a good lesson to remember, particularly when
we're talking about dashboard cameras. For some drivers, just the
idea of onboard cameras might evoke that classic faws theme. No
one likes the feeling of being watched, but the truth in our industry
is that the one thing worse than being watched is being imagined.
Every time there’s an accident, without clear video footage, every
attorney, mediator, judge and jury member is creating a video in
their heads anyway. When the statements of the drivers involved
don’t match, they pick the shots that make the most sense to them,
and the unfortunate truth is that on a size and weight basis alone, a
semi-truck makes a great bad guy. (Spielberg himself started there
even before the shark, in fact, with 1971’s Duel.)

In the commercial insurance business, we know how hard
professional drivers work and the standard of care they maintain.
We know that their accident rates are significantly less than that

of the general public. And we know that when accidents happen,
our drivers and carriers still have to fight harder than anyone else to
prove they did everything right. It’s too easy to believe that the big
truck is the shark on the road, or that the company behind them
only cares about profit. The simplest and most effective way to fight
these perceptions is by presenting direct evidence people can view
with their own eyes.

When the accident itself isn‘t simple, this evidence is even more
important. When you have multiple vehicles involved, disputed traffi
c signals or other unusual circumstances, video footage cuts through
the guess work, reducing the temptation to make the biggest guy on
the road into the villain. Even in cases where the camera doesn’t
capture the actual impact, such as a rear-end impact to a vehicle
with only forward-facing coverage, video footage can still be vital,
showing clearly that a driver was maintaining his lane and moving at
an appropriate speed when struck. In those cases, the audience will
still be fi lling in the picture, but they’re much more likely to have the
fin in the right place. And in those cases where our people did
make a mistake?It’s always better to see that for ourselves right at
the start, rather than spend even more money looking for evidence
in our favor that does not exist.

- ‘Jun rea

Finally, before we head back to the (nice, safe, shark-free) pool, let’s
talk about the added benefits of inward-facing cameras. These
cameras provide additional angles from which to catch an

accident, such as when another vehicle is caught coming into our
lane through a side window. When paired with forward-facing
cameras, they can show our driver reacting quickly and

responsibly to circumstances, underlining their professionalism. And
when systems and staff are in place to monitor camera feeds in real
time, they can identify distractions, fatigue and other dangerous
behaviors before an accident even occurs.

When cameras prove to plaintiff attorneys that we're not at fault,
they can save a great deal of money and time and make it easier to
keep great drivers on the road. When they help us identify
behaviors that can be improved, they can save lives. Onboard
cameras aren’t the shark. They’re our harpoon crew, whether
they’re forward-facing, side-view or driver-facing. The more angles
they cover, the better chance they have of getting just the shot we
need.

Reach out to Napa River at (866) 407-7060 for more information
about how cameras and other safety equipment can help protect
you and your drivers so your business may continue to Move
Forward Fearlessly.

John Derrick

Claims Specialist

Napa River Insurance Services, Inc.
317.810.2038
jderrick@napariverinsurance.com
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Trucking companies are being targeted by per-
sonal injury lawyers, said Starrett and fellow Sco-
pelitis partner Andrew Marquis. Truckers
presumably have money and insurance, both
said, adding that juries may not hear about the
millions of dollars they spend on safety. Studies
have shown that most accidents between a
trucker and passenger car driver are caused by
the latter. Nevertheless, truckers often are pre-
sumed to be at fault.

Noting that technology is a helpful tool for
carriers, Starrett said he knows if a client is in le-
gal trouble quickly based on dash cam video evi-
dence. Marquis said he might send a favorable
video to the plaintiff’s attorney and ask if they
want to take a flawed case. Sometimes they don't.
The passenger car can provide speed and hard-
braking data.

Plaintiff’s attorneys often employ a legal strat-
egy known as the “reptile theory” in which they
tell jurors they are guarding the community
against unsafe truckers. ATA’s Bracher said they
often will use a carrier’s forward-facing docu-
ments, social media postings and website against
it. Trucking companies must know what their
documents and postings say and must consis-
tently adhere to their protocols. Smaller compa-
nies that don’t have an in-house claims or legal
staff should partner with their insurance carriers.

“There is a trend where if
you have the right facts and
if you’re willing to try the
case, the defense bar is
having success in defending

Starrett of Scopelitis
said the industry has an
obligation to stand up
for itself despite the
costs and risks.

“There is a trend
where if you have the

the industry.” right facts and if you're
willing to try the case,
Jay Starett | the defense bar is hav-

Scopelitis

ing success in defending

the industry,” he said.

Jerry Gillikin, executive vice president for Hub
Transportation insurance, said the Werner rever-
sal “gives us all hope” that the legal climate can
improve.

Nevertheless, Gillikin, whose company insures
many midrange companies, called the situation
“desperate.” Insurers spread the costs of nuclear
verdicts throughout the industry. With rates having
increased for the fifth year in a row, he noted, the
situation is hitting new ventures hardest.

While nuclear verdicts are a major factor in
rate increases, so are the many smaller judgments
and settlements. Gillikin said one of his clients
was recently hit with a million-dollar claim.
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“[Claims] that used to be a hundred thousand
are now a million dollars,” he said. “How many
of those can you pay?”

Nick Saeger, assistant vice president of pricing
and products for transportation specialties at Sen-
try, compared the insurance industry’s prepara-
tion for a nuclear verdict to the sense that a
tornado might happen somewhere generally, but
nobody knows where and when.

“We know that they’re going to happen across
the industry,” he said. “We don’t know which
companies are going to have them happen. So
you have to sort of price for it across the broader
industry, and the prices just have to increase for
everyone, whether you’ve had that bad claim or
not.”

Taylor Walker, chief insurance officer at Load-
sure, a transportation insurance company that
primarily focuses on cargo insurance, agreed that
increases are driven by not just severity but also
additional losses through regular claims.

“The big claims — that’s what’s going to make
markets pull out,” he said. “The small claims are
going to be what drives the price up.”

That combination creates a “perfect storm
where the market will all of a sudden really get
hard,” Walker explained.

Some insurers are reducing their exposure by
offering $1 million primary limits after giving as
much as $10 million eight to nine years ago, said
Dan Cook, principal and transportation practice
leader at insurance firm TrueNorth. Likewise, ex-
cess insurance providers have reduced their cov-
erage limits per contract. Many will no longer
attach coverage at lower levels, forcing motor
carriers to decline coverage, accept more risk or
absorb more cost.

Matthew Payne, U.S. transportation practice
leader for Lockton, which focuses primarily on
insuring large fleets, said the rate environment
has “calmed down to a degree this year,” noting
that rate increases are significant but not as se-
vere as they have been. More large fleets are tak-
ing increased deductibles and potentially
starting their own captives. They can get a
quicker return investing in safety than they can
by waiting for insurance prices to fall, Payne
added.

However, he said the current situation is not
sustainable. The number of insurance carriers
willing to play in the industry and provide excess
coverage is falling, and prices are rising. Larger
fleets are finding it more difficult to obtain insur-
ance. The costs make it difficult for midsize fleets
to turn a profit.

o

Many years ago, as a nascent commercial auto underwriter, | was
instructed to fill out a rating spreadsheet as a key part of compiling
my quote. The liability portion went into some depth. Contrast that
with the Physical Damage coverage — it was a check box that you
either checked or didn’t.

In an industry where liability — both premiums and losses — can be
significant, Physical Damage coverage often felt like an afterthought.
While things have since changed in the interim, scratch even lightly
under the surface and you'll still find many often-overlooked
complexities of Physical Damage coverage in Commercial Auto
insurance, particularly for Motor Carriers and Owner-Operators.

Key Considerations for Physical Damage Coverage

What's in the coverage?

Comprehensive and collision are typically included, covering damage
from accidents, theft, vandalism or natural events.

Not always standard, GAP covers the difference between the
outstanding loan/lease balance and the vehicle’s actual cash value if
it’s totaled. Questions to ask your Agent:

= Is GAP included or is it an add-on and, if so, how much does it
cost?

* Doesit apply to both leased and financed vehicles?

* What's the limit?

» Isit mandatory for all Owner-Operators in a sponsored
program, or can it be customized per driver?

Towing limits: A tractor stuck in a ditch can rack up a $10,000+ tow
bill. Many policies cap towing at low limits, leaving insureds exposed,
potentially to bankruptcy. Ask your Agent what the towing limit is.

Supplemental coverages: Some Carriers off er add-ons like rental
reimbursement, downtime coverage or coverage for specialized
equipment. These can be tailored to specific needs but aren’t always
advertised up front.

Who Provides the Coverage?

An A-rated or better Carrier offers financial stability and reliability in
claims handling. Surplus lines Carriers, while sometimes cheaper, may
have less oversight and can cancel policies with short notice. What's
a Carrier’s track record with regards to claim payments? Surplus lines
might seem like a bargain, but their flexibility in pricing often comes
with higher risk.

Customization and Flexibility

Not all fleets or Owner-Operators have the same needs. A
one-size-fits-all policy might not suit a diverse operation. Ask your
Agent if coverage can be tailored per driver or vehicle. Are there
options for higher (or lower) limits? With respect to Motor
Carrier-sponsored Owner-Operator programs, can the policy
accommodate varying needs?

Exclusions Matter

Policies often look similar until a claim reveals what's excluded. Ask
your Agent what the key exclusions are and if they can be modified
(removed) by endorsement.

hstructing Physical

-'..:’(‘

Price vs. Value

Price is a universal driver for all of us, but a cheaper policy can be a
trap. Underpriced policies may offer low or no limits on certain
coverages. They may come from less stable Carriers and a low-cost
policy now may lead to rate hikes at renewal time, negating any
savings you received in your first policy year.

A slightly higher premium for a robust policy (e.g., unlimited towing,
flexible limits or tailored options) can save signifi cant headaches and
costs when a claim arises. When reviewing quotes ask yourself: why

is this quote cheaper than the others and what tradeoff s am | making
for this lower price?

Practical Advice for Motor Carriers and Owner-Operators

A good agent will go line by line through the policy, highlighting
coverages, exclusions and options. They should submit your account
to multiple Carriers to compare quotes, ensuring you’re not just
chasing the cheapest option.

Prioritize claims scenarios: Ask your Agent to walk through
common claim scenarios (e.g., a tractor in a ditch, a totaled vehicle
with a loan) and explain how the policy would respond. This reveals
gaps in coverage.

Compare apples to apples: When reviewing quotes, ensure you're
comparing policies with similar limits, deductibles and add-ons. A
“cheap” policy might exclude critical coverages like towing or GAP.

Think long term: A bargain today might cost you tomorrow if the
Carrier raises rates, cancels your policy or denies a claim due to
exclusions. Stability and coverage quality often outweigh short-term
savings.

Hudson’s Approach as a Benchmark

Hudson sets a high bar with our insurance product, offering
unlimited-dollar towing and flexible coverage options tailored to the
Motor Carrier and Owner-Operator’s particular needs. If you're
exploring options, ask other Carriers how they stack up against such
offerings.

Final Thoughts

Physical Damage coverage may seem like a simple checkbox, but it’s
a critical piece of the insurance puzzle, especially for Motor Carriers
and Owner-Operators. Don't let price be the sole driver—dig into the
details. Ask about the Carrier’s stability, coverage specifics,

exclusions and customization options. A thorough Agent and a
reputable Carrier can make the difference between a policy that
protects you and one that leaves you stranded in a (literal or financial)

ditch.

Tony Hughes

Director, Independent Contractor Program
Hudson Insurance Group

463.209.6868
ahughes@hudsoninsgroup.com
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©2025 Hudson Insurance Group. The information contained in this article is for general information only and shall not modify the terms of any insurance policy.
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policies with Self-Insured Retentions (SIRs) may offer a way
to relieve financial tension without compromising protection.
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“Even if you're operating perfectly, you're go-
ing to have increasing insurance rates. ... It's pun-
ishing everybody because the insurance carriers
spread the risk across all their insureds,” he said.

Smaller companies with as few as one truck
are facing the same challenges as larger ones, in-
cluding the threat of a nuclear verdict, said Sen-
try’s Saeger. Sentry insures many owner-operators
and other small operations.

“All of that stuff is impacting both fleets and
smaller fleets/owner-operators alike,” he said,
“Nobody’s really immune to it.”

Saeger said that while larger and midsize fleets
are purchasing policies with higher deductibles,
the practice is less common for smaller ones that
would struggle to cover a $5,000 claim.

Alan Riels, president of Arkansas-based Dedi-
cated Logistics, an 80-truck carrier, simply stated
that truck insurance prices are just too high.

Scott Richardson, the fleet’s safety manager,
noted that one cause of the high insurance rates is
the low minimum liability insurance rates required
of passenger car drivers in many states. Last Sep-
tember, a passenger car driver suffered a heart at-
tack, drove across two lanes of traffic and a middle
turning lane, and struck a Dedicated Logistics
truck head on. The passenger car driver’s $25,000
policy didn’t come close to paying for replacing

10 TransporT Topics Trucking and Insurance ® September 2025

Alan Riels, president of

Arkansas-based Dedicated
Logistics, an 80-truck
carrier, simply stated that—~

~ truck insurance prices are
~__— justtoo high.

the burned-out truck and repairing the damaged
trailer, the $45,000 bill for cleaning up the diesel
spill, or the $20,000-plus tow bill. Dedicated Lo-
gistics’ insurance covered most of the rest, but the
costs ultimately will be passed down to the trucker
in the form of higher premiums.

The carrier avoided a lawsuit in that accident,
but it hasn’t always been so fortunate. Several
years ago, its truck was struck by a drunken driver
who tried to pass on an exit ramp shoulder. Police
arrested the woman for driving under the influ-
ence. Nevertheless, a billboard lawyer sued the
firm. Ultimately, the insurer settled for a low
amount in a court-ordered mediation “to get
them to go away,” Richardson said.

Gillikin said Hub is trying to help its motor
carriers deal with the rising costs. It's putting its
best clients in a group captive or large retention
policy with a large deductible. It is helping others
take on more risk.

Lockton’s Payne said the first key for motor
carriers in this environment is hiring the right
driver. The second is having technology, includ-
ing collision avoidance, lane departure warnings
and cameras that alert a driver who is getting dis-
tracted or drowsy. Payne described it as “the price
of poker.”

“To get insurers interested, you need to have

Dedicated Logistics

strong driver hiring guidelines, strong driver qual-
ification process, training, and then, again, have
your fleet equipped with the most up-to-date
technology,” he said.

“Even if you're operating
perfectly, you’re going to have
increasing insurance rates.”

Matthew Payne
Lockton

Sentry’s Saeger said fleets that invest in cam-
eras and other technology will “definitely” see
better rates than those that don't.

“Insurance is a bit of a show-me type industry,
so just to have the technology doesn’t necessarily
mean that you’ll have less claims,” he said. “A lot
of times it does work that way. But as you apply it,

and it leads to less claims, you will see, we'll call
it ‘better rates relative to your peers.” Not neces-
sarily lower rates because again, until we stop
having nuclear verdicts, 1 don’t see a horizon
where rates will be decreasing.”

If they do have an accident, they should report
all claims quickly to their insurance company,
Saeger said. The sooner the insurer can get in
front of both their own drivers and others affected
by the accident, the more likely they will at least
think twice about getting an attorney.

“If we can make them understand that we're
there to help them and pay them, help them get
back to where they were before and pay them
fairly, the better off I think all parties will be,” he
said.

Cook with TrueNorth said trucking companies
that invest in safety, quality driver hiring practices
and collision avoidance systems enjoy a clear re-
turn. That return is growing in relation to nuclear
events.

“As simplistic as it sounds,” he said, “the best
option is still not to have the claim in the first
place.”

Trucking and Insurance

imaginima — Getty Images
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hort, he noted. The cohort then pools the risk
and the insurance provider sets the rates
accordingly.

In trucking, that approach means that the saf-
est, best-run motor carriers in a cohort effec-
tively subsidize the group’s higher risk carriers,
which have little incentive to improve, El-Eita
said.

That’s where Nirvana’s technology comes in.
Before setting a rate for a potential trucking cli-
ent, the insurance company hooks into the fleet’s
telematics, electronic logging devices, dash-
cams and advanced driver assistance systems.

With the implementation of the ELD mandate

starting in 2017, on-

board technology on
“The obvious question trucks has been quietly

[

became [if] I'm making these collecting all sorts of

improvements with ELDs and
dashcams, how can | leverage
this data to save myself some

usable data on a fleet’s
performance in real
time, El-Eita said.

Underwriting’
Al Upgrade

“The obvious ques-
tion became [if] I'm
making these improve-
ments with ELDs and
dashcams, how can |

money on insurance?”

Bandar El-Eita
Nirvana

Insurers are moving beyond manual processes and embracing
more precise, real-time risk assessment tools

By Amanda Smith-Teutsch
Special to Transport Topics

rtificial intelligence is becoming increas-
A ingly commonplace in modern life and in

business, from aggregating search results
and summarizing complex documents to acting
as a personal assistant through smartphones.

In the trucking industry, insurance policies
represent one of the new fields where Al is be-
ginning to have an impact.

Some insurance firms, such as trucking insur-

ance provider Nirvana, are taking an Al-first ap-
proach to risk assessment and underwriting.

“There’s something about insurance that is
deeply flawed,” said Bandar El-Eita, Nirvana'’s
head of marketing. “In any cohort, you are going
to blend the risk.”

When pursuing an insurance policy from a
traditional firm, companies are evaluated based
on their industry profiles and placed into a co-
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leverage this data to

save myself some
money on insurance?” El-Eita said. “The way we
look at it is, while you can save up to 20%, it's
really about finding the right price for your ac-
tual risk.”

Steve Miller, vice president of innovation and
mobility for insurance brokerage Hub Interna-
tional, has worked with innovative insurance
products since 2015, when he first insured a

Transport Topics Trucking and Insurance ® September 2025 1
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company working on an autonomous vehicle.

Since then, he has watched as the conserva-
tive, highly regulated industry that he’s in has
struggled to adapt to new technology.

|
i

“The industry is struggling
right now to absorb the
technology.”

Steve Miller
Hub International

He said he sees two tiers of Al implementa-
tion and integration in the industry: First, the
companies that are all-in on the tech and look to
use it wherever possible; and second, companies
that are more reserved in their adoption and are
poking at the technology to figure out how it
best fits their business model.

“The industry is struggling right now to ab-
sorb the technology,” and make it do more than
just answer simple queries or generate clever
slide decks, Miller said.

The common thread of both Al integration ap-
proaches, he said, is the fact that both factions
realize the treasure trove of data to be gained
from a trucking company’s telematics.

“Al is enabling that dataset to be more readily
and robustly digested, analyzed and then used
from an actuarial perspective. Actuaries take his-
torical information to price future risk. And what
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we need to do is disrupt that process and accel-
erate adoption of real-time data,” Miller said.

The difficulty, he said, is when insurance
companies want to take that new way of pricing
and adapt it to the patchwork of rate require-
ments and regulatory frameworks across each of
the 50 states.

“That’s a big part of what’s slowing things
down,” he said.

Al-Driven Efficiency

Other insurance companies are finding ways
to use Al to augment and speed up existing busi-
ness processes.

Sentry Insurance has been using Al for appli-
cations such as claims fraud models and sales
opportunities models, said Denise Christophel,
director of advanced analytics at the firm.

“We use machine learning for things that are

“We are not using Al to make
decisions. We're using Al to
help inform our associates

not decisioning mod-
els,” she said. “We are
not using Al to make
decisions. We're using
Al to help inform our

as they are making the associates as they are
decisions.” making the decisions.”

The company is us-

Denise Christophel | ing Al to help generate

Sentry | claim summaries and
support customer ser-

vice representatives
with real-time recommendations during cus-
tomer interactions, but none of the interactions
customers havee with the company pass through
an Al filter.

Future projects are aimed at helping under-
writing work more efficiently. Some of the manu-
als connected with the firm’s process encompass
hundreds of pages, and finding a precise answer
to a specific question can be time intensive,
Christophel said.

Nick Saeger, assistant vice president of prod-
ucts and pricing for transportation and specialty
at Sentry, said the company has put its focus on
Al applications that allow people to focus on
higher-level interactions and projects while
computers handle the mundane.

“These are things that allow them to take
more time to think through. On the claims side,
it’s [allowing them] to communicate with claim-
ants, with attorneys, with our customers, and do
the things that need to be done to progress the
claim and get it to its resolution,” Saegar said.
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“On the underwriting side, it allows them to not
be leafing through or digitally leafing through
an underwriting manual to find a particular
thing. We can find it more quickly and now we
can get at underwriting the actual account itself
and it’s spending more time getting to the right
price. That’s why | love it from a business
perspective.”

|
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Ty “These are things that allow
@gﬂ 5 them to take more time to
s think through.”
- Nick Saeger
\ Sentry

Peter Berg, principal and practice leader at
TrueNorth, oversees the company’s final-mile
transportation products.

“That sector is ripe for opportunity because
that final-mile component makes up [about]
40% of the cost of the supply chain,” Berg said.
“There’s a ton of technology in terms of how you
automate, how do you scale and how do you
take out some of the overhead that is associated
with that model, which is very much human la-
bor driven.”

Berg said he’s increasingly seeing the insur-
ance companies his firm brokers use Al to drill
down into data to offer more accurate pricing
and create better risk assessments.

Reducing Risk

Al may also come into play when managing
risk and limiting liability.

“Fleets are subject to nuclear verdicts. That's
just a reality. So are insurance carriers because
they’re the ones that are on the hooks paying for
it,” Hub International’s Miller said.

Increasingly, fleets have been deploying
telematics systems, advanced driver assistance
systems, and inward- and outward-facing cam-
eras. All of those systems generate data.

“Insurance companies are starting to get better
at integrating and taking that data and using it to
price to the degree that they can,” Miller said.

The real-time data collection and interpretation
also can allow for real-time driver coaching and

faster identification of driver safety risks, he said.

Nirvana’s El-Eita said using Al to speed along
the process after a claim is filed can help miti-
gate claims expenses as well.

“If you can resolve a claim faster, you can get
everyone back on the road faster,” he said.

Plus, being able to provide hard data from
the driver’s trip experience leading up to the
claim event has proved valuable in helping ward
off some lawsuits that might have tied up the
company in legal proceedings.

“How did they drive? Were they crazy people
behind the wheel or were they driving with all
diligence and care? And that can really protect the
fleets from more fraudulent factors,” El-Eita said.

TrueNorth’s Berg says he sees insurance com-
panies moving toward requiring fleets to em-
brace Al technology and advanced telematics.

He predicted that Al-backed cameras and
telematics will become almost a requirement
because the added cost and risk of running with-
out them will become too great.

As with any new technology, Al is subject to a
wide range of differing regulatory pressures that vary
from state to state. Some states have no guidance for
private companies on Al usage and integration in in-
surance policies and processes,
while other states are setting up
limits and frameworks for
implementation.

Most states that do have
regulation follow the exam-
ples set by California and
Colorado. Colorado began
by placing limits on how Al
can be used for life insur-
ance policies, demanding
that technology not be
used to discriminate
against people based on
their race. The state is
considering whether the
regulations should be ex-
panded to include other
types of insurance, in-
cluding property and
liability.

California’s Insurance
Commissioner issued
Bulletin 2022-5, stating
that companies using Al
must ensure their algo-
rithms and procedures

e |

“There’s a ton of technology
in terms of how you automate,
how do you scale and how
do you take out some of the
overhead that is associated
with that model.”

Peter Berg
TrueNorth

avoid both conscious and unconscious bias or
discrimination.

The state’s regulations must be followed when
insurance companies are “marketing, rating, un-
derwriting, processing claims, or investigating
suspected fraud relating to any insurance trans-
action that impacts California residents, busi-
nesses and policyholders.”

The state also warns companies against using
unrelated factors, such as social media usage,
purchase history and other datasets to make ar-
bitrary decisions on risk and premiums.

“I think that’s a good canary for the rest of the
country,” Hub International’s Miller said.
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HuDsON

INSURANCE GROUP®

Think again. Hudson has a seasoned team of professionals focused solely on trucking.
We work closely with our commercial auto clients to customize insurance solutions
to meet specific needs and help manage the total cost of risk. With over 100 years

of experience, more than $2 billion in gross written premiums and excellent financial
security, Hudson is a long-term partner committed to helping its clients succeed.

When you need coverage for the long haul, THINK HUDSON.

Rated A+ by AM Best, FSC XV

HudsonlnsGroup.com

Admitted coverages underwritten by Hudson Insurance Company and non-admitted coverages underwritten by member companies of Hudson Insurance Group.,




