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Finally, I wanted to finish with a quick run through of the last few months to 
keep you up to date with events. We recently closed off our Financial Year 
End (30th June) where our Group broke through the £100m GWP barrier for 
the first time. 2018 also saw us celebrate our 30th year in business. In 
August we hosted an Insurer party at a stunning roof top venue with views 
accross the City of London. It was a huge success with some great 
feedback from the market about how we operate and that they see Carroll 
Holman as THE Lloyd's Broker to be working with in terms of Product 
Innovation and increasing of capacity. Therefore a huge thank you goes to 
you, our Broker panel, whom without you we literally wouldn't have a 
business. We are a true 100% Wholesaler, reliant completely on you.

Throughout the Magazine you will see a number of colourful adverts to 
remind you of our Products but it is always worth considering that we do 
like to be seen as a problem solver for you and therefore if you ever get 
anything that hit's your desk and you think "Gosh, what am I going to do 
with this?"  The answer is simple. Contact Carroll Holman. 

GREG
DUIGNAN

Editorial

So, why Leverage Monthly? Well, as I am sure you all know, the Insurance 
industry loves a buzzword. Looking through a number of potential words I 
wanted to link it to what I personally felt was a true theme of how premium 
income is being Underwritten currently throughout the UK. You always here 
so and so Broker has acquired this Broker or that Broker to further enhance 
their GWP and that will now enable them to " leverage"  their power further in 
certain areas.

As a group, it's extremely important to us that our Broker panel feels 
closely connected to us so that you know we are approachable, helpful and 
in the end seen literally as an additional department to your business. 
Whether it be our office in the heart of the City of London, our office in 
Bolton or Statford Upon Avon, we have staff that are here to assist you. We 
want to talk to you, visit you and where possible have you come to London 
for a Lloyd's Tour. Building long standing relationships is a key component 
of our operation. Hopefully the content you will read will give you more of 
an advanced connection to us. We can do flyers and newsletters like we 
do, but everyone is doing this. We want to continue to enhance our 
reputation as an innovator, not just in the Products we create but also in 
the way we connect with our partners in the UK Insurance Market.

IT'S BEEN A LONG TIME IN 
PRODUCTION...BUT THE 
FIRST ISSUE REALLY NEEDS 
TO SET THE TONE

CHIB Specialty...the schemes 
brand of Carroll Holman Insurance 
Brokers. Delivering facilities to 
help you win or retain business

x

I am absolutely thrilled to finally deliver this first issue of Leverage Monthly. 
It has been a long time in production, lots of effort, frustrating design blocks, 
the pressure of delivering something you will want to read every month has 
been immense but the first issue really needs to set the tone. In the end we 
wanted to put something out there that was relevant, fun, educational and 
honest. These are qualities that we believe are an integral part of how we run 
our business.

Is there anything particular you would like to see us report in our 
monthly magazine? Email me and we will see what we can do - 
greg.duignan@carrollholman.co.uk



Get to know...

At Carroll Holman we like to give a personalised service; 
that means you knowing a bit about our staff. We work 
for you, think of us as an extension of your own business 
and get to know us better

When did you join Carroll Holman?

How did you get into Insurance?

What is your favourite genre of music?

What is your favourite film?

What do you enjoy most about your job?

...Sindy Goldstone

Help reward our staff
Received good service from our teams? Nominate a member of staff for Employee of the Month and help 

them win a £50 High Street Voucher. All you need to do is email the name of your nominee to 
employeeofthemonth@carrollholman.co.uk Votes open from date of this magazine going live until 7 days 

prior to release of the next issue.

Members of the Management team are excluded from this competition.

What do you do to relax?

If you could go on holiday anywhere in the world, 
where would it be & why?

Do you have any pets?

Tell us about your role within the company...

 
I actually joined as part of the acquisition of UK Facilities in 2009, 
when we were bought out by Carrolls. I had been with UKF since 
2001 so just over 17 years ? you get less for murder? . 

 
Got to be ?The Holiday? ? Love a good RomCom with a 
feel good factor 

 
Pure nepotism! I trained as a Chartered Accountant with PwC 
and my Dad owned UKF and needed a financial controller ? I left 
the world of working for an Internationally renowned multi 
departmental, professional services company based in their 
Manchester city centre offices?  and moved to Bolton? .. 

 
 Two things ? the variety and the people. I really do feel 
privileged to enjoy coming to work everyday to see 
what the day will bring forward ? another acquisition? 
A broker being awkward about paying an account? A 
lively BOA meeting? Deadlines for filing accounts 
because our parent company have to report to the 
stock exchange? Sami giving me a hard time about 
budgets? And even though my nickname is Shrek, I do 
really enjoy working with the muppets up here in the 
accounts department and all my other colleagues 
across the group 

 
Bit of anything except heavy metal?  I?m not into leathers and 
bikes? . 

 
Play with COC (don?t be rude ? that stands for Clash of 
Clans ? it?s a computer game!) 

 
Peru and the Inca trail ? never been to South America 
and am a bit of a history buff so would love this 

 
 yes ?one little Tibetan Terrier called Tilly ?the only 
one who is always happy to see me when I walk 
through the front door and doesn?t ask ?What?s for 
dinner?? 

 
FD /HR /Company Secretary ? anything where all the 
Directors of all the various companies in the group 
need to just delegate within one of these areas and 
know it will just get done 

Finance Director

x



Product of the Month
Each month we will bring you a product of the month, and explain why you should use Carroll 
Holman to place business for you in this area...

Knowledgable 
team on the 
subject of Product 
Recall

Wide market access

Wide ranging 
appetite depending 
on Insurer

Bespoke solutions

There has been a huge increase in Recall claims in recent 
years. To give you an idea, in 2016 there were 764 Food 
Recalls alone, a 22% increase on 2015.

In the US alone there are over 1,000 
disease outbreaks a year as a result of 

food/restaurant activities

Information taken from Blue Link Associates, Food Safety Magazine and NHTSA

As new technology goes into vehicles, 
the Automotive sector has also seen a 

sharp rise in Recalls



Market Interview
JRP London Ltd

Tim Baker
Director & Head of 
Casualty

Steve Livesey
Senior Underwriter - 
Casualty

JRP London Ltd operates from its offices on 
Gallery 8 in the Lloyd?s of London Building. 
There are currently two Underwriters within the 
team ? Tim Baker (Director and Head of 
Casualty) and Steve Livesey (Senior 
Underwriter). 

Prior to JRP, Tim Baker worked for 11 years at 
Carroll London Markets before joining Amlin Plc 
in 2010 where he worked his way up to Head of 
Casualty in 2013. Steve Livesey has had 
Underwriting roles at Iron Trades, Woodbrook 
Underwriting, and latterly MS Amlin, as well as 
Senior broking roles at various Lloyd's Brokers 
including Giles Insurance.  

Tim Baker says ?Here at JRP London Ltd we 
intend on writing a balanced SME/Mid-Market UK 
Casualty Account. 
We offer limits of indemnity of £10m for both 
Employers Liability and Public/Products Liability 
with incidental limits for extensions of cover 
such as PI and Financial Loss. 
We class ourselves as having a Medium Risk 
appetite ? we will entertain distressed or 
problematic risks if we feel that any problems 
can be overcome, and we do write ?London 
Market? business that doesn?t fit a Composite 
Market package approach. However, we steer 
clear of underperforming sectors ? particularly 
High Risk Employers Liability risks such as 
roofers, scaffolders and waste. 
Our target areas are manufacturing, engineering, 
food and drink and light construction and we 
class ourselves as having a good appetite for 
Products Liability led business where there is 
less competition and fewer options for clients.?  

In terms of the capacity, JRP have a unique 
arrangement, on this Steve Livesey says ?Our 
capacity provider is Ergo Versicherung who have 
made the strategic decision to strengthen their 
presence in the UK and Ireland by expanding the 
current JRP Underwriting Property binder to 
incorporate Casualty business both on a 
standalone and package basis. 
As well as having the financial stability of 
Munich Re (AA- S & P) we also have a capacity 
provider who understands our appetite to risk 
and have been fully supportive and cooperative 
as we have established the book in 2018. We 
believe that this partnership will be a long term, 
sustainable one for many years to come.? 

" ...our challenge is clear ? we need to build a long 
term, sustainable book of business that is profitable 

to our capacity providers over the cycle and to 
ourselves as a business..."

In terms of service Baker added ?As well as 
both of us having over 20 years? experience in 
the Lloyd?s and London Market, importantly, 
we have both seen all three sides of the 
triangle ? Lloyds Broker, Lloyds 
Syndicate/Insurer and now MGA. 
As a privately-owned MGA our challenge is 
clear ? we need to build a long term, 
sustainable book of business that is profitable 
to our capacity providers over the cycle and to 
ourselves as a business. Our pricing needs to 
be fair and consistent and our products 
adequate and hopefully enhanced against our 
competition. Clients need consistency of 
product and pricing with no knee jerk 
reactions and sudden shocks - we will strive to 
deliver that service.  

Whilst the job is very different to working for a 
large corporate, we certainly don?t miss some 
of the bureaucracy and non-underwriting work 
which has now become a drain for many 
Lloyd?s syndicates as they strive to reduce 
expense loads whilst still remaining relevant 
and writing business. For the two of us, the 
absolute best part of the job is the day to day 
interaction with brokers on a face to face 
basis. Seeing brokers old and new, finding 
solutions for clients and providing the very 
best service which for us is still the biggest 
differentiator in this market when some clients 
are waiting far too long for terms."

Finally, Steve added ?We have always enjoyed 
a fantastic relationship with the team at Carroll 
Holman who we see on a daily basis. Carroll 
Holman are one of the few Lloyds Wholesalers 
who seem to be genuinely bucking the trend 
and being proactive to provide new products 
and solutions and striving for growth in this 
challenging market. 
We hope to continue the relationship for many 
years to come.?  

We are sure that relationship will 
continue!



THE PRIZE... £100 JOHN 
LEWIS VOUCHER

Competition & More

TO ENTER, SIMPLY EMAIL YOUR ANSWER TO 
COMPETITION@CARROLLHOLMAN.CO.UK BEFORE THE 
30th NOVEMBER 2018. WINNER WILL BE FROM CORRECT 
ANSWER PICKED AT RANDOM. Terms and Conditions apply

BAD J OKE OF 
THE MONTH
Wher e do  f i sh s t o r e 
t he i r  mo ney ? I n a 
r i ver  bank !

Q. In which year was it first 
reported "Lloyd's"  started 
conducting Insurance 
Business in a coffee house?

Market
News
Lloyd's has almost 
finished it's review of 
Syndicate capacity for 
2019, with a number of 
casualties already, 
overall capacity will 
reduce in a bid for better 
profits

Marsh buys JLT for a 
staggering $4.3bn

Inga Beale exits Lloyd's 
role as John Neil comes 
in as the new CEO

BGC creates $2bn 
Intermediary with 
purchase of EDCPD CORNER

Landowner found liable for occupiers? abandoned waste
In Stone and Salhouse Norwich Ltd v Environment Agency [2018] 
EWHC 994 (Admin) the High Court has confirmed the circumstances 
in which landowners can face criminal liability for waste abandoned 
on their land by former occupiers. The judgment creates a virtual 
strict liability for landowners where occupiers have ceased trading 
and abandon waste on their land. 
Salhouse Norwich Ltd owned a site in Norwich. They leased the site 
to a mattress recycling business (the Business). The Business did 
not have the necessary permits or a waste exemption. In 2015 the 
Environment Agency sent the Business an enforcement notice 
requiring them to the remove the 20,000 mattresses. The Business 
did not comply and ceased trading, abandoning 471 tonnes of waste 
on the site. 

Salhouse proposed a remedial plan to clear the site, but this was 
rejected by the Environment Agency. Salhouse were charged with 
knowingly permitting the storage of waste without an environmental 
permit. 

Additionally, a director of Salhouse was charged in his personal 
capacity for neglect. Salhouse and the director were convicted, and 
sentenced to a fine and 150 hours of community work respectively.
The High Court rejected the appeal. Salhouse and the director were 
guilty because the continued presence of the mattresses on the land 
after the Business abandoned them resulted in a waste storage 
operation. 

Additionally, they were aware of the mattresses being on the land, but 
did nothing to remove them. There was no need to prove any positive 
act by Salhouse or the director; merely that they had known the 
mattresses were there, and had done nothing to remove them.
The decision serves as a strict reminder to commercial landowners of 
their responsibility regarding waste management. As soon as 
landowners become aware of illegal waste on their site, they must act 
positively to remove it, or run the risk of being prosecuted.

Courtesy of Faraday Underwriting Limited



Gross Written 
Premium - 

£100,000,000

29,794 Enquiries

Over 100 visits to 
Broker offices

4 
Roadshows

3 
Exhibitions

Thank you!

Financial Year End Stats

With a specialist Mid/High 
Net Worth team based in 
Stratford Upon Avon, an in 
house scheme for standard 
and non standard 
household, bolstered by an 
exclusive Lloyd's of London 
facility for high value assets 
("Assetguard" ), we have 
your Personal Lines needs 
covered!

We are expert placing 
Brokers for high risk 

Liability, Property & Motor 
Fleet business. Whether it be 

high frequency or severity 
claim risks, we know what 

our Underwriters need to 
place risks. If you are unsure 

of anything just call for the 
Divisional Head of the team 

you need



History Behind Lloyd's
The Lloyd's market has been at the forefront of the 
insurance industry for more than 300 years. Through 
major historical events, great tragedies and 
technological breakthroughs, every month we will report 
on it's timeline, tracing the moments that have shaped 
Lloyd's and shaped the world

1652 COFFEE AND COMMERCE 

Coffee was first imported to the UK in 1652, 
quickly becoming a fashionable drink of the elite 
and professional classes. After the 1666 Great Fire 
of London destriyed a large area of the City and 
people began to rebuild, coffee shops emerged as 
places where people could transact business and 
where trade and commerce could begin to develop 
again

1688 FIRST MENTION OF LLOYD'S
In February 1688, Edward Lloyd's Coffee House in 
Tower Street was referred to for the very first time 
in the London Gazette. Situated close to the River 
Thames, Lloyd's Coffee Hoiuse was popular with 
ship owners and captains returning from overseas 
voyages. When Lloyd's began renting out 'Boxes' 
(tables) in his coffee shop, entrepreneurial 
businessmen took the oppoprtunity to sell 
insurance to ship owners in the event their ship 
did not return. Decades later, it had built a strong 
reputation for shipping news and had become 
recognised as the place to obtain marine 
insurance

A painting depicting the 
scenes of the great fire

A drawing of a bustling morning at 
The Lloyds Coffee House

Sign that is placed 
on the original 
building

2018 COME AND SEE US AND 
WE WILL GIVE YOU A TOUR OF 
LLOYD'S
We love nothing more than showing people more 
about what we do and giving tours of Lloyd's. 
Contact Greg Duignan to organise a tour

greg.duignan@carrollholman.co.uk

"Not a breeze can blow in any latitude, not a storm 
can burst, not a fog can rise, in any part of the world, 
without recording it's history here."
A journalist describes the Underwriting Room at Lloyd's, 1859

Our Market: Lloyd's in a day
Every day, people, businesses and 
communities in over 200 countries and 
territories rely on the Lloyd's market to 
protect what matters most. And every day, 
more than 50 leading insurance companies, 
200 registered brokers and a global network 
of over 3,800 coverholder office locations 
work together in the Lloyd's market to do just 
that

Most of the business written at Lloyd's is still 
conducted face-to-face in the world-famous 
Underwriting Room at the Lime Strett 
headquarters. Brokers place their client's risk 
with Lloyd's specialist Underwriters who 
evaluate, price and accept the risks. On any 
given working day, 'The Room' welcomes more 
than 4,000 people, sees more than £100mn in 
premiums come into the market and sees more 
than £49.9m paid out in claims - that's more 
than £34,620 in claims per minute. 

Much of the capital available at Lloyd's is 
provided on a 'subscription' basis, where 
Lloyd's underwriters join together as 
syndicates and where those syndicates then 
join together to underwrite risks and 
programmes. Collectively, Lloyd's syndicates 
insure risks which total more than £26bn in 
insurance premiums each year. 

This collaboration, combined with the choice, 
flexibility and financial certainty of the market 
means Lloyd's underwriters can anticipate and 
respond to new and emerging risks, and create 
the specialist products and policies our 
interconnected world demands.


