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Protect

Choosing the right insurance agent can 
make the difference between getting the 
best value for your insurance dollar or 
getting taken for granted … or even worse, 
having an agent take advantage of you. 

Choosing the right agent isn’t necessarily 
a simple thing to do. Whether you’re 
protecting your home and your auto or 
your business and your employees, you 
have many factors to consider, and a 
vital consideration is whether you prefer 
to deal with an independent agent or a 
captive agent. The differences between 
these categories of agents are significant, 
and understanding them can help you 
select the agent who will truly look out  
for your best interests. 

Direct-Writers and 
Captive Agents

Many agents today represent only 
one insurance company, and these 
are known as direct-writers or 
“captive agents.” Captive, because 
this is like going out for ice cream 
and finding only one flavor … 
vanilla. When you deal with a captive 
agent, you have no choice in which 
insurance company will provide your 
coverage, and this situation raises 
the question, “What happens if this 
particular company doesn’t offer 
what I want or need?” Your answer: Too bad. Captive 
agents simply do not have the ability to offer other 
carriers as an option. If you don’t fit the mold or meet 
the criteria that please their company, you’re either 
stuck overpaying or you must seek coverage elsewhere.  

And then you come to the most important question: 
Where is a captive agent’s loyalty? When push comes to 
shove or when you have a problem, is the agent going 
to side with you or with the insurance company? If you 
have a disagreement with the One and Only Insurance 
Company, will your agent fight for you against the 
company that sends him his paycheck? Will your captive 
agent risk alienating his only carrier—and potentially 
jeopardizing his livelihood? That’s a big consideration 
when you’re evaluating agents. 

Semi-Independent
After captive agents comes a category of so-called 
“quasi” independent agents, generally described as 
“semi-independent.” These agents represent two or  
three carriers, but still have a loyalty issue because  
their lead carrier requires them to place the majority  
of their business with them, or to give the lead carrier 
the “first look” at all potential clients.  

Take a close look at their yellow page ads or their 
websites. If you see a particular insurance company 
shown predominantly, this is a dead giveaway that 
the agents are beholden to that insurance company, 
and they have the same situation as a captive agent: 
conflicting loyalties. They may claim that they shop 
around for the best price for their clients, but what 
does that really mean? At best, it means that a semi-
independent agent may compare policies with one or 
two other insurance companies, but with hundreds 
of companies out there, that’s simply not a good 

representation of the marketplace. A semi-independent 
agent may give you a choice of vanilla or chocolate, but 
you’ll never even hear about mocha almond, Cherry 
Garcia, or banana root beer. 

Passionately Independent
This brings us to the truly independent agent. An 
independent agent has dozens upon dozens of insurance 
companies from which to choose, and is passionate 
about getting the best combination of coverage and 
pricing for their clients. An independent agent also 
has relationships with wholesale brokers, making 
available hundreds of other insurance companies and 
underwriting syndicates from around the country and 
around the globe. In short, a truly independent agent 
has all the resources necessary to find the very best 
coverage for their clients. 

The truly independent agent is not 
pressured by or obligated to any 
particular insurance company. If  
your particular situation presents 
a risk that Insurance Company A 
doesn’t happen to like, or if for  
some reason you don’t like Company 
A, your independent agent is ready 
and able to shop with Company B, 
C, D, E or heck, all the way down 
to Z if necessary—to get the best 
combination of coverage, service,  
and price.  

If a particular company’s pricing is 
not competitive, if that company 

isn’t handling claims properly, or is not responsive to 
basic service requests, you can maintain the same great 
relationship with your agent and the agent’s caring 
service team simply by switching over to a different 
insurance company. In fact, the best independent agents 
will be on the lookout for problems within their stable of 
insurance companies, and these agents will proactively 
reach out to you, recommending a change. 

If a problem or coverage issue arises, you can be 
confident that your independent agent is going to battle 
fiercely to make sure the issue is resolved promptly and 
fairly. If that means taking on the insurance company on 
your behalf, so be it. This agent holds no other priority 
in higher regard than the interests of YOU, the client.  

Think about this in another way. From an advocacy 
standpoint, would you want your agent to be fearful  
that the insurance company may get mad and pull 
the plug on him or her… or would you rather have 
the insurance company concerned that if they don’t 
perform, your agent will place your business with  
one of their competitors?

Ultimately, that is the power of choosing a truly 
independent agent, and if you want to do a little test  
to see if your agent is working for you, ask him or  
her when they last went shopping on your behalf.  
Ask them to show you the three, four, or even five 
different insurance company quotes. You may then 
begin to see the difference between the contenders  
and the pretenders.  

So choose your agent wisely. Be sure to select one who 
represents many quality insurance carriers, and uses 
that competition to your advantage … the independent 
agent who is passionate about the best interests of his 
or her clients, and willing to back it up.  s
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