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Unemployment insurance is a 
safety net measure much like a 
tradi onal welfare system.
What typically does an unem-
ployment insurance policy cov-
er?

Generally, unemployment insur-
ance pays an income stream to 
the unemployed person for a 
period no longer than 6 months. 
That income is calculated as a 
percentage of your previous 
income over the past year. The 
exact percentage is determined 
by the state in which you reside 
in. Before you qualify for unem-
ployment insurance some states 
also offer a form of bridging 
payment to ensure you receive 
income from the first week you 
are unemployed.

What typically does an unem-
ployment insurance policy not 
cover?

Unemployment insurance does 
not cover general unemploy-
ment under any circumstances. 
You must have lost your job in-
voluntarily to be able to qualify. 
If you le  your place of employ-
ment by your own accord, un-
employment insurance will not 
cover you. You will have to have 
detailed records to show that 
this is the case
Addi onal insurance products 
that policy holders might need 
in this area
As an individual you may take 
out an income replacement in-
surance plan to protect yourself 

further in the event of unem-
ployment. These private policies 
take longer to come into effect 
than the state unemployment 
insurance policy but can last 
much longer than 6 months de-
pending on the insurance com-
pany. Some income replacement 
plans can last several years if 
you have built up enough equity 
in the plan over me.
Addi onal coverage for an un-
employment insurance policy
Unemployment insurance is a 
standard state welfare system 
payment that begins a er two 
weeks and ends at the latest 
a er six months. The amount 
you receive is a percentage de-
termined by the state and any 
further benefits you receive are 

minimal and determined again 
by the state. There is no addi-

onal coverage you can apply 
for to change the rules from the 
ones just listed.

What will unemployment insur-
ance typically cost?

There is no actual paid premium 
from you to insurer (the state in 
this instance). The unemploy-
ment insurance benefit pool is 
made up of funds from federal, 
state and company tax funds. 
This means the en re insurance 
policy is completely subsidized 
by government and industry 
and you, as an individual, has no 
obliga on to pay any unemploy-
ment insurance premiums.



77

7. Life insurance for children. 
This insurance offers a big 

death benefit, but kids don’t 
have debts or dependents. If 
you’re thinking that a cash-
value kid’s life insurance policy 
would be a good way to save 
for his or her college educa on, 
you could do be er pu ng that 
money elsewhere.

8. Mortgage insurance. It’s 
more expensive than it’s 

worth. Besides, you could do 
be er with another policy -- one 
that you might already have. 
These policies are designed to 
make your mortgage payments 
if you die or become disabled. 
If you’re worried about burden-
ing your heirs with mortgage 
payments, you’d be be er off 
buying straight life insurance. 
Adding on to your exis ng life 
insurance policy is less expen-
sive than mortgage life. 

9. Cancer insurance. If you 
look closely at what you 

get, you’ll realize there’s a bet-
ter way to protect yourself in 
the event you get sick: health 
insurance. Some cancer-insur-
ance policies promise to refund 
your premiums every 10 years 
if you’ve had no cancer. Not a 
bad deal -- if you’re the insur-
ance company. 
A study done by the federal 
General Accoun ng Office in 
1994 found that the largest 
companies selling plans -- cov-
ering only hospital stays or dis-
eases like cancer -- paid out as 
li le as 35% of the premiums 
they took in. Some states set 
payout targets of 75% or more 
for other policies. While $400 
a year may not seem like too 
much to spend for peace of 
mind, it’s the narrow coverage 
provided by cancer insurance 
that makes it a bad deal. They’ll 

cover you if you get cancer, but 
some policies won’t pay for 
cancer treatments un l several 
years a er you’ve bought the 
policy. And skin cancer, prob-
ably the most common form of 
cancer, o en is excluded. 

10. Short-term medical 
coverage. There will 

be arguments a-plenty here. Of-
ten, this coverage is offered to 
those who leave one job for an-
other. Under the federal COBRA 
law, your old insurance policy 
can “follow” you for about 18 
months a er you leave, but you 
have to pay the whole premi-
um. (Here’s where you find out 
just how much your employer’s 
been kicking in for your insur-
ance coverage.) You don’t have 
to pay the premiums un l 100 
days a er your last day on the 
payroll. 
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Unemployment
Insurance

Unemployment insurance is a 
na onal scheme designed to 
supply par al wage replace-
ment and other benefits to 
unemployed workers as they 
ac vely look for work. Unem-
ployment insurance is a mini-
mal payment that assists the 
worker in purchasing essen als 
such as food, shelter and cloth-
ing while they are looking for 
new employment. 

Unemployment insurance only 
can be claimed if a complete 
list of requisites is met to en-
sure that the system is not be-
ing defrauded. This payment is 
part of a broader social security 
framework that is opera onal 
in the US but is managed by 
each individual state. 

Who needs unemployment in-
surance? 

Unemployment insurance is a 
temporary support program 
where the unemployed receive 
funds from a state agency to 
ensure they don’t face financial 
hardship. Unemployment in-
surance is a scheme generated 
by the federal government and 
doesn’t require you to ac vely 
pay a premium or apply for the 
insurance before you need it. 
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4. 
Flight insurance. 

According to some 
sta s cians, you 

could fly on a major air-
line every day for 26,000 

years before you’d be in-
volved in a plane crash. Even 

then, the odds are that you’d 
survive the crash. Besides, you 
may already have flight insur-
ance, if you purchased your 
plane cket with a credit card. 
Some credit card companies 
give you up to $100,000 in cov-
erage just for charging your 

cket on their card. 

5. Credit insurance. This in-
surance is o en pushed 

on consumers. The most impor-
tant thing to remember about 
credit insurance is that a lender 
cannot make you buy it. 
There are several varia ons (in-

c l u d -
ing credit 

life insurance, 
credit health 

or disabil-
ity insurance, and 

credit unemployment 
insurance), and they all do 

the same thing: They pay the 
lender if you can’t. So why 
would you want to pass on 
credit insurance?
Well, for one reason, you might 
have enough life insurance, dis-
ability insurance or assets to 
cover your debts. Or, you might 
be able to buy a term life insur-
ance policy for less, and the 
payout would be higher. 

6. Short-term, cash-value 
life insurance. If you don’t 

hold onto them long enough, 
cash-value life insurance poli-
cies are a waste of money. Cash-
value life insurance theore cal-
ly offers both a death benefit 
(the money paid to your heirs 
when you die) and a return on 
investment. Your equity in the 
policy -- the cash value -- builds 
up over the years, and you can 
borrow against it or simply 
stop paying on a policy and let 
the annual dividends keep the 
policy in force. While your sur-
vivors will s ll get the death 
benefit, these policies cost you 
big chunks of money in the first 

f e w 
years. 
A c c o rd -
ing to a study 
by the Consumer 
Federa on of America, it 
takes five years before one 
of these policies shows a posi-

ve return. And even then, that 
return is extremely small. Even 
a er 10 years, the average re-
turn is only about 2%. All of this 
is due to brokers’ commissions 
and other fees paid in the be-
ginning of the policy’s life.
If you’re looking for life insur-
ance coverage for a short pe-
riod, term life is your best bet. 
The premiums are much lower, 
and your heirs will s ll get the 
death benefit. 
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10  kinds of insurance
you (probably) don’t need

It can be tempting to try to plan for every pos-
sibility, but chasing security can often mean 
losing money. These policies are usually 
worth avoiding.

1. Private mortgage insur-
ance. When you buy a 

house, the mortgage company 
wants to make sure it won’t be 
hurt too badly if you skip town 
without paying off the loan. 
Unless you can put down at 
least 20% of the home’s value, 
you’re usually required to get 
PMI. The policy’s purpose is 
mainly to secure the lender’s 
investment, but in recent years 
it’s become a means for peo-
ple to buy a home with a much 
smaller down payment. 
But homeowners pay for it in 
the long run. Premiums can 
amount to as much as a 13th 

mortgage payment each year. 
Once the outstanding balance 
on your mortgage drops below 
80% of the original value of the 
home, federal law says your 
lender must no fy you that 
you can cancel the insurance. 
As unlikely as it may be in the 
current housing market, if your 
home has appreciated rapidly, 
you can also apply to cancel 
PMI. But be prepared to pay for 
an appraisal ($300 to $400) to 
prove your point.

2. Service contracts. These 
“extended warran es” are 

usually worth skipping. A serv-
ice contract is simply a promise 
to perform or pay for certain 
repairs or services. Service con-
tracts o en duplicate what’s 
provided in the standard war-
ranty you get with a car or an 
appliance. Read your regular 
warranty carefully. Then com-
pare it to the service contract. 
Some mes, you can purchase 
service contracts later, when 
the original warranty expires. 
Also keep in mind that if you 
purchase such items with a 

credit card, the card issuer of-
ten provides its own warranty 
on the purchase. 

3. Separate policies vs. rid-
ers. Buying separate poli-

cies to cover things like boats 
or RVs may not be your best 
choice. Check out whether sup-
plemental coverage is already 
available through your exis ng 
homeowners policy. 
A major reason is cost. Think of 
it as buying in bulk. When you 
add a rider to an exis ng policy, 
it usually costs less than buying 
a whole new policy. Also, many 
of these “things that move” are 
already covered by your home 
insurance, albeit at less-than-
ideal levels. 
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Addi onal insurance products that policy holders 
might need in this area
As Jet Ski Insurance is so comprehensive given 
the type of ac vity there is normally no need for 
secondary insurance products. However, if you re-
quire Jet Ski Insurance because you operate a Jet 
Ski as part of your business you will have to cover 
yourself with greater public liability insurance. If 
you use a Jet Ski while on holiday you should also 
be holding a more comprehensive Travel Insur-
ance plan to cover peripheral 
costs.

Addi onal coverage for a jet ski insurance policy
As there are a number of non-standard add-ons, 
highlighted above, that can be included in your 
policy, you should consider expanding your cover-
age if you feel you will spend a great deal of me 
on the water. The fact of the ma er is the more 

me on the Jet Ski you spend the more risk you 
carry.

What will this typically cost?

Insurance varies depending on the type of insur-
ance you purchase. You can normally select from 
Individual, Couple, Family and Company Insur-
ance. Your typical individual insurance premium 
ranges from $300-$500 for a very basic plan to 
$1000+ for a comprehensive plan.
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Who needs Jet Ski insurance? 

There is no requirement by law for a Jet Ski rider 
to have Jet Ski Insurance, though Jet Ski training 
schools carry public liability insurance as standard 
and it is also advised that you have your own policy 
if you own your own Jet Ski. Incidents involving Jet 
Skis, the general public and other vessels are nu-
merous and the great majority of ocean-goers do 
not have sufficient coverage to cover themselves 
or the property. This should be a strong reason to 
cover yourself while you are on the water.

What typically does Jet Ski insurance policy cov-
er?

Jet Ski Insurance is surprisingly comprehensive giv-
en the nature of the ac vity. There are many ways 
that things can go wrong and most are covered 
in the average policy. You should expect coverage 
for medical payments for injuries incurred while 
jet skiing. You should also expect liability coverage 
to any third party injuries or property damaged 

in a jet skiing incident. Also expect cover for any 
physical damage to your personal watercra . Any 
costs incurred for salvage of your vessel can also 
be claimed though you should check with your 
prospec ve provider regarding the exact detail of 
your cover and the amounts you are covered for.
The most important aspect you should look for 
is protec on covering you and your Jet Ski from 
damage caused by an uninsured boat. The great 
majority of incidents to Jet Skis come from larger 
vessels striking a Jet Ski and the boat owner not 
having the correct coverage to cover you.

What typically does Jet Ski insurance policy not 
cover?

Jet Ski insurance varies widely between providers. 
Basic cover normally doesn’t include your use of a 
vessel you don’t own. Any claims made surround-
ing your Jet Ski before it hits the water is also not 
normally covered, so damage in a road accident, 
damage to your Jet Ski trailer and costs deriving 
from that, cannot usually be claimed.

Jet Skiing and many other water-based pur-
suits are o en labeled dangerous or ‘extreme’. 
These ac vi es are not normally covered by 
any kind of personal insurance, travel insur-
ance or even boat insurance. Jet Ski Insurance 
is a separate policy you would need to take out 
if you want to be covered in the event of injury 
while you are jet skiing. It also covers damage 
caused to your Jet Ski. Also known as Personal 
Watercra  Insurance, other vessels such as 
Waverunners and Sea Doos are also covered 
because they are similar in their nature.
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This opinion is not spe-
cific to any particular 
policy or contract, 
nor does it address 

the suitability of a particular 
policy or contract for a specific 
purpose or purchaser. Further-
more, the opinion does not take 
into account deductibles, sur-
render or cancellation penal-
ties, timeliness of payment, 
nor the likelihood of the use 
of a defense such as fraud to 
deny claims. For organizations 
with cross-border or multina-
tional operations, including 
those conducted by subsidiaries 
or branch offices, the ratings do 
not take into account the poten-
tial that may exist for foreign 
exchange restrictions 
to prevent financial 
obligations from 
being met.

 

Insurer Financial Strength 
Ratings are based on infor-
mation furnished by rated 
organizations or obtained 
by Standard & Poor’s from 
other sources it considers 
reliable. Standard & Poor’s 
does not perform an audit in 
connection with any rating 
and may on occasion rely 
on unaudited financial in-
formation. Ratings may 
be changed, suspended, or 

w i t h -

drawn as a result of changes in, 
or unavailability of such infor-
mation or based on other cir-
cumstances. 
Insurer Financial Strength Rat-
ings do not refer to an organiza-
tion’s ability to meet nonpolicy 
(i.e. debt) obligations. Assign-
ment of ratings to debt issued 
by insurers or to debt issues that 
are fully or partially supported 
by insurance policies, contracts, 
or guarantees is a separate proc-
ess from the determination of 
Insurer Financial Strength Rat-
ings, and follows procedures 
consistent with issue credit rat-
ing definitions and practices. 

Insurer Financial Strength 
Ratings are not a recom-

mendation to purchase or 
discontinue any policy 

or contract issued by 
an insurer or to buy, 

hold, or sell any 
security issued 

by an insur-
er. A rat-
ing is not 

a guaranty 
of an insurer’s 

financial strength 
or security. 
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‘Pi’ Ratings, denoted with a ‘pi’ 
subscript, are Insurer Financial 
Strength Ratings based on an 
analysis of published financial 
information and additional in-
formation in the public domain. 
They do not reflect in-depth 
meetings with an insurer’s 
management and are therefore 
based on less comprehensive 
information than ratings with-
out a ‘pi’ subscript. ‘Pi’ ratings 
are reviewed annually based 
on a new year’s financial state-
ments, but may be reviewed on 
an interim basis if a major event 
that may affect an insurer’s fi-
nancial security occurs.
‘Pi’ ratings are not subject to 
potential CreditWatch listings. 
‘Pi’ ratings may also carry (+) 
and (-) designations to indicate 
their standing within catego-
ries. 

Quantitative ratings, denoted 
with a “q” subscript, were dis-
continued in 1997 and are being 
replaced by the pi subscript. 
CreditWatch highlights the po-
tential direction of a rating, fo-
cusing on identifiable events 

and short-term trends that cause 
ratings to be placed under spe-
cial surveillance by Standard 
& Poor’s. These events may 
include mergers, recapitaliza-
tions, voter referenda, regula-
tory actions, or anticipated op-
erating developments. Ratings 
are put on CreditWatch when 
such an event or a deviation 
from an expected trend occurs 
and additional information is 
needed to evaluate the rating. 
A listing, however, does not 
mean a rating change is inevi-
table and, whenever possible, a 
range of alternative ratings will 
be shown. 

CreditWatch is not intended to 
include all ratings under review, 
and rating changes may occur 
without the ratings having first 
appeared on CreditWatch. The 
“positive” designation means 
that a rating may be raised; 
“negative” means that a rating 
may be lowered; “developing” 
means that a rating may be 
raised, lowered, or affirmed. 

National Scale Ratings, denot-
ed with a prefix such as ‘mx’ 
(Mexico) or ‘ra’ (Argentina), 
assess an insurer’s financial se-
curity relative to other insurers 
in its home market. 

A Standard & Poor’s Insurer 
Financial Strength Rating is a 
current opinion of the financial 
security characteristics of an 
insurance organization with re-
spect to its ability to pay under 
its insurance policies and con-
tracts in accordance with their 
terms. Health maintenance or-
ganizations and similar health 
plans are assigned Insurer Fi-
nancial Strength Ratings with 
respect to their ability to pay 
claims in accordance with their 
terms. 

About
the ratings
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Standard & Poor’s Security 
Circle Icons are awarded to 

insurers that voluntarily under-
went Standard & Poor’s tough-
est review and achieved one of 
its top four ratings for financial 
strength

AAA

An insurer rated ‘AAA’ has EX-
TREMELY STRONG financial 
security characteristics. ‘AAA’ 
is the highest Insurer Financial 
Strength Rating assigned by 
Standard & Poor’s. 
AA
An insurer rated ‘AA’ has 
VERY STRONG financial se-
curity characteristics, differing 
only slightly from those rated 
higher. 

A
An insurer rated ‘A’ has 
STRONG financial security 
characteristics, but is somewhat 
more likely to be affected by ad-
verse business conditions than 
are insurers with higher ratings. 

BBB
An insurer rated ‘BBB’ has 
GOOD financial security char-
acteristics, but is more likely to 
be affected by adverse business 
conditions than are higher rated 
insurers. 

An insurer rated ‘BB’ or lower 
is regarded as having vulner-
able characteristics that may 
outweigh its strengths. ‘BB’ 
indicates the least degree of 
vulnerability within the range; 
‘CC’ the highest.
BB
An insurer rated ‘BB’ has MAR-
GINAL financial security char-
acteristics. Positive attributes 
exist, but adverse business 
conditions could lead to insuf-
ficient ability to meet financial 
commitments. 
B
An insurer rated ‘B’ has WEAK 
financial security characteris-
tics. Adverse business condi-
tions will likely impair its ability 
to meet financial commitments.
 
CCC
An insurer rated ‘CCC’ has 
VERY WEAK financial secu-
rity characteristics, and is de-
pendent on favorable business 
conditions to meet financial 
commitments. 

CC
An insurer rated ‘CC’ has EX-
TREMELY WEAK financial 
security characteristics and is 
likely not to meet some of its 
financial commitments. 

R
An insurer rated ‘R’ is under 
REGULATORY SUPERVI-
SION owing to its financial 
condition. During the pendency 
of the regulatory supervision, 
the regulators may have the 
power to favor one class of obli-
gations over others or pay some 
obligations and not others. The 
rating does not apply to insur-
ers subject only to nonfinancial 
actions such as market conduct 
violations.
 
NR
An insurer rated ‘NR’ is NOT 
RATED, which implies no opin-
ion about the insurer’s financial 
security

Plus (+) or minus (-) signs fol-
lowing ratings from ‘AA’ to 
‘CCC’ show relative standing 
within the major rating catego-
ries. 

Insurance
 Ratings
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This is why health insur-
ance can be important.
If your home is broken into and 
your possessions are stolen, 
can you replace all the items 
taken and pay for all the dam-
age to the property caused by 
the burglars?

This is why home and con-
tents insurance can be im-
portant.

If you are running a business 
and someone is injured on your 
premises by falling over a step 
or is injured during a robbery, 
can you cover the cost of their 
medical treatment and any 
impending court costs and rul-
ings?
This is why public liability 

insurance can be impor-
tant.
If your business fails to meet 
a loan payment due to a cash 
flow problem can you afford 
to pay the default fees, or find 
money to pay for other leas-
ing contracts, staff, u lity pay-
ments and rent?

This is why business ex-
pense insurance can be 
important.

Insurance is generally low cost 
and the cost to cover all the 
above scenarios with insurance 
is far, far lower than trying to 
service them if they arise. Just 
one situa on not going your 
way can far outweigh the cost 
of insurance. Are you willing to 
bet a 100% record? 

At some point you will probably 
need to call upon some kind of 
insurance.
The law of averages means at 
some point you may well get ill, 
or you will get burgled or your 
flight will lose your luggage or 
your car will crash, and you def-
initely will die at some point in 
the future. 
Unless you are independently 
wealthy or have strong consist-
ent income streams you may 
not be able to meet the level 
of expenditure necessary if you 
are sacrificing insurance. 
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Why Insurance
Is Important

You’ll also want to make sure 
your poten al broker has expe-
rience in your par cular area of 
need. A broker handling mainly 
business-based insurances may 
not be the best choice to han-
dle your life insurance policies.
 
        Office staff.
Ask about the office staff. Are 
they qualified to handle your 
ques ons? Ask about turn-
over, as unhappy employees 
may point to a difficult rela on-
ship that you’d want to avoid in 
your own dealings. Ask about 
availability of the broker and 
the office staff. Can you call af-
ter hours? Be wary of a broker 
that isn’t available to you a er 
hours, because you may need 
to consult them outside of 
business hours at some point 
about a policy or about making 
a claim.

       References.
Ask if the broker has a list of 
clients you can call for a refer-
ence. Make sure you call them 
once you get home. Ask about 
their experiences with the bro-
ker and if they’re 100% sa s-
fied with the services thus far. 
If clients are happy they will 
have no problem singing their 
broker’s praises. 

If you were to die could your 
family or dependants, pay for 

your funeral, organize the finan-
cial affairs, service pre-exis ng 
debt and con nue their current 
standard of living without you? 
This is why life insurance is im-
portant.

If you were to be seriously 
injured could you pay for 
your hospital costs, ongo-
ing treatment, me off work, 
pay the living costs for you 
and your family un l you are 
fully recovered, if you are fully 
recovered?. This is why Total 
Permanent Disability insurance 
can be important.
If you are injured and are un-
able to con nue working are 
you able to service your debt-
ors and maintain any standard 
of living?
This is why you need in-
come protec on insur-
ance.
If you were to be in a car acci-
dent with two other cars and 
it was determined that the ac-
cident was your fault, could 
you go to a car showroom and 
buy yourself a new car, pay for 
repair or replacement of the 
other two cars and pay for the 
medical bills of the other driv-

ers and their passengers?
This is why motor insur-
ance can be important.
If you are ill and need immedi-
ate treatment at a hospital but 
the wait is massive as the pub-
lic health system is suffering 
lengthy delays and you deterio-
rate to the point that treatment 
is very costly.
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Insurance Brokers
Questions to Ask While Searching
What is an Insurance Broker? 

An insurance broker works 
for you instead of the insur-

ance company. An agent works 
for a single insurance company 
and offers only their policies, 
but a broker works with all 
companies to get the best rate 
for you. The broker assists you 
with finding a policy that works 
best for your needs then helps 
you file claims and se les any 
problems, if needed. 

How do I find one? 

Word of mouth usually 
works best when finding an 
insurance broker. Ask your 
friends, relatives, co-workers 
who they use, and if they’re 
satisfied with the results. 

What do I ask? 

Just as you would when hir-
ing anyone to take care of 
your needs, you’ll want to 
ask your prospective insur-
ance broker some detailed 
questions to make sure he/
she is perfect for you. 

      Qualifications.
First, you’ll want to know about 
your broker’s qualifica ons. 
Just because someone is in the 
insurance field doesn’t mean 
they’re qualified to broker your 
deals. An insurance broker must 
be licensed by the Australian 
Securi es and Investment Com-
mission. You’ll want to look for 
professional affilia ons like be-
ing a member of the NIBA.
 

       Services.
Ask what this broker handles 
for insurance. If you need small 
business insurance as well as 
life insurance, and this broker 
deals only with life insurance, 
you might want to look else-
where. 

       Client List Size.
Size ma ers. Being a small fish 
in a pond of large clients may 
net you li le a en on. On the 
other hand, if your large busi-
ness is dealing with a broker 
that handles mainly personal 
insurance, he/she may not 
understand the scope of your 
business’ needs. It’s important 
for you to feel comfortable 
with your broker knowing your 
needs will be met despite their 
client load. 

       Experience.
Make sure the broker’s experi-
ence level matches your needs. 
Though there’s nothing wrong 
with a broker that’s just start-
ing out if you have simple in-
surance needs, but a more de-
tailed or complicated case will 
require experience.
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As home insurance is made 
up of two different kinds of 
policy, it can be said that if 
you buy both policies togeth-
er you will make a saving. 
It is critical you have both 
kinds of insurance as rain 
damage can affect your roof 
tiles, your ceilings, walls and 
all the contents of your prop-
erty. It is common for home 
insurance claims to consist of 
building and contents claims 
together.

All home insurance providers 
offer discounts and conces-
sions the longer you keep a 
policy for. As home insurance 
companies are very competi-
tive, you can use your long 
term policy as a bargaining 
tool when talking to other in-
surance vendors. If you stay 
with your insurance provider 
or move you still would have 
negotiated a better rate for 
yourself. This can save you 
a lot of money immediately 
and save you thousands over 
a number of years.

As with all other insurance 
types you can lower your pre-
miums by selecting a higher 
excess to pay in the event of 
a claim. Your premiums can 
decrease by up to 50% if you 
select a higher excess. If you 
live in a relatively low crime 
area then you know that you 
may only need to pay that ex-
cess once in 10 years. That is 
a small price to pay to reduce 
your premiums for those 10 
years.

Combine your building 
and contents insurance

Keep your home insur-
ance policy for as long 
as possible

Select a higher excess
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Home insurance 
is made up of 

buildings and con-
tents insurance. 
Buildings insurance 
concerns itself with 
the outside of the property 
and contents the inside. As 
a person’s house is normally 
the biggest investment they 
will ever make, and the in-
terior the longest term in-
vestment they ever make do 
you think it is wise to make 
cutbacks when the asset you 
are protecting is so valuable? 
That said we have identified 
five key ways to save on your 
home insurance.

Some suburbs attract more 
crime than others. Some 
streets seem to attract crime 
more than others. This is 
why the suburb or even the 
street you live in can affect 
your home insurance pre-
miums. If you are moving 
house then safety of you and 
your family is an aspect that 

The amount of security you 
possess will directly affect 
your insurance premiums. 
Burglar alarms, home secu-
rity patrols, deadbolt locks, 
key secured windows are 
all ways of mitigating risk 
in home insurance. Each of 
these elements individually 
will save you money. Increas-
ing your security also en-
sures that potential thieves 
are scared away. Even better 
than having good insurance 
is preventing the crime from 
happening in the first place.

Identify theft risk in 
your area

Increase your security

Ways to Save On Home Insurance5
should be of paramount im-
portance to you. Do not think 
that living in a good postcode 
will necessarily help you. 
Some of the more expensive 
suburbs are targeted more 
as the residents have more 
perceived wealth. To lower 
theft risk, choose to live in a 
secure apartment block or a 
gated community. This will 
significantly reduce your 
premiums.
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