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Many clients would be unaware that 
insurance is virtually in my blood. 
My grandfather worked in the 
insurance industry in the UK after 
serving in Kenya during WWII. He 
decided life in Africa held a much 
greater allure.

He emigrated to Northern Rhodesia 
in the late ’40s and continued in 
the world of loss adjusting in the 
insurance sector. He was very good 

at it and eventually established his name negotiating all 
the claims around the building of the Kariba Dam in the 
mid to late ’50s. Over many dinner time conversations, 
he would regale his family of the trips on strip roads to 
far-flung places. Fortunately, he was in the comfort of a 
Mercedes Benz! At times my grandfather had branches in 
Livingstone, Lusaka, and Ndola as well as Bulawayo. 

My gran was his PA. My father joined him after a career 
in Rhodesian Customs and before long my mom was the 
4th member of a burgeoning 
family business. I used to go 
from school to my grandparents 
for lunch before sport and we 
were fairly regularly around the 
dining room table as a family 
(mealtimes were a professional 
sport in the colonial era). As you 
can imagine with four family 
members in the same business, 
many of my formative years and 
those meals were spent listening 
to ‘shoptalk’. It is, for this reason, that I claim to speak the 
Insurance language fluently, despite having never worked a 
day in the short-term insurance sector. 

Insurance is an industry that flourishes when dramatic 

events happen. Do not be fooled! They love freak weather 
conditions and fairly well-publicized road accident 
statistics. Not because they are morbid Schadenfreude, 
but rather because this gives them pricing power. The 
frequent visibility of the very events that people wish to 

protect themselves from creates a 
fear that loosens the wallet. This 
means that the ability to raise 
margins is easier to achieve. 

The second prize for these 
institutions is to pass increases 
onto customers that enhance 
margin. It is even easier if your 
customer believes that you are the 
cheapest around and has no need 
to check his premiums regularly 

against the market. The best way to achieve this is to spend 
the 12 to 15% margin you would have paid to a Broker 
on television, radio, and print advertising reminding the 
world that you are so cheap, that if they cannot better your 
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Is it a great idea to Out your Insurance Broker?

SPEED READ
	� Consumers’ senses are assaulted with adverts 

suggesting they go direct and save, implying 
that using a Broker to place your insurance 
is a costly exercise that adds no value. The 
experience of clients who have been with these 
institutions for more than a few years suggests 
otherwise.

	� Eliminating the broker can leave you very 
vulnerable to businesses whose advertising 
would suggest they are the cheapest by far, 
when in fact they just lure you in to squeeze 
you in the long game of above-market 
increases.

An engagement with a long-standing investment client suggested I might write with a slightly different 
perspective this time (I will spare you the stuck record platitudes). Harvard House Insurance Brokers is 
a lesser-known division of the financial services that we offer. Their size belies their ability to provide an 
exceptional service to clients. While we live in a world where online and technology seem to win the day, 
this small team offers a very special personal touch, and that cost need not come at the disadvantage that 
the “cut-out the middleman” operations may imply. Often quite the opposite.

Robin
Gibson

“Insurance is an industry 
that flourishes when 

dramatic events happen. 
Do not be fooled!”
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premium they will pay you. It is the Adolf Hitler approach - 
if people hear something repeated enough they will believe 
it is true!

My personal history with insurance has ensured that I 
will always use a broker. For me, they provide a key 
value-added service that has been worth every cent of the 
premium that is paid to them. They guide me on how to 
structure my policy and where my emphasis should be. 
They highlight risks of which I may be unaware and guide 
me to ensure that at the claims stage I have not fallen foul of 
some obligation that may disqualify my claim. They guide 
me to accurately adjust values on vehicles downwards 
and buildings upwards so that I don’t suffer an averaging 
adjustment on any claim (being underinsured on your 
whole can have very significant implications at the claim 
stage while being overinsured is to pay premiums you can 
never recover for a benefit you will never receive). Lastly, 
and very importantly, they resist the automatic increase 
my insurer dispenses at the renewal of the policy using 
the comparison of other clients and companies as tools to 
remove me from being a hapless victim.

I think the following graph which tracks my last 5 years of 
premiums on my vehicles (which haven’t changed) is the 

best illustration of how Harvard House Insurance Brokers 
have added value to me. Maybe you should give Mark 
Wheatley a call on (033) 3302164 to see what he can do 
for you?

Insurance brokers are there to help when the worst happens. Seldom is a cheap deal a good deal in the long run.

PREMIUMS VS INSURED VALUE
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A Broker will navigate the fine balance between ensuring 
that you are adequately covered whilst keeping premiums as 
competitive as possible.



Please note, due to the concerns over the 3rd wave of 
Covid, Harvard House has decided to cancel our Insight 
presentations until further notice.
. 

The information contained in this newsletter comes from sources believed to be reliable, but Harvard House Investment Management (Pty) 
Ltd, Harvard House Financial Services Trust, Harvard House Insurance Brokers and Harvard House, Chartered Accountants (collectively known 
as the Harvard House Group), do not warrant its completeness or accuracy. Opinions, estimates and assumptions constitute our judgment as 
of the date hereof and are subject to change without notice. Past performance is not indicative of future results. This material is not intended 
as an offer or solicitation for the purchase or sale of any financial instrument. Any investor who wishes to invest with the Company should 
seek additional advice from an authorized representative of the firm. The Company accepts no liability whatsoever for any loss or damages 
whatsoever and howsoever incurred, or suffered, resulting, or arising, from the use of this newsletter. The contents of this newsletter does not 
constitute advice as contemplated in the Financial Advisory and Intermediary Services Act (FAIS) of 2002. 

The Harvard House unit trusts are registered under the Boutique Collective Investments. Custodian: Standard Executors & Trustees: Tel (021) 
007-1500. Collective Investments are generally medium to long term investments. The value of participating interests may go down as well as 
up and past performance is not necessarily a guide to the future. Collective Investments are traded at ruling prices and can engage in script 
lending. Forward pricing is used. Commission and incentives may be paid and if so, are included in the overall cost. This fund may be closed 
to new investors. Collective Investment prices are calculated on a Net Asset Value basis and auditor’s fees, bank charges, trustee and RSC 
levies are levied against the portfolio. The portfolio manager may borrow up to 10% of portfolio NAV to bridge insufficient liquidity. Boutique 
Collective Investments (RF) Pty Ltd (“BCI”) retains full legal responsibility for the third party named portfolio. Boutique Collective Investments 
is a member of ASISA and is an authorised Financial Services Provider. Should you have any further queries or complaints regarding the suite 
of units trusts offered by The Harvard House Group please contact: Boutique Collective Investments Call Centre, Tel: (021) 007-1500, Email: 
clientservices@bcis.co.za. For your information, the FAIS ombudsman provides an independent and objective advisory service. Should you not 
be satisfied with the outcome of a complaint handled by Boutique Collective Investments, please write to, The Ombudsman, PO Box 74571, 
Lynnwoodridge, 0040. Telephone (012) 470 9080/99. Fax (012) 348 3447. Email: info@faisombud.co.za 

Performance figures quoted for the portfolio is from Morningstar, as at the date of this document for a lump sum investment, using NAV-NAV 
with income reinvested and do not take any upfront manager’s charge into account. Income distributions are declared on the ex-dividend date. 
Actual investment performance will differ based on the initial fees charge applicable, the actual investment date, the date of reinvestment 
and dividend withholding tax. Performance fees do not apply to any funds managed by Harvard House. The manager does not provide any 
guarantee either with respect to the capital or return of the portfolio. A schedule of fees, charges, and maximum commissions are available 
on request from the manager.
Harvard House Investment Management (Pty) Ltd*, Licence no: 675 Harvard House Insurance Brokers*, License no. 44138 
Harvard House Financial Services Trust*, Licence no: 7758 * Authorised financial service providers in terms of FAIS (2002)
Harvard House Investment Management (Pty) Ltd*, Licence no: 675  	 Harvard House Insurance Brokers*, License no.  44138	
Harvard House Financial Services Trust*, Licence no: 7758			  * Authorised financial service providers in terms of FAIS (2002)

For more information on the range of products and services 
offered by Harvard House Investment Management and its 
associated companies (including Harvard House, Chartered 
Accountants), or for any financial advice, please contact the 
Company at:

HARVARD HOUSE GROUP
G 3 Harvard Street, Howick, 3290, South Africa

+ P.O. Box 235, Howick, 3290, South Africa

( +27 (0) 33 330 2164

7 +27 (0) 33 330 2617

@ admin@hhgroup.co.za

W www.hhgroup.co.za

CONTACT DETAILS:

Topic: n/a

Natal Midlands
Date: TBC
Venue: Fernhill Hotel

Midmar / Tweedie Road
Howick

Morning Time: 10am for 10.30am
Evening Time: 5.30pm for 6pm

Johannesburg
Date: TBC
Venue: Rosebank Union Church, Cnr 

William Nichol and St Andrews 
Road, Hurlingham

Time: 7am for 7.30am

Harvard House is on Facebook

Harvard House is on YouTube

https://www.facebook.com/HarvardHouseSouthAfrica
https://www.youtube.com/channel/UCMmM_c5RjK5P-IdRN3JOh7A
https://www.facebook.com/HarvardHouseSouthAfrica
https://www.youtube.com/channel/UCMmM_c5RjK5P-IdRN3JOh7A

