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The outlook for 2020 was initially forecast as a slowdown of growth for 
many segments within the construction industry. As the impacts of the 
COVID-19 pandemic began to take effect, the original adverse forecasts 
quickly became a reality.
In a published FMI (Quarter 2 — 2020) outlook report, total engineering and construction spending for the U.S. is 
forecast to end down 9% in 2020, compared to 0% growth in 2019.

2020 segment performance
2020/2019 COMPARISON

UP STABLE DOWN UP STABLE DOWN UP STABLE DOWN

UNDER 0%0% TO 4%5% OR MORE UNDER 0%0% TO 4%5% OR MORE UNDER 0%0% TO 4%5% OR MORE

UP STABLE DOWN

 • Single-family 
 • Multifamily
 • Improvements 
 • Lodging
 • Office
 • Commercial
 • Healthcare 
 • Educational
 • Religious
 • Public safety
 • Amusement and recreation transportation 

communication manufacturing
 • Power
 • Highway and street
 • Sewage and waste disposal water supply
 • Conservation and development
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Construction insurance market 
Similar to the broader insurance market, it is expected that the hardening of rates will continue through the 
remainder of 2020 and into 2021 for the construction segment.  

The volatility in the construction insurance market gained speed in late 2019 as multiple lines of coverage 
experienced changes in rate with increasing momentum. In 2020, as COVID-19 and civil unrest spread across the 
U.S., the velocity of market hardening amplified and broadened widely into nearly all lines of coverage. Carriers 
frequently reevaluate underwriting appetites as a result of adverse litigation and legislative trends. 

The reduction of capacity will also continue to be closely watched. Given the delay of many projects, essential 
policy period extensions should be sought early in the process.

PREMIUM PRICING 

The market continued to harden in Q1 2020, with premiums increasing for all account sizes at an average of 
9.3% in Q1 2020, compared to 7.5% in Q4 2019 and 3.5% in Q1 2019. Large accounts were most impacted, 
followed by medium accounts, with premiums increasing by 12.6% and 9.8%, respectively. These increases 
continued a trend of steadily increasing premiums that began in mid-2017, though it is not yet clear how 
premium pricing will be impacted by COVID-19. This marks the 10th consecutive quarter of increased 
premium pricing across all-sized accounts. 

 

 

 

“We are now in the midst of a hard market, with premiums increasing steadily for 10 consecutive quarters,” 
said Ken A. Crerar, President/CEO of The Council. “Umbrella, Commercial Property and Commercial Auto 
were the hardest hit lines, with Umbrella and Commercial Property seeing double digit premium increases—the 
largest since 9/11. Additionally, the uncertainty around COVID-19 put additional strain on the industry in the 
latter-half of March. Respondents noted the current pandemic affected carriers’ ability to collect premium and 
the availability of coverage by the end of Q1.” 
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Primary casualty

General liability
Incumbent insurers are attempting to increase primary general liability rates, albeit not as substantially or as 
successfully as their excess underwriting colleagues. Initial renewal quote indications typically include a 5%-
10% rate increase for general liability, subject to individual risk underwriting. Unlike hard construction insurance 
markets in the past, primary general liability capacity remains abundant and market competition strong. We are 
not experiencing a hard market similar to that of the late 1990s or early 2000s, when there was an extremely 
limited insurer pool to choose from. During that market cycle, there were only three or four insurers who would 
entertain construction risks. TODAY, THERE ARE MANY PRIMARY INSURER OPTIONS, AND BEST-IN-CLASS RISKS 
SHOULD GARNER SIGNIFICANT ATTENTION IN THE INSURANCE MARKET. Once competition is introduced on 
well-performing placements, primary general liability renewal increases can usually be kept under 5%. Two 
significant outliers include any wildfire exposed contractors (electrical distribution, land clearing, cellphone 
towers) and residential construction. 

Risks located in New York City are also a significant outlier. Plagued with labor law and action over claims, the 
New York City insurance market continues to push for substantial retention attachment points and sizable renewal 
rate increases. The limited appetite for New York City primary general liability coverage empowers insurers to drive 
both rate and retention increases. 
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Business automobile
A short year or two ago, pricing for business automobile liability and physical damage coverages were a hot topic 
in the construction insurance industry. Drivers of the market shift included increased frequency of automobile 
accidents, sizable jury verdict awards and the growing value of automobiles. Those factors continue to influence 
the auto insurance market today, although the impact is overshadowed by the commensurate rate increases in 
the very challenging excess liability market. 

INSURERS ARE SEEKING INCREASED AUTOMOBILE INSURANCE RATES ACROSS THEIR PLATFORMS IN THE 5%-
15% RANGE, DEPENDING ON THE QUALITY OF RISK, CONTROLS AND LOSS EXPERIENCE. 

Umbrella/excess
The hardening of the umbrella/excess market continues. Confronted with 
unfavorable economic conditions, potential COVID-19 loss scenarios and 
pre-pandemic profitability challenges, markets are signaling “more of 
the same” for the next 12 months and potentially beyond. Competition 
within this space has been limited as the number of markets willing to 
participate within lead umbrellas declines. Higher attachment points for 
lead umbrella/excess carriers continually find a new normal. 

Due to carrier capacity changes, it is taking more policies to achieve the 
same total limit as expiring; $10 million has overtaken $25 million as 
the most prevalent lead offering. Higher layer limits are being split into 
quota-share layers made up of two or more carriers, or smaller layer limit 
offerings. This has led to situations in which each carrier charges its own 
minimum premium, not an agreed layer premium, thus pushing the cost-
per-layer even higher.  

Workers’ compensation 
Workers’ compensation rates were one of the rare bright spots for rates in the construction coverage market. 
However, a shift to slightly positive rates is expected in the future. Factors influencing this rate shift include the 
uncertainty related to exposures of the COVID-19 pandemic (including presumption changes), low interest rates 
and key economy drivers.

Rate increases are being 
imposed throughout all layers 
of the excess tower. 
 • The median Q2 2020 

increase for lead umbrella 
policies was 14% and the 
average increase was  
20%-30%. 

 • The median Q2 2020 excess 
policy increase was between 
21% and 39% and the 
average increase was 45%-
68%, dependent on risk 
characteristics.
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Owner or contractor controlled 
insurance programs (OCIP/CCIP)
Wrap-up liability insurance structures remain viable in 
the current marketplace. Pricing is being influenced 
by type of project and geography. For example, 
residential projects in general, or other project types 
located in Washington, Oregon, California, Colorado, 
Texas and Florida due primarily to construction defect 
exposures. Coverage has remained generally broad 
through the first half of 2020, but with a push for 
mandatory course of construction (COC) exclusions 
and more thorough underwriting requirements and 
subjectivities. Two particular challenges have emerged 
recently. First, excess liability capacity and pricing and 
second, availability of cover for rolling wrap-ups with 
a significant wood-frame component. Excess liability 
markets have hardened across construction, with wrap-
ups being no exception: 20%-30% increases in rate, 
shorter total limit availability, the need for multiple 
carriers to quota share to complete layers, and higher 
minimum premiums are common. Rolling wrap-ups 
remain available for the right pipeline of projects. 
However, if a project pipeline includes a substantial 
frame risk component, rolling primary and excess 
liability coverage is limited to very few carriers. 

WRAP-UPS CONTINUE TO BE THE PREFERRED 
CHOICE OF OWNERS, CONTRACTORS, LENDERS AND 
OTHER FINANCIAL STAKEHOLDERS FOR COVERAGE 
CERTAINTY THAT EXTENDS COMPLETED OPERATIONS 
THROUGH THE STATE STATUTE OF REPOSE.

Builder’s risk
The builder’s risk market continues to diverge 
— competitive with substantial capacity for 
noncombustible, four-wall commercial, industrial and 
horizontal construction, but highly challenged for 
wood-frame projects. For noncombustible exposures, 
broad coverage remains generally available with light 
to moderate upward pressure on terms, conditions 
and rates. Thus far, throughout 2020, the wood-
frame builder’s risk market has further deteriorated. 
Rates month by month have climbed, in many cases 
exceeding $0.40 AOP, with concurrent reductions 
in capacity and pullback in terms and conditions. 
Underwriters are paying close attention to the choice 
of general contractors, enforcing tougher and more 
expensive protective safeguards, and increasing 
deductibles — particularly for water damage other 
than flood. Reinsurers are a driving force behind these 
changes. Large wood-frame projects are requiring 
multi-insurer quota share or layered structures 
to complete. 

We expect continued market firming until such time 
that new carriers reenter the market subject to rate 
adequacy and terms and conditions favorable to 
their appetites. Virus and/or communicable disease 
exclusions will be required as standard. 

SUCCESS IN THE BUILDER’S RISK MARKET WILL 
HINGE AROUND PROVIDING DETAILED UNDERWRITING 
INFORMATION, USE AND IMPLEMENTATION OF 
ROBUST PROJECT SECURITY MEASURES (BOTH 
PHYSICAL AND ELECTRONIC), USE OF FIRE-
MITIGATION TECHNOLOGIES, SUCH AS M-FIRE, AND 
COMPREHENSIVE RISK MANAGEMENT PLANS.
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Coverage extensions
There has been an increase in project delays, and the trend has worsened due to COVID-19. It has been reported 
that a majority of contractors suffered some form of interruption to their activities during the second quarter, 
whether due to a lack of available inputs as global supply chains buckled, project postponements or cancellations, 
job site workforce issues, or state and local government mandates.

CONSTRUCTION BACKLOG INDICATOR

June 2020 May 2020 June 2019
1-month  

net change
12-month  

net change

Total 8.1 7.9 8.9 0.2 -0.8

Industry

Commercial and institutional 8.2 7.8 9.1 0.4 -0.9

Heavy industrial 5.2 5.1 7.6 0.1 -2.4

Infrastructure 10.0 9.3 7.9 0.7 2.1

Region

Middle states 6.7 7.1 9.0 -0.4 -2.3

Northeast 8.5 7.7 8.0 0.8 0.5

South 8.9 8.8 9.8 0.1 -0.9

West 8.7 7.9 8.7 0.8 0.0

Company size

<$30 million 7.8 7.5 7.8 0.3 0.0

$30-$50 million 6.7 7.5 10.2 -0.8 -3.5

$50-$100 million 8.9 8.9 12.1 0.0 -3.2

>$100 million 12.0 11.1 12.6 0.9 -0.6

ABC’s Construction Confidence Index - https://abc.org/News-Media/News-Releases/entryid/17892/abc-s-construction-backlog-indicator-up-in-june-
contractor-optimism-grows
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Placement strategies
In this difficult market, many insurers are offering limited 
extensions for significant premium increases or, worse, not offering 
extensions at all. A few pre-placement strategies that may alleviate 
future project extension challenges are: 

 • Negotiate a number of extensions at time of binding coverage 
subject to specific project circumstances or changes that would 
dictate the additional premium charge.

 − Delay due to unforeseen circumstances

 − Delay due to weather

 − Delay due to a builder’s risk loss

 − Delay due to change orders

 − Delay due to change in design, scope of work

 • Look to insurers that have extensive wrap-up underwriting 
experience and consistency in the market. This may not always 
be practical for some projects (e.g., residential), but for large 
commercial projects, look to the admitted market first.

 • Pay attention to policy completed operations wording that 
triggers coverage when a final certificate of occupancy (FCO) 
is received. In many instances, the projects are “substantially 
completed” and receive temporary certificate of occupancy. An 
FCO may take months to obtain, requiring an extension.

 • When extending OCIPs, in most cases, it may require the same 
strategy for the builder’s risk Leg 2 or 3 coverage and occupancy 
condition. 

 • Understand the construction budget and construction schedule 
— drill down the construction costs, especially the soft costs. 
This is invaluable when delays result from a covered cause of 
loss and extension premiums are an itemized soft cost under the 
builder’s risk delay in completion coverage.
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Contractor’s pollution liability (CPL)
Contractor’s pollution liability rates continue to be flat to decreasing. It appears to be one of the very few 
“soft” market segments in the current insurance cycle. CAPACITY AND COMPETITION FOR WELL-PERFORMING 
ACCOUNTS REMAINS ROBUST. Losses in this sector have been minimal, and it is possible to achieve rate 
reductions of 5%, or perhaps even up to 10%, if a solid performing risk is marketed.

Contractor’s professional liability (CPPI)
There have been some significant losses in the large account sector, and that segment is seeing a minimum of 
5% rate increases with some increases at 25% or more. The small and middle market sectors are likely to see a 
best-case renewal scenario of flat for well-performing accounts but should, on average, expect to see some form 
of rate increase at renewal.

LARGE ACCOUNTS CARRYING LIMITS OF MORE THAN $25 MILLION WITH A SINGLE INSURER SHOULD EXPECT 
SOME PARING OF CAPACITY BY THE INSURER IRRESPECTIVE OF LOSS PERFORMANCE ON THAT LINE OF 
COVERAGE.

As COVID-19 continues to put a damper on overall construction revenue, we do expect rates to tick up further 
as time goes on. This is due to almost all contractor’s professional policies being rated in arrears. (e.g., the 2020 
renewal policy would typically be rated off of fiscal year 2019 revenues, which for most contractors would be 
higher than their 2020 fiscal year estimated revenues.)

While terms and conditions remain good overall, we have started to see pandemic/communicable disease 
exclusions sneaking into renewal quotes. 
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Architects and engineers professional 
liability
After a prolonged period of soft pricing, the 
professional liability market for design firms has 
been recalibrating. Insurers report that ongoing 
trends of increasing claims severity and “frequency of 
severity” (attributed to factors such as social inflation, 
expanding use of alternative project delivery methods, 
and an abundance of megaprojects) continue to 
exert upward pressure on rates. The design industry 
experienced record top-line revenues in 2019, and 
because professional liability premiums are rated on 
historical revenues, insurers are not yet contending 
with the impact on gross written premium (GWP) of 
reduced exposures in this class of business. Many 
design firms remain buoyed in 2020 by a robust 
backlog and strong sales in specific sectors, which may 
defer GWP implications again in 2021. 

Lloyd’s and European insurers are particularly resolute 
about rate and retentions as they attempt to reverse 
the deterioration in underwriting results over the past 
few years. Renewal rates for firms with a favorable loss 
history are flat, at best. Underwriters are seeking rate 
increases of 5%-10% for firms with unfavorable loss 
experience, in higher risk disciplines and/or in project 
types with adverse claims activity. Rate increases are 
following throughout the tower as excess underwriters 
are keenly focused on rate relativity and adequacy. 
Although the pricing differential on U.S. design firms 
between London-based underwriters and the U.S. 
market is gradually diminishing, U.S. carriers are 
generally offering more moderate renewal premiums 
and are more amenable to smaller retentions. An 
evolving flexibility to add policy extensions that are 
unnecessary in the U.S. but quite common in other 
geographies has elevated the U.S. market’s ability to 
compete for firms with global operations.

OVERALL, THERE IS AMPLE CAPACITY DESPITE A 
FEW INSURERS TRIMMING THE LIMITS THEY ARE 
WILLING TO DEPLOY ON ANY ONE RISK. Unlike many 
other lines of insurance, coverage remains intact. 
The exception is global professional indemnity, 
particularly for U.K. and Australian risks. Underwriters 
are restricting coverage and reducing capacity, as well 
as increasing rates and demanding higher retentions. 
Insurers’ evaluation of cladding exposures and fire 
safety can result in an aggregation of limits, limit 
reduction via sublimits, or more frequently in 2020, 
full exclusions. Unaggregated limits are being replaced 
by unlimited round-the-clock reinstatements, with 
primary carriers requiring a specific limit above their 
layer to put them further away from the next claim. 

Subcontractor default
AS GENERAL CONTRACTORS HAVE NAVIGATED 
THE ECONOMIC IMPACT OF COVID-19 ON THE 
CONSTRUCTION INDUSTRY, SUBCONTRACTOR 
DEFAULT INSURANCE REMAINS AN IMPORTANT RISK 
MANAGEMENT TOOL THAT CAN PROTECT PROJECTS 
FROM THE CONSEQUENCES OF A SUBCONTRACTOR 
DEFAULT. Prior to the pandemic, the market was 
strong with new carriers entering the space, providing 
additional capacity for the growing construction 
market. The most recent entry of Liberty Mutual’s 
subcontractor default insurance product in early 2020 
brings the total of SDI carriers to seven. It is important 
to note that prior to Cove entering the market in 2016, 
there were only three markets offering the SDI product 
(Zurich, Arch and AXA XL). The four newest entrants 
(Cove in 2016, Hudson in 2017, Berkshire Hathaway in 
2018 and Liberty Mutual in 2020) have yet to weather 
a downturn in the construction economy. While these 
carriers have industry veterans who have been through 
previous recessions leading their respective programs, 
the impact on their book of business and underwriting 
appetite remains to be seen. 
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PRIVATE NONRESIDENTIAL CONSTRUCTION PUT IN PLACE | US CENSUS BUREAUunderwriting appetite remains to be seen.

 

The influence of COVID-19 on the underwriting appetite of the SDI market has varied from carrier to 
carrier. Initially, we saw two markets immediately restrict underwriting new business out of concern for 
how the pandemic would impact the construction economy as a whole, but more specifically, how it 
would impact subcontractors who could no longer perform on-site work due to government restrictions 
on “essential” work. Other carriers, however, proceeded cautiously, continuing to review new business and 
renewal opportunities with increased focus on underwriting standards and general contractor’s internal 
controls. Now that the initial shock of the COVID-19 impact on the market has passed, we are seeing 
underwriting activity on both new business (first-time buyers) and renewal business. Some carriers have 
implemented COVID-19-specific questionnaires to their standard applications to gain an understanding of 
how an insured is mitigating the repercussions of the coronavirus on the subcontractor base. 

SDI carriers are expecting their insureds to be closer to their subcontractor partners than ever before. 
While prequalification has always been a critical component of SDI underwriting, COVID-19 has led to 
renewed focus on not only financial prequalification and viability of subcontractors, but operational 
qualification as well. SDI carriers want to be sure that their insureds are questioning subcontractor’s 
abilities to source material, maintain adequate on-site workforces and execute projects with production 
goals that contemplate the “new-normal” of on-site social distancing, material and labor access (e.g, 
hoists for high-rise work) and staggered execution of work to minimize crowding on job sites. 

While Lockton continues to work with our general contractor clients on the tactical side of either 
deploying new SDI programs or renewing existing programs, we have seen increased interest from project 
owners and lenders around the use of SDI on their projects. Large real estate developers who have 
traditionally self-insured the risk of subcontractor default by indemnifying their builders for losses arising 
out of subcontractor default have begun to require this coverage on their projects. We are also seeing 
increased inquiries from real estate lenders/equity partners to utilize SDI as a means of protecting their 
investment from the consequences of a subcontractor default. While the timing of these changes in 
approach occurred alongside the COVID-19 pandemic, it is yet to be seen if this will continue as a near-or 
long-term trend.  

The influence of COVID-19 on the underwriting appetite of the SDI market has varied from carrier to carrier. 
Initially, we saw two markets immediately restrict underwriting new business out of concern for how the pandemic 
would impact the construction economy as a whole, but more specifically, how it would impact subcontractors 
who could no longer perform on-site work due to government restrictions on “essential” work. Other carriers, 
however, proceeded cautiously, continuing to review new business and renewal opportunities with increased focus 
on underwriting standards and general contractor’s internal controls. Now that the initial shock of the COVID-19 
impact on the market has passed, we are seeing underwriting activity on both new business (first-time buyers) 
and renewal business. Some carriers have implemented COVID-19-specific questionnaires to their standard 
applications to gain an understanding of how an insured is mitigating the repercussions of the coronavirus on the 
subcontractor base.

SDI carriers are expecting their insureds to be closer to their subcontractor partners than ever before. While 
prequalification has always been a critical component of SDI underwriting, COVID-19 has led to renewed focus 
on not only financial prequalification and viability of subcontractors, but operational qualification as well. SDI 
carriers want to be sure that their insureds are questioning subcontractors’ abilities to source material, maintain 
adequate on-site workforces and execute projects with production goals that contemplate the “new normal” of 
on-site social distancing, material and labor access (e.g, hoists for high-rise work) and staggered execution of work 
to minimize crowding on job sites.
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While Lockton continues to work with our general 
contractor clients on the tactical side of either 
deploying new SDI programs or renewing existing 
programs, we have seen increased interest from 
project owners and lenders around the use of SDI on 
their projects. Large real estate developers who have 
traditionally self-insured the risk of subcontractor 
default by indemnifying their builders for losses arising 
out of subcontractor default have begun to require 
this coverage on their projects. We are also seeing 
increased inquiries from real estate lenders/equity 
partners to utilize SDI as a means of protecting their 
investment from the consequences of a subcontractor 
default. While the timing of these changes in approach 
occurred alongside the COVID-19 pandemic, it is yet 
to be seen if this will continue as a near- or long-
term trend. 

The long-term ramifications of COVID-19 on the 
construction industry are largely still unknown. 
With the AIA Architectural Billing Index (ABI) below 
its threshold of 50 for five-consecutive months 
(March through July), and with the most recent July 
2020 index showing an overall billing index of 40 
and a new design contract index of 41.7 (a score 
below 50 represents a decrease in firm billings/
design contracts), there is certainly evidence of a 
looming retraction in the construction industry. 
Historically, default rates increase during recovery 
from recession as opposed to leading into recessions; 
however, given the sudden work stoppages and delay 
of projects that were slated to start in the coming 
months, there is cause for concern. We may see an 
increase in subcontractor defaults as they deal with 
shrinking backlog, labor shortages, decreased job site 
productivity and challenged supply chains.

We expect current and new SDI buyers to see the 
carriers react to the current market with:

 • Increased underwriter attention to internal 
processes, procedures and controls around 
subcontractor prequalification, selection and 
payment in order to make sure that their insured’s 
practices are best in class. These best-in-class 
practices will provide the SDI carriers the comfort 
needed to continue to offer robust coverage terms 
and pricing. 

 • Anticipate modest rate increases, especially in 
areas harder hit by COVID-19 or for GCs who work 
in market sectors that have seen increased rates of 
slowed activity.

 • Increased minimum retention levels (currently 
ranging from $750,000-$1 million).

 • More scrutiny over project selection and 
enrollment, as well as subcontractor 
prequalification.

 • Longer time frames on subcontractor underwriting 
referrals (large contract size, long contract 
duration, scopes with increased risk, like curtainwall 
and wood framers).

 • Limitations/exclusions around certain scopes of 
work (e.g., framing and curtainwall).
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Surety
The surety market prior to the pandemic was very soft, with ample capacity and strong profitability. This led 
to aggressive terms, new market entrants looking to competitively gain market share and depressed pricing. 
Additionally, some large surety losses have surfaced in the market, but those carriers who are experiencing 
these losses have critical premium mass and have thus far been able to absorb the losses. Though the events 
of COVID-19 are still playing out, general economic concerns, government-mandated shutdowns, tightening of 
underwriting standards and vulnerability of new entrants are key factors to watch.

IT IS EXPECTED THAT SURETY MARKETS WILL TIGHTEN UP THEIR UNDERWRITING STANDARDS, LEAVING 
THE LESS CAPITALIZED AND ESTABLISHED ORGANIZATIONS AT RISK OF LOSING THE SURETY SUPPORT THEY 
ENJOYED DURING THE RECENT SOFT MARKET. This is likely to accelerate if the pandemic stretches on for 
months, the credit market tightens up as a response to general economic concerns, or both. Additionally, newer 
surety market entrants that have grown rapidly on the back of relaxed underwriting standards and economic 
growth may now see a rise in defaults and bond claims, thus affecting the overall surety market even more and 
possibly leading to reinsurance losses that could affect the more established surety markets.

In the construction/contract surety sector, the sureties are evaluating each of their customers’ backlogs to 
determine which projects affected by COVID-19 will be temporarily shut down, deferred or ultimately canceled. 
They want to know about newly established job site protocols to protect workers, contractor’s potential workforce 
layoffs and furloughs, task forces created to prioritize project completions, and contractual provisions that will 
grant additional time or compensation relief. Cash flow projections tied to projects, current liquidity on hand and 
availability to additional credit are deemed crucial.
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What you should know/what’s working

Detailed underwriting
Create solid backlog reports, identify red flags and be 
transparent with your capital partners to get the best 
surety programs available. Cash flow projections and 
balance sheets are deemed crucial. 

Update your business plan to be in 
step with the market
During uncertain times, it’s essential to ask what’s 
the “base case” forecast, as well as best-case and 
worst-case scenarios, and what are the action plans to 
address each. 

Take advantage of quality data, models 
and analytics to solve problems
Partner with experienced surety analysts. Lockton 
has created prequalification models, financial scoring 
models and collaborative models with carrier partners 
to help benchmark pricing and discern optimal plans of 
action.

Work with insurance brokers you trust 
and who will advocate strongly on your 
behalf
Brokers should be able to move quickly during 
challenging market cycles and have global reach. 
Look for those with low loss ratios with primary surety 
companies and with strong communication among 
partners in place.

Take proactive steps operationally and 
contractually to mitigate unknown 
risks of the ongoing pandemic 
Have your succession plan in place and determine how 
transformation of capital would occur. 
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Looking ahead
Given the current worldwide pandemic situation, companies must select 
projects carefully to balance skilled labor shortages while managing their 
largest backlogs to date. For commercial organizations, it is necessary to 
know your industry well, adapt to evolving workplace policies, keep overhead 
in check and maintain strong banking relationships. For everyone, clear and 
frequent communication is critical. It is very important to keep in contact 
with your surety broker to stay informed and to keep your broker and surety 
partners updated.
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