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E&O Risk Management Tips. 

Having spent many years in the insurance business I can tell you that claims and lawsuits never stop nor slow down. But over the years I have seen some good advice relevant to reducing the potential for claims or rather, reduction of risk.

1) Competence

Are you really sure you want to handle any matter outside of your area of competence? Stick to your knitting. You are less likely to make a mistake doing something you know and know well so stay within your area of expertise. Don’t cloud your vision with the need for income. It is interesting to note that in very large professional service firms an engagement cannot be accepted unilaterally by the introducing member and must be signed off by another.

2) Client Intake

Is this the type of client you really want? Who are they and what is their reputation? We have seen situations where the contracted professional whilst anxious for business has engaged with the wrong people. Of particular note is where the consultant has been set up to be the fall guy. Has the engagement been turned down by others?

The ability of the client to pay your fees is important and your price tag should be at least equivalent to your professional liability policy deductible; assuming you have insurance.

3) Contract; 

Whether called a contract, engagement letter or scope of services document, it is important to have something in writing. If it is not in writing any dispute is up to the court. If it is in writing it still may be challenged.

Some limits should probably be expressed within the scope of services as well as what denotes when you have delivered and any ongoing obligations. 

Do not overpromise. Keep it simple.

A carefully tailored engagement letter can prevent the consultant from being forced into an objectionable situation.

4) Communications; 

Communicate, Communicate, Communicate. It is important that you and your client are on the same page ALL the time.  Keep your client well informed in a prompt and timely fashion so as to avoid surprises. Clarity in all communications is important.

And be sure to document, document, document. Make notes on everything. In the event of litigation your documentation will be the subject of discovery and will (hopefully) contain the necessary mitigating evidence.

5) Calendar Management:

Time, Deadline and File control issues. Are you doing what you said you would do and when you said you would do it? Keep your disciplines with an effective diary or tickler system.

6) Credo

Remember your credo at all times. Never drop your standards. Keep your disciplines, rules, standards and ethics. You know you can be your own worst enemy.  Experience is important but so is advice from your consulting peers and associations. Ask for it and utilize it. 

7) Complications and Claims

Manage problems and claims. Correct issues as early as possible and do not let them fester. Report issues early whether formal or not. Call for help. 

Claims can be made against you years after the completion of the engagement. Often it takes that long for damages (or alleged damages) to surface. Maintain your files.

Again; Call for help. If you have E&O insurance your carrier may have a risk management hotline that will provide assistance.

8) Care
As you are selling your services for a fee a “duty of care” is expected and enforceable in law.
Timothy Edwards
Red Lion Insurance LLC

T:704.737.2175

F:480.393.4284

www.redlionins.com
�





Red Lion Insurance LLC


Tel: 704.737.2175


Fax: 480.393.4284


�HYPERLINK "http://www.redlionins.com"�www.redlionins.com�





E&O and Specialty Insurance Brokers











Email: Tim.Edwards@redlionins.com

Website:  www.redlionins.com


