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Week 6: Business Income Insurance 
 

This unit provided an in-depth look at business income exposures, concepts and coverage. 
 

Learning Objectives: 
 

After completing this unit, participants will: 
• Understand business income concepts 
• Understand business income insurance contracts and be able to analyze them for coverage and 

gaps 
• Know how to identify business income exposures and match coverage to the needs of a client or 

prospect 
• Apply the coverage concepts and forms to real world situations 

 

Topics Covered 
 

Business Income Loss Exposures  
Business Income Coverage (BIC) Insuring Agreements 
BIC Additional Coverages and Coverage Extension 
BIC Limits of Insurance and Conditions 
BIC Optional Coverages 
Determining Whether the BIC Form Covers a Loss 

 

For each of the topics above, participants:  

• Read the applicable modules from The Institutes to learn the fundamental concepts 
• Viewed videos from UGA faculty that further explain the concepts and provide examples 
• Took quizzes to assess their understanding of the concepts  
• Completed case study assignments 
• Heard about actual client business income loss situations in ‘Insights from the Field’ videos.   



 

Business Income Unit Summary 

 

The Business Income (BI) unit began with essential concepts including what BI insurance covers, how 
losses are measured, net income, continuing expenses, extra expenses and causes of loss for business 
income losses. Participants then examined the ISO Business Income (and Extra Expense) coverage form, 
learning the provisions of the business income and extra expense insuring agreements. Additional 
coverages and the Newly Acquired Locations coverage extension were then explained. 

Participants learned about limits of insurance, loss conditions and coinsurance, critical factors in 
determining how much will be paid on a business income loss. Optional coverages (agreed value, 
maximum period of indemnity, monthly limit of indemnity and extended period of indemnity) were also 
covered. The unit concluded with a case study scenario and quiz questions which required the 
participants to determine if a loss was covered by the business income coverage form.   

During the live virtual session, UGA’s Daniel Brown reviewed Bulldog Mechanical case study assignments. 
Daniel discussed how the Business Income Worksheet is used to determine the coinsurance basis, 
probable maximum loss and determining appropriate coinsurance and limits for a client.  

On March 17 and 18, participants will be taking an interim test on the material covered so far in the 
Insurance Professional School. This test is check-in to see how well they know the material and is also an 
opportunity to practice testing in preparation for the designation exam at the end of Module 1. This test 
does not count toward anything. It’s information for them and for us, a barometer of how well they are 
comprehending the information. It will let us know if we, and or they, need to do things differently in the 
next unit.  

The next unit is a deep-dive into Commercial General Liability.  The CGL unit covers three weeks (7, 8 and 
9).  

  

 

 

 

  



Reflection/Action Plan 
 

At the end of each unit, participants are asked to reflect on what they have learned and develop an action 
plan to apply and reinforce the learnings. This Reflection/Action Plan can be a useful tool for managers 
and mentors to use as a discussion guide with participants. 

Below are some suggestions and tips to assist you in a discussion with your participant(s). The 
participants have been instructed to proactively think about ways they can use the content in their day-to-
day activities and be prepared to discuss them with their manager.  

 

Reflection/Action Plan 
Questions (completed by 
participant) 

Manager/Mentor Tips/Suggestions 

What are your key takeaways 
from what you learned in the 
business income unit? 

• Discuss content and takeaways. 
 

 
What follow-up questions do you 
have? What topics or concepts 
would you like to learn more 
about or research further? 
 

 
• Answer follow-up questions and/or direct employee to 

appropriate SMEs.  
• Discuss what they should learn more about, especially areas. 

specific to the way things are done within the firm. 

 
From where or with whom will 
you engage to continue learning 
about the topic and find answers 
to your questions? 
 

 
• Recommend individuals within the firm and resources that are 

available to them.  
• Are there other internal training resources or systems they 

should be aware of?  
 

 
Who are your key resources on 
this topic (within your firm and 
your external network)? 
 

 
• Encourage the participant to think of additional resources they 

can go to. This could include specific account teams, carrier 
partners or other individuals in their network. 

 
What are your next steps? How 
do you plan to use what you 
learned in your day-to-day work?  
What specific accounts or 
prospects come to mind? 
 

 
• Review next steps. 
• Ensure the next steps are specific and time bound. 
• Follow-up to foster accountability. 
• Example activities:  

o Have the participant connect with a team that has 
managed a client’s BI claim. Have them learn the 
details of the claim and analyze the policy. What was 
the cause of loss, was there coverage, what continuing 
and extra expenses were incurred, how much was paid 
on the loss?  

o Have the participant review client/prospect Business 
Income Worksheets for different operations to better 
understand how BI limits are determined. Meet with 
members of the account team(s) to review their 
findings and ask questions. 
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