
 

How Coronavirus Will Impact Agents & Brokers 
It’s impossible not to be aware that COVID-19 has had a huge impact on nearly every 
industry. From restaurants to retail to aviation, wherever you are in the world, things are up in 
the air. However, some people, firms and segments of our economy will be affected more 
significantly than others. 

  

In the big picture, those of us in the insurance distribution space (both 
wholesale and retail agents and brokers) are more fortunate for a number of 
reasons, including: 

• People and businesses cannot stop buying insurance. Insurance is not an optional 
luxury good. 

• The majority of agent and broker income will continue despite the downturn in payroll 
and receipts. 

• Future revenues are likely to be buoyed by the potential hardening of the P&C and 
health markets. 

• Agents/brokers' work remains largely uninterrupted as they can effectively serve the 
insureds from remote locations through email, phone and electronic conferencing. 



 

• The value of agents and brokers will hold up better than most companies in other 
industries as evidenced by a current comparison of broker stocks to other market 
segments. As further evidence, in the middle of our country’s economic collapse in 
2008 and 2009, the median agent/broker in Reagan Consulting's database saw their 
annual per-share values drop less than 2%, while other industry segments saw values 
drop by 50, 60 or 70% or more. 

• As a result of the above factors, our segment of the economy and insurance market 
(insurance distribution) is truly a safe harbor and will continue to be perceived as such 
by those looking to remain privately-held and those looking to make investments in 
our space. 

Further, as we adapt to “self-quarantining” and “social distancing” through reduced business 
travel, video conferencing, and working remotely, we will find that many will get comfortable 
with these changes and learn how well they can work and why these practices may be 
preferable. If consumers and trading partners find these habits preferable and they become 
more acceptable, it could change the competitive landscape. 
 
We want to personally thank Bobby Reagan from Reagan Consulting for allowing us to share 
some of these important points in how we can continue to be proactive about the future of 
our industry.  
 
You can read the full article by Bobby Reagan here. 

 

Have a question about a specific product? Give us a call at (800) 
878-9891, and let us help you find the right solution. 

Click here for a list of our associates 
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