Contractors and Equipment Dealers Insurance:
Top Coverage Decisions Agents Should Discuss
Before Binding a Policy

For producers and agency teams, the opportunity is not simply identifying that a client sells
equipment. The real value comes from understanding how the dealer operates, where coverage
gaps can appear, and which underwriting details can make the difference between a clean
submission and a difficult placement.

Equipment dealers may include contractor equipment dealers, farm and farm implement
dealers, yard and contractors equipment operations, lawn and garden equipment dealers,
industrial machinery sellers, and parts or accessory businesses. While each account is different,
the coverage decisions below can help agents ask better questions, improve submission quality,
and guide clients toward a stronger insurance program.

Start With the Dealer’s Full Business Model

Before discussing limits or premiums, agents should understand how the business actually
makes money. Two equipment dealers with similar revenue can have very different risk profiles
depending on their mix of sales, rentals, repair, delivery, hauling, financing, and customer
service work.



A farm equipment dealer that sells tractors and implements may have different exposures than
a contractor equipment dealer that services excavators, loaders, or paving equipment. A yard
and conftractors equipment operation may also have seasonal inventory swings, customer

traffic, employee use of equipment, and property that regularly moves between lots, jobsites,
and service locations.

Helpful questions include:

» What types of equipment are sold, serviced, repaired, rented, or transported?
» Does the dealership handle customer-owned equipment?

» Is equipment demonstrated, test-driven, or operated off premises?

» Are parts, accessories, or attachments a meaningful part of revenue?

e Does the business perform mobile service or field repair?

« Is any equipment transported for hire or delivered to customer locations?

These questions help uncover exposures that may not appear clearly on a standard application.
They also help the underwriter understand whether the account aligns with equipment dealers
appetite and how coverage should be structured.

Property Coverage Should Reflect Inventory, Buildings, and
Business Interruption

Property values can move quickly for equipment dealers. Inventory may fluctuate by season,
supply chain timing, manufacturer incentives, or customer demand. A dealer may also have
expensive parts inventory, service tools, diagnostic equipment, computers, signage, records,
and specialized shop improvements.

Agents should pay close attention to whether reported values reflect real operating conditions.
A low inventory value may look attractive from a pricing standpoint, but it can create problems

after a major loss if the dealer’s peak season stock is substantially higher than what was
scheduled.

Business income and extra expense should also be part of the conversation. If a loss shuts
down a service bay, parts department, or sales floor, the financial impact may extend beyond
damaged property. Dealers often rely on continuity: keeping technicians working, delivering
sold equipment, completing repairs, and maintaining customer confidence.

Practical considerations include:

» Peak inventory values versus average values

» Newly acquired property needs

» Replacement cost versus actual cash value assumptions
e Business income exposure during seasonal high points
» Extra expense needs to restore operations quickly

» Offsite storage or temporary locations



For producers, the key message is simple: property coverage should match the way the dealer
operates, not just the value shown on last year’s schedule.

Stock Floater and Inland Marine Decisions Can Be Critical

For many equipment dealers, inventory does not stay in one place. EQuipment may be moved
between branches, displayed at trade shows, transported to farms or jobsites, held temporarily
off premises, or delivered before final paperwork is complete.

That movement creates a coverage conversation that standard property forms may not fully
address. This is where stock floater and inland marine considerations become especially
important for equipment dealers.

Agents should review whether coverage applies to equipment held for sale, parts inventory,
property in transit, temporary locations, and equipment in the insured’s possession for service
or repair. These exposures can be central to the dealer’s day-to-day operations, especially for
contractor equipment dealers and farm implement dealers serving rural or jobsite-based
customers.

Example scenario: A dealer tfransports a used skid steer to a prospective buyer’s location for
inspection. During transit, the unit is damaged. If the policy does not properly address property

in fransit, the claim conversation can become difficult very quickly.

Important questions include:

Who transports equipment, employees or third-party carriers?

Are units delivered, picked up, or demonstrated off premises?

Is inventory stored at fairs, auctions, customer sites, or temporary yards?

Are customers’ machines in the dealer’s care, custody, or control?

Are employees’ tools or service equipment part of the exposure?

These details help the agency and underwriter determine whether the insurance program
properly follows the property wherever the business takes it.

Customer-Owned Equipment Needs Special Attention

Many equipment dealers do more than sell. They inspect, repair, service, store, modify, and
sometimes fransport customer-owned equipment. That creates one of the most important
coverage decisions in the placement.

When a customer leaves a tractor, loader, mower, excavator, or other unit with the dealer, the
customer expects the dealer to protect it. If that equipment is damaged by fire, theft, collision,
vandalism, employee error, or a handling accident, the dealer may face both a claim and a
damaged customer relationship.

Agents should clarify:

* What types of customer equipment are accepted for repair or service?



» How long does the dealer typically keep customer equipment?

e Is the equipment stored indoors, outdoors, or at another location?

» Are keys, access conftrols, fencing, lighting, or cameras in place?

» Do employees operate customer equipment for diagnostics or testing?

e Are there written intake, inspection, and release procedures?

This information is useful for underwriting, but it is also valuable risk management guidance for
the insured. Strong documentation can help reduce disputes over prior damage, missing parts,
hour meter readings, or the condition of equipment when it arrived.

For agency teams, this is a consultative moment. Asking about customer-owned property
shows the client that the insurance review is focused on real-world operations, not just
premium.

Liability Coverage Should Match Operations, Products, and
Completed Work

Equipment dealers face liability exposures from premises operations, product sales, service
work, repaired equipment, demonstrations, and customer interactions. A customer could be
injured on the premises. A repaired unit could fail after leaving the shop. An employee could
provide incorrect operating guidance. A sold part or attachment could be alleged to have
contributed to property damage or bodily injury.

Business liability coverage should be reviewed in light of both the dealership’s operations and
the type of equipment involved. Larger industrial, agricultural, and contractor equipment may
create more severe loss potential than small consumer-focused items.

Key coverage and underwriting considerations include:

* Premises fraffic and customer access to service areas

» Products and completed operations exposure

o Demonstrations, test drives, and equipment operation

e Service procedures and technician training

» Written work orders and quality control

o Contractual requirements from manufacturers, lenders, or landlords

» Use of employees as additional insureds where applicable

Agents should also ask whether the dealer rents equipment or only sells and services it. Rental
operations can change the nature of the risk and may require additional underwriting review.
The goal is not to overcomplicate the conversation. It is o make sure the liability program
reflects what the business actually does for customers every day.

Auto, Delivery, and Transportation Exposures Can Shift the
Risk Profile



Many equipment dealers use vehicles to deliver equipment, pick up customer units, move
inventory, or provide mobile service. Some may use trailers, flatbeds, service trucks, or heavy-
duty vehicles. Others may rely on third-party haulers.

The fransportation exposure can be easy to underestimate because it may not be the dealer’s
primary business. However, one serious auto accident involving heavy equipment can create a
significant claim.

Producers should identify:

» Vehicle types, radius of operation, and driver qualifications

* Whether employees haul equipment or use third-party tfransport
 Trailer ownership, maintenance, and tie-down procedures

» Whether delivery is incidental or a regular source of revenue
 Driver lists, MVR standards, and fleet safety controls

e Mobile service units and tools carried in vehicles

This is also an area where submission quality matters. Accurate driver information, vehicle
schedules, radius details, and a clear explanation of hauling activity can help underwriters
evaluate the risk more efficiently.

For contractor equipment dealers and farm equipment dealers, the transportation discussion
should be part of the initial coverage review, not an afterthought.

Risk Services, Claims Support, and Submission Quality
Matter

Coverage forms are important, but service before and after a loss can be just as important to
the insured’s experience. Equipment dealers depend on uptime, customer trust, and operational
continuity. A loss that disrupts sales, service, or delivery can quickly affect revenue and
reputation.

Agents can create value by helping clients think through risk improvements before a claim
occurs. That may include yard security, key control, fire prevention, equipment storage,
employee training, driver safety, documentation procedures, and emergency response planning.

Submission quality also plays a major role. When producers provide complete, organized
information, underwriters can better understand the account and respond with more

confidence.

A strong submission may include:

Completed application and equipment dealer supplemental

Current property and inventory values

Description of dealer operations and revenue mix

Driver list and vehicle schedule



Details on customer-owned equipment exposure

Loss runs and explanation of any large or unusual losses

Photos, website links, or notes from the producer’s visit

» Description of risk controls and safety practices

For agency staff, this is where process can become a competitive advantage. A thoughtful
submission helps position the agency as a trusted advisor and gives the underwriter a clearer
view of the opportunity.

People Also Ask: Equipment Dealers Insurance FAQs

What types of businesses are considered equipment dealers?

Equipment dealers may include businesses that sell, service, repair, transport, or store
contractor equipment, farm implements, lawn and garden equipment, industrial machinery,
parts, accessories, and related equipment. The exact classification depends on the dealer’s
operations, revenue mix, and exposures.

Why is equipment dealers insurance different from standard property and liability
coverage?

Equipment dealers often have high-value inventory, customer-owned property, mobile
equipment, parts, service operations, and property in transit. These exposures may require
coverage considerations beyond a basic property and general liability policy.

What is one of the biggest coverage gaps agents should watch for?

Customer-owned equipment is a common area to review carefully. If a dealer services, repairs,
stores, or transports customer equipment, agents should understand how the policy responds if
that property is damaged while in the dealer’s possession.

Do farm and farm implement dealers need different coverage considerations?

They may. Farm equipment dealers often serve customers across larger territories, handle
seasonal inventory changes, transport equipment to rural locations, and work with high-value
machinery. These factors should be discussed during the underwriting process.

How can producers improve equipment dealer submissions?
Producers can improve submissions by including a completed supplemental application, driver

list, property values, inventory details, operation descriptions, loss history, and notes on
customer-owned equipment, transit exposure, and risk controls.

Talk With Berkley North Pacific About Your Next Equipment
Dealer Opportunity



Conftractors equipment dealers represent a strong opportunity for agents who understand the
business behind the account. The best conversations go beyond price and focus on how the
dealer operates, where equipment moves, how customer property is handled, and what
coverage decisions can prevent problems after a loss.

If you are working with equipment dealers, contractor equipment dealers, farm and farm
implement dealers, or yard and contractors equipment operations, start the conversation with
your Berkley North Pacific underwriter. A focused discussion early in the process can help
clarify appetite, identify coverage needs, and improve the quality of the submission.

For more information, log into the Berkley North Pacific agency portal to connect with your
underwriter, access available resources like our equipment dealers supplemental application,
and begin the quote conversation.

About Berkley North Pacific

Berkley North Pacific is a WR Berkley Company serving property and casualty insurance
solutions in Washington, Oregon, Idaho, Montana, and Utah. We provide conversational
underwriting and tailored insurance solutions for Small Commercial, Middle Market, Farm and
Ag, and Construction markets throughout our region.

Products and services of Berkley North Pacific described above are provided by one or more
insurance company subsidiaries of W. R. Berkley Corporation. Not all products and services may
be available in all jurisdictions, and the coverage provided by any insurer is subject to the actual
terms and conditions of the policies issued. | © 2026 Berkley North Pacific. All rights reserved.

Return To Blog Homepage >


https://www.berkleynpac.com/about-us/news

