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FEMA’s New Wrinkle in Flood 
Reforms Creates a Sales 
Opportunity for Savvy Flood 
Agents By Dolores D. Glass, ANFI

Climate change is a hot topic — so are the FEMA flood 
reforms and the updated FEMA flood zone map changes 
occurring across the country. When FEMA revises the flood 
zone maps moving properties into the high risk flood zone, 
owners must re-consider their flood risk or may face a 
mandatory purchase of flood insurance. Flood insurance 
agents should jump into this opportunity to offer current 
details on the flood reforms and earn a client for life!

Flood insurance premiums are based on flood risk identi-
fied on the FEMA flood zone maps and the construction 
features of the buildings that mitigate those risks. The 
original flood reforms are all about raising premiums 
to match the flood risk of each property through the 
reduction of premium subsidies previously offered by 
the National Flood Insurance Program (NFIP). The latest 
round of flood insurance reform has limited the annual 
increases for some property owners, but it has not 
stopped the reduction of subsidies. Flood reform is still 
progressing, albeit at a slower rate.

Newly Mapped Into the SFHA — Started April 1, 2015
For one year only, until April 1, 2016, owners whose proper-
ties have been remapped into the high risk flood zone since 
October 1, 2008 have a last chance offer to be rated using 
a new procedure that FEMA calls Newly Mapped into the 
SHFA (high risk flood zone). This one year offer allows the 
purchase of a new NFIP flood policy with extremely low 
premium rates and without an elevation certificate. Then, 

in future renewal years, puts them on a slow progression 
up to full risk rates subject to the NFIP annual premium 
caps in place now. This policy, marching upward slowly, 
beginning at the lowest possible rate, can also be trans-
ferred to any subsequent buyer of the property creating an 
asset to the seller. A prudent property owner might want 
to buy into flood insurance available only for this one year 
period to assure a low cost policy without an elevation cer-
tificate is available to future buyers of his property. Mention-
ing this fact to owners remapped into high risk flood zones 
since October 1, 2008 demonstrates a well-informed agent 
has his clients’ best interests in mind both in protecting 
property as well as generating an important asset to the 
future sale of the property.

After April 1, 2016 the Newly Mapped into the SFHA pro-
cedure will be eligible to properties, without need for an 
elevation certificate, that undergo a map change moving 
them from low risk flood zones to high risk flood zones 
only for one year after the date of the flood zone map 
change. But the asset generated by the timely purchase 
of a low cost policy increasing very slowly up to full risk 
rates still applies both in protections to the property as 
well as the future transfer to any new buyer.

Information About Map Changes; Flood Reforms
Armed with this new opportunity, flood insurance agents 
need to be on top of their game and:

• be trained in the NFIP program,
• be informed of the effects of the flood reforms as 

they are implemented
• be aware of past and future FEMA flood zone map 

changes in their community.

How to Get in Synch?  
Agents should count on their flood insurance company 
and partner to keep them in synch with the ever chang-
ing flood reforms and annual changes to the NFIP.

• Intuitive online rating tools and flood policy training 
to guide agents through the flood transaction; keep-
ing them in compliance with the NFIP rules will be an 
important feature of the right flood insurance company.

Continued on page 58
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together to form an association, it allows people with 
similar concerns and issues to really leverage their 
unity. Association meetings, conferences, research, 
newsletters, marketing support, and so many other 
things are of great benefit. We understand associa-
tions and provide association members with unique 
insurance and risk management programs.

For the specifics of the programs of the associa-
tions we work with — just click on the association 
name on the left. If you are a member of an asso-
ciation and we are not currently working with 
your association, please contact Stan Logan, Jr. at 
stanloganjr@llhins.com or 502-499-6880. For 
example, we have health insurance programs that 
can provide significant cost savings and ease of com-
pliance with the new Health Care Reform.

Listed there are links to 20 different associations, each of 
which have some connection with LLH.

The Future
Stan’s answer as to what he sees as the future of the 
independent agency: “Insurance companies want more 

business and they want to do it with fewer partners. 
Technology is rapidly changing our business model but 
relationships and the role of the agent are still most 
important. Investing in the future, whether from technol-
ogy, younger blood, business structure, service, education, 
and company partners is critical.  But it has to start with 
convincing ourselves and the people who work for us that 
this is a great business with a bright future.”  

Using its association business as a motivator, LLH seems 
to be succeeding in that goal.

George Nordhaus is chairman of AgenciesOnline. For many 
years he has been considered one of the leading profession-
als in insurance agency marketing. He is a former EVP of two 
agents’ associations, creator of Insurance Marketing and 
Management Services, author of eight books on marketing, 
and is the host of “Monday Morning”, a weekly-recorded mini-
webinar. Mr. Nordhaus has earned numerous awards and hon-
ors from a wide array of insurance bodies and was inducted 
into the Tennessee Insurance Hall of Fame. He and his firm, 
AgenciesOnline, work as providers of complete marketing 
systems for agencies. AgenciesOnline can be found online at 
www.agenciesonline.biz.

Continued from page 36
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Sales Opportunity for Savvy Flood Agents      By Dolores D. Glass, ANFI

• A good flood partner offers a dedicated regional sales 
manager as a local resource to every agency, continu-
ing education credits in flood topics, marketing sup-
port and strategies to build their business.

• In addition the agent should count on timely com-
munications about NFIP flood reforms and benefit 
from evolving transaction tools to keep pace with 
flood reform changes and to retain flood policies that 
serve their clients’ needs.

• And, finally, the informed flood agent should be able 
to access the agent-only section of the NFIP website, 
FloodSmart.gov, to find the planned map revision 
schedule while keeping in touch with the local flood-
plain manager or community officials to stay current 
with dynamic map change schedules.

Selling and buying flood insurance is about evaluating 
flood risks and understanding the coverage offered by 
the flood insurance policy; this happens best through a 
strong relationship among the property owner, the agent, 

the flood company, the NFIP and the community officials.

The NFIP’s new procedure, Newly Mapped into the SFHA 
(high risk flood zone), has opened two new windows of 
marketing opportunity for flood insurance agents to sell a 
discounted flood insurance policy when FEMA flood maps 
change. Knowledgeable flood agents can build the right 
relationships to serve clients and build business.

More information about FEMA flood reforms and flood 
zone map changes is available to both consumers and 
agents at FloodSmart.gov, the website of the National 
Flood Insurance Program.

With 25 years’ flood experience, Dolores Glass, Senior Com-
munications Manager, communicates flood insurance issues 
for Wright Flood, the nation’s largest flood insurance company. 
Wright Flood is the industry leader with flood insurance as the 
core product and is dedicated to helping both agents and their 
clients understand flood risk and the federal flood insurance 
policy. Visit us at wrightflood.com.




