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Insure With Grimshaw: How Do We Navigate the Current
Cyber & Technology Market?
In the below article, Cyber & Technology insurance specialist George Grimshaw discusses
current trends in the world of Cyber & Technology insurance and how to navigate the
challenges of the “Soft Market” as a Lloyd’s and London Market Broker.

London, United Kingdom Apr 16, 2025 (Issuewire.com)  -  Over the past year, the Cyber &
Technology market has presented significant challenges for Lloyd's and London market brokers.
Softening market rates and increased competition from new MGAs and specialist brokers have
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transformed the landscape of wholesale insurance broking in this sector, creating both opportunities and
challenges.

In this evolving marketplace, brokers are facing critical questions about differentiation and value
creation. With numerous new entrants establishing their niches - whether through AI-integrated broking
processes, innovative vulnerability scans, or streamlined Quote and Bind systems -the question
remains: how can established brokers truly stand out?

While innovation in the space is welcome and necessary, George believes that quality service remains
the fundamental differentiator. The insurance market is advancing at unprecedented speed, with
innovation reaching new heights and growth expectations multiplying. However, there appears to be a
gap in service innovation for clients.

George suggests that innovation in service provision represents the next game-changing opportunity in
the Cyber and Technology market. His approach differs from conventional methods, emphasising a
holistic service model that extends beyond specialist advice and rapid response to include educational
content and tools that equip both brokers and insureds to navigate the complexities of Cyber and
Technology insurance.

George’s educational approach includes providing connections with short videos on emerging trends,
distributing newsletters covering in-depth discussion points and industry-specific applications,
conducting monthly mail campaigns, and offering webinars and in-person seminars to broker partners -
all without resorting to aggressive sales tactics.

The philosophy is straightforward: better-informed brokers can deliver superior service to clients.
However, education alone isn't sufficient. With the proliferation of automated systems and accelerated
broking cycles, there's a risk of losing sight of the primary objective: providing clients with excellent
service and the necessary tools for making informed insurance decisions.

While complementary risk management services and legal support add value, they become
commoditised when universally offered. True differentiation comes from deep product knowledge,
customer understanding, and service excellence.

George clarifies that he does not oppose innovation but believes that building enduring client
relationships requires direct communication, discussions about complex coverage issues, and
adaptation to today's fast-paced broking environment.

This can be achieved through a comprehensive service approach: providing education, simplifying risk
capture by eliminating proposal forms, engaging in meaningful conversations with underwriters,
understanding clients' businesses, and tailoring coverage to specific needs.

The solution isn't reverting to traditional methods but striking a balance between innovation and
established service principles - perhaps recognising the wisdom in not fixing what isn't broken - And as
he always says, don't forget to "Insure With Grimshaw!"
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