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Request for Proposal
Affordable Housing Industry Specialized Insurance Product
RFP Overview

The National Affordable Housing Management Association (NAHMA) plans to consider proposals for the creation of a specialized and superior Affordable Housing Industry Insurance product. NAHMA will review the proposals and decide whether or not to move forward with working with the proposing agency to offer the insurance product to its membership.
The purpose of this Request for Proposal (RFP) is to solicit proposals on the creation of a specialized and superior Affordable Housing Industry Insurance product from qualified brokers or agencies across the nation.
About NAHMA

The National Affordable Housing Management Association (NAHMA) is the leading voice for affordable housing management, advocating on behalf of multifamily property managers and owners whose mission is to provide quality affordable housing. Founded in 1990, NAHMA’s membership today includes the industry’s most distinguished multifamily managers, owners, and industry stakeholders.

NAHMA’s mission is to support legislative and regulatory policy that promotes the development and preservation of decent and safe affordable housing. NAHMA serves as a vital resource for technical education and information, fosters strategic relations between government and industry, and recognizes those who exemplify the best in affordable housing. NAHMA is the voice in Washington for 20 regional, state and local affordable housing management associations (AHMAs) nationwide.

NAHMA concentrates its efforts on housing policy, finance and other current issues shaping affordable housing legislation and regulation, presenting testimony, drafting white papers and disseminating alerts, newsletters and other communications to its members. NAHMA also maintains strategic alliances with other industry groups, thereby strengthening the voice of the affordable housing industry. 

Managers, owners, and industry stakeholders join NAHMA because it is essential to their business. They rely on NAHMA for representation in Washington, invaluable professional education, information, networking and opportunities for one-on-one dialogue with federal and state agencies impacting the industry.

For more information, please visit www.nahma.org.
Scope of Work

The goal of this RFP is to identify an Insurance Broker who can craft an insurance program that will address the unique needs of the NAHMA membership, and provide advantages in pricing, coverage, and services to members, as well as a royalty compensation to NAHMA, in recognition of the value leant to the program through association with the NAHMA brand.
The selected contractor must be able to meet deadlines set by NAHMA for the RFP process:
· NAHMA announces Request for Proposal – Jan. 21, 2011
· Proposals submitted to NAHMA – Feb. 18, 2011, 5 pm eastern
· NAHMA Board (Task Force) selects top two proposals – Feb. 25, 2011*
· Submitters of top two proposals receive an invitation to present their proposal in-person to the NAHMA Board in conjunction with the NAHMA March meeting – Invitations issued by Feb. 28, 2011*
· NAHMA Board holds special session to hear top two presentations in conjunction with the NAHMA March meeting – Special Board Session, Sunday March 6, 5:00 – 6:30 pm (each presentation to last no more than 40 minutes)*
· NAHMA Board meets at its regularly scheduled session on Monday, March 7, 5:00 – 6:30 pm and as part of the agenda, discusses the presentations and decides to move forward or not with one of the proposals*
· NAHMA contacts all proposal submitters and lets them know the outcome of its deliberations – Wednesday, March 9, 2011*
* If the number of submitted proposals is quite large, beyond current expectations, then the NAHMA Board task force might not be able to meet the Feb. 25 deadline, and all subsequent deadline dates will be adjusted. If this is the case, NAHMA will notify all submitters of the new timeline.
NAHMA Support

NAHMA will administratively support the contractor as follows:

· Support of the insurance program by providing marketing opportunities on the association’s website and at conferences, as well as access to members or members’ representatives.
· NAHMA’s support will not go beyond accepted trade association industry practice so as to protect it from tax, liability and other exposures.
RFP Procedures

RFP responses should address the following criteria, which will be carefully assessed during the review process, as well as provide written responses to all questions outlined on pages 4-5:

· Contractor’s credentials in the area of Insurance and Risk Management 

· Contractor’s experience with Real Estate and Affordable Housing Insurance
· Ability to meet specific deadlines outlined in the RFP and the contract executed between NAHMA and the contractor
· References applicable to expertise 
RFP Document Format

· Limit proposals to a maximum of 40-50 pages to ensure brevity and specificity

· Brokers are not to approach any insurance markets during this process

· All RFP responses and questions are to be addressed to: Kris Cook, Executive Director, NAHMA    
RFP Timeline

	Date
	Activity



	Jan. 21, 2011
	NAHMA publicly announces Request for Proposal

	Feb. 18, 2011
	Proposals submitted to NAHMA by 5 pm eastern

	Feb. 25, 2011*
	NAHMA Board (Task Force) selects top two proposals

	Feb. 28, 2011*
	Invitations issued to submitters of top two proposals to present their proposal in-person to the NAHMA Board in conjunction with the NAHMA March meeting

	March 6, *
5:00 – 6:30 pm
	NAHMA Board holds special session to hear top two presentations in conjunction with the NAHMA March meeting (each presentation to last no more than 40 minutes)

	March 7, *
5:00 – 6:30 pm
	NAHMA Board meets at its regularly scheduled session on Monday, and as part of the agenda, discusses the presentations and decides to move forward or not with one of the proposals

	March 9, 2011*
	NAHMA contacts all proposal submitters and lets them know the outcome of its deliberations


* If the number of submitted proposals is quite large, beyond current expectations, then the NAHMA Board task force might not be able to meet the Feb. 25 deadline, and all subsequent deadline dates will be adjusted. If this is the case, NAHMA will notify all submitters of the new timeline.

Evaluation Process
The evaluation process is outlined in the timeline above. The NAHMA Board of Directors, comprised of CEOs and senior staff of the nation’s leading property management companies, will conduct the evaluations.
Submissions must be sent electronically, in either MS Word or PDF format to Kris Cook, Executive Director, NAHMA, at kris.cook@nahma.org. Submissions may also be sent in electronic format on CD-ROM or thumb drive to Kris Cook, Executive Director, NAHMA, 400 N. Columbus St. Ste.203, Alexandria, VA  22314.
Request for Proposal

Affordable Housing Industry Specialized Insurance Product
Please provide answers to the following questions in as efficient a manner as possible.

GENERAL COMPANY INFORMATION

1) Provide a brief history of your company, including the number of years your firm has been in business and the number of years of experience in the affordable housing industry and association programs.
2) Describe your company’s mission.

3) Provide a brief summary of your company’s operations, including your organizational structure, offices, and locations.
4) How many employees work for your company and how many would be dedicated to this project?
5) Describe your professional standards associated with the placement and administration of insurance programs.  Include information relevant to the timing, selection, communication and documentation of programs.
6) Provide a partial list of your company’s customers and the type of services that you provide them.  
7) Do you carry Professional Liability insurance to protect the firm and your clients?  What is the name of your insurer?  What limits do you carry?  Will you provide certificates of insurance if requested?

8) List by insurer name and estimated % of total premium the top 15 insurers placed by Supplier.

9) Describe how your firm monitors insurer solvency and ratings.  Do you notify your clients when an insurer’s rating drops?  If so, how is this communicated?
EXPERIENCE

10) Describe your company’s experience with similar programs/projects, particularly related to providing a customized national insurance product via partnership with a national trade association.

11) Do you currently service any other affordable housing associations or customers of affordable housing associations?

12) Do you offer any feature(s) that might be unique to the affordable housing association community?

13) What distinguishes your company and your products from your competition?

PROJECT - SPECIFIC INFORMATION

14) Provide a detailed explanation of the marketing philosophy and approach to designing coverage for association members.
15)  Describe ancillary services that would be offered at no additional cost in conjunction with the supply of “Core Insurance Brokerage Services”.
16) Describe your process for responding to information requests and re-designs.

17) Please provide your proposed compensation for the project, as outlined under Scope of Work on page 2. 
18) Please provide an explanation of the contract language you would propose that would limit and/or indemnify NAHMA from any liability that might conceivably be associated with its participation in the program or association with the insurance product.
REFERENCES

19) Please list the organization name, contact person and telephone number of three (3) references for similar projects, as well as a brief description of each project. 

OTHER

20) Provide any other information that you believe is pertinent to this Request for Proposal. 
21) Which office of your organization will have primary responsibility for this account?

22) How would you handle owned and managed properties where contractual relationships are currently in place with other brokers?

23) What exposure identification and evaluation assistance do you propose?

24) What makes your Loss Control Services unique and effective?

25) How are certificates of insurance requests handled?
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