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Mogil Organization LLC 
Steven B. Levine, Executive Vice President

Greenwich, CT       Leading Insurance Advisor

What insurance lessons were 
learned from Superstorm Sandy?  ?  
By Steven B. Levine

All of us in the insurance indus-
try, as well as our clients, learned 
many lessons from Superstorm 
Sandy and answered many ques-
tions. For example: Did our carri-
ers honor their commitments in 
a fair and equitable fashion? Were 
the insurance adjusters respon-
sive? Did our clients have the 
appropriate coverage?

Sandy was a unique experience 
for us in the Northeast. While we 
have witnessed such super-storms 
and disasters in other parts of the 
country, from the perspectives of 
family members, friends and the 
media, this was truly a first for us 
as insurance professionals and as 
residents in the tri-state area. In 
fact, our agency’s New York office 
fell victim to the storm. However, 
our backup plans kicked into place, 
and relying on technology redun-
dancy and our Greenwich office, we 
were able to serve our many clients.

As we processed over 1,000 cli-
ent claims, we relied upon the high 
level of quality of our carriers and 
were reminded why we do busi-
ness with them and why we only 

recommend the most reputable 
insurance providers to our clients. 

The claims adjusters, coming 
to the Northeast from all parts 
of the country, were most helpful 
and empathetic. 

We reinforced with our clients 
the fact that effective communi-
cation was the key to a seamless 
claims resolution process. We all 
learned about the challenges faced 
by the FEMA adjusters, involving 
shortages of fuel for their cars, 
disruptions in cell phone service 
and slow turn-around times in the 
initial days after the storm. 

Additionally, our clients appreci-
ated the fact that we advocated for 
them every step of the way. This 
included coverage analysis for 
both our commercial clients and 
personal clients. 

We also attended mediation 
hearings along with our clients. If a 
claim was denied by an insurance 
carrier, we did not always simply 
accept “no” for an answer, if we felt 
that coverage was afforded in the 
policy. This is just one example of 
how we distinguished ourselves as 

an independent agent versus an 
agent for a direct carrier. 

During this crisis, carriers serv-
ing the specialized needs of the 
affluent market differentiated them-
selves from other carriers in terms 
of service levels, responsiveness 
and coverage. We, as the broker, 
responded immediately and effec-
tively to each client inquiry and 
claim. We brought understanding 
and empathy to each situation, 
including expediting the claims 
process for our insureds. 

Sandy reaffirmed our knowledge 
that as experts in the insurance 
field, it is our responsibility to com-
municate clearly with our clients, 
ensure that they have the most 
appropriate coverages (including 
FEMA for primary flood insur-
ance), advise properly on the pros 
and cons of deductible alternatives 
and assist in the selection of the 
most appropriate insurance carrier 
for their specific need.

Our commitment to superior 
service came through during Sandy 
and contributes every day to the 
growth and trust of our client base. 
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How to reach Steven B. Levine

Mogil is dedicated to providing superior 
and personalized service to our clients in a 
timely manner. To learn more about how 
we can help service your insurance needs, 
please call me at 203.661.8126. 
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Mogil Organization LLC     41 West Putnam Avenue, Greenwich, CT 06830     203.661.8126
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Insurance Services Experience  26 years 

Insurance Services Provided  Extensive experience in personal 
lines insurance placement, including in-depth claims knowledge
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“The carriers that serve the high net worth 
market differentiated themselves from the 
rest of the market in terms of service levels, 
responsiveness and coverage.” 
—Steven B. Levine

147W O R T H . C O M        O C T O B E R - N O V E M B E R  2 0 1 4

Email  stevenlevine@mogil.com

Website  www.mogil.com

 About Steven B. Levine  
Steven B. Levine, executive vice president, began his career at the Travelers Insurance Company, specializing 
in the life and health segment. In 1990, Mr. Levine moved to the brokerage side and developed the concept of 
employer-based affinity group marketing. He also implemented the concept of work environment insurance 
placement, allowing professionals the opportunity to purchase property and casualty products utilizing 
their employment status. The Mogil Organization LLC is proud to represent some of the largest global legal 
institutions in this capacity today. In 2000, Mr. Levine joined Mogil and now specializes in employer-based 
insurance placement, obtaining insurance for unique, often complicated personal lines risks. His expertise 
extends to yacht coverage, watercraft pollution and extensive property schedules. Mogil is also recognized 
for its expertise in the professional liability sector for financial institutions and many law firms. Mr. Levine 
lives in Larchmont, NY, with his wife and their three daughters.

WHAT I ’M READING NOW…

Open, the autobiography of Andre 
Agassi, which details his journey, 
despite adversity, to become 
the number one tennis player 
in the world 

MY HOBBIES ARE…

Golf and tennis...I find that both 
help clear and focus the mind. 

WHAT MAKES A GOOD CLIENT…

An engaged client who requires our 
firm to exceed their expectations and 
appreciates the mutual respect of the 

client/advisor relationship
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the evolution of financial intelligence

R E P R I N T E D  F R O M

®

Mogil Organization LLC is featured in Worth® 2014 Leading Wealth Advisors™, a special section in every edition of Worth® magazine. All persons and firms appearing in this section have  
completed questionnaires, have been vetted by an advisory group following submission by Worth®, and thereafter paid the standard fees to Worth® to be featured in this section. The information 
contained herein is for informational purposes, and although the list of advisors presented in this section is drawn from sources believed to be reliable and independently reviewed, the accuracy 
or completeness of this information is not guaranteed. No person or firm listed in this section should be construed as an endorsement by Worth®, and Worth® will not be responsible for the 
performance, acts or omissions of any such advisor. It should not be assumed that the past performance of any advisors featured in this special section will equal or be an indicator of future 
performance. Worth®, a Sandow Media publication, is a financial publisher and does not recommend or endorse investment, legal or tax advisors, investment strategies or particular  
investments. Those seeking specific investment advice should consider a qualified and licensed investment professional. Worth® is a registered trademark of Sandow Media LLC.  
See “About Us” for additional program details at http://www.worth.com/index.php/about-worth.
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