VORTEX.

WEATHER INSURANCE

How Brokers Can Use Excess-Show and
Lack-of-Snow Coverage to Strengthen

Every Renewal

For many commercial organizations, the winter
months represent more than just another
quarter on the calendar—they define whether
the fiscal year succeeds or fails. Excessive
snowfall rapidly consumes budgets through
inflated snow-removal expenses, overtime
labor, and widespread operational disruption.
Conversely, deficit snowfall severely impairs
ticket sales, plowing contract revenues, and
seasonal foot traffic. Standard property and
casualty programs are structured to repair
broken physical assets; they rarely respond
when operational harm appears strictly on the
profit and loss statement as missing revenue or

line-item budget overruns.

This white paper provides commercial brokers
with a structured framework for introducing
excess-snow and lack-of-snow parametric
solutions alongside standard property, general
liability, commercial auto, and broader P&C

lines. Within this guide, brokers will find:

- A deep dive into why snowfall volatility
represents an unmanaged financial risk for
both snow-dependent and snow-averse

clients.

- An accessible, plain-language explanation
of parametric snow insurance triggers and

payout mechanics.

- Detailed excess-snow, lack-of-snow, and
event-based structures—complete with
working numerical examples—ready for

client presentation.

- Guidance on payout flexibility,
demonstrating how clients deploy funds
toward holiday crew overtime, lost ticketing

revenue, and recovery marketing.

- A four-step conversation framework
designed to make snow coverage a
standard element of the annual renewal

pprocess.

By introducing trigger-based snow coverage,
brokers can stabilize client winter budgets,
deepen long-term advisor trust, and
differentiate their firm’s capabilities in the
marketplace without creating back-office

operational strain.



The Hidden Line
Item in Winter

Renewals

For snow-dependent businesses—
such as ski resorts, winter attractions,
snow-removal contractors, and cold-
weather tourism operators—a mild,
low-snow winter leads to immediate

financial strain:

Standard commercial renewal proposals follow
a predictable structure: property, general
liability, commercial auto, umbrella, workers’
compensation, and occasionally inland marine
or environmental coverage. However, these
programs routinely omit the single line item
that volatile weather impacts most directly:

seasonal snowfall totals.

Conversely, for snow-averse
organizations—including
municipalities, departments of
transportation, retailers, logistics
fleets, educational campuses, HOAs,

healthcare systems, and school

o o districts—a harsh, stormy winter
- Declining visitor volume, reduced o
) . creates severe budgetary friction:
ticket sales, and lower lodging

bookings. - Unplanned, compounding overtime

. . . pay for public works and facility
- Under-utilized equipment and idle

operational capacity under fixed crews.

contracts as well as revenue loss - Unplanned spikes in salt, sand, fuel,

with per-push contracts. and third-party contractor invoices.
- Mandatory discounting strategies - Accelerated equipment wear-and-

that compress profit margins tear along with service disruptions

simply to maintain basic foot traffic. that push expenses far beyond

approved annual budgets.

Traditional property and liability insurance policies focus strictly on direct physical damage and
narrowly defined covered causes of loss. They adjust claims slowly through site inspections, loss
documentation, and adjuster reviews, and they rarely trigger when financial domage stems
solely from persistent storms, depressed lift-ticket sales, or over-budget plowing expenses. This
leaves brokers explaining why core coverage failed to respond to a winter that disrupted an entire

season. Supplemental parametric snow insurance bridges this specific coverage gap.



Parametric Snow Insurance
in Plain Language

Vortex snow insurance operates on a parametric model, distributing a pre-agreed financial
payout when specific weather conditions occur. Instead of relying on traditional, length loss
adjustment processes, claims are validated using objective, independent weather data. When a

defined weather trigger is met, payment is issued automatically.

Every parametric snow policy is constructed using five core parameters:

Coverage Period
The designated winter operating window or fiscal budget period (e.g.,

November 1 through March 31).

Location
A designated official weather reporting station or specific National

Gridded Snowfall Analysis (NGSA) cell representing the insured’s

operational area.

Trigger Threshold
A specific seasonal snowfall total, a cumulative event count, or a critical

date benchmark that threatens the client’s financial stability.

Payout Rate (“Tick”)
A pre-determined dollar amount paid per inch of snowfall or per

qualifying storm event beyond the selected threshold.

Maximum/Aggregate Limit
The absolute maximum policy payout for the covered season.

Rather than debating line-item loss records after a winter storm season concludes, the broker,

client, and Vortex establish clear, objective metrics before binding:

“If seasonal snowfall finishes above or below X inches—or if the location experiences more
than Y qualifying storm events—the policy pays $Z per inch or per event, up to the maximum

policy limit.”

This data-driven mechanism uses the same underlying technology Vortex applies to parametric

rain, hail, and hurricane coverages, adapted specifically for snow exposure.



Why Present Show
Coverage at Renewal—

® It does not cover third-party slip-and-fall liability claims or

direct physical asset damage.

@ It does absorb financial shock and revenue volatility caused by

abnormal winter weather conditions.

This distinction makes snow coverage an effective supplement

across three primary renewal objectives:

Budget Stability

Municipalities, public entities, retailers, university campuses, HOAs, and logistics firms can protect
general operating funds, stabilize operational cash flow, and turn unpredictable, storm-driven

expenses into a fixed, transparent line item.

Revenue Protection

Ski resorts, winter attractions, and snow-removal contractors can safeguard revenue streams,

protecting ticket sales, hospitality bookings, and per-push operational income during light winters.

Relationship Protection

Brokers can mitigate client attrition following severe, unmanaged weather losses while
differentiating their practice by introducing specialized weather risk solutions that competitors

routinely overlook.

Integrating snow options into the annual renewal packet transforms winter risk management
from a reactive, unmanaged exposure into a structured, forward-looking risk transfer strategy

that gives CFOs, board members, and finance committees definitive answers to weather volatility.



Four Core Structures You Can Put
in Front of Clients

Vortex offers four core snow insurance structures that address complex
operational risks.

1. Seasonal Excess-Snow Coverage (snow-Averse Risks)

This structure protects organizations where severe winter weather drives
snow removal, labor overtime, and operational expenses beyond budgeted
allowances. It is tailored for snow removal operations, municipalities, DOTs, retail

centers, corporate campuses, logistics fleets, and large property management

Coverage Period: November 1 — March 31

Location Reference: Agreed official weather station (e.g., Minneapolis International Airport)
Trigger Threshold: Seasonal snowfall exceeding a set operational benchmark (e.g., 70 inches)
Payout Rate: $50,000 per inch recorded above 70 inches

Maximum Limit: $1,000,000 aggregate cap (fully exhausted at 90 inches)

Working Example: Municipality

A city establishes a policy with a 70-inch threshold paying
$50,000 per inch above that mark up to a $1,000,000 maximum
limit. If the season concludes with 80 inches of cumulative

snowfall (10 inches above threshold), the payout calculation is:
Payout =10 inches x $50,000 [ inch = $500,000

Because payout funds are not tied to specific repair invoices,
the city can allocate the $500,000 directly toward public
works overtime, contractor push invoices, salt/sand/fuel

replenishments, equipment repairs, or reserve fund restoration.




2. Seasonal Lack-of-Snow Coverage (Snow-Dependent Risks)

This structure protects businesses reliant on consistent winter weather to drive top-line revenue,
protecting ski resorts, winter sports centers, snow-removal contractors, equipment rental shops,

and seasonal tourism operators against warm or dry winters.

Working Example A: Ski Resort

Coverage Period: November 1 — March 31

Trigger Threshold: 40 inches of cumulative seasonal snowfall
Payout Rate: $50,000 per inch below 40 inches

Maximum Limit: $1,000,000 (reached at 20 inches or less)

If the season records only 30 inches of snow (10 inches below

threshold), the calculation is:

Payout = (40 inches - 30 inches) x $50,000 / inch = $500,000

Working Example B: Show Contractor
Location: Boston Logan International Airport
Coverage Period: November 15 - March 31

Threshold: 12 inches (minimum snowfall required to meet
projected per-push contract revenue)

Payout Rate: $10,000 per inch below 12 inches

Max Limit: $80,000 aggregate cap

If the season records only 6 inches of snow (6 inches below

threshold), the calculation is:

Payout = (12 inches - 6 inches) x $10,000 / inch = $60,000

Policyholders deploy these funds to maintain year-round core staff, satisfy fixed operating
liabilities (equipment leases, utility expenses, debt service), issue customer credits, execute spring

recovery marketing, or offset missing per-push contract revenue.



3. Snow-Event Coverage (Excess Number of Events)

Certain organizations are impacted less by total seasonal snowfall volume and more by the
frequency of individual snow events that require crew dispatches, road clearing, or salting
operations. This structure is suited for public works departments, per-push contractors, retail

centers, and logistics operations.

Policy Mechanics:

- Define an event threshold (e.g., any 24-hour period recording 21.0 inch or 23.0 inches of
snow).

- Establish an event deductible representing the number of storm dispatches the client can
self-fund within their baseline budget.

- Set a fixed payout rate per qualifying event once the deductible is exceeded.

Working Example: Airport Contractor

A contractor in Mercer County sets a policy tied to Trenton-
Mercer Airport from November 15 to March 31. An event is defined
as 21.0 inch of snow in 24 hours, with a 10-event deductible,

paying $10,000 per event up to $50,000. If the winter delivers 15

qualifying events (5 events above the deductible), the payout

calculation is:
Payout = 5 excess events x $10,00 | event = $50,000

Funds cover overtime costs, fuel, vehicle maintenance,

and unexpected subcontractor fees generated by frequent

dispatches.

4. Unique, Single-Day, or Holiday Coverage

Single calendar days or holiday weekends can dictate the financial success of an entire
winter season. Parametric policies can be structured around short, specific time windows,
including high-profile stadium events, key holiday travel weekends for resorts, or promotional
marketing campaigns tied to specific weather targets. Policies can trigger on specific dates
(e.g., any Saturday in December exceeding 2.0 inches of snow) or anchor dates critical to

operational revenue.



Payout Flexibility:
Use It Where Winter

Actually Hurts

A primary advantage of parametric snow
insurance is that payout proceeds are
disbursed without requiring line-item proof

of loss or repair invoices. Once third-party
weather data confirms that the agreed trigger
has been met, the claim is settled based on

objective metrics.

SNOW-AVERSE USES
Public works & crew overtime
Subcontractor overages
Emergency salt, sand & fuel
Fleet repairs & maintenance

Reserve fund restoration

Clients maintain full discretion over how to
deploy payout proceeds, addressing financial
pressure wherever it impacts operations most.
This flexibility resolves common operational
challenges—such as emergency crew overtime
during holiday weekends—without delaying

access to cash flow.

SNOW-DEPENDENT USES
Core staff payroll retention
Fixed leases & debt service

Equipment maintenance & loans

Recovery marketing campaigns

Customer credits & make-goods




v Classify the Operational Exposure

Begin by determining the client's fundamental sensitivity to winter weather:

“When evaluating your annual profit and loss statement, does seasonal snowfall primarily
benefit your business, or does it create budget strain?”

Benefited by snow: Present lack-of-snow structures (ski resorts, winter attractions, snow controctors).

Harmed by snow: Present excess-snow or event-count structures (municipalities, retailers, logistics
fleets, corporate cqmpuses).

¥J Quantify the Tipping Point
Identify the operational threshold where snowfall begins to disrupt the client’s financial targets:

“At what seasonal snowfall total or frequency of storm dispatches do weather costs exceed
your operating budget or impact projected top-line revenue?”

Align this discussion with concrete line items, such as seasonal contract terms, projected lift-ticket
sales, or budgeted overtime allocations.

g Map a Parametric Structure

Using the client’s operational tipping point, construct a preliminary parametric structure:
- Select a seasonal excess-snow policy for snow-averse clients.
- Select a seasonal lack-of-snow policy for snow-dependent clients.
- Select an event-based structure where frequent, smaller storms drive cumulative costs.

Demonstrate how the selected model would have performed during a recent severe or mild
winter outlier.

v Position Vortex as a Supplemental Coverage Layer

Using the client’s operational tipping point, construct a preliminary parametric structure:
- It is admitted, A+ rated, trigger-based coverage that sits alongside standard P&C programs.
- It settles claims based on objective snowfall data rather than disputed loss adjustments.
- It stabilizes operating budgets and protects cash flow against severe winter weather.
Conclude with a clear next step:

“Let’s have Vortex model a few excess-snow or lack-of-snow pricing options around these
operational thresholds so you can evaluate precise payouts alongside your core renewal package.”



Making Snhow Coverage a Default Part of Renewal

To make parametric snow solutions a standard part of the annual renewal process, brokers can

integrate winter weather reviews into agency workflows:

Checklist Integration
\/ Add a mandatory “snow-exposure review” field to standard agency renewal

checklists for accounts operating in cold-weather regions.

Pre-Renewal Screening
Conduct a brief winter risk assessment prior to issuing final client proposals.

Stewardship Reporting
\/ Incorporate a dedicated winter weather slide in annual stewardship decks
summarizing historical 3- to 5-year weather impacts alongside prospective

parametric options.

Vortex supports broker workflows with client-ready marketing visuals, technical training, policy

documentation, and administrative guidance to assist with E&O compliance.

Conclusion: A Simple, Broker-Friendly
Way to De-Risk Winter

Winter weather remains a primary source of budget uncertainty for commercial organizations.
Deficit snowfall jeopardizes seasonal revenue, while excessive snowfall inflates operating costs
beyond budgeted limits. In both cases, standard property and casualty insurance policies leave

financial lines exposed.

Parametric snow insurance from Vortex bridges this gap by offering transparent, pre-agreed
weather triggers, unrestricted payouts, and turnkey broker tools designed to fit standard renewal

schedules seamlessly.

Integrating excess-snow and lack-of-snow coverage into annual renewals allows brokers
to protect client balance sheets from severe seasonal volatility, introduce trigger-based risk

solutions, and reinforce long-term client retention.
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To model a customized snow structure or request a broker consultation,
visit vortexinsurance.com or call 866-997-2469.



