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www.progressiveagent.com

WE CAN HELP your CustomErs 
INsurE ANytHING oN Four WHEELs,
tWo WHEELs or No WHEELs At ALL. 

THE ONE STOP-SHOP THAT SAVES YOUR CUSTOMERS AROUND $550 ON THEIR AUTO INSURANCE. Partner with a leader. It’s no secret  
why drivers use independent agents. You offer quality service, and a convenience second to none. But Progressive can help too. Because Progressive is  

not only a leader in auto insurance, but also truck, boat, motorcycle and RV. Plus, drivers who switch to Progressive save an average of $550  
on their auto insurance. So no matter what you’re helping your customers insure, together  — we can help them insure it for less. 

Progressive Casualty Ins. Co. and its affiliates, Mayfield Village, OH. Auto insurance prices and products are different when purchased directly from Progressive or through independent agents/brokers. 
Not available in all states. Market positions from Highline Data’s 2007 written premium data, NAIC 2008 market share data, and 2008 Millward Brown & Harris Interactive survey data.  10A0065.B (01/10) 

/ / / /
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It’s March.  An outbreak of over 100 tornados has hit the south 
and Midwest, killing nearly 40 people and taking entire towns 
off of the map.  Insurance companies identify the zip codes of 
the areas hit and begin the process of dispatching adjusters, 
who have been trained to pack and leave their homes with only 
a few hours of notice. Our reputation and the reputation of our 
industry will depend on how and when they settle claims.      

Unfortunately, due primarily to weather, homeowner’s 
insurance policies have suffered the same over utilization 
as health insurance policies.   Slowly, premiums have begun 
to creep higher, along with deductibles.  In addition, more 
subtle contract exclusions and coverage changes have been 
implemented.    

Changing Homeowner Policies
Deductible Increases
Most carriers and their underwriters believe that $1,000 is the 
new standard deductible for all homeowners.  Sometimes 
percentage deductibles are employed.  Most common is a 1% 
wind and hail deductible.  The calculation of this deductible is 
based on Coverage A, dwelling limit.  

Valuation of Property
Most policies are still written on a replacement cost basis, 
however some policies have been endorsed to provide only 
actual cash value coverage for roof claims.  (Replacement cost 
on the day of the loss, less depreciation)  Some will provide 
replacement cost, unless the roof is more than 10 years old, at 
which time the coverage changes to actual cash value.

At least one policy sold represents their policy as one that will 
provide similar construction of the building, which may not 

mean exact replacement.  Some policies will not pay to match 
siding and roofing material when all sides of the dwelling have 
not been damaged, but may offer the opportunity to buy 
coverage back for a low premium.  

Guaranteed replacement cost of the dwelling has been removed 
and reduced on some coverage forms.  Many require prompt 
reporting of home improvements and alterations.  Often, 
acceptance of annual Coverage A increases are necessary as a 
condition of this endorsement.

Many homeowner policies, including the Insurance Service 
Office forms, have coinsurance as a policy condition.  If the home 
is not insured to at least 80% of the full value replacement cost 
at the time of loss, the customer will be penalized financially for 
a partial loss.  

Homeowner Contracts  
Agents must remain educated about the policies they sell.   If 
a standard policy is 22 pages long with 9 exclusions, a 60 page 
policy with 36 exclusions will not be as favorable to the customer 
at the time of loss.  Companies feel that some consumers would 
favor less coverage for a lower premium.

Consumer Protection
Because individual consumers are by and large less 
sophisticated insurance buyers, Minnesota—along with several 
other states—has enacted a great deal of legislation designed 
to protect consumers’ interests.  Additionally, the Commissioner 
of Insurance has an ability to promulgate administrative rules 
regarding insurance policies that further protects the consumer.   

Non-Renewals Based on Losses
Many Minnesota customers have received claim payments 
due to weather related claims.   Current administrative rule, 
2880.0200, Grounds for Non-Renewals, precludes an insurance 
company from non-renewing or charging customers for 
weather related insurance losses.    With regard to losses, the 

The Perfect 
Storm
by Gloria J. Thompson

A 1% deductible on a policy that has a $500,000 dwelling 
limit would be $5,000.

45 Platinum Partner Profile
allied Insurance
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Bridge the gap between your clients’  
exposures and their protection.

• Commercial• Personal • Professional • Brokerage • Binding • Risk Management Services

Minneapolis, Minnesota | 612.564.1880
toll free 800.637.7318 | fax 612.564.1881
minneapolis.burnsandwilcox.com

It starts with the breadth of our product knowledge. And extends 
to our unparalleled access to markets. At Burns & Wilcox, our 
experts possess the resources to protect your clients against any 
risk. From Property to Excess, Professional to Environmental, 
we can handle your clients’ exposures no matter what industry 
they are in. Plus, our quick quoting capabilities can grant them 
protection in no time. That way, if a mistake does happen, it will 
be water under the bridge.

Burns & Wilcox is exclusively endorsed by the MIIA as a provider of choice. 

30560_BURNS_MN1_Minnesota News_APPROVED.indd   1 3/13/12   4:33 PMwww.minneapolis.burnsandwilcox.com



President’s Message continued on page 7

How did you start your career in the insurance industry?
I originally started my career in insurance when I was very young by opening envelopes and helping my father 
process policies a few hours everyday.  After high school and college my fathers business was growing and he 
needed more sales staff so naturally he asked me to join the firm on a temporary basis to see if I liked it.  After 
30 years I love the industry and the people; I’ve never looked back!

Tell us a little bit about your agency?
Our agency was originally started in 1960 by my father Warren Wunderlich.  My brother Tom and I both worked 
with him until we purchased the agency in 2005.  We are located in beautiful Winona, MN which is 2 hours 
south of Minneapolis with a fantastic view of the Mississippi River and bluffs.  Our agency is comprised of 
approximately 65% personal lines and 35% commercial insurance.  We definitely have a small town atmosphere 
and enjoy the company of our clients we work with.

And your family?
I am very a blessed man.  My beautiful wife Heidi is a wonderful mother and caregiver to our children.  She has 
been such a help and support in my career and keeps me grounded.   Heidi works for Benson & Merchlewitz 
law office here in Winona and runs her own online business as well.  I have a total of 5 children; my oldest 
Brianna recently graduated from St. Thomas University and is currently working at Stuart Companies for the 
marketing department in St Paul, MN.  She qualified for state gymnastics all 4 years at Cotter High School.  
Dane is a junior at St Cloud University this year studying outdoor recreation and sports management with a 
minor in business management.  He was a starter for the Cotter High School football team before an ACL injury 
ended his football career.  Jillian is starting her first year at Northern Iowa University studying public relations 
and communications with a certificate in non profit associations.  She was the captain of the tennis team and 
number one singles player at Cotter High School.  Andie is in 2nd grade this year at Bluffview Montessori, and 
involved in dance, swimming and a little of everything else.  Sawyer the youngest will be 2 in May, he is full of 
energy and a joy to be around, like his dad he also enjoys shooting hoops.  

What sort of community service are you involved in?
I enjoy volunteering whenever possible but as an agency we like to spread 
out our donations and time to many various organizations in the Winona area 
such as Cotter High School, Big Brothers and Sisters, Minnesota Deer Hunters 
Association, and the Exchange Club Child Abuse Program.

What do you find fulfilling about being an insurance agent?
I love working with people on a daily basis, I enjoy the business and personal 
relationships and seeing them grow throughout the years.  

Robert Wunderlich
robbw@wunderlichinsurance.com President’s Message

Robert Wunderlich of Wunderlich Insurance Agency, Winona, MN 
was recently installed as Minnesota Independent Insurance Agents 
and Brokers Association President.  Minnesota News sat down with 

Robb to hear his insights on his upcoming term as President.
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Auto-Owners Insurance ranks highest among auto insurance providers in the J.D. Power and Associates 2008-2011 Auto Claims StudiesSM.  Study based on 11,811 
total responses, ranking 26 insurance providers.  Excludes those with claims only for glass/windshield, theft/stolen, roadside assistance or bodily injury claims.  Pro-

prietary results based on experiences and perceptions of consumers surveyed March – July 2011.  Your experiences may vary.  Visit jdpower.com.

Thank you  
agency partners!

Auto-Owners Insurance is  
“Highest in Customer Satisfaction  

with the Auto Insurance Claims Experience,  
Four Years in a Row,” according to

 J.D. Power and Associates!

Auto-Owners Insurance.  The “No Problem” People.®

www.auto-owners.com
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How has the Big ‘I’ benefited you professionally 
and or personally?
Being part of the Big I has introduced me to a 
lot of influential insurance colleagues that have 
both helped me be a better agent and become 
more informed on what is currently effecting the 
insurance industry in Minnesota.

Who is/was your biggest influence?
My father was definitely the biggest influence 
in my insurance career; he started the agency 
by himself in 1960 and is still continuing to 
work in insurance after all these years.  He was a 
dedicated father to provide for his family and an 
incredibly involved insurance agent who cared 
for his clients and provided the best possible 
policy and service for them at all times.

What in your professional experience as an 
independent insurance agent has prepared 
you for being the President of the MN Big ‘I’?
I have 30 years experience in the insurance 
business and learned it from the ground up 
first as a producer then to an agency principal 
handling the everyday responsibilities of the 
office.  As an owner especially, I understand the 
needs of our independent agencies to provide 
the best policies and best prices for our clients.

If asked, “Why should I join the Big ‘I’” what would your answer be?
You meet a tremendous amount of people from all walks of life sharing a similar goal of being successful in the 
insurance industry.  It truly pushes you to be the absolute best agent that you can be.

What is your advice to Young Agents as they begin their careers in the insurance industry?
I would say being professional and sincere will bring in the kinds of clients that will last you a lifetime.  Also 
make sure you’re taking time off to appreciate your family and friends, its important not to spread yourself too 
thin.  

What significant changes do you foresee in the industry over the next 5-10 years?
I think that our independent agencies will continue to prosper and grow.  Taking care of our clients and 
providing the best service is going to keep us from competing with the direct writers.  The weather related 
losses that occurred in 2011 will definitely start shaping a new direction that insurance companies are going to 
take on the settlement of losses and deductible choices for the future.  

How important is it that agents become involved in grass roots political activity?
It seems that by increasing the number of voices, we are heard more clearly by local politicians.  I believe we 
should constantly be involved in not only insurance related political matters but all those that affect our ways 
of life.

President’s Message continued from page 5

The Staff
Front left to right:  Tom Wunderlich, Warren Wunderlich, Robb Wunderlich
Rear left to right:  Nick Ebnet, Marilyn Breza, Laura Rinn, Irene Sing
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A BIG CLUB
Speak softly

and carry

Insurance underwritten by Auto Club Insurance Association or MemberSelect Insurance Company.

AAA sells insurance products through Independent Agents.
What makes us different from other insurance carriers? Simple. We’re a club, 
not just another company — creating marketing opportunities in select 
Midwestern markets that aren’t available through other companies.

Here’s your opportunity to share in AAA’s brand strength — while enjoying 
a competitive commission structure, outstanding contingency program and 
innovative co-op advertising resources.

Contact Vicki Hanson at 952-707-4952 or vicki.hanson@mn-ia.aaa.com

www.aaa.com



The MIIaB/Trusted choice convention and Exhibit Hall Just Keeps on Growing!
We want to thank all of the members, agents, and their staff for attending this year’s convention at the Hyatt 
Regency in downtown Minneapolis. We had over 450 members who attended our opening awards luncheon, 
over 1,000 insurance professionals who networked with our trade show exhibitors, and over 90 exhibitors at 
the convention. Overall, it was a huge success! I would also like to thank all of the companies that participated 
in this year’s convention. I have listed them below.

Dan Riley
driley@miia.org Executive VP Message

AAA Insurance
ABRA Auto Body & Glass
AFC Insurance, Inc.
AFCO/Prime Rate Premium Finance
Agency Matrix
Allied Insurance
AMERISAFE, Inc.
AmTrust North America
Astonish Results
Austin Mutual Insurance Company
Auto-Owners Insurance Company
Burns & Wilcox of Minneapolis
Business Impact Group
Capital Premium Financing
CNA Insurance
Cousineau McGuire
Diamond State Group
Direct Benefits, Inc.
DRC, LLC
Driver Records US
EMC Insurance Companies
Encompass Insurance Company
Erickson-Larsen, Inc.
EzLynx by Webcetera
Giertsen Company
GMAC Insurance
HAI Group
Harleysville Insurance Company
HawkSoft Client Mgt. System
ICC Restoration & Cleaning Services
Indiana Insurance

InsurPac
Integrity Mutual Insurance Company
InVest
Irwin Siegel Agency, Inc.
Kaplan Financial Education
Kemper Preferred Insurance
League of MN Cities Insurance Trust
LeClair Insurance
McGowan Excess & Casualty
McNeil & Company, Inc.
Meadowbrook Insurance Group
Midwest Family Mutual Insurance
MIIAB Agency Automation Commitee
Minnesota Insurance Magazine
MN Workers Comp Insurers Association
MVP Service Solutions
NIF Group
North American Software Associates
North Star Mutual Insurance Company
Northern States Agency, Inc.
NovaCare Rehabilitation
Passkey Computer Services
Pennsylvania Lumbermens Mutual Ins.
Premco Financial Corporation
Prime Insurance Company
PROGRESSIVE Insurance
Project CAP
QBE
Quomation Insurance Services
Risk Administration Services, Inc.
RPS Schneider Agency

Ryan Specialty Group
S. H. Smith & Company
Safeco Insurance
Scobie Group
SECURA Insurance
Selective Insurance Company
ServiceMaster Clean
SFM-The Work Comp Experts
Smart Choice Agents
Solbrekk Business Tech Solutions
Spring Valley Mutual Insurance Co.
State Auto Insurance Companies
Swett & Crawford
Swiss Re
The Hartford
Tomsche, Sonnesyn & Tomsche P.A.
Toshiba Business Solutions
Travelers Companies, Inc.
U.S. Risk, Inc.
Vertafore
West Bend Mutual Insurance Co.
Western National Insurance Group
Westfield Companies
Wilson Mutual Insurance Company
Workers’ Compensation Specialists
Young Agents Committee
Zurich North America Small Business

For highlights of the convention 
please see pages 11 to 31
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A Strong Foundation.] In the business world, 
there is nothing that  
compares to a strong 
foundation. You can 
count on the foundation 
that Zurich Small  
Business has built to  
provide the coverages,  
options and programs 
that help keep small  
businesses in business.

Web Site

Contact Info

www.zisinternet.com

1-800-800-3907

www.zisinternet.com
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Company Award of Excellence

aaa Insurance
Excerpts from the awards presentation for the Company Award of Excellence...

This award is bestowed on a company by the board of directors and member agents of the association.  
This company and its employees have shown their dedication to the American Agency System and the 
agencies they represent.

This company was founded over 100 years ago for the purpose of lobbying for driver and passenger 
rights, fair laws and safer vehicles – all to better promote the love of the open road and the adventure of 
driving.

In the early 20’s, this organization was responsible for many innovations, including the first stop sign and 
the first systematic road-marking plan in the United States ….and in 1922 this company wrote it’s first 
automobile policy.

In late October 2002, the recipient brought its auto insurance product into the state of Minnesota.  A year 
later, they introduced their homeowner product to our marketplace.  In just over 9 years, this carrier has 
grown from zero written premiums in Minnesota to being the 6th largest auto carrier in Minnesota, an 
outstanding accomplishment.

Their current Regional President, stated “Our company focuses on building and maintaining successful 
working relationships with our agents. Our core values are used to help guide the company in order 
to serve our policyholders and agents.  We have the best and brightest internal staff and marketing 
representatives in the industry.”  He further stated,  “We truly believe that our partnership with 
independent agencies has built this company to be one of the premier companies in Minnesota.  The 
agents have done a fantastic job in supporting our efforts over the years.”

Therefore, it is our honor and pleasure to present this year’s recipient of the MIIAB/Trusted Choice 
Company Award of Excellence to AAA the Auto Club Group in Minnesota.
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What if everything had the same 

longevity as a Western National 

Underwriter?

We’re proud that our underwriters average more than 15 years of serving 
you and your Western National clients.  You can get more done when 
your underwriter has a long shelf life.  The proof is in the partnership. 

www.wnins.com
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Company Representative of the Year

Steve Larson
allied Insurance

Excerpts from the awards presentation for the Company Representative of the Year...

This year’s recipient is a person who represents the insurance industry with true professionalism.  This 
individual is by far one of the hardest working insurance representatives in our business.  His knowledge 
and experience is what separates him from the competition.

This year's recipient has over 30 years of experience in the insurance industry.   Today, he is the territory 
sales manager of one of the largest carriers in the country and is responsible for hundreds of agencies 
in his territory.  He was nominated by the MIIAB members; one member in particular, Dave Szczepanski,  
stated that “He is an extremely hard working and dedicated individual to the agencies and company he 
serves.  He is the quintessential marketing representative and a very large part of the insurance landscape 
in Minnesota; he is “Mr. Allied.”  The company relies upon him as the mentor for new employees of the 
company and he is a true leader. He is married and has four adult children, three living in the Denver 
area.  Today, it is our pleasure to honor Steve Larson, from Allied Insurance Company, with the MIIAB/
Trusted Choice Company Representative of the Year. 
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www.sfmic.com

 Let SFM quote your workers’ compensation business. Call (800) 937-1181 or visit www.sfmic.com

SFM–The Work Comp Experts

Trust the experts.

Claims, legal and medical expertise. Optimal results in preventing injuries

and controlling costs. Highest levels of customer satisfaction and retention.

A leading regional insurer, specializing in workers’ compensation.
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Agency of the Year

atlas Insurance Brokers, LLc
Excerpts from the awards presentation for the Agency of the Year...

The next award is for an agency that has dedicated themselves to their profession, their clients and to 
the companies they represent.  This year’s Agency of the Year Award is going to a special agency that has 
taken their agency from a small one man shop to an agency system with over 70 producers today.  They 
are one of the fastest growing agencies in the country.  

This southeastern agency is dedicated to its position as a full service independent agency, offering a 
broad range of insurance products to its customers since 1993.  This agency is committed to establishing 
and maintaining a relationship of mutual trust, quality products and service with each of its customers.   
In nominating this agency, one of the most respected company executives stated that “This agency’s 
reputation as a professional agency is unsurpassed and their agency growth over the past several years 
has been phenomenal.  The commitment to hiring and training their staff & producers is what makes 
their agency so successful.  It is a pleasure to be part of and experience their agency.”

It is our pleasure to award the 2012 Agency of the Year Award to Atlas Insurance Brokers of Rochester, MN.  



16  The Minnesota News • May 2012

www.rascompanies.com

We partner with our agents to help employers control the rising

costs of managing a workforce while protec�ng profitability. We

have a proven history of solid performance throughout Minnesota

and con�nually develop new ways to overcome the difficult issues

inherent to workers’ compensa�on. We have a team approach to 

deliver excep�onal service, including:

OFFICES IN MINNESOTA AND SOUTH DAKOTA
P. 800.732.1486     www.rascompanies.com

WORKERS’ COMPENSATION.

Our Focus. Your Opportunity.SM

You’re local, we’re local; 

let’s work together. 

Na�onwide Strength. 
Midwest Values.

workers’ compensation 
is our primary focus.

� LOCAL CLAIMS MANAGEMENT AND CASE MANAGEMENT

� INJURY ASSISTANCE CENTER

� STAY AT WORK/RETURN TO WORK PROGRAM DEVELOPMENT

� LOSS PREVENTION AND TRAINING

� ERGONOMIC ASSESSMENTS AND JOB FUNCTION MATCHING

It is what we do, and who we are.

At RAS,
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Agent of the Year

Jeffrey olsen, aaI
J.a. Price agency, Inc.

Excerpts from the awards presentation for the Agent of the Year...

The individual nominated for agent of the year will need little introduction.  His experience in our industry 
is matched by few.  

This individual began his insurance career in 1990 selling life insurance, annuities and other financial 
products. He joined J. A. Price in 1994 as a commercial insurance producer advising a wide range of 
clients. He was promoted to Vice President in 1997 and became President and agency owner in 2006.

David Eide, Executive Vice President of Western National Insurance Company, the individual who 
nominated this person, describes this professional as “an individual who is one of the true professionals 
in our business.  The way he handles his clients, his staff and the companies he represents makes a 
company like ours proud to call him one of our agents.  He is a true Trusted Choice Agent.”

His agency staff describes him as “having the utmost integrity, fairness, generosity, and a true professional.  
That is why he is a special person at our agency.  He is a great leader”.

This year’s recipient of the MIIAB/Trusted Choice Agent of the Year award is Jeff Olsen, President of J.A. 
Price Agency, Inc. in Eden Prairie, MN.
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     Workers’
Compensation
Specialists, LLC

Protecting Your Customers

Terri Norum
Insurance Coordinator

tnorum@miia.org 
P: 952.253.6237
F: 952.253.6242

MIIAB, 7500 Flying Cloud Drive, Suite 900 Eden Prairie, MN 55344

For more information contact:

When one is 
helping another, 
both are strong.
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Young Agent of the Year

Bill Butler, cIc, cISR
Butler & associates Insurance agency, Inc.

Excerpts from the awards presentation for the Young Agent of the Year...

This years Young Agent Award will honor an individual who is dedicated to his agency, his companies 
and more importantly to his customers.  Over the past 8 years, he has grown into a true professional who 
has come into his own after going to work for his family agency in 2004. 

Early in this young mans career he became actively involved in the association on the Young Agents 
Committee.  This individual has reshaped the Young Agents Committee by focusing their energy and 
time on sales and marketing.  He has single handidly moved the committee to concentrate on sales and 
the importance of networking that eventually leads to becoming a true professional.

This years Chairman of the Young Agents Committee of Minnesota  has breathed new life into the 
committee and leads the other committee members with enthusiasm.  His parents are proud of his 
successes in the industry as well as his success in his personal life.  His father stated that he “has a drive 
and ambition to be a true professional agent that makes me, his mother and his wife very proud.  We all 
know he will be a huge success in this business.”  

Finally, those who know him are aware of his other unique talent that he and his wife have; that being 
professional dance instructors.

Would the 2012 MIIAB/Trusted Choice Young Agent recipient Bill Butler from Butler & Associates Insurance 
Agency in Apple Valley, MN, dance his way to the podium to accept the award.
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Minneapolis Branch: 800.362.4670  |  Home Office: Des Moines, IA www.emcins.com

© Copyright Employers Mutual Casualty Company  2011  All rights reserved

I’m celebrating our 
100th year by planning 
for our next 100 years. 

Jason Bogart, CPCU, ARM, Vice President of Branch Operations

Our future will be marked by the relationships we forge with you—the 
independent insurance agents who represent us. You’re the reason we’ll 
continue to investigate new market opportunities. Why we’ll develop 
competitive products. Why we’ll maximize the use of new technologies. 
Why we’ll emphasize ongoing professional development for our staff.  
By helping you profitably and efficiently grow your agency,  
EMC Insurance Companies will continue to serve you and  
your customers today and well into the future.

www.emcins.com
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Why would these companies spend over 

$20 million on your future?

How can Facebook, Twitter 

or LinkedIn help me sell more 
insurance?

Need a mobile 
app for your agency?

What the heck is Digital Marketing?

Do you want 
customers to 

find you on 
the internet?

Do you want your 
agency to show up 
near the top of a local 
search?

Find out more at www.projectcapmarketing.com
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Your customers’ businesses are 

special.So it’s important to make 

sure they’re well protected. 

The insurance professionals at NSI, 

West Bend’s specialty division, can 

create the right insurance program for 

specialized businesses. We have the 

knowledge and experience to protect 

many kinds of businesses, from 

beauty salons to YMCAs to childcare 

centers. And our loss prevention and 

claim reps are experts at designing 

safety programs and handling claims 

for specialty businesses. 

So talk to the professionals at NSI 

to find out how we can help your 

customers.

Because if it’s worth insuring, 

it’s worth insuring well.

If it’s worth insuring, 

it’s worth insuring well.

www.thesilverlining.com
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Board Meeting

President 
Moores passes 
the gavel to 
President 
Wunderlich

MIIAB Board 
discusses 
industry issues

Kellor, Gibbons, Tiffany 
discussing legislative issues

The MIIaB Leadership
Vance Prigge, Vice President
Robb Wunderlich, President
Ted Dyste, Member
Chad Bjugan, President-Elect
Darian Hunt, Member
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Past President's Reception

Dorothy & Betsy sharing a 
moment to remember

Regional President Henry Pippen 
from the Main Street America 
Group greets the MIIAB Board

Past President Steve Micke 
"Tell the truth now!"

MIIAB Staff:  April Goodin, Michelle Herr, 
Terri Doden, Alan Lepley

Board Member Mark White 
shares his secrets with Past 

President Craig McNulty
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2012
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B/Trusted choice convention &
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all

Awards Luncheon

President Mark Moores opening 
remarks "Mom I told you not to 

call me, I'm giving a speech." National Chairman Mike Donohoe 
shares his vision of ProjectCAP

450 Insurance Professionals attend 
the MIIAB Awards Luncheon
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Awards Luncheon

30+ Atlas Insurance 
Agents Attend the 
Awards Lucheon 
to accept Agency 
of the Year

Richard Marshik 
comments on 
his good looks 
after accepting 
this years 
President's Award

Bill Butler dances 
his way to Young 
Agent of the Year
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Invest Program

Mike Happe of SFM 
leads an Insurance 
Industry Panel for 
InVest Students

InVest Student  
being counseled 
by an Agent

Another InVest 
Student visits 
our Exhibit Hall
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Meetings & Education

19 Company 
Executives attend 
the Consumer 
Agency Portal (CAP) 
Presentation

40 Young Agents 
attend the 2 Day Sales 
Track Training Seminar

20 top agencies 
attend the "Large 
Agency Meeting" 

831 Continuing 
Education Credits 
earned at this year's 
MIIAB Convention



Over 90 
Vendor 
Booths 
and 1000 
insurance 
professionals 
attend the 
Exhibit Hall

AAA may have 
too many cooks 
in the kitchen

North Star Mutual 
Insurance Company

29  

2012
 M

IIa
B/Trusted choice convention &

 Exhibit H
all

Exhibit Hall



Burns & Wilcox 
in full force

SFM-the Work Comp Experts

The future 
MIIAB 
President in 
2052, Sawyer 
Wunderlich

Mr. Remarkable 
still smiling after 
all these years
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30  

Exhibit Hall



Zurich North America 
Small Business

SECURA Insurance

A little to 
the left, 
please.

Integrity 
Insurance
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“A Personable Company Keeping You on Course”

Insuring Homes, Farms, 
Businesses and Autos

www.nstarco.com

Box 48, Cottonwood, MN  56229  1-800-622-5230

Rated  “A+ Superior”

Offered Exclusively Through Independent Agents

www.nstarco.com
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Created through a collaboration of the Project 
CAP, Trusted Choice® and IIABA teams, the 
new Trusted Choice® Mobile App is a powerful 
tool for reaching and serving today’s online 
consumers – wherever they are.

Designed to work on iOS and Android platforms 
(with Blackberry versions planned for Spring 
2012), this amazing resource allows consumers 
to find a local Trusted Choice® agent, create 
their home inventory, document an accident, 
ask a question and read relevant headlines – all 
from their smartphone, tablet or other mobile 
device.

Since real marketing is all about building 
relationships that build your brand, this app 
can be customized with your agency’s color 
scheme and logo.  Of course, it’s integrated 
with both Project CAP and IIABA online systems 
to provide participating agencies with single 
sign-on and easy account administration.

Best of all, the new Trusted Choice® Mobile App 
is included as a component of most Project 
CAP agency marketing packages or available 
separately for a nominal monthly fee to IIABA 
agencies

Find out more at www.projectcapmarketing.com

Trusted Choice® 
Mobile App
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www.austinmutual.com

Scan to stay connected with Austin Mutual

For over 100 years, Austin has been constantly creating solutions and services to 

meet the ever-changing needs of policyholders.   

1-800-328-4628  |  www.austinmutual.com

Create moments that matter...



Platinum Profile

Based in Appleton, Wisconsin, 
Integrity Insurance has 

prospered for nearly 80 
years. In 1933, when Integrity 
was founded, we had 200 
policyholders, mostly farmers. 
Today, we are a leading 
personal and commercial lines 
regional carrier serving 80,000 
policyholders across three 
Midwestern states, Wisconsin, 
Iowa and Minnesota. The world 
has evolved and we have grown 
strategically along with it.

Integrity Insurance, along with 
our network of Independent 
Agents, consistently provides 
high-quality service to our 
customers. Our brand promise 
is focused on service, trust, 
relationships and a commitment 
that our decisions and 
interactions will provide the 
ultimate customer experience 
– the way it should be®. 

We believe delivering 
outstanding service – whether 
it be our consultative business 
model with our agents or 
processing claims for our 
insureds – is the key to our 
success. With enhanced Web-
based processing software, 
we’ve made it easier than 
ever to quote and process 
policies with Integrity.

We work to be a partner of 
choice, focused on “redefining 
partnership” in the marketplace. 
We accomplish this by setting 
the industry standard for 
independent agency/carrier 
partnerships through the 
depth, strength of commitment, 
innovation and return on 
investment of our relationship. 
We are uniquely capable of 
owning this market position 
through our regional focus as 
an independent company with 

the advantages realized from a 
ten-year affiliation with Grange 
Mutual Casualty Company, a 
$1 billion insurance provider. 

Further, Integrity is “redefining 
partnership” through our Partner 
of Choice Service Standards. 
These standards clearly outline 
the aggressive expectations 
we have on ourselves 
with regard to agent and 
policyholder communication. 
Measurement of performance 
takes place to insure the 
company is meeting these high 
expectations and standards. 

It’s a responsibility that 
Integrity takes seriously.

FEaTuRED PaRTNER
Integrity Insurance 

PRESIDENT & 
ChIEF ExECuTIvE OFFICER

Joseph F. DiMartino, PhD

COmPaNy hEaDquaRTERS
Appleton, WI

a.m. BEST RaTINg
"A" (Excellent) 

Integrity Insurance
President & CEO

Joseph F. DiMartino, PhD

Minnesota Independent Insurance Agents & Brokers 
Association recognizes Integrity Insurance as one of its 
Platinum Partners.  MIIAB Platinum Partners are one of 
the highest level of sponsorship to our organization.
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www.go-premco.com

 

 

PREMCO Financ ia l Corporat ion  
 

(269)  375-3936 ph    (269)  375-6913 fx  
 

Box 19367  Kalamazoo,  MI 49019-0367 
 

www.go-premco.com  
Proudly Endorsed by 

the MIIAB 

Platinum Partner 

Here’s to you Minnesota Agents!   
Wishing you continued success in 2012!  

PREMCO has been Financing Insurance Premiums and supporting Mid-
West Independent Insurance Agencies for over 22 years.   Give us a call 
and experience why we are the chosen partner of your Association and 

why so many Independent Agents rely on us every day.     
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Agent’s questions about 
Errors and Omissions, 
and how E&O losses 
can be prevented.
By Mary LaPorte, CPCU, 
CIC, LIC, CPIA

Recently, we have experienced a lot of our insureds moving out of the state to find jobs.  Sometimes they have 
their house on the market, and other times they simply leave it as is, hoping that they will return when things 
get better.  When we insure their home, I always point out to them that they may have a problem with vandalism 
once the house has been vacant for 30 or 60 days, depending on their insurer.  Are there any other issues that 
can create a problem?

debi, Michigan

Debi, that is a very timely question and something that a lot of agents are struggling with.  First of all, you are 
correct that there can be a vandalism problem if the house has been vacant for a period of time (usually 30 or 
60 days) as outlined in the policy.  Many times you may not have enough information to determine if the home 
is simply “unoccupied” or truly “vacant”.  If the home is completely furnished, it may be considered unoccupied, 
not vacant.  Recognize that even though the insured may have left behind some furnishings, the home may 
still be considered vacant.   Some newer coverage forms are being interpreted to exclude all damage resulting 
from vandalism when the home is vacant, including a total fire loss.  For this reason, you must be very clear in 
communicating this important point to your insured.

There is another issue that could create a coverage problem, and that is if the insured is no longer a resident of 
that location.  Many homeowner’s policies will cover loss only to the dwelling  listed in the declarations which is 
the “residence  premises”.  “Residence premises” is defined as the dwelling in which you reside.  If the insured no 
longer resides there, a property loss could be denied for that reason.

The best avenue is to notify your carrier about the situation, and clarify with them their interpretation of “vacant”.  
This is not something that you want to struggle with after a loss occurs.  The carrier has the right to cancel or non-
renew the policy if they feel it is an exposure that they are not willing to cover.  First, obtain as much information 
as you can from your insured, including:

•	 Is the house for sale?  By owner, or is it listed with a realtor?

•	 Is the house completely furnished?  If not, determine how much of the furnishings remain.

•	 Is the insured planning on returning to the home?  If so, after what length of time?

•	 Is there anyone staying at the home?  How often?  If so, are they paying rent?

•	 Is there a caretaker or neighbor who looks out for the house on a regular basis?

•	 Has the insured done anything (or plan to do anything) to change their main location of residence?

Based on this information, your underwriter may determine to cancel the policy or continue only for a limited 
period of time.  You will then need to find an alternative market in which to place coverage.  In any event, the best 
solution is clear communication with your client and their carrier.  Last but not least, ask your carrier to put their 
comments in writing, and be sure to do the same for your customer.

Mary LaPorte is a consultant and educator with a strong background in Errors & Omissions 
loss prevention.  Forward your E&O questions to marylp@lpinsuranceconsult.com

2011  LaPorte Consulting, LLC.  All Rights Reserved

q:

a:
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Eligibility, benefits, discounts and coverages may vary.

Underwritten by these member companies of the GMAC Insurance Group, Winston-Salem, NC. Integon National Ins. Co., MIC General Ins. Corp.,  National General Ins. Co. and 
National General Assur. Co.

© 2012 GMAC Insurance. All Rights Reserved. Underwritten by member companies of the GMAC Insurance Group. 

World-Class RV Insurance

Why is GMAC Insurance America’s 
RV Insurance Specialist?

GMAC Insurance 
has been providing 
industry-leading 
RV insurance for 
over 30 years.

Contact Frank Whitcomb to learn 
more about being appointed 
with GMAC Insurance!

Call (612) 210-0518
or email Frank at:

frank.whitcomb@gmacinsurance.com

• Optional Full Replacement Cost Coverage
• Personal Effects Coverage
• Money-Saving Storage Option
• Full-Timer Liability Coverage
• Companion Auto Policy Discounts

www.gmacinsurance.com
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You’re an independent agent. 

Do you trust 

your pit crew?

Protect.
Our superior coverage and 

expert claims teams are in your 

corner in the event of a claim. 

Prevent.
Our risk management 

resources keep your agency 

from making common 

preventable mistakes. 

Prosper.
When you know you have the 

best E&O protection, you can 

focus on growing your most 

important asset–your business. 

The Big “I” Professional Liability Program

www.independentagent.com/EO

The Big “I” and Swiss Re are jointly committed to providing IIABA members with leading 

edge agency E&O products and services. The IIABA and its federation of 51 state 

associations endorse Swiss Re’s comprehensive professional liability program.

Insurance products underwritten by Westport Insurance Corporation, Overland Park, Kansas.

Westport is a member of the Swiss Re group of companies and is licensed in all 50 states and the District of Columbia. ©2008 Swiss Re

www.swissre.com/bigi

Shelley Waldhauser 952.253.6086
swaldhauser@miia.org
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Products underwritten by AMCO Insurance Company, Allied Property & Casualty Insurance Company, Depositors Insurance Company, Nationwide  Insurance Company of America, Nationwide A�  nity 
Insurance Company of America, Nationwide Property and Casualty Insurance Company, Nationwide Mutual Fire Insurance Company and Nationwide Agribusiness Insurance Company.  Home O�  ce: 1100 
Locust Street, Des Moines, Iowa  50391-2000.  Customers will be placed with one of the above companies based on  location and the product requested.  Subject to underwriting guidelines, review and 
approval.  Products and discounts not available to all persons in all states.  Products are subject to deductibles, exclusions and conditions.  Nationwide, the Nationwide framemark and On Your Side are 
service marks of Nationwide Mutual Insurance Company.  © 2010 Nationwide Mutual Insurance Company. All rights reserved.  AP01637a (0310) 00

AUTO • HOME • BUSINESS • POWERSPORTS

Work with Allied Insurance and get the 
kind of support that makes a di� erence. 

For you and your customers. 

It’s our unique approach that helps you 
deliver the best experience to your customers 

so you can write and keep more business.

It’s just another way that Allied supports your 
independence, but makes sure you’re never alone.

Learn More. alliedInsurance.com

   CHOOSE
 WISELY. 

www.alliedinsurance.com
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It’s March.  An outbreak of over 100 tornados has hit the south 
and Midwest, killing nearly 40 people and taking entire towns 
off of the map.  Insurance companies identify the zip codes of 
the areas hit and begin the process of dispatching adjusters, 
who have been trained to pack and leave their homes with only 
a few hours of notice. Our reputation and the reputation of our 
industry will depend on how and when they settle claims.      

Unfortunately, due primarily to weather, homeowner’s 
insurance policies have suffered the same over utilization 
as health insurance policies.   Slowly, premiums have begun 
to creep higher, along with deductibles.  In addition, more 
subtle contract exclusions and coverage changes have been 
implemented.    

Changing Homeowner Policies
Deductible Increases
Most carriers and their underwriters believe that $1,000 is the 
new standard deductible for all homeowners.  Sometimes 
percentage deductibles are employed.  Most common is a 1% 
wind and hail deductible.  The calculation of this deductible is 
based on Coverage A, dwelling limit.  

Valuation of Property
Most policies are still written on a replacement cost basis, 
however some policies have been endorsed to provide only 
actual cash value coverage for roof claims.  (Replacement cost 
on the day of the loss, less depreciation)  Some will provide 
replacement cost, unless the roof is more than 10 years old, at 
which time the coverage changes to actual cash value.

At least one policy sold represents their policy as one that will 
provide similar construction of the building, which may not 

mean exact replacement.  Some policies will not pay to match 
siding and roofing material when all sides of the dwelling have 
not been damaged, but may offer the opportunity to buy 
coverage back for a low premium.  

Guaranteed replacement cost of the dwelling has been removed 
and reduced on some coverage forms.  Many require prompt 
reporting of home improvements and alterations.  Often, 
acceptance of annual Coverage A increases are necessary as a 
condition of this endorsement.

Many homeowner policies, including the Insurance Service 
Office forms, have coinsurance as a policy condition.  If the home 
is not insured to at least 80% of the full value replacement cost 
at the time of loss, the customer will be penalized financially for 
a partial loss.  

Homeowner Contracts  
Agents must remain educated about the policies they sell.   If 
a standard policy is 22 pages long with 9 exclusions, a 60 page 
policy with 36 exclusions will not be as favorable to the customer 
at the time of loss.  Companies feel that some consumers would 
favor less coverage for a lower premium.

Consumer Protection
Because individual consumers are by and large less 
sophisticated insurance buyers, Minnesota—along with several 
other states—has enacted a great deal of legislation designed 
to protect consumers’ interests.  Additionally, the Commissioner 
of Insurance has an ability to promulgate administrative rules 
regarding insurance policies that further protects the consumer.   

Non-Renewals Based on Losses
Many Minnesota customers have received claim payments 
due to weather related claims.   Current administrative rule, 
2880.0200, Grounds for Non-Renewals, precludes an insurance 
company from non-renewing or charging customers for 
weather related insurance losses.    With regard to losses, the 

The Perfect 
Storm
by Gloria J. Thompson

A 1% deductible on a policy that has a $500,000 dwelling 
limit would be $5,000.

continued on page 43
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www.integrityinsurance.com

For more about how Integrity can help you 

help your customers contact:

Cathy Beaudin at 920-968-8326

or cbeaudin@imico.com

We jump through hoops
for you. Because you jump 
through hoops for them.

integrityinsurance.com

IM-1010-Recrt Hoop 8_5x11 _250in bleed-a.indd   1 10/25/10   4:21 PM
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current rule permits non-renewal as follows:

If the insured has two or more losses during the experience 
period, but not to include:

1. Losses caused by natural causes including but not 
limited to lightning, wind, or hail; or

2. Losses for which no payment was made by the insurer;  
or

3. Losses for which the insurer recovers 80 percent or more 
of the payment through subrogation.

What is a Non-Renewal?
The definition of Non-Renewal is included in administrative rule 
2880.0100, and means the following:

1. Termination of the policy;

2. Reduction in the policy’s coverage, unless all the existing 
policies and those policies accepted as new business in 
this state by the insurer will have the same coverages;

3. An increase the policy’s deductible, unless all existing 
policies and those policies to be accepted as new 
business in this state, by the insurer, will provide for the 
same higher deductible; or

4. Transferring a named insured from one rating plan to 
another within the same company, or from one company 
to another within a group of insurance companies, if 
the transfer results in a higher premium.  A surcharge 
applied to a premium for a condition which increases 
the potential for loss, or the deletion of a claims free 
discount do not constitute a transfer of rating plans.

Proposed Legislative Changes
Minnesota insurers are asking for the opportunity to take action 
against policyholders that have filed weather related claims 
against their policies.  Minnesota is one of a few states that 
currently preclude carriers from surcharging, altering terms, 
and non-renewing policyholders because of weather related 
claims.  

SF 2137 – Weather Related Claims 
Non-Renewal Permitted
Senate File 2137 has been introduced and would permit the 
“non-renewal” of homeowner’s policies due to weather related 
claims.  Non-renewal would be permitted in the following ways:  

•	 Claim surcharges

•	 Deductible increases up to 2% of the dwelling limit

**The current requirement of the insurer to notify customers 
that submission of a future loss could result in non-renewal 
would be repealed.

Other Provisions
Currently residential roofing contractors are prohibited 
from rebating deductibles to customers if they engage 
in a construction contract.  The bill under consideration 
would extend the deductible rebating provision to all home 
improvement contractors.

Home construction contractors could not represent the 
customer’s interest in an official capacity for the purpose 

of negotiating payment of losses.  Once the claim has been 
accepted by the insurance company the contractor would be 
able to discuss provisions of the written contract between the 
homeowner and the contractor.  Violation of this provision 
allows for a homeowner or the insurer to seek private remedy 
against the contractor.

Returning to Profitability
Commentary

Underwriting
Credit scoring has become the sole underwriting method, 
reducing or eliminating the number of times an agent or 
company representative will physically inspect a property.  
Traditional underwriting methods could permit underwriters 
to adjust coverage and acceptance according to the physical 
condition of the property, which would encourage home 
maintenance.

Construction Materials
Upgrading building codes and materials has brought positive 
results to states like Florida.  Building codes in Minnesota should 
include the use of sustainable materials and should be enforced 
throughout the state.

Contractors
The number of storm contractors has increased dramatically, 
and some have used sophisticated contracts and methods to 
strong arm consumers and their insurance companies.  Some 
have convinced customers their roof has been damaged by a 
storm and needs to be replaced when damage is minimal or 
non-existent.  Others have physically created damage that did 
not exist, and when caught are being charged with vandalism.  

Agents and companies need to alert their customers to 
contractor scams they become aware of at the time claims 
are submitted or at policy renewal, in hopes of reducing the 
numbers.   

Consumers
Many customers think twice before spending money on a house 
that is diminishing in value.  Banks are reluctant to give home 
improvement loans in this economy.  For these reasons insurance 
may be used for maintenance claims, further exaggerating the 
claim problem.  Stricter underwriting standards may encourage 
homeowners to complete routine maintenance on their own.  

Conclusion
While the Perfect Storm may be in front of us, independent 
insurance agents have a clear advantage in the insurance 
market place.   Independent agents have a wide variety of 
products to service the needs of consumers.   They can educate 
their customers about the difference between contracts.  
Agents that are familiar with coverage and the loss process will 
be an appreciated asset to the customer.  

To many, insurance is a commodity.  Often times it is measured 
by its premium—no different than a gallon of gas or milk.  
Independent insurance agents that know and understand the 
difference in the contracts they sell, have an opportunity to 
educate buyers and become the value added feature sold with 
every policy; they will weather this storm.   

continued from page 41
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For more information about how you can write  
business with AmTrust, please call 877.528.7878  
or visit www.amtrustnorthamerica.com.

Think AmTrust for all your small business insurance needs. We offer workers’ compensation and 

commercial package products in a variety of classifications, including specialty niche segments such 

as: Fine Dining | Lumber Specialty | Auto Service Plus | Businessowners Policies

Insure them accordingly with AmTrust.

Their businesses are as  
different as the tools they use.

* Not all products available in all states

Your Success is Our Policy. SM

www.amtrustnorthamerica.com
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Platinum Profile

Who is allied Insurance?  
Based in Des Moines, Iowa, 
founded in 1929 as Allied 
Mutual Automobile Association.  
Allied is a leading property 
and casualty insurer offering 
auto, home, and business 
protection.  In 1998, Allied 
joined the Nationwide family 
of companies, a Fortune 500 
organization based in Columbus, 
Ohio.  Nationwide provides 
a full range of insurance and 
financial services.    The A.M. 
Best Company, the country’s 
leading, independent assessor 
of insurers’ financial and 
operational strength, recently 
reaffirmed Nationwide's 
A+ (Superior) rating.  

allied has grown and changed 
– but the commitment to the 
independent agent remains 

the same, focused on helping 
independent agents grow 
profitably as their carrier of 
choice.  Today, Allied partners 
with 5,000 agencies in 6,800 
locations coast to coast, 
and recognizes that no two 
agencies are the same.  Allied is 
committed to adapting a model 
of support based on the needs 
of each agency.    Allied wouldn’t 
be where they are today without 
their independent agents.    

carrying on a tradition of 
service and integrity that is 
more than 80 years strong, and 
they view every point of contact 
with agents and customers 
as an opportunity to extend 
that reputation. By listening to 
you, and understanding your 
needs, Allied develops insurance 
solutions that meet or exceed 

expectations.  Headquartered in 
Iowa, with regional operations 
in Lincoln, Nebraska; Denver, 
Colorado; Gainesville, Florida; 
Sacramento, California; as well 
as Des Moines. The regional 
presence gives them expertise 
in your local market so you 
know you're receiving top value 
for your insurance dollar.  Bob 
O’Hollearn is Regional Vice 
President for the following 
11 states: Delaware, Illinois, 
Indiana, Iowa, Maryland, 
Michigan, Minnesota, Ohio, 
Pennsylvania Virginia and 
Wisconsin.  These states had the 
following year- end 2011 results: 
$894M Direct Written Premium 
servicing 822,800+ policies.

FEaTuRED PaRTNER
Allied Insurance

REgIONal vICE PRESIDENT 
Bob O'Hollearn

COmPaNy hEaDquaRTERS
Des Moines, IA

a.m. BEST RaTINg
"A+" (Superior) 

Minnesota Independent Insurance Agents & Brokers 
Association recognizes Allied Insurance as one of its 
Platinum Partners.  MIIAB Platinum Partners are one of 
the highest level of sponsorship to our organization.
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Allied Insurance 
Regional Vice President

Bob O'Hollearn
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WESTERN NATIONAL INSURANCE GROUP 
ANNOUNCES YEAR-END 2011 RESULTS

Western National Insurance Group today 
announced its full-year financial results through 
December 31, 2011. Significant comparative 
financial measures include:

•	 Total Assets grew from $650.4 million to $689.7 
million ($39.2 million or 6 percent)

•	 Net Income After Tax totaled $16.2 million, 
compared to $16.5 million in 2010

•	 The Combined Ratio was 100.6 percent, 
compared to 100.3 percent in 2010

•	 Surplus increased from $252.8 million to 
$269.5 million ($16.7 million or 6.6 percent)

“We’re pleased to be reporting positive year-end 
numbers, especially after the very active storm 
season of 2011,” said Stuart Henderson, president 
and chief executive officer of Western National 
Insurance Group. “In a challenging year for the 
insurance industry, we’re proud to have been able 
to increase the surplus funds that protect Western 
National’s policyholders. We look forward to 
continuing this growth in the year to come.”

BIG “I” AGENT TESTIFIES BEFORE SENATE 
AGRICULTURE COMMITTEE

The Independent Insurance Agents & Brokers of 
America (IIABA or the Big “I”) today participated 
in a hearing before the U.S. Senate Committee 
on Agriculture, Nutrition and Forestry titled, 
“Risk Management and Commodities in the 2012 
Farm Bill.” Ruth Gerdes, the Auburn Agency Crop 
Insurance, Inc. president, from Auburn, Neb., 
testified on behalf of the Big “I” and other crop 
agent groups. In addition to Gerdes’ testimony 
on behalf of the crop agent community, the Big 
“I” also individually submitted a formal statement 
for the record.

 Gerdes, who is a member of the Big “I” and the 
Crop Insurance Professionals Association (CIPA), 
testified in strong support of a robust farm safety 
net and spoke out against additional cuts to the 

Federal Crop Insurance Program (FCIP) in the 
upcoming Farm Bill negotiations. 

In summary, her message to Congress was, “do no 
harm to the crop insurance program already in 
place.” 

Also in her testimony, Gerdes highlighted the shift 
of the crop program from a public to a private 
delivery system and noted that the efficiency of 
program delivery by agents and the expansion 
of insured acres could never be replicated by a 
government agency. This statement of growth 
was punctuated with a statistic that in 2011 there 
were 18,000 crop agents servicing 1.15 million 
policies. The growth and overall success of the FCIP 
is due to motivated program participants, good 
lawmaking, quality products and a dedicated 
agent force. 

In her statement Gerdes also spoke about personal 
devastation to her family farm, which drew her to 
be an active participant in the FCIP. She specifically 
referenced a farmer from Hamburg, Iowa, Mike 
Woltemath, who lost his entire farm in the 2011 
floods in the Midwest. She pointed out that if it 
were not for the FCIP, this farmer and his family 
would have nothing left and no means to rebuild. 
Her testimony included photos of the destruction 
on Woltemath’s Iowa farm. Her statement also 
focused on the successes of the FCIP, the program’s 
growth and its effectiveness in insuring risk. 

 In its formal testimony to Congress, the Big “I” 
reiterated and expounded on many of the points 
Gerdes made and also reminded the committee 
of the enormous cuts made to the crop program 
via the 2008 Farm Bill and, most recently, the 2010 
SRA. 

The Big “I” testimony focused on the complexity 
of servicing the crop program, crop insurance as 
an indispensable financing tool and the need to 
revisit the disturbing commission caps instituted 
by the federal government in the SRA. The Big 
“I” suggests that the soft cap (80%) to agent 
commissions be removed and urges Congress to 
fully support this vital safety net. 

In The news...
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ACUITY RELEASES 2011 FINANCIAL STATEMENT 

ACUITY released its 2011 Financial Statement, 
which details the insurer’s profitability, strength, 
and stability. ACUITY’s financial results shattered 
company records in several areas and surpassed 
peer companies in the insurance industry’s most 
important measurements of performance. 

Highlighting ACUITY’s 2011 financial results is 
a 99.6 percent combined ratio, nearly 10 points 
better than the insurer’s competitors in the 
property/casualty industry. 

“Our sub-100 combined ratio is a testament 
to ACUITY’s consistent underwriting discipline 
regardless of market conditions,” said Ben 
Salzmann, ACUITY President and CEO. “In contrast, 
other carriers have sacrificed discipline to achieve 
short-term objectives, and they are paying the 
price today.”   

ACUITY’s 2011 Financial Statement showed other 
areas of continued strength as well. Assets under 
management reached an all-time high of $2.43 
billion (GAAP). ACUITY generated $112.5 million 
in cash from operations, up 17 percent from 2010, 
and recorded a net income of $56.1 million. 

“As the property/casualty market begins to harden, 
our strong surplus position and favorable leverage 
ratio allow us to be a broader market for our 
agents, create new employment opportunity, and 
provide financial protection to more individuals, 
families, and businesses,” said Salzmann. 

In 2011, ACUITY also combined financial 
performance with strong sales growth that was 
balanced between personal and commercial 
lines. Companywide, ACUITY increased its written 
premium by 8.1 percent, the strongest in five 
years, and grew its policy count to an all-time 
record 243,000 policies written. 

HOUSE FINANCIAL SERVICES COMMITTEE 
CHAIRMAN SPENCER BACHUS TO ADDRESS BIG “I” 

LEADERSHIP 

The Independent Insurance Agents & Brokers of 
America (IIABA or the Big “I”) today announced 
that U.S. House of Representatives Committee 
on Financial Services Chairman Spencer Bachus 

(R-Ala.), will address the Annual Leadership 
Luncheon, just prior to the Big “I” Legislative 
Conference & Convention. 

“Chairman Bachus has a long track record of 
standing up for small business and independent 
agents,” says Robert A. Rusbuldt, Big “I” president 
and CEO. “Our members are politically active and 
engaged on issues that impact the industry and 
consumers. We are truly honored that he will be 
meeting with the Big ‘I’ leadership team.”

Bachus is currently serving his tenth term 
representing the Sixth Congressional District 
of Alabama in the central part of the state. He is 
the Chairman of the House Financial Services 
Committee, which holds jurisdiction over the 
banking, securities, insurance, housing, and 
domestic and international monetary policy 
sectors. Bachus is a native of Birmingham, Ala., 
and graduated from Auburn University and the 
University of Alabama School of Law. Prior to his 
election to Congress, he was a practicing attorney 
and served in the Alabama state legislature.

“Chairman Bachus has played a leadership role 
on a host of issues that impact small businesses 
like many of our members and their clients,” 
says Charles E. Symington, Jr., Big “I” senior vice 
president for government affairs. “Just a few of the 
issues where our members have counted on his 
support include: terrorism insurance, the National 
Flood Insurance Program (NFIP), financial services 
regulatory reform and agent licensing reform. 
We want to thank him for his leadership before 
Congress and in Alabama as a steward of taxpayer 
dollars and Main Street America.”

The event will be held at the Capitol Hill Club in 
Washington, D.C., on Tuesday, April 24. Attendees 
will include Big “I” executive and government 
affairs committee members, agents and brokers 
from Rep. Baucus’s home state of Alabama and 
other industry leaders.

The Big “I” Legislative Conference & Convention 
is the insurance industry’s best-attended, most 
effective legislative meeting. This year’s event 
will take place April 25-27 at the Grand Hyatt 
Washington Hotel in Washington, D.C.
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8300 Norman Center Drive, Suite 250
Bloomington, MN 55437
(952) 897-3000  www.hanover.com

Success Takes More Than A Few Ingredients

Satisfy your appetite for business with a strong 
partner.

Talk to us about how we can partner with you–and 
provide the right ingredients to grow and succeed.

www.springvalleymutual.com
(877) 346–7369

Proudly Providing  
Insurance in Minnesota  
for More Than 100 Years

www.westfieldinsurance.com

Proud to be a  
Trusted Choice® 

member company

A New Way for Insurance Agents To:

To Find Out How Contact Tami at:
651.739.4289 or tami@icchelps.com

Improve Policyholder Retention

Increase “Word of Mouth” Referrals
Gain a New Competitive Edge, Especially Against

Internet Insurance Competition

Better Control Loss Ratios

www.thehartford.com

Intensity can set one apart from all others. Agents know this. 

That’s why so many choose SECURA to help their business 

grow. Call 1-800-558-3405. Write your own success story.SM

Success is finding an advantage.
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Insurance solutions 
for home, auto and business

We offer personal and business insurance 
through independent agencies. 

www.qbeamericas.com

QBE and the links logo are registered service marks of QBE Insurance Group Limited. 
All coverages underwritten by member companies of QBE. © 2011 QBE Holdings, Inc. 

Proud to be aMIIAB sponsor

www.eKemper.com

PowerInPartnersAd.2.12:Layout 1 2/14/12 5:45 PM Page 1

Full Service Brokerage 

Uniquely Designed  
Specialty Programs

Online Quotes, Rating  
and Binding Inc, Contractors 
and Workers’ Compensation
Admitted and Non-Admitted 
Carriers Available

SCHNEIDER
7300 Metro Blvd, Suite 355
Minneapolis, MN 55439
Ph: 952.938.0655
Toll Free: 800.862.6038
www.RPSins.com

RPS Schneider - MN Independant.indd   1 12/13/2011   1:52:52 PM

www.wilsonmutual.com

Phone  763.521.4499       
Fax      763.521.4482 
www.tstlaw.com 

Rolf E. Sonnesyn 
Phone  612-520-8604 

Insurance Defense
Our portfolio includes an emphasis on the 

defense of insurance agents 

Finding  the best business 
technology solutions does 
not have to be difficult. 

www.solbrekk.com          763‐475‐9111 

◊ Desktop and Application Hosting 
◊ Network Support 
◊ Laserfiche Document Management 
◊ Professional Services 
◊ Virtualization 

we make IT easy 

960 Blue Gentian Road  Eagan, MN 55121 
Phone (651) 994-7700 Fax (651) 994-3089 

1-800-827-4569 

Copiers/MFP’s-Color -Fax-Printers- 
Document Management Systems- 

Managed Print Services 

http://www.copiers.toshiba.com/tbs11/home.html
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Online Courses: The VU offers a wide variety of 
online classes to enhance and expand insurance 
technical and business skills.    When taking an 
online class through the VU, you can be confident 
you or your staff is learning the highest quality 
education available online. You do NOT have to be 
a member or subscriber to take an online course 
since a separate fee is charged.

Research library: For those who seek a smarter 
way to research, the VU provides access to 
hundreds of insurance, business and technology 
articles written by volunteer faculty and other 
contributors. Technical insurance articles often 
include links to full sample ISO forms. You’ll also 
find white papers and articles on many issues 
affecting today’s insurance marketplace.

Expert advice: Sometimes you need answers 
to questions that can’t be found in the research 
library.  To help with these “just in time” issues, 
we have assembled a faculty of leading experts 
from around the country. Big “I” Members can 
submit questions to our “Ask an Expert” service 
and a response is usually sent within 3-5 business 
days, but often sooner.

All of this can be accessed on the web at

www.independentagent.com/vu

Virtual University

MN Independent Insurance
Agents & Brokers Association

DON’T GET BITTEN
BY AN E&O CLAIM 

YOU COULD HAVE

AVOIDED. 

Swiss Re policyholders written 

through the Big “I” Professional 

Liability Program have access to an 

exclusive risk management web site. 

Log on today to fish for E&O claims 

frequency data, real-life case studies 

and analysis, sample client letters, 

sample agency procedures, agency 

E&O self assessments, podcasts on 

important E&O topics, and much 

more.

www.independentagent.com/EOHappens
AAA Insurance:  www.AAA.com

Allied Insurance:  www.alliedinsurance.com

Austin Mutual Insurance:  www.austinmutual.com

Capital Insurance Group:  www.ciginsurance.com

Continental Western Group:  www.cwgins.com

EMC Insurance Companies:  www.emcins.com

Encompass Insurance:
www.encompassinsurance.com

Foremost Insurance Group:  www.formost.com

Harleysville Insurance:  www.harleysvillegroup.com

The Hartford:  www.thehartford.com

Indiana Insurance:  www.indiana-ins.com

Integrity Insurance:  www.integrityinsurance.com

Liberty Mutual:  www.lmac.com

MetLife Auto & Home:  www.metlife.com

Midwest Family Mutual:  www.midwestfamily.com

North Star Mutual:  www.nstarco.com

Ohio Casualty:  www.ocas.com

Progressive Insurance:  www.progressiveagent.com

Rain & Hail Insurance Service, Inc.:  
www.rainandhail.com

Safeco Insurance:  www.safeco.com

Selective Insurance:  www.selective.com

SFM-The Work Comp Experts:
www.sfmic.com

State Auto Insurance:  www.stateauto.com

Travelers Insurance:  www.travelers.com

Western National Insurance:  www.wnins.com

Westfield Insurance:  www.westfieldinsurance.com

Wilson Mutual Insurance:  www.wilsonmutual.com

Thank you to our 
Trusted Choice 

Partners in Minnesota
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1/11 - 1/13/12  Eden Prairie  Agency Management
2/8 - 2/9/12  Plymouth  *Ruble Graduate Seminar
3/7- 3/9/12 Eden Prairie  Commercial Casualty
4/11 - 4/13/12  Eden Prairie  Personal Lines
5/9 - 5/11/12  Eden Prairie  Commercial Property
6/13 - 6/14/12  Walker   *Ruble Graduate Seminar
7/11 - 7/13/12  Eden Prairie  Commercial Casualty
8/1 - 8/3/12  Eden Prairie  Agency Management
9/12 - 9/14/12  Eden Prairie  Commercial Property
10/10- 10/12/12  Eden Prairie  Personal Lines
11/7 - 11/9/12  Eden Prairie  Life and Health

* Must be a dues paid member of CIC or CRM to attend a 
Ruble Graduate Seminar

Dates and locations are subject to change.  Before making 
any travel arrangements, call to verify the dates, location, 
start time and availablility when registering for a program.

Cost Seminar

$421.00 CIC Institutes 
(20 Hours)

$420.00
Ruble Graduate 

Seminar
(16 Hours)

_______________________________________________________________________________________________________________________
Card Number                                                                                      Expiration Date                                                              Signature

_______________________________________________________________________________________________________________________
Name on Card                                                                Security Code (3 digits)                   Billing Address

_______________________________________________________________________________________________________________________
Name                                                                                                     MN Insurance License #                                     DOB                                               Designations

_______________________________________________________________________________________________________________________
Agency/Company                                                                                                   Phone                                                                   Email

_______________________________________________________________________________________________________________________
Address                                                                                                            City                                                                   State                           Zip

Return to:  MIIAB, 7500 Flying Cloud Dr, Suite 900, Eden Prairie, MN 55344   P: 952.835.4180  F: 952.835.4774  E: tnorum@miia.org

www.miia.org

Method of Payment
Check Enclosed (Payable to MIIAB) or Charge to:     VISA       Mastercard

In accordance with Title III of the American with Disabilities Act, we invite all registrants to advise us of any 
disability and any request for accommodation to that disabily.  Please submit your request as far as possible in 

advance of the program you wish to attend

2012 MIIAB CIC 
Program Schedule

MN Independent Insurance
Agents & Brokers Association

All courses begin Wednesdays at 8:00 a.m., 
Thursdays from 8:00 a.m. until 5:00 p.m., and Fridays 

from 8:00 a.m. to 12:00 p.m.
Optional Exam: Friday 2:00 p.m. to 4:00 p.m.

NOTE:  Ruble Graduate Seminars only meet 
Wednesdays and Thursdays from 8:00 a.m. until 

5:15 p.m. & there is no exam.

Important Information
All participants must present photo identification to 

the on-site registrar at the institute.  Cancellations 
received within 7 calendar days of a program will 

incur a $75 non-refundable fee. If you do not cancel 
and do not attend the program, you will incur a 

$125 fee.  The balance of the registration fee may be 
refunded or transferred to another course.  You may 

substitute an eligible person for the same event 
anytime at no charge with notification  prior to the 

course.

Please select Seminar date

It’s easy to register - by fax, phone, mail or on-line!

These courses have been submitted for approval to 
the MN Commissioner of Commerce for 20 hours of 
Insurance continuing education.  Except for Ruble 

Graduate Seminar that are only 16 hours.

EXAMS NOW 

ON FRIDAY!
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1/24/12 - Rochester  Commercial Property

1/24/12 - Eden Prairie  Commercial Casualty

2/15/12 - St. Cloud  Personal Auto

2/16/12 - Eden Prairie Personal Residential

2/22/12 - Shoreview  Commercial Property

3/14/12 - Eden Prairie  Agency Operations

3/21/12 - Duluth  Commercial Property

3/28/12 - St. Cloud  Commercial Property

4/12/12 - Rochester  Personal Residential

4/18/12 - Shoreview  Personal Auto

4/19/12 - Eden Prairie *WTH

5/1/12 - St. Cloud Commercial Casualty

5/15/12 - Eden Prairie Commercial Property

5/24/12 - Mankato  Commercial Property

6/5/12 - Grand Rapids  Personal Residential

6/7/12 - Thief River Falls  *Dynamics of Service

7/10/12 - Duluth  *WTH

7/18/12 - Alexandria  *WTH

7/25/12 - Brainerd  Personal Residential

8/7/12 - Shoreview  Agency Operations

8/9/12 - St. Cloud  Agency Operations

8/21/12 - Mankato  *WTH

8/23/12 - Rochester *Dynamics of Service

9/5/12- Eden Prairie Commercial Casualty

9/6/12 - Willmar  Personal Auto

9/11/12 - Detroit Lakes  Commercial Casualty

9/18/12 - Bemidji  Commercial Property

10/3/12 - Eden Prairie  Personal Residential

10/17/12 - Shoreview  Personal Residential

10/18/12 - Duluth  Agency Operations

10/23/12 - St. Cloud  *WTH 

10/25/12 - Eden Prairie  Agency Operations

11/6/12 - Rochester  Commercial Casualty

11/13/12 - Eden Prairie  Commercial Property

Cost Seminar

$148.00 CISR Seminar

$158.00 William T. Hold 
Seminar (WTH)

$158.00 Dynamics of 
Service

_______________________________________________________________________________________________________________________
Card Number                                                                                      Expiration Date                                                              Signature

_______________________________________________________________________________________________________________________
Name on Card                                                                Security Code (3 digits)                   Billing Address

_______________________________________________________________________________________________________________________
Name                                                                                                     MN Insurance License #                                            DOB                                      Designations

_______________________________________________________________________________________________________________________
Agency/Company                                                                                                   Phone                                                                   Email

_______________________________________________________________________________________________________________________
Address                                                                                                            City                                                                   State                           Zip

Return to:  MIIAB, 7500 Flying Cloud Dr, Suite 900, Eden Prairie, MN 55344   P:952.835.4180  F: 952.835.4774  E: tnorum@miia.org

www.miia.org

Method of Payment
Check Enclosed (Payable to MIIAB) or Charge to:     VISA       Mastercard

CANCELLATION POLICY:  Registration fee is fully refundable if cancellation is received seven 
days prior to class.  A $30.00 fee will be charged for cancellations less than seven days before the 

scheduled class.  NO SHOWS will NOT receive a refund. 

In accordance with Title III of the American with Disabilities Act, we invite all registrants to advise us of any disability and any request for 
accommodation to that disabily.  Please submit your request as far as possible in advance of the program you wish to attend

2012 MIIAB CISR 
Program Schedule

MN Independent Insurance
Agents & Brokers Association

* NEW!!! 
William T. Hold 

Seminar and 
Dynamics 
of Service 

Open to All!
 You are no longer required to 
have your designation or to be 
a dues paying member of the 
National Alliance to attend the 
William T. Hold or Dynamics of 
Service Seminars.  You can also 
use these courses to update 
your CISR designation.

Please select Seminar date - These courses have been approved by the MN Commissioner 
of Commerce for 8 hours of Insurance continuing education (**Dynamics of Service has been 

approved for 7 hours of Insurance continuing education)

It’s easy to register - by fax, phone, mail or on-line!

BONUS!!! 
William T. 

Hold Seminar 
Meets Ethics 

Requirements
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Please Check Location
1/18/12 - Eden Prairie  8:30am-3:30pm

Prairie Conference Center
7500 Flying Cloud Dr
Eden Prairie, MN 55344
952.835.4180

3/13/12 - St. Cloud 8:30am-3:30pm
Best Western Kelly Inn
Hwy 23 & 4th Ave
St. Cloud, MN  56301
320.253.0606

4/5/12 - MIIAB Convention 8:30am-3:30pm
Hyatt Regency Minneapolis
1300 Nicollet Ave
Minneapolis, MN 55403
612.370.1234

5/17/12 - Fergus Falls  8:30am-3:30pm 
Best Western/Bigwoods Event Center
925 Western Ave
Fergus Falls, MN 56537
800.293.2216

6/19/12 - Morton  8:30am-3:30pm
Jackpot Junction
39375 County Hwy 24
Morton, MN 56270
507.644.3000

7/10/12 - Walker  8:30am-3:30pm
Chase on the Lake
502 Cleveland Blvd
Walker, MN 56484
888.242.7306

8/8/12 - Rochester  8:30am-3:30pm
Courtyard Marriott - Rochester
161 13th Ave SW
Rochester, MN 55902
507.536.0040

9/20/12 - Duluth  8:30am-3:30pm
Holiday Inn & Suites
200 West First St.
Duluth, MN 55802
218.727.7492

11/14/12 - Eden Prairie  8:30am-3:30pm
Prairie Conference Center
7500 Flying Cloud Dr
Eden Prairie, MN 55344
952.835.4180

AgEnCy 
StAFF 

SizE

totAL 
AttEnDEES 
REquiRED 

At A (6 
houR) 

SEMinAR

PoSition in AgEnCy
PLuS 

ADDitionAL 
REquiREMEntS

1 1 ACtIvE AgENCy PRINCIPAL, OWNER, 
PARtNER OR OFFICER NONE

2-7 2 ACtIvE AgENCy PRINCIPAL, OWNER, 
PARtNER OR OFFICER

ONE PRODuCER 
OR CSR

8-20 4

ACtIvE AgENCy PRINCIPAL, OWNER, 
PARtNER, OFFICER AnD ONE 

ACtIvE AgENCy PRINCIPAL, OWNER, 
PARtNER, OFFICER, OPERAtIONS 

MANAgER OR PRODuCER

tWO PRODuCER’S 
OR CSR’S

21-50 6

ACtIvE AgENCy PRINCIPAL, OWNER, 
PARtNER, OFFICER AnD ONE 

ACtIvE AgENCy PRINCIPAL, OWNER, 
PARtNER, OFFICER, OPERAtIONS 

MANAgER OR PRODuCER AnD ONE 
CSR

tHREE 
PRODuCER’S OR 

CSR’S

51+ 10

ACtIvE AgENCy PRINCIPAL, OWNER, 
PARtNER, OFFICER AnD tWO ACtIvE 

AgENCy PRINCIPAL’S, OWNER’S, 
PARtNER’S, OFFICER’S, OPERAtIONS 
MANAgER’S OR PRODuCER’S AnD 

tWO CSR’S

FIvE PRODuCER’S 
OR CSR’S

Method of Payment
Check Enclosed (Payable to MIIAB) or Charge to:     vISA       Mastercard

CAnCELLAtion PoLiCy:  Registration fee is fully refundable if cancellation is received 
seven days prior to class.  A $30.00 fee will be charged for cancellations less than seven 

days before the scheduled class.  no ShoWS will not receive a refund. 

In accordance with Title III of the American with Disabilities Act, we invite all registrants to advise us of any disability 
and any request for accommodation to that disabily.  Please submit your request as far as possible in advance of the 

program you wish to attend

_______________________________________________________________________________________________________________________
Card Number                                                                                      Expiration Date                                                              Signature

_______________________________________________________________________________________________________________________
Name on Card                                                                Security Code (3 digits)                   Billing Address

_______________________________________________________________________________________________________________________
Name                                                                                            MN Insurance License #                                           DOB                                               Designations

_______________________________________________________________________________________________________________________
Agency/Company                                                                                                   Phone                                                                   Email

_______________________________________________________________________________________________________________________
Address                                                                                                            City                                                                   State                           Zip

Return to:  MiiAB, 7500 Flying Cloud Dr, Suite 900, Eden Prairie, Mn 55344   P: 952.835.4180  F: 952.835.4774  E: tnorum@miia.org

www.miia.org

Cost per person
$151.00  MIIAB Member Price

$166.00 Non-Member Price

Agencies that attend this seminar will receive a 10% 
loss control credit on their Westport E&O Premium.
Once an agency attends the seminar the 10% credit 
will apply for 3 years if the agency remains claim free 

during the 3 year period.

MN Independent Insurance
Agents & Brokers Association

2012 MiiAB Errors & omissions 
Seminars

these courses have been approved by the MN Commissioner of 
Commerce for 6 hours of Insurance continuing education
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Minnesota Independent Insurance Agents & Brokers Association

POWER IN PARTNERS PROGRAM
Thank you to the following companies that are supporting the association through 
our Power in Partners Program in 2012.  Their support helps to make possible many of 
our events and meetings such as the MIIAB/Trusted Choice Annual Convention and Fall 
Town Meetings.

2012

DIAMOND LEVEL

Grinnell Mutual Reinsurance Company
Indiana Insurance

Midwest Family Mutual

QBE
SECURA Insurance

The Hanover Group

ACUITY
AFCO/Prime Rate Premium Finance

AmTrust North America
Encompass Insurance Company

ICC Restoration & Cleaning Services
Kemper Preferred Insurance

Meadowbrook, Inc.
MVP Service Solutions

RPS Schneider Agency
Safeco Insurance

Selective Insurance Company of America
S.H. Smith & Company, Inc.

Solbrekk Business Technology Solutions
Spring Valley Mutual Insurance

State Auto Companies
The Hartford

Tomsche, Sonnesyn & Tomsche, PA
Toshiba Business Solutions
Travelers Companies, Inc.

Westfield Insurance
Wilson Mutual Insurance Company
Workers Compensation Specialist

PLATINUM LEVEL

GOLD LEVEL

SILVER LEVEL

MN Independent Insurance
Agents & Brokers Association
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