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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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Premier insurance benefits are available to members in the Communicating 
for America, Inc. (CA) association, and are underwritten by Madison 
National Life Insurance Company, Inc. Madison National Life is a member 
of The IHC Group and is rated A- (Excellent) for financial strength by A.M. 
Best Company, Inc. (An A++ is the highest rate available from A.M. Best.) 
Premier memberships are not available in all states. You may request  
marketing documents for further details. Benefits are offered at the sole 
discretion of CA and may vary by vendor or state of residence. 
For agent use only. Not for consumer distribution or solicitation.

IHC MPflier 0812

Meet Premier–  
guaranteed issue bundled ancillary benefits  
Do you have clients with high-deductible health plans who would like 
additional coverage for their out-of-pocket or self-employed clients 
looking for additional disability or critical illness coverage? 
 
 
 
 
 
 
 
 
 

 
Offer them Premier! Along with valuable services and discounts, Premier includes  
the following supplemental insurance benefits: 
  • Critical illness—up to $10,000 
  • Accident medical expense—up to $10,000 
  • Term life—up to $10,000 
  • Accident disability income—$1,000 per month 
 
Premier bundled benefits appeal to:  
  • Families looking for accident medical expense coverage 
  • Those over age 45 who need critical illness insurance 
  • Sole proprietors and the self-employed who cannot find disability coverage 
 
There’s more! In the state of Minnesota, The IHC Group also offers short-term medical 
insurance and dental insurance for individuals and families, as well as employer groups. 
 
For more information on the Premier benefits or other products offered by 
The IHC Group, call 866-415-3530 or email ihcgroupmn@ihcgroup.com.

www.ihcgroup.com



As the seasons change and we look towards the winter seasons's arrival,  there's an 
opportunity to take a more simplified look at our clients to see how we can help. 
Here's a short list of homeowners topics to recall for your clients to help them be 
mindful of as the seasons change.

Make sure to check deductibles, of course it's simple but it can be a cost saving 
measure that can sneak up on all of our busy schedules. The increases in deductibles 
affects us all, so this is a great starting point to take a look  at each couple of months. 

Make sure to remind clients to tie up any loose ends when it comes to seasonal 
homes as well. Is there an additional need for coverage based on happenings at a 
seasonal home?

And to the physical property on the primary dwelling, check the roof, is there past 
damage that needs to be repaired? Heavy snow can be very damaging on a roof. Be 
mindful not to make an already existent problem worse by not fixing the problem. 
If a new roof is in order, make sure they are informed about how different types of 
roofs can affect their premium.

How about the content of the client's home? Ensure that they take a look at 
additions that may have been made lately to their home so that necessary changes 
can be made to be adequately covered. The same is true for Summer projects that 
may have been completed. It is important to take a detailed look.

This article may seem more like a home maintenance checklist with a bit of insurance 
info rolled in, but it's important that we communicate to our clients that as a whole 
their lives are important to us! 

Remember, we are independent agents, our forte is customer 
service and it should be at the forefront of every day. Our 
Independent agency family is very strong, let’s continue to rely 
on each other for knowledge. 

To your success,

Robb Wunderlich

Robert Wunderlich
robbw@wunderlichinsurance.com President’s Message

Customer Service Opportunity
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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 Time Flies When You Are…
It is hard to believe that an entire year has passed since Minnesota’s own Mike 
Donohoe, from the James. R. Weir Insurance Agency in Mankato, was inducted 
as the National Chairman of the Independent Insurance Agents and Brokers of 
America. What an honor for Minnesota to have an agent from our state in this 
leadership position. Mike represented our industry throughout the country and 
in the offices of hundreds of insurance company executives with the integrity and 
the vigor for promoting the independent insurance agency system. During Mike’s 
tenure, he and Mary, visited each state’s association at their annual meeting or 
convention to promote his vision, and more importantly, find out how the National 
Association, along with the state associations, can help build a bright future for the 
independent agents throughout the United States. 

Since 1983, when Mike was President of the Minnesota Association, he has served 
on many National committees, two in particular he chaired in an effort to make 
a difference in how we provide products and services to our member’s clients. 
The first committee he chaired was the “Eagle Agency” which was developed at the time to help member agents with 
markets who were stricken with agency terminations in numerous areas around the country. The second committee 
was the “Virtual University” which he helped develop, and provides online insurance information to our members. 
Most notably is the area in Virtual University called, “Ask the Experts”, where any member can access experts regarding 
a particular coverage question and receive answers within 24 hours. This is a major tool for many agencies who are 
members of the IIABA. 

Not only did Mike help move these two projects along, he is concerned about the following areas that need to be 
discussed and developed for the successful future of our industry:

•	 Developing young agent talent to enter into our industry
•	 Beginning to educate young people in high schools about insurance through “InVest”
•	 Promoting the internal perpetuation of our agencies throughout the country
•	 Competing in today’s internet world through the new national initiative called “CAP”
•	 Developing a marketing strategy for our members to use with a focus on social media
•	 Developing a National Brand called “Trusted Choice” that promotes the strengths of independent agents
•	 Emphasizing the strengths of independent agents with our company partners

These are just a few of the areas that have made an impact on the future of our members 
in Minnesota, as well as agents throughout the country. Future leaders of the National 
Association have an outstanding footprint to move our organization into the next century 
because of Mike’s hard work and dedication.

Finally, on behalf of the Board of Directors, staff, and members of the MIIAB, we would 
like to thank Mike and Mary for their tireless efforts over the past year. We all know Mike 
will stay very active on the National level as well as in the state of Minnesota. As you can 
see by the two pictures, the first of Mike at the Twins Stadium, smiling and networking 
with all of his colleagues, it shows how happy he was to represent IIABA. In the second 
picture, Mike leaves the National Association as Chairman but, “Donohoe is number one 
with us here in Minnesota”. 

Dan Riley
driley@miia.org Executive VP Message
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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



October 2012 • The Minnesota News  9
www.go-premco.com

 

PREMCO has been F inancing  Insurance Premiums and  
support ing Independent  Insurance Agencies  for  over 22  

years.   We are  ext remely proud to  be  serving  your  Minnesota 
Associat ion and i ts  members ! Give  us a  cal l  and exper ience  
why w e are the chosen partner  of  your  Associat ion and w hy 

so many Independent  Agents  re ly on  us every day.     
 
 

 

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 

Let us save you time.  
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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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AccessOnTime Language & Logistics
Associated Financial Group
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Bearence Management Group
Berkley Risk Administrators Company, LLC 
Cedarleaf, Cedarleaf & Cedarleaf, Inc.
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SFM - The Work Comp Experts
Travelers
Twin City Group
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We congratulate these property and casualty professionals for their 
achievement in attaining the Chartered Property Casualty Underwriter (CPCU) 
designation. CPCUs desire to better serve consumers and are committed to the 
highest ethical behavior. They bring years of experience and extensive industry 
knowledge to businesses and communities across the world. And the CPCU 
Society helps support CPCUs through continued education, adherence to a strict 
code of ethics, and volunteer leadership opportunities.  

Congratulations to our newest CPCUs!

www.cpcusociety.org

Celebrating CPCUs!

Your community just improved!
We congratulate these property and casualty professionals for their achievement in attaining the Chartered 
Property Casualty Underwriter (CPCU) designation. CPCUs desire to better serve consumers and are committed 
to the highest ethical behavior. They bring years of experience and extensive industry knowledge to businesses 
and communities across the world. Additionally the CPCU Society helps support CPCUs through continued 
education, adherence to a strict code of ethics, and volunteer leadership opportunities. 

Congratulations to our newest CPCUs! 

We congratulate these property and casualty professionals for their 
achievement in attaining the Chartered Property Casualty Underwriter (CPCU) 
designation. CPCUs desire to better serve consumers and are committed to the 
highest ethical behavior. They bring years of experience and extensive industry 
knowledge to businesses and communities across the world. And the CPCU 
Society helps support CPCUs through continued education, adherence to a strict 
code of ethics, and volunteer leadership opportunities.  

Congratulations to our newest CPCUs!

www.cpcusociety.org

Celebrating CPCUs!

>>  Ad SponSor CompAnieS
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Ryan J. Onken 
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Dustin J. Gaffke 
Federated Insurance Companies
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Federated Insurance Companies
Andrew L. Lempke 
Federated Insurance Companies
James G. Olson 
Federated Insurance Companies
Kelly G. Kasper 
Federated Insurance Companies
Mark B. Ulman 
Federated Insurance Companies
Lynn A. Sandquist 
Federated Insurance Companies
Kenneth  Grothe 
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Beverly A. Boggess 
Lockton Companies Inc
Wendi A. Stang 
Midwest Family Mutual Insurance Company
Tom  Lawrence  
State Farm
Brianne  Jones  
State Farm
Aaron  Josephson  
Travelers
Joshua  Vedo  
Western National Insurance Company
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Getting to know
MIIAB's Lobbyist

As MIIAB's lobbyist, Dominic 
Sposeto helps to maintain the 
association's daily presence 
in St. Paul.  With over 30 years 
experience in association 
legislative work he employs 
his strong relationships with 
legislators and their staff, as 
well as the Department of 
Commerce, to advocate on 
MIIAB's members' behalf.
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Q.  What led you to become a lobbyist?
A.  While I was in graduate school in medieval history 
at the University of Iowa I took a couple of political 
science courses.  I enjoyed them so much I took more 
and wound up changing my master’s degree.  While 
working on that degree, I got involved in presidential 
politics, met Jimmy Carter, and did some work as 
an unpaid lobbyist for mass transit at the Iowa state 
capitol.  It was both fun and challenging and I felt I had 
the right personality for lobbying.  So here I am.  Others 
will tell you that I just like to argue.

Q.  How did you become a lobbyist for insurance 
agents?
A.  After working three years  for a statewide 
professional association, I decided to start my own 
lobbying business.  I heard that two professional 
insurance agent organizations were joining their 
legislative programs to increase their clout at the state 
capitol.  So when the Big I and the PIA of Minnesota 
decided to hire a joint lobbyist, I was their choice.  

Q.  How long have you been representing the 
MIIAB at the state capitol?
A.  The 2012 legislative session was my thirty-first year 
representing you at the state capitol.  I know it is hard 
to imagine since I am not that old.  

Dominic Sposeto
Governmental Affairs Director
Minnesota Independent Insurance Agents 

& Brokers Association

Good relationships with 
elected officials are 

based upon accurate and 
timely information.  I 

want the MIIAB to be a 
place where legislators 
can turn if they have 
specific questions on 
proposed insurance 

legislation.
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Q.  What do you consider your greatest 
accomplishments while representing the MIIAB?
A.  That’s really an interesting question.  I like to think 
my work on streamlining agent licensure, education 
and training was a major accomplishment.  Working 
with a broad coalition of business and insurance 
interests at the capitol to reform our state’s workers’ 
compensation system in the late 1980s was a big 
deal.  However, it was not greatly appreciated by 
some of our members when it resulted in double 
digit reductions in premiums.   Gaining protections 
for insurance agencies that lose their company 
contracts was helpful during the tough market of the 
90s.  Recently, working to clarify the law regarding 
insurance certificates has brought me some pleasure.   
But perhaps my greatest accomplishment is to be 
recognized as the “insurance agents lobbyist” and a 
go to person on insurance issues at the capital and 
within state government.    

Q.  What do like most about your job?
A.  I really enjoy working with a broad spectrum 
of people and you sure get that at the capitol.  The 
legislature, their staff and my fellow lobbyists 
provide me with constant information and mental 
stimulation.  I really enjoy the debate on public 
policy and legislation and the strategy involved in 
successful legislative efforts.   I find it all fascinating 
and the issues seem to change every year, (with the 
exception of auto insurance reform which I think 
goes back to Alexander Ramsey).   My job involves 
little heavy lifting and is never boring.   What more 
can I ask for?  

"MIIAB member 
involvement through 

grassroots advocacy and 
through our political 

action committee 
enable me to be build 

relationships with 
legislators to better 

represent the collective 
interests of agents and 
brokers.  That is the 
basis for a successful 

legislative program like 
ours."



16  The Minnesota News • October 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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Diamond Profile

Austin Mutual Insurance 
Company has been meeting the 

insurance needs of Minnesotans 
since 1896. Much like Austin 
Mutual, The Main Street America 
Group’s rich history began decades 
ago in 1923 when we formed our 
company in New Hampshire. 

The two storied insurance 
carriers share much in common 
– in particular, our steadfast 
commitment to you, the 
independent insurance agent, as 
our sole channel of distribution. 
In addition, both Austin Mutual 
and Main Street America are 
strong company partners of 
Trusted Choice®. That’s why when 
Austin Mutual became a Main 
Street America affiliate in July 
2012, it had all the ingredients 
for a recipe for success.  

As an “A” rated carrier, Main Street 
America annually writes nearly 
$900 million in premium and has 
more than $2 billion in total assets.*

Through our nine property and 
casualty writing companies – 
including our newest affiliate, 
Austin Mutual – we partner with 
more than 2,000 independent 
agents to provide superior, 
personal service to more than 
600,000 policyholders.

Main Street America provides a 
full line of competitively priced 
personal lines and commercial 
lines products and services to 
individuals, families and small 
businesses in 30 states, and fidelity 
and surety bond products in 45 
states. This summer, to complement 
Austin Mutual’s existing product 
portfolio, Main Street America 

introduced our Main Line Business 
Owners Policy (Main Line BOP), 
tiered commercial auto, workers’ 
compensation and commercial 
umbrella products in Minnesota. 

Quoting and issuing all of Main 
Street America’s commercial 
products is easy and convenient, 
as quotes and new business 
can all be quickly processed 
through our Main Street Station 
commercial lines system.

To become our customer and 
represent Main Street America 
and Austin Mutual in your 
market, and capitalize on Austin 
Mutual’s rich tradition and strong 
Minnesota presence, please 
visit www.msagroup.com and 
click on the “Become a Main 
Street America Agent” link.

FEaTuRED PaRTNER
Austin Mutual Insurance 

Company, a member of The 
Main Street America Group

auSTIN MuTual 
PRESIDENT & CEO

Jeff Kusch

MaIN STREET aMERICa 
MIDWEST REgIONal 

PRESIDENT
Henry Pippins

HEaDquaRTERS
Maple Grove, MN

WEbSITE
www.austinmutual.com

Minnesota Independent Insurance Agents & Brokers 
Association recognizes Austin Mutual Insurance Company 
as one of its Diamond Partners.  MIIAB Diamond Partners 
are the highest level of sponsorship to our organization.
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Austin Mutual 
President and CEO 
Jeff Kusch

Main Street America 
Midwest Regional President
Henry Pippins

* A.M. Best’s rating of “A” (“Excellent”) applies to The Main Street America Group. Ratings listed herein are as of May 1, 2012, are used 
with permission of A.M. Best, and are subject to changes by the rating service. For more information about ratings, please access 
www.ambest.com



18  The Minnesota News • October 2012

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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The direct writers continue to invest heavily in advertising to gain market share in our coveted personal 
auto market. Advertising in 2011 for the top two direct writers increased approximately 10 percent to 

over $1.5 billion, complemented by another year of impressive direct written premium growth. Overall 
property and casualty advertising increased 12 percent in 2011 to a record $5.7 billion. In the face of this 
threat, independent agencies need to recognize that we are abetting the success of our direct writer foes 
through the ongoing subsidization of our homeowner products.

Independent agency share of the $165 billion personal auto market has remained essentially flat at 32 
percent over the past ten years; direct writers have more than doubled their share to approximately 16.5 
percent, primarily at the expense of the exclusive agency market. To protect, and eventually grow again, 
independent agency share of the personal auto market we must lead with the most competitive auto 
pricing we can offer. Since “saving money” is the focus of the vast majority of direct writer advertising, the 
independent agency distribution channel is literally handing direct writers quote opportunities when 
we inflate auto pricing to subsidize homeowner product losses. While independent agents can certainly 
attest that economic challenges have increased customer price sensitivity, the onslaught of price-focused 
advertising from the direct writers has reinforced the effect.  Customer surveys continue to define price as 
the primary driver of personal lines purchasing behavior.

Independent agents have often debated whether in personal lines we should lead with auto or 
homeowners products. Despite strong arguments in favor of one line of business over another, the 
growing strength of the direct writers has settled the question for us: lead with auto. We simply must 
because the personal auto market is the clear target of the direct writers. Who recalls the last direct writer 
advertisement they saw that even mentioned homeowners? Direct writers are capitalizing on the strain 
adverse weather has had on our package-based business model.

Mother Nature has been a determinant of the current subsidization that exists in homeowners. The 
number of natural disasters in the U.S. has increased dramatically to approximately 200 per year between 
2007-2011, doubling relative to the prior five years. This escalation in weather-related catastrophe losses 
has eroded the limited margin that existed in homeowners, promoting insurers to raise rates. However, the 
rate of increase in homeowner’s premiums has not kept pace with loss trends. The industry homeowners 

continued on page 21

Lead with Auto - An Independent 
Agency Personal Lines Growth Strategy

By Joseph F. DiMartino
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  I used to think EMC was ju st 
for niche commercial programs.
      Then again, I used to think the
          moon was made of cheese.

Minneapolis Branch: 800.362.4670  |  Home Office: Des Moines, IA www.emcinsurance.com

© Copyright Employers Mutual Casualty Company  2009  All rights reserved

MAKE EMC YOUR CHOICE FOR MAIN STREET BUSINESS
When you think main street business, start thinking about the EMC Choice® Businessowners 
Program. Small and midsize businesses will enjoy the flexible coverage options designed to meet 
their specific insurance needs, the added value of free loss control services, plus the responsive 
service from an EMC branch office nearby. So if you still think EMC is just for niche programs, think 
again. Count on EMC ® for your main street commercial lines marketing, too. For more details, 
contact your local EMC branch office.

3431_MN News_Cheese_C_7.5x10clr.indd   1 3/11/09   4:53 PMwww.emcins.com
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Relax... 
You’ve offered each of your clients 
a personal umbrella policy. 

Right? 
It might not be quite as relaxing as a day at the beach, but knowing you’ve done everything in your power to protect 
the customers who trust you to help them will go a long way towards easing your mind. 

Offering each and every client an umbrella not only protects those who choose to purchase the coverage. It protects 
your agency from liability. And it protects  your book of business, since studies show that customers who have 
multiple policies are less likely to move their business elsewhere. 

As a Big “I” member, you have access to a stand alone personal umbrella program from A+ rated carrier RLI, 
featuring: 

� Limits up to $5 million available
� You can keep your current homeowner/auto insurer
� New drivers accepted - no age limit on drivers
� Up to one DWI/DUI per household allowed
� Auto limits as low as 100/300/50 in certain cases
� Competitive, low premiums for increased limits of liability
� Simple, self-underwriting application that lets you know immediately if the insured is accepted
� E-signature and credit card payment options
� Immediate coverage available in all 50 states plus D.C.

So cover your clients... protect your agency... and profit from umbrella sales!

To access log onto www.bigimarkets.com 
or visit www.iiaba.net/Umbrella.

®

combined ratio deteriorated by 11.5 points between 
2007-2011 relative to the prior five year average. These 
unsustainable operating results have compelled some 
independent agency companies to seek greater margin 
in auto to offset Homeowners losses. The byproduct of 
our higher auto premiums plays right into the hands of 
our direct writer competition.

While the threat to our personal auto market share 
from direct writers remains a substantial challenge for 
our independent agencies to manage, our preservation 
of market share and recent studies confirm we are 
well positioned. The independent agency distribution 
channel will continue to address the challenge 
by investing in technology and adapting agency 
operations in ways that support our relationship-based 
value proposition. The Big I’s strategic investment in 
the Consumer Access Portal (CAP) complemented by 
Trusted Choice marketing to drive web traffic and search 
engine placement represents our most substantive 
market solution to address long term needs. 

Just as the independent agency distribution model 
effectively responded to the threat of increased pricing 
sophistication of direct writers, we’ll accommodate our 
customers growing preference to conduct research 
(and potentially purchase) using on-line technology.  
While our collective efforts will expectedly take 
some time to generate growth, we’ll continue to 
build our value proposition based on service, trust 
and relationship. Improving the competitiveness of 
personal auto by eliminating the pricing distortion due 
to recent unfavorable weather trends will strengthen 
our ability to maintain market share and position us for 
future growth.

Joseph F. DiMartino is President and CEO of Integrity 
Insurance, a regional carrier headquartered in Appleton, 
Wisconsin offering Auto, Business and Home insurance 
exclusively through the best network of Independent 
agents in Wisconsin, Minnesota and Iowa. DiMartino can 
be reached at jdimartino@imico.com

continued from page 19

It might not be quite as relaxing as a day at the 
beach, but knowing you’ve done everything in 
your power to protect the customers who trust 
you to help them will go a long way towards 
easing your mind.

As a Big “I” member, you have access to a stand 
alone personal umbrella program from A+ 
rated carrier RLI, featuring:

•	 Limits up to $5 million available

•	 You can keep your current 
homeowner/auto insurer

•	 New drivers accepted - no 
age limit on drivers

•	 Up to one DWI/DUI per 
household allowed

•	 Auto limits as low as 100/300/50 
in certain cases

•	 Competitive, low premiums for 
increased limits of liability

•	 Simple, self-underwriting application 
that lets you know immediately 
if the insured is accepted

•	 E-signature and credit card 
payment options

So cover your clients... protect your agency... 
and profit from umbrella sales!

Contact Terri Norum at 952.253.6237 
or tnorum@miia.org
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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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tnorum@miia.org

     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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MIIAB Region 8 
Commercial Lines 
Panel Discussion

Tuesday, October 16, 2012

1:30pm to 4:30pm

MIIAB Training Center, 
7500 Flying Cloud Drive, 
Eden Prairie, MN  55344

Companies Scheduled to Participate:  
CNA, Hanover, Harleysville, 

Main Street and Travelers with 
more to be announced! 

More info at

http://tinyurl.com/8n3vxua

• Very affordable

• Easy for your customer — Quotes with 10 quick questions

• Limits of $1, $2, $3 and $5 million available

• Rated A+ “Superior” by A.M. Best Company

• Available nationwide!

Could your customers use RLI’s 
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Trusted Choice® agencies are insurance and financial services firms whose access to multiple 
companies and commitment to quality service enable us to offer our clients competitive pricing, 
a broad choice of products and unparalleled advocacy.

As a Trusted Choice® agency, we are dedicated to you and are committed to treating you as a 
person, not a policy. This commitment means we shall:

•	 Work with you to identify the insurance and financial services that are right for 
you, your family or your business and use our access to multiple companies to 
deliver those products.

•	 Guide you through the claims process for a prompt and fair resolution of your 
claim. Help you solve problems related to your coverage or account.

•	 Explain the coverages and options available to you through our agency, at your 
request.

•	 Return your phone calls and e-mails promptly and respond to your requests in a 
timely manner.

•	 Provide 24/7 services for our customers, offering any or all of the following: 
emergency phone numbers, Internet account access, e-mail and call center 
services.

•	 Use our experience and multiple company relationships to customize your 
coverage as needed.

•	 Commit our staff to continuing education so they may be more knowledgeable in 
serving you.

•	 Treat you with respect and courtesy.
•	 Conduct our business in an ethical manner.

We pledge this to you, our clients and ask that you let us know if we fail to meet our commitment, 
so we may take corrective action.

Trusted Choice® Pledge of Performance



25  

uPDaTE

“Marketing to Millennials” http://tinyurl.com/9lnc5o7 by Michael Fleischner is a good article discussing 
the way my generation would look at media and commercials. As I discuss below, I think most of the 
article’s points are on target. Some, however, are less important than others. 

Have a Social Media Presence and Make it Genuine 
I think one of the better points the author makes is: "Make sure your company has a space among social 
media outlets. Keep in mind though not to be overly commercial. Millennials can see right through it. 
Rather, be genuine and let your prospective market understand what you're really about and what you 
stand for." 

While I am not sure how you can be insincere regarding matters of insurance, I think that the author makes 
a good point to be sure your target really understands what you are marketing. One example would be to 
not make a company look like a friendly personal environment when chances are a customer would have 
to get through many automated messages or new employees each time they try to contact the company. 
This just makes people angry. This is common sense, but I do think it has become more relevant in the age 
of the Internet. Finding a company on the Internet is a lot more of a guessing game than getting personal 
recommendations or knowing the right people. If you are trying to attract people through this medium, 
it is much easier to do so when the message and the reality are matching. 

Engage on a Personal Level
Another point the author made was to "Communicate on a personal level." This is an easy thing to do with 
blogs or Facebook, etc. I have become a "fan" or "liked" a few companies that I never see again. I have done 
the same to others, which now seem to haunt my Facebook. I think a medium level of posts is good.  If you 
are on someone’s Facebook home screen too much with uninteresting comments, you are more likely to 
get hidden. However, I can think of two companies that I see on my Facebook a lot and I am more likely 
to consider them when I am in the market. The way they do this is by posting relevant posts and doing it 
on a consistent, reasonable basis. 

One company usually posts a fact, story or comment relevant to their product and ends the post in a 
question. This gets a lot of feedback and then is likely to show up on more people’s home screens. Don't 
ask me how to take this skill from a sales company and make it relevant to insurance, but this is just one 
idea. My generation feeds on being "heard" and finds it so appealing that we give more attention to the 
social media sites that try to engage us. 

I learned in my persuasive writing class that the best way to be effective in a blog setting is to use a 
question at the end so readers will feel like they have a say in your opinion and the topics covered. A good 
way to use this technique is by making a point with your question or crafting one that will get a lot of 
response from both sides. This will help to get positive feedback as well as some insight into the opposing 
side. 

Be Consistent & Creative 
Two additional points made in the article are also good ones: be consistent and creative. These qualities 
help capture the attention of an otherwise preoccupied generation. While we are always multitasking, it 
is hard to pay complete attention to the radio (online or live) or the TV while trying to do homework, or 
whatever we might be doing. So consistency and repetition are good tools to use. Creativity will always 
help a website when dealing with my generation. continued on page 27

A Millennial's Take 
on Social Media

by Lauren Foy
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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



Also, I am always drawn to the website that looks more professional and attractive. For a generation that 
has grown up dealing with the Internet, a functional and appealing website shows that the business is 
viable. 

Info & Contacts Must Be Easy to Find
One point missing from the article, which is very important to understand when dealing with my 
generation, is that for the most part we expect instant gratification. Everyone grew up with the Internet 
getting faster and faster, providing answers to everything at our fingertips. With the invention of online 
radio, DVR/TiVo/Live Rewinding and Pausing features, the iPod and the prevalence of smart phones, 
my generation grew up having everything we wanted whenever we wanted it. I think this is a very 
important and sometimes negative aspect of my generation. 

Since we are so technologically literate, we have access to hundreds of websites selling the same thing. 
We have the knowledge to navigate our way through a website, but I doubt most of us have the time/
patience. We gravitate toward information, forms and products that we can find now. I think this is 
an important aspect to marketing, because you can draw all the attention you want to your website, 
but if it is not easy to navigate or to find a way to contact someone, I think a good many prospective 
customers will drift to their second choice.

How I Use the Internet to Shop
I use the Internet for almost all of my shopping. If I am at a shopping center and I need something, I will 
buy it there, but most other times, I will just rely on the Internet. I have always found it more convenient 
to go to a website for what I might need than to find a store. Websites usually are easier to navigate, 
have more options and are faster than traveling to a store. Generally I will start with a website that I 
have used before and have had a good experience with. If I have a longstanding relationship with a 
company, I usually will just trust that they have the best price and not look any further. However, if it is 
a new website or one I have not used a lot, I will tend to look around the Internet for a better deal, and 
if I can’t find one, I will come back to the first one. 

I think that my generation would rather not take a day to travel around and price shop when they could 
just get the same amount accomplished in a much smaller period of time on the Internet. Many in my 
generation would rather do something on the Internet than pick up the phone and call. As a generation, 
we seem to be more comfortable with the Internet than with a phone call. 

For the most part, I have found the Internet to be a reliable buying outlet, so there has been no reason 
to use another means of shopping. A few unappealing encounters can teach an Internet buyer to look 
into the company before buying from them. It is easier for a company to lie about their product when 
it is being presented on a webpage. This is where the relationship with a company comes into play. If 
you have bought a product with them that wasn’t what it said it was, then a bad relationship is created. 

Growing up with the Internet makes it so much easier to use this resource to go shopping, do homework 
or anything else we might need. 

Personal Relationships Are Still Important
Personal relationships are still important for some things. I look at these relationships in a similar way to 
a website, in the sense that if I had a positive relationship with a store or service, then I am more likely to 
return again. If the experience was negative, I will not return. There are a few things that I will never buy 
online, one of them being a cell phone. I got my first cell phone from a sales representative, Stan, and I 
have returned every time I needed a new phone or anything else cellular. On the other hand, there are 
companies I will never return to based on bad experiences. I am currently in the process of cancelling 
one of my debit card accounts because of such bad customer service. 

Customer service is where people establish relationships, and if the goal is to attract Internet users 
to come into an office or even pick up the phone to speak with a person, relationships play a huge 
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continued from page 25

continued on page 33
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www.msagroup.com

Our Main Line Business Owners Policy (Main Line BOP), tiered commercial auto, 
workers’ compensation and commercial umbrella products – written through our 
Spring Valley Mutual Insurance Company – are now available for you to sell to 
your commercial insureds. Our tiered commercial auto is available as a standalone 
product or you can pair it with our Main Line BOP, which includes many coverages 
not available in competing products. 

Quoting and issuing all of our commercial products is easier than ever through our 
Main Street Station commercial lines system.

Need More Information?  
Call (800) 428–7081 or Visit www.msagroup.com

Austin Mutual Insurance Company’s rich tradition and strong Minnesota presence 

sets us apart in the marketplace. As the newest affiliate of super regional  

The Main Street America Group, our two companies are building upon this solid 

foundation with the introduction of new competitive commercial lines products. 

www.msagroup.com

The Right Mix



Platinum Profile

AT RAS, WORkERS’ 
COMPENSATION IS ALL WE DO. 

RAS was launched in 1989 as a 
small, focused and determined 
workers’ compensation carrier 
that has grown into a successful, 
secure organization writing over 
$55 million in premium within 
the Upper Midwest region. 

We partner with our agents 
throughout Minnesota to help 
employers control the rising 
costs of managing their workers’ 
compensation risk while protecting 
their profitability.  Our commitment 
is to provide a stable, long-term 
product offering professional 
services and expertise which 
is also the platform for our 
monoline workers’ compensation 
insurance business model.  

At RAS we focus our efforts to 
continually develop new ways 
to overcome the difficult issues 
inherent to workers’ compensation 
while offering a broad array of 
workers’ compensation products.  
RAS can improve employers’ 
workers’ compensation costs 
in various ways including:

•	 Assigning a Dedicated Business 
Development Manager

•	 Stay at Work/Return to Work 
Program Development 
and Assistance

•	 Customized Training 
and Loss Prevention

•	 Event Notification Center

24/7 Triage Assistance 

•	 Minnesota-based Managed 
Claims Examiners

•	 Cost Containment 
Services include:

Precision Bill Review

Pharmacy Benefit 
Management Program

Pharmacist on staff to 
review drug utilization 
and interactions

•	 Online Information 
through myRASSM

Access is available for 
claims financial data, injury 
reporting, and loss runs

Resource catalog for 
loss control safety tips 
and programs, workers’ 
compensation related 
articles, and claims kits

myRASSM is available to 
agents and insureds

FEaTuRED PaRTNER
RAS (Risk Administration 

Services, Inc.)
Workers’ Compensation 

Insurance Carrier

PRESIDENT & CEO
Richard Johnson

HEaDquaRTERS
Sioux Falls, SD

aFFIlIaTED OFFICE
Apple Valley, MN

WEbSITE
www.rascompanies.com

Minnesota Independent Insurance Agents & Brokers 
Association recognizes Risk Administration Services, Inc. as 
one of its Platinum Partners.  MIIAB Platinum Partners are 
one of the highest level of sponsorship to our organization.
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President & CEO 
Richard Johnson

300 Cherapa Place
Sioux Falls, SD

Proud of our local presence, we all support the Minnesota business 
community by providing the very best resources in helping 
employers manage their workers’ compensation exposures.

You’re Local, We’re Local; Let’s Work Together!
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Contact Frank Whitcomb to learn more about being 
appointed with GMAC Insurance!

Call Frank at (612) 210-0518 or send an email to:
frank.whitcomb@gmacinsurance.com

One reason why GMAC Insurance is America’s 
RV insurance specialist is because we offer 
lower, preferred rates to customers who 
belong to RV clubs and associations. 

Any RVer with a membership in a formally 
recognized RV club or association is eligible 
for a preferred rate on their RV coverage! 

Be sure to ask your customers if they belong 
to any groups!

RVs with an original cost new of $500,000 or more will be insured only if all autos in household are also insured with GMAC Ins. Underwriting approval required. 
© 2012 GMAC Insurance. All Rights Reserved. Underwritten by member companies of the GMAC Insurance Group. Eligibility, discounts and coverages may vary by state. 

We’re America’s RV Insurance Specialist

www.gmacinsurance.com
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bernie Neff, CIC, CPCu
neffbj@aol.com Technically Speaking...

Business Income & Your Clients’ Contracts

This article is for your clients who sign contracts, guaranteeing that they will provide products 
or services to their clients for a year or two in the future.  Naturally, when they suffer loss or 
damage to their operations and have their contracts cancelled as a result, they expect that the 
Business Income coverage that you sold to them will take care of that financial loss.  Truth is, that 
may or may not happen.  So, let’s look at what can happen to your client, and how you can rather 
easily fix the problem when you sell the coverage.

The potential problem comes not from the Business Income form itself, but from the Special 
Causes of Loss endorsement/coverage that is built into the policy.  Towards the end of the 
Special Causes of Loss endorsement/coverage, there is a section: 4. Special Exclusions.  These 
exclusions apply only to Business Income and/or Extra Expense losses.  In exclusion a. (3), it says: 
“We will not pay for: (b) Suspension, lapse or cancellation of any license, lease or contract.”  
The purpose of this exclusion is to preclude coverage for losing a contract or order because 
of shoddy products, always being late in delivery, etc.  The exclusion then goes on: “But if the 
suspension, lapse or cancellation is caused directly by the suspension of operations, we will 
cover such loss that affects your Business Income during the period of restoration and any 
extension of the period of restoration…”  Here the exclusion brings back coverage.  “Suspension 
of Operations” requires a covered cause of loss to trigger the Business Income/Extra Expense 
coverage, and it makes it clear that it will pay during the “period of restoration” - the time 
element from the cause of loss, like a fire, to when the insured re-opens the business and can 
fend for themselves.  It also says it will pay during any “extension of the period of restoration” – 
the time after the insured re-opens, but still may suffer some financial loss because it takes time 
for their customers to come back and do business.  The standard Business Income forms have 
30 days of coverage for this, called “Extended Business Income.”  This can be increased in 30-
day increments all the way to 720 days or two years as an optional coverage.  More on this later.

So, let’s say your insured just signed a one-year contract guaranteeing that he/she would 
provide certain products to an electronics client.  We will begin the contract on January 1st.  On 
February 1st, the insured suffers a total fire loss.  The electronics client has no choice but 
to cancel the contract and look for another supplier.  Your insured just lost 11 months 
of a contract that was supposed to make him/her a lot of money.  At first, it looks 
fine, as the Business Income form will kick in and begin to pay the income and/or 
extra expense losses your insured can show that resulted from the total fire loss.  
The estimated time to rebuild and get back in business is 6 months.  This is a very 
important fact.

Six months of coverage from the Business Income form will take care of the months 
of February, March, April, May, June and July.  Remember the give back of 
coverage in the Special Causes of Loss form that said it would pay “during 
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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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the period of restoration” (which we now know is 6 months) and 
during “any extension of the period of restoration” (which we know 
is 30 days from the time the insured re-opens his/her doors)?  With the 
30-day extension of coverage, your insured now has coverage for the 
month of August.  But your insured is going to point out that he/she 
lost 11 months of income from the cancelled contract, not 7 months.  
Notice that September, October, November and December are not 
covered since they are not in the “period of restoration” nor in the 30 day 
extension of that period.

In the claims that I have been involved with, this has caused some hard 
feelings.  Especially when the insured asks if it could have been covered!  
The answer is yes, of course.  All that had to be done was to extend the 
period of restoration from 30 days to 150 days.  It takes a notation on the 
Declarations Page showing 150 days of Extended Business Income, and 
very little additional premium.

The insureds you have, who sign the contracts mentioned above, are the 
insureds that need this coverage.  Remember, it is a very easy task to take 
care of the exposure.  It just takes a little digging to get at the way your 
insured does business.

Is that the
best you
can do?

A client requests a 
coverage change and

needs the updated policy
immediately. But it will
take a couple of hours. Is
that the best you can do?

Real Time speeds up 
policy changes and many
other customer-service
processes. And, Real Time
is already on your agency’s
automation system!

Visit getrealtime.org to
get started!

Say goodbye
to

double entry

The recent AUGIE sur-
vey found double-

entry is the major automa-
tion “time-waster” for most
agents. There is a better
way. 

Real Time can simplify
your agency’s workflows,
eliminate double-entry and
speed up many other cus-
tomer-service processes.
And, Real Time is already
on your automation
system!

Visit getrealtime.org to
get started!
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role. Going back to the example of Stan, I have many opportunities and online 
resources to buy a cell phone or accessories on a website, but due to the strong 
relationship with the store personnel, I am always drawn to return there rather 
than go to the Internet. These personal relationships give the customer a respect 
for the opinions and suggestions of the service representative that one cannot 
get from a website or a customer service representative in a call center. 

In a perfect situation, there would be a strong relationship with the personnel 
of the business, coupled with the support of a functional website and/or mobile 
app. Providing that personal relationship enhanced by these online tools is the 
best way to get my generation off the Internet and into the office. 

Lauren Foy is a sophomore at University of Rhode Island and can be reached at 
lauren_foy@yahoo.com Lauren wrote this article for ACT and based it on an email 
she wrote to her dad, an independent agent, to assist him with the millennials’ 
perspective with regard to social media and marketing. The Agents Council for 
Technology (ACT) is part of the Independent Insurance Agents & Brokers of America, 
Inc. ACT’s Web site is www.independentagent.com/act This article reflects the views 
of the author and should not be construed as an official statement by ACT. 

ACT UPDATE continued from page 27
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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 push ourselves for you.
Because you push yourself
for them.

integrityinsurance.com

IM-1010-Recrt Push 8_5x11 _250in bleed-a.indd   1 10/25/10   4:20 PM

q:
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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

Mary, my particular concern centers around what is not considered “Collision” in the Personal Auto Policy.  It has always been 
my understanding that Section B under the Insuring Agreement only defines “Collision”.  Points 1-10 under Section B are merely 
examples of what “Collision” is not.  The Points 1-10 are not to be interpreted to mean an all inclusive list of what perils are covered 
under Other Than Collision.  I believe that if “Collision” and Other Than Collision are shown on the insured’s policy declarations 
page, that the Insuring Agreement is worded so that losses from all physical damages are covered subject to the policy Exclusions.

One of my carriers directly disagrees with me and states Points 1-10 under Section B are actually a list of specified perils.  They are 
now settling claims based on their recently revised stance that Points 1-10 are the only perils covered under Other Than Collision.  
This company uses the ISO Personal Auto Policy coverage form.  

Is my understanding of the coverage correct?  If so, how can I respond to my carrier in this situation?
Larry, Michigan

Larry, the ISO Personal Auto Policy (PAP) has used the same language to describe Collision for several years, and it surprises me 
when it is misunderstood.  The PAP defines "Collision" but it does not define Other than Collision.  That is because Other than 
Collision is simply everything else that is not a “Collision”.  This is such an important point, that after describing what "Collision" is, 
the policy goes on to describe certain events that would not be considered a "Collision".  It states: Loss caused by the following 
is considered other than "collision": 

In recent years, I have seen a few sub-standard carriers carve coverage out of their policy by intentionally moving the quotation 
marks so that the policy states:  Loss caused by the following is considered "Other than Collision":   In doing so, it is stating that 
the list which follows are the only items which are considered "Other than Collision".  That is not the case, however with the ISO 
form and most other Personal Auto Policies.  

Other than Collision coverage is typically very broad and includes any event that is not excluded.  Here are some examples of 
losses covered under Other than Collision:

•	 A bottle of bleach tips over on the back seat on the way home from the grocery store, the cap flies off and the bleach 
damages the upholstery and carpeting.  

•	 Squirrels or mice hide nuts/acorns/dogfood around the engine block, causing the engine to overheat and seize up.  
Engine damage covered by Other than Collision.

•	 Skunk gets in the car and does damage.  Battery acid, blood, etc......all covered under Other than Collision.

I could go on.  The basic rule is, if it is not a Collision, and not excluded, it is covered under Other than Collision.  Incidentally, some 
of the older policies still refer to this coverage as "Comprehensive", just like the Business Auto policy does.  What is the difference?  
None.  The same losses are covered.....everything except "Collision".

 I hope you find this helpful.  I have found that even if the adjuster is not very coverage savvy, I have been successful going up the 
chain of authority at the company until I find someone who knows and understands policy structure.  If you are still unsuccessful 
at the highest level at the company, I would question whether this carrier relationship is beneficial for your clients.  Most carriers 
appreciate an agent’s insight on claim issues and are willing to work together in finding resolution.

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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If you cannot place all of your clients’ personal 
insurance needs, they will find someone who can.

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

Minneapolis, Minnesota | 612.564.1880
toll free 800.328.1693 | fax 612.564.1881
minneapolis.burnsandwilcox.com

When it comes to personal insurance, every part matters. Because 
when one piece goes missing, the entire account could come undone. 
At Burns & Wilcox, we can insure individual portions of their coverage 
or the whole account. So you do not have to turn away any business. 
We have the expertise, resources and experience that can only 
come from being the largest independent wholesale broker and 
underwriting manager. Need help with personal insurance? No one 
has you covered like Burns & Wilcox.

30695_BURNS_MN1_Minnesota News_APPROVED.indd   1 4/2/12   5:55 PMwww.minneapolis.burnsandwilcox.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

THEY CHOOSE THE CERTIFIED RISK MANAGERS PROGRAM.

WHAT DO 96 OF THE TOP 100 
BROKERS HAVE IN COMMON ?  

Upcoming CRM courses:
Practice of Risk Management, Eden Prairie, MN, June 27-30, 2012 

Analysis of Risk, Eden Prairie, MN, December 5-8, 2012

LEARN MORE | EARN MORE

According to the July 18, 2011 issue of Business Insurance, 96 of the top 100 U.S. Brokers attend the 
CERTIFIED RISK MANAGERS PROGRAM. We are proud to be part of their professional development 
and would like to be part of yours. 

Register at www.TheNationalAlliance.com or call 800-633-2165

These courses are approved by the Minnesota Commissioner 
of Commerce for 20 GEN hours of continuing education. 

MN Independent Insurance
Agents & Brokers Association
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RJF’S 2012 CHARITY CHALLENGE DONATIONS UP 
BY OVER ONE-THIRD WITH OVER $250,000 GIVEN 

TO LOCAL NONPROFITS, 2012 IS MOST SUCCESSFUL 
YEAR FOR ANNUAL CHARITY DRIVE

With the completion of its fourth-annual Charity 
Challenge, RJF, a Marsh & McLennan Agency LLC 
company, donated more than $250,000 to two 
local nonprofits, a 34-percent increase over last 
year’s event.

Money raised was given to Children’s Hospitals 
and Clinics of Minnesota and College Possible. The 
funds will be used to support two mother-baby 
rooms in Children’s neonatal unit and underwrite 
110 students with College Possible’s college 
preparation program that includes things like ACT 
practice tests, campus visits and more.

The fund drive is the insurance and risk prevention 
consulting agency’s largest and capstone 
philanthropic event designed solely to raise 
money for charities whose missions align with 
RJF’s goal of improving the well-being of children 
in the community by focusing on their health and 
development.

“Every donation we receive is important, large 
or small,” said RJF CEO Bill Jeatran. “Each year we 
have seen the amounts given grow, and it really 
is a point of pride that we have partners who are 
committed to and support our desire to change 
the lives of children in our community.”

RJF’s first Charity Challenge in 2009 resulted in 
$60,000 being raised. Since then, RJF has raised 
more than half a million dollars for local non-
profits with the support of its carrier partners, 
employees, vendors and for the first time this year, 
its clients.

Since beginning the Charity Challenge, RJF has 
always given a 20-percent match to all funds 
raised.

In 2011, when RJF became part Marsh & McLennan 
Agency, they were able to offer an additional 
10-percent match to make an even greater impact 
in the community.

Long-time supporter and top tier partner of RJF’s 
Charity Challenge, Rick Smith, Regional President 
for Travelers said, “Travelers believes that investing 
in the communities we do business in is crucial to 
organizational health. It makes sense to partner 
with organizations like RJF to make an even larger 
impact with the matching funds they commit to 
giving.

BIG “I” TESTIFIES BEFORE CONGRESS ON 
TERRORISM RISK INSURANCE

Association’s government affairs chair explains 
critical agent role in delivery of terrorism risk 
insurance.

 The Independent Insurance Agents & Brokers of 
America (IIABA or the Big “I”) today testified in 
a hearing before the U.S. House Committee on 
Financial Services Subcommittee on Insurance, 
Housing and Community Opportunity titled, 
“TRIA at Ten Years: The Future of the Terrorism Risk 
Insurance Program.” 

Jon Jensen, an independent agent from South 
Carolina and Big “I” Government Affairs Committee 
chairman, represented the association. He 
is president of Correll Insurance Group, 
headquartered in Spartanburg, S.C. 

 Jensen testified as part of a Congressional review 
of the Terrorism Risk Insurance Program (TRIP) 
which was originally enacted in response to the 
severe market disruptions following the Sept. 11, 
2001 attacks. The program was later extended and 
modified in 2005 and again in 2007, with its latest 
expiration set for the end of 2014. This hearing is 
the first on the issue since the last reauthorization 
effort, and the Big “I” was the only agent group 
invited to testify. 

In his testimony, Jensen pointed out that TRIA 
“successfully stabilized the insurance marketplace 
and helped eliminate the market disruptions and 
uncertainties that followed the September 11th 
attacks.”  

“Congress wisely structured the program so as to 
involve the private sector as much as possible and 

In The News...

38  The Minnesota News • October 2012



October 2012 • The Minnesota News  39

created a successful and limited public-private 
partnership that has operated at virtually no cost 
to taxpayers,” said Jensen. In addition, Jensen 
discussed many of the challenges the insurance 
industry faced before TRIA and the tremendous 
risks to the economy if the program is allowed to 
expire with no public policy solution in its place. 
“In short, we [the Big ‘I’] believe the termination 
of TRIP would have destabilizing effects on the 
economy in many regions of the country.” Jensen 
continued, “the Big “I” believes that TRIP has 
worked well and that some form of limited federal 
involvement is still needed to maintain a stabilized 
and viable market for terrorism insurance.”

TRUSTED CHOICE® RAISES $150,000 
FOR MAKE-A-WISH®

Trusted Choice®, the consumer branding 
program for independent insurance agents and 
brokers, raised $150,000 with a special social 
media campaign for Make-A-Wish®. For every 
“share” from the Trusted Choice® Facebook page 
www.facebook.com/TrustedChoice during the 
month of August, Trusted Choice® donated $10 to 
Make-A-Wish. 

“Trusted Choice® is very proud with the 
overwhelming success of this social media 
campaign in raising money and awareness for 
Make-A-Wish,” says Dave Evans, Trusted Choice® 
executive director. “Independent insurance 
agents and brokers have a strong track record 
with countless charity efforts in their communities 
and this is one way for all of us to join forces for 
a very worthy national campaign. In this phase, 
we will contribute $150,000 and the excitement 
and campaign continues as the Trusted Choice® 
‘Chopper for Charity’ tours the country.”

Trusted Choice® committed to donating a 
minimum of $100,000 and a maximum of $150,000 
with this campaign. This Facebook campaign 
started August 1 and launched a year-long 
fundraising effort involving the Trusted Choice® 
“Chopper for Charity.” A Trusted Choice®-themed 
custom motorcycle designed by the renowned 
Orange County Choppers to raise money for 
Make-A-Wish was unveiled recently by Paul “Paul 
Sr.” Teutul, Sr., Orange County Choppers owner 
and “American Chopper” star.

The chopper is touring the country as part of 
a promotion to raise money for Make-A-Wish. 
The chopper reveal event took place in Old 
Town Alexandria, Va., down the street from the 
Trusted Choice®/Big “I” headquarters office, and 
was recorded for an upcoming episode of the 
Discovery Channel television show “American 
Chopper.” The episode aired on Monday, Sept. 17, 
2012 on Discovery Channel at 9 pm ET/PT.

 “We are very proud to partner with our adopted 
charitable organization, Make-A-Wish,” says 
Robert Rusbuldt, Trusted Choice® president and 
Big “I” president & CEO. “Independent agents 
are there to instill confidence and hope in their 
clients and customers, and that’s what Make-
A-Wish does. They’re there for people in their 
greatest time of need, just like Trusted Choice® 
independent insurance agents. So it is a great fit, 
because we have the same goals to help people 
be whole again, and to be there at their greatest 
time of need.”

ACUITY’S GROWTH RECOGNIZED BY DELOITTE

ACUITY has been named to the Wisconsin 75, 
the annual program from Deloitte that honors 
the state's largest closely held firms for their 
contributions to their home communities and 
Wisconsin's economy. ACUITY was ranked at 
number 19. 

The Wisconsin 75 recognizes more than just 
revenue, honoring business contributions to 
the communities in which they are located, the 
people who build the business and the overall 
Wisconsin economy of which they are a part. 
Since the launch of the Wisconsin 75 in 2003, 
Wisconsin’s most recognizable private companies 
have participated. 

COx INSURANCE ASSOCIATES, INC. HAS MOVIED

We have built a new office space in St. Paul with a 
vision for the future!  Our new building has been 
carefully crafted using many clean and sustainable 
building concepts.  Our new address is 1639 
Larpenteur Ave W in St. Paul just across the street 
from the MN state fair grounds.  Connect with us 
at www.facebook.com/coxinsuranceassociates
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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

West Des Moines, IA  u  800-274-3531  u   www.imtins.com

For Auto, Home, Business and More

INSURANCE

IMT 
INSURANCE

THE  IMT GROUP
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You’re an independent agent. 

Got your 

life jacket on? 

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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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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Fall Town
Meeting

MN INDEPENDENT INSURANCE 
AGENTS & BROKERS

Morning Session - 9:00 am – 11:00 am:  Essentials of Workers’ Compensation  – 2 CE’s approved.  
Glenn Colby from the Minnesota Workers’ Compensation Insurer’s Association (MWCIA) 
is once again on board to discuss changes and hot topics agents need to know in order 
to properly place workers’ compensation coverage and advise customers in Minnesota.  
Did you know that effective January 1, 2013 the loss information included within 
the Minnesota Experience Rating Plan will change?  Come and learn how the new 
“primary/excess split point” used to cap significant losses is changing in the Experience 
Modification calculation, and how it could significantly increase your customer’s 
Experience Modification.  Do you have customer’s that pay their own losses to avoid 
higher experience mods?  Is that practice legal?  Don’t miss this opportunity to keep 
yourself informed about current workers’ compensation issues in Minnesota.

Free Lunch will be provided – 11:00 pm – 12:30 pm – During Lunch there will be a presentation 
from Jason Cass, CIC on internet marketing for your agency through Project CAP.

Afternoon Session - 12:30 pm – 3:30 pm: Real Life Homeowners – 3 CE’s approved - Gloria 
Thompson, CIC.  Insurance agents become aware of their customer’s personal life 
situations, but must be in tune with how those life situations are or are not covered in 
the contracts they sell.  Who is an insured under the policy may not include all members 
of a household, and additional endorsements or coverage may be needed.  In home 
business is very popular, yet not covered under a home insurance policy, for all practical 
purposes.  An unendorsed homeowner policy may result in an uncovered loss.  This 
class is designed to alert agents to their customer’s Real Life personal situations that 
create coverage difficulty under standard homeowner insurance contracts.  By using 
insurance and/or risk management solutions, agents will be able to address these 
situations professionally, and with the customer’s best interest in mind.  If you missed 
this class at our Convention in April, it’s the same course.

Please Check your requested 
Location and Session Choice
September 11, 2012 - Eden Prairie

Prairie Conference Center
7500 Flying Cloud Dr. STE 125
Eden Prairie, MN 55344
952.835.4180

September 12, 2012 - St. Paul
Wildwood Lodge
8511 Hudson Blvd.
Lake Elmo, MN 55042
651.714.8068

September 13, 2012 - Rochester
Hilton Garden Inn
225 S Broadway
Rochester, MN 55904
507.285.1234

October 17, 2012 - Fergus Falls
Bigwoods Event Center
925 Western Ave
Fergus Falls, MN 56537
218.739.2211

October 18, 2012 - St. Cloud
Best Western Kelly Inn
100 4th Ave S
St. Cloud, MN 56301
320.258.8406

October 19, 2012 - Duluth
Holiday Inn & Suites
200 W First St
Duluth, MN 55802
218.727.7492

Session Cost

Full Day 
5 Hours

$80.00

Morning Session
2 Hours

$40.00

Afternoon Session
3 Hours

$45.00

_______________________________________________________________________________________________________________________
Card Number                                                                                      Expiration Date                                                              Signature

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

_______________________________________________________________________________________________________________________
Name                                                                                        MN Insurance License #                                                          Email

_______________________________________________________________________________________________________________________
Agency/Company                                                                                                   Phone

_______________________________________________________________________________________________________________________
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

Check here if you plan on attending Lunch 

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
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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

The IMT Group
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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