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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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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



Happy January! Hopefully you and your agency had a wonderful holiday season 
filled with cherished time with your family and friends. 

But back to business, Dan and I and other board members have been making  
various trips to different states to meet with different company executives  to 
discus our Power and Partner Program. The Power and Partner's mission is  "to 
build a true partnership for the future of our industry in Minnesota."

We have over 40 companies already committed to participating in this program 
for 2013.

It is a program that supports the insurance agents associations. We're  hopeful 
that this program will continue to grow. More to come in the future.

It has been a very  successful program and it continues that way. The companies 
that are involved are all so very hospitable and interested in what we have to 
say. It is a learning process from both the company and agent's perspective. 
Some of the board members that have made the trips to these companies are: 
Chad Bjugan, Darian Hunt, Dick McKenny, Ken Ohl and Vance Prigge.

Thank you very much for your help, it is greatly appreciated! Also the 
homeowners issue was discussed with every company we visited. We all seem 
to be getting on the same page with this issue. ACV endorsements need to 
added  to policies and or roofs need to be excluded entirely.

If you have questions about this month's discussed topics or any additional  
thoughts, please don't hesitate to shoot me an email. My email is 
robbw@wunderlichinsurance.com

To your success,

Robb Wunderlich

Robert Wunderlich
robbw@wunderlichinsurance.com President’s Message
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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



Dan Riley
driley@miia.org Executive VP Message

Building on Our Company/Agency Relationships in 2013

Over the past five years, the leadership of your Association has made a conscious effort to build a 
strong relationship with the insurance companies that do business with Trusted Choice independent 
insurance agents in Minnesota. Each year members of the MIIAB Executive Committee and Board of 
Directors visit insurance company executives to discuss industry issues facing insurance companies 
and independent agents. 

This year we visited over 30 insurance company executives in Minnesota, Iowa, Wisconsin, Michigan, 
and Illinois. Each year these insurance company executives look forward to sitting down with us in their 
board rooms to discuss the future of our industry. In 2011 the main issue was the horrendous losses 
insurance companies were incurring due to weather related claims. Being more specific, it was the 
hail damage to roofs and siding that were the major culprit of their losses. Because of our dialog with 
these insurance company executives and our meetings with the Insurance Federation of Minnesota, 
we helped draft and pass legislation that would hopefully help correct the unscrupulous contractors 
that were trying to replace roofs that did not need replacing. We were successful in teaming up with 
the Insurance Federation and our lobbying team to get this done. We helped educate the consumers, 
regulators, and legislators that these claims were devastating to insurance companies and changes 
must occur to help keep a viable homeowners market in Minnesota. Since that time, we have been 
lucky that storms have somewhat subsided over the past year in Minnesota and provided some relief 
to insurance companies. However, we are all seeing a change in the thought process of insurance 
companies in their efforts to provide quality homeowners insurance to the Minnesota consumers by 
properly underwriting for aged roofs. 

In 2012 the main topics of discussion at our company partnership meetings were agency planning and 
perpetuation for the future of independent agencies, as well as enticing new producers into our industry. 
These insurance company executives and the Association are deeply concerned about our members 
and the future of the independent insurance agency business. Without a viable and thriving agency 
force insurance companies would be deeply impacted in their ability to sell their products. Also, the 
Association’s membership will gradually deteriorate. Your Association, along with The Education 
Foundation, and help from the National Alliance will be trying to put together a business plan 
to provide a solution to our perpetuation and producer recruitment problems. We are hoping 
to meet with a number of these insurance company executives in May to review this plan and 
to implement a strategy that will help in the future of our agency system. Insurance companies 
and the Association feel strongly that this should be one of the top priorities that we focus on 
for the future. 

In closing, I would like to thank all of the insurance company executives for their time in 
meeting with us to discuss these issues. We thank all of our members for their support 
of all of our numerous programs we provide for them, and we hope that 2013 
brings much joy, happiness, and success to each and everyone who are touched 
by the MIIAB. 
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No one writes Excess/Umbrella with 
the capacity and speed of Burns & Wilcox.

Put the power and speed of the Burns & Wilcox pen 

to work for you: Solidify your clients’ coverage with 

our breadth of proprietary Excess/Umbrella solutions. 

Derived from our exclusive binding contract authority, 

our assets allow us to quote and bind policies at 

rocket speed. When it comes to securing your clients’ 

financial interests, think fast. Think the largest 

independent wholesale broker – Burns & Wilcox.

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

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

32028_Burns_Rocket Pen Resize MN1_APPROVED.indd   1 12/11/12   12:36 PM

www.minneapolis.burnsandwilcox.com
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Capitol
Notes

The LegisLaTive and PoLiTicaL newsLeTTer of The
Mn indePendenT insurance agenTs & Brokers assocaTion

MN Independent Insurance
Agents & Brokers Association

Health Insurance   -  R U in or out
MIIAB Health Insurance Summit

By October 1 of this year, Minnesota will have a state operated health insurance exchange (HIX) that complies 
with the Affordable Care Act and will sell subsidized health insurance to individuals and small employers 
throughout the state.  The Minnesota State Legislature, within the next three months, will draft and enact 
legislation to establish the rules and regulations for the HIX.  These will likely include a role for licensed 
insurance agents and brokers.   

It would seem axiomatic that for an HIX to succeed it will need agents to make it work.  However, there are a 
few progressive lobbying groups who advocate no role for agents and point to savings that can be attained 
without agent compensation.   They want the public to buy their insurance exclusively through the Internet 
with the assistance of publicly employed “navigators”.  They have some key supporters in the legislature.

The MIIAB will need to be very proactive to this legislative debate in order to maintain a role for agents in the 
HIX.   We need to understand how an exchange might work and what services agents can provide and more 
importantly we need to educate legislators on what agents do to help individuals and businesses find 
appropriate and affordable insurance.  No one else will do this for us!

We also know that many MIIAB members are not involved in the sale of health insurance and therefore are 
less interested in this issue.  But we know many of our members do sale health insurance and it can make up 
a considerable part of their agency income.   It is these members we are seeking at the following meeting:    

MIIAB Health Insurance Summit

MIIAB Training Center - 7500 Flying Cloud Drive Ste 125, Eden Prairie, 55344

January 21st, 2013

9:00 to 11:00 AM

Join fellow MIIAB members interested in this issue.  We will review the progress towards a state health insurance 
exchange, hear from state officials putting together the exchange and discuss how agents can influence this 
process.    If you care about the government’s involvement in the health insurance market, you need to attend 
this meeting.  

If you write a significant amount of health insurance, please join us.  If not, we request that you share this 
information with the person or persons in your agency most involved in health insurance.  

Please RSVP to April Goodin at agoodin@miia.org or 952-253-2074.   

   

Dominic Sposeto
MIIAB Lobbyist
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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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CONVENTION
MIIAB/Trusted Choice

Minneapolis C
onvention Center

May 8 & 9 

2013
SAVE THE 
DATE

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

NEw
LocATioN



As a Marketing Process Manager for Progressive, I speak 
with independent agents across the country about the 
importance of social media. For most, finding time in their 
busy schedule is one of the biggest concerns.

But you don’t have to dedicate hundreds of hours to see a 
return from social media. A well-defined strategy (and a few 
time-saving tools) can help you strike a balance between 
the time you invest and the value your investment adds.

When it comes to social media planning, there’s no right 
or wrong level of involvement. The most important factor 
is consistency. Start by setting goals for your agency’s 
participation.  Whether it’s regular interaction with 
customers on Facebook, a tweet every few days, or a weekly 
blog post, you can strengthen your social media presence 
by having clear goals in sight.

Here are three levels of social media involvement to consider 
based on the time you want to commit and the goals you 
set.

Social Media 
Time-Savers
by Matt Marko

"You don't 
have to 

dedicate 
hundereds of 
hours to see 
a return from 
social media"
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Listen (1-2 hours a week)
This should be the first step of any social media strategy. After you’ve set up your agency’s accounts on 
sites like Facebook  www.facebook.com   Twitter  www. twitter.com  and LinkedIn  www.linkedin.com  , 
study what people are saying on the platform. Check sites like Google Places  www.google.com/places  
or Yelp!  www.yelp.com  for customer reviews of your agency. Friend your customers and follow their 
updates, track your competitors’ tweets, and watch how people respond. Note what’s working, record 
the questions and topics that dominate the conversation, and think through how you’d respond. 

By first using social media as a listening tool, you’ll learn best practices for status updates, tweets and 
blog posts before creating your own. Plus, you can apply what you’re learning from online chatter to 
shape quoting and in-person conversations with your customers. 

Time-savers
•	 Clearly outline actions and responsibilities within your agency to prevent redundancy, 

maintain focus and meet your social media goals. For example, you could assign a single 
person in your agency to review Facebook, Twitter and LinkedIn for one hour, twice a week.

•	  “Like” competitor Facebook pages from your personal profile to more easily follow their 
updates when you’re online.

•	 Search Twitter and third party directories like WeFollow  www.wefollow.com  and Twellow   
www.tewillow.com  to identify popular profiles associated with insurance. Create Twitter 
lists to organize the people you follow by category (customers, competitors, etc.), and use 
programs like Hootsuite  www.hootsuite.com  or Tweetdeck  www.tweetdeck.com  to monitor 
your Twitter lists at a glance. 

•	 Use a reputation management tool to monitor what people are saying about your agency.  
Consider using free services like SocialMention  www.socialmention.com  and Google Alerts   
www.google.com/alerts  , or more robust paid services like ChatMeter  www.chatmeter.com  
LocationMonitor  www.locationmonitor.com  , or Trackur  www.trackur.com  

•	 Create a Google Reader  www.google.com/reader  account for one-stop monitoring of 
key insurance blogs and publications. Content hubs can save you hours a week by better 
organizing content for quick review.

Respond (2-5 hours a week)
After taking some time to listen, join the conversation by responding to questions, posts, and comments 
with a helpful link or thoughtful answer. Note that while answering questions or directing people 
to another online resource builds goodwill and trust, “hijacking” an online conversation to explicitly 
promote your agency can undermine your efforts. 

Provide helpful advice over time and associate comments with your agency through hyperlinks or a 
simple signature with contact information. Remember, showing your value doesn’t require you to give 
“pro bono” advice. Asking the right questions and outlining relevant points customers should consider 
can demonstrate the value of an independent agent, and lead to a follow-up phone call. 

Time-savers
•	 Focus on a few active online communities rather than jumping around looking for every 

opportunity to respond. You’ll get to know the members better and your participation will 
build credibility that can lead to references across the social network.

  13
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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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•	 Develop a FAQ of common topics, your responses, and online resources you can share. 
Using these responses as a starting point can save time when responding to similar 
questions or comments. 

Publish (5+ hours a week)
The final level of social media engagement is proactively communicating to your audience. 
Although most businesses prefer to jump right into engagement, by listening and responding 
first, you’ll be more comfortable with the medium and your audience. By starting slow, you’ll 
also have a better understanding of the time you have for social media, and you’ll be more 
likely to provide the consistent presence necessary to build trust. 

Time-savers
•	 Put a process in place to keep your involvement consistent and efficient. Assign a 

producer, CSR, or a marketing intern from a local college as your social media manager 
to ensure a single point of contact. Make sure they work alongside everyone in 
your agency to get questions answered and develop content without bottlenecks. 
Remember that effective social media engagement is timely and human. Delayed 
responses and overly-corporate language limit your effectiveness online. 

•	 Share any quality information you think followers may be interested in—it doesn’t 
always need to be about insurance. Not only can this save you time developing your 
own content, it provides value to fans, followers and readers and increases the chance 
that others will share your content with their communities.

•	 Distribute the work among a few employees to keep it manageable. This adds variety 
to your posts, and prevents disruption due to vacation, job changes, or illness. 

•	 Mix up your content. A thought-provoking question can be as effective as a blog 
post, and takes a fraction of the time to compose. Discussing community events or 
commenting on your favorite sports team can also engage your audience without the 
research and writing time longer posts may require. Plus, consumers will appreciate 
seeing the personality of your agency and its employees.

Editor’s Note: Please visit the “Websites & Social Media” quick link at www.iiaba.net/act 
for more articles and recorded webinars on social media issues.

Matthew Marko is a Marketing Process Manager for Progressive Insurance. He works to provide 
local marketing strategies, tools and co-branded collateral to help independent agencies grow their 
businesses. E-mail him at matthew_marko@progressive.com Matt prepared this article for ACT. For 
more information about ACT, contact Jeff Yates, ACT Executive Director at jeff.yates@iiaba.net This 
article reflects the views of the author and should not be construed as an official statement by ACT.
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A Strong Foundation.] In the business world, 
there is nothing that  
compares to a strong 
foundation. You can 
count on the foundation 
that Zurich Small  
Business has built to  
provide the coverages,  
options and programs 
that help keep small  
businesses in business.

Web Site

Contact Info

www.zisinternet.com

1-800-800-3907

www.zisinternet.com
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Dave Eide and Jeff 
Couchman from 
Western National 

Insurance Company 
visit with MIIAB 

Board

MIIAB Board Meeting 
December 13, 2012

Jason Ward 
and Victoria 

Hanson from 
AAA Insurance 
Company visit 

with MIIAB Board

Dominic Sposeto, 
MIIAB Lobbyist, 
updates MIIAB 

Board on 
Legislative Issues
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When something happens to your customer’s home, car, or business, it may 
not be a disaster. But no matter what it is, your customers always deserve 
fast and fair service from their insurance company.

West Bend provides a Silver Lining, no matter what the claim may be. 
When a water pipe broke and flooded the reception area at Dr. Stevens’ 
veterinary clinic, repairing it quickly and cleaning up the water damage with 
no disruption to the business was important. So that’s just what we did.

Sometimes little things mean a lot. And every day, when something bad 
happens to someone, West Bend makes sure your customers experience the 
Silver Lining. Because the worst brings out our best.®

Silver Lining.®
Your customers deserve a

www.thesilverlining.com
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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
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The Independent Insurance Agents & Brokers of America (IIABA or the Big “I”) announced the release of its 2012 Best 
Practices Study which found that organic growth improved, albeit modestly, and profitability held constant across 
most of the study’s six revenue groups.  

“The results of this year’s Best Practices study indicate that organic growth continues to improve as the independent 
agency system faces the unusual combination of a hardening market and a continuing soft economy,” says Madelyn 
Flannagan, Big “I” vice president of agent development, research and education. “Most Best Practices agencies 
confidently held their ground and have put resources and systems in place to move cautiously into a changing 
market.”

Other findings from the 2012 Best Practices Study include:

•	 Big Picture: Most study participants benefitted from the growth strategies deployed over the last few 
years when the recession suddenly amplified the pressure of a prolonged soft market. Organic growth 
continued to improve but profitability remained flat. The good news is that organic growth was the 
highest since the 2008-2009 economic downturn. Small to mid-size agencies grew their revenue by 
an average 2.1% while the larger agencies grew revenues by an average 4.5%. 

•	 Cutting the fat: As with revenue growth, the agencies benefitted from steps taken over the last few 
years to control and lower expenses. Profitability was flat across the board in all study groups with an 
average Pro Forma EBITDA margin of 25.9% for agencies. Larger firms had an average of 19.3% margin. 

•	 Rule of 20: In recent years, the Rule of 20 outcomes, a quick measure for determining whether an 
agency is creating value for its shareholders, have fallen significantly short of the desired score of 20 
for most of the study groups. The 2012 results improved several points but fell short of the desired 
outcome of 20. The smaller firms averaged a score of 15.9 while the larger firms averaged 14.9. 

•	 New hires: Many of the study’s agencies continued to invest in new producers as a strategy to drive 
growth. Those hiring, however, brought on fewer new producers than in the previous two years. One 
third of the smaller agencies hired an average of 1.3 new producers while three-fourths of the larger 
firms hired an average of 6.6 producers.

•	 More carriers represented: In both the large and small agency study groups, the number of both 
personal and commercial property-casualty carriers increased by a few carriers after years of decreasing 
the number of carriers. The number of life-health carriers remained flat.

INSURANCE INDUSTRY MAY BE ON 
THE ROAD TO RECOVERY
Big "I" Best Practices Study shows profits held constant 

and organic growth improved.

continued on page 23



22  The Minnesota News • January 2013

  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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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

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.

®

“The 2012 results are not stellar but they do indicate that Best 
Practices agencies are still rebounding from the devastating 
effects of the recession and soft market, and are poised for new 
growth and stronger profitability, the key components of agency 
value,” says Robert Rusbuldt, Big “I” president & CEO. “Overall, we 
are pleased, but not surprised, that the independent insurance 
agency system remains strong and stable.”    

Every three years, the Big “I” collaborates with Reagan Consulting to 
select “Best Practices” firms throughout the nation for outstanding 
management and financial achievement in six revenue categories 
(less than $1,250,000; $1,250,000 to $2,500,000; $2,500,000 to 
$5,000,000; $5,000,000 to $10,000,000; $10,000,000 to $25,000,000; 
and more than $25,000,000). Agencies are nominated by either 
a Big “I”-affiliated state association or an insurance company 
and qualified based on operational excellence. Financial and 
benchmarking information for the participating agencies are also 
reviewed and updated.

The Best Practices Study was initiated by the Big “I” in 1993 as 
the foundation for efforts to improve agency performance and 
create higher valued agencies. The survey and study of leading 
independent insurance agencies documents the business 
practices of these “best” agencies and urges others to adopt 
similar practices.            

Twelve insurance companies and four industry vendors provide 
financial support for the research and development of the Best 
Practices Study – Applied Systems, Addis Intellectual Capital, 
Central Insurance Cos., Chubb, EMC Insurance Companies, 
Encompass Insurance, Erie Insurance, Great American Insurance 
Group, The Hanover Insurance Group, Harleysville Insurance, 
Imperial PFS, InsurBanc, Kemper Preferred, Liberty Mutual 
Insurance, Ohio Mutual Insurance Group and Zurich.   

INSURANCE INDUSTRY MAY BE ON 
THE ROAD TO RECOVERY

Continued
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“A Personable Company Keeping You on Course”

Insuring Homes, Farms, 
Businesses and Autos

www.nstarco.com

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

Rated  “A+ Superior”

Offered Exclusively Through Independent Agents

www.nstarco.com
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Bernie Neff, CIC, CPCU
neffbj@aol.com Technically Speaking...

Insurance Coverages for Hurricane Sandy 

I have received lots of questions and comments about how the insurance industry can be 
looking at $30 – 50 billion dollars (lots of estimates out there) in insured losses, since most 
insurance policies exclude the peril of flood.  And, while many kinds of property will not be 
covered by insurance (highways, roads, walkways, tunnels that collapsed, public structures with 
self-insurance, etc.), many insureds will be thankful that they can look for some help.  Let’s look 
at some possible answers.

First of all, there will be claims based on wind losses (typically covered).  Whether wind or water 
caused the losses will be up to the adjusters and eventually the courts to determine (they are 
still looking at losses from hurricane Katrina in 2005, over seven years ago!).  So there will be 
reserves for defense expenses in these situations, even after the claims have been denied.  In 
Katrina, for example, billions are still at stake with this argument.  In some instances, however, 
these claims were defeated because of videos that were taken in and around the stricken areas 
after the initial storm surges, showing the tops of buildings, church steeples, etc. above the 
water.  Eventually the water knocked most of them down or severely damaged them.  But the 
only recourse open to many of the insureds was to use this argument to try and find coverage.

Then there is the fact that many of the commercial insureds who have property on or near 
the waters in the oceans or rivers have purchased flood insurance, either through the National 
Flood Act or through special forms that some carriers provide.  You can bet, for example, that 
the casinos and other larger commercial insureds have purchased this coverage.  Even though 
they will probably have some very large retentions, much of the losses will be covered.  If so, 
then we have to look not only at the direct losses to buildings and personal property, but also to 
the indirect losses of business interruption.  Adjusters and insureds will have to calculate losses 
to their earnings, as well as extra expenses.  Also, many articles have already been written about 
the contingent business interruption losses – where one insured depends on the products and/
or services of another insured to do their thing.  This last exposure will take months to figure out.

There will also be some individuals who have purchased flood policies for their exposed 
properties.  While this number is probably fairly low due to the fact that not many 
hurricanes have hit the northern part of the Atlantic, there will be some losses here for 
these prudent insureds.  Another reason for the number of individual insureds being 
fairly low, is the usual requirement in the flood policies for a 30 day time deductible 
before the policy is effective.  An individual could not, for example, run out and buy 
a flood policy 2 days before the hurricane hit and expect to have coverage.

There are also many possibilities of coverage in both personal lines and commercial 
lines where insureds have purchased very broad coverage.  Such policies might be 
a Fine Arts floater, a Personal Articles floater or a Scheduled Personal Property 
endorsement in personal lines.  These are purchased to cover very expensive 
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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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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!

RT third pg ads 4  5/9/07  10:10 AM  Page 1

and special kinds of property like paintings, various collections, antiques, 
etc.  In the commercial areas, it could be very broad computer (EDP) 
coverages, Equipment Breakdown (Mechanical Breakdown), some Inland 
Marine forms, and the like.  I should point out that many of these forms 
are company-specific, so there will be some instances where flood losses 
may be excluded.  Also, a company can always add a flood exclusion 
endorsement for insureds near the water.

Then, we have to consider all of the auto losses that will be coming 
(remember the pictures showing dozens of vehicles under water?).  
Neither the Personal Auto nor the Business Auto policies exclude 
flood if the insured has purchased Physical Damage insurance.  And, 
in the Business Auto, it makes no difference if the insured has bought 
Comprehensive or Specified Causes of Loss. Even in the Specified Causes 
of Loss, flood is one of the named perils.

One more area of cost – litigation against the city, state, FEMA, etc.  for 
doing things and not doing things.  In the flood two years ago in Minot, 
ND there were some cases where lawsuits were initiated against the 
city and the city contractors who put up the dikes to protect some of 
the structures.  The argument could be made that the flood losses were 
worse for some of the structures that were on the wrong side of the dike.  
Also, in their haste to put up the dike, some of the equipment actually hit 
some structures, causing damage.  Even if the above-mentioned entities 
invoke public immunity, lawsuits still have to be answered.

Finally, one more thought – a coverage form change was made due 
to losses from Katrina.  The Louisiana Supreme Court decided that the 
flood losses in the inner city of New Orleans were covered and that the 
flood exclusion did not apply to them.  The reason?  The dike protecting 
New Orleans failed, and thus the flood losses were “man-made” and 
not “nature-made”, and the court decided that the flood exclusion was 
designed to exclude only “nature-made” losses.  As a result, ISO revised 
its water exclusion and has incorporated it into all the property forms, 
starting about 5 years ago.  If you look at the water exclusion in any 
property policy, and you see that it specifically excludes “storm surge” 
and “tsunami”, then you know it is the new wording.  The exclusion also 
ends with wording that it now makes no difference if the losses were 
“man-made” or “nature-made”, they are not covered.  I would imagine 
that most carriers have adopted the forms with this new language, 
especially for those properties along the coast of the United States.

Time will tell how much this hurricane will cost the insurance industry.  
The good thought is that the carriers seem well positioned to handle the 
losses.  One last scary thought, what if a Katrina hits that same area?
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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

We are a smaller agency and do not have a claim department.  Each of the CSRs in the office are responsible for taking claim 
information and forwarding new claims to the carrier.  Because this is not my main responsibility, I sometimes feel that I may not 
be handling claims correctly, or missing important information.  I don’t want to be the cause of an E&O claim for the agency.  Do 
you have any suggestions to help us avoid pitfalls in this area?
Patricia, South Dakota

Patricia, what a good question!  It isn’t only in smaller agencies that the claim responsibiilties often fall on the CSR, and many 
CSRs do not get any training in handling the claims, other than how to report them to the carrier.  If your agency does not have 
written procedures for handling claims, you may find yourself in situations where you are not sure how to proceed.  For most 
insureds, this is the reason they have purchased insurance from you in the first place, and a claim handled smoothly can make the 
difference in your relationship with that client in the future and the retention of that business.  

 Here is a checklist of areas that should be addressed.  If you currently do not have written procedures, go ahead and copy these 
points or adapt them for your agency purposes.  If you do have written claim procedures, you can use this as a guideline to edit 
your procedures, assuring that all areas are addressed.

•	 Never deny or acknowledge coverage in a claim situation.  Except for the most basic claims (like a broken windshield or 
towing claim), refer all coverage questions to the carrier.  

•	 Once a claim is reported to the agency, it should be reported to the carrier.   If the insured starts out with a statement like: “I 
don’t want to make a claim, but….”…..stop them immediately and explain that if you become aware of the claim, that you 
will need to report it to the carrier.   Offer them advice, education for a specific situation to help them decide if they want to 
proceed.  There are certain claims that you should encourage the insured to always report which could affect coverage later 
if not reported immediately, such as under a claims-made policy or employee dishonesty coverage form.

•	 Take detailed information.  It is helpful if you can fill in the Notice of Loss form as you take the information.  If you are more 
comfortable writing the information down, develop a simple form to use for property, auto and liability losses, so that you 
don’t forget critical information.

•	 Advise the insured what their responsibilities are in the policy.  These are very basic:  If something is stolen, report it to the 
police.  If property is damaged, protect it from further damage.  In liability situations, do not admit negligence to anyone.

•	 Advise the insured what to expect.  When should they hear from an adjuster?  What should they do in the meantime to 
expedite the process?  Help them feel comfortable that they can contact you if they have not heard from an adjuster within 
a reasonable period of time.  They may be new to the claim process and may not know what to expect.

•	 If it is your agency procedure to follow-up with claims, then create a suspense to follow-up in a reasonable period of time.  
Understand what management expects of you in this area.  Some agencies follow all claims to their conclusion.  Others 
will only follow-up to assure that a claim number and adjuster has been assigned.  Regardless of your agency requirement, 
always follow up on suit papers (summons & compliant).  Give these documents priority handling and make sure that the 
carrier acknowledges their receipt.

•	 In the event of serious liability claims, remember to notify excess or umbrella carriers of the loss.  Management may want to 
create a guideline of when this is appropriate.

•	 Don’t forget to protect private information.  Do not give coverage or protected information to unauthorized individuals, such 
as claimants, insurers for other parties, attorneys, etc.  When in doubt, refer these questions to the carrier.

Many of the areas above can be expounded upon to meet the standards in your agency.  I hope you find this helpful.  The most 
important point is to be there for your customer at this time of need.  What we sell our customer is coverage at the time of a loss 
and when it all comes together, it’s a beautiful thing!

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

2012  LaPorte Consulting, LLC.  All Rights Reserved

Q:

A:
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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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     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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SECURA’S fOUR-yEAR DRIVE TO SUPPORT BREAST 
CANCER RESEARCH SURPASSES $81,000 

SECURA Insurance led its fourth annual One by 
One campaign to raise funds for breast cancer 
research and generate awareness about the 
need for early detection. With the addition of the 
nearly $10,000 raised this year, SECURA has given 
more than $81,000 to the Breast Cancer Research 
Foundation (BCRF) during those four years. Ninety 
percent of the funds BCRF receives go directly to 
research grants and awareness programs.

The carrier promoted the cause by leveraging 
its MILE-STONE® home and auto insurance. For 
each new policy written between Aug. 1 and 
Oct. 31, 2012, SECURA donated money to BCRF. 
Independent agents who write SECURA’s MILE-
STONE policy in its 12 states of operation were 
instrumental in the campaign’s success. 

“Breast cancer impacts so many lives in different 
ways, but there are still others who are unaware 
of the importance of early detection,” said Diana 
Buechel, VP–Personal Lines. “This campaign is 
our way to increase awareness among agents, 
policyholders, and community members, and 
fight this devastating disease.”

A woman in the U.S. will be diagnosed with invasive 
breast cancer every 2.3 minutes, according to the 
American Cancer Society. This year, that amounts 
to an estimated 226,870 new cases. One in eight 
women will develop breast cancer in her lifetime, 
and men account for approximately 1 percent of 
all breast cancer cases.

WEST BEND MUTUAL INSURANCE WINS NATIONAL 
WORKPLACE AWARD fOR THIRD STRAIGHT yEAR 

For the third straight year, Business Insurance 
magazine and the Best Companies Group have 
named West Bend Mutual Insurance Company the 
nation’s top place to work in the large property/
casualty insurer category. West Bend was one of 
50 companies nationally recognized in the 2012 
Best Places to Work in Insurance program. 

“It’s such an honor to receive this award three years 

in a row,” said Kevin Steiner, West Bend president 
and CEO. “Since 75% of the Workplace Award 
evaluation was based on confidential employee 
surveys, this recognition is strong evidence that 
our associates value what we offer and make us 
the company of choice. I’m proud of all we've 
accomplished, and am especially proud of our 
1000-plus associates and their great work."

The remaining 25% of the evaluation was based 
on the company's workplace policies, practices, 
and demographics.

West Bend offers their associates many amenities 
including continuing education courses held in a 
state-of-the-art training facility; an on-site bank; 
dry cleaning services; a 7,100-square-foot fitness 
center; three miles of walking trails; 20 different 
fitness classes; on-site massage therapist; wellness 
programs that include health risk assessments; 
and Take Your Child to Work Day.

West Bend associates say they like being part of 
a company with community and environmental 
priorities. West Bend actively supports dozens 
of not-for-profit organizations, including Habitat 
for Humanity, United Way, and The MACC Fund. 
Care for the environment is promoted through 
reduction of paper use, elimination of plastic 
wear and Styrofoam in the on-site cafeteria, 
maintenance of a fresh water tower on site which 
saves 250,000 gallons of water a year, and the 
preservation of 160 acres of prairie land on their 
campus. These are just a few of the company's 
sustainability initiatives.

INVEST GRADUATE IS NEW NATIONAL BOARD 
MEMBER

InVEST, the insurance industry’s premier classroom 
to career education program, recently announced 
that Lindsey Shank has joined its national board. 
Shank is BB&T Insurance assistant agency manager 
in St. Petersburg, Fla.

“InVEST is proud to announce Lindsey Shank has 
joined our distinguished group of board members,” 
says Heather Minkler, InVEST board chair and CEO 
of Clark-Mortenson Agency, an independent 

In The News...
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agency in Keene, N.H. “It has been inspirational to 
the whole program to watch Lindsey grow from 
an InVEST high school student, to a young agent 
and now a senior level professional at an agency. 
Lindsey brings an amazing level of enthusiasm 
and unique personal experience to the InVEST 
board of directors and we look forward to learning 
from her to improve the program.”

Lindsey Shank was first exposed to InVEST at St. 
Petersburg Catholic High School in St. Petersburg, 
Fla. where she was an InVEST student her junior 
and senior years. She began working at Iler Wall 
& Shonter a week after high school graduation 
where she continued to rise through the ranks 
throughout her college career. Shank earned a 
bachelor’s degree in finance from the Honors 
College at the University of South Florida. 

Shank continues to be an advocate for the 
industry and is a volunteer teacher for the InVEST 
program at her alma mater, St. Petersburg Catholic 
High School. She coordinates guest speakers 
and field trips; serves as a guest presenter in the 
classroom; assists in mentoring the students on 
insurance education, business and life skills; and 
coordinates the local scholarship process for the 
seniors. She has also served as the Florida state 
InVEST committee chair and was presented with 
the DACH Award which honors an insurance 
industry volunteer in 2005 and 2010. 

“InVEST is critically important not just to the 
future of the independent agency system, but to 
the insurance industry as a whole,” says Robert 
Rusbuldt, Independent Insurance Agents & 
Brokers of America (IIABA or the Big “I”) president 
& CEO. “Survey results from the Agency Universe 
Study by Future One (a collaboration of the Big 
‘I’ and leading independent agency companies) 
pointed to InVEST as crucial to the future of the 
industry, with a majority of respondents stating 
the insurance industry should encourage high 
schools and community colleges to help students 
plan for insurance careers. Lindsey Shank is a 
prime example of the InVEST program’s mission 
and success. Educators, volunteers, agents and 
industry leaders, especially those with firsthand 
InVEST experience like Lindsey, are key to the 
success of this program.”

STEVE KLINGEMANN NAMED VICE PRESIDENT Of 
PERSONAL LINES fOR INTEGRITy INSURANCE

Integrity Insurance has named 
Steve Klingemann as Vice 
President of Personal Lines 
effective November 12, 2012. 

“I’m pleased to announce that 
Steve Klingemann has joined the 
Integrity team. We believe Steve’s 
blend of education, professional 
experience and track record of 

success position him well for this key leadership 
role,” said Joe DiMartino, President & CEO of 
Integrity Insurance. 

Prior to joining Integrity, Klingemann was with 
Midwest Employers Casualty Company in St. 
Louis, where he was responsible for the pricing 
unit. He spent 11 years with the Auto Club of 
Missouri culminating in the Director of Product 
Management role that spanned eight states and 
included both auto and homeowners insurance. 
He also has held actuarial management and 
analyst roles during his 17 years in the insurance 
industry. 

DiMartino shared, “Steve will play a vital role in 
ensuring our personal lines business continues to 
exceed the needs of our agents and policyholders 
through the introduction of new products, 
competitive pricing and profitable growth 
opportunities.” 

Klingemann holds a Bachelor of Science degree in 
Actuarial Sciences from Maryville University in St. 
Louis and an ACAS designation from the Casualty 
Actuarial Society. 

Wanted
Full time Property Casualty licensed CSR/Agent

Must be proficient with Applied/TAM on-line 
Management System

Successful, Upbeat, Edina Insurance Agency Generous 
Compensation

Contact Teryl Koonmen at (952) 897 0496 or 
terylkoonmen@advantageagent.com
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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

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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CNA is  
proud to 
support the 
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AgeNts ANd 
Brokers of 
MiNNesotA. 

www.cna.com

Insurance  
solutions  
for business
No matter how big or small

Our full line of commercial property  

and casualty products can meet your 

customers’ individual insurance needs.

Financial strength, unparalleled claims 

handling and exceptional service –  

that’s QBE®.

qbena.com

QBE and the links logo are registered service marks of QBE Insurance Group Limited.  
All coverages underwritten by member companies of QBE. © 2012 QBE Holdings, Inc.
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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

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 GROUPE&S Specialists

Artisan Contractors
Professional Liability
Environmental
Marine
Garage
Liquor Liability
Transportation
and MORE!

5001 American Blvd W.
Bloomington, MN 55437

Phone: 800-622-1667
Direct: 952-807-0099

www.rwscobie.com

®
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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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MIIAB is now sponsoring the Certified 
Risk Managers Designation 

The Certified Risk Managers (CRM) designation 
demonstrates that you are knowledgeable in all areas of 
managing risks, hazards, and exposures.

The courses provide you with an in-depth knowledge 
about today’s highest priorities – identifying, analyzing, 
controlling, financing, and administering operational risks 
– as well as political risks, catastrophic loss exposures, third-
party exposures, fiduciary exposures, employee injury 
exposures, juridical risks, legal risks, and more – whether 
insurable or not. The skills you learn will make you more 
proactive and valuable to your organization in discovering 
how risks can interrupt the flow of earnings and how to 
protect against it.

For more info and to register follow this link:

https://www.scic.com/courses/CRM#

CRM Principles of Risk Management
June 25-28, 2013  Eden Prairie, MN

We recommend you take this course first because it lays a 
solid foundation in risk management essentials, and gives 
you the tools for identifying exposures - the first step in the 
risk management process. It also provides the background to 
ensure your success in the courses that follow.

CRM Financing of Risk
December 3-6, 2013  Eden Prairie, MN

Financing of risk can be an intricate and complex task. In 
this course, you will compare the various financing options 
presented: non-insurance transfer, guaranteed cost plans, retro 
plans, dividend plans, pools, and various types of captives. 
You will learn how to deliver the message to management in 
present value dollars. 

The five CRM courses are:

Principles of Risk Management

Analysis of Risk

Control of Risk

Financing of Risk

Practice of Risk Management

Each course is 2-½ days of instruction, 
followed by an optional exam. Any 

eligible individual may attend classes 
without taking the examinations or 

working toward the designation.

MN Independent Insurance
Agents & Brokers Association
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1/16 - 1/18/13  Eden Prairie  Commercial Casualty
2/6 - 2/7/13  Plymouth  *Ruble Graduate Seminar
3/6- 3/8/13 Eden Prairie  Commercial Property
4/24 - 4/26/13  Eden Prairie  Life & Health
5/15 - 5/17/13  Eden Prairie  Personal Lines
6/12 - 6/14/13  Brainerd  Agency Management
7/17 - 7/19/13  Eden Prairie  Commercial Casualty
8/7 - 8/9/13  Eden Prairie  Life & Health
9/25 - 9/26/13  Plymouth  *Ruble Graduate Seminar
10/16- 10/18/13  Eden Prairie  Commercial Property
11/13 - 11/15/13  Eden Prairie  Personal Lines

* 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

$430.00 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: tdoeden@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

2013 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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1/9/13 - Shoreview  Commercial Casualty

1/22/13 - Eden Prairie  Personal Auto

2/5/13 - Eden Prairie  *WTH - Personal Lines

2/13/13 - Rochester Agency Operations

2/19/13 - Eden Prairie  Commercial Casualty

2/26/13 - St. Cloud  Personal Residential

3/20/13 - Duluth  Commercial Casualty

4/17/13 - Rochester  Commercial Casualty 1

4/18/13 - Eden Prairie  Personal Residential

4/23/13 - Shoreview  *WTH - Commercial Lines

5/14/13 - Eden Prairie  Agency Operations

5/16/13 - Rochester *WTH - Personal Lines

5/21/13 - Duluth Personal Lines Miscellaneous 

5/22/13 - St. Cloud Commercial Property

6/4/13 - Mankato  Personal Auto

6/5/13 - Bemidji  Personal Residential

6/11/13 - Grand Rapids  Agency Operations

6/18/13 - Eden Prairie  *WTH - Commercial Lines

7/11/13 - Shoreview  Personal Auto

7/16/13 - Alexandria  Agency Operations

7/25/13 - Brainerd  Commercial Casualty 1

8/13/13 - St. Cloud  *WTH - Commercial Lines

8/15/13 - Eden Prairie  **Dynamics of Service

8/22/13 - Fergus Falls Personal Auto

9/10/13- Eden Prairie Personal Auto

9/11/13 - Thief River Falls  Agency Operations

9/12/13 - Shoreview  Commercial Property

9/24/13 - Morton  Commercial Property

10/3/13 - St. Cloud  Personal Auto

10/9/13 - Eden Prairie  Commercial Casualty 2

10/10/13 - Duluth  Personal Auto

10/22/13 - Mankato  Commercial Casualty 1 

11/5/13 - Eden Prairie  Personal Residential

11/13/13 - Rochester  Personal Auto

12/10/13 - Eden Prairie  Commercial Property

Cost Seminar

$158.00 CISR Seminar

$168.00 *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: tdoeden@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

2013 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
1/23/13 - Eden Prairie  8:30am-3:30pm

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

3/14/13 - St. Cloud 8:30am-3:30pm
Best Western Kelly Inn
Hwy 23 & 4th Ave
St. Cloud, MN  56301
320.253.0606

4/24/13 - Fergus Falls  8:30am-3:30pm 
Best Western/Bigwoods Event Center
925 Western Ave
Fergus Falls, MN 56537
800.293.2216

5/9/13 - MIIAB Convention 8:30am-3:30pm
Minneapolis Convention Center
1301 2nd Ave S
Minneapolis, MN 55403
612.335.6000

6/20/13 - Morton  8:30am-3:30pm
Jackpot Junction
39375 County Hwy 24
Morton, MN 56270
507.644.3000

7/23/13 - Walker  8:30am-3:30pm
Chase on the Lake
502 Cleveland Blvd
Walker, MN 56484
888.242.7306

8/21/13 - Rochester  8:30am-3:30pm
Hilton Garden Inn
225 South Broadway
Rochester, MN 55904
507.285.1234

9/17/13 - Duluth  8:30am-3:30pm
Holiday Inn & Suites
200 West First St.
Duluth, MN 55802
218.727.7492

10/23/13 - 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: tdoeden@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

2013 MIIAB E&O Risk Management: Meeting the Challenges of Change
These courses have been approved by the MN 

Commissioner of Commerce for 6 hours of Insurance 
continuing education of which 3 hours also qualify for 

Ethics 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 2013.  Their support helps to make possible exceptional 
education opportunities, quality networking events, up-to-date communications to our 
members and strong lobbying presence within the state of Minnesota.

2013

DIAMOND LEVEL

American Strategic Insurance
Grinnell Mutual Reinsurance Company

Indiana Insurance
Midwest Family Mutual

QBE
SECURA Insurance

The Hanover Group

ACUITY
AFCO/Prime Rate Premium Finance

AmTrust North America
CNA Insurance

Continental Western Group
Encompass Insurance Company

Erickson-Larsen, Inc.
ICC Restoration & Cleaning Services

Meadowbrook, Inc.

MVP Service Solutions
RPS Schneider Agency

Safeco Insurance
Selective Insurance Company of America

Scobie Group
S.H. Smith & Company, Inc.

Solbrekk Business Technology Solutions
Spring Valley Mutual Insurance

State Auto Companies

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


