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www.sfmic.com

Safety is your first line of defense

SFM–The Work Comp Experts Providing superior injury prevention, 

claims management and cost control services

sfmic.com
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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) 

/ / / /



“Remember the Alamo”

Last month we had our Big “I” Fall Leadership conference in San Antonio, Texas.  For those of you not 
familiar with what this conference is, it is the fall meeting where the leaders of each state get together 
and discuss industry issues.  Each state sends their state representative as well as their current president.  
It is quite a sight to see the setup of the ball room with the state names and flags next to each seat.

Part of this meeting entails breakout sessions with your peers.  I was in a room with about twenty other 
state presidents brainstorming ideas to improve the national association.   While I was in there, I thought 
how lucky I was to be in a room full of industry leaders and hear all of the innovative ideas which I could 
take back to our association and more importantly my agency.

One of the biggest discussion topics at the conference was the role of the independent agent.  This is 
my 15th year in insurance and I have repeatedly heard professionals in our industry say the role of the 
independent agent is threatened by insurance purchased on the internet or 800 numbers. That still does 
not deter us and we are still a strong force in the insurance market.

But this is not to say the industry is not ever changing.  The CEO of Encompass, Tom Ealy, spoke to the 
Young Agents last month at TCF Stadium (As you may have seen in the last issue) and he said a point 
that struck home with me.  Tom said that in the past people would look to their friends, neighbors, and 
people from their church, to be their agent but now they are also looking for someone to be an insurance 
advisor to them.  It is not enough to just have a relationship with that person; they want someone with 
knowledgeable expertise in the business.

This is something we can build on, ask someone with GEICO if their 800 number has explained the 
benefits of an umbrella policy with them, or if their website has ever gone to bat for them on a claim or 
helped them navigate the claim process.  We as agents can make the difference in our loyal customer 
experience and create the bond that differentiates us for an “800” or 
online experience.  We bring the greatest value to the table!

If we can stack the deck in our favor by being more knowledgeable 
about our industry through CE, obtaining designations through the 
MIIAB like the CIC, CISR, or CRM, or other forms of education, it can only 
make us stronger individually and more respected as a group.

This industry will continue to change and we will also have to change 
but I believe if we continue to improve as agents there will always be a 
place for us in the process.

As a group of agents we can band together and stand up for the principles 
and exceptional ways that give us lasting power as independent agents.

Chad Bjugan
Richfield State Insurance

Chad Bjugan
cbjugan@richfieldinsurance.com President’s Message
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THANK YOU 
AGENTS
Auto- Owners Insurance is ranked “Highest in Customer 
Satisfaction with the Auto Insurance Claims Experience, 
Five Years in a Row” according to 
J.D. Power and Associates.

Auto-Owners Insurance ranks highest among auto insurance providers in the J.D. Power and Associates 2008-2012 Auto Claims StudiesSM. 2012 study based on 12,508 total responses, 
ranking 26 insurance providers. Excludes those with claims only for glass/windshield, theft/stolen, roadside assistance or bodily injury claims. Proprietary results based on experiences and 
perceptions of consumers surveyed November 2011-September 2012. Your experiences may vary. Visit jdpower.com.

Emblem JDPA Ad.indd   1 11/05/2012   8:29:32 AMwww.auto-owners.com



Dan Riley
driley@miia.org Executive VP Message

MIIAB Leadership Team Meets with Auto-Owners Executives

On October 11th, members of the MIIAB 
Executive Committee made up of Chad 
Bjugan, Richard McKenny, Darian Hunt, Robb 
Wunderlich, and I, met with the executives 
from Auto-Owners Insurance Company in 
Lansing, Michigan, to discuss industry issues. 
This was our fifth annual meeting that MIIAB has 
conducted with their team. During this meeting 
we discussed many issues facing the insurance 
industry in Minnesota, most importantly, was 
the profitability of homeowners insurance in 
Minnesota due to the large losses in weather 
related claims over the last few years. This year, 
we explained to Auto-Owners that all of the companies that we have visited this year have deep concerns about the 
cost of homeowners insurance and replacement of roofs and siding on consumers throughout Minnesota. We all 
know that all of the companies are looking to provide a solid and financially strong homeowners policy in Minnesota; 
however, most of them know the replacement cost coverages on homeowners needs to be looked at.

During the meeting we met with Jeff Harrold, Chairman and CEO, Jeff Tagsold, President, Rod Rupp, Executive V.P., 
Katie Noirot, First V.P. , Ken Schroeder, Senior V.P. Commercial Lines Underwriting, Jon Riekse, Senior V.P. Personal 
Lines Underwriting, and Jeff Pierce, V.P. Marketing, and we discussed not only homeowners insurance, but also 
discussed how to entice young people into our business and how perpetuation needs to be on the front burner of 
every independent insurance agent’s agenda. We explained to them that our MIIAB Education Foundation is looking 
to concentrate on these two areas with the help of insurance companies like Auto-Owners. Currently we are working 
with the University of Minnesota on programs which will explain the many opportunities available to students in the 
insurance business at all levels. We are also looking to expand our efforts in hiring professionals who can help design 
perpetuation programs for all of our agencies who are looking to retire over the next five to ten years. Auto-Owners 
has done an exceptional job in this area and we hope that our Association can expand on this program.

MIIAB’s Education Foundation

With the help of many insurance companies and our member agents over the past several years, 
we have now gotten to the point where we have funds available to help educate our members in 
competing in the marketplace in many different ways. The Education Foundation has put together 
its first educational opportunity called the, “Selling Against the Direct Writers” which compares the 
direct writers homeowners policy with the many homeowners policies our members sell to their 
clients. We designed this seminar to analyze the strengths of the independent insurance agent’s 
homeowners marketplace in order to produce more business for our members. We hope that other 
unique programs like this will be coming in the near future from the MIIAB Education Foundation. 

If you have any ideas on what the Education Foundation could bring to your agencies, 
please do not hesitate to contact me or Frank Whitcomb on our staff. 

On behalf of the Board of Directors and staff we would like to wish you a happy 
Thanksgiving and a successful year.
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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
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2013 Certified Insurance Counselors Conferees

Ms. April M. Alberg, CIC, CISR
Town & Country Insurance
Finlayson, MN

Ms. Melissa M. Amundson, CIC, CISR
Hill & Usher
Phoenix, AZ

Mr. Craig Andrew Armbrust, CIC
BW Insurance Agency
Saint Paul, MN

Mr. Christopher M. Biehle, CIC
Bullis Insurance, LLC
Wayzata, MN

Ms. Alice F. Brutcher, CIC, CISR
Wells Fargo Insurance Services USA, Inc.
Minneapolis, MN

Ms. Tammy L. Calkins, CIC, CISR
Security State Insurance Agency
Aitkin, MN

Ms. Jennifer Crowe, CIC
Willis of Minnesota, Inc.
Minneapolis, MN

Ms. Kristina J. Dillon, CIC, CISR
Parthenon Agency, LLC
Chaska, MN

Ms. Gail A. Dorsey, CIC
Heartman Agency
Rochester, MN

Mr. Jeffrey Erager, CIC
Maguire Agency
Roseville, MN

Mr. Ronald Alan Erickson, CIC, CPCU
Saint Paul, MN

Mr. Ross Alan Fey, CIC
Insurance Services, LLP
Edgerton, MN

Mr. Tony Ford, CIC, AU
Allied Insurance
Lakeville, MN

Mr. Wayne Ryan Freundschuh, CIC
Nonprofits' Insurance Agency
Lakeville, MN

Ms. Sara Fussy, CIC
Willis of Minnesota
Minneapolis, MN

Mr. Christian Leigh Hansen, CIC
Hansen Insurance & Financial Services
Osseo, MN

Mr. Christopher Joos, CIC
A.A. Segner Insurance Agency, LLC
Waconia, MN

Ms. Katrina Courtney Kleva, CIC, CISR, INS
Wells Fargo Insurance Services USA, Inc.
Minneapolis, MN

Mr. Andrew P. Krane, CIC
R. J. Ahmann Company
Eden Prairie, MN

Ms. Julie M. Larson, CIC
Burns & Wilcox, Ltd.
Minneapolis, MN

Ms. Margo A. Mackedanz, CIC, API
Western National Insurance Group
Minneapolis, MN

Mr. Matthew S. Michaletz, CIC
Kato Insurance Agency
Mankato, MN

Mr. Greg Miller, CIC
Miller Hartwig Insurance
Lakeville, MN

Mr. Derek S. Nelson, CIC
Indiana Insurance Company
Minneapolis, MN

Mr. Brian P. Noah, CIC, CISR
RJF, Marsh & McLennan Agency
Minneapolis, MN

Ms. Dawn R. Olsen, CIC, AINS, API
Western National Insurance Group
Minneapolis, MN

Ms. Lynn M. Pettis-Burgemeister, CIC, CISR
Waypoint Insurance Advisors
Hopkins, MN

Mr. Christopher Joel Rodriguez, CIC
SMA Insurance
Saint Cloud, MN

Ms. Lori J. Sapp, CIC
Bearence Management Group 
Mendota Heights, MN

Ms. Sandy Schow, CIC
Freedom Insurance Agency, Inc.
Willmar, MN

Mr. Thomas G. Sorenson, CIC, AFIS
Americana Insurance Group, Inc.
Albert Lea, MN

Ms. Judith L. Stephens, CIC
HNI Risk Services of Minnesota
Minneapolis, MN

Ms. Cathy Jo Stromberg, CIC, CISR
Cobb Strecker Dunphy & Zimmermann, Inc.
Minneapolis, MN

Ms. Jennifer Darlene Sullivan, CIC, CISR, 
ARM, AAI
Wells Fargo Insurance Services
Minneapolis, MN

Mr. Steven T. Swentkofske, CIC
Itasca Reliable Insurance Agency, Inc.
Grand Rapids, MN

Ms. Emily B. Tschimperle, CIC, CISR
RJF Agencies, Inc.
Minneapolis, MN

Ms. Theresa Voxland, CIC, CISR
Lindfors Agency
Fosston, MN

Mr. Joshua R. Wiig, CIC
Allied Insurance
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Visit www.iiaba.net/EOContact 
to connect with your state associa on today.

Prevent. 
Our exclusive risk management 
resources help your agency avoid 
making common preventable 
mistakes. 

Protect.
Our superior coverage through 
Swiss Re Corporate Solu ons and 
our experienced claims teams are in 
your corner in the event of a claim. 

Prosper. 
When you know you have the 
best agency E&O Protec on, you 
can focus on growing your most 
important asset–your business. 

Swiss Re Corporate Solu ons policyholders: 
Don’t miss out on the invaluable risk 
management resources available exclusively 
to you. Log in to www.iiaba.net/EOHappens 
to access claims sta s cs, preven on tools, 
insigh ul ar cles and more.

The Big “I” and Swiss Re Corporate Solu ons are commi ed to providing IIABA 
members with leading edge agency E&O products and services. IIABA and its 
federa on of 51 state associa ons endorse the comprehensive professional 
liability program offered by Swiss Re Corporate Solu ons. 

Insurance products underwri en by Westport Insurance Corpora on, Overland Park, Kansas. 
Westport is a member of Swiss Re Corporate Solu ons and is licensed in all 50 states and the District of Columbia.

 WHY WALK

WHEN YOU CAN SOAR?

THE BIG “I” PROFESSIONAL LIABILITY PROGRAM

www.swissre.com/bigi

Shelley Waldhauser 952.253.6086
swaldhauser@miia.org
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2013 Certified Insurance Service Representatives Conferees

Ms. Jennifer Anderson, CISR
Bank Midwest Insurance
Westbrook, MN

Ms. Kari A. Belanger, CISR
Insure Forward, Inc.
Bemidji, MN

Ms. Sara Bennett, CISR
Corneil-Elkjer Agency
Willmar, MN

Ms. Stacy Ann Bever, CISR
Maguire Agency
Saint Paul, MN

Ms. Melinda Catherine Blodgett, CISR
Cedarleaf, Cedarleaf & Cedarleaf, Inc.
Saint Paul, MN

Ms. Michelle L. Borowick, CISR
Anderson Insurance and Investment Agency
Minneapolis, MN

Ms. Emily S. Busch, CISR
RJR Insurance Agency
Minnetonka, MN

Ms. Pamela Joan Carr, CISR
Advance Insurance Agency
Minneapolis, MN

Ms. Jennifer K. Carslay, CISR
Lindfors Agency
Fosston, MN

Mr. George Jonathan Ceaser Jr., CISR
Collectors Insurance Agency, Inc.
Minneapolis, MN

Ms. Virginia M. Deadrick, CISR
Stearns Insurance Services
Saint Cloud, MN

Ms. Sara J. Degginger, CISR
Stein Insurance Agency
Lindstrom, MN

Ms. Carly Dolan, CISR
Waypoint Insurance Advisors
Hopkins, MN

Ms. Tricia Lane Fernholz, CISR
Corporate 4 Insurance
Minneapolis, MN

Ms. Deborah Ann Geislinger, CISR
Apollo Insurance Agency
Saint Cloud, MN

Ms. Rachel Ann Glende, CISR
Ted W. Smith Insurance Agency
Rochester, MN

Ms. Jennifer I. Grayson, CISR
United Prairie Insurance
Owatonna, MN

Ms. Rachel M. Haney, CISR
Stearns Insurance Services
Saint Cloud, MN

Mr. Kevin L. Hart, CISR
Heartman Agency
Rochester, MN

Ms. Jan Lynel Haugen, CISR
Linda Horihan Agency
Rushford, MN

Mr. Nathan Sonny Horbacz, CISR
Town & Country Insurance Hinckley
Hinckley, MN

Ms. Stephanie Delene Hubbard, CISR
Maguire Agency, Inc.
Saint Paul, MN

Ms. Jennifer Kristine Kolquist, CISR
Cartier Agency, Inc.
Duluth, MN

Ms. Kelly Jean Kurth, CISR
Insurance by Strehlow
Willmar, MN

Ms. Lisa Marie Larson, CISR
R.J. Ahmann Company
Eden Prairie, MN

Ms. MaryAnn Janet Leerhoff, CISR
Oakwood Insurance Agency, Inc.
Minneapolis, MN

Ms. Ann Marie Lembrich, CISR
Maguire Agency
Saint Paul, MN

Ms. Kristen Lee Modean, CISR
Young & Associates Agency, Inc.
Duluth, MN

Ms. Lori Ann Mohs, CISR
Mahowald Insurance Agency
Saint Cloud, MN

Ms. Jeanne M. Okeson, CISR
Oakwood Insurance Agency, Inc.
Minneapolis, MN

Ms. Germaine C. Olheiser, CISR
Butler and Associates Insurance Agency, Inc.
Apple Valley, MN

Ms. Lori A. Ouska, CISR
Kohlnhofer Agency
Lakeville, MN

Ms. Kimberly Rae Pumarlo, CISR
Minneapolis, MN

Ms. Danielle C. Sandberg, CISR
Borchardt Agency, Inc.
Fairmont, MN

Ms. Ashley M. Schow, CISR
Lindfors Insurance Agency, Inc.
Fosston, MN

Ms. Christa Renee Sullivan, CISR
Bearence Management Group
Saint Paul, MN

Ms. Sara Christine Tebben, CISR
MacKenzie Agency
Saint Peter, MN

Ms. Emily J. Wirch, CISR
Christensen Group
Hopkins, MN

Ms. Mary Jo Wohlwend, CISR
Rentz Agency, Inc.
Morris, MN

Mr. Kyle J. Wojtysiak, CISR
Reliable Agency, Inc.
Cloquet, MN

Ms. Xe Faith Yang, CISR
Oakwood Insurance Agency, Inc.
Minneapolis, MN

Ms. Kimberly Ann Zimmerman, CISR
Burnsville, MN
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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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2013 Certified Risk Managers Conferees

2013 Certified School Risk Managers Conferees

Ms. Laura M. Iten, CIC, CRM
Travelers Companies, Inc.
St. Paul, MN

Mr. Joseph Morin, CRM, CSRM
SFM
Maple Plain, MN

Ms. Sheree M. Nowak, CIC, CRM, AIS
Ag States Group
St. Paul, MN

Mr. Dan Nyberg, CRM
RJF, a Marsh & McLennan Agency LLC
Minneapolis, MN

Ms. Joyce A. Froh, CSRM
ISD 15 Saint Francis
St. Francis, MN

Ms. Jodi L. Kelly, CISR, CSRM
RJF/Gallagher & Associates, Inc.
St Paul, MN
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Troy Boysen, Minneapolis Branch Commercial Underwriter

An incident of data compromise can have a negative 
impact on your clients’ credibility and profits. You can 
help protect them by adding EMC’s data compromise 
coverage to their insurance program. It’s just one of 
the many reasons policyholders Count on EMC®. 

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

© Copyright Employers Mutual Casualty Company  2013  All rights reserved

Cross-Sell Strategy #7
DATA COMPROMISE COVERAGE

“ Don’t let clients   
 compromise on data  
 compromise coverage.”
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Joann Mueller
Dolliff Insurance Agency

St. Louis Park, MN

2013 Outstanding Customer Service Representative of the Year

The National Alliance for Insurance Education & Research has announced that Joann Mueller is the 2013 Outstanding CSR of 
the Year recipient for the state of Minnesota. 

To qualify for this top state honor, Joann submitted the winning essay on the topic, “Communication is one of the most 
important parts of building strong relationships with your clients, companies, and coworkers.  Identify and explain the 
four greatest barriers to effective communication that you face (or have faced) and how you’ve worked to overcome 
these barriers.”  Additionally, Mrs. Mueller was selected for having demonstrated outstanding service and professionalism 
within the insurance community.

Joann works for Dolliff Insurance in St. Louis Park, MN.  She has 33 years of experience in the insurance industry and 
specializes in assisting new CSR’s within her agency and the companies they work with.  In her essay, Joann makes 
the point of “being interested in your client and their lifestyle”.  She uses this to build relationships with her clients 
and provide service beyond the expected.

“Joann was chosen as a state winner for exemplifying the characteristics and qualifications required to be eligible for the 
prestigious National Outstanding CSR of the Year Award,” stated Dr. William T. Hold, Ph.D., CIC, CPCU, CLU, President of The 
National Alliance.  “She represents the backbone of the insurance community, those customer service representatives 
distinguished for providing exceptional service on a daily basis.” 

Joann receives a framed certificate, embossed with the special Outstanding CSR of the Year bronze medallion symbol, and 
is now one of 49 individuals eligible for the national honor. The National Outstanding CSR of the Year Award carries a $2,000 
cash prize and a scholarship for the recipient’s employer to any program offered by The National Alliance.  The national winner 
also receives a distinctive gold and diamond lapel pin cast with the Outstanding CSR of the Year emblem.  Additionally, the 
winner’s name will be inscribed on a sculpture permanently displayed at the national headquarters in Austin, Texas.  
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www.thesilverlining.com

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 strong wind damaged the pens at Golden Meadow Hunt Club 
and the birds were lost, it was important to fix the damage and replace the 
birds in time for the fall season. 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
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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!

AccessOnTime Language & Logistics
Accident Fund Holdings, Inc.
Bearence Management Group
Berkley Risk Administrators Company, LLC
C.A. Moore & Associates
Chubb Group of Insurance Companies
CNA
Cobb, Strecker, Dunphy & Zimmermann
Continental Western Group
COUNTRY Financial
Erickson-Larsen, Inc.
Federated Insurance Companies
Guy Carpenter & Company
Harleysville Group

Hays Companies
J. A. Price Agency
Kelly Agency
Kraus-Anderson Insurance
Maguire Agency
Marsh & McLennan Agency LLC company
Midwest Family Mutual Insurance Company
Minnesota Independent Insurance Agents &  
 Brokers Association
MN Insurance & MN Claims
Minnesota Lawyers Mutual Insurance Company
Minnesota Workers Compensation Insurers  
 Association, Inc.
Moores Insurance Management, Inc.
Northern Capital Group

Northern States Agency
OneBeacon Insurance Group
Risk Administration Services
RJR Insurance Agency, Inc.
RPS/Schneider (Risk Placement Services)
RTW
SECURA Insurance Companies
SFM - The Work Comp Experts
S.H. Smith & Company, Inc.
The Hanover Insurance Group
The InterAgency/Insurance Partners 
Travelers
Twin City Group
Western National Insurance -  
 The Relationship Company

Keila C. Bianco
Amica Mutual Insurance Company
Jessica A. Bogut
Federated Insurance Companies
Jeremy Brandt
SFM Mutual Insurance
Stacy L. Breyer
Federated Insurance Companies
Alex Check
Willis
Kevin Christy
Western National Insurance Company
Jamie Dahlen
SFM Mutual Insurance
Patricia Deeny
Western National Insurance Company
Bill Domeier
COUNTRY Financial
Kimberly A. Erickson

Jonathon Glashan
CS STARS
Shannon M. Goodnature
Federated Insurance Companies
Eric Hoffman
Cincinnati Financial Corporation

Dana S. Johnson
EMC Insurance Companies
Sarah Johnson
Auto-Owners Insurance Company
Tricia Johnson
Auto-Owners Insurance Company
Ryan Kane
M. A. Mortenson Company
Jennifer Kne
COUNTRY Financial
Ryan Knitter
Fireman’s Fund Insurance Company
Anna M. Kotowska
Western National Insurance Company
William N. Kramer
Federated Insurance Companies
Lisa A. Kuck
Federated Insurance Companies
William D. Landowski
Cincinnati Financial Corporation
Justin Lorence
Willis
James Luedtke
CGI
Sandra Mack
Western National Insurance Company

John Moores
Northern States Agency
Abigail J. Nichols
Federated Insurance Companies
Steven Norman
Western National Insurance Company
Jonathan D. Pals
Secura Insurance Company
Paul Penske
State Farm
Nicole R. Schulz
Federated Insurance Companies
Andrew Schwindt
Selective Insurance Group
Vance K. Severson
Northland Insurance Company
Arlene A. Silvia
Western National Insurance Company
Ondrej Vesely
BMS
Jordan J. Wall
Great West Casualty Company
David W. Wiebke
Federated Insurance Companies

Your community
just improved!

W e 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!

AD SPONSOR COMPANIES

11-13 TCB MN CPCU.indd   1 9/25/13   10:09 AM
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Getting to know
MIIAB's New
Insurance Services Manager

As MIIAB’s Insurance Services 
Manager Rachel Baker will 
be working with member 
agents on the day to day 
operations of our E & O 
insurance program.  She will 
be assisting Frank Whitcomb 
and Shelley Waldhauser in our 
new business acquisitions.  
Additionally Rachel will 
oversee RLI and Workers' 
Compensation Specialists 
Programs.
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Rachel Baker
Insurance Services Manager

Minnesota Independent Insurance Agents 
& Brokers Association

Q:  How did you start your career in the insurance industry?

A:  I sort of stumbled into the industry (pretty much the way a 
lot of people do). I was filling in as receptionist for Cox Insurance 
Associates, Inc. in St. Paul.  The position was only supposed to last for 
a week, but I ended up staying for over two years!

Q:  Tell us a little bit about your insurance career?

A:  I worked as an account manager in the commercial lines 
department for Cox and it was awesome. I worked with two other 
account managers and two advisors and it was never dull- we made 
a really great team. We handled a pretty broad book of business- 
everything from banks to school districts to veterinarians to small 
business owners to lessors’ risks to landscapers and on and on. No 
two accounts were alike and I loved the diversity of it all. I learned 
a lot from my coworkers and was fortunate to develop some great 
relationships with our clients as well as our underwriters. I am 
tremendously grateful for my time there and am very excited that 
it’s lead me to this opportunity with the MIIAB.

Q:  And your family?

A:  I met my husband Tom 7 years ago and it was love at first sight. 
We have one daughter, Lily, who just turned six. She is super cool- 
I’m pretty sure she’ll grow up to be an artist or a musician or the 
supreme galactic ruler of the universe. She just started at the MN 
Autism Center in September and we’re extremely pleased with 
and proud of the progress she’s making. We also just bought my 
husband’s childhood home in Mound and we’re thrilled to be there. 
We also have two extremely domineering cats named Steve & Ben, 
and we just adopted two guinea pigs. 

Q:  What sort of community service are you involved in?

A:  Having just moved to a new neighborhood, I haven’t had a 
chance to get involved with anything in my immediate community 
as of yet. However, I plan to volunteer at my daughter’s school and 
help with the MN Autism Center’s annual fundraiser. I also would like 
to participate with Autism Speaks as it’s on a more national level.  
I previously worked with Soup It Up for Kids- a charity started by 
my former agency with the intent to help under privileged teens.   
Additionally I contribute to the ASPCA and the MN Animal Humane 
Society.

continued on page 21

MY FABULOUS FAMILY

Tom

Lily

Benito Mouseolini 

Steve
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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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"To give real service, 
you must add 

something which 
cannot be bought or 

measured with money.  
That is sincerity and 

integrity."
-Douglas Adams

Q:  How have you benefited professionally and personally with 
your MIIAB association.

A:  I’ve just started to pursue my CIC designation and the MIIAB has 
been a vital part of that. I’ve learned so much in the small amount of 
time that I’ve been in the industry. I want to ultimately obtain as many 
designations as possible in order to continually challenge myself and, 
most importantly, to best serve our members.

Q:  Who is/was your biggest influence?

A:  Strictly professionally speaking (and this is a tricky question because 
I’ve worked with some really cool people), it was Linda Broussard & 
Tracie Bishop at Cox.

Linda has practically had five different lives: she was an underwriter 
with the St. Paul/Travelers Company, she was an Allstate agent, she’s an 
account manager- and that’s just within the insurance industry. She was 
the one who took me under her wing when I was still very wet behind 
the ears. She explained policy coverages to me, taught me how to read 
contracts for our insureds, trained me in the agency management 
system we used and just worked with me tirelessly to ensure I was 
the best I could be within my role. She is the person who made me 
really see my own potential & I am sincerely grateful to her for that. We 
worked extremely closely and when Tracie joined us after working at 
Hays Companies, we made for a pretty killer group. Tracie encouraged 
me to grow above & beyond the limits I’d already reached. She took her 
thorough commercial lines knowledge and passed on everything she 
could to me. I’ve had some of the best times of my professional career 
with Linda & Tracie. I’m so privileged to be able to call them my friends.

Q:  If asked, “Why should I join the MIIAB’” what would your answer 
be?

A:  Members with the MIIAB will have an outstanding support system. 
Apart from the variety of continuing education classes that are offered, 
there are opportunities to network, direct contact with our local 
lobbyist, products specifically for independent agents and brokers, 
etc. It’s an invaluable asset for the continued growth and success for 
anyone (individuals, agents, and brokers alike) in the industry!

Q:  What is your advice to Young Agents as they begin their careers 
in the insurance industry?

A:  Learn as much as you can. Taking the classes & getting your license 
is just the beginning. Stay up to date on the changes in the market, 
talk with people who have been in the industry longer than you, get to 
know everything about whichever agency management system that 
you use, and –most importantly- do not be afraid to work hard. The 
rewards are totally worth it.

continued from page 19
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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 make things easy
for you. So you can make
things easy for them.

integrityinsurance.com
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855.372.0070    projectcapmarketing.com
The Power of Independents

Be Found!

Consumers shop online, then buy from a local agent. 
The TrustedChoice.com portal explains the freedom of choice 

uniquely offered by independent insurance agents.

www.projectcapmarketing.com
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AmTrust has a bouquet of coverage 

for small businesses

Your Success is Our Policy.®

AmTrust North America
An AmTrust Financial Company

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

A.M. Best rating of “A” 
(Excellent) FSC X

Complementary workers’ comp and BOP coverage 
By offering a competitive businessowners policy (BOP) as an individual 
product or as an accompaniment to our workers’ compensation insurance 
or commercial auto products, AmTrust has a selection that serves small 
businesses well.

Better yet, we offer a 10% discount on BOP for our existing workers’ 
compensation policyholders. An umbrella policy is also available, with limits 
ranging from $1 million to $10 million to fit over our BOP and commercial  
auto products.

www.amtrustnorthamerica.com
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Cyber Criminals 
are Working Hard 
to Steal Your 
Clients’ Data

NetGuard TM Plus
Cyber Liability Insurance

Data Network Security 
AutoShun® Inline Network Appliance

Comprehensive cyber liability coverage

Save up to 20% in your cyber policy when you also purchase the InteProIQTM Information 

Security Training and Compliance System and the AutoShun® inline network appliance.

Policy underwritten by NAS Insurance on behalf Lloyds, London.

Program developed in cooperation with:

For More Information, Contact:
John Bristol
Ph: 888.255.6603
Email: sales@datariskconsultants.com

This unique cyber risk management solution has been 
custom-built for Minnesota IIABA members. Take 
advantage of this state-of-the-art program and keep 
your agency protected from regulatory fines and 
penalties as well as relentless hackers.

Are You Working Harder to 
Protect it?

FOR INDEPENDENT INSURANCE AGENTS AND BROKERS ASSOCIATION OF MINNESOTA 

The AutoShun Device is a Data Risk Consultants, LLC product.
AutoShun® is a trademark of a Data Risk Consultants, LLC partner, RiskAnalytics, LLC.
© 2013 All rights reserved.

Online Training
Information Security Training and Compliance
 
Every organization holding Personally Identifiable Information (PII) or Private Health 

Information (PHI) must have a Written Information Security Program
 
60% of Information Security breaches are caused by employee mistakes
 
The FTC can levy major fines and get a 20 year Consent Order for failure to comply with existing laws
 
Complete Information Security Training Program, sample policies, risk assessment guides 

and audit tracking capability included
 
Get a 15% discount on NetGuard™ Plus when you train everyone in your organization that

has access to your company and customer information

Adds a new layer of network protection
 
Bi-Directionally blocks over 3,000,000+ known hostile IP addresses
 
Helps make your network invisible to crimeware
 
Get a 5% discount on NetGuard™ Plus when you install the AutoShun Device
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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,



continued on page 43

Certificates of Insurance 
Revisited

By Bernard A. Meis, Attorney, 
Tomsche Sonnesyn, and Tomsche, P.A.

Reviewing the potential hazards associated with issuing certificates of insurance can be likened to 
regularly visiting a dentist—neither is particularly enjoyable, but the mild discomfort you experience 
today may save you from encountering serious affliction in the future.  Under Minnesota law, “a 
certificate of insurance is a document that provides evidence of property or liability insurance 
coverage and the amount of insurance issued, and does not convey any contractual rights to the 
certificate holder.” 1  A contract between a named insured and a third party may require the named 
insured to obtain specific insurance coverage and limits, and the certificate of insurance provides 
relevant information to the third party as of the date of the certificate.    Perhaps in recognition of the 
time and expense associated with preparing certificates of insurance, insurers have largely shifted 
the task onto agents and brokers by making it another aspect of servicing an account.  The agent 
or broker performs the task without additional compensation, while at the same time, exposing 
themselves to potential errors and omissions (“E&O”) claims.

Two prevalent problems that create E&O exposure for insurance agents include:  (1) misrepresenting 
insurance coverage available to the named insured on the certificate of insurance, and (2) stating 
that the certificate holder has been made an additional insured without an endorsement to the 
policy establishing the additional insured status.  

Simple human error can be the cause of both of these problems.  The number of requests for 
certificates of insurance has increased over the years.  An agent with a significant number of insureds 
in the construction industry, where requests for certificates of insurance are commonplace, may fall 
into a routine and fail to check whether coverage has changed or whether an insured has allowed 
the policy to lapse.  An agent’s failure to confirm his authority can also lead to human error.  In 
order to meet the needs of the insured, an agent may turn to the E&S marketplace.  Typically, a 
retail agent will not have authority to issue certificates of insurance and must request them from 
the surplus lines broker.  To help alleviate the potential for human error, agents should establish 
procedures for reviewing certificates for accuracy before they are released and confirming their 
authority to issue the certificate of insurance.

The misrepresentations on the certificate of insurance may also be caused by fraud on the part of 
the agent upon whom undue pressure has been exerted by the insured or the certificate holder.  
An insured subcontractor may sign an agreement with a general contractor before informing the 
agent of the insurance requirements in the contract.  When the general contractor will not allow 
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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 insured onto the job site until the insured provides a certificate of insurance, or worse yet, when 
the general contractor will not pay the insured for the work it has already completed until a certificate 
of insurance is provided, the insured can place an enormous amount of pressure on the agent to 
certify coverage the insured does not have.  

In 2009, the Minnesota Legislature enacted a bill on certificates of insurance that prohibits an 
insurance producer from issuing “a certificate of insurance, or other evidence of insurance coverage 
that either affirmatively or negatively amends, extends, or alters the coverage as provided by the 
policy . . . .” 2  The penalties for violating the statute can be severe, including suspension or revocation 
of an insurance producer’s license and/or a civil penalty.3

At the same time, the Minnesota Legislature attempted to reduce the pressure previously applied by 
certificate holders to alter certificates of insurance.  The statute provides that the standard ACORD or 
ISO form certificate of insurance or other form submitted by an insurer to the commissioner covering 
the same information “may not be amended at the request of a third party.” 4

____________
1  Minn. Stat. § 60A.39, subd. 1 (2013)
2  Id. § 60K.46, subd. 8.  
3  Id. § 60K.43, subd. 1.
4  Id. § 60A.39, subd. 5.  

Bernard A. Meis is an attorney with the law firm of TOMSCHE, SONNESYN & TOMSCHE, P.A.  He 
obtained his undergraduate degree from Creighton University in 1999 and law degree from 
the University of Michigan in 2002.  He concentrates his practice in civil trial and appellate work 
representing clients in insurance defense and insurance coverage matters.  Bernard can be contacted 
by phone at 763.521.4499 or by email at bmeis@tstlaw.com  For more information on firm services 
please visit TOMSCHE, SONNESYN & TOMSCHE, P.A.’s website at www.tstlaw.com

continued from page 29
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www.minneapolis.burnsandwilcox.com

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

For all your commercial 
property needs, the 
path is clear.

COMMERCIAL PROPERTY

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

From skyscrapers to main street businesses, lessor’s risk to 
vacant property, Burns & Wilcox does it all. With unlimited access 
to the broadest range of markets, we can place coverages for 
every one of your commercial property clients. Whether their 
needs are traditional or complex, the expertise of Burns & Wilcox 
means you are always on the right road.
Burns & Wilcox is exclusively endorsed by the MIIA as a provider of choice. 

33496_BURNS_CommercialProperty_MinnesotaNews_MN1_APPROVED.indd   1 9/12/13   4:07 PM
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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

MNsure’s Rocky Rollout

On October 1, Minnesota rolled out its state health insurance exchange, MNsure, and it was 
immediately plagued with several problems which deterred consumers from enrolling and 
receiving health insurance.  A good deal of the problems related to the federal system to which 
MNsure must link in order to determine qualification for the health insurance exchanges and their 
possible subsidies.   Nearly every state has had similar problems with their exchanges and the federal 
exchange roll out might be even more knotty.  

Under the MNsure application processes, an individual seeking insurance must first complete 
an application for a MNsure account.   This is apparently necessary to assure that the individual 
is who they claim and that their income may qualify for federal subsidies.  Once an account has 
been established, that individual can then begin to look at actual insurance products.   Problems 
arose when individuals were attempting to set up their accounts and were logged off or just plain 
confused by the verification process.    Evidently those with the most success completed paper 
applications, although actual enrollment in a health plan will require the online tool.  

After its initial two weeks, 12,000 accounts have been established.  And 5,569 have completed 
insurance applications.  Ninety-three percent of these individuals have signed up for public 
programs, Medicaid or MinnesotaCare.  

Lack of agent participation as well as the involvement of navigators was also initially problematic.  
Navigator training was delayed so many navigators were unable to become certified to assist 
consumers by October 1.  MNsure reports that most successful applications went through assisters 
who were on site with the applicants. 

The agent participation issue is much more complex.  Agents have demonstrated a strong interest as 
evidenced by well over 1500 MNsure completed agent certifications.  MNsure plans to develop two 
agent portal s.  The first is where agents can go to assist individuals enrolling in an account and then 
selecting an insurance product.    This portal does not yet have a “go live” date.  The second portal 
is for the SHOP small group producer.  Small business owners must initiate an account and will be 
able to assign a broker to their account which allows the broker to assist with plan management and 
enrollments.    MNsure officials claim that this agent portal will be up and running soon.   

Still, individuals may use an agent to enroll in MNsure.  However, they must designate their agent by 
placing the agent’s ID number on their application.  Unfortunately, this information is requested at 
the end of the application process on the signature page and not at the beginning of the application 
process.    This has raised concerns from numerous agents.  The Agents Coalition for Health Care 
Reform has raised this issue with MNsure and will continue to pursue a favorable resolution.  

CAPITOL NOTES continued on page 33
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Big insurance coverages for 
small business customers.

Grinnell Mutual’s MasterTrades insurance package offers quality 
insurance coverages for almost any construction-related business. 

So let us give your customers a hand with their financial future.  Visit 
our website for details on this and our other commercial packages.

grinnellmutual.com

A Policy of Working Together®

www.grinnellmutual.com

32  
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CAPITOL NOTES continued from page 31

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

For individuals seeking the services of an insurance agent, the MNsure web site contains a simple 
PDF listing of all qualified agents.  MNsure plans to have a “search engine” for agents so individuals 
could identify agents in the area.  Yet, this doesn’t seem to be a top priority.  We have not yet seen 
data on how many of the 5,000 plus successful accounts have designated an agent. 

MNsure officials are telling us that things will be getting better for agents and brokers who wish to 
participate.  An agent/broker support line should be up soon to assist agents.  This broker “support 
box” can be accessed by email or phone and will manned by trained MNsure staff.   

MNsure has project over 800,000 Minnesotans will gain coverage through the exchange by the end 
of 2014.  But for now, the rocky road will continue, at least for a little while.

Dominic Sposeto
MIIAB Lobbyist
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With friendly underwriters who listen, and a full complement of products 

to serve your small-to-mid-size commercial insurance needs (including 

enhanced BOP, surety, and packaged coverages), Western National is your 

one-stop shop for getting business done. The proof is in the partnership.      

We can help with both. 

www.wnins.com

www.wnins.com



Frank Whitcomb
fwhitcomb@miia.org Be Remarkable!

10 Habits of Remarkably Charismatic People

Charisma isn't something you have. It's something you earn.   Some people instantly make us feel important. Some 
people instantly make us feel special. Some people light up a room just by walking in.  We can't always define it, 
but some people have it: They're naturally charismatic.  Unfortunately, natural charisma quickly loses its impact. 
Familiarity breeds, well, familiarity.  But some people are remarkably charismatic: They build and maintain great 
relationships, consistently influence (in a good way) the people around them, consistently make people feel better 
about themselves--they're the kind of people everyone wants to be around...and wants to be.  Fortunately we can, 
because being remarkably charismatic isn't about our level of success or our presentation skills or how we dress or 
the image we project--it's about what we do.

Here are the 10 habits of remarkably charismatic people:

1. They listen way more than they talk.
Ask questions. Maintain eye contact. Smile. Frown. Nod. Respond--not so much verbally, but nonverbally.  That's all it 
takes to show the other person they're important.  Then when you do speak, don't offer advice unless you're asked. 
Listening shows you care a lot more than offering advice, because when you offer advice in most cases you make 
the conversation about you, not them.  Don't believe me? Who is "Here's what I would do..." about: you or the other 
person?  Only speak when you have something important to say--and always define important as what matters to 
the other person, not to you.

2. They don't practice selective hearing.
Some people--I guarantee you know people like this--are incapable of hearing anything said by the people they feel 
are somehow beneath them.  Sure, you speak to them, but that particular falling tree doesn't make a sound in the 
forest, because there's no one actually listening.  Remarkably charismatic people listen closely to everyone, and they 
make all of us, regardless of our position or social status or "level," feel like we have something in common with them.  
Because we do: We're all people.

3. They put their stuff away.
Don't check your phone. Don't glance at your monitor. Don't focus on anything else, even for a moment.  You can 
never connect with others if you're busy connecting with your stuff, too.  Give the gift of your full attention. That's a 
gift few people give. That gift alone will make others want to be around you and 
remember you.

4. They give before they receive--and often they never receive.
Never think about what you can get. Focus on what you can provide. Giving is 
the only way to establish a real connection and relationship.  Focus, even in part 
and even for a moment, on what you can get out of the other person, and you 
show that the only person who really matters is you.

5. They don't act self-important…
The only people who are impressed by your stuffy, pretentious, self-important 
self are other stuffy, pretentious, self-important people.  The rest of us aren't 
impressed. We're irritated, put off, and uncomfortable.  And we hate when you 
walk in the room.
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facebook.com/acuitywowFor All That Matters

See what they’re saying at: 
 www.acuity.com

Have u heard the latest about ACUITY?

YES!  Every1 is talking about them : )

www.acuity.com
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6. …Because they realize other people are more 
important.
You already know what you know. You know your opinions. You 
know your perspectives and points of view.  That stuff isn't important, 
because it's already yours. You can't learn anything from yourself.  But 
you don't know what other people know, and everyone, no matter 
who they are, knows things you don't know.  That makes them a lot 
more important than you--because they're people you can learn from.

7. They shine the spotlight on others.
No one receives enough praise. No one. Tell people what they did well.  
Wait, you say you don't know what they did well?  Shame on you--
it's your job to know. It's your job to find out ahead of time.  Not only 
will people appreciate your praise, they'll appreciate the fact you care 
enough to pay attention to what they're doing.  Then they'll feel a little 
more accomplished and a lot more important.

8. They choose their words.
The words you use impact the attitude of others.  For example, you 
don't have to go to a meeting; you get to go meet with other people. 
You don't have to create a presentation for a new client; you get to 
share cool stuff with other people. You don't have to go to the gym; you 
get to work out and improve your health and fitness.  You don't have 
to interview job candidates; you get to select a great person to join 
your team.  We all want to associate with happy, enthusiastic, fulfilled 
people. The words you choose can help other people feel better about 
themselves--and make you feel better about yourself, too.

9. They don't discuss the failings of others...
Granted, we all like hearing a little gossip. We all like hearing a little 
dirt.  The problem is, we don't necessarily like--and we definitely don't 
respect--the people who dish that dirt.  Don't laugh at other people. 
When you do, the people around you wonder if you sometimes laugh 
at them.

10. ...But they readily admit their failings.
Incredibly successful people are often assumed to have charisma 
simply because they're successful. Their success seems to create a 
halo effect, almost like a glow.  Keyword is seem.  You don't have to 
be incredibly successful to be remarkably charismatic. Scratch the 
shiny surface, and many successful people have all the charisma of 
a rock.  But you do have to be incredibly genuine to be remarkably 
charismatic.  Be humble. Share your screwups. Admit your mistakes. 
Be the cautionary tale. And laugh at yourself.  While you should never 
laugh at other people, you should always laugh at yourself. People 
won't laugh at you. People will laugh laugh with you.  They'll like you 
better for it--and they'll want to be around you a lot more.

Be Remarkable!
Frank Whitcomb

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 Judy Hansen 
at 952.253.6077 

or
 jhansen@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.

®
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PREMCO has been F inancing  Insurance Premiums and  
support ing Independent  Insurance Agencies  for  over 23  

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  
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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.  



Back to the Basics,  Contractual Liability in the CGL

Since August 1st of this year, I have had many discussions with a lot of insurance folks about the new “Anti-
indemnification Statute” that was passed by the Minnesota legislature.  It basically forbids the use of “broad 
form Hold Harmless agreements”, in which one party is forced to sign a Hold Harmless which agrees to pay 
for the negligence of the other party.  In other words, the party without any clout has to agree to pay for 
someone else’s (the one with the clout) negligent acts or omissions.  In the construction industry, for example, 
this meant the subcontractors usually had to sign and agree to pay for the general contractor’s negligence.  
I noticed a lot of confusion about this issue – Hold Harmless agreements and Contractual Liability coverage 
and how they relate to each other.

So, let’s review what happens when we issue a standard ISO Commercial General Liability policy.  I am using 
the word “standard” as there are many forms out there in the marketplace, and not all “General Liability” 
forms cover the Contractual liability hazard.

ISO’S CGL automatically covers the Contractual liability hazard.  (It can be excluded from the CGL, but this 
would require an endorsement).  The Contractual coverage is found on the second page of the ISO form, and 
it is contained in exclusion #2.b., entitled “Contractual Liability”.   (Only in insurance will you find coverage 
under an exclusion, but that is a different subject).  It begins with a complete exclusion of ALL assumptions 
of liability, but then says the exclusion does not apply to “insured contracts”.  The exclusion then goes on to 
set forth some rules of coverage:

1. It is for “bodily injury” and “property damage” claims only (we do not cover claims for the work being 
done on time, or claims for the quality of work, claims for cost overruns, etc;

2. The BI and PD must occur after the General Liability policy was issued;

3. Reasonable attorney’s fees and necessary litigation expenses for a party other than the insured (third 
parties) are covered;

4.  The duty to defend must be a requirement in the Hold Harmless that the insured signed (it almost 
always is in today’s world);

5. The attorney’s fees and litigation expenses are for a civil or alternative dispute resolution proceeding 
to which this insurance applies (we do not cover criminal trials and the issue must be one that the 
CGL does not exclude).

Next we have to look at what those “insured contracts” are.  They are found in the 
Definitions section, which is at the end of the CGL policy.  This definition, then, is of 
extreme importance, because it, along with the language that we just studied, will dictate 
what we will and will not cover.  

Insured Contracts are:

1. Lease of premises;

2. Sidetrack agreements;

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

Technically Speaking...continued on page 41
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Workers’ Comp InsuranCe
For more InFormatIon, Call: (800) 381-9347  |  amerIsaFe.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.

Let’s make sure they’re safe at home.

Commercial • Personal • Farm-Ag • Specialty

© 2013 SECURA Insurance

MK 1309 002_ MN ad.indd   1 10/1/13   10:45 AM
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3. Easement agreements;

4. Indemnification of a Municipality agreement;

5. Elevator Maintenance agreements;

These used to be called “incidental agreements”, because they are so common or incidental to doing 
business.  All of them contain a Hold Harmless agreement in which one party (for example, a tenant) is 
assuming the liability of another party (for example, the owner of the building).  This is typical whenever 
one of us signs a lease.  Also, take #4 above (Indemnification of a Municipality) – here some group (usually) 
is asking the city for a permit to hold a parade (or other endeavor), or an individual shop owner wants to 
erect a sign over a city sidewalk, etc.  The ideas is – if there is a claim caused by the parade, or by the sign 
over the sidewalk, the city will be held harmless and the other party’s insurance will defend and pay any 
claims.  Here, the city has the clout.

There is one more part of the definition, and it is here that we find the coverage for most of those Hold 
Harmless agreements our clients sign:

6. “Any other contract or agreement pertaining to your business…”

There are some rules attached here also:

a. The Hold Harmless assumption must be for the tort liability of another party;

b. To pay for BI and PD (only) to a third party or organization;

c. No coverage for construction/demolition within 50 feet of a railroad;

d. No coverage for architects, engineers or surveyors and their operations or omissions (this is a 
professional liability exposure);

e. No coverage for those insureds who are architects, engineers or surveyors if they assume 
liability arising out of their own rendering or failure to render professional services (again, this is a 
professional liability exposure that the CGL is not geared to cover).

Assume your insured has signed a construction contract which contains a Hold Harmless agreement.  It makes no 
difference if the Hold Harmless that is signed is a basic, an intermediate or a broad form agreement, the CGL will 
cover it, subject to all the rules we talked about.  If you noticed in the preceding information, the CGL policy makes no 
distinction as to which kind it will cover.  As a result, in those states that do not have an anti-indemnification statute 
like ours in Minnesota, the CGL will cover broad form agreements.

A final note: coverage for broad form and intermediate Hold Harmless agreements is not available in the Additional 
Insured endorsements that have a 2004 edition date or later.  Going back to my first example, the subcontractor 
who adds a general contractor with the 2004 edition Additional Insured endorsement to his/her CGL will only be 
providing coverage for his/her own negligence, and not for any negligent act of the general contractor.  Also, ISO 
has provided an endorsement – “Amendment of Insured Contract Definition” endorsement (CG 24 26) that will 
restrict the Contractual Liability coverage under a CGL to just the negligence of the insured (the subcontractor in 
my example).  So, there are ways to restrict the coverage for Hold Harmless agreements.   These endorsements are 
generally not to the liking of those who have the “clout”.

This is a brief explanation of the Contractual Liability coverage under the standard ISO Commercial General Liability 
coverage form.  It is the coverage form that most carriers use in today’s marketplace, and, without any endorsements, 
will cover whatever kind of Hold Harmless agreements our clients sign, according to what the various state statutes 
allow.

Technically Speaking....continued from page 41
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BIG “I’S” RUSBULDT SAYS MCKINSEY CONCLUSIONS 
OFF BASE ON INDEPENDENT AGENCY SYSTEM

But agrees that agents need to evolve their 
approach to capture more personal lines business.

Robert Rusbuldt, Independent Insurance Agents & 
Brokers of America (IIABA or the Big “I”) president 
& CEO, finds serious flaws with much of a recently 
released study titled “Agents of the Future: the 
Evolution of Property and Casualty Insurance 
Distribution” by McKinsey & Company.

“McKinsey’s proclamation that it is ’The End of an 
Era for the Local Insurance Agent’ is dead wrong,” 
says Rusbuldt. “A number of studies over the last 
several decades have decreed the demise of the 
independent agency system, and they have all 
been wrong. Independent agents are resilient 
entrepreneurs who know how to adapt to 
marketplace changes.”   

In remarks before the Big “I” board of directors 
at their recent meeting in San Antonio, Texas, 
Rusbuldt made the following points regarding 
flaws in the McKinsey study: 

•	 The report ignores the growing trend to 
“buying local” and the independent agents’ 
use of social media to magnify their local 
presence and involvement in the community 
to drive more traffic to their agency.

•	 McKinsey uses an oversimplified comparison 
to travel agents and dis-intermediation. 
Despite rhetoric to the contrary by the direct 
carriers, personal lines is more complex than 
basic travel reservations.

•	 McKinsey doesn’t adequately take into account 
the IA channel market segmentation towards 
affluent customers who prefer relationships 
for personal lines.

•	 McKinsey assumes that the investment 
in digital capabilities marginalizes the 
agent rather than aids the agent-customer 
relationship to add value. 

•	 Agents have the opportunity to organically 
leverage SEO so that they are well positioned 
for digital consumer searches. McKinsey’s 
conclusions encompass all agents, exclusive 

and independent, and there are fundamental 
differences between them: independent 
agency carriers compete for the business of 
their agents, causing them to take different 
considerations into account in managing their 
agency force vs. exclusive carrier relationships 
with their agencies.

”The Consumer Agent Portal, LLC is providing 
consumers an electronic pathway to finding 
and doing business with independent agents, 
and they are working with agencies on digital 
marketing, social media, local optimization, and 
much more, enabling agencies to do business 
the way consumers want to do business, while 
adding the value that independent agencies 
provide,” continued Rusbuldt. “TrustedChoice.
com is quickly becoming the way more consumers 
search for an agent, and everything points to the 
fact that consumers still want to do business with 
a local agent if at all possible.”

To McKinsey’s credit, noted Rusbuldt, their 
study does provide agents with several 
recommendations as to how they can position 
themselves for success in the future including:

•	 Develop a value proposition that is compelling 
for both carriers and consumers.

•	 Define and reach target markets, rather than 
just being a generalist in your local market. 

•	 Increase your digital presence.

•	 Be more flexible in how you communicate 
with your clients.

•	 Develop new ways to get in front of your 
audience, both to develop new prospects and 
to reach out to your existing clients. 

•	 Deliver more tailored and deeper expertise, 
such as bundled insurance packages for 
personal lines & industry-tailored advice for 
small commercial risks.  

•	 Use technology to be positioned to do more 
with less.

•	 Increase scale, whether through organic 
growth, mergers, banding together, 
outsourcing certain functions.

In The News...
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Rusbuldt noted the Trusted Choice® co-brand 
for independent agencies dovetails with 
TrustedChoice.com, the way consumers are 
looking for local agencies now. The Trusted 
Choice® co-brand, the consumer agent portal, 
Best Practices, and much more are preparing 
independent agencies to effectively compete 
both now and in the future.  

”While independent agency market share in 
personal lines has been relatively static in recent 
years, many things are converging for the IA 
system to increase its personal lines marketshare,” 
continued Rusbuldt. “While McKinsey says ‘Auto 
insurance – which accounts for 70 percent of 
personal lines premiums – is fast becoming 
commoditized,’ agents can successfully counter 
the emerging perception of auto insurance 
as a commodity by ‘going opposite’ with their 
marketing strategy and fully embracing a local, 
relationship based strategy leveraging technology 
and fully embracing the Consumer Agent Portal 
(CAP).”

Rusbuldt also noted the independent agency 
system is growing. The 2012 Future One Agency 
Universe Study showed that between 2010 and 
2012 more than 1,000 new independent agencies 
were formed.

FOUR MN AGENCIES AWARDED BEST PRACTICES 
AGENCY DESIGNATION

Christensen Group, Minneapolis
Cobb Strecker Dunphy & Zimmermann, 

Minneapolis
Cornerstone Insurance Agency, Chaska

Stearns Insurance Services, St. Cloud

Each year since 1993, IIABA and Reagan Consulting, 
an Atlanta-based management consulting 
firm, join forces to study the country’s leading 
agencies in six revenue categories. The agencies 
comprising the study groups are selected every 
third year through a comprehensive nomination 
and qualifying process and awarded a “Best 
Practices Agency” designation. The selected “Best 
Practices” agencies retain their status during the 
three-year cycle by submitting extensive financial 
and operational data for review each year.  

More than 1,100 independent agencies 
throughout the U.S. were nominated to take part in 
the annual study, but only 216 agencies qualified 
for the honor. To be chosen, the agency had to be 
among the 35-45 top-performing agencies in one 
of six revenue categories.  

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

HANOVER NAMES LEFFARD PRESIDENT OF 
HANOVER PROFESSIONAL PORTFOLIO

The Hanover Insurance Group, Inc., a leading 
provider of property and casualty insurance 
for businesses, families, and individuals, today 
announced that it has named Greg Leffard 
president of Hanover Professional Portfolio, 
responsible for the company’s E&O businesses. 
Hanover Professional provides industry leading 
professional liability and errors and omissions 
solutions for small and mid-sized firms, with 
customized offerings for lawyers, architects and 
engineers, accountants, and a broad range of 
other professional, technical, and business service 
industries.

“We are very pleased to welcome Greg to The 
Hanover,” said Andrew Robinson, president of 
specialty insurance at The Hanover. “Greg is a 
talented and committed leader who has earned an 
outstanding reputation for building and leading 
professional liability businesses over the past 25 
years. We look forward to working with him as 
we further strengthen our competitive position 
and enhance the value we deliver to our partner 
agents and brokers.”

Leffard comes to The Hanover from The Hartford, 
where he served in a range of leadership roles 
over the past nine years. Most recently, he was 
vice president in the company’s financial products 
division with responsibility for professional liability. 
Previously, he held a number of underwriting, 
claims, and business management positions at 
Travelers and was also in private practice as an 
insurance defense attorney.
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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

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

www.cna.com

Safeco Insurance, 1001 4th Ave, Seattle, WA 98154. ©2013 Liberty Mutual Insurance.

BEST 
OF A NATIONAL. 

BEST 
OF A REGIONAL. 

Call Tom Meka at 262-446-8719 for opportunities

Proud to be aMIIAB sponsor

www.eKemper.com

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

www.kemperpreferred.com

www.astonish.com

Stagnant? Let’s grow your agency.
Now offering exclusive pricing for MIIAB Members.

Call Today! 888-899-1243
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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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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

AAA Insurance:  www.AAA.com

Allied Insurance:  www.alliedinsurance.com

Austin Mutual Insurance:  www.austinmutual.com

Burns & Wilcox:  www.burnsandwilcox.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

Integrity Insurance:  www.integrityinsurance.com

Liberty Mutual:  www.lmac.com

The Main Street America Group: 
www.msagroup.com

MetLife Auto & Home:  www.metlife.com

Midwest Family Mutual:  www.midwestfamily.com

North Star Mutual:  www.nstarco.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: agoodin@miia.org

www.miia.org

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

(Additional non-refundable charge of $15 will apply per seminar for credit card transactions) 

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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1/15 - 1/17/14  Eden Prairie  Commercial Casualty
2/12 - 2/13/14  Plymouth  *Ruble Graduate Seminar
3/5- 3/7/14 Eden Prairie  Agency Management
4/9 - 4/11/14  Eden Prairie  Personal Lines
5/21 - 5/23/14  Eden Prairie  Commercial Property
6/11 - 6/13/14  Brainerd  Life & Health
7/16 - 7/18/14  Eden Prairie  Personal Lines
8/6 - 8/8/14  Eden Prairie  Commercial Casualty
9/10 - 9/11/14  Plymouth  *Ruble Graduate Seminar
10/8- 10/10/14  Eden Prairie  Agency Management
11/5 - 11/7/14  Eden Prairie  Commercial Property

* 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: miia@miia.org

www.miia.org

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

(Additional non-refundable charge of $15 will apply per seminar for credit card transactions) 

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

2014 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

8/15/13 - 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

9/17/13 - St. Cloud  *WTH - Commercial Lines 

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 Time

$158.00 CISR Seminar 8:00am-3:45pm
Test: 4:15-5:15pm

$168.00 *William T. Hold 
Seminar (WTH) 8:00am-5:00pm

$158.00 **Dynamics of 
Service 8:00am-5:00pm

_______________________________________________________________________________________________________________________
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: mherr@miia.org

www.miia.org

Method of Payment
Check Enclosed (Payable to MIIAB) or Charge to:     VISA       Mastercard
(Additional non-refundable charge of $5 will apply per seminar for credit card transactions) 

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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1/7/14 - Eden Prairie  Personal Lines Miscellaneous

1/23/14 - Shoreview  Agency Operations

2/5/14 - Eden Prairie  Commercial Casualty I

2/6/14 - St. Cloud Commercial Casualty I

2/11/14 - Duluth  Commercial Property

3/4/14 - Shoreview  Personal Lines Miscellaneous

3/11/14 - Rochester  Commercial Property

3/12/14 - Eden Prairie  Agency Operations

4/8/14 - St. Cloud  WTH - Personal Lines

4/15/14 - Eden Prairie  Personal Auto

5/6/14 - Eden Prairie Commercial Property

5/14/14 - Rochester Elements of Risk Management 

5/15/14 - Duluth Personal Residential

5/20/14 - Grand Rapids  Commercial Casualty II

6/5/14 - Brainerd  Agency Operations

6/10/14 - Eden Prairie  WTH - Personal Lines

6/17/14 - Thief River Falls  Personal Auto

6/18/14 - Shoreview  Commercial Casualty II

7/10/14 - Eden Prairie Elements of Risk Management

7/15/14 - Alexandria  Commercial Property

7/22/14 - Mankato  Commercial Property

7/23/14 - Detroit Lakes  Personal Lines Miscellaneous

8/5/14 - Rochester Personal Lines Miscellaneous

8/12/14- Eden Prairie Commercial Casualty II

8/12/14 - Willmar  Agency Operations

8/21/14 - Bemidji  Commercial Casualty I

9/9/14 - St. Cloud  Commercial Casualty II

9/16/14 - Duluth  Elements of Risk Management

9/23/14 - Eden Prairie  Personal Residential

10/2/14 - Shoreview  WTH - Personal Lines

10/14/14 - Eden Prairie  Dynamics of Service 

10/15/14 - Rochester  Dynamics of Service

11/11/14 - St. Cloud  Personal Residential

11/18/14 - Mankato  Personal Lines Miscellaneous

12/9/14 - Eden Prairie  Personal Lines Miscellaneous

Cost Seminar Time

$158.00 CISR Seminar 8:00am-3:45pm
Test: 4:15-5:15pm

$168.00 William T. Hold 
Seminar (WTH) 8:00am-4:00pm

$158.00 Dynamics of 
Service 8:00am-5:00pm

_______________________________________________________________________________________________________________________
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: miia@miia.org

www.miia.org

Method of Payment
Check Enclosed (Payable to MIIAB) or Charge to:     VISA       Mastercard
(Additional non-refundable charge of $5 will apply per seminar for credit card transactions) 

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

2014 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 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
Doubletree Rochester
150 South Broadway
Rochester, MN 55904
507.281.8000

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

(Additional non-refundable charge of $5 will apply per class for credit card transactions) 
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: mherr@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.



November 2013 • The Minnesota News  53

Please Check Location
1/22/14 - Eden Prairie  8:30am-3:30pm

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

3/25/14 - St. Cloud 8:30am-3:30pm
Best Western Kelly Inn
Hwy 23 & 4th Ave
St. Cloud, MN  56301
320.253.0606

4/15/14 - Fergus Falls  8:30am-3:30pm 
Best Western/Bigwoods Event Center
925 Western Ave
Fergus Falls, MN 56537
800.293.2216

5/1/14 - MIIAB Convention 8:30am-3:30pm
Minneapolis Convention Center
1301 2nd Ave S
Minneapolis, MN 55403
612.335.6000

6/19/14 - Morton  8:30am-3:30pm
Jackpot Junction
39375 County Hwy 24
Morton, MN 56270
507.644.3000

7/9/14 - Walker  8:30am-3:30pm
Northern Lights Casino
6800 Y. Frontage Rd NW
Walker,  MN 56484
866.652.4683

8/19/14 - Rochester  8:30am-3:30pm
Ramada Hotel & Conference Ctr
1517 16th St SW
Rochester, MN 55902
507.289.8866

9/17/14 - Duluth  8:30am-3:30pm
Holiday Inn & Suites
200 West First St.
Duluth, MN 55802
218.727.7492

10/22/14 - Eden Prairie  8:30am-3:30pm
Prairie Conference Center
7500 Flying Cloud Dr, Ste 125
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

(Additional non-refundable charge of $5 will apply per class for credit card transactions) 
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: miia@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

2014 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
Foremost Insurance

Liberty Mutual Insurance
Midwest Family Mutual

QBE
SECURA Insurance

The Hanover Group

ACUITY
AFCO/Prime Rate Premium Finance

AmTrust North America
Astonish

Capital Premium Financing 
CNA Insurance

Continental Western Group
Encompass Insurance Company

Erickson-Larsen, Inc.
ICC Restoration & Cleaning Services

Kemper Preferred
Meadowbrook, Inc.

MVP Service Solutions
RPS Schneider Agency

Safeco Insurance
Safelite Auto Glass

Scobie Group
Selective Insurance

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


