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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) 

/ / / /



The Art of War Insurance

The Art of War is a classic Chinese text from over 2000 years ago. Although it was written about the tactics of warfare, it can be 
interpreted as a commentary on any organization in competition with another. The text breaks warfare down to its simplest 
elements, in order to teach the reader the ins and outs of leading a group effectively. Sound familiar?

I’ve outlined some of the most important insights from The Art of War as it applies to the insurance business. These are by no means 
the only great ideas in the book and shouldn’t be considered a comprehensive list. I’ve touched on only a few of the many that spoke 
to me.

The first of which is, “The question regarding political leadership is, who is able to win the hearts of the people.” Success depends 
on your clients and your staff actually liking you. Many of us do okay with prospects that are indifferent to us but I’ve yet to meet 
a successful agent whose book of business had a negative impression of him or her. Although you can do okay with an indifferent 
prospect/client pool, you can do great and have a lot more fun with a prospect/client pool that likes you. Don’t be afraid to join a 
golf league, dart league, or whatever you’re into and make friends; it’s good to be out of the office. Just remember that you still need 
to be reachable. By this I mean you either need to have staff working your office, make your cell phone number available to your 
clients, or both. 

This leads me to the next insight, which is in regards to your competition. “Wait for them to become decadent and lazy.” Continual 
improvement in your systems and servicing will attract more clients. Nobody wants an agent they can never get a hold of, even it 
means paying more for insurance with another agency. You have to make yourself available to your clients and continually earn their 
business, not just at renewal time. Be better than your competition and you will retain and earn more clients. 

“Those who cannot deploy their machines effectively are in trouble.” We’re not talking about crossbows and catapults here but 
the tools that you utilize each day. Technology is an enormous part of our day to day now, completely different from even 18 years 
ago when I started in the business. As technology continues to change and improve, our clients become more and more demanding 
of immediate attention and ease of doing business. This means you either change with the technological landscape or you will 
eventually lose clients and not be able to replace them with new customers. Take a class if you have to, but don’t overlook the 
importance of new tools in your business; your clients aren’t.

“Bad ground is land that lacks stability and is unsuitable for building fortifications and trenches. It is best to leave such terrain 
as quickly as possible.”  You may have heard of the Pareto Principle; the rule of 80-20. It basically states that 80% of your income will 
come from 20% of your clients. In our case, the “bad ground” is a state minimum, SR-22 policy with no supporting home insurance 
and bad credit. These accounts will cost you more in time and service than they are worth. This is not to say that there aren’t good 
policyholders in a tough spot. What I’m saying is, you need to use your discretion and work on quality business. Continually try to 
push your top 20% higher and eliminate clients from your bottom 20%.

“If you do not compete for allies and helpers, then you will be isolated with little help.”  Our industry relies heavily on referrals. You 
should be actively trying to gain “allies and helpers” in your community, such as realtors 
and mortgage brokers. Don’t forget that you’re competing for their help. Creating alliances 
with referral partners should be planned out and executed as well as any strategy used in 
your business. If that means stopping by their office on a regular basis with a treat or just 
a hand-delivered thank you card, make the time to do it. Over time, you’ll likely have out-
boxed your competition and you will reap the benefits. 

The ideas we’ve discussed, earning the trust and friendship of your community, providing 
a better service than your competition, utilizing all of the tools you have available to best 
of your abilities, seeking to create the most profitable business you can, and creating 
referral partners, may seem obvious in hindsight. Really, they should be obvious to any 
business owner, but all too often we overlook these basic principles, so it’s good to be 
reminded now and again. There are countless more examples of timeless advice that 
could be plucked from The Art of War and I recommend you read it. It isn’t a very large 
book and could be finished in a few days with 30 minutes each night. 

Vance Prigge
Atlas Insurance Brokers, LLC

Vance Prigge
vance@aibme.com President’s Message
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Thank you,    
 agents.

auto-owners.com

Auto-Owners is dedicated to the 

independent agency system and 

proudly stands behind the agents 

who represent us. Thank you, 

agents for your continued loyalty, 

which helps us take care of the 

policyholders who rely on us.

www.auto-owners.com



Dan Riley
driley@miia.org Executive VP Message

Congratulations to the CIC, CISR, CRM and 
CSRM Class of 2014

On behalf of the Board of Directors and staff of the MIIAB we 
would like to congratulate the 2014 class of CIC, CISR and the 
CRM's.  What a great accomplishment! You are now one of the 
Elite Agents that have acquired this prestigious designation. The 
association has offered professional designated programs for 
over 40 plus years which has separated independent agents from 
the completion who only sell on price. Independent agents are 
known for the educational value you bring to their customers and 
you are now a true leader in your field. You are your customers 
"Trusted Choice" 

As our association leadership travels annually to all of the 
Independent Agency Companies and speaks to their executive 
officers about our industry in Minnesota. These executives always 
bring up the fact the Minnesota agents are the most highly 
educated agents in the country. In fact they directly equate it to 
lower loss ratios for their company.  We believe that is true and 
now you too will help improve the loss ratios for the companies 
and your agencies.  

Don't stop now. If you are a new CISR, your next step in to move in 
to the expanded CIC Institutes. If you are a CIC you'll look forward 
to the every expanded educational opportunities available 
through the Ruble Seminars. And if you are really ambitious, the 
next challenge that will separate you from the competition by 
taking the CRM program.  

Remember "Knowledge is Power"! Congratulation from all of us! 

Also a special recognition to the Minnesota 
Outstanding Customer Service Representative of the 
year recipient Dawn Demma .......Congratulations!

Certified Insurance Counselors

Certified Insurance Service Representatives

Certified School Risk Managers

Dawn Demma, CIC, CISR
Minnesota Outstanding Customer 
Service Representative of the Year
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Auto, MAnufActured HoMe, Motor HoMe, trAvel trAiler, luxury Motor coAcH, SpeciAlty HoMeownerS, vAcAnt property, SeASonAl property, lAndlord And rentAl property,  
Motorcycle, off-roAd veHicle, SnowMobile, boAt, perSonAl wAtercrAft, collectible Auto, flood And coMMerciAl.

product availability varies by state. ”foremost” and the ”f” logo are registered trademarks of fcoA, llc, 5600 beech tree lane, caledonia, Mi 49316.  9011530   11/14 

foremost Means More.™
f o r e m o s t A g e n t . c o m

A national study showed that a majority of consumers don’t purchase 
another form of insurance through their auto carrier. This represents a universe  
of opportunity for you! Take advantage by bringing the Hitch to your sales  
plan. Ask your customers, ‘‘Do you have a hitch on that vehicle?” And then, ‘‘What are 
you towing? I can give you a quote for that with Foremost.” These questions can lead 
to increased retention, satisfaction, referrals, discounts for your customers, and more 
premium for you.

Learn more from Hitch Guy and Hitch Cat at ForemostAgent.com/Hitch

No matter what your customer tows, or where they go … Foremost Means More.TM

www.ForemostAgent.com
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Dawn Demma, CIC, CISR
Ahmann-Martin Company 

Eden Prairie, MN

2014 Outstanding Customer Service Representative of the Year

Dawn M. Demma, CIC, CISR, was selected as the Minnesota 2014 Outstanding CSR of the Year.  Each year, a group of exceptional 
insurance professionals are chosen by The National Alliance for Insurance Education & Research to represent their states and compete 
to become the National Outstanding CSR of the Year.  This prestigious award, regarded as the foremost national award of its kind, 
recognizes the contributions and commitment of those who serve clients within the insurance industry.  Dawn, an Account Manager 
with Ahmann Martin Risk & Benefits Consulting, is a model and example of customer service skills.. 

To qualify for the top state honor, the 2014 candidates submitted an essay on the following topic:   

“It is generally agreed that both new and renewal business are crucial to the success of an agency. Explain whether new 
business or renewal business is more important to the long-term value and profitability of an agency. Identify four ways a 
CSR, Account Executive, or Account Manager can have a meaningful impact on the new and/or renewal business written by 
their agency.” 

Additionally, entrants must have demonstrated commendable service to their agencies, their industry, and their community.  The 
only eligibility requirement for this award is that the candidate must be an insurance customer service representative, or have primary 
responsibility for insurance customer service duties.  

“The Outstanding CSR of the Year Award is an opportunity to connect with and recognize exceptional customer service representatives 
across the nation,” said Danielle Janecka, Senior Vice President of The National Alliance. “Each of the state winners meets a new standard 
for personal and professional excellence as demonstrated by their essay, contributions to their agencies and the industry, and their 
letters of recommendation.  They clearly understand and appreciate the most precious of our assets – our customers!”

Each state winner receives a framed certificate and is eligible to compete for the national honor, which carries a $2,000 cash award, a 
gold and diamond pin, $1,000 cash award for the nominator, and a scholarship for the recipient’s employer to any program offered by 
The National Alliance. Additionally, the name of the Outstanding CSR of the Year is inscribed on a sculpture permanently displayed at 
the national headquarters of The National Alliance for Insurance Education & Research in Austin, Texas.
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Don’t just insure. Assist.

IA-1603

Help clients through the stress of an accident with AAA Accident Assist®. 
One call brings AAA roadside assistance to their crash site, sets the stage  
for hassle-free repairs, and reserves a rental car for their immediate use.  

And you made it happen.

It’s just one of the powerful tools AAA Independent Insurance Agents enjoy.

Contact Donna Kimmes today to learn more.

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

 651-238-7111                Donna.Kimmes@mn-ia.aaa.com

www.aaa.com
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2014 Certified Insurance Counselors Conferees

Mr. Kyle P. Anderson, CIC
Lee F. Murphy Insurance Group
Saint Paul, MN

Ms. Amanda M.K. Austin, CIC, CISR
Mahowald Insurance Agency
Saint Cloud, MN

Mr. Wade Stephen Boerboom, CIC
Boerboom Insurance Agency
Marshall, MN

Mr. Daniel John Delinsky, CIC, CISR
Apollo Insurance Agency
Saint Cloud, MN

Ms. Janet Terese Dotte, CIC
BW Insurance Agency, Inc.
Saint Paul, MN

Mr. Nolan G. Grimm, CIC
Allied Insurance
Des Moines, IA

Mr. Steven C. Hammarsten, CIC
AmTrust North America
Saint Paul, MN

Ms. Catherine L. Hoffman, CIC, CPCU, AU, AMIM, AIM
Hays Companies
Minneapolis, MN

Mr. Andrew J. Hruska, CIC
Heartman Insurance Agency, Inc.
Rochester, MN

Mr. Matthew Jakubowski, CIC, AAI
West Bend Mutual Insurance
West Bend, WI

Ms. Parvinder Jaspal, CIC
Hays Companies
Minneapolis, MN

Ms. Amy Kruger, CIC
Roundbank Insurance Agency
Waseca, MN

Ms. Melissa J. Munsterman, CIC, CISR, AAI
Maguire Agency
Saint Paul, MN

Mr. Michael J. Panka, CIC
Panka Insurance Agency
Ivanhoe, MN

Ms. Karen D. Peterson, CIC
Princeton Insurance Agency
Princeton, MN

Mr. Brian Ronalds Roelofs, CIC
Sherman Insurance Agency
South Saint Paul, MN

Mr. Sampson Eugene Rolen, CIC
BW Insurance Agency, Inc.
Saint Paul, MN

Ms. Melissa Renae Schrupp, CIC, CISR
Pierce Agency, Inc.
Litchfield, MN

Mr. Dean R. Sessing, CIC
Risk Placement Services, Inc.
Minneapolis, MN

Ms. Cheryl Swenson, CLF, CIC, AFIS
American Family Insurance
Hopkins, MN

Mr. Seth H. Thun, CIC
Norshor Agency, Inc.
Silver Bay, MN

Mr. Joshua D. Vedo, CIC, CPCU
Western National Insurance
Edina, MN

Mr. Jason J. Webb, CIC
Webb Insurance Agency
Buffalo, MN
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Let’s make sure they always dig what they do.

Building working relationships since 1900
Commercial • Personal • Farm-Ag • Specialty
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2014 Certified Insurance Service Representatives Conferees

Ms. Kristina L. Afseth, CISR
Heartman Insurance
Rochester, MN

Mr. Joseph Roy Alessi, CISR
Miller-Hartwig Insurance Agency
Lakeville, MN

Ms. Jenna Lee Anderson, CISR
Marsh & McLennan Agency
Minneapolis, MN

Mr. Justin Olson Bullis, CISR
Bullis Insurance Agency, LLC
Wayzata, MN

Ms. Cheryl Lynn Busker, CISR
Arthur J. Gallagher & Company
Bloomington, MN

Ms. Rita M. Carlson, CISR
Klein Agency, Inc.
Saint Paul, MN

Mr. Charles Bernard Christensen, CISR
MMIC Agency, Inc.
Minneapolis, MN

Ms. Heather C. Cole, CISR
Heartman Insurance
Northfield, MN

Ms. Sondra J. Daleiden, CISR
Arthur J. Gallagher & Company
Minneapolis, MN

Mr. Jordan Michael Dam, CISR
Advance Insurance Agency
Edina, MN

Mr. Adam De Quesada, CISR
Alliance Insurance Advisors
Oakdale, MN

Ms. Tammy Jo Dohanick, CISR
Princeton Agencies, Inc.
Milaca, MN

Ms. Jenifer Gail Donovan, CISR
Marsh & McClennan Agency
Minneapolis, MN

Mr. Nicholas Adam Ebnet, CISR
Linda Horihan Agency
Minnesota City, MN

Mr. Mark Steven Eichers, CISR
Liberty Insurance Agency
Saint Cloud, MN

Ms. Carmen Elken, CISR
Sunrise Park Insurance Agency
Saint Paul, MN

Ms. Donna Jane Fager, CISR
Corporate Four Insurance Agency
Minneapolis, MN

Mr. Chad Fuenffinger, CISR
Alliance Insurance Advisors
Oakdale, MN

Ms. Jill Nadine Gustafson, CISR
Young & Associates Agency, Inc.
Duluth, MN

Ms. Michelle M. Jansen-Crowell, CISR
Truck Writers
Welcome, MN

Ms. Tammy M. Johnson, CISR
Heartman Insurance
Northfield, MN

Ms. Erin Louise Keys, CISR
Bearence Management Group
Saint Paul, MN

Ms. Leah M. Kirschbaum, CISR
Liscomb-Hood-Mason Company
Duluth, MN

Ms. Kimberly A. Kitchen, CISR
Marsh & McLennan Agency
Minneapolis, MN

Ms. Jennifer Lynne Komis, CISR
Apollo Insurance Agency
Albany, MN

Ms. Michelle Kay Larson, CISR
Northmarq Capital
Norwood, MN

Ms. Teresa J. Lisowski, CISR
Fastenal Company
Winona, MN

Ms. Jean A. Losleben, CISR
MCM Insurance Company
Burnsville, MN

Ms. Jennifer Luitjens, CISR
Boen & Associates
Sioux Falls, SD

Ms. Ashley Noel Luoma, CISR
Blakestad Phenow Insurance
Fridley, MN

Ms. Penny J. Macziewski, CISR
Princeton Insurance Agency
Princeton, MN

Ms. Trisha M. McGinnis, CISR
Liberty Mutual Insurance
Minneapolis, MN

Ms. Barb A. Michaels, CISR
Christensen Group
Minnetonka, MN

Ms. Linda C. Monasterio, CISR, AIC
Christensen Group
Hopkins, MN

Ms. Gretchen J. Marie O’Brien, CPA, CISR
Apollo Insurance Agency
Saint Cloud, MN

Ms. Catherine L. Penning, CISR
Ahmann-Martin
Eden Prairie, MN

Mr. Michael William Petersen, CISR
First Security Agency of Minnesota
Sleepy Eye, MN

Ms. Jackie Lynn Peterson-Riebe, CISR
Citizens Insurance Services
Norwood, MN

Mr. Jake D. Pfaff, CISR, AINS
Erickson-Larsen, Inc.
Maple Grove, MN

Ms. Kelly Anne Preston, CISR
Christensen Group
Minnetonka, MN

Ms. Marcia Ann Rhein, CISR
Casualty Assurance of Chaska, LLC
Chaska, MN

Ms. Lisa Ann Ritchie, CISR
CHS Insurance
Inver Grove Heights, MN

Ms. Kara E. Schwarz, CISR
Wells Fargo Insurance Services USA, Inc.
Saint Louis Park, MN

Ms. Christie Anne Stang, CISR
North Central Insurance
Elk River, MN

Ms. Jerilyn Stoa, CISR
Ahmann-Martin
Eden Prairie, MN

Ms. Quinn Savera Streich, CISR
Nesbit Agencies, Inc.
Eden Prairie, MN

Ms. Margaret Blue Sturm, CISR
Minneapolis, MN

Ms. Joyce R. Turner, CISR
Apollo Insurance Agency
Monticello, MN

Ms. Debra L. VanTassel, CISR
Associated Financial Group
Minnetonka, MN

Ms. Francesca L. Wojciechowski, CISR
Northern State Agency
Thief River Falls, MN
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“A Personable Company Keeping You on Course”

Insuring Homes, Farms, 
Businesses and Autos

www.northstarmutual.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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2014 Certified Risk Managers Conferees

2013 Certified School Risk Managers Conferees

Ms. Dawn M. Araya, CIC, CRM, ARM
Marsh & McLennan Agency
Minneapolis, MN

Ms. Debra Lynn Buckner, CIC, CRM, AIS
CHS Insurance
Inver Grove Heights, MN

Mr. Scott D. Endorf, CIC, CRM, CPCU
Grant Bullis Insurance Agency, LLC
Wayzata, MN

Mr. Timothy J. Gallagher, CRM, AMIM, CPCU
Marsh & McLennan Agency
Minneapolis, MN

Ms. Christine Scott, CIC, CRM
Marsh & McLennan Agency
Minneapolis, MN

Ms. Kelly Jo Smith, CIC, CRM, ARM, AU, AINS, AIS
Cobb, Strecker, Dunphy & Zimmerman
Minneapolis, MN

Mr. Jeffrey P. Arthurs, CSRM
Eden Prairie Schools
Eden Prairie, MN

Mr. Timothy Gene Burton, CSRM
Chisago Lakes Area Schools ISD 2144
Lindstrom, MN

Ms. Susan Marie Clemen, CSRM
Albany Area Schools ISD 745
Albany, MN

Mr. Daniel P. Fitch, CSRM
Institute for Environmental 
Assessment, Inc.
Brooklyn Park, MN

Mr. James L. Gruber, CSRM
SFM Mutual Insurance
Minneapolis, MN

Mr. John P. Isakson, CSRM
SFM Mutual Insurance
Bloomington, MN

Ms. Shanda E. Jorgensen, CSRM
Meridian Consulting Group
Champlin, MN

Mr. Jason Daniel Lindula, CSRM
SFM Mutual Insurance
Minneapolis, MN

Ms. Dana M. Mickelson, CSRM
SFM Mutual Insurance
Minneapolis, MN

Ms. Kathleen E. Minnie, CSRM
Risk Placement Services, Inc.
Eden Prairie, MN

Mr. Michael P. Oxborough, CSRM
Bloomington Public Schools
Bloomington, MN

Mr. Luke W. Sammon, CSRM
SFM Mutual Insurance
Bloomington, MN

Mr. Victor Vernan Schulz, CSRM
Safety Enterprises
Waite Park, MN

Mr. David Morris Slomkowski, CSRM
Meridian Consulting Group
Champlin, MN



16  The Minnesota News • November 2014
www.emcins.com

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

© Copyright Employers Mutual Casualty Company 2014. All rights reserved.

Retention Strategy #6
CLAIMS METRICS

“ When it comes 
 to claims, we 
 know the score!”

EMC does more than handle claims, we score 
them. Information gathered from adjusters and 
customers provides us with metrics to continually 
enhance the quality and promptness of EMC’s 
claims handling. It’s just one of the many reasons 
policyholders Count on EMC®.

Susan Vriezelaar, Des Moines Branch Claims Adjuster II
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www.integrityinsurance.com

No one sells like you. 
No one services like Integrity.
Integrity puts a comprehensive range of services and products 

behind each independent agent. With quality imbedded in our 

DNA, we help you make a lasting impression with every 

customer, at every touch point. It’s partnership that runs deep. 

The way it should be.®

For more information, connect with Cathy Beaudin 
at 920.968.8326 or cbeaudin@imico.com

integrityinsurance.com
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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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Has personal lines insurance—particularly auto insurance—become a commodity? If you believe what you see in 
much of the personal lines insurance advertising, and you accept what some researchers have claimed in recently 
published reports, then the answer is likely, “Yes.” However, if your feet are firmly planted in reality AND you’ve ever 
read more than one specific insurance policy, the answer is a resounding “No.”

Whether or not personal lines insurance is a commodity is more than just an academic discussion. If consumers are 
led to believe that the only material difference among insurance products and insurance providers is price and if 
that assertion is NOT true, then millions of Americans could be exposed to significant and potentially catastrophic 
coverage gaps that they have assumed in order to save a few dollars in insurance premiums.

Take a real-life example. A boomerang child lost his job and was forced to move back home with his parents. Two 
months later, while driving his mother’s car, he negligently struck another vehicle, causing several thousand dollars 
in property damage but, fortunately, no bodily injury. The parents’ personal auto insurer denied the claim, citing an 
exclusion in their policy that required any new household members to be reported to the insurer within thirty days 
of their residency.

This claim clearly would have been covered by an ISO-standard policy (the 2005 Personal Auto Policy of industry 
advisory organization Insurance Services Office, Inc.), which, absent an exclusion to the contrary, covers any resident 
family members for the ownership, maintenance, or use of any declared or nonowned auto. The carrier involved in 
the claim cited above, however, has dozens of provisions in its policy that are at variance with the ISO policy form—
as do many other policies in the marketplace. 

Despite these differences, however, the insurer advertises that it offers the “same coverage, better value” as other 
insurers. 

Is Personal Lines 
Insurance a 

Commodity?
Dispelling the Myth 

by William C. Wilson Jr., CPCU, ARM, AIM, AAM
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What Is a Commodity?
The traditional definition of commodity is best expressed by Wikipedia’s characterization that the term 

…is specifically used to describe a class of goods for which there is demand, but which is supplied without 
qualitative differentiation across a market. A commodity has full or partial fungibility; that is, the market 
treats its instances as equivalent or nearly so with no regard to who produced them.

Merriam-Webster defines commodity a “a good or service whose wide availability typically leads to smaller profit 
margins and diminishes the importance of factors (as brand name) other than price.” 

By these definitions, things like wheat, salt, coal, and other products may be viewed as commodities, though 
how many varieties of salt are available? Does insurance in any form meet these qualifications? There is perhaps 
an argument that a standardized form such as a National Council on Compensation Insurance (NCCI) workers 
compensation policy or National Flood Insurance Program (NFIP) policy could be considered a commodity; however, 
keep in mind, for example, that flood insurance can encompass more than an NFIP policy if a business or consumer 
is in an area where an ISO or proprietary flood policy or endorsement may be sold.

What Researchers and Purported Experts Say
In June 2013, the McKinsey & Company report, Agents of the Future: The Evolution of Property and Casualty Insurance 
Distribution, all but predicted the demise of the local insurance agent selling and servicing personal lines insurance. 
According to the report: 

Perhaps most disruptive to the traditional agent value model, auto insurance—which accounts for 70 percent 
of personal lines premiums—is fast becoming commoditized...Insurance may never be a pure commodity like 
copper or wheat, but personal auto is edging closer to this territory.

In September 2013, the A.M. Best Special Report, Distribution Trends Continue to Shift in the Private Passenger 
Automobile Market, was announced via a press release that included the statement, “In the highly commoditized 
private passenger automobile (PPA) segment….”

In October 2013, a Nomura Equity Research report touting the success of direct sales marketing of auto insurance 
was quoted in the Insurance Journal as stating, “For a commoditized product, low cost and effective marketing are 
keys to share gain.”

Going back to 2011, a “Gartner Predicts 2012 Research” series addressed evolving insurance distribution channels. 
One ReadWrite.com article that commented on the series noted the following:

In their report, they advise insurers to plan now for the commoditization of their products and services, 
implying that they should perhaps be sold through portals the way cloud service customers purchase 
bandwidth and virtual machines today.

So, are these researchers correct, that auto insurance, for example, is or is becoming a commodity? Again, based on 
the predominant form of advertising of auto insurance, you would have to think that the insurance industry itself 
believes this from the perspective that pricing is pretty much all that matters. Likewise, the media and non-experts 
seem to have bought into this as well.

What the Media and Nonexperts Say: Comparing Apples to Apples
Many of the hundreds and hundreds of articles on how to save money on car insurance caution consumers to 
make sure, when getting premium quotes, that they are comparing “apples to apples.” What they mean by this is to 
make sure you are comparing the same limits of liability, medical payments, uninsured motorist, and perhaps no-
fault coverage and the same deductibles for physical damage coverage. It is the exceedingly rare article that points 
out that the actual fine print in the form of policy terms, conditions, and exclusions is where, pardon the pun, the 
rubber meets the road. Most consumer reporters are oblivious to the fact that insurance policies can be dramatically 
different in what they do or don’t cover.
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One online auto insurance quoting service has a YouTube channel with clever videos that include claims such as this:

All auto insurance is exactly the same. It doesn’t matter what company you get it from. It’s just a question of finding 
the lowest rate. But the reason these companies spend so much on advertising is that there are millions of idiots 
in this country who actually believe that there is a difference between competing brands of auto insurance. These 
people have not yet figured out that they are being lied to, that all auto insurance is the same…The distinctions, 
typically made via mass advertising, that big insurance brands attempt to draw between each other, are baldfaced 
lies. Insurance is a commodity.

When you read claims like this, along with consumer articles, and even “expert” reports, one wonders whether any of 
these people have ever read their own auto policies, much less compared the actual terms of two or more policies.

Refuting the Myth
So, at this point, we can probably agree that many researchers believe auto insurance is a commodity or is fast 
becoming one. Unquestionably, this is the view of most of the media and consumers. And even within our own 
industry, based on the dominant form of advertising, auto insurance is presented as a generic product differing 
mainly in how cheaply it can be sold, how quickly it can be sold, or how funny its marketing is.

But does that make it a commodity? No. Just because auto insurance is positioned as a commodity and just because 
it is generally perceived as a commodity doesn’t mean it is a commodity. When I was a child, my mother insisted 
there was a tooth fairy—so I unquestionably believed there was a tooth fairy. After all, who is more trustworthy 
than your mother? However, once we are able to reason as adults, we learn that, just because someone tells you 
something is true, that doesn’t mean it’s true. And just because we believe something to be true doesn’t mean that 
it is indeed true.

At the beginning of this article, we provided an actual claims example where a boomerang child discovered he had 
no coverage while driving his mother’s car. Briefly, here are three more examples, one of which is based on a recently 
litigated court case:

•	 A Florida insured’s auto was in the shop, so she rented a car and later loaned it to someone, who loaned it 
to someone else, who had an at-fault accident that killed a child and seriously injured other children. The 
claim against the operator and named insured was denied by the insurance company on the premise that 
the vehicle was not a “temporary substitute” and the operator was not a “permissive” user, as defined in this 
insurer’s personal auto policy.

•	 The son of a friend of an insurance agency owner was street racing when he crashed, seriously injuring 
himself and his passenger. The claim was denied by the insurance company based on its interpretation of 
its personal auto policy’s racing exclusion.

•	 A church allowed a member to park his car in its heated bus barn. While exiting, the member wrecked the 
car, causing structural damage to the building. The claim was denied by the insurer, citing the care, custody, 
or control” exclusion in the personal auto policy.

What do each of these claims have in common, other than denial by the insurance company? All of them would 
have been covered if the policyholder had purchased an ISO-standard personal auto policy rather than the policy in 
question.

With regard to the Florida claim, the ISO personal auto policy defines “temporary substitute” and “permissive use” 
much less restrictively than the policies that were in effect. The named insured might have saved money when she 
purchased her auto policy, but it proved to be a bad deal when she had to take her claim to the Florida Supreme 
Court to recover. And in the court’s reversal of the court of appeals’ ruling favorable to the insurer, the rationale for 
coverage was less about the policy language that appeared to support the insurer’s claim denial and more about 
Florida’s rather unique dangerous instrumentality doctrine.
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In the street-racing claim, the ISO personal auto policy excludes injury that arises from accidents that take place 
“inside a facility designed for racing,” while the auto policy in question excludes almost any racing activity, including 
one taking place on a public street. 

The ISO personal auto policy has a care, custody, or control exclusion, but it makes an exception for damage to a 
private garage. The policy in in the bus barn claim has the same exclusion but no such exception—not to mention 
the fact that it’s unlikely that the barn was actually in the driver’s care, custody, or control. So both the policy itself 
and the insurer’s interpretation of the exclusion were faulty from the insured’s perspective—rendering the carrier’s 
advertising slogan, “Same coverage, better value” highly questionable.

A Dozen More Examples
If the four claims examples thus far are not enough to convince the reader that auto policies differ (as may adjusters’ 
interpretations of identical policy language), here are a dozen variations in auto policies that are currently being sold 
in the marketplace:

1. Undisclosed household residents are excluded. How many of your insureds have boomerang kids living at 
home that you’re not aware of?

2. Business use of nonowned autos is excluded. Have you ever borrowed a neighbor’s car or made a business 
stop in a dealer’s loaner auto?

3. Business use of ANY auto is excluded. Do you ever run to Staples or the post office on business for your 
employer? 

4. Use of ANY nonowned auto is excluded. Better not drive anyone’s car but your own!

5. Vehicles over 10,000 pounds in gross vehicle weight are excluded. Have you ever rented a U-Haul truck or 
an RV thinking your liability coverage extended to the rental?

6. Any type of delivery is excluded. Denied claims can involve delivery of pizza, newspapers, Mary Kay cosmetics, 
and, yes, even insurance policies to customers by an agency producer.

7. Permissive users only get minimum limits. This can apply to people who borrow your car or even to unlisted 
household drivers.

8. Street racing is excluded. Google “street racing” and see how often people are killed or critically injured in the 
process.

9. Criminal acts are excluded or limits reduced. DUIs or even speeding tickets may preclude coverage.

10. Medical payments only include fees from licensed physicians. One insured incurred a $25,000 “life flight” 
helicopter fee that would not be covered, even in part, by a policy with this exclusion.

11. Theft without evidence of forced entry is excluded. One insured had a four-figure vehicle theft loss denied 
because he had left his keys in the car.

12. Sales tax is not covered under loss settlement. This cost one “same coverage” insured more than $2,000 out 
of pocket for sales tax on a replacement auto.

So, if you believed personal auto insurance was pretty much a commodity product when you began this article, 
what do you think now?

A Wake-Up Call
Industry advertising focusing on price is fine, but not if the premise is that price is the only (or even the major) 
difference between policies and insurers. Consumers need to know that there is often a material difference between 
insurers’ products and claims practices. In fact, it may be a good idea not only to make this point, it might be the law. 
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Tennessee’s Unfair Trade Practices statute, for example, includes reference to “an advertisement, announcement or 
statement containing any assertion, representation or statement with respect to the business of insurance…that is 
untrue, deceptive or misleading.”

It is also fair to say that, just because one auto policy is cheaper than another, it doesn’t necessarily mean that the 
coverage of the less-expensive policy is inferior to that of the pricier policy—but that is often the case. To quote 
legendary sales guru Morty Seinfeld, “Cheap fabric and dim lighting. That’s how you move merchandise.”

Recall that the Merriam-Webster definition of commodity may refer to a good or service whose wide availability 
typically leads to smaller profit margins. To remain viable, a company must offset decreasing profit margins with a 
reduction in costs. In the case of insurance, if operating costs are at minimal levels—and we’re led to believe that 
selling insurance via the Internet should reduce an insurer’s operating costs—then that leaves loss costs as the only 
variable that can address diminishing returns. The logical conclusion is reduced coverage and/or fewer or smaller 
claim payments.

So, one presumption is that when insurance products are sold almost exclusively on the basis of price, as competition 
intensifies, there is a tendency for policies to provide less and less coverage and/or for policy terms to be applied more 
restrictively. When consumers are oblivious to this, they subject themselves and their families to great uncertainty 
and the potential for great financial and emotional loss, all to save a few dollars.

Personal lines insurance is NOT a commodity by any reasonable definition of that term. The differences among auto 
insurance policies are many, varied, and potentially catastrophic. As insurance educator John Eubank, CPCU, ARM, 
says, “The bitterness of no coverage is remembered long after the sweetness of low price has been forgotten.”

William C. Wilson, Jr., CPCU, ARM, AIM, AAM is director of the Virtual University of 
the Independent Insurance Agents & Brokers of America (IIABA). He was the Director of 
Education & Technical Affairs for the Insurors of Tennessee from 1988-1999. Prior to 1988, he 
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Blue Goose, International, member of the Independent Insurance Agents of America 

(IIABA) National Education Committee, member of the Certified Insurance Service Representative (CISR) National 
Advisory Committee, member of the Society of Insurance Trainers and Educators (SITE) and its SITE Journal editorial 
committee, member of the National Writers Association, chairman of the Tennessee Insurance Commissioner's 
Education Advisory Committee, member of the Middle Tennessee State University Insurance Liaison Committee, 
member of the Nashville State Technical Institute’s Financial Services Advisory Committee, member of the National 
Underwriter's FC&S Editorial Advisory Board, and an instructor for insurance and risk management programs for 
Tennessee State University and Nashville State Technical Institute. He is listed in the International Who's Who of 
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Agents of America (IIABA national conventions and state convention programs and seminars), the CPCU 
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Cyber Liability Coverage
By Aaron M. Simon, Attorney at Law, 

Tomsche Sonnesyn, and Tomsche, P.A.

It seems that almost every week there is a new story about some major company experiencing some type of 
data breach or data leak1.  Not only can this happen to large well-known companies, but this can happen to 
smaller businesses as well.  The costs associated with these data breaches, data leaks, and similar issues can 
cripple if not outright destroy a company.  In addition, frequently the issue of insurance coverage arises in these 
types of losses.  A few recent court cases are exemplary of the issues involved.  In the first case the insured did 
not have the appropriate coverage to respond to the data security breach, in the second case the insured did 
have the appropriate coverage.  

In Recall Total Info. Mgmt., Inc. v. Fed. Ins. Co.2 , insurance coverage for cyber liability was the center issue of the 
case.  In the case a company called Recall Total Information Management, Inc. (“Recall”) was hired by IBM to 
store vital records for IBM.  Recall in turn hired another company called Ex Log to securely transport IBM’s vital 
data to and from the storage facilities.   On February 23, 2007, an IBM cart containing electronic media fell out of 
Ex Log’s transport van in New York State.  The IBM cart and approximately 130 data tapes, containing personal 
information for more than 500,000 IBM employees was stolen and never recovered.  The damages sustained 
by IBM were significant.  IBM claimed a total of $6,192,468.30 in expenses as a result of the loss of the tapes 
($2,467,245.10 for notifying current and/or former employees, $595,122.00 for maintaining call centers, and 
$3,130,101.20 for credit monitoring services).  Recall and Ex Log presented IBM’s claim for damages to their 
insurers.  Recall and Ex Log’s insurers denied coverage for the data loss.  Recall and Ex Log settled with IBM for 
the full amount of IBM’s damages.  Recall and Ex Log then sued their insurers for breach of contract.  The insurers’ 
main reason for the denial coverage was based on the premise that IBM’s claim for damages was only for the 
remedial and consequential damages from a loss of electronic data, and that electronic data was specifically 
excluded from the definition of tangible property in both policies.  The court agreed with the insurers that the 
loss of electronic data was not damage to tangible property and that the loss or damage to electronic data was 
specifically excluded by the unambiguous language in the policies.  In the case the court also noted that both 
Connecticut and New York have statutes requiring that certain actions be taken when electronic data containing 
personal information is compromised.  Minnesota has a similar statute3. 

In another case, State Bank of Bellingham v. BancInsure, Inc.4, the State Bank of Bellingham sued its insurer 
BancInsure, Inc. regarding a data security breach and two fraudulent wire transfers.   The State Bank of Bellingham 
is a Minnesota state bank with five employees and one location in Bellingham, Minnesota.  BancInsure issued 
a bond to the State Bank of Bellingham.  Under the Bond, BancInsure agreed to indemnify the State Bank of 
Bellingham under various circumstances, including “computer systems fraud.”  The loss in this case was the result 
of a downloaded computer virus that allowed a hacker to gain access to various bank employee passwords.  
Using the bank employee passwords the hacker initiated fraudulent wire transfers from the bank to two separate 
accounts in Europe.  The hacker also instituted a targeted distributed denial-of-service attack (or “DDoS” attack) 
designed to prevent the bank from reporting and undoing the fraudulent wire transfers once the transfers were 
discovered.  The hacker was able to initiate two wire transfers from the bank in the amount of $940,000.  One of 
the transfers was reverted and the funds were returned to the bank, however the second transfer in the amount 

continued on page 27
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of $485,000 went through and the funds were never credited back or reverted back to the bank.  In the case it 
was noted that the bank’s computer systems had several previous computer virus infections and vulnerabilities 
due to user activities such as reading emails with malicious code, clicking on internet links with malicious code, 
sending personal emails, and accessing Facebook.  BancInsure put forth numerous reasons for denying coverage 
under the bond.  However, ultimately the court found that under the specific computer systems fraud insurance 
coverage language in the bond that the State Bank of Bellingham was entitled to prevail on its claim for breach 
of contract on the bond against BancInsure.  The court awarded State Bank of Bellingham $480,000, the amount 
of the loss less the $5,000 deductible. 

These cases illustrate the need for Cyber Liability Coverage.  Cyber Liability Coverage (sometimes also referred 
to as Cyber Liability Insurance Coverage or CLIC) is a set of insurance products that specifically addresses these 
types of losses.  Cyber Liability Coverage can come in many forms but essentially is a package of insurance 
coverages covering data security breaches and losses; multimedia and media liability; website defacement; 
intellectual property infringement; some types of information and data extortion; and network security breaches 
and outages.  

These types of insurance products have been around for at least 15 years.  These insurance products can be sold 
as a stand-alone insurance product or as part of a comprehensive business insurance package.  In fact, in the 
wake of recent high profile data breaches, insurance companies have been heavily marketing Cyber Liability 
insurance products5.  Apparently there is enough competition in the market to keep the cost of these insurance 
products relatively inexpensive.  The take-home message from all of this is that it is recommended that as an 
insurance agent you should discuss the need and desirability for Cyber Liability insurance coverage with all of 
your commercial insurance customers.  

_______
1    http://www.slate.com/articles/technology/future_tense/2014/10/publix_cybersecurity_credit_card_hacks_how_companies_should_handle_data.html
http://www.wptv.com/decodedc/cyber-attacks-are-on-the-rise-but-congresss-focus-is-elsewhere
http://www.csoonline.com/article/2689346/big-data-security/survey-shows-the-cost-of-security-breaches-are-on-the-rise.html.

2 Recall Total Info. Mgmt., Inc. v. Fed. Ins. Co.X07CV095031734S, 2012 WL 469988 (Conn. Super. Ct. Jan. 17, 2012) aff'd, 147 Conn. App. 450 
(2014).

3 See Minn. Stat.  §325E.61 and 64.  In fact most states have some type of data breach statute.  
See http://www.ncsl.org/research/telecommunications-and-information-technology/security-breach-notification-laws.aspx

4 State Bank of Bellingham v. BancInsure, Inc., 13-CV-0900 SRN/JJG, 2014 WL 4829184 (D. Minn. Sept. 29, 2014).

5 See http://seattletimes.com/html/businesstechnology/2024742482_cyberattackinsurancexml.html 

Aaron M. Simon is an attorney with the law firm of Tomsche, Sonnesyn & Tomsche, P.A.   He has been 
admitted to practice law in the State of Minnesota since 2003.  A large part of Mr. Simon’s law practice is in 
defending insurance agents and handling insurance coverage cases in both State Court and Federal Court 
in Minnesota.  Mr. Simon is a member of the Hennepin County Bar Association, the Minnesota State Bar 
Association, the Minnesota Defense Lawyers Association, and the Defense Research Institute.  
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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 Rate Controversy

Almost immediately after the Department of Commerce announced that MNsure rates on average 
would increase only 4.5%, insurance industry experts criticized the department’s statistical analysis 
and accused the department of misleading the public.  The criticism centered on two significant 
omissions in the department’s rate methodologies.  

First, the department did not choose to include the rate increases of Preferred One which was the 
largest carrier in the exchange with 60 percent of MNsure’s private insurance policies.   Preferred One 
recently announced that they could no longer continue to issue new MNsure policies and that those 
individuals who had purchased policies through the exchange could expect premium increases of 
up to 63%.   Failing to include the majority of MNsure enrollees into the rate increase data questions 
the true value of the DOC rate increase press release.

The Department also chose to use a simple average of the rate increases of the four insurance carriers 
that will continue to write coverage through the exchange.   These rate increases by carrier were 17.2, 
8.1, 1.8, and -9.1.   This produced the 4.5 percent average increase reported to the media.  However 
according to experts a more accurate depiction would have been to use a weighted average that 
takes into consideration the number of policyholders affected by each carrier’s rate increases.   

UCare, the only insurer to offer a rate decrease, 9.1 percent, has only 549 enrollees in MNSure.  This 
translates to only one percent of the MNsure marketplace.  Under the simple average employed 
by the commerce department, UCare’s rate change represents one-quarter of the rate increase 
calculation.   A weighted average which considered the number of policyholders by carrier would 
have produced an 11.8 average rate increase.  

If one includes Preferred One policyholders receiving renewal notices and those of Blue Cross which 
has another 20 percent of the MNsure pool and average increases of 17.2 percent, at least 80 percent 
of current MNsure enrollees will see premium increases four to twelve times greater than announced 
by the Department.   Most MNsure enrollees will not be happy to learn this.  

Small Employers Concerns

Major increases in premium rates for some small employer groups have caused employers to consider 
dropping their group coverage.  To counteract, many small employers may choose to provide 
additional compensation to employees to help offset the cost of acquiring individual insurance.  

Some have projected that up to a third of employee groups of 10 and under will likely drop their 
group insurance and opt for individual insurance coverage for their employees.  In many cases this 

CAPITOL NOTES continued on page 33
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just makes sense for some employers.  If you are involved in this situation with your clients, you should 
be aware of the legal and economic ramifications of this action.  

First, the IRS takes the position that the Internal Revenue Code does not allow for pre-tax treatment 
of compensation given to employees to purchase individual insurance in lieu of group coverage.  If 
an employer is considering this option, you should make them aware that the compensation they 
provide to employees to purchase health insurance will subject the employee to both income and 
applicable payroll taxes (Social Security and FICA) and will subject the employer to payroll taxes (Social 
Security and FICA) and unemployment insurance.   You should encourage employers to talk to their 
accountant, or tax attorney prior to making this decision.  Note that the IRS has the tools impose 
substantial penalties for non-compliance.

Second, Minnesota law enacted in 1994 prohibits insurance agents from knowingly and willfully 
breaking up of a small group for the purpose of selling individual health plans to eligible employees 
and dependents.  Minn. Stat.  §62L.12 was enacted along with Minnesota’s Small Employer Insurance 
Reform Act with the intent of stopping the practice of “cherry picking” where unhealthy individuals 
were broken out of the group and placed in MCHA.  The goal was to keep small groups whole and 
thereby maintaining the small employer rating pool where rate increases and underwriting were 
regulated and limited.  Of course, with the advent of the ACA and guaranteed issue, carving out 
employees for MCHA is no longer applicable.  The law is still on the books, however, and could be used 
in an enforcement action.  

A small employer is not prohibited from eliminating their group insurance or providing compensation 
for individual health products.  If small employer maintains group insurance, however, such small 
employer is prohibited from taking certain actions to discourage participation in the group insurance. 
Similarly, agents are prohibited from knowingly offering, issuing or renewing an individual policy to a 
person who meets the minimum participation and contribution requirements of a small group.  

We recommend caution is assisting customers in this area.  Agents may lay out alternatives and the 
results of pursuing those alternatives for their clients.  Agents, however, should avoid communications 
that could be construed as advocating or recommending “breaking up” of small group plans.  It might 
be advantageous to have an employer document that their agent did not recommend “breaking up” 
the group, prior to such agent assisting employees in enrolling in individual coverage.

Dominic Sposeto
MIIAB Lobbyist

CAPITOL NOTES continued from page 31
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www.grinnellmutual.com
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Agent’s questions about 
Errors and Omissions, 
and how E&O losses 
can be prevented.
By Mary LaPorte, CPCU, 
CIC, LIC, CPIA

 We are very conscientious about documenting files in our agency, and as operations manager, it is my job to 
make sure that everyone is doing a good job in this area.  To raise awareness, we have declared next month to be 
“Documentation December”.  Of course we intend to document well all year long, but we wanted to take some time 
to emphasize how important this part of our job is.  We have made little buttons for everyone to wear which say 
“Write it down or it didn’t happen!”  Can you share some of your favorite documentation tips?
Sarah, Louisiana

 Sarah, what a great and fun idea!  Creating a special time to focus on this important area will surely help to cement 
the importance of good documentation practices.  There are so many aspects to documentation, but I will try to hit 
some highlights.

•	 All communication with the customer should be documented, as well as communication regarding a particular 
customer (such as with an underwriter, mortgagee, certificate holder, etc.).  There is no question that the best 
place to document is in your agency management system. In most agency management systems, this means 
creating a note or activity in the customer record.  

•	 Documentation needs to be created by the person actually involved in the conversation, and as soon as possible 
after the conversation takes place.  (Having someone else document for you is only “hearsay”).

•	 Abbreviations may be quicker, but should only be acceptable if everyone else knows how to interpret them.  
Discuss which abbreviations are acceptable, and refrain from using others. 

•	 Rather than stating that you had a conversation with the “insured”, be sure you always include the name of the 
person spoken to (such as: Sally, Mrs. Smith, etc.).  If speaking to an underwriter, use both their first and last 
name and indicate the name of the carrier. (such as: Jim Brown/Travelers).  

•	 Each time you document, imagine that your documentation could be read in court.  Is there enough information 
included to clarify the reason for the contact and how issues were resolved?

•	 Producers or other who are frequently out of the office should work to develop a process of documenting mobile 
phone or in-person conversations which take place when the agency management system is not available.  
Some may document in a recording device or voice message to themselves, which later needs to be entered 
into the management system..   Voice to text software may be helpful as well.   Create a method of assuring that 
this important documentation does not get missed.

Quantity and quality of documentation is only tested when it is needed at a later time.  Good documentation can 
mean the difference between paying and E&O claim or having it dismissed.  Raising awareness is a good goal for 
every agency and helps employees understand the important role that documentation plays in defending an E&O 
allegation.

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

2014  LaPorte Consulting, LLC.  All Rights Reserved

Q:

A:



36  The Minnesota News • November 2014

Download it today!

Western National’s free new mobile app, WN Mobile Assistant (now 

available in iTunes and Google Play), gives policyholders the ability to 

access their personal auto insurance ID cards anytime, anywhere. 

Combine that with helpful roadside assistance tools, including the ability 

to locate your nearest towing service, locksmith, gas station and more, 

and you’ve got another great resource to help protect you on the road.

Western National Mutual
Insurance Company

Insurance Identification Card

Please note that this digital proof is of insurance might not be
accepted by law enforcement in all U.S. states.

Policy Number: 02 PAP 14755

Effective Date: 09/02/2013 - 03/02/2014

Insured(s): JANE DOE

Agency: ABC INSURANCE GROUP
 (555) 113-4567

Vehicle: 2011 HONDA PILOT UTL
 5FNY4H23BB022433

www.wnins.com

www.wnins.com



Frank Whitcomb
fwhitcomb@miia.org Be Remarkable!

Habits Will Determine Your Success in Career and Life

“We are what we repeatedly do. Excellence then, is not an act, but a habit.” - Aristotle

If you could just pick one or two habits to create in the next few months — habits that will have the most impact on your 
insurance sales career and life — what would they be?

I often get asked this question, because agents are overwhelmed when it comes to starting positive life and career 
changes.

They ask me: what one or two habits should they start with?

It’s not an easy question. In life there are so many changes I’ve gone through, from quitting smoking to simplifying my 
life to reducing debt to many more. And they have all seemed life-changing, and they have all seemed important. In my 
career I have had to change habits from talking to listening, asking questions instead of assuming I knew what was best 
for my client and stop trying to be perfect and start being remarkable.

But if I was to start again, and had to pick habits to develop going forward, I would select one or two from the list below. 

Habits That Can Change Your Life and Career

Develop Positive Thinking. I put this first because I think it’s the keystone habit that will help you form other important 
habits. I learned this when I quit smoking — when I allowed myself to think negative thoughts, I would end up failing. 
But when I learned how to squash negative thoughts and think positive ones instead, I succeeded. 

Single-Tasking. (The opposite of multi-tasking) You’ll be more effective with your tasks and get more done. It’s hard 
to achieve important things if you’re constantly switching tasks and distracted by other “urgent” things. You’ll be less 
stressed and happier throughout your day personally and professionally.

Focus on One Goal. Just as focusing on one task at a time is more effective, and focusing on one habit at a time is more 
effect, so is focusing on one goal at a time. While it might seem very difficult, focusing on one goal at a time is the most 
powerful way of achieving your goals. When you try to take on many goals at once, you’re spreading thin your focus and 
energy — the two critical components for achieving a goal.

Eliminate The Non-Essential. First identify the essential things in your life that are most important to you, that you 
love the most. Then eliminate everything else. This process works with anything — with your life and career in general, 
with work projects and tasks, with emails and other communication. This will change your life because it will help you to 
simplify, to focus on what’s important, and to build the life you want.

Kindness. Yes, kindness is a habit. And it can be cultivated. Focus on it every day and 
you’ll see profound changes in your life. You’ll feel better about yourself as a person. 
You’ll see people react to you differently and treat you better, over the long run.

Daily Routine. It’s so simple, but creating a daily routine for yourself can make a big 
difference in your life. The best routines, I’ve found, come at the start and end of the 
day — both your workday and your day in general.

I hope this list stimulates your thinking on what habits you need to develop in your 
life and career to be successful and happy. 

Be Remarkable!
Frank
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SECURA FIGHTS BREAST CANCER 

SECURA Insurance and its associates, network 
of independent agents, and Facebook fans 
are making a difference in the fight against 
breast cancer through its sixth annual One by 
One campaign. Last year’s campaign saw the 
company’s total donation to the Breast Cancer 
Research Foundation (BCRF) top $100,000, and it 
is expected to exceed $130,000 in 2014.

To kick off October’s Breast Cancer Awareness 
Month, the fountain in front of SECURA’s home 
office on Memorial Drive in Appleton, Wis. turned 
pink at dusk, and will remain so throughout the 
month. Nearly 200 associates also participated 
in a pink relay. Throughout the entire day on 
Oct. 1, associates wore pink and walked to raise 
awareness of breast cancer and honor loved ones 
affected by the disease.

Kathy Oudenhoven, a 30-year employee at SECURA 
who is now approaching her 5-year anniversary 
of being cancer free, joined in the relay. “The first 
One by One campaign was just being wrapped up 
when I heard the words ‘you have breast cancer,’” 
she said. “Many of us have someone close in our 
lives affected by the disease, so the funds being 
raised by the One by One campaign are important 
to all of us. I will never be able to thank SECURA 
and my co-workers enough for the support I was 
given while going through treatments.” 

Some of the company’s contributions to the BCRF 
are linked to its social media efforts. During the 
month of October, it will donate a dollar for each 
new “like” of its Facebook page, and contribute 
even more when people “pinkify” their profile 
picture with the use of a special app, also available 
on their Facebook page. Shares, posts, and other 
engagement in October will account for even 
more donations by the company. 

The efforts of SECURA’s partnership with 
independent agents account for the highest 
contributions toward the cause. For each new 
MILE-STONE® home and auto insurance policy 
and Specialty Lines account written between Aug. 
1 and Oct. 31, 2014, the carrier will donate money 
to the BCRF. 

Learn more about SECURA’s efforts to raise 
awareness and funds for breast cancer research at 
facebook.com/securainsurance or view its short 
video at http://bit.ly/secura1by1 The campaign 
is just another way for SECURA to demonstrate 
its ultimate goal of protecting families and 
enriching their lives. One by One, we can all make 
a difference.

RELIABLE INSURANCE CELEBRATES 40 YEARS WITH 
THE COMMUNITY

We are celebrating our 40th anniversary this year, 
and it's all thanks to our wonderful customers! 
To show our appreciation, we held Business and 
Community dinner and luncheon events at our 
Cloquet office. Both events were set up in a large 
heated tent in our parking lot.

The business event was held the evening of 
Wednesday, October 8, and the community 
luncheon Thursday, October 9. The luncheon 
featured burgers and brats from Cloquet's B&B 
Market, which is always delicious! Our tables were 
covered in congratulatory flowers and plants 
from local businesses, and the tent was filled with 
community members! We had a great turnout!

BIG “I” 2014 BEST PRACTICES STUDY RELEASED

The Independent Insurance Agents & Brokers of 
America (IIABA or the Big “I”) has released its 2014 
Best Practices Study which found slowed revenue 
growth rates and an increase in profitability in 
some of the study’s six revenue groups.  

“The results of this year’s Best Practices Study 
further demonstrate the stability of the 
independent agency system despite some 
challenges,” says Madelyn Flannagan, Big “I” vice 

In The News...
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president of agent development, research and 
education. “Most study participants have either 
grown their business or remained consistent. The 
industry is also continuing to invest more in staff 
and technology.”

Findings from the 2014 Best Practices Study 
include:

•	 Service Staff Productivity: This year’s study 
included several new staffing statistics 
including the number of remote worker and 
administrative staff (accounting and HR). 
The number of workers, total payroll and the 
payroll as a percentage of net revenues are 
included. Last year the service staff data was 
changed to offer salary ranges for the key 
service and sales support positions and to 
provide the total number of staffing needed to 
support each line of business. These updates 
reflect the changing workplace and should 
provide interesting data in the future.

•	 Organic Growth: Last year’s study revealed 
the highest organic growth rates since 2008. 
This year’s study shows a different picture with 
only one study group achieving an increased 
growth rate of at least one percentage point 
($1.25-5 million). 

•	 Growth Rates: In conjunction with the organic 
growth numbers, growth rates remained in 
the high single digits with two study groups 
($1.25 to 5 and $10 to 25 million) achieving 
double digit growth rates.  

•	 Profitability: Pro-forma profit margins–the 
actual profitability of an agency if non-
reoccurring/extraordinary expenses and 
revenue, and excessive owner compensation 
and perks are normalized–were strong but 
again stagnant. As revenue growth rates 
slowed, profit margins were and will be under 
increased pressure, and may result in either 
no growth or negative growth in the coming 
year. Operating profit margins grew slightly. 
The operating profit is the pre-tax profit of 
an agency excluding supplemental income 
(contingent, bonus, and investment income).  
P-c contingent and life-health bonus income 
has historically contributed significantly to an 
agency’s profit margin. Over the last decade, 
however, that source of revenue has shrunk. 

Best Practices Agencies focused on becoming 
less dependent on it by reducing expenses, 
becoming more efficient and finding other 
sources of revenue. As a result, the operating 
profits continued to improve.

•	 Value Creation: The Rule of 20 scores, a simple 
growth and profitability balancing equation 
that provides a quick way to determine 
whether or not agency is creating value for its 
shareholders, were down this year, reflecting 
the flat growth and profitability results. A 
score of 20 or more indicates that an agency 
is maintaining a healthy balance between its 
efforts to grow revenues and to sustain or 
enhance profitability. Typically, a core of 20 
or more indicates that an agency will achieve, 
through profit distributions and/or stock 
appreciation, an industry standard rate of 
return on the investments it is making in the 
people, systems and activities needed to grow 
and operate the agency. 

“The 2014 results indicate that Best Practices 
agencies continue to grow and build their 
businesses, and increase profitability, the key 
components of agency value,” says Robert 
Rusbuldt, Big “I” president & CEO. “We are pleased, 
but not surprised, that the independent insurance 
agency system remains stable and strong.”    

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

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

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

For auto or home glass claims,  
call 952-435-3131

• Quick, convenient scheduling
• Mobile service
• Preferred claim service with   
 insurance company
• High quality replacement glass
• Expert certified technicians
• Affordable pricing

www.HarmonAutoGlassMN.com

Solutions for Very 
Hard-to-Place Risks

Frank Lukacs
Chief Marketing Officer
Tel.:  801.304.5573
Fax:  801.233.5273
Email:  frankl@primeis.com

8722 South Harrison Street
Sandy, UT 84070

www.primeis.com

An Excess & Surplus 
Lines Carrier

Proud to help protect
what matters most.

Rosemary.Heide@allstate.com

© 2013 Allstate Insurance Company. 62
31

5

Rosemary Heide
Territory Sales Consultant
(612) 670-7297

Allstate is a proud sponsor of the Minnesota 
Independent Insurance Agents & Brokers Association
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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

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 

www.solbrekk.com          763‐475‐9111  we make IT easy 

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

1-800-827-4569 

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

Managed Print Services 

http://www.copiers.toshiba.com/tbs11/home.html

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

For Auto, Home, Business and More

INSURANCE

IMT 
INSURANCE

THE  IMT GROUP

Erickson-Larsen, Inc.
www.ericksonlarseninc.com

eSignatures for 
INSURANCE AGENCIES

SEAL THE DEAL QUICKLY

www.InsureSign.com

7300 Metro Boulevard, Suite 355 | Minneapolis, MN 55439 | 952.938.0655 | 800.862.6038

KNOWLEDGE.

RELATIONSHIPS.

TRUST AND CONFIDENCE.

WE OFFER
•	Binding
•	Wholesale Brokerage
•	Programs

•	Standard Lines Aggregation
•	Analytics and more!

Find the missing piece of your puzzle — contact RPS today.

Your Wholesaler of Choice contact_us@rpsins.com
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Berkshire Hathaway Group

GUARD
Berkshire Hathaway

Companies

Insurance

Please judge us by the company we keep!

We write Workers' Compensation policies nationwide and make available complementary Businessowner's Policy, Commercial

Umbrella, Commercial Auto, and Disability coverages in select states.  We pride ourselves on our easy submission process;

competitive pricing; fast, fair claims handling; cash-flow friendly payment terms; and superior customer services.

Featuring One-Stop Insurance Shopping for Small- to Mid-Sized Businesses

We are proud of our parentage (and our cousins!)

and strive to live up to the family name.

To learn more about agency appointments

with us, go to:

www.guard.com/apply

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
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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.foremost.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

Insurance  
solutions  
for business
No matter how big or small

Our full line of commercial property  

and casualty products can meet your 

customers’ individual insurance needs.

Financial strength, unparalleled claims 

handling and exceptional service –  

that’s QBE®.

qbena.com

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

 

 

 

 
.

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

E&O Hotline:  763.235.6477
scarlson@miia.org
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1/14 - 1/16/15  Eden Prairie  Personal Lines
2/11 - 2/12/15  Plymouth  *Ruble Graduate Seminar
3/4- 3/6/15 Eden Prairie  Commercial Casualty
4/8 - 4/10/15  Eden Prairie  Commercial Property
5/20 - 5/22/15  Eden Prairie  Agency Management
6/10 - 6/12/15  Grand Rapids  Commercial Casualty
7/15 - 7/17/15  Eden Prairie  Life & Health
8/5 - 8/7/15  Maple Grove  Personal Lines
9/16 - 9/17/15  Plymouth  *Ruble Graduate Seminar
10/7- 10/9/15  Eden Prairie  Commercial Property
11/4 - 11/6/15  Maple Grove  Agency Management

* 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, 15490 101st Ave N, Suite 100, Maple Grove, MN 55369   P: 763.235.6460  F: 763.235.6461  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 disability.  Please submit your request as far as possible in 

advance of the program you wish to attend.

2015 MIIAB CIC 
Program Schedule

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!

MN Independent Insurance
Agents & Brokers Association
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1/7/15 - Shoreview  Personal Residential

1/8/15 - St. Cloud  Commercial Property

1/21/15 - Eden Prairie  Commercial Property

2/17/15 - Maple Grove Personal Auto

2/19/15 - Rochester  Commercial Casualty II

3/10/15 - Eden Prairie  Elements of Risk Management

3/18/15 - Mankato  Agency Operations

4/2/15 - Maple Grove  Commercial Casualty I

4/7/15 - St. Cloud  Elements of Risk Management

5/6/15 - Duluth  Commercial Casualty I

5/12/15 - Rochester Agency Operations

5/14/15 - Eden Prairie WTH - Commercial Lines

6/3/15 - Shoreview Commercial Property

6/4/15 - Brainerd  Personal Auto

6/9/15 - Fergus Falls  Dynamics of Service

6/16/15 - Thief River Falls  Elements of Risk Mgmt

6/18/15 - Maple Grove  Agency Operations

7/8/15 - Eden Prairie Personal Residential

7/9/15 - Bemidji  Commercial Property

7/14/15 - Duluth  WTH - Commercial Lines

7/22/15 - St. Cloud  Agency Operations

8/4/15 - Mankato WTH - Commercial Lines

8/13/15- Grand Rapids Personal Lines Miscellaneous

8/18/15 - Rochester  Personal Residential

8/20/15 - Maple Grove  Commercial Casualty II

9/15/15 - Willmar  Commercial Property

9/23/15 - Eden Prairie  Dynamics of Service

10/6/15 - Maple Grove  Personal Lines Miscellaneous

10/7/15 - Alexandria  Commercial Casualty II

10/8/15 - Shoreview  Elements of Risk Management 

10/13/15 - Duluth  Agency Operations

10/21/15 - St. Cloud  Commercial Casualty I

11/10/15 - Rochester  Commercial Casualty I

11/11/15 - Shoreview  Commercial Casualty I

12/15/15 - 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-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, 15490 101st Ave N, Suite 100, Maple Grove, MN 55369   P: 763.235.6460  F: 763.235.6461  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 disability.  Please submit your request as far as possible in advance of the program you 
wish to attend.

2015 MIIAB CISR 
Program Schedule

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

MN Independent Insurance
Agents & Brokers Association
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Please Check Location
1/22/15 - Eden Prairie  8:30am-3:30pm

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

3/12/15 - St. Cloud 8:30am-3:30pm
Best Western Kelly Inn
Hwy 23 & 4th Ave
St. Cloud, MN  56301
320.253.0606

4/30/15 - MIIAB Convention 8:30am-3:30pm
Minneapolis Convention Center
1301 2nd Ave S
Minneapolis, MN 55403
612.335.6000

5/19/15 - Fergus Falls  8:30am-3:30pm 
Best Western/Bigwoods Event Center
925 Western Ave
Fergus Falls, MN 56537
800.293.2216

6/11/15 - Morton  8:30am-3:30pm
Jackpot Junction
39375 County Hwy 24
Morton, MN 56270
507.644.3000

7/16/15 - Walker  8:30am-3:30pm
Northern Lights Casino
6800 Y. Frontage Rd NW
Walker,  MN 56484
866.652.4683

8/4/15 - Rochester  8:30am-3:30pm
Ramada Hotel & Conference Ctr
1517 16th St SW
Rochester, MN 55902
507.289.8866

9/9/15 - Duluth  8:30am-3:30pm
Holiday Inn & Suites
200 West First St.
Duluth, MN 55802
218.727.7492

10/22/15 - Maple Grove  8:30am-3:30pm
MIIAB/Austin Mutual Training Center
15490 101st Ave. N
Maple Grove, MN 55369
763.235.6460

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 disability.  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, 15490 101st Ave n, Suite 100, Maple Grove, Mn 55369   P: 763.235.6460  F: 763.235.6461   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.

2015 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.

MN Independent Insurance
Agents & Brokers Association
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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 Control of Risk
June 24-27, 2014  Eden Prairie, MN

Risk control is a core aspect of risk management. This course 
will make you proficient in all the risk control essentials, 
including safety, alternative dispute resolution, employment 
practices liability, and crisis management.

CRM Analysis of Risk
December 2-5, 2014  Eden Prairie, MN

You'll acquire rock-solid expertise in the analysis and 
measurement of exposures and loss data that is fundamental 
to risk management. We recommend that you take Analysis 
of Risk before embarking on the Financing of Risk course, 
in order to build on your growing knowledge in the most 
effective possible way.

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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1/15 - 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, 15490 101st Ave N, Suite 100, Maple Grove, MN 55369   P: 763.235.6460  F: 763.235.6461  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

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!

MN Independent Insurance
Agents & Brokers Association
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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

6/11/14 - Shoreview  Commercial Casualty II

6/17/14 - Thief River Falls  Personal Auto

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, 15490 101st Ave N, Suite 100, Maple Grove, MN 55369   P: 763.235.6460  F: 763.235.6461  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

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

MN Independent Insurance
Agents & Brokers Association
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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, 15490 101st Ave N, Suite 100, Maple Grove, MN 55369   P: 763.235.6460  F: 763.235.6461   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.

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.

MN Independent Insurance
Agents & Brokers Association
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Power in Partners Program
Thank you to the following companies that are supporting the association through our Power in Partners Program in 2014.  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.

2014
DiamonD LEVEL

american strategic insurance
Foremost insurance

Liberty Mutual insurance
Midwest Family Mutual

QBe
the Hanover Group

Universal Property & Casualty

ACUITY
AFCO/Prime Rate Premium Finance

Allstate Insurance Company
American Modern Insurance Group

AmTrust North America
Capital Premium Financing 

CNA Insurance
Continental Western Group

Encompass Insurance Company
Erickson-Larsen, Inc.
Harmon Auto Glass

ICC Restoration & Cleaning Services
InsureSign

MVP Service Solutions
Meadowbrook, Inc.

Prime Insurance Company
RPS

R-T Specialty, LLC.
Safeco Insurance

Safelite Auto Glass
Selective Insurance

ServiceMaster by Hedden-SRM

Solbrekk Business Technology Solutions
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


