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Delivering positive, long-term results for employers.

The right fit for you. 

The right fit for your clients.

Exceptional
cost  
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Specialized  
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Broken glass? 
We’ll �x it fast

Spring means hailstorms and construction debris. When damage 
happens, �le a claim for your policyholders in minutes. Since we can 
replace the windshield and recalibrate their advanced safety systems 

in one visit, you’ll be sure they get back on the road safely.

SafeliteForAgents.com



Jay Nesbit
jnesbit@nesbitagencies.com President’s Message

New Big I MN President - Jay Nesbit

Being sworn in as the new Big I MN president last month was a big day for me!  I have really enjoyed working with the Big I MN and 
the other board members for the past several years and excited to now move into the role of President for the current year.  We are 
very fortunate to have a great group of board members at the Big I MN that have dedicated their time and skills to represent agencies 
around the state of Minnesota and are committed to ensure the insurance industry continues to offer opportunities to all insurance 
agents and their clients.

As a quick introduction, I started my insurance career 19 years ago when I joined Nesbit Agencies to work with my dad, sister and 
two brothers.  My role in the agency consists of managing our operations and finance areas.  It has been a lot of fun for me to be part 
of growing our agency and working with a great group of dedicated individuals that handle the sales, service and administrative 
responsibilities at the agency.

I started my career as a Mechanical Engineer working on the design of commercial and industrial 
ventilation systems.  A few years later, I received my MBA from the University of Minnesota and 
transitioned into a different role as a marketing manager.  Then in 2004 I made the decision to 
work at the family business.  Although each stage of my career has varied quite a bit, I have found 
that I have been able to draw on my experience in each of these areas to help me be a better 
contributor to our agency and the Big I MN.  As in any company or association, it is important for 
me to be able to empathize with others and appreciate different perspectives, even if they may 
not align with my thinking.  That makes it easier to find common ground for compromise or even 
reconsider my own opinions when I take the time to be better informed.

Outside of work, I enjoy traveling, gardening, attending sporting events (as difficult as that may be 
in Minnesota) and spending time outdoors around the parks and lakes of Minneapolis and greater 
Minnesota.  I have been married to my wife, Staci, for 31 years and we have a son, Ross, who lives 
in the Minneapolis metro area.

I am looking forward to serving as the President of the Big I MN and welcome your ideas, concerns, 
and questions to ensure I am doing my best to support all members of the Big I MN to the best of 
my abilities.

https://youtu.be/lvZHTPQRrvo
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Insurance coverage is really just a promise.

A promise to be there when things go bad. 

A promise of “we’ll take care of your customers.”

Find out more about the Silver Lining 
and how we value our agent relationships.

Visit thesilverlining.com.

Promise.  

The worst brings out our best.®



Happy Summer Big I MN members!  I wanted to bring to your attention the benefits of attending 
an education course or event in person.  We all know that continuing education is an essential 
part of an insurance professional's career development. It provides a way to stay current 
with the latest industry trends and changes, develop new skills, and expand your knowledge 
base. While online courses have become increasingly popular in recent years, attending an 
insurance continuing education course in person can offer several unique advantages that 
online courses can't match.

One of the key benefits of attending a course in person is the opportunity for interactive 
learning. In a classroom environment, you have the chance to ask questions, participate in 
group discussions, and get immediate feedback from the instructor. This can help you absorb 
and retain information more effectively than simply reading through course materials online. 
Additionally, being able to interact with other insurance professionals can help you gain new 
perspectives and insights on the topics being covered in the course.

Being in a face-to-face classroom setting provides an opportunity to network with other 
insurance professionals in the industry. Building a network of contacts can help you stay up 
to date with industry trends and allows for the sharing of ideas.  You can meet other insurance 
professionals during the course and build relationships that can be beneficial for your career 
development.

Another benefit is that in-person courses can be tailored to meet the specific needs and 
interests of the attendees. This can be particularly beneficial for insurance professionals who 
have unique areas of focus or specific learning goals. Our in-person learning opportunities 
allow for more personalized attention from the instructor and gives the participant the 
opportunity to ask for clarification or further explanation on topics of interest. This can help 
you develop a deeper understanding of the topics being covered in the course and apply the 
concepts to your own professional experience.

In-person courses are often taught by experienced and knowledgeable 
instructors who can provide insights and practical advice that may not 
be available in online courses. These instructors have years of experience 
in the insurance industry and can offer valuable insights that can help 
you advance your career. Additionally, attending a course in person 
provides an opportunity to build a relationship with the instructor, 
which can be beneficial for future career opportunities.

Attending a course in person can provide a greater sense of 
motivation and accountability. Being physically present in a classroom 
environment can help you stay focused and engaged throughout 

Executive VP Message continued on page 9

April Goodin
agoodin@bigimn.org Executive V.P. Message
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SFB is a community bank that understands the 
nuances of financing the insurance industry.

• Acquisition Financing
• Partner Buyouts
• Producer Loans
• Technology Loans
• Lines of Credit

Bankers Who Believe in You

Financing for Independent
Insurance Agencies

sfbank.com  |  888.254.0615  |

0223

Contact 
SFB Today!  
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the course. This can help you stay motivated to complete the course and apply what you've 
learned in your professional and professional life.

Big I MN has multiple opportunities to attend educational opportunities in person to help 
you reap the many benefits that online courses simply can't match. From interactive learning 
and networking opportunities to access to expert instructors and customizable learning 
experiences, there are many reasons to consider attending an in-person course for your 
continuing education needs as an insurance professional. By investing in your education 
and professional development, you can stay up to date with industry trends, expand your 
knowledge, and advance your career in the insurance industry.  The Big I MN is here for you. 
Click here to find upcoming in person courses available through the Big I MN.

Executive VP Message continued from page 7

January 11th & 12th, 2023
Life & Health

(Webinar)

February 15th & 16th, 2023
Ruble Graduate Seminar

(Webinar)

March 15th & 16th, 2023
Commercial Property

(Webinar)

April 18th & 19th, 2023
Agency Management

(Classroom)
Big I MN

600 Carlson Parkway
Minnetonka, MN 55305

May 16th & 17th, 2023
Commercial Multiline Institute

(Classroom)
Big I MN

600 Carlson Parkway
Minnetonka, MN 55305

June 6th & 7th, 2023
Ruble Graduate Seminar

(Classroom)
Crowne Plaza

3131 Campus Drive
Plymouth MN 55441

(763) 559-6600
August 16th & 17th, 2023

Commercial Casualty
(Classroom)

Western National Insurance Group
4700 West 77th St
Edina MN 55435

September 27th & 28th, 2023
Personal Lines Institute

(Classroom)
Big I MN

600 Carlson Parkway
Minnetonka, MN 55305

October 11th & 12th, 2023
Ruble Graduate Seminar

(Classroom)
Western National Insurance Group

4700 West 77th St
Edina MN 55435

November 15th & 16th, 2023
Insurance Company Operations

(Classroom)
Big I MN

600 Carlson Parkway
Minnetonka, MN 55305

REGISTER

https://my.bigimn.org/EDUCATION/Education-Calendar
https://my.bigimn.org/EDUCATION/CIC
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grinnellmutual.com

“Trust in Tomorrow.” and the “Grinnell Mutual” are registered trademarks of Grinnell Mutual Reinsurance Company. © Grinnell Mutual Reinsurance 
Company, 2023.

TRUST US TO
BE THEIR ANCHOR
With our personal watercraft coverage, your customers can set their course 

for smooth waters ahead. Trust in Tomorrow.® Contact us today.

PERSONAL | BUSINESS | REINSURANCE
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Video Showcase

Big I MN Award Winners Expo Recap

https://youtu.be/2YpwKbJdcBQ
https://youtu.be/2hkZdLgWC_U
https://youtu.be/2hkZdLgWC_U
https://youtu.be/2YpwKbJdcBQ
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Thank You To our ExhibiTors and PowEr in ParTnEr MEMbErs
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Thank You To our ExhibiTors and PowEr in ParTnEr MEMbErs
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amerisafe.com  •  800.256.9052  •  asksales@amerisafe.com

AGRIBUSINESS

CONSTRUCTION

MANUFACTURING

MARINE

OIL & GAS

ROOFING

TRUCKING

WOOD PRODUCTS

© 2023 AMERISAFE, Inc. AMERISAFE, the AMERISAFE Logo, and SAFE ABOVE ALL are registered trademarks of AMERISAFE, Inc. All rights reserved.

When you only do one thing, you better do it 
well and workers’ comp is all we’ve ever done 

for over 30 years.

WORKERS’ COMP IS ALL WE DO.
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Diamond Profile

At West Bend Mutual 
Insurance Company, helping 
our independent insurance 
agents, and establishing trust, is 
paramount to our success. West 
Bend has earned a reputation 
in the industry for building and 
nurturing strong relationships 
with agents through personal 
contact, responsible actions, 
and a genuine concern for 
our valued partners. Today, 
more than 1,500 independent 
insurance agencies across 15 
states represent West Bend.

Our associates develop and 
nurture strong relationships 
with our customers by 
providing policyholders with 
fast and fair claim service and 
thorough underwriting and loss 
control services. A West Bend 
associate will work late to get 
out an urgent quote, another 
will calmly walk a nervous 
claimant through the claims 
process, while still another 
will make sure an overnight 
delivery gets out on time. All 
of this, and more, is done with 
the goal of responding to 
our customers’ needs quickly, 
empathetically, and ethically.

Our associates drive our culture 
of service and family at West 
Bend. It’s because of them that 
we’ve been honored as a Best 
Place to Work in Insurance 
for 13 consecutive years by 
Business Insurance and as a Top 
Workplace by the Milwaukee 
Journal Sentinel for 13 years. 
West Bend was also honored 
by Forbes as one of America’s 
Best Insurance Companies, 
Best-In-State Employers, Best 
Midsize Employers, and Best 
Employers for Women. Fortune 
recognizes West Bend a Best 
Workplace for Millennials.

We’re very proud of the many 
awards acknowledging our 
workplace, community service, 
financial stability, and support 
of healthy lifestyles for our 
associates. All of these make 
West Bend a better company 
for our trusted agent partners.

FEATURED PARTNER
West Bend

PRESIDENT 
Kevin Steiner

HEADQUARTERS
West Bend, WI

A.M. BEST RATING
"A" (Excellent)

WEBSITE
www.thesilverlining.com

Big I MN recognizes West Bend as one of its Diamond 
Partner Members.  Big I MN Diamond Partners are one of 
the highest levels of membership to our organization.

Summer 2022 • The Minnesota News  17

President & CEO 
Kevin Steiner
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97%

Proactive Claims 
Management

Safety Training 
Services

NurseCare 
Hotline

Pay-As-You-Go 
Premiums

Member 
Retention Rate
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01/24/2023
Agency Operations 
(Webinar)

02/09/2023
Elements of Risk Management
(Classroom)
The Builders Group
2929 Eagandale Blvd. STE 100
Eagan MN 55121

02/21/2023
Insuring Commercial Casualty I
(Webinar)

02/23/2023
Insuring Commercial Casualty II
(Webinar)

03/07/2023
Other Personal Lines Solutions
(Webinar)

03/23/2023
Insuring Personal Auto
(Webinar)

04/11/2023
Insuring Personal Residential
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

04/20/2023 
Insuring Commercial Casualty I
(Classroom)
Holiday Inn & Suites-Duluth
200 W. First St, 
Duluth, MN 55802 
(218) 722-1202

04/25/2023
Life & Health Essentials
(Webinar)

05/02/2023
Insuring Commercial Casualty II
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

05/18/2023
Elements of Risk Management
(Classroom) 
Best Western Kelly Inn,
100 4th Ave S
St. Cloud, MN 5630
(320) 253-0606

06/14/2023
Insuring Personal Auto
(Classroom)
Country Inn & Suites-Mankato
1900 Premier Dr.
Mankato, MN 56001
(507) 388-8555

06/22/2023
Other Personal Lines Solutions
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

06/27/2023
Insuring Commercial Property 
(Classroom)
Holiday Inn & Suites-Duluth
200 W. First St
Duluth, MN 55802
(218) 722-1202

08/03/2023
Agency Operations
(Classroom)
Country Inn & Suites-Mankato
1900 Premier Dr.
Mankato, MN 56001
(507) 388-8555

08/09/2023
Insuring Personal Residential
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

09/14/2023
Elements of Risk Management
(Webinar)

09/20/2023
Insuring Commercial Casualty II
(Classroom)
The Builders Group
2929 Eagandale Blvd. STE 100
Eagan MN 55121

10/04/2023
Insuring Commercial Property
(Webinar)

10/17/2023
Insuring Personal Auto
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

10/19/2023
Commercial Casualty I
(Classroom)
Best Western Kelly Inn,
100 4th Ave S
St. Cloud, MN 5630
(320) 253-0606

10/26/2023
Life & Health Essentials
(Webinar)

11/02/2023
Agency Operations
(Webinar)

11/09/2023
Insuring Personal Residential 
(Webinar) 

12/05/2023
Other Personal Lines Solutions
(Webinar)

REGISTER

https://my.bigimn.org/EDUCATION/CISR
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By Mary LaPorte, CPCU, CIC, LIC, CPIA

Agent’s questions about Errors and Omissions, 
and how E&O losses can be prevented.

I’ve got a coverage question that comes up often in Personal Lines. Is there coverage under the homeowners policy for 
the neighbor’s rotten tree that falls on your house?  Shouldn’t the neighbor be responsible?
Leslie, Minnesota

Leslie, let me answer the easiest part of your question first.  Yes, there is typically coverage under a homeowners policy 
for damage to the house caused by a falling tree.  The reason for the tree falling does not matter.  It could come down 
in the wind, it could be hit by lightning, or it may simply have been rotten. It could fall because the neighbor took it 
down with a chain saw and miscalculated where it would land. Whatever the cause, the insured should make a claim 
under their homeowners policy. As with any property claim, a deductible would apply to the loss and the carrier would 
pay the rest of the damage. 

If the carrier believes that a third party is responsible, they would subrogate against the negligent party. If the 
subrogation were successful,  they would recover not only what they paid out in the property claim, but the insured’s 
deductible as well. If the loss resulted from the neighbor’s negligent use of his chain saw, the liability would seem clear. 
Hopefully, the neighbor’s homeowner’s liability insurance would pay the subrogated loss. However, it may be a little 
more difficult to prove negligence in the case of a rotten tree. Was the neighbor aware of the condition of the tree? Was 
the neighbor aware of the impending danger if no action was taken? Was the falling tree contributed to by a storm with 
high winds? Simply being aware of the fact that a tree was rotting does not necessarily mean that the neighbor could 
anticipate that it would fall. In other words, the neighbor would not necessarily be held responsible.

Be aware of the danger in answering customers’ “what if” questions about coverage.  Remember that each situation 
can be influenced by policy terms, exclusions, and conditions. When a loss occurs, it will be up to the carrier to decide 
whether coverage will be provided under the policy. Sometimes when a customer asks a “what if” question, they may 
have something in mind that is already happening. If the customer is aware of a hazard (rotten tree ready to fall on their 
house), they are required to do whatever they can to prevent damage from occurring. In this case, they may need to 
bring the matter to the neighbor’s attention so that the neighbor can take steps to prevent a loss.

There is another reason to involve the homeowners insurer in losses of this nature. Even if the neighbor’s homeowners 
liability insurer agrees to pay for the damage to the insured’s roof, they are not obligated to pay replacement cost, and 
the roof could be depreciated.  Most homeowners policies would pay replacement cost for the roof damage. Report the 
claim to the insured’s homeowners carrier, and let the policy do the job it was designed for.

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

© 2023 LaPorte Consulting, LLC.  All Rights Reserved

Q:

A:

mailto:marylp@lpinsuranceconsult.com
https://lpinsuranceconsult.com/
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Big I MN membership 
has many benefits. We're 

proud to announce 
we've joined forces with 

Catalyit to help you 
harness tech for Big I MN.

 www.catalyit.com

https://vf956.isrefer.com/go/BIGIMN/BIGIMN/
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continued from page 17

Diamond Profile

Here’s what we’d like our Minnesota 
partners to know about Arlington/Roe.
We have been singularly committed to 
supporting the insurance industry and the 
independent agency system since we were 
founded in 1964. We appreciate and value 
highly the Minnesota Independent Insurance 
Agents & Brokers Association and our 
Minnesota agency partners and associates. 

Trust and relationships are the backbone of 
our business success, based on the Golden 
Rule and our culture and philosophy of 
“Doing the Right Thing” for our agents, 
our companies and each other.

We share independent agents’ commitment 
to giving back to the communities where we 
live and work. We believe foundational and 
continuing education is essential to providing 
the right solutions as product lines and risks are 
diversified by an ever-changing environment.

Through teamwork, cross-team cooperation 
and consultative partnership with our agents 
and markets, we can help you provide the 
right solutions for your insurance customers.

President and CEO Jim Roe said  “We are an 
independent third-generation, family-owned 
wholesaler . . . and we intend to continue that 
way. Our business success has been built and 
anchored on trust. We continue to deliver new 
solutions for emerging risks and look forward 
to growing our relationships with existing 
and new agency partners in Minnesota.

"One of our core strengths is the 200+ markets 
we represent. All of our people have areas of 
specialization whether they work in aviation, 
workers compensation or anything in between."

Our Growth in Numbers
We value quantity but quality is our benchmark
2013 $158 million in premium
2022 $288 million in premium
210+ Committed associates
200+ Select markets 
11 Core States: IA, IL, IN, KY, OH, MI, MN, MO,
NE, TN, & WI
50 State licenses 

In 2022, Arlington/Roe relocated
its headquarters to 8888 Keystone Crossing, 
9th Floor, Indianapolis, IN 46240. 

In 2022, Arlington/Roe and the company's 
associates donated $91,215 to various 
philanthropic campaigns including United 
Way, Walk to End Alzheimer's, Firefly 
Children & Family Alliance, Toys for Tots 
and more. Associates also donated books 
to Read Across America and made blankets 
that were donated to a Humane Society.

Let Arlington/Roe 
help you find the right 

solutions. 800-878-9891

FEATURED PARTNER
Arlington/Roe

PRESIDENT
Jim Roe, CPCU

HEADQUARTERS
Indianapolis, IN 

WEBSITE
www.ArlingtonRoe.com

Big I MN recognizes Arlington/Roe as one of its Diamond 
Partner Members. Big I MN Diamond Partners are one of 
the highest level of membership to our organization.

Jim Roe
President/CEO

Andy Roe
Executive Vice 

President
& Chief Operating

Officer

Rick Pitts
Vice President &
General Counsel

J. Patrick Roe
Senior Vice President

Marketing & Sales

Cindy Larson
Brokerage

Workers Comp

Holli Lynch
Commercial  

Binding

Robin Snider 
Vice President 
Healthcare &

Human Services

John Immordino
Senior Vice President
Professional Liability

Alec Immordino 
Professional

Liability

Anne Duncan
Marketing

Summer 2023 • The Minnesota News  23

http://work.We
http://www.ArlingtonRoe.com
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Unparalleled Financial
Strength1

Responsive and Relationship- 
Based Underwriting 3

World-Class Claims Service2

Stable and Consistent 
Market4

Impeccable Culture5

TOP FIVE  
REASONS AGENTS LOVE
WORKING WITH US!

Acuity has a 20-
year track record 
of beating the 
industry by more 
than double the 
growth and a full 
eight points on the 
combined ratio.

Consistently 
recognized as 
one of the best 
places to work 
in the nation.

RATED #1
COMPANY FOR

DURING COVID-19

WORK-LIFE
BALANCE

SELL ACUITY!
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It started in January 2023 as a slow trickle. However, the movement to get workers back in the offices and 
phase out hybrid schedules is gaining momentum despite the statistics that point to why the hybrid work 
culture is a boon for business.

Organizations ranging from Starbucks to Disney are now requiring more in-person workdays or pushing a full 
return to office life. Amid a tight, demanding labor market environment, CEOs and senior management are 
boldly stating the obvious: They want workers back in the office.

Perhaps their confidence is premature. A McKinsey & Company article reported that by the end of May 2022, 
there were 11.3 million job openings just in the US. While the Bureau of Labor Statistics reports a slight decrease 
in the number of openings in December 2022 (just over 11 million), the sheer number of openings states the 
obvious: It is still an employee-driven market.

Another thing that organizations need to keep in mind as they move forward: what happens to all the effort 
and investment into adapting their companies and people to a new work culture? Now that employees are 
committed and producing, does it make sense to turn away from the effort?

Tough questions, but fortunately the answers are in the numbers. There is plenty of data available to show 
that hybrid work has distinct advantages not just for the employees, but for the health of the entire business.

Here’s why:

Hybrid work cultures attract top job seekers and help retain good employees. Particularly in the insurance 
industry, which is having a tougher struggle than most industries amid the labor market woes, offering 
remote work can expand the talent pool and attract job seekers. By removing geographical limitations of 
most traditional job searches, you can find the right fit for your opening.

The Hybrid 
Advantage

continued on page 27
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We are dedicated to the independent agency 
system and proudly stand behind the  
agents who represent us. 

auto-owners.com

insurance the right way. 
the human way.

simple human sense®
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Hybrid work is sought after. As more companies bring employees back to the office, studies show that 
could be a costly mistake. One study reveals that 37% of male and 35% of female workers would start looking 
for a new job if they were required to return to the office. An astounding 83% of workers say they prefer to 
work remotely even 25% of the workweek. Another study found that 47% of employees would leave their 
jobs if offered hybrid work in another company.

Hybrid work keeps employees on board. Likewise, when you offer your employees hybrid work options, 
they are more likely to be satisfied and stay with your company. One study by Quantum Workplace shows 
that 81% of hybrid employees are highly engaged – 78% of remote workers are equally engaged.

Hybrid work improves productivity. Global Workplace Analytics data show that remote workers are 
anywhere from 35-40% more productive than their in-house colleagues, a result that over two-thirds of 
employers are reporting seeing in their own remote workers.

Hybrid work improves communication. Hybrid work forces companies to concentrate on an area that 
has seen little focus – employee communication. Because remote work requires new ways of collaborating, 
organizations learned quickly how to best communicate with employees and just how important targeted 
communications was. Meetings became brief and topic-driven. Employees collaborated via messaging 
apps and video calls. Managers checked in much more frequently than when employees were in-house. 
Communication actually increased among the workforce during pandemic lock downs and conversations 
were more intentional.

Removing hybrid work options removes those benefits. It also makes finding employees to fill empty positions 
that much more difficult. That’s why adopting a hybrid work culture can give your organization a competitive 
advantage, especially over those organizations that require in-office attendance.

It can also benefit your company to embrace the hybrid work model. Employees are more motivated, job 
seekers are more interested, and productivity and communication are noticeably improved. Talk about a 
business boost.

Putting experience to work
WAHVE is a unique contract staffing 
talent solution serving the entire 
insurance industry that brings companies 
and pretiring professionals together. 
Companies get the right matched talent 
and vintage experts get to extend their 
careers working from home.

• Insurance Carriers
• Retail Agents and Brokers
• Wholesale Brokers & MGA/MGUs

continued from page 25

https://wahve.com/
https://youtu.be/PDPnVHswXVQ
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TIMES LIKE THESE CALL  
FOR IMT’S WORRY FREE  
BUSINESSOWNERS INSURANCE.
Give your policyholders the protection they deserve to 
keep their business covered, even in the worst of times. 

Learn how you can represent IMT Insurance
by visiting imtins.com/contact

The information presented here is intended for informational purposes only and does not supersede any provisions in your insurance policy and related documents.  See applicable terms and conditions or your policy provisions for details.

HOME  |  AUTO  |  BUSINESS
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Over the past 18 months, we have experienced 
the highest interest rates since 2000, with 
them peaking at 7.08% in November of 
2022. Over one-third of the independent 
insurance agencies in the U.S. anticipate a 
change in ownership in the next two years, 
which means that over 13,300 agencies will 
transition ownership according to the 2022 
Agency Universe Study. Many agency owners 
plan to transition their ownership to family, 
children, or a current partner, and if a bank 
loan is involved the change in interest rates 
can have a significant impact on the price of 
their agency and their retirement. Now more 
than ever, it is important for agency owners 
that wish to maximize the value of their 
agency to focus on the things that they can 
control. 

Get Informed 
Take a close look at your agency’s financial statement and get to know your numbers. Compare your agency’s 
performance to the industry standards to determine the areas where you are lagging behind and the areas 
that you excel. When you are planning to sell,  a buyer will use these benchmarks to set their expectations on 
what it will take to run your agency and what profitability they can expect for an agency of your size. For those 
agencies that are outperforming the benchmarks, the benchmarks can create a discount for your agency. It is 
in your best interest to know your own proven performance and maximize that performance prior to selling 
your agency both internally and externally. 

Profitability 
The best way to maximize the value of your agency when you are selling is to run your business like you’re selling 
it tomorrow. By removing all discretionary expenses and investing those funds in the growth of your agency, 
you will position your agency to command the maximum value at the time of your ownership transition. 
This will allow you to fund the investment in the resources, infrastructure, and technology, and support your 
agency needs to operate efficiently and be positioned for growth and scale. Common investments can include 
people, training, technology, and the development of strong operating procedures.  

Transition time 
Do not wait until you are ready to walk away to start planning to sell your agency. We are in a relationship 
business, so you are an important component in the transition of the ownership of your agency. By working 
through a transition plan to provide a warm handoff of your staff, customers, centers of influence, referral 
partners, and carrier partners, you will increase the likelihood that those key relationships will stay with the 
agency. Your recommendation and behavior will speak volumes to the people who have trusted you. They 
will look to both your actions and your words to determine if they want to continue to do business or work 
with your successor. If you are not willing to work with them, they may not want to either, and that would be 
detrimental to the retention of key staff, customers, and ultimately the value of your agency. Plan to spend this 
time to ensure that you are able to demonstrate your strong support to your successor. 

continued on page 31
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AGENTS OF
Infini te Possibili t ies 

As an agent, the more you have to offer, the more 

opportunities you have to customize coverage for  

your customers. That’s why we equip you with a full 

suite of products—including auto, home, motorcycle, 

boat, RV, and more—so you can give your customers 

peace of mind knowing that whatever they need,  

you’ve got it covered.  

Plus, as a Progressive agent, you have access to our 

industry-leading commercial coverage to round out 

your offerings and meet all your customers’ needs.

All the products you need to protect  
your customers

TO LEARN MORE

Search for us online at Agents of Progressive, 

Progressive Connect, or Progressive Appointment. 

21A00108.IP12 (02/23)
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Minimize Risk 
Be aware of the risks inside your business and work to reduce those risks prior to your transition. There are 
three main types of risks: concentration, performance and culture. Consider the areas of your agency that are 
dependent on one person, one carrier, one relationship. This could be related to a specific area of expertise, 
risk appetite, or simply a responsibility that you have never opened up to anyone other than a key person 
inside your agency. Whenever possible look for ways to minimize that risk by exposing multiple people to 
the customer relationship, invest in training, and document the processes that are handled in all key roles to 
minimize the delay or confusion should any key employee no longer be part of the team. 

Performance Risk 
To address risk in performance, it is critical to know the key performance indicators that will impact the value 
of your agency. You should know what the growth, retention, new business, profitability, and efficiency 
expectations are for the key roles inside the agency. By knowing these standards, you can work to strengthen 
the areas of your agency that are weak, and highlight your agency’s areas of strength. These performance 
indicators will serve as a guide for you to where to invest and also provide a way to measure the success of 
your investments. Too often when technology is implemented there is no way to measure the impact, which 
makes it hard to know the return on your investment. Think of these performance metrics as ways to measure 
your ROI. 

Culture Risk 
The last area of risk is culture. This is the area that many times is the most important as well as the hardest 
to mitigate. This encompasses how you run your agency, is your sales and service work clearly defined or 
is it blended roles inside your agency? How do you drive new business to your agency? Is it based solely 
on referrals, or do you have a well-defined strategy for attracting new clients with a content and marketing 
strategy? Do you have contracts in place with your staff, or are you at greater risk of losing business if they 
leave the agency? What is the level of expertise inside your agency when it comes to coverage, technology, 
automation, and innovation?  Have you created a culture of trust that allows you to embrace change, or do 
you have a culture in your agency that resists change? All of these factors are important to the continuity of 
your agency in a transition of ownership. How you lead your team can impact the value of your agency, so 
think about ways to foster a culture of trust. It will have a positive return. 

The compensation structure as well as the benefits package that you provide for your staff is also an area that 
will impact the value of your agency. When another agency is looking to buy or when the next generation 
is looking to purchase the agency, the compensation structure will impact the cash flow of the agency. 
Compensation is the largest controllable expense inside any agency, so if your compensation structure is 
not in line with the industry standards, it may be difficult to continue and also provide you with the price you 
expect for your agency. If the incoming owner makes a change to the compensation structure they will be at 
risk of losing talent and staff that are critical to keeping the customers and relationships with referral partners 
and carriers. If you want to maximize the value of your agency, you need to embrace a strategy to move your 
staff to compensation plans that are tied to the growth of your agency long before you plan to transition the 
ownership of the agency. If you do not make this change inside your agency, and your compensation structure 
is not in line with industry standards, you need to be realistic in your expectations for the price of your agency. 

There are many things you can do to plan for the successful transition of your agency, and it starts with focusing 
on the factors that will impact the value of your agency that you can control. Well-run agencies will continue 
to command high multiples regardless of interest rate fluctuations and other factors that are not within our 
control. By knowing your numbers, focusing on driving profitability and performance inside your agency, and 
planning ahead, you will maximize your agency’s value and be well-positioned when the time comes for you 
to transition the ownership of your agency. 

For more information on how to best prepare for the future of your agency visit 
www.agency-focus.com or email carey@agency-focus.com 

continued from page 29

http://www.agency-focus.com
mailto:carey@agency-focus.com
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At UFG Insurance, we’ve been insuring businesses of all sizes and 
specialties for more than 75 years.  

From simple small business BOPs to complex middle market packages, you can depend on us to 

extend our underwriting expertise and outstanding service on a wide variety of risks for your agency.

Next time a new account crosses your desk, think UFG. We’re ready to get down to business 

with you!

© 2023 United Fire & Casualty Company. All rights reserved.

THINK UFG
for new business opportunities

CONSTRUCTION WHOLESALE AND 
DISTRIBUTORS

SMALL  
BUSINESS

COMMERCIAL 
REAL ESTATE

BUILDERS RISKMANUFACTURING

INSURANCE

ufginsurance.com
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If there's one thing that 18 years in the errors & omissions business has 
made clear, it's that—as much as they hate to be reminded of their own 
mistakes—insurance professionals love to hear about the miscues of their 
competitors. The more painful the better! And who can blame them? You 
get all the benefits of the lesson learned with none of the pain.

As we start our journey through 2023—The Year of the Customer—there are plenty of those “free lessons” 
to be gained from 2022. For months, insurance professionals have stressed the need to address inflationary 
pressures on property values and rebuilding costs. However, there are other changes manifesting as the 
insurance industry accelerates out of the pandemic.  

It’s no surprise that auto policies generated the most E&O claims in 2022, fully rebounding from the 2020 trough 
caused by a reduction in miles driven and replaced policies. Similarly, E&O claims on motorcycle policies rose 
in 2021 and 2022.  

Also, it is not surprising that the 2020 dip in homeowners claims normalized in 2021 and increased in 2022 
given the widespread return to pre-pandemic living patterns. 
That may also explain why dwelling fire and farm owners claims, 
each of which dropped in 2021, rebounded substantially in 2022.  

Looking only at claims reported and paid in 2022, these same 
themes play out as four of the top 20 largest pay-outs were on 

continued on page 35

The Terrible Twenties: 
A look back at the 
E&O lessons to be 
learned from 2022

By Matthew Davis
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www.wnins.com

At Western National Insurance, nice is what’s 
guided us for over 100 years. And we’re just 
getting started.

Western National Insurance. The power of nice.

nice
makes you smile.
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continued from page 33

commercial property policies; three were on commercial 
general liability, including three of the top four; three were 
on dwelling fire policies; and three were on farm policies. 
The message here is clear: If you frequently work in these 
areas—and especially if you only dabble—E&O claims are 
on the rise. 

How did those claims happen? In terms of process missteps, 
the main culprits were “policy change errors,” which rose from 10% of all claims in 2020 to 15% in 2021, which is 
roughly what they were in 2018 and 2019, and to 20% in 2022. Similarly, “policy issuance errors” rose slightly in 
2022 and “policy delivery errors” increased by 2%.  

Taken as a group, these are troubling developments. Some appellate courts are displaying a greater willingness 
to impose the duty to read the policies they receive on insurance customers. Others are starting the clock on 
the statute of limitations at policy delivery instead of at the time of the loss. Those are very positive decisions 
for insurance professionals. However, you cannot take advantage of them if you don’t get that new, renewed 
or changed policy into your customer’s hands.  

Looking again at the top 20 claims, six were policy change errors, four involved policy renewal or replacement, 
and four involved recommendation errors. 

Viewing these terrible 20 by the type of customer, half of them were on new business for existing or, more 
commonly, new clients. The rest are for existing customers involving mid-term changes or renewals. Mid-term 
changes alone have gone from 8% of claims in 2020, to 12% in 2021 and 14% in 2022.  

These E&O claims manifest themselves in dozens of different ways. Ultimately, though, far and away the most 
common error is a simple failure to procure the coverage your customer requested, accounting for 36% of 
all claims in 2022 and seven of the top 20. Granted, customer memories can be fuzzy at best, which is being 
charitable, but those figures are no surprise.  

Nobody remembers a recommendation made during a five-minute discussion three years ago. If you don’t 
capture that conversation in a contemporaneous, time-stamped file note or email, it didn’t happen. Plain and 
simple. 

A wise man once said, “The past cannot be changed. The future is yet in your power.” Now is the time to study 
the past so you can learn from—and avoid—the mistakes your competitors made. If not, the odds are that 
you’ll be featured in this column next year. 

Matthew Davis is a vice president and claims manager with Swiss Re Corporate Solutions and works out 
of the Kansas City office. Insurance products underwritten by Westport Insurance Corporation and Swiss Re 
Corporate Solutions America Insurance Corporation, Kansas City, Missouri, members of Swiss Re Corporate 
Solutions.

This article is intended to be used for general informational purposes only and is not to be relied upon or used for any particular purpose. 
Swiss Re shall not be held responsible in any way for, and specifically disclaims any liability arising out of or in any way connected to, 
reliance on or use of any of the information contained or referenced in this article. The information contained or referenced in this article 
is not intended to constitute and should not be considered legal, accounting or professional advice, nor shall it serve as a substitute for the 
recipient obtaining such advice. The views expressed in this article do not necessarily represent the views of the Swiss Re Group (“Swiss Re”) 
and/or its subsidiaries and/or management and/or shareholders.
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Steady.
Reliable.

Strong.

www.northstarmutual.com
Cottonwood, Minnesota

An Independent Agency Company
Rated A+ (Superior) by AM Best
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MEMBER 
BENEFITS

® MINNESOTA
Your Big I MN staff is always willing to help 

in any way we can.
Call us at 763-235-6460 or email yourfriends@bigimn.org

One of the most valuable assets of Big I MN membership is having a 
dedicated lobbyist in the state and multiple lobbyists on the national 
level.  The Big I MN advocates for your independent agency survival.  
Our contracted lobbyist, Robyn Rowen, has built relationships with 
legislators and the Department of Commerce over the past 15 years 
so that we have an inside track to prevent bad legislation and help 
modernize systems.

ADVOCACY
The Errors & Omissions program through SwissRe is the gold standard 
across the country and has been written through the state associations 
throughout the country for over three decades.  When you insure your 
agency with the Big I MN, you don’t just get a policy, you get a team 
taking care of your largest asset, your agency.

Cyber Liability through the Big I MN with Beazley means you get 
access to the cyber protection policy written just for insurance 
agencies.  The importance of this coverage has grown exponentially 
for the insurance industry in the past few years and if you have a 
breach, you could lose your agency.

CyberFin – Your agency can access protection from cyber breaches by 
enlisting the professionals at CyberFin.  Utilizing their service will help 
steer the cyber attackers away from your agency.

RISK MANAGEMENT

Catalyit – A technology resource to answer all your biggest technology 
questions in one place, simplifying technology for insurance agencies.

Company Contract Reviews – The National Big I has reviewed many 
company contracts and can analyze the specific benefits and or points to 
consider for your individual agency benefit.  All members have access to 
this information. 

ACORD License Fees - For agencies that use an agency management 
system to access ACORD, and discounted to agencies without an agency 
management system.  This benefit is available to agencies with P&C 
revenue of less than $50 million.

Trusted Choice – Access to customized advertisements for your agency, 
content to share on your website and/or social media sites, and branding 
reimbursement.

CareerPlug – List your employment opening with multiple recruiting sites 
including Indeed & Zip Recruiter.  Utilize your agency dashboard to be 
able to track the progress of your applicants through the hiring process.

Big I Hires – Utilize these tools to create your job listing, access onboarding 
resources, and skills assessments.

Agency Valuation & Perpetuation Services and Consultation – Working 
with Agency Focus and Carey Wallace, we have tools to help you look at 
the value of your agency, not only for preparation to perpetuate or sell, 
but to improve your processes and increase efficiencies.

Lawyer Consultations – As a member of the Big I MN, you have access to 
15 minutes of FREE consultation with our lawyers to help determine the 
need for legal advice involving you and your agency business.

ePayPolicy – Provides a simple, cost-effective way to process online 
payments, while you pass the transaction fees to your insureds.

Big I Markets – Unique and hard to place insurance products available for 
your clients for both personal and commercial.

Docusign – Member discounted access to this time-saving electronic 
tool.

ADDITIONAL RESOURCES

Our professional designation programs are among the most respected 
in the country.  By training your agency force, you protect your agency 
and your customers.  Having the knowledge to be your customers 
trusted source for insurance protection is invaluable.  The Big I MN is 
the provider of this training including highly respected speakers and 
relevant topics.

• Designation Programs – CIC, CISR, CRM
• Live Webinars – NO TEST!
• Ethics – FREE for members
• Flood
• E&O Loss Prevention
• Virtual University – access to thousands of articles on insurance 

topics and “Ask An Expert”

TRAINING

Annual EXPO – The Big I MN’s largest gathering of insurance industry 
professionals from agencies, carriers and vendors alike.  Get together 
for education, awards, food, drink, and NETWORKING!  

Regional Golf Outings – Several golf outings are held throughout the 
summer in the state.  Enjoy the short MN summer with your industry 
partners and make those connections that are so important to your 
agency success.

Emerging Leaders – The gathering of young insurance professionals 
for networking, sharing their successes and challenges and growing 
in their professions throughout the year.

Specialty Programs:  MyNetwork Groups focused on cohorts with like 
positions such as owners, producers, women in leadership roles, etc.  
Executive Retreat programs are in the works for 2023.

The Big I MN and our Power in Partner members support local colleges 
and universities in their Risk Management and Sales programs.  By 
involving our agency and carrier members, we can communicate and 
build awareness of the independent agency system and the unlimited 
possibilities for future entrepreneurs and leaders.  Get involved by 
volunteering your time to connect with these groups.

EVENTS & NETWORKING 
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Products underwritten by Nationwide Mutual Insurance Company and affiliated companies. Columbus, OH. Nationwide and the Nationwide N and Eagle are service marks of Nationwide Mutual Insurance Company. ©  2018 Nationwide 7143411

 

For more information,
please visit www.nationwide.com.

 

For your
taking care of 
what matters 
side, there’s
Nationwide.
AUTO  |  HOME  |  BUSINESS  |  LIFE  |  FARM  |  RETIREMENT
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We Work For You!
Big I MN Staff

® MINNESOTA

April Goodin
Executive Vice President

agoodin@bigimn.org

Michelle Herr
Chief Operations Officer

mherr@bigimn.org

Lisa Flatten
Accountant & HR Diretor

lflatten@bigimn.org

Amy Rau
Membership & Education 

Director
arau@bigimn.org

Keith Knapp
Communications Director & 

Database Manager
kknapp@bigimn.org

Alina Saleem
Education & Member Service 

Professional
asaleem@bigimn.org

Robyn Rowan, J.D.
Legislative/Regulatory 
Counsel and Lobbyists

763.235.6460
800.864.3846 yourfriends@bigimn.org bigimn.org

601 Carlson Parkway, Suite 450
Minnetonka, MN 55305

Gloria Thompson, 
CIC, CIPW

Insurance Agency Advisor
gthompson@bigimn.org
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We’re the kind of 
insurance company you 
can take home to mom.

EMC Insurance Companies  |  Des Moines, IA  |  800-447-2295
©Copyright Employers Mutual Casualty Company 2023. All rights reserved.

  Trustworthy  

  Financially strong

  Local roots 

  Values long-term relationships

  Always brings a side dish

At EMC, we show our full value in countless 
ways. But perhaps most importantly, we serve 
as a partner to our local independent agents. 
Let’s work together to ensure your clients have 
the coverage they need when they need it. 

emcins.com
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Commercial Property – Challenges and Opportunities

Commercial property insurance agents and their customers are experiencing a hardening market.   
This condition is partially driven by changes in company reinsurance contracts that impact availability 
of coverage, cost, and retentions.   In addition, beyond significant catastrophic events, the impact 
of losses resulting from perils not contemplated in most catastrophe models have made a difficult 
market harden even further.  State Farm’s article “Water & Ice: Not so Nice” discloses how cold 
temperatures in 2022 resulted in more than $181M of paid claims.

Many carriers have found it necessary to offer renewals that reflect significant changes in terms and 
conditions.  Identifying commercial property markets and the appetite of each is the first step in 
steadying the renewal process for the agency and its customers.  Be prepared to explain changes in 
policy terms and disclose them in renewal proposals.  The most common changes to be watchful of 
are: 

How Are Insured’s Notified of Renewal Changes?

Most states require a carrier to notify an insured in advance of any 
significant changes in coverage applicable at renewal. Agents most 
often receive a copy of this notice.

Minnesota statute 60A.351, Renewal of Insurance Policy with 
Altered Rates.

If an insurance company licensed to do business in this state offers or 
purports to offer to renew any commercial liability and/or property 
insurance policy at less favorable terms as to the dollar amount of 
coverage or deductibles, higher rates, and/or higher rating plan, the new 
terms, the new rates and/or rating plan may take effect on the renewal 
date of the policy if the insurer has sent to the policyholder notice of the 
new terms, new rates and/or rating plan at least 30 days prior to the 
expiration date. 

continued on page 43

Insurance to Value Significant changes to insured values magnify rate increases

Margin Clause Endorsement Un-blankets blanket coverage shown on the declaration page

Valuation Change – RC to ACV Could apply to the entire building or be limited to the roof

Percentage & Large Deductibles May apply to each building, to the blanket, to each loss – Read the Policy

https://newsroom.statefarm.com/water--ice-not-so-nice/
https://www.revisor.mn.gov/statutes/cite/60A.351
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You understand 
your clients. 

Liberty Mutual Insurance and 
Safeco Insurance understands how 
to support them.

We know your clients’ needs are unique. 
That’s why we work with you to customize 
coverage exclusively for them. 
Talk to your territory manager or visit 
LibertyMutualGroup.com/Business or Safeco.com 
to learn more. 
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continued from page 41

Unique Coverage Considerations for Townhomes, Condominiums and Cooperatives

The association’s governing documents outline the scope of insurance coverage that must 
be provided by the commercial property master policy.  Many of these documents refer to 
Minnesota Statute 515B – Common Interest Ownership Act.  The insurance provisions within 
this statute require the master policy to provide coverage for the units or structures within 
the units, and common elements.  The association’s insurance may, but does not have to 
include coverage for:

• Ceiling or wall finishing materials

• Finished flooring

• Cabinetry and Finished millwork

• Electrical, heating, ventilating, and air conditioning equipment 

• Plumbing fixtures serving a single unit

• Built-in appliances

• Other improvements and betterments 

* Building components not covered by the master policy can be covered under Coverage 
A – Dwelling on an HO 6 form  

Associations should promptly communicate coverage provided by the master policy to unit-
owners.  Coordination of coverage with the individual’s personal HO-6 policy is necessary to 
avoid huge coverage gaps.  Loss Assessment coverage under the HO 6 can commonly be used 
to pay for deductibles and other losses assessed to owners by the association for covered 
losses.  Read the form.  Not all policies include limits sufficient to cover the full loss assessment 
exposure when it comes to large property deductibles.  Assessments for losses occurring prior 
to ownership of the unit may be excluded.  

Recognize that problems often create opportunities.  Start working your expiration lists early 
and solicit other coverage options for your customers when appropriate. Prospects that were 
not previously willing to entertain quotes may welcome you with open arms and maybe even 
mid-term. Beyond pricing, put forth a diligent effort to fully understand and be able to explain 
the policy terms being offered.  Have empathy for clients impacted by these changes and offer 
reasonable solutions to help contain overall insurance costs. 

If you understand the problem, can create coverage solutions, and find a way to communicate 
bad news in a caring way, you will win clients over with trust and respect.  Not a bad thing for 
our industry in these trying times.

https://www.revisor.mn.gov/statutes/cite/515B.3-113
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Let’s Grow Minnesota

Tricia B.
Personal Lines

Underwriter

Kelsey C.
Farm Lines

Underwriter

Katrina P.
Commercial Lines

Underwriter

Meng L.
Specialty Lines

Underwriter

Scan the QR code or visit secura.net/MN-agents  
to learn how your SECURA team can help.

Commercial | Personal | Farm-Ag | Specialty 

RASCompanies.com
@RASWorkComp

Get insights into
our specialized

expertise for the
Education
Industry.

WHAT’S POSSIBLE IN 
MINNESOTA? ANYTHING.

When you partner with Risk Placement Services — the leading 
partner for independent insurance agents and brokers — anything 
is possible. At RPS, we’re focused on the human side of  your retail 
business. Communication, attention to detail and commitment. 
Building relationships that thrive for decades. We know that’s what 
retailers in the great state of  Minnesota are all about.

And we’re here to help you come through for your customers.

Risk Placement Services, Inc. (RPS), one of the 
nation’s largest specialty products distributors, 
offers valuable solutions in wholesale brokerage, 
binding authority, programs, nonstandard auto 
and standard lines.

RPS43965 0222 rpsins.com

LET’S GET IN TOUCH.
Brandon Goodin
952.646.6750
Brandon_Goodin@RPSins.com
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Workers’Compensation
APPLY TO BE AN AGENT: 
WWW.GUARD.COM/APPLY/

Our Workers’ Compensation policy is available nationwide except in monopolistic states: ND, OH, WA, and WY. 

We distinguish our Workers’ Compensation coverage by providing  
value-added services before, during, and after a claim.

          Upfront loss control measures

          Responsive claims handling

          Facilitation of quality medical care (when an accident does occur)

We’ve been successfully protecting our policyholders and their 
employees since 1983.

Browse all of our products at www.guard.com.

©2023 Keystone Insurers Group ®. All rights reserved.  This does not constitute 
an offer to sell a franchise in any state in which the Keystone Insurers Group franchise is not registered.

Learn more about how Keystone can beef up your agency offerings

But do they come with 
all the extras?

Aggregation?  Check.  National carrier contracts?  Check.  Basic networks can do a lot for an agency. 

Keystone does all that and more.

We’re sure other 
networks are great.

https://lp.keystoneinsgrp.com/sa-learn-more
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Managing General Agents | Wholesale Insurance Brokers

Aviation  |  Bonds  |  Cannabis  |  Casualty  |  Commercial Agribusiness  |  Farm  
  Healthcare & Human Services  |  Personal Lines  |  Professional Liability  |  Property  |  Transportation  |  Workers’ Compensation

800.878.9891   
ArlingtonRoe.com

Let us help you find 
the right solutions.

Experience you can trust.
Service you can rely on.

Our knowledgeable underwriters and brokers coordinate among specialty teams to  
meet the needs of multi-faceted risk opportunities. Our specialties extend beyond commercial 
lines into personal lines, farm and ranch, bonds, cannabis and more. We have a dedicated medical 
malpractice team and one of the strongest aviation teams in the Midwest.  

Our goal is to provide one-stop solutions for our independent producers’ local and nationwide 
insurance coverage needs. 

Specialty teams to piece  
each risk puzzle together for you. 
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It’s like getting Selling-Your-Business Insurance. 

Get 10 interested buyers for your  
insurance practice in 90 Days. Guaranteed.

Contact: Keith Payne
Insurance Industry Business Broker 
Call: (612) 730-1030 
Email: kpayne@sunbeltmidwest.com
Visit: www.sunbeltmidwest.com

PROTECTING RESTAURANTS & BARS  
is WHAT WE DO BEST 
Call us at 1-888-5-SOCIETY 
or visit societyinsurance.com.

Midwest Family Mutual 
Insuring Midwest Values 

Since 1891 

Represented by the Best Independent Agents in the Industry 

 
“We serve our Agents first to serve Policyholders best!” 

www.midwestfamily.com 

 �Thousands of commercial 
bonds available electronically
 �Fastbonds: Contract bonds 
up to $750k credit-based, 
$751k-$1.5M written with a 
simple financial statement
 �Contract bonds: large, middle 
market & small contractors

651-304-0414 / 800-247-2312
tknutson@orsurety.com

www.orsurety.com

lestelle@capitalpremium.net

913.579.7727

www.capitalpremium.net |mainquotes@capitalpremium.net

15060 South Red Bird Street Olathe, KS 66061

Serving MN agents
under the same name for

www.nsa-mga.com

70 YEARS
AND COUNTING...

www.naucountry.com

Insuring your crops. 
Ensuring your success.
���������������������������������������

WORKERS’ COMP
THAT’S WORTH
SWITCHING FOR

© 2023 EMPLOYERS

employers.com/insurance-agent
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travelers.com 

© 2016 The Travelers Indemnity Company. All rights reserved. Travelers and the Travelers Umbrella logo are registered trademarks of 
The Travelers Indemnity Company in the U.S. and other countries. M-17604 Rev. 1-16 

It’s better under the umbrella®

www.amtrustfinancial.com

SMALL    
BUSINESS 
IS OUR 
BUSINESS IN 
MINNESOTA

Out-Think.
Out-Work.
Out-Execute.

rtspecialty.com

Commercial Lines 
AVAILABLE IN MINNESOTA

AmGUARD • EastGUARD • NorGUARD • WestGUARD

APPLY TO BECOME AN AGENT: WWW.GUARD.COM/APPLY/

 

 

Spring Holcomb  
Minnesota Underwriter 
 
Office: 405-283-4389 
Email: Spring.Holcomb@greatnorthwest.com 
www.greatnorthwest.com 
 

your 

trusted source of

information about

workers' compensation 

mwcia.org

Since 1921 

msainsurance.com

AGENTS FIRST, AGENTS ONLY. 
ALWAYS.

SINCE 1923

SCAN THE CODE 
TO SCHEDULE 
A MEETING
WITH MITCH.

Mitch Wall | Business Consultant

BUILD 
YOUR
BOOK

While protecting it 
from predatory PEO’s

We Make Surety Work for You

Learn more at www.bondexchange.com
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©2021 Westfield. All rights reserved.

Because you believe you are  
            meant to do something more.

                  We believe in you.

westfieldinsurance.com

 Representing insurance agents and 
brokers in Minnesota and Wisconsin 

 Swiss Re approved agency auditor 
 Rule 114 qualified neutral (mediator) 

Jessica C. Richardson 
612-522-2040 

jrichardson@tstlaw.com 

STATEAUTO.COM

1-800-598-5560
ifcnationalmarketing.com

WHAT HAS 
YOUR IMO 
DONE FOR 
YOU LATELY?

Generate new revenue 
streams from your current 
book of business.

Medicare & Senior Products
Annuities, Life, DI & LTC 
Individual Health Products
Group Health Products

FACEBOOK-F  linkedin-in  Twitter  

We are prospecting in MN! 
To get started, visit 

 bhhc.com/agents-brokers/become-an-agent or 
email Hello@bhhc.com to schedule a call to discuss 
our expansive commercial auto & property appetite! 

800.488.2930 | bhhc.com

Receive a cyber liability non-renewal notice?
CyberFin can change that. 

(612) 888-0032 | protectme@cyberfin.net | cyberfin.net

STACEY GOHL

Workers' Compensation
for Contractors

Proudly Supporting Local Agents Since 1996

https://bandcfund.com/

New Business
Commission
Paid to Agents

10% 8%
Renewal Business
Commission
Paid to Agents

REGIONAL SALES EXECUTIVE
(320) 249-4791
SGOHL@MACKADMIN.COM
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 “I love wasting time.”No agent ever said, 

There’s a  
better way to 
quote online.

ufginsurance.com/online

sfbank.com  |  888.254.0615  |

We Understand the Insurance Agency Business

507-390-2145
sentry.com 

We're here to help protect 
your middle-market clients. 

Interested in a conversation? 
Contact Territory Underwriting Specialist Angie Kubicek

CONTACT US TODAY!
< Name >
< Title >

< Phone >
 < Email >

< Address >

n Competitive insurance rates  n Powerful brand recognition     
n Field leadership support  n Product training      

n Extensive marketing co-op program     
n Competitive commission on insurance and membership

Insurance underwritten by one of the following companies: Auto Club Insurance  
Association, MemberSelect Insurance Company, Auto Club Group Insurance Company, 
Auto Club Property-Casualty Insurance Company, Auto Club South Insurance Company,  

or Auto Club Insurance Company of Florida. ©2023 The Auto Club Group.  
All rights reserved. 23-IN-1013 LC 2/23

Every sale has a beginning and an end. AAA can help your independent 
agency with both. Add AAA to your product mix and you could grow 
your bottom line by selling insurance through AAA and providing the 

extensive benefits of AAA Membership  — an unbeatable combination of 
security and savings. If you’re ready to grow, we’re here to help with 

the products and support that could help you earn more.

MORE THAN a trusted brand AAA IS 
THE PERFECT LEAD — AND CLOSE.

Donna Kimmes 
Director, Field Director MN/ND 

651-238-7111 
donna.kimmes@acg.aaa.com 

600 W. Travelers Trail, Burnsville, MN 55337

1-800-245-4622 servicemasterps.com

Rated The Best Disaster Restoration Service

#4045
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GROW YOUR
MINNESOTA

BUSINESS!

Get appointed with a Top 20,  
full-service work comp carrier.

www.icwgroup.com/join 952.258.9683

Workers’ Compensation 
Insurance

AccidentFund.com

SIMPLE SOLUTIONS AND 
COMPLETE PROTECTION
Our one-stop-shop approach allows
you to service all your clients’ needs
in our innovative agent portal, Encova
Edge, so you can ensure your clients
have complete, straightforward 
protection.

encova.com

BUSINESS  •  AUTO  •  HOME  •  LIFE

Visit our website today to learn more about our customized 
packages of protection for your personal and commercial clients. 

badgermutual.com 800.837.7833     badgermutual.com    

Historic Company.
Startup Mentality.

SELECTIVE — YOUR 
INSURANCE CARRIER 
OF CHOICE

Selective provides 
you with opportunities 
for profitable growth 

by delivering a 
superior customer 

experience.

© 2022 Selective Ins. Group, Inc., Branchville, NJ.  
Products vary by jurisdiction, terms, and conditions and are 
provided by Selective Ins. Co. of America and its insurer affiliates. 
Details at selective.com/about/affiliated-insurers.aspx. SI-22-109

WORKERS’ COMP FOR WORKING PEOPLE

amerisafe.com - 800.256.9052

© 2023 AMERISAFE, Inc. AMERISAFE is a registered trademark of AMERISAFE, Inc. SAFE ABOVE ALL and the AMERISAFE LOGO are trademarks of AMERISAFE, Inc. 
All rights reserved.

AGRIBUSINESS
CONSTRUCTION
MANUFACTURING
MARINE
OIL & GAS
ROOFING
TRUCKING
WOOD PRODUCTS

Broad protection solutions on admitted A+ rated paper for       
 Commercial Real Estate, Hospitality (High end restaurants & hotels),

Retail, Wholesale/Distribution, Manufacturing.

Innovative.    Responsive.    Rock Stars.

For more information visit Axonu.com or contact:
Michelle Krupa      mkrupa@axonu.com       716.863.1798



to our 2023 Big I MN Partner Members

AAA Insurance
Nationwide

Risk Administration Services
RPS

SECURA Insurance
Travelers Companies, Inc.

Accident Fund
AMERISAFE

AmTrust Financial Services, Inc.
Axon Underwriting Services-MMP

Badger Mutual Insurance
Berkshire Hathaway GUARD Insurance 

Companies
Berkshire Hathaway Homestate Companies

BondExchange
Burns & Wilcox of Minneapolis

Capital Premium Financing
Cincinnati Insurance Companies

CyberFin LLC

Employers
ENCOVA

ePayPolicy
Erickson-Larsen, Inc.

Finances Made Simple, LLC
FIRST Insurance Funding

Foremost Insurance Group
Grand Exteriors

Great Northwest Insurance Company
ICW Group Insurance Companies

IFC National Marketing, Inc.
Insight Restoration

Legacy Education Organization

Mackinaw Administrators
Main Street America Insurance

Midwest Family Mutual Insurance Co
MN Workers Comp Insurers Association
National General, an Allstate Company

NAU Country Insurance
Northern States Agency

OCI Insurance & Financial Services, Inc.
Old Republic Surety Company

PRO Resources
R-T Specialty, LLC.

Savvital
Security Financial Bank

Selective Insurance Company of America
Sentry Insurance

ServiceMaster Professional Services
Society Insurance

State Auto Companies
Sunbelt Business Advisors

The Hanover Insurance Group
Tomsche, Sonnesyn, & Tomsche, PA

United Fire Group
Westfield Insurance

® MINNESOTA

PLATINUM

GOLD

SILVER

DIAMOND

Thank You
CHAIRMAN’S

CIRCLE

MINNESOTA

®

NETWORK
®


