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Thank you, agents, 
        for all that you do.

We have many stars 
that shine bright!



Fall 2019 • The Minnesota News  3

MIIAB BOARD OF DIRECTORS
Kelly Bowe, CIC
President
Bremer Insurance Agencies, Inc.,  Lake Elmo

Chad W. Ostermann
President - Elect
M & M Insurance Agency, LLC, Mapleton

Shawn Flavin, CIC
Vice President
Christensen Group, Inc., St. Cloud

Hal E. Tiffany Jr., CIC
Past President
Hal Tiffany Agency, Inc., Rosville

Chad Bjugan
IIABA State National Director
Richfield State Insurance, Richfield

Frederick Banfield, Jr.
Heartman Insurance, Rochester

Alisa Lamb
Stein Insurance Agency, Inc., Lindstrom

Christine Larson
Empire Insurance Group, Inc.., North Branch

Jay Nesbit
Nesbit Agencies, Inc.., Minnetonka

Jean Sundlof, CIC, CPCU, ACI
Kraus-Anderson Insurance, Burnsville

Scott Wojtysiak, CIC, CSRM
Reliable Agency, Inc., Hermantown

MIIAB STAFF
Daniel D. Riley
Executive Vice President
763.235.6470  driley@miia.org
April Goodin
Director of Operations
763.235.6475  agoodin@miia.org
Keith B. Knapp
Director of Communications
763.235.6478  kknapp@miia.org
Alan Lepley
Chief Financial Officer
763.235.6479  alepley@miia.org
Bernie Neff
Insurance Agent Advisor
651.757.7533  neffbj@aol.com
Amy Rau
Director of Education & Events
763.235.6471  arau@miia.org
Dominic Sposeto
Government Affairs Director
763.235.6485  dsposeto@gmail.com

Fall 2019

The Minnesota News CONTENTS
Inside

 5 President’s Message
 9 Executive VP Message
13 Auto Owners Profile
23 IMT Insurance Profile
31 EMC Insurance Profile
42 Education 
46 Power in Partners

On the Cover

2019 OCSR of the Year
Page 15

15490 101st Ave N, Suite 100 
Maple Grove,  MN 55369

763.235.6460       800.864.3846       F:763.235.6461      miia@miia.org       www.miia.org

MN Independent Insurance
Agents & Brokers Association

25 Selling Your Insurance 
Practice:  Millions of businesses 
owned by Baby Boomers are being 
sold. Make sure you are ready.

17 Big Brother and 
Your Cell Phone

10 Remembering Gary Van Baak 
1942-2019

35 Corporate Solutions

FOR
SALE

mailto:driley@miia.org
mailto:agoodin@miia.org
mailto:kknapp@miia.org
mailto:alepley@miia.org
mailto:neffbj@aol.com
mailto:ashrode@miia.org
mailto:dsposeto@gmail.com
mailto:miia@miia.org
www.miia.org


4  The Minnesota News • Fall 2019

WHAT’S  
IMPORTANT TO YOU,  
IS IMPORTANT TO US.
Trust the safety and reliability of the

Safelite AutoGlass® exists to make a difference in people’s everyday lives 
so that you, and your family, can enjoy the road ahead.
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Kelly Bowe, CIC
kpbowe@bremer.com President’s Message

Dear MIIAB Members,

We’ve all heard the old saying “change is the only constant”.  After decades in this business, I’m 
prone to agree.  

Maybe it was all the media revisiting Apollo 11’s historic landing on the moon but I’ve been 
thinking about the past and the future lately. I can still recall sitting in our family room 
watching Neil Armstrong’s giant leap for mankind playout on our sofa sized console television.  
I remember it took three men and a boy to bring that ponderous TV into the house.  I know this 
because I was the boy. Today, I can watch events unfold on a cell phone, laptop, or IPAD so small 
that I’m constantly wondering where I put them.

It wasn’t all that long ago that I remember idling, less than patiently, in a long line of cars.  
There was no such thing as a cell phone then and I was waiting for access to one of North 
Dakota’s few drive up payphones.  For those of you unindoctrinated to drive-up payphones, 
leaning out the window into the screaming winter winds and 20 below temperatures adds to 
the experience much the same way that twisting your ankle does after stubbing your toe.  The 
whole process left a lot to be desired. 

Business communication changed once again with the advent of the fax machine.  A fax arrived 
with much beeping fanfare and the paper it was printed on spewed out in giant rolls that faded 
faster than my enthusiasm to mow the yard.  

The next evolution in communication technology was the bag phone. In many ways this 
“state-of-the-art” technology resembled a medium sized Samsonite suitcase and weighed 
three pounds more than my pontoon anchor.  The phone had a battery life of one and a half 
conversations and an effective range slightly longer than its handset.  Not great, but progress.

Today the communication technology impacting our industry has exploded and continues to 
evolve. We have the internet, email, Jabber, Texts, Twitter, Facebook, You Tube, Linked In and 
the list goes on.  I can’t keep them all straight because I’m officially a dinosaur.  Come to think 
about it, maybe that’s what led to their extinction.  One too many changes and they just forgot 
how to talk to each other.

Technology brings great improvement but also, it’s share of challenges.  Now we need to 
consider the impact of digital purchasing, social media, big data, artificial intelligence, and 
predictive modeling.  We need to be looking for ways to stay relevant, bring value and improve 
the customer experience.  The challenge is which customer?  Millennials?  GenX’s or GenZ's?  
Baby Boomers?  Each might have a different preference for how they like to navigate through 
the insurance buying experience.  How do we stay connected and productive?

The MIIAB is aware of the many challenges facing independent agents, and along with a 
long list of agents and carriers is partnering with a company called DAIS Technologies to 
help digitally transform the insurance industry.  The DAIS website describes its product as the 
Internet of Insurance.® A grand title, but this internet does a grand thing: it allows agents, 
carriers, policyholders, InsureTechs, data vendors, and others to build relationships by providing 
vast new functionality (even SEMCI!) and connectivity.  I’ve had the opportunity to spend time 
with the DAIS founders and listen to them describe how this will make insurance faster, more 

The evolution of 
the revolution 
called change.  

Finally, a 
“relationship 

network!”
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Underwriters who know and understand what  
coverages are necessary to protect the business.

Loss prevention professionals who use a hands-on approach  
to help develop programs tailored to the individual business.

Claim reps with the expertise and technology  
to process claims quickly and efficiently.

As an Official Supplier of  the Silver Lining®, you and West Bend  
will find the right insurance plan for your valued customers.

To find out more, talk to your West Bend underwriter.

And we know what it takes to protect it.

We know what it took to build this business. 

Celebrating 125 years of valued relationships with our agent partners.
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connected and more productive.  It’s all very impressive. This is a great example of our industry evolving and our need to evolve with it. Technology 
doesn’t have a pause button and in the immortal words of our hometown ranger Bob Dylan, “For the times they are a-changin.” 

Selling is changing too.  Over my sordid career I’ve seen plenty of change in the sales side of the game.  I recall being subjected to a mind-numbing 
variety of sure-fire sales techniques all designed to get us into Cadillacs by the spring.  In hindsight, most of them weren’t worth the powder to blow 
them up but at the time, we were all in.  I remember attending a sales meeting where the “Tell Sell” was all the rage.  At great expense and fanfare, 
the company I was with had rolled out a new multi-colored sales flip chart.  It was loaded to the gills with features and benefits of our program 
and we were charged with memorizing the material.  Armed with our trusty flip charts we barnstormed across the countryside telling anyone who 
would make eye contact about the items we had listed and why they were important.  It might have been a good idea at some point to ask what our 
clients felt was important but that’s another story.  My takeaway from all this is sales continues to evolve and we will need to constantly make course 
corrections to anticipate and meet the needs of our clients.  We can’t go wrong if we focus on what’s right for our insureds.

The pace of progress continues to accelerate and it’s exciting but ultimately, while the sales technique, media or technology will change the basic 
importance of telling our story stays the same.  I’m thinking the need for communicating our message, connecting with our customers and opening 
a meaningful dialogue won’t be eliminated by the change in a calendar.  What is exciting about the Internet of Insurance is that it is a relationship 
network for our industry. It connects agents and carriers with alerts, notifications, collaboration, simple visualizations, and less time-wasting paper 
pushing which are all core to better and quicker relationships. Tools building relationships may look different, may happen faster with deeper 
analytics, but I believe the desire of clients to work with and rely on the expertise of someone they know, they like, and they trust will always remain.  
That’s you by the way!  

Good luck out there!

Kelly Bowe
2019-2020 MIIAB President

President's Message continued from page 5

GUARD
Berkshire Hathaway

Companies

Insurance

Powered by Agents
for Over 35 Years

and we plan to keep it that way.

Apply now.

AmGUARD AZGUARD EastGUARD

NorGUARD WestGUARD

� �

�

The Security You Need. The Name You Trust. See state availability at www.guard.com

Businessowner's Policy

Commercial Auto

Commercial Umbrella

Workers' Compensation
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or

sfmic.com

Delivering positive, long-term results for employers.

SFM. The right choice in workers’ comp.

or

No turtles were harmed during the making of this ad.

SFM MN Indep. Insurance ad-agn-0116.indd   1 2/2/2016   11:08:04 AM



Gary Van Baak – Past President (2003) of MIIAB Will Be Missed
It was with deep sadness that we heard from the family that Gary Van Baak passed away on July 29, 
2019.  As many of you know, Gary was an outstanding independent insurance agent in Chisholm, 
MN and had customers throughout the state of Minnesota.  Gary was very active in the association 
and did an outstanding job in bringing together his region over the years.  He was famous for his 
summer regional meetings whereby he bar-b-que’d rib roast on his gigantic Weber grill.  During 
his career he served in many capacities for the association and in 2003 he became President of the 
MIIAB.  He, his wife Dorothy, and his daughter, Karen were always in attendance at our conventions 
every year whereby Gary had that infectious “smirky smile” on his face.  We will all miss Gary being 
around and we wish Dorothy and his family the best.  We recently received a card from Dorothy and 
the family with a quote that describes Gary and his love for the outdoors – “A man used to say that 
the best part of hunting and fishing was the thinking about going and the talking about it after you 
got back. – Robert Ruark”

MIIAB Staff & Leadership Ramp Up the Company Partner Visits
This is our 12th year of visiting our company partners and their executive teams in their offices in MN, 
IA, WI, IL, FL, and MI.  At these meetings we discuss industry issues facing insurance companies as 
well as independent agencies.  Over the last several years, the top categories that companies would 
like to discuss are hiring talent, perpetuation, trends in the industry, technology changes affecting 
both companies and agencies, and how the changing weather patterns can cause havoc for the 
companies and the consumers.  We also discuss MIIAB’s relationship with the University of MN Sales 
Program, University of St. Thomas’s GIS fraternity, and the newly revived St. Cloud State Insurance 
major.  The MIIAB and the insurance companies have a keen interest in bringing new talent into the 
industry and together, we are working to accomplish this goal.  We thank all of the companies for 
their participation in the MIIAB’s Power in Partner Program.  We will see you soon!

Membership is Strong in the MIIAB and we THANK YOU for 
your Annual Investment

The membership of the MIIAB is stronger than ever.  We pride ourselves on representing 
ALL types of agencies, small, medium, large, including networks, clusters, and other groups.  
Although the number of agency locations may be shrinking, the number of agents and 
account managers is steady.  MIIAB concentrates on the value we provide to our members 
in lobbying, education, communication, public relations, and the largest E&O program for 
agents in the state through SwissRe.  We look forward to serving you and if you have any 
questions, please do not hesitate to contact our office.

We wish you well through the upcoming Fall, enjoy the great weather!

Dan Riley
driley@miia.org Executive VP Message

mailto:driley@miia.org


10  The Minnesota News • Fall 2019

I very much enjoyed getting to know Gary and Dorothy over these past 
many years. Gary always shared his great sense of humor, kindness and 
inspiration to our association members.  He will be missed by us all.   My 
sincerest condolences to his family.
-Ted E. Dyste Dyste Williams

Sad news! Great memories! “Life of the Party “!
-Sid Prom Becker Insurance Agency

Thank you for letting us know. We are so sad! Mary and I loved Gary!! 
He was such a fun guy!! 
-Michael Donohoe Past IIABA President and MIIAB President

I'm so sorry to hear of his passing. I did not get to meet him but based 
on the condolences & memories being shared here he sounded like 
an amazing individual who will be deeply missed.  My thoughts and 
prayers are with everyone during your time of loss.  God bless.
-Christine Larson Empire Insurance Group, Inc.

So sad to hear: I always love to talk to Gary’s as he was a Very positive 
gentleman.  I pray for ALL My MIIAB Family That your Day Be blessed 
with JOY and Happiness: And Lets remember ALL the Great times we 
Have Had together with Gary and Dorothy. I Love all you guys. Onward 
-Robb Wunderlich Wunderlich Insurance Agency

Betsy and I will certainly miss Gary.  He was a great, fun loving, caring 
person.   We will always have very fond memories of our many times 
with Gary and Dorothy.
-Craig McNulty HUB International Mountain States Limited

It is really sad to hear about Gary. He was always welcoming to me from when I joined the 
board as the Young Agent President until my current position. I really enjoyed our talks and 
advice he gave me over the years. He will be missed.  
-Chad Bjugan Richfield State Insurance

This is very sad news to hear.  Gary will definitely be missed!  Thanks for 
sharing the pictures. 
-Kelly Bowe Bremer Insurance Agency

Gary was a kind and gentle man and always had a ready smile.  He will 
definitely be missed.  
-Roberta A. Gibbons Dyste Williams

REMEMBERING GARY VAN BAAK
1942-2019
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Gary was such a great guy and a blessing for all of us to have known.  He will 
be missed. Best Regards 
-Dave Dotson Past MIIAB President

Thanks for sharing- it stirs great memories. So sad.
-Gary Otte Nesbit Agencies

This is a tough loss for Julie and I, we both loved Gary and Dorothy so 
much. Mike and Julie Johnson, Past MIIAB President

Barb and I are so sorry to hear this news of Gary’s passing.  I think of the many times we 
enjoyed the company of Gary & Dorothy and how gracious they always were to those around 
them.  Gary had a knack of knowing how things would trend in the future and was willing to 
share that insight with his friends.  He loved the outdoors and was an avid hunter, fisherman 
and boating enthusiast.  He was an “all around great guy” who will be missed by hundreds 
and hundreds of people who he came to know because of his outgoing personality.  I will 
miss him dearly. 
-Butch Rogers Past MIIAB President

Godspeed Mr. President.  Thanks for your friendship and smiles.  You will 
be missed.  Blessings and prayers for Dorothy and their family. 
-Richard McKenny Advance Insurance Agency

So sorry to hear! Gary will be dearly missed especially by the “old 
timers” and the “over the hill gang!”  Gary and Dorothy were always a 
joy to be around.  
-Owen Peterson Advantage 1 Insurance Agency

Gary really was a good guy, I will miss visiting 
with him.  
-Shawn W. Flavin 
Christensen Group Insurance

Gary was a wonderful man and great 
contributor to our industry for so many years - 
he will be missed, especially here in the north 
woods!
-Scott Wojtysiak 
Reliable Agency, Inc

Gary was a great friend, an encourager and joy to be with.  We traveled to many 
places together over the past 20 years and he and Dorothy were great hosts not 
only at their home but many other times the MIIAB family was together.  I thank 
God Gary was a part of my professional life and I will miss his friendship and 
positive attitude.  Cheryle and I will be praying for Dorothy and their family, for 
peace and comfort in this tremendous loss for all of us. 
-Myron O. Larson Larson Insurance
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For whatever 
lies ahead. 
Since 1916, Auto-Owners Insurance has been  
dedicated to the independent agency system and 
proudly stands behind the agents who represent us.  
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Diamond Profile

Auto-Owners Insurance 
Company, based in Lansing, 
Michigan, has been providing 
protection to its policyholders 
since 1916. Auto-Owners serves 
nearly 3 million policyholders 
in its 26-state marketing 
territory, providing a full line 
of property & casualty and 
life insurance products.

Auto-Owners entered 
Minnesota in 1945 and has 
been a strong presence in the 
state ever since. The company 
has an underwriting branch in 
Lake Elmo and claims offices 
in Lake Elmo, Rochester, 
St. Cloud and Willmar.

Auto-Owners also has nine 
marketing representatives 
and a marketing manager in 
Minnesota to service the 460 
independent agencies that 
represent the company. The 
marketing representatives 
visit agents regularly and most 

have backgrounds in either 
underwriting or claims, which 
enhances their marketing 
knowledge. Auto-Owners 
markets its products exclusively 
through independent agents.

Auto-Owners prides itself on its 
financial stability and its claims 
service. The company has been 
rated A++ (Superior) by A.M. 
Best 26 consecutive years, and 
has earned its highest rating 
every year since 1972. The Auto-
Owners Life Insurance Company 
has been rated A+ (Superior) 
by A.M. Best every year since 
1976. And for 17 consecutive 
years Auto-Owners has been 
listed among the Fortune 
500, ranking 382 in 2019.

Auto-Owners was ranked the 
best commercial lines carrier in 
a national survey conducted by 
National Underwriter Property & 
Casualty magazine in 2018. The 
survey, which was distributed to 

the PIA’s national membership, 
placed Auto-Owners first in 
six of 10 evaluation factors 
in determining the best 
carriers in the nation.

Auto-Owners received the 
2017 Company Award of 
Excellence from the National 
Association of Professional 
Insurance Agents (PIA). “Auto-
Owners is highly deserving of 
this, our association’s highest 
company honor. PIA National 
President Gary Blackwell said. 
“For independent agents, 
Auto-Owners is a true partner.”

In regards to claims service, 
Auto-Owners consistently 
garners high rankings from 
consumer publications, and 
from J.D. Power. In 2015 the 
company was once again 
ranked as “Highest in Customer 
Satisfaction with the Auto 
Insurance Claims Experience.”

FEATURED PARTNER
Auto-Owners 

Insurance Company

REGIONAL VICE 
PRESIDENT

Andrea Lindemeyer
COMPANY 

HEADQUARTERS
Lansing, Michigan 

AM BEST RATING
"A++" (Superior) Regional Vice President

Andrea Lindemeyer

Minnesota Independent Insurance Agents & Brokers 
Association recognizes Auto-Owners Insurance Company 
as one of its Diamond Partners.  MIIAB Diamond Partners 
are the highest level of sponsorship to our organization.

Fall 2019 • The Minnesota News  13
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Proactive Claims 
Management

Safety Training 
Services

Pay-As-You-Go 
Premiums 

Member  
Retention Rate 

96%

NurseCare 
Hotline
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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.

To qualify for the top state honor, the 2019 candidates submitted an essay on the following topic:

“Many agencies recognize the professionalism and knowledge of Account Managers and CSRs who successfully 
weave sales into their day-to-day responsibilities. Please summarize the sales training (if any) you’ve received 
from your agency or company and discuss what you believe are the three (3) most effective sales techniques or 
tools that make you a better Account Manager/CSR.”

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.

Danielle Janecka, Head of Participant Experience at The National Alliance had this to say about the award:

“As exemplified in their competition essays, their agency contributions, and letters of recommendation from peers, 
every one of the state winners raises the standard for personal and professional excellence in the risk and insurance 
industry. We honor them for the clear value they bring to their colleagues, teams, and organizations”

Each state winner receives a framed certificate and is eligible to compete for the national honor. The National Winner 
receives a $2,000 cash award, and a gold and diamond pin. A $1,000 cash award is awarded to the nominator of 
the National Winner, and the recipient’s employer receives a scholarship to attend any National Alliance Program. 
Additionally, the name of the Outstanding CSR of the Year is inscribed on a sculpture permanently displayed at The 
National Alliance headquarters in Austin, Texas.

My Insurance Career started in 1977, when I was a junior in High 
School, enrolled in the “On the Job Training Program.” I love what 
I do and have been Blessed for 42 years to have not just a job, but 
a life in the insurance world.  I want clients to see me as a loyal and 
committed professional, both in the office and out in the community. 
I have spent every day of my career at the same insurance agency.

I obtained my CIC designation in 1987.

My Mission is to help our clients be successful themselves. Their 
success will positively impact the success of our agency.

My Vision is to Stretch ourselves to be our best, providing services 
and support beyond providing an insurance policy.

My Purpose is being of service to others, helping them be the best 
they can be and to outwork our competition.

I believe that our value is measured by the success of our clients. 

Joni M. Ebert, CIC

2019 Outstanding
CSR of the Year

Joni M. Ebert
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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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Amazon, Facebook and Google 
say they really care about our privacy. 
But do they?  

They’ve loaded their products and services that monitor 
each of us, knowing that we are largely ignorant of their intrusive 
behavior.  

The use of private data is fast-evolving in the courts and changing how lawsuits are done, 
from civil cases to criminal trials to divorce court.  Data that is seemingly irrelevant to a lawsuit can 
cause great embarrassment for the unwitting.  

If you’re someone who values your privacy, there are things you can do to protect your data. Who knows, it 
may even help you in court down the road:

iPhone.  Every iPhone is a homing device. Its location-tracking feature is essential for accurate GPS navigation 
and weather reports. But it also means that the company can monitor your movements.

Apple records only a few months’ worth of your location data and stores it on your phone, not on Apple’s 
own computers. You can wipe this information whenever you like. But other iPhone apps can also track your 
location. This may make sense for, say, a trucking company app., but not so much for a gaming app. The 
gaming company might try to sell your location data to a third party.

On the iPhone’s Settings menu, under the Privacy tab is Location Services, which lists every app that transmits 
your location. The settings show whether the app tracks you all the time (“always”), only when you are using 
the app (“while using”) or never (“never”). For each app, you can limit location access to “always,” “while using,” 
or “never.” 

At the bottom of the menu is another option, “System Services.” Here you’ll find “Significant Locations,” which 
records where you’ve been located lately.  You again have the choice to allow the locator or to decline such 
tracking. 

Android. Android’s location tracking lets app makers keep tabs on your movements. Like with the iPhone, 
you can turn the location service on or off for each app.

Unless you have limited Google’ data retention capabilities, Google knows every move you’ve made. 
Fortunately, Google lets you delete this data.  For example, in Google Maps, select Settings, then Map History. 
You can order Google to erase your map records and even tell it to stop recording data altogether.

You can also lock down your phone’s contact list, to prevent the phone’s apps from learning too much about 
your friends and colleagues. To do this, go to Settings and Apps and check the permissions list for apps that 
have access to your contacts. There’s a similar feature on the iPhone’s privacy page.

Big Brother and Your Cell Phone

continued on page 19
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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, 2019.

AUTO | HOME | FARM | BUSINESS

TRUST US 
TO FUEL THEIR SUCCESS
We know what it takes to keep a convenience store running smoothly. With expanded 

property coverage that includes underground storage tanks, pumps, and canopies, our 

insurance helps store owners serve up friendly service and keep the business flowing 

smoothly. Trust in Tomorrow.® Contact us today.
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Google Dashboard.  At the Google Dashboard, you’ll find privacy controls that help you manage your 
Android phone, your Google Internet searches, Maps location data, and practically every other interaction 
with an Alphabet product.

If you haven’t restricted the data from being stored, you’ll find a history of the videos you’ve watched on 
YouTube, photos you shot with your Android’s camera, and the recordings of your voice commands to Google 
Assistant.

Google uses all of this data to target you with more-relevant advertising. Google notes that it can be helpful 
to a user because the user can download a backup copy of this data.  You can delete some or all of the data, 
and you can prevent it from being stored going forward.

Google Dashboard lets you pick and choose.  Maybe you want Google to track all your movements, but don’t 
want it to save your Internet searches. 

Google Dashboard also allows you to automatically delete your Google searches, your Google Maps location 
data, and information about the apps you use — after either three months or 18 months. It’s a set-and-forget 
approach that makes it easier to keep your data under your control.

Chrome. Chrome is the world’s most popular Web browser. Chrome syncs all the different devices on which 
you use the browser, so users have access to bookmarks and saved passwords, regardless of how they access 
them. The sync also shares your personal data with Google’s cloud-based computers.

If you value your privacy , you should go to your Chrome browser and switch off the auto-sync setting.

Google also said it will make it easier to identify and block cookies, a device which enables  websites you visit 
to monitor which sites you visit.

Alexa.  Amazon’s hugely popular voice-control system is now embedded in dozens of common digital 
products — each capturing snippets of household speech and sharing them with the giant online retailer.  
Alexa is supposed to record only when a user says the wake-up word, but it sometimes hears a bit too much. 
The Alexa app has a command to show your stored Alexa recordings. Again, if you value your privacy, you 
should delete them.

Keep in mind that even if you delete the recordings, it is widely rumored that Amazon, after deleting the voice 
recordings, still retains a text transcript.  

It should also be noted that there are many third-party voice-controlled Alexa apps, called “skills,” that might 
collect sensitive data. The Alexa app has a setup screen for monitoring them.

Facebook.  In recent lawsuits, Facebook postings have been used in court to strike jurors, prove someone 
wasn’t where they claimed to be, undermine testimony, and reject job applicants.  Transparency as to data 
isn’t always helpful.

You should make sure your Facebook messages can be seen only by online friends, rather than by every 
Facebook user.  And, while you are at it, make sure that your list of online Facebook friends can’t be seen by 
strangers trolling your page.

For your Facebook profile, you can limit the details others can see. For instance, you may share your date 
of birth only with Facebook friends, not strangers. You can remove certain details altogether. And you can 
prevent your Facebook page from appearing in a Google search, making it a little harder to find you.

Do you use your Facebook password to log onto other websites? If so, you’re sharing too much information 
with Facebook. Start logging in with a unique password, instead.

You can also prevent Facebook from using facial-recognition software to identify you in other peoples’ pictures 
or stop the company from including you in targeted ads for products that you “liked” with a mouse click.

continued from page 17

continued on page 21
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Of course, the simplest way to protect your privacy on Facebook is to be selective about what you publish 
there.  

Your Automobile.  In 1983, in the wake of the tragedy of the downing of the Korean Airlines Flight 007, an 
aircraft which was shot down while in Soviet airspace due to a navigational error, President Reagan made the 
navigation capabilities of the existing military GPS system available for dual civilian use.  In 2000, the Clinton 
administration removed the military use signal restrictions, thus providing full commercial access to the US 
GPS satellite system. Today, GPA systems are incorporated into automobiles, smartphones, cameras, animal 
tracking devices, and just about every high-tech device sold on the market.  

 What does this mean for your car? Your car knows where you are, can listen to you in your vehicle, can store 
that information, and can share that information with others.  It registers and maintains where you have been 
and what speed you drove.  It can lock your doors, flash your lights, and locate your car.  It can tell you if traffic 
ahead is congested. 

These features are great for public safety.  In Boston, the Marathon bombers were quickly tracked by police 
when they carjacked a Mercedes crossover, triggering the onboard “imbrace” telematics system. There are 
several instances where people isolated and injured in a car off the road can be located by the system. Police 
can determine the true cause of an accident by downloading the data on a car as to speed, time, and braking 
distance.  Trucking companies regularly use the data to monitor the driving habits of their drivers. 

There is a cost to this advancement, however, when it comes to privacy.  The tracking devices can be used to 
monitor employees, spouses and customers.  Auto lenders and auto renters use GPS devices to track when you 
leave town, how many times you go to the medical clinic, where you park the car and, if necessary, remotely 
disable a cars ignition.  A woman in Nevada said her vehicle was shut down on a freeway. Others state they 
have been marooned in dangerous neighborhoods.  One mother was unable to take her feverish child to a 
hospital.  Collection agents have been known to hack into the devices and monitor the activities of debtors:  
where they go and what they do. 

Many state legislatures, and the Federal Trade Commission, are weighing the balance between the benefit of 
GPS to consumers and the privacy infringement it creates. 

CONCLUSION:  The use of personal data is now prevalent in our society…and in our judicial system.  If you 
want to retain some anonymity in the modern world, consider taking steps to protect yourself from these high 
technology gadgets.  

The materials in this article are for informational purposes and do not constitute legal advice, nor does your unsolicited transmission of 
information to us create a lawyer-client relationship. Sending us an email will not make you a client of our firm. Until we have agreed 
to represent you, nothing you send us will be confidential or privileged. Readers should not act on information contained in this article 
without seeking professional counsel. The best way for you to inquire about possible representation is to contact an attorney of the firm. 
Actual results depend on the specific factual and legal circumstances of each client’s case. Past results do not guarantee future results in 
any matter. 

If your business or organization needs help with a legal matter, please feel free to contact former 
Minnesota Attorney General Lori Swanson or former Minnesota Attorney General Mike Hatch at 
the law firm of Swanson Hatch, P.A. They can be reached at 612-315-3037.  They are the only law 
firm in Minnesota with not one but two former Minnesota Attorneys General.  Visit their website at 
swansonhatch.com.  Mike Hatch previously served as Minnesota Commissioner of Commerce.  Lori 
Swanson previously served as Chair of the Federal Reserve Board’s Consumer Advisory Council in 
Washington, D.C.  

continued from page 19
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LET US  
UN-SHATTER  
THAT BAY  
WINDOW  
FOR YOU.

AUTO  |  HOME  |  BUSINESS

HOMEOWNERS INSURANCE THAT’S DESIGNED TO BE WORRY FREE 

A home is one of the most valuable assets. Whether it is a current homeowner, someone looking to 
own, or someone renting a home, financial protection is needed for the important things in life. 

A homeowners policy from IMT Insurance can help your policyholders Be Worry Free.  
Learn how you can represent IMT Insurance at imtins.com/contact.
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Diamond Profile

WE ARE A STRONG 
MIDWEST REGIONAL 
CARRIER THAT VALUES 
OUR RELATIONSHIPS 
WITH INDEPENDENT 
INSURANCE AGENTS.

PRODUCT LINES
IMT Insurance offers personal 
and commercial insurance 
products to help protect 
families, homes and businesses. 
We strive to offer great insurance 
products and exceptional 
service for a competitive price. 
These products include car 
insurance, home insurance, 
business insurance, farm 
liability, umbrella insurance 
and surety/fidelity bonds.

INDEPENDENT AGENTS
People buy their insurance 
from independent agents 

because they know them, like 
them, and trust them. That is 
exactly the reason independent 
agents do business with IMT. 
We use our strong partnership 
with Independent Agencies 
to meet and exceed the 
needs of our personal and 
commercial lines clients.

TECHNOLOGY IS OUR 
STRONG SUIT
Technology is a vital part of our 
business at IMT and we have 
won awards for our innovative 
technology. We develop and 
maintain our own policy systems 
– all from our home office. Our 
systems are company-tested and 
agent-approved. In addition, we 
are committed to helping our 
agents succeed with resources 
and content for social media, 
video and digital advertising.

ABOUT IMT
IMT is proud of our heritage and 
will never forget where our roots 
are firmly planted. Locally run 
from our home office in West 
Des Moines, Iowa, IMT has been 
a Midwest company since it was 
founded in Wadena, Iowa in 
1884. That’s more than 130 years!

Today, IMT continues to offer 
the strong line of personal and 
commercial insurance products 
for which it has always been 
known through Independent 
Agents throughout our six-
state territory – Iowa, Illinois, 
Minnesota, Nebraska, South 
Dakota and Wisconsin.

For more information about IMT 
Insurance, visit imtins.com.  

FEATURED PARTNER
IMT Insurance

PRESIDENT & CEO
Sean Kennedy, FCAS, 

MAAA, CPCU

COMPANY HOME OFFICE
West Des Moines, IA

AM BEST RATING
A (Excellent)

WEBSITE
imtins.com

IMT Insurance President & CEO
Sean Kennedy, FCAS, MAAA, CPCU

Minnesota Independent Insurance Agents & Brokers 
Association recognizes IMT Insurance as one of its 
Diamond Partners.  MIIAB Diamond Partners are the 
highest level of sponsorship to our organization.
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Every sale has a beginning and end. And AAA can help your independent agency with both.  
Add AAA to your product mix and grow your bottom line selling quality insurance through AAA and  
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 can help you earn more.
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Contact: Donna Kimmes, Regional Sales Director • 952-707-4952 • donna.kimmes@mn-ia.aaa.com

More than a trusted brand, AAA is the perfect lead – and close.

n Quality insurance with competitive rates  n Powerful brand recognition 
n Sales manager support  n Product training  n Extensive marketing co-op program    

n Competitive commission on insurance and membership
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Keith is here to help!
(612) 843-0074 or 

kpayne@sunbeltmidwest.com

It’s no secret that many of us are getting older. So, thinking about 
‘what’s next’ for us, for our families, and for the businesses we’ve built 
over the years is time well-spent. 

The Insurance Agency business isn’t the only industry segment where 
there will be massive ownership turn-over in the years ahead. It’s a 
fact that over 12-million Baby Boomer business owners will put their 
businesses – their life’s work – up for sale in the next ten years. With 
the number of insurance practices going up for sale skyrocketing, it is 
really important to articulate what your goals are, know your options, 
and make sure you are getting the best possible advice. 

You may be thinking about selling your business to a partner, an 
employee, a family member, or, to another brokerage. No matter what 
you are thinking about doing, there are lots of things to consider – but 
one consideration rises above all others. Knowing what your business 
is worth.

And when you decide to find out what your practice might be worth, 
the most important goal during the process is to figure out how to 
NET the highest return possible from the sale. This means there are 
lots of variables to consider.  You can achieve the goal of getting the 
highest possible net-at-closing by focusing not just on the sale price 
of the business, but on the ‘three-legged stool’ of price, terms and 
taxes. The fact is that by securing the desired price, allocating assets 
properly for tax purposes, and negotiating favorable terms, the tax 
burden can be minimized, and that can mean more to you than any 
other variable.  The best advice I can give is to make sure you put the 
tax strategy together BEFORE you list your business for sale.

And, of course, I believe you should consult a professional business 
broker. 

In the same way that you would recommend your policyholders 
work with an insurance agent to figure out their options, you should 

Selling Your Insurance 
Practice: 
Millions of businesses owned by Baby 
Boomers are being sold. Make sure 
you are ready.

FORSALE

continued on page 27
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Acuity loves you!
We are proud of the relationships we have built 
with the best independent agents in the world!

www.acuity.com
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WORKERS’ COMP FOR WORKING PEOPLEWORKERS’ COMP FOR WORKING PEOPLE

amerisafe.com - 800.897.9719

© 2019 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.

consider using a licensed business broker to give you advice about the possible sale of your practice. There are 
lots options out there, and I recommend you keep your expectations high.

You should expect to have assurances about the number of interested buyers you can expect to have in a 
given period of time, AND, a guarantee that you will receive the highest possible net at closing. Performing for 
you for the during sale of your business should be a clearly-stated promise. 

As the insurance industry continues to go through rapid flux due to the infusion of technology into policyholder 
purchasing and distribution experience, the massive branding expenditures of industry giants impacting 
consumer perceptions, and evolving agency and service models, there has never been a more important time 
to be on top of your game as it relates to the market value of your practice.

continued from page 25

Keith Payne

As a licensed Business Broker with Sunbelt Business Advisors, Keith looks forward to working with individuals who are looking to sell 
their existing business or acquire a business of their own.  As a business owner himself, he understands the rewards, challenges and 
responsibilities that come with business ownership. This firsthand experience enables Keith to share the trials and tribulations that come 
with owning your own business and pass along sound advice to his clients.  Keith has over 30 years of corporate and small business 
experience and has provided services and guidance to a variety of businesses.  With a focus on independent insurance agencies, along with 
the support, expertise and experience of working with the world’s largest seller of companies, Keith is here to help!

Keith can be reached at (612) 843-0074 or kpayne@sunbeltmidwest.com
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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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AGENTS OF

B E T T E R  T O G E T H E R , 
E V E R Y  D A Y

Robert Bois didn’t achieve his 

success by standing still. The mantra 

that hangs in his agency—be better 

every day than the day before. It’s 

Robert’s goal, it’s our goal. And with 

stronger insights, more product 

offerings, and the latest tools and 

technology, we’re continuing to 

push the industry forward, together. 

What's next for Progressive and our 

independent agents? Well that's 

the best part.

AgentsofProgressive.com

Vehicle insurance is provided by Progressive Casualty Ins. Co. & affi liates. Home and renters policies are provided and serviced by affi liated and third-party insurers who are solely responsible for claims.  
Prices, coverages, and privacy policies vary among these insurers.

ROBERT BOIS, 
BOIS INSURANCE | FLUSHING, MI

17A00968.02_MIIAB_7.5x10_Full-Page_4C.indd   1 1/22/18   9:58 AM
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Provide more than protection 
for your clients. Offer them the 
added value of EMC’s no-fee 
loss control services, which 
could help reduce the cost of 
their insurance. It’s just one of 
the many reasons policyholders 
Count on EMC  ®.

DENNIS KING
Risk Improvement Specialist 
EMC Minneapolis Branch

MINNEAPOLIS BRANCH OFFICE
Phone: 800-362-4670  |  Home Office: Des Moines, IA ©Copyright Employers Mutual Casualty Company 2016. All rights reserved.

REDUCING LOSSES ADDS

VALUE FOR CLIENTS.

www.emcins.com

Minnesota_New_Mag_7.5x10_Reducing Losses_Dennis King.indd   1 8/12/2016   12:23:28 PM
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Diamond Profile
Minnesota Independent Insurance Agents & Brokers 
Association recognizes EMC Insurance Companies as one 
of its Diamond Partners. MIIAB Diamond Partners are 
the highest level of sponsorship to our organization.
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EMC is a financially solid, secure, 
trusted mutual insurance company 
that operates with honesty and 
integrity. Those are key components 
of our brand and what we represent. 
But in this competitive market, 
having the basics isn’t enough. 
We must continuously develop 
and deliver new and better 
products that will make us—and 
our agents—stand out. Keep 
reading to find out a few ways 
we're protecting your clients. 

Workplace Violent Event 
Response Coverage
We just rolled out a new workplace 
violent event response coverage 
for all commercial businesses. 
This coverage helps businesses 
respond to and recover from an 
unexpected violent event, which 
can severely affect employees and 
impact business operations.

TIPS® Training
When your brewery, winery or 
restaurant clients choose EMC, they'll 
receive discounted access to TIPS, a 
global leader for alcohol sales and 
server training. This training will help 
your clients prevent intoxication, 
drunk driving and underage 
drinking among their customers.  

Drug Testing Discounts
EMC has partnered with CJ Cooper, 
a third-party administrator for drug 
and alcohol testing, to provide our 
policyholders with preferred pricing 
on their services. CJ Cooper offers 
your clients reliable, convenient DOT 
and non-DOT drug testing options.

IntelliCorp Background 
Screenings
We're making it easy for your 
clients to hire quality candidates 
and help keep their organizations 
safe by offering discounted 

pricing for IntelliCorp services. 
IntelliCorp assists in creating 
a comprehensive background 
screening program, including access 
to validated criminal searches. 

Planning for the Future
EMC is investing in a steady stream 
of advanced tools, products, 
services and resources. We’re 
seizing opportunities and tackling 
challenges head on. We are currently 
involved in incubators, accelerators, 
wearable devices, telematics, drones, 
new technology platforms and more. 
Insights from data and analytics 
are helping us refine our product 
development, underwriting, pricing 
and risk selection, as well as improve 
our loss control and claim services. 

For more information on EMC, 
visit emcins.com or contact 

your marketing representative.

FEATURED PARTNER
EMC Insurance Companies

RESIDENT VICE 
PRESIDENT AND 

MINNEAPOLIS 
BRANCH MANAGER

Jerry K. Harlow, CPCU, AU 

COMPANY 
HEADQUARTERS

Des Moines, Iowa

AM BEST RATING
A (Excellent) 

EMC Insurance Companies Resident Vice President 
and Minneapolis Branch Manager

Jerry K. Harlow, CPCU, AU
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Client: Arlington Roe

Job #: 6536  CD:

Job Name: Custom State Association Ads  AD:

Size/Specs: 8.5x11  CW:

Misc:  Acct. Serv.

111 Monument Circle, Suite 4150 / Indianapolis, IN 46204 /t 317/632/6501 /CVRindy.com /

It’s personal.  
With access to more than 200 markets, our collaborative teams know how to provide the right  
solutions with a personal touch. Located in nine states, licensed in all 50, and independently  
family-owned, we can connect you with insurance specifically tailored to your clients’ needs.  
Our commitment to your success is the reason for ours.

Get to know the people of Arlington/Roe. We’ve been doing the right thing since 1964.

Helping you take care of clients isn’t just business.

Aviation | Bonds | Brokerage | Commercial Lines | Healthcare & Human Services | Farm  

Personal Lines | Professional Liability | Transportation | Workers’ Compensation

Managing General Agents | Wholesale Insurance Brokers

Let us help you find  
the right solutions.
800.878.9891 | ArlingtonRoe.com
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Congratulations to the risk management and insurance professionals of the Minnesota CPCU Society Chapter  
who have earned the premier Chartered Property Casualty Underwriter (CPCU®) designation. As a CPCU, you:

 • Possess invaluable industry knowledge

 • Empower yourself to better serve clients

 • Engage in the highest level of ethical behavior 

Striving for excellence, CPCUs continuously enhance their organizations, and the CPCU Society helps to support them 
through continuing education, volunteer leadership opportunities, and requiring adherence to a strict code of ethics.

Congratulations to our newest CPCU designees!

Celebrating Success!
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CPCUSociety.org

Mary Anderson 
State Farm

Michael Bins
Travelers

Seth Daggett 
Ram Mutual Insurance Company

Peggy Howell
California Casualty

Emma Koehn 
Liberty Mutual

Mark Kornmann 
Leitch Insurance Agency

Matthew Maki 
Ram Mutual Insurance Company

Samuel G. Meyer
American Family

Kevin Montgomery 
Hays Companies

Ryan Nelson 
Grinnell Mutual

Carl Jeffrey Ness 
BMS Group 

Jeffrey Nestrud 
Amica Mutual Insurance

Eric Olson 
Hartford Steam Boiler Group

Maribeth Scattarella 
Lockton Companies

Ashley M. Schrot
Federated Mutual Insurance

Carolyn Ingrid Sneep 
Lockton Companies

Michael Stella 
Midwest Family Mutual

Scott Swenson
Associated Financial Group

Roger Trampel 
QBE

Accident Fund Insurance 
Company of America

Choice Insurance Services

COUNTRY Financial 

EMC Insurance Companies

Erickson-Larsen, Inc.

The Hanover Insurance Group

J. A. Price Agency

Maguire Agency

The Main Street America Group

Marsh & McLennan Agency

Minnesota Independent Insurance 
Agents & Brokers Association

Minnesota Lawyers Mutual 
Insurance Company

Moores Insurance Management, 
Inc.

Northern States Agency

Philadelphia Insurance 
Companies

Risk Placement Services, Inc.

RJR Insurance Agency, Inc.

R-T Specialty, LLC / RT ProExec

SECURA Insurance Companies

SFM Mutual Insurance Company

State Auto / RTW

Travelers

Western National Insurance

Willis Towers Watson

Special thanks to our 2019 Ad Sponsor Companies
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Our Main Line Business Owners Policy (Main Line BOP), tiered commercial auto, 
workers’ compensation and commercial umbrella products – written through our 
Spring Valley Mutual Insurance Company – are now available for you to sell to 
your commercial insureds. Our tiered commercial auto is available as a standalone 
product or you can pair it with our Main Line BOP, which includes many coverages 
not available in competing products. 

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

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

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

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

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

foundation with the introduction of new competitive commercial lines products. 

www.msagroup.com

The Right Mix
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Corporate Solutions 
Claims Commitment

 
 
Swiss Re Corporate Solutions believes claim service means something 
more than simply a promise to pay. We are an experienced team of 
insurance professionals who seeks to understand and meet the needs of 
insureds and brokers and to provide the highest quality customer service. 
We believe in open and regular communication. We will explain our 
position and work to understand and consider other points of view. We 
will be reasonable, responsive, proactive, fair and honest in all our 
dealings. We will do our utmost to meet these commitments and to earn 
your trust, respect and business. 

 
The benefit of experience Your 
claim will be handled by a primary 
contact backed by a global team of 
experienced insurance 
professionals, all of whom are 
committed to providing the highest 
quality claims service. Our claim 
professionals combine subject 
matter expertise, years of on the job 
experience, local knowledge and a 
customer service focus, to fully meet 
your needs. 

 
We will: 
̤                                                                                                                                                                                                                                                                                 Assign the right professional to 

your claim. 
̤                                                                                                                                                                                                                                                                                 Support that person with the right 

team to handle your claim, 
including subject matter experts 
that have published in industry 
journals and are frequent speakers 
at industry events. 

̤                                                                                                                                                                                                                                                                                 Ensure that our technical claims 
knowledge and skills are always on 
the cutting edge by offering regular 
training and development to our 
claims professionals. 

An approach tailored to 
your business needs 
At Corporate Solutions, we understand 
that how a claim is resolved can be 
as important as the outcome itself. 
We want you to view us as partners. 
That‘s why we commit to providing 
you with a level of service – tailored to 
your needs – which you would expect 
from a small company, while offering 
the resources, expertise and diversity 
of a large global insurer. 
 
We will: 
̤                                                                                                                                                                                                                                                                                 Explain the claim process and work 

with you to develop an appropriate 
management and resolution 
strategy for each claim. 

̤                                                                                                                                                                                                                                                                                 Take into consideration your 
business needs and claim 
resolution objectives. 

̤                                                                                                                                                                                                                                                                                 Always be open to discussing your 
desires and concerns. 

̤                                                                                                                                                                                                                                                                                 Focus on both quality claim handling 
and high quality customer service. 

̤                                                                                                                                                                                                                                                                                 Always be mindful of your 
perspective. 

 
Proactive and responsive 
Our claim professionals will promptly 
investigate and evaluate primary 
lead claims and excess and umbrella 
claims where we believe our coverage 
layer may be impacted. Claims will 
be proactively managed towards 
resolution. Where we have a duty to 
defend, we will robustly defend those 
claims that should be defended. 

We will: 
̤Complete the initial investigation 

in most instances within 30 days of 
claim receipt or loss notice. 

̤                                                                                                                                                                                                                                                                                 Use diary and action plans to keep 
the claim moving towards final 
resolution. 

̤                                                                                                                                                                                                                                                                                 Reach out to third parties, such as 
adjusters, lawyers and mediators, 
where appropriate, to facilitate 
action and decisions. 

̤                                                                                                                                                                                                                                                                                 Where we have a duty to defend, 
work with you and outside 
counsel to determine, as early as 
practicable, whether the matter 
is one to settle or defend. If the 
matter should be settled, we will 
proactively facilitate such resolution 
to the best of our abilities. 

̤                                                                                                                                                                                                                                                                                 Work with you to pay resolved and 
fully supported claims within a time 
period that meets your business 
needs. In most instances, we will 
make payment within five business 
days, but we may be able to 
expedite payment should you need 
it sooner. 

̤                                                                                                                                                                                                                                                                                 In the event of an insured first-party 
property loss, upon request and 
subject to the terms and conditions 
of the policy, make an advance 
payment of up to 50% of our best 
estimate of the property damage 
claim payable under the policy.

continued on page 35
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Commercial | Personal 
Farm-Ag | Specialty 

An original farm boy
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Meet Curt, one of our Farm-Ag experts and farm kid 
himself. It’s the born-and-raised kind of expertise we 
look for. And they’re supported by our caring claims 
group so your clients can get back to the work at hand.

to Commercial Insurance that 
understands the Bar & Tavern Industry

badgermutual.com

At Badger Mutual, we take commercial 
insurance personally.  Visit our website today 
to learn more about a customized package of 
protection for your customers.

www.RASCompanies.com

Nate Wenzl
B U S I N E S S  D E V E LO P M E N T  M A N A G E R
800.732.1486 ext. 5724
Nate.Wenzl@RASCompanies.com

Contact me today to learn more about RAS’s 
superior services that improve the outcome 
of workers’ compensation issues. 

I am here to give you the level of 
personal attention that you deserve.
Let’s grow your business together ...

MIIAB RAS 2019 FINAL_Layout 1  2/12/2019  11:12 AM  Page 1

SERVING MN

SAME NAME
AGENTS UNDER THE

FOR

66 YEARS
AND COUNTING

www.nsa-mga.com
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Regular and 
transparent 
communication 
Good working relationships are built 
on open and regular communication. 
Corporate Solutions understands that 
communicating with you is one of the 
most important aspects of delivering 
quality claim service. We realize that 
the more effectively we communicate, 
the more satisfied you will be with 
the claim process and us. We will 
interact with you in a candid and 
transparent manner and customize 
our communication according to your 
individual needs. We work in close 
collaboration with our underwriters 
and this facilitates consistency in 
our communication with you. We 
understand that your time is valuable, 
so we are committed to being 
available when you need us. 

We will: 
̤                                                                                                                                                                                                                                                                                 Ensure initial contact is made with 

you, or your representative, within 
one business day of our receipt of 
claim or loss notification on primary 
lead claims. 

̤                                                                                                                                                                                                                                                                                 Provide claim status updates and 
keep you informed of significant 
claim developments, consistent 
with your communication needs. 

̤                                                                                                                                                                                                                                                                                 Return phone calls and reply to 
email messages within one 
business day. 

̤                                                                                                                                                                                                                                                                                 Update our Voice Mail message 
and Out-of-Office email reply so 
that you will know our availability 
and we will always provide back- 
up contact information should you 
need immediate assistance. 

̤                                                                                                                                                                                                                                                                                 Make our coverage position clear 
and fully address  your coverage 
questions. 

̤                                                                                                                                                                                                                                                                                 Should we need information to make 
a coverage determination, we will 
request such information in a timely 
manner. 

̤                                                                                                                                                                                                                                                                                 Reserve our rights only when 
necessary  and not as a standard 
practice. 

̤                                                                                                                                                                                                                                                                                 Provide, in writing, specific 
reasons to support our position if 
we reserve our rights or decline 
coverage. 

̤                                                                                                                                                                                                                                                                                 Where practicable, discuss 
coverage issues with you and/or 
your broker or agent, prior to 
sending a disclaimer or reservation 
of rights letter.

 
 
 
 
 
 

Swiss Re Corporate Solutions Claims is a global team with offices and claim professionals in numerous 
countries and major cities around the world. Please contact us with any questions that you might have 
about our claim services. 

 
 
 
 

Nicola Parton 
Head of Corporate Solutions Claims 
Telephone +44  20 7933 3184 
Nicola_Parton@swissre.com 

 
 
 
 

Gregory Steele 
Head of North America Claims 
Telephone +1 913 676 6291 
Gregory _Steele@swissre.com 

Peter Newall 
Head of Asia Pacific Claims 
Telephone +65  6428 1853 
Peter_Newall@swissre.com 

 
 
 
 

Raymond Germing 
Head of Latin America Claims 
Telephone +41  43 285 4353 
Raymond_Germing@swissre.com

 
 
 
 
 
 

Swiss Re Corporate Solutions offers innovative, high-quality insurance capacity to mid-sized and large multinational corporations across the globe, 
written through individual entities that are part of the Swiss Re Group. Our offerings range from standard  risk transfer covers and multi-line 
programmes, to highly customised solutions tailored to the needs of our clients. Swiss Re Corporate Solutions serves customers  from over 
40 offices worldwide and is backed by the financial strength of the Swiss Re Group. For more information about Swiss Re Corporate Solutions, 
please visit: www.swissre.com/corporatesolutions. 

©2014 Swiss Re. All rights reserved.                                                                                  www.swissre.com/corporatesolutions

Swiss Reinsurance Company Ltd 
Mythenquai 50/60 
P.O. Box 
8022 Zurich 
Switzerland 

 
Telephone +41  43 285 2121 
Fax +41  43 285 2999 
www.swissre.com/corporatesolutions 

 
Regular and 
transparent 
communication 
Good working relationships are built 
on open and regular communication. 
Corporate Solutions understands that 
communicating with you is one of the 
most important aspects of delivering 
quality claim service. We realize that 
the more effectively we communicate, 
the more satisfied you will be with 
the claim process and us. We will 
interact with you in a candid and 
transparent manner and customize 
our communication according to your 
individual needs. We work in close 
collaboration with our underwriters 
and this facilitates consistency in 
our communication with you. We 
understand that your time is valuable, 
so we are committed to being 
available when you need us. 

We will: 
̤                                                                                                                                                                                                                                                                                 Ensure initial contact is made with 

you, or your representative, within 
one business day of our receipt of 
claim or loss notification on primary 
lead claims. 

̤                                                                                                                                                                                                                                                                                 Provide claim status updates and 
keep you informed of significant 
claim developments, consistent 
with your communication needs. 

̤                                                                                                                                                                                                                                                                                 Return phone calls and reply to 
email messages within one 
business day. 

̤                                                                                                                                                                                                                                                                                 Update our Voice Mail message 
and Out-of-Office email reply so 
that you will know our availability 
and we will always provide back- 
up contact information should you 
need immediate assistance. 

̤                                                                                                                                                                                                                                                                                 Make our coverage position clear 
and fully address  your coverage 
questions. 

̤                                                                                                                                                                                                                                                                                 Should we need information to make 
a coverage determination, we will 
request such information in a timely 
manner. 

̤                                                                                                                                                                                                                                                                                 Reserve our rights only when 
necessary  and not as a standard 
practice. 

̤                                                                                                                                                                                                                                                                                 Provide, in writing, specific 
reasons to support our position if 
we reserve our rights or decline 
coverage. 

̤                                                                                                                                                                                                                                                                                 Where practicable, discuss 
coverage issues with you and/or 
your broker or agent, prior to 
sending a disclaimer or reservation 
of rights letter.

 
 
 
 
 
 

Swiss Re Corporate Solutions Claims is a global team with offices and claim professionals in numerous 
countries and major cities around the world. Please contact us with any questions that you might have 
about our claim services. 

 
 
 
 

Nicola Parton 
Head of Corporate Solutions Claims 
Telephone +44  20 7933 3184 
Nicola_Parton@swissre.com 

 
 
 
 

Gregory Steele 
Head of North America Claims 
Telephone +1 913 676 6291 
Gregory _Steele@swissre.com 

Peter Newall 
Head of Asia Pacific Claims 
Telephone +65  6428 1853 
Peter_Newall@swissre.com 

 
 
 
 

Raymond Germing 
Head of Latin America Claims 
Telephone +41  43 285 4353 
Raymond_Germing@swissre.com

 
 
 
 
 
 

Swiss Re Corporate Solutions offers innovative, high-quality insurance capacity to mid-sized and large multinational corporations across the globe, 
written through individual entities that are part of the Swiss Re Group. Our offerings range from standard  risk transfer covers and multi-line 
programmes, to highly customised solutions tailored to the needs of our clients. Swiss Re Corporate Solutions serves customers  from over 
40 offices worldwide and is backed by the financial strength of the Swiss Re Group. For more information about Swiss Re Corporate Solutions, 
please visit: www.swissre.com/corporatesolutions. 

©2014 Swiss Re. All rights reserved.                                                                                  www.swissre.com/corporatesolutions
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Customized Solutions 
for Specialty Risks
Rick Schaap
Senior Vice President - Marketing
Tel.:  801.304.5578
Fax:  801.233.5278
Email:  ricks@primeis.com

8722 South Harrison Street
Sandy, UT 84070

www.primeis.com

An Excess & Surplus 
Lines Carrier

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®

In Minnesota, it’s AmTrust  
for Workers’ Comp… 
and much more. 

Visit www.amtrustfinancial.com/mn or call 855.385.9751

Representing Insurance Agencies 
and Agents in Minnesota, North 

Dakota, and Wisconsin  

BrownsonNorby.com

Aaron Simon
612.332.4020

asimon@brownsonnorby.com

BROWNSON
NORBY

•

OUT-THINK.
OUT-WORK.
OUT-EXECUTE.
Mark Mattson, RT Specialty St. Paul
C: 612.741.2335  |  O: 651.414.3862
mark.mattson@rtspecialty.com

Or contact your local RT broker at rtspecialty.com

The Security You Need.
The Name You Trust.

GUARD
Berkshire Hathaway

Companies

Insurance

WORKERS’ COMPENSATION

PROPERTY/LIABILITY (via our Businessowner’s Policy)

COMMERCIAL UMBRELLA LIABILITY

COMMERCIAL AUTO www.guard.com

The Security You Need.
The Name You Trust.

 

 

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

Minnesota Workers’ Compensation
Insurers Association Inc

YOUR
TRUSTED

SOURCE FOR
WORK COMP
INFORMATION

952.897.1737
www.mwcia.org

701-10120 (5/17)

hanover.com

The Hanover – here for you!
The Hanover has a full suite of product and service solutions to help you – Minnesota agents – 

grow and retain quality business in the Commercial and Specialty markets.  Contact us today 

952-897-3000 or go to hanover.com



Copyright © 2018 Continental Western Group®, a W. R. Berkley Company. All rights reserved. Products advertised may be provided by one or more subsidiaries 
of the W. R. Berkley Corporation and may not be available in all states. Information in this advertisement is subject to change at any time, and is intended to 
provide general information only. This advertisement is in no way legal advice or a statement of contract. | 1665CWG-AD-01-18

Insurance for a wide 
variety of businesses

 • Small Business
 •  Food Processing
 • Contractors
 • Manufacturing
 •  Agribusiness

Visit www.cwgins.com 
for more information.

Strong, Local & Trusted

1665CWG-AD-01-18.indd   1 2/13/2018   10:02:49 AM

©2019 Westfield Insurance. All rights reserved.

Because you believe you are  
            meant to do something more.

                  We believe in you.

 

 
 
 
 

                             
 
 
 
 
 
 
                                             

                      www.tstlaw.com 

Phone  
763.521.4499     
 
Fax      
763.521.4482 

Our portfolio includes an emphasis 
on the defense of insurance agents

StateAuto.com

Let’s talk about how specialty lines can 

GROW YOUR BUSINESS
Dwelling Fire | Manufactured Home | Collector Vehicle

Brett Carter
Sr. Territory Sales Manager 
(312) 533-8266 
BCarter@amig.com

Coverage subject to terms and conditions. © American Modern Insurance Group, Inc. 2018  

Still taking paper checks?

Get your money faster with

SCHEDULE A DEMO AT 
epaypolicy.com/demo

YOUR
LOGO
HERE

Make a Payment

EMAIL ADDRESS

EMAIL ADDRESS

EMAIL ADDRESS

PAYER

AMOUNT

$0.00

SEND PAYMENT

CNA Minneapolis is proud  
to support independent 
insurance agents and brokers

INSURANCE
PREMIUM FINANCING
Our premium finance experience meets
your insurance extertise. A perfect match.

For more information visit ipfs.com or contact:

 Copyright 2019 © 2019 IPFS Corporation. All rights reserved.

ELLIOT SHANNON  |  elliot.shannon@ipfs.com  |  952.454.3675
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We work with a select group of independent 
agents who want to grow their business by 

focusing on the mass affluent.

Encompass is as discerning about our agents 
as our consumers are about their coverage. 

We work with a select group of independent agents
who want to grow their business by focusing on a very

specific and attractive market – the mass affluent. 
This is a highly desirable audience hungry for 

a simple, comprehensive and personalized approach
to coverage. For certain agents seeking to deeply 

engage this market, Encompass offers the 
support and knowledge you need.

Talk to us today. 
Contact Brian Mitchell at 612-219-2870, 

brian.mitchell@encompassins.com.

Dean Ohlhues at 651-452-2730, 
dean.ohlhues@encompassins.com.

Sandy Schow at 320-979-9757,
sandy.schow@encompassins.com

PI-514C-2.qxp_Layout 1  1/7/16  4:21 PM  Page 1

OH YES WE DID!
We’ve entered one of the largest growing property and 
casualty markets to date: 

• Landlord Condo
• Vacant Condo 
• Renters Insurance
• Owner-Occupied
   Condo

Not all products, coverages or discounts available 
in all areas. 9017543 2/18
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SMbyHedden.com

RESIDENTIAL & COMMERCIAL DISASTER RESTORATION
24/7/365 EMERGENCY SERVICES

763-424-4100

WE’VE ARRIVED IN
MINNESOTA!

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

www.icwgroup.com/join 630.788.0355

Workers’ Compensation 
Insurance

AccidentFund.com

When you work with Motorists, our team provides 
outstanding field support to help you grow your agency.

MORE THAN
AN INSURANCE CARRIER 

Contact us
agencyrecruiting@motoristsgroup.com
motoristsinsurancegroup.com

LAUNCHING RECENT COLLEGE GRADS INTO INSURANCE CAREERS 

Katapult Network
We are the #1 expert in hiring recent college graduates 

for Insurance Careers

Broker Trainee
CSR
Adjuster Trainee
Administration
Account Manager

Underwriting Trainee
Auditor
Producer Trainee
Agent Trainee
Claims Trainee

Phone: (952) 542-6400 - KatapultNetwork.com

info@theinsuranceschool.org                     (651) 330-4513

Turning PeoPle inTo Professionals

live insurance license courses

Affordable protection in an ever-changing world.

AUTO          HOME         PACKAGE

Cubit
Enhanced Appetite Guide Dashboard

“information producers need to 
identify the best carrier in 

every situation”
cubitforcl.com 2019 Trifuse Technologies, Inc.

REAL PEOPLE. 
REAL ANSWERS. 
REAL QUICK. 

800.873.4552 | PHLY.com
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Risk makes everything exciting.

Tailor fit your CIC designation by substituting any one CIC institute with a Certified 
Risk Managers (CRM) course. Learn more at www.TheNationalAlliance.com or 1-800-633-2165

RISK MAKES 
EVERYTHING 

EXCITING.

Principles of Risk 
Management

December 4-6, 2019
Maple Grove, MN

For more info and to register 
follow this link:

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

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

As a Big “I” member, you 
have access to a stand 

alone personal umbrella program from A+ rated carrier RLI, featuring:

• Limits up to $5 million available
• You can keep your current homeowner/auto insurer
• New drivers accepted - no age limit on drivers
• Up to one DWI/DUI per household allowed
• Auto limits as low as 100/300/50 in certain cases
• Competitive, low premiums for increased limits of liability
• Simple, self-underwriting application that lets you 

know immediately if the insured is accepted
• E-signature and credit card payment options

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

Contact Jennifer Hopper at (800)878-9891, Ext. 8639 
or

 jhopper@arlingtonroe.com

Relax...
You’ve offered each of your clients 
a personal umbrella policy. 

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

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

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

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

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

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

®

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) 843-0074 
Email: kpayne@sunbeltmidwest.com
Visit: www.sunbeltmidwest.com

https://www.scic.com/courses/CRM
mailto:jhopper@arlingtonroe.com
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2/6 - 2/7/19  Plymouth  *Ruble Graduate Seminar
3/6- 3/8/19 Maple Grove  Personal Lines
4/10 - 4/12/19  Maple Grove  Agency Management - Waitlist
5/8 - 5/10/19 Maple Grove Commercial Casualty - Waitlist
6/5 - 6/6/19 Red Wing  *Ruble Graduate Seminar
8/7 - 8/9/19  Maple Grove  Life & Health
9/9 - 9/10/19  Edina  *Ruble Graduate Seminar - Waitlist
9/11 - 9/12/19  Maple Grove  *Ruble Graduate Seminar
10/9 - 10/11/19  Maple Grove  Commercial Property
11/6- 11/8/19  Maple Grove  Commercial Multiline

* Must be a dues paid member of CISR, CIC, CRM or CSRM to attend a Ruble Graduate 
Seminar. CE Credit is available for MN and all bordering states, if you are licensed in a 
different state and registering less then 40 days from the program, please contact 
National Alliance to determine if CE is available.  1-800-633-2165

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

$450.00 CIC Institutes 
(16 Hours)

$430.00
Ruble Graduate 

Seminar
(16 Hours)

_______________________________________________________________________________________________________________________
Name of Attendee                                                                                      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)                          Please Invoice  

Due to cyber security concerns MIIAB will no longer take credit card 
information in writing or over the phone.  To pay by credit card please use 
our secure Online Registration process through our Education Calendar 
on our website.

https://www.miia.org/Education/Pages/Calendar/default.aspx

2019 MIIAB CIC 
Program Schedule

New 2 Day Format 
for 2019

Wednesday 8:00 a.m. - 5:30 p.m.
Thursday 8:00 a.m. - 5:00 p.m.

Optional Exam: Friday 9:00 a.m. - 11:00 a.m.

NOTE:  Ruble Graduate Seminars meet 8:00 a.m. 
until 5:15 p.m. & there is no exam.

Please select Seminar date

New for 2019 all CIC courses have 
been submitted for approval to the MN 

Commissioner of Commerce for 16 hours of 
Insurance continuing education.  

MN Independent Insurance
Agents & Brokers Association

Cancellation Policy:  Full refund or transfer 
will be granted if request is received in writing 
within 7 days prior to the seminar.  Requests 
received after that date will incur a $75.00 fee.    
No refund/transfer will be granted for no shows.

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.
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1/10/19 - Maple Grove  WTH - Commercial Lines

1/16/19 - Edina  Elements of Risk Management

1/22/19 - Minneapolis  Commercial Casualty II

2/12/19 - St. Cloud Elements of Risk Management

2/13/19 - Red Wing  Personal Residential

3/19/19 - Maple Grove  Commercial Casualty II

3/26/19 - Duluth  Personal Residential

4/3/19 - Edina  Agency Operations

4/4/19 - Moorhead  Commercial Property 

4/9/19 - St. Cloud  Personal Auto

5/14/19 - Grand Rapids Commercial Casualty I

5/15/19 - Bemidji Agency Operations

5/22/19 - Maple Grove Personal Auto

6/4/19 - Mankato  Personal Lines Miscellaneous

6/11/19 - Maple Grove  Commercial Property

6/13/19 - Fergus Falls  Commercial Casualty I

6/18/19 - Brainerd  Dynamics of Service

7/11/19 - Duluth Commercial Casualty I

7/16/19 - Willmar  Commercial Casualty II

7/18/19 - Edina Personal Lines Miscellaneous

8/6/19 - Maple Grove  Life & Health Essentials

8/20/19 - Lake Elmo  Commercial Casualty I

8/22/19 - St. Cloud Commercial Casualty II

9/5/19 - Maple Grove Personal Residential

9/17/19 - Rochester  Commercial Casualty I

9/24/19 - Duluth  Elements of Risk Management

10/3/19 - St. Cloud  Agency Operations

10/16/19 - Mankato  Commercial Property

10/17/19 - St. Paul  Personal Auto 

10/22/19 - Maple Grove  Commercial Casualty I

11/13/19 - Rochester  Personal Auto

11/14/19 - Edina Commercial Property

11/19/19 - St. Paul  WTH - Personal Lines

12/10/19 - Maple Grove  Agency Operations

Cost Seminar Time

$170.00 CISR Seminar 8:00am-3:45pm
Test: 4:15-5:15pm

$180.00
William T. 

Hold Seminar 
(WTH)

8:00am-4:00pm

$170.00 Dynamics of 
Service 8:00am-4:00pm

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.

2019 MIIAB CISR 
Program Schedule

Please select Seminar date - These courses have been approved by the MN Commissioner of Commerce for 7 hours of Insurance continuing education

MN Independent Insurance
Agents & Brokers Association

Cancellation Policy:  Full refund or transfer 
will be granted if request is received in writing 
within 7 days prior to the seminar.  Requests 
received after that date will incur a $35.00 fee.    
No refund/transfer will be granted for no shows.

Dues-paid CISRs may receive up to two years’ 
update credit for full attendance at any 

James K. Ruble Graduate Seminar.  

Dynamics of Service and William T. Hold Seminars are good for CE and updating your 
designation, not for achieving your designation.

_______________________________________________________________________________________________________________________
Name of Attendee                                                                                      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)                          Please Invoice  

Due to cyber security concerns MIIAB will no longer take credit card 
information in writing or over the phone.  To pay by credit card please 
use our secure Online Registration process through our Education 
Calendar on our website.

https://www.miia.org/Education/Pages/Calendar/default.aspx
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Please Check Location
2/26/19 - Edina  8:30am-3:30pm

Commercial Liability Coverage Gaps 
and How To Fill Them

3/27/19 - St. Cloud  8:30am-3:30pm 
E&O: Road Map to Policy Analysis

4/23/19 - Brainerd 8:30am-3:30pm
Commercial Liability Coverage Gaps 
and How To Fill Them

5/16/19 - Morton  8:30am-3:30pm
E&O: Road Map to Policy Analysis

8/14/19 - Mankato  8:30am-3:30pm
Commercial Liability Coverage Gaps 
and How To Fill Them

10/2/19 - Duluth  8:30am-3:30pm
E&O: Road Map to Policy Analysis

11/20/19 - Maple Grove  8:30am-3:30pm
Commercial Liability Coverage Gaps 
and How To Fill Them

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

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.

2019 MIIAB E&O

These courses have been approved by the 
MN Commissioner of Commerce for 

6 hours of Insurance continuing 
education.

MN Independent Insurance
Agents & Brokers Association

Cancellation Policy:  Full refund or transfer 
will be granted if request is received in 
writing within 7 days prior to the seminar.  
Requests received after that date will incur 
a $35.00 fee.    No refund/transfer will be 
granted for no shows.

_______________________________________________________________________________________________________________________
Name of Attendee                                                                                      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

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.

Cost:   $156.00 MIIAB Member or $171.00 Non-Member

Method of Payment
Check Enclosed (Payable to MIIAB)                          Please Invoice  

Due to cyber security concerns MIIAB will no longer take credit card 
information in writing or over the phone.  To pay by credit card please 
use our secure Online Registration process through our Education 
Calendar on our website.

https://www.miia.org/Education/Pages/Calendar/default.aspx



to our 2019 MIIAB Partners

Badger Mutual Insurance
Encompass Insurance Company

Foremost Insurance Group
NAU Country Insurance

Northern States Agency
Risk Administration Services

RPS
SECURA Insurance Companies

Accident Fund
American Modern Insurance Group

AmTrust North America
Berkshire Hathaway GUARD Insurance

Brownson Norby, PLLC
Burns & Wilcox
CNA Insurance
Chubb Group

Continental Western Group
ePayPolicy

Erickson-Larsen, Inc.
Great Northwest Insurance Company

ICC Restoration & Cleaning Services

ICW Group Insurance Companies
IFC National Marketing, Inc. 

Imperial PFS 
Katapult Network

Kemper Personal Insurance
Mackinaw Administrators
Midwest Family Mutual 

Midwest Insurance Company
MN Workers Comp Insurers Association

Motorists Insurance Group
Philadelphia Insurance Companies 

Premco Financial Corporation 
Prime Insurance Company 

R-T Specialty, LLC.
ServiceMaster & Superior Construction

State Auto Companies
The Hanover Insurance Group

The Insurance School 
Tomsche, Sonnesyn & Tomsche, PA

Travelers Companies, Inc.
Trifuse Technologies, Inc. 

United Fire Group
Universal Property & Casualty

Westfield Insurance
Workers Compensation Specialist

MN Independent Insurance
Agents & Brokers Association

®

PLATINUM

GOLD

SILVER

DIAMOND

Thank You


