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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.



Chad Ostermann
chad@mminsagency.com President’s Message

14 Years of Building Relationships with our Insurance 
Companies

It has been a busy fall for the association.  It is a pleasure working hand in hand with the 
tremendous staff we have working for us in Minnesota.  They continue to explore ways 
to enhance benefits for companies and agencies in our state with the continual thought 
of long-term success for all of us.  Hopefully you have been able to take advantage of the 
many programs offered through your membership.  If you need more information or have 
any questions, please reach out to the staff at Big I Minnesota.  

This fall we have been able to visit many of our Power in Partners companies and 
appreciate their support in our association.  The relationships that have been developed 
over the last several years with this program is invaluable.  It is great to see and hear about 
the successes these companies have in Minnesota.  One message they always have for us 
that I wanted to pass along to everyone is their appreciation for all the great agents and 
agencies we have in our state!  

As the calendar gets closer to the end of 2021, it gives everyone a chance to reflect on 
the previous year.  While it has been challenging for many companies, agencies and the 
association, our industry has powered through these challenges.  We should all be thankful 
and appreciative of the many people that have helped us continue to run and operate our 
businesses.  While it may be slightly different than pre-COVID19, it is still one of the best 
and most rewarding industries.  We have continued to be able to serve our customers 
with cutting edge products and deliver the products promised during the claims process. 

Happy Holiday and be safe and healthy!      

Your President,
Chad W. Ostermann
M&M Insurance Agency, LLC - Mapleton
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It shouldn’t take four days with no power, water, or 
communication to find out who your friends are.

BUT 
SOMETIMES 

IT DOES.
And that’s the Silver Lining®.



Wishing you all a Happy and Joyful Holiday Season!
The holiday season is almost upon us and I can’t believe how fast the year has gone by.  A lot 
has changed in the world and the insurance industry has shown its strength and endurance.  
We here at the Big I Minnesota are proud of the independent agency force that we represent 
and support on a daily basis.  We would like to showcase just a few of those initiatives below.

Cyber Review – What you need to be aware of to comply with the new law! 
We recently sent an announcement by email and posted on our social media pages a 
summary of what was discussed at our EXPO in August. Watch Video We condensed the 
information that was presented at our Cyber Summit that was held in August at Mystic Lake.  
Cyber Crime is constantly evolving and we here at the Big I Minnesota are here to help you 
combat this kind of event that could cost you exorbitant amounts of money, straining your 
business.  From our Cyber Liability policy through Beazley, FREE resources on our website, 
and discounts on protection from hackers through CyberFin, we’ve got the tools to help our 
agencies.

Hiring Talent-We have the answer for you……Career Plug.
Another struggle we hear often at the Big I Minnesota office is the search for talent within 
the agency.  We recently introduced a program through Career Plug whereby an agency 
can claim their FREE account through the association and have the ability to upgrade to 
a Pro account for an entire year which includes unlimited job postings to at least 14 job 
sites including Indeed and Zip Recruiter.  This platform eases the process of creating job 
descriptions, postings, creation of content, tracking of candidates, and much more.  In a 
matter of a few weeks, approximately 70 applicants have applied to jobs posted by some of 
our members.  More Info...

Power in Partner Program Success-14 years of building sound 
relationships with your companies.

You may or may not know that we have a vital Power in Partner program that assists in funding 
programs at the Big I Minnesota by the carriers and vendors that you 
count on.  Over the past 14 years, each year the Big I leadership continues 
to make in person visits or conduct virtual meetings to discuss current 
events, Big I MN happenings, and how we can work better together in 
the state of MN for our independent agency force.  This year was no 
exception.  Our conversations with your company partners strengthen 
the support between the agency force and the Power in Partners to 
further your success in MN.  We hope that you reach out and thank them 
for their support. Here is a full list of our Power In Partners for the 
upcoming year

Dan and I as well as our leadership would sincerely like to thank  our PIP’s 
and our member agents  for supporting all of the Big I MN initiatives over 
the years and we look forward to making “Minnesota the best place to 
conduct insurance business  in the country” 

April Goodin
agoodin@bigimn.org Director of Operation's Message

https://youtu.be/Ev3UI26n3jU
https://www.miia.org/Products/Pages/NonInsurance/CareerPlug/default.aspx
mailto:driley@miia.org
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Chad Bjugan
Richfield State Insurance
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Butler & Associates Insurance Agency Inc
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Christensen Group, Inc.
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Park Valley Young Agency, Inc.
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Arthur J. Gallagher - Mankato

Merlin Essig
Essig Agency

Lisa Flatten
Association Services Company

Shawn Flavin
Christensen Group, Inc.

Roberta Gibbons
Dyste Williams Agency

April Goodin
Association Services Company

Joel Harmoning
Farmers Union Agency

Michael Hoppe
Corporate 4 Insurance Agency

David Hoschette
Ideal Insurance Agency, Inc.

Darian Hunt
House of Insurance Agency, Inc.

Andy Jacobson
Insurance by Strehlow

Cindy Jordan
RPS

Kerry Knakmuhs
Knakmuhs Tracy Insurance Agency

Christine Larson
Empire Insurance Group, Inc.

Matt Lynch
RPS

Richard McKenny
Advance Insurance Agency

Scott Michaletz
Kato Insurance Agency

Mark Miller
Gopher State Agency, LLC

Chris Mohr
Zimny Insurance Agency

Mark Moores
Moores Insurance Management, Inc.

Jay Nesbit
Nesbit Agencies, Inc.

Timothy Newton
NorthTech Insurance

Jacob Olinger
Foster White Agency, Inc.

Chad Ostermann
M & M Insurance Agency, LLC

Thank you to our 
members for supporting
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continued on page 19
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Advance Insurance Agency
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Kato Insurance Agency
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Gopher State Agency, LLC

Chris Mohr
Zimny Insurance Agency

Mark Moores
Moores Insurance Management, Inc.

Jay Nesbit
Nesbit Agencies, Inc.

Timothy Newton
NorthTech Insurance

Jacob Olinger
Foster White Agency, Inc.

Chad Ostermann
M & M Insurance Agency, LLC

Daniel Pecka
Oakwood Insurance Agency, Inc.

Doug Prins
Minnesota Valley Agency, LLC

Rosi Przybilla
Marshik Insurance Agency

Daniel Riley 
Association Services Company

James Sakara
Corporate 4 Insurance Agency

Darlene Sogn
Oakwood Insurance Agency, Inc.

Aaron Sorenson
Insurance Brokers of MN, Inc.

James Stein
Stein Agency, Inc.

Norman Strehlow
Insurance by Strehlow

Jean Sundlof
Kraus Anderson Insurance

Hal Tiffany Jr
Hal Tiffany Agency Inc

Theresa Voxland
Lindfors Agency, Inc.
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Grant Wilson
Heartman Agency, Inc.
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Robert Wunderlich
Wunderlich Insurance Agency

We Raised

$14,547.17
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Visit www.iiaba.net/EOContact 
to connect with your state associa on today.

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

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

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

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

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

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

 WHY WALK

WHEN YOU CAN SOAR?

THE BIG “I” PROFESSIONAL LIABILITY PROGRAM

E&O Hotline:  800-550-9891
miia@arlingtonroe.com

mailto:miia@arlingtonroe.com


Thank you to our 
members for supporting

We Raised

$14,547.17

Click on the video to see 
who the winners are!
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https://youtu.be/rz4vOHcype8
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sfmic.com

Delivering positive, long-term results for employers.

The right fit for you. 

The right fit for your clients.

Exceptional
cost  
containment

Specialized  
claims  
management

Dedicated  
injury  
prevention
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Diamond Profile

Western National Insurance, 
headquartered in Edina, is a group of 
seven active property-and-casualty 
insurance companies (and one 
affiliate – Michigan Millers Mutual 
Insurance Company of Lansing, 
Mich.) providing personal and 
commercial coverage in 22 states, 
plus surety bonds in 41 states, across 
the Midwestern, Northwestern, and 
Southwestern U.S. Building quality 
relationships has been at the core 
of the company’s operations since it 
was founded in 1901. From its roots 
as a direct-writing fire insurer for 
Minnesota’s creameries and cheese 
factories, to its current role as an 
Independent-Agent-driven super-
regional insurer for individuals, 
families, and businesses, Western 
National has focused on providing 
exceptional service to its agency 
partners, policyholders, and local 
communities. The company is a 
proud supporter of the MIIAB.

“At Western National, we believe 
working exclusively with 
Independent Insurance Agents 

provides our mutual policyholders 
with the best possible choice to 
meet their protection needs,” said 
Rick Long, President and Chief 
Executive Officer. “The mix of 
expertise and quality carrier options 
that only an Independent Agent 
can provide makes us proud to 
call it our sole distribution system. 
We are honored to partner with 
Independent Agent associations, 
especially the MIIAB in our home 
state, now and in the years to come.”

While Western National is focusing 
on the future, the Group is also 
taking time to celebrate its recent 
successes. In the past year, Western 
National surpassed $600 million in 
policyholder surplus, was named a 
Top 175 Workplace in Minnesota, and 
received recognition once again as 
a Ward Top 50 Benchmark Group of 
top-performing U.S. property-and-
casualty companies (its 16th time 
in the past 17 years). In addition to 
these accolades, a strong business 
plan and the continued hard 
work of employees and agency 

partners resulted in growth of the 
Group’s assets to $1.7 billion.

For 2021, Western National remains 
focused on increasing the ease-of-
use of its online systems, enhancing 
relationships with its agency 
partners, and achieving profitable 
premium growth. Combined 
with the company’s ongoing 
commitment to individual-risk 
underwriting and to prompt-and-
fair claims service, these efforts 
have Western National on track to 
continue building on its successes 
throughout 2021 and beyond.

FEATURED PARTNER

Western National 
Insurance Group

PRESIDENT & 
CHIEF EXECUTIVE 

OFFICER
Richard Long

COMPANY 
HEADQUARTERS

Edina, MN

A.M. BEST RATING
“A+” Superior

Western National Insurance Group 
President & CEO, Richard Long

Big I Minnesota recognizes Western National Insurance Group 
as one of its Diamond Partners.  Big I MN Diamond Partners 
dedicated the highest level of sponsorship to our organization

Winter 2021 • The Minnesota News  13
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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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CONGRATULATIONS!
to our 2021 CPCU designees

Special thanks to our 2021 Ad Sponsor Companies

Bradley E. Beyer
Cynthia Brademan
Benjamin Brunner
Priya Conjeevaram Krishnan
Isabella De La Cruz
Trevor Dyreson
Joseph R Goetz
Tony A Gordon
Kyle Hall
Janelle Hennen
Jesse Jacobson
Michael Kruger
Caitlin Lawrence
Kristen Leonard
Sarah Miller

Noah Morris
Kurtis Grant Silas Parlin
Kurt D. Patterson
Benjamin Peck
William Phomtalikhith
Michael Reagan
Jeffrey Rieck
Tyson Rosa
Matthew Schuetzle
Jessica Scott
Kirsten Sopkowiak
Heidi Jo Soukup
Whitney Sponsler
Jean Wills
Michael Zelinski

Accident Fund Insurance Company of America
Arthur J. Gallagher & Co.
Choice Insurance Services
Chubb Group of Insurance Companies
CNA
EMC Insurance Companies
Erickson-Larsen, Inc.
Integrity Insurance
J. A. Price Agency
Maguire Agency
Mahowald
Minnesota Independent Insurance Agents &  
Brokers Association
Minnesota Lawyers Mutual Insurance Company

Minnesota Workers Compensation  
Insurers Association, Inc.
MMIC | Constellation
Moores Insurance Management, Inc.
RJR Insurance Agency, Inc.
R-T Specialty, LLC / RT ProExec
SECURA Insurance Companies
SFM Mutual Insurance Company
The Builders Group of Minnesota
The Hanover Insurance Group
Travelers
Trean Insurance Group 
WA Group 

Minnesota CPCU Society Chapter
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we treat people like 
people. because after 
all, they’re people.

simple human sense

We are dedicated to the independent agency system 

and proudly stand behind the agents who represent us. 

auto-owners.com
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© 2021 AMERISAFE, Inc. AMERISAFE and the AMERISAFE LOGO is a registered trademark of 
AMERISAFE, Inc. SAFE ABOVE ALL is a trademark of AMERISAFE, Inc. All rights reserved.

S A F E T Y  I S  O U R  F O C U S .
Among the men and women that 
keep our world moving are those 

with calloused hands and hard hats. 
At AMERISAFE, our duty is to keep 

these workers protected.

WORKERS’ COMP 
IS ALL WE DO. 

amerisafe.com - 800.897.9719

3724 - Machinery or Equipment3724 - Machinery or Equipment

7219 - Trucking: NOC-All7219 - Trucking: NOC-All
Employees & DriversEmployees & Drivers

Erection or RepairErection or Repair
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97%

Proactive Claims 
Management

Safety Training 
Services

NurseCare 
Hotline

Pay-As-You-Go 
Premiums

Member 
Retention Rate
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Diamond Profile

Big I Minnesota recognizes EMC Insurance Companies as 
one of its Diamond Partners. Big I MN Diamond Partners 
are the highest level of sponsorship to our organization.

Winter 2021 • The Minnesota News  19

About EMC Insurance Companies

Founded in 1911, EMC Insurance 
Companies is financially solid, built 
on more than 110 years of serving 
policyholders and independent 
insurance agents. Today, EMC 
employs more than 2,300 employees 
in about 40 states across the country, 
is in the top 60 property/casualty 
organizations in the United States 
based on net written premium 
and is rated A (Excellent) by AM 
Best with a stable outlook. 

EMC’s mission is to grow profitably 
through partnership with 
independent insurance agents 
and to enhance the ability of our 
partners to deliver quality financial 
protection to the people and 
businesses we mutually serve. Our 
brand promise, Count on EMC®, 
represents the core values upon 
which EMC Insurance Companies 
has built its reputation. Since 1911, 
policyholders, agents and employees 
have come to Count on EMC for 

comprehensive protection, superior 
service and financial security.

The five EMC values are the essence 
of our company's identity. These 
are the beliefs we operate by 
that create our corporate culture. 
Keeping these values in mind while 
working with fellow employees, 
agents and policyholders enables 
us to fulfill our company mission.

•	 Honesty & Integrity—We gain 
the confidence and trust of 
others easily through honesty, 
integrity and authenticity

•	 Customer Focus—We 
build strong customer 
relationships and deliver 
customer-centric solutions

•	 Collaboration—We build 
partnerships and work 
collaboratively with others 
to meet shared goals

•	 Innovation—We create 
new and better ways for 
EMC to be successful

•	 Driving Results—We 
consistently achieve results, 
even under tough circumstances

The EMC Minneapolis Branch has 
steadily grown in premium dollars 
and personnel since opening in 1942. 
With an experienced staff of local 
underwriting, claims, marketing, 
audit and loss control professionals, 
we are a full-service branch office 
that values the local relationships 
we have with our agency partners.

 

You can find us at:

EMC Insurance Companies

Minneapolis Branch

11095 Viking Drive, Suite 230

Eden Prairie, MN 55344

800-362-4670

minneapolis@emcins.com

FEATURED PARTNER
EMC Insurance Companies

VP – MINNEAPOLIS 
& MILWAUKEE 

BRANCH OFFICES
Mark Neubauer

COMPANY 
HEADQUARTERS

Des Moines, Iowa

AM BEST RATING
A (Excellent) 

VP-Minneapolis & Milwaukee Branch Offices
Mark Neubauer
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WHO YOU 
GONNA CALL 
WHEN THEY 
SLIP AND 
FALL?
BUSINESS INSURANCE THAT’S DESIGNED TO BE WORRY FREE

A company is a business owner’s pride and joy. Help maximize coverage and protect it with business 
insurance from the Worry Free company — IMT Insurance. 

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

AUTO  |  HOME  |  BUSINESS



Taking a New Look at the Individual Health Insurance Market 

When I met with MIAA board directors in August, we talked about MIAA’s interest in 
learning more about the Department of Commerce’s role in health insurance.  

Commerce licenses and examines all insurance companies operating in Minnesota, 
to ensure they are financially viable and able to pay claims. For health insurance, 
Commerce’s role is to review and publish rates each year on October 1 for individual 
and small group insurance markets.  About 3% of Minnesotans, approximately 163,000 
people, have health insurance purchased in the individual market. Another 4.1% of 
all Minnesotans receive coverage through small group plans. ** Detailed info on 
2022 health insurance rates, as well as rates from previous years, are published here:  
mn.gov/commerce/consumers/your-insurance/health-insurance/rates. 

From Commerce’s perspective, the individual health insurance market in Minnesota is 
stable and strong. Every county in Minnesota has at least two insurers offering health 
plans, and all but seven counties have three or more. Every county has at least 22 
separate health insurance plan options.  

For insight on access and affordability of health coverage in the individual market, I 
have invited Nate Clark, CEO of MNsure, to join me for a short Q&A, to explain what’s 
happening this year and into 2022. 

Question 1:  For the 3% of Minnesotans who are insured through 
the individual health insurance market, how many are enrolled in 

MNsure? 
Nate Clark:   In the past couple of years, there have been 
around 110,000 Minnesotans enrolled in private health 
insurance plans through MNsure. Minnesotans who are 
buying insurance on their own can do so through MNsure 
or can enroll in a plan directly from an insurance company 
or via another private mechanism such as an online broker. 
However, MNsure is the only place where Minnesotans can 
access advanced premium tax credits (APTC) that act as an 
instant discount to lower the cost of their monthly premiums. 
More than half of current MNsure enrollees receive APTCs. 

Commissioner Grace Arnold
commissioner.commerce@state.mn.us Commissioner's Message

https://mn.gov/commerce/consumers/your-insurance/health-insurance/rates/
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AUTO | HOME | FARM | BUSINESS

YOUR CUSTOMERS’ SPECIALTIES 
OUR RELIABLE SERVICE
We believe in serving restaurant owners with the same reliability and responsiveness their  

patrons receive. That’s why we offer customized coverages and outstanding claims service. 

Trust in Tomorrow.® Learn more today.
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For 2022, more people are eligible for APTC and the credits are larger because of the 
American Rescue Plan Act signed into law by President Biden earlier this year. APTC 
is available to people with higher incomes who previously were not eligible and for 
MNsure enrollees who already qualified, the credits are more generous.  Minnesotans 
can enroll in 2022 coverage now. For coverage beginning January 1, they need to sign 
up by December 15. For coverage beginning February 1, their deadline to sign up is 
January 15. 

Question 2:   What news would you share about Open Enrollment 
for 2022? 

Nate Clark:  More people are eligible to access the advanced premium tax credits than 
ever before, and those who qualified in the past can now access bigger savings.  Eligible 
Minnesotans can find a health plan that costs no more than 8.5% of their household 
income. We really want everyone to visit MNsure.org to see what they can save on 
comprehensive, quality health insurance.

Question 3: What does this mean for MIAA members? 
Nate Clark:  As insurance agents and brokers know, insurance premiums depend 
on a number of factors. MIAA members may be working with individuals who could 
be leaving money on the table by purchasing their insurance directly from a health 
insurance carrier. MIAA members can encourage your clients to check out options.  
MNsure offers an online Shop and Compare tool that’s easy for anyone to check what 
savings may be available to them:  mnsure.org/shop-compare. 

** For health plans other than the individual or small group market, Commerce does not 
review or publish rates. According to Minnesota Department of Health tracking data, 
over half of Minnesotans are covered through employer-based health plans, with 41% 
covered by self-insured plans and about 11% covered by large group fully insured, while 
Medicare covers 18% and Medical Assistance covers 15% of Minnesotans. About 5% of 
Minnesotans are uninsured. 

https://www.mnsure.org/shop-compare/


The ABC’s of 
Digital Marketing: 

by Lisa Apolinski
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According to the Harvard Business Review, and the post-COVID CMO survey, social media 
marketing spending saw a 74 percent lift in 2020. In addition, traditional marketing activity 
was projected to decline during the same time period. Digital marketing is becoming more of 
the budget focus for companies, and rightly so. With the pandemic, the importance of having 
a digital focus has come sharply into view for many organizations. These same companies are 
looking to expand their digital growth.

When it comes to digital growth, there is no “silver bullet” to achieve the growth companies 
want or need in a post-pandemic world. If digital grow was easy to achieve in the digital space, 
everyone would do it and do it well. Anyone who tells companies that digital growth should 
be easy do not understand that proper digital growth requires a long-term strategy. 

Digital growth combines patience and commitment in order to develop strong relationships. 
These strong relationships provide the foundation for trust in your brand and, in turn, 
engagement. Trust is not something that can be faked and prospects cannot be rushed into 
giving their trust to your organization without some work. This translates into a much longer 
focus and investment in that digital engagement and growth. To understand why digital 
growth is a long game, you need to revisit your A, B, Cs.

A is for Aspiration: What is the purpose of your organization? What impact are you hoping 
to have on your clients, your employees and your community? Many companies skip right 
over this key initial step to understand, document and share the organization’s aspirations. 
This is not about sharing features and benefits of the company’s products and services. This 
is about sharing your company’s values and what feeds your passion, your purpose and your 
plans for how you serve clients in the future. That share has to be consistent and long term as 
a reminder of why your company exists, to clients, vendors and employees (really anyone who 
interacts and supports the brand). People who get your organization’s aspirations are more 
likely to align with them and go the extra mile to provide support.

B is for Belief: Does your company practice integrity and transparency in communication 
and customer service? Has your digital engagement created a consistent message and a sense 
of trust in your word? Trust is a key component in your digital growth strategy. And because 
most prospects have an inherent distrust of what they are told online, there is a steep uphill 
battle to gain their trust. Keeping that trust and providing leadership and value are just as hard 
to maintain. This can be thought of as providing water so the seeds of what your company has 
planted are able to take root and grow with your audience. Your company cannot phone this 
in or think that gaining the trust of your audience can be done overnight. Trust in your brand 
and word takes time.

C is for Connection: Connection is very different from selling. When you focus on creating 
connection in your network and with your prospects and clients, you are creating something that 
lives beyond your interactions. Connection can happen in any and all digital communications. 
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No agent ever said they enjoy wasting time. 

But they have said fast online quoting with 

a clear understanding of appetite is key to 

a successful partnership. 

UFG Insurance listened.

SAID NO AGENT EVER. 

ufginsurance.com/online

Welcome to a better way to work online 
— because you deserve it. 

BOP-Pro

Get down to (small) business with this robust 

businessowners policy, including select endorsements 

to take coverage to the next level.

Pro-Quote

Get from start to bind with fast efficiency thanks to 

smart tools and straight-forward appetite within this 

enhanced quoting experience.

UFG’s rejuvenated online experience isn’t about being 

better than others — it’s about being better for agents 

like you. Explore our simple solutions for complex times 

and experience service aimed to exceed expectations.

“I love 
spending 
hours trying 
to quote 
online.”

© 2021 United Fire & Casualty Company. All rights reserved.

Simple solutions for complex times
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Connection prioritizes how your company can serve others and how your company provides 
value in every interaction. Connection helps to strengthen the trust your organization wishes 
to develop and add when fostering a strong client base. Connection is also important when 
considering your organization’s pool of potential employees and vendors in your community. 
When you look at all of the community that can support your company’s success, have you 
taken the time to connect into that community? Working on your company’s connection to 
your different communities will take a long-term approach.

While digital engagement moves at lightning speed, your prospects are looking for more 
meaningful engagement with your company. And with prospects and clients want to have 
digital engagement in faster terms, the idea of going slower in communication and digital 
engagement may seem counter-intuitive. However, digital engagement is similar to face-to-
face engagement in that this is a person-to-person connection between someone in your 
organization and someone online. 

With a focus on how you can create and build relationships, you are adding to the long-term 
growth of your company. Relationships, in order to stand the test of time, need time to grow. 
Relationships in the digital space are no different. Those relationships, even though they are 
online, still require the time and investment to gain roots to grow properly. 

Using the A, B, Cs of digital growth can help your company be set up digital engagement 
success, which translates to digital growth. But make sure you invest in actions that promote 
that long term digital growth. And that digital growth cannot be achieved with a silver bullet. 

ABOUT THE AUTHOR:
Lisa Apolinski is an international speaker, digital strategist, author and founder of 
3 Dog Write. She works with companies to develop and share their message using 
digital assets. Her latest book, Persuade With A Digital Content Story, is available on 
Amazon. For information on her agency’s digital services visit www.3DogWrite.com.
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YOUR 
CLIENT 
LOOKS 
PRETTY 
CONFIDENT.

They must be protected by  
Western National Insurance. 
Western National carefully crafts policies to fit your client’s unique 
insurance needs – so they can feel confident in their coverage.

www.wnins.com
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​Every fire loss claim covered by an insurance policy begins and sometimes ends with the agent who sold the policy. However, 
avoiding an E&O claim related to a fire loss begins and always ends with you understanding the process. Remember, the fire loss 
doesn't start with the fire, it starts with the application. 

I. Getting started - the application

It has become increasingly common for carriers to attempt to avoid covering a loss when they determine that the risk as 
represented on the application is materially different from the actual risk insured.. In some states, the misrepresentation on the 
application does not even have to be related to the ultimate cause of loss for the carrier to deny the claim and void the policy 
ab initio (back to the beginning). And if that happens, where's the first place your customer will look to have that loss covered? 
Hint: go look in the mirror.  Faced with an uncovered loss, the policyholder may begin to focus on the agent in an attempt to shift 
blame and recover any damages. Therefore, it is essential to submit accurate information on the application for insurance to avoid 
potential E&O liability. 

After an uncovered loss occurs and the customer brings suit against the agent, typically they will testify that they gave the correct 
information to the agent who then incorrectly filled in the blanks on the application. The policyholder may go on to say he did not 
have a chance to review the information and relied on the agent to correctly complete the application. Lesson One: NEVER fill out 
an application for a customer. ALWAYS make sure THEY complete and sign the application themselves.  Other claims arise when 
the policyholder alleges that he told the agent the correct information but the agent specifically advised that the information 
did not need to be disclosed on the application. These situations typically descend into a scenario where it is one person's word 
against another.

Lesson Two: NEVER advise a customer that information should not be put on an application. When in doubt, write it down. 
Matters become worse if the customer testifies that even though the application is signed, it is not his signature and the customer 
did not authorize anyone to sign on his behalf.  Agents are often tempted to complete an application with information received 
over the phone and they are given permission to sign the application on the customer's behalf in order to save time. See Lesson 
One and Two. Don't give into the temptation.

After you receive the completed application from your customer, be sure to review it to ensure that all the questions and 
information have been completed and included. The agent should make sure the application includes accurate information 
regarding prior fires/claims (regardless of size), prior denials/cancellations and unusual fire hazards. You may not realize it, but 
unusual fire hazards can be encountered with the application for a homeowner's policy where the applicant has a hobby or part 
time job that requires them to store large supplies of flammable liquids. This is the type of risk a carrier will say they would not 
knowingly accept.  Further, agents should include all known relevant information an underwriter would obviously want to know, 
such as prior losses at other properties owned by the same individuals (even if technical ownership is by a different corporate 
entity).

“Where’s the fire?” 
Avoiding E&O claims 

from fire losses

By Ed Barbosa, JD, Assistant Vice President, Swiss Re*
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II. Claim assistance

Fires can be big news events for the local media and many times the agent becomes aware of a fire while it is still burning. Often a 
policyholder will call the agent from a fire scene wanting to know what to do and ask for assistance in reporting the claim. Problems 
can arise when the agent is asked if there is coverage for the fire loss and the agent responds without reviewing the policy. Lesson 
Three: Never advise the policyholder what will or won't be covered. While your first inclination is to tell them what you think, let 
the adjuster for the carrier give that information. You can help them contact the carrier, but after the loss is reported, get out of the 
way. Without looking at that customer's actual policy, an agent may assume fire coverage is in place and tell the policyholder not to 
worry.  While many policies are identical, there is a chance that there is some special provision that could apply. In many instances 
there is no coverage for a number of reasons including the policy recently lapsed for non-payment of premium. In other instances the 
policyholder may have several locations covered under the policy but forgot to add the location that suffered the loss. Sometimes 
there are special requirements under a commercial policy that require the policyholder to take certain precautions to lower the fire 
risk such as having sprinklers in place or special fire alarms. If the policyholder has not complied with these requirements it may cause 
the claim to be denied.

 A significant problem arises when an agent assumes a legal duty he may not otherwise have by agreeing to notify the carrier of the 
fire. If the agent agrees to assume this duty, care must be taken to notify all of the customer's potentially responsible carriers. Courts 
have held that if an agent assumes a duty it must carry out that duty without negligence.

After a fire is extinguished and all the fire fighters, trucks and equipment are gone, the policyholder can be very anxious to get the 
cleanup work started. The policyholder may ask the agent if he may proceed with the cleanup work. Although the cleanup seems to 
be a routine matter to the agent, this approval to start should come from the adjuster or carrier, and not from the agent. If the work 
is started because the agent told the policyholder to start but the carrier later denies the claim after investigating, the agent may be 
in a difficult situation. The policyholder will look to the agent for any costs associated with the cleanup if the carrier refuses to pay.

The same holds true with repair work. Sometimes the policyholder, carrier and contractor point their fingers at the agent when the 
carrier refuses to cover the work entirely or says the expense is in excess of what the policy will allow. Let's assume the agent tells 
the policyholder to start the repair work and the current building codes require additional work beyond just repair. The policy may 
exclude or limit coverage for any work associated with the improvements to meet the current building codes. When the carrier 
denies this expense in whole or in part the contractor will look for payment from the policyholder. The policyholder in turn will look 
to the agent since he gave approval to proceed.

III. Paying the claim- actual cash value vs. replacement cost

After the fire and cleanup, then comes the task of paying the loss from the fire. In general, there are two methods to determine 
how much should be paid: Actual Cash Value vs. Replacement Cost. Simply stated, Actual Cash Value (ACV) is the actual value of 
the property at the time of the loss less depreciation. Replacement Cost (RC) is how much it would cost to replace the property if 
it were to be rebuilt just as if it had never been destroyed. There are many variables that can play into these amounts, but in most 
instances ACV is less than RC. The agents' job is to make sure that at the time the policy is applied for, that the customer understands 
the difference and that they make the decision about which type of policy they want, so that if a loss occurs, they know exactly what 
they will receive. After the loss, the policyholder may ask how much they will be receiving for their property. Many times, in an effort 
to be helpful, an agent may tell them that “everything is covered", and these words could come back to haunt them if everything isn't 
covered. It is the carrier's duty to review the claim and determine how much is to be paid, not the agent's. Lesson Four: Let the carrier 
discuss payment of the claim with the policyholder. You can be sympathetic with your customer, but after the loss only the carrier 
and their representatives can tell them how much they will receive.

​Hopefully, this has served as a refresher and reminded you that as the agent you must use due care when underwriting and 
responding to fire losses. That care starts with having your customer complete the application accurately and correctly.  It continues 
through to claim reporting; but remember - adjusting the claim and all activities related to it should be done by the carrier or its 
adjuster – not the agent. While all of this may seem routine, it is not inconsequential and is sometimes overlooked during the rush 
of doing business.  Oh, and one more thing: always remember to document, document, document. Because if you didn't document 
it, it didn't happen.

*Ed Barbosa, JD, is an Assistant Vice President of Swiss Re/Westport, handling insurance agents errors and omissions claims. Prior to attending law school 
he was on the Kansas City, MO Fire Department for 10 years.  After law school he practiced for 13 years and has been with Swiss Re for the last 8 years.

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

​Copyright 2022 Swiss Re. All rights reserved. You may use this for private or internal purposes but note that any copyright or other proprietary notices must 
not be removed. You are not permitted to create any modifications or derivative works of this, or to use it for commercial or other public purposes, without 
the prior written permission of Swiss Re.
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SECURA’s team of insurance experts is making insurance 
genuine. They are here to support you and your clients. Our 
underwriting teams are quick to reply, open-minded, and know 
their stuff. Plus they are backed by our caring claims group 
who will get your clients back on their feet. 

Honest 
relationships

Interested in building a relationship?  
Contact us at secura.net/MN-agents.

Hear from our experts. 

Want to learn more about what SECURA 

has to offer? Scan the QR code or 

visit secura.net/MN-agents  for more 

information about the SECURA team.

Commercial | Personal | Farm-Ag | Specialty 

Joy K.
Personal Lines

Underwriter

Kevin S.
Farm & Agribusiness Lines

Underwriter

Katrina P.
Commercial Lines

Underwriter

Meng L.
Specialty Lines

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

AGENTS OF

invention 
A  P A R T N E R S H I P 
B U I L T  O N 
U N L E A S H I N G  D A T A

Independent agent Seth Zaremba 

has set his agency apart and up for 

continued growth by blending art and 

science. Using data sharing and artificial 

intelligence, he and his team create 

seamless customer journeys, from 

acquisition to renewal.

He values Progressive for its thought 

leadership, advanced technology, and 

consumer insights. Because, when 

it comes to strategy and innovation, 

“Progressive is playing chess while other 

carriers are playing checkers.”

AgentsofProgressive.com

SETH ZAREMBA 
ZINC | BROADVIEW HEIGHTS, OH
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By Mary LaPorte, CPCU, CIC, LIC, CPIA

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

This issue has come up in our Personal Lines department. Our insured is closing on a new home and tells us the closing date is 
October 1.   We issue a policy and provide evidence effective that date.  Then they tell us the closing date was pushed back to 
October 10.  It is a lot of work to cancel and rewrite to the new date, not to mention the insured receives a lot of paperwork which 
confuses them.  This can happen three or more times in some situations.  To avoid this complication, we have been issuing binders 
instead of the policy.  That way, we just need to replace each binder with a new one reflecting the changed effective date. When 
closing finally takes place, we then issue the policy.

Is this the best way to handle these situations?
Melissa, Washington

Melissa, although these requests may seem routine, but they are wrought with E&O exposure.  Your agency is not the only one 
struggling with this.

In most situations, we recommend that you avoid issuing binders.  Since the policy has not been issued, the binder is THE policy.  
If a loss should occur, every word on the binder will be scrutinized.  It is not possible (nor should it be attempted) to include every 
policy condition, exclusion or limitation on a binder.  Therefore, courts will often rule that coverage is included when it was not 
intended.  Therein lies the E&O exposure.  Since much E&O litigation revolves around binders, many agencies have a standard to 
never issue binders.

Not only that, but agents who issue binders often don’t follow the rules. That means, binding only within your authority and sending 
copies of binders to the carrier. If handled properly, when a binder needs to be reissued, your carrier should issue a cancellation for 
the first binder.  Your carrier will not love this idea, and your customer will still receive unwanted cancellation paperwork.

There is no substitute for the actual policy.  The best practice is to issue a policy for the effective date of the closing and provide 
an Evidence of Property Insurance.  Then if the closing date changes, request that your carrier endorse the policy to change the 
effective date.  If your carrier is unable to do that, then the policy should be canceled and rewritten. 

Also, be up front with your customer.  Explain that you are issuing a policy effective that closing date and if the closing does not take 
place on that date, they will receive paperwork for the initial policy and cancellation notices related to that.  Sometimes hearing 
“Are you sure closing will take place on that date?  I don’t want to have my policy to be cancelled and started over again” from the 
customer may have some influence on the lender.

Having said all this, we don’t live in a perfect world, and there are differences in how carriers may want you to handle these requests.  
Contact each carrier and work with them to provide a procedure in handling these situations.  Whatever your carrier prefers, ask 
them to put their guidelines in writing to you.  Then be sure to follow their guidelines in every situation.

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

© 2021 LaPorte Consulting, LLC.  All Rights Reserved

Q:

A:

For resources to help reduce your agency's E&O exposure, see Mary's book: 
Mission: Excellence - Creating an Internal E&O Loss Control Program.

Visit her website at www.lpinsuranceconsult.com for more information.

mailto:marylp@lpinsuranceconsult.com


It’s Me, Not You 
(Actually, Maybe 

It Is!)
When It’s Time to 

Divorce Your Clients

By Kate Zabriskie
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Over a hundred of her clients only use her services once a year. They expect 
champagne service on a beer budget, and they pull her attention away from the 
people she works with regularly. This group is weighing her down, and after some 
soul searching, she’s decided they’ve got to go. Her business is running her, and it’s 
not working.

Plain and simple, he doesn’t like working with them. They pay late, they always look 
for extras, and they’re generally unpleasant. Life’s too short, he doesn’t need the 
work, and today is the day he’s pulling the plug.

They pay their bills on time, they’re as regular as clockwork, and they’re no longer 
profitable. They’ve been great clients, and she dreads having to tell them they’re no 
longer a fit. Nevertheless, due to resource constraints, it’s got to be done.

From time to time and for myriad reasons, service providers need to let a client or 
class of clients go. As with any other difficult conversation, there’s a right way and a 
wrong way to make the decision and break the news

Step One: Be Methodical When Making the Decision
Snap judgments can feel good in real time. Later, however, many people come to regret actions 
they’ve taken in the heat of the moment. So, when the thought of leaving a client enters your 
mind, take a step back and ask yourself why. Does the client not fit with your business model 
anymore? Does the person bring you down in some way? Does helping the client take away 
from more important work? If you answer “yes” to any of those questions, it’s time to think 
about what you will accept, what you won’t, and what types of clients make sense for where 
you are now and where you want to be in the next few years. Once you have clear criteria, you 
have something against which you can evaluate.

Step Two: Ask Yourself if the Relationship Is Truly Finished 

After you’re clear about what you want and the kind of client that fits the bill, you must decide 
if the relationship is finished or if it has rehab potential. For example, if a client is always late 
and that is what’s making the relationship unpleasant, a frank conversation may solve the 
problem. On the other hand, if the client doesn’t value you or his or her business is no longer 
part of your core service, you may want to say goodbye. Alternatively, if you can be had for a 
price, consider revising your fees. Some people may be perfectly happy to pay to stay.

Step Three: Determine Whether You Will Make a Clean Break or Recommend an 
Alternative
When a client’s behavior is perfectly fine but the client no longer a fit, sending them in another 
direction may make a lot of sense. When you do, however, you need to be clear that you are 
out of the picture and not a go between for managing the new relationship. In other words, if 
something goes wrong, you’re not involved.
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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.

17
-IA

-1
98

5B
  L

C 
3/

17

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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At the other end of the spectrum, if the person or people you need to break up with are abusive, 
it hardly makes sense to recommend a colleague. After all, would you want people sending 
toxic clients your way? Probably not.

Step Four: Choose the Right Time
When you make a split can be as important as how. For instance, if you’re an accountant and 
just before tax time you make a break with clients who only use you at tax time, you’re going 
to make a lot of people angrier than they need to be. When possible, provide ample warning.

Step Five: Keep Your Message Short and Direct
When you break the news, keep you explanation brief. 

“Karen, I have some updates about my business and where my focus is for the coming year. We’ve 
been shifting our attention to full-service clients for quite some time. Full-service clients are people 
who need us every month and not just once a year. You should know this is the last year I’m going 
to be handling clients who do not need our full services. Based on what I understand from working 
with you, I don’t think full service is something you need. Am I correct?”

If the breakup is a result of a client’s behavior, the message may be a little different.

“Roger, for our services to work, we need clients who respond when we ask for their feedback. We 
don’t have the resources to manage the follow up required when we don’t hear anything. Because 
feedback isn’t happening and it’s been an ongoing issue, we’re going to step away from the 
relationship.”

Step Six: Stand Firm and Stay Calm
Some people take a split well, and others don’t. No matter the reaction, you should stay calm 
stick by your carefully reasoned decision.

No matter the reason, splits are rarely fun when they’re happening. Once they’re over, however, 
they can free you to tackle new challenges and do the work that makes you happy.

ABOUT THE AUTHOR:
Kate Zabriskie is the president of Business Training Works, Inc., a Maryland-
based talent development firm. She and her team help businesses establish 
customer service strategies and train their people to live up to what’s 
promised. For more information, visit www.businesstrainingworks.com. 
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Make the right 
connections.

©Copyright Employers Mutual Casualty Company 2021. All rights reserved.

It’s easier than ever with EMC’s NEW TeleTech Program! 
This tailored network of coverages and resources addresses 
the rapidly evolving needs of telephone and internet service 
providers. It’s the innovative program they’re looking for, 
and just what you need to expand your client reach. 
 

emcins.com/telecommunications
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Diamond Profile

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

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

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

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

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

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

Our Growth in Numbers
We value quantity but quality is our benchmark
2010 $112 million in premium
2021 $230 million in premium
190+ Committed associates 
200+ Select markets 
9 Core states: IN, IL, MI, KY, OH, MN, MO, TN, WI 
50 State licenses 

Let Arlington/Roe 
help you find the right 

solutions. 800-878-9891

Though Arlington/Roe could not hold its annual Day 
of Service due to the pandemic, our associates still 
dedicated their time and resources to help those 
in need. Throughout 2020, associates sent virtual 
Valentine cards to hospitalized children, supported 
and raised funds for the Special Olympics Polar 
Plunge, "adopted" struggling families, volunteered 
on Martin Luther King Jr. Day, gathered school 
supplies for children in need and participated in 
many other company-wide philanthropic activities. 
Though Arlington/Roe could not hold its annual Day 
of Service due to the pandemic, our associates still 
dedicated their time and resources to help those 
in need. Throughout 2020, associates sent virtual 
Valentine cards to hospitalized children, supported 
and raised funds for the Special Olympics Polar 
Plunge, "adopted" struggling families, volunteered 
on Martin Luther King Jr. Day, gathered school 
supplies for children in need and participated in 
many other company-wide philanthropic activities.

FEATURED PARTNER
Arlington/Roe

PRESIDENT
Jim Roe, CPCU

HEADQUARTERS
Indianapolis, IN 

WEBSITE
www.ArlingtonRoe.com

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

Jim Roe
President/CEO

Andy Roe
Executive VP

Rick Pitts
Vice President &
General Counsel

J. Patrick Roe
Senior Vice President

Marketing & Sales

Cindy Larson
Brokerage

Workers Comp

Holli Lynch
Commercial  

Binding

Robin Snider 
Vice President 
Healthcare &

Human Services

Tina Revolinski 
Brokerage 

Workers Comp

John Immordino
Senior Vice President
Professional Liability

Minnesota Associates

Executive Team

Alec Immordino 
Professional

Liability

Managing General Agents
Wholesale Insurance Brokers

Ann Duncan
Marketing
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6 Mindsets To Help Your 6 Mindsets To Help Your 
Team RebootTeam Reboot

by Jason V. Barger

Did you know that 7.6 million people quit their jobs in 
the months of April and May of 2021? 
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Did you know that 7.6 million people quit their jobs in the months of April and May of 2021? 
Reports of loneliness at work are as high as ever. Divorce rates are up 34% from last year. To say 
people have been a little stressed would be an understatement. 

Let’s dig a little deeper into what the research is also telling us. 9 out of every 10 employees 
say they want to work for a more meaningful culture. People want to feel like they are a part of 
something big-ger than themselves, they want to feel appreciated, valued and cared for. In the 
midst of so much angst, division and uncertainty in the world that seems out of our control, 
people need to be remind-ed about what is within our control.

Teams and companies need a reboot. 

Most teams and companies are still figuring out how to help support their people and engage with 
them remotely, in hybrid settings, and in-person gatherings. With all that people have been navi-
gating, differing modes of communication, the expansion of remote workers, global health, issues 
of racism, social injustice and equity, political and economic uncertainty, they are also expected 
to max-imize the experience, product or service that you are delivering to the marketplace. 

Here are six mindsets to reboot your team:

1.  Clarity —Is your Mission clear? Is your Vision clear? Are you Values for how your team 
is committed to travel clear? Is your Strategy for the next priorities clear? Take this time as an 
opportunity to reboot and make sure all are aligned with clarity. The outcome is that everything 
on the path forward be-comes clearer. Your team may not have all the answers, but they’ll have 
energy and clear direction on how to take the next step.

2.  Inclusivity — Leaders in the world play an enormous role in widening the circle so that more 
diverse backgrounds, ideas, perspectives, and experiences have a seat at the table. Teams and 
organizations will lead the way forward in society by modeling how to have civil, respectful 
dialogue and educate people on the strengths of diversity, equity and inclusion. When our teams 
are inclusive and welcoming, it breathes life and energy into all. We’re stronger together. 

3.  Agility — Possibility + Adaptability is the name of the game in a changing world. Leaders 
have to practice an occasional reboot that allows their mind to find new ways of doing things and 
the courage to adapt to opportunities that emerge. If leaders return to the “this is the way we’ve 
always done it” mindset then they will sit back and watch their people leave the room. 

4.  Grit — Resolve + Toughness is critical to help people navigate their way through obstacles, 
chal-lenges, negativity, finger pointing, and division. Leaders help their people reboot to stay 
focused on the present moment and the actions that are needed in order to take the next step. 
Toughness isn’t about being physically stronger than others, it is about being able to be vulnerable 
with your people and still have the resolve to find solutions, together. 

5.  Rest — Teams and organizations have an unhealthy association with the concept of rest. 
Americans last year left 768 million days of vacation on the table with their employers. That 
equates to nearly $66 billion of lost benefits. We’ve forgotten that the research actually shows that 
deliberate rest is essen-tial to elite performance. When we allow our bodies, minds and hearts to 
deliberately rest, we breathe more efficiently and are better at everything else.
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Unparalleled Financial
Strength1

Responsive and Relationship- 
Based Underwriting 3

World-Class Claims Service2

Stable and Consistent 
Market4

Impeccable Culture5

TOP FIVE  
REASONS AGENTS LOVE
WORKING WITH US!

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

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

RATED #1
COMPANY FOR

DURING COVID-19

WORK-LIFE
BALANCE

SELL ACUITY!
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6. Ownership — Accountability + Action are mindsets and oxygen that the best leaders and 
team cul-tures on the planet breathe. They connect the things they say they will do with positive 
accountability and action. Accountability isn’t a negative word, it’s a positive mantra that all take 
ownership of. In a world where people are quick to gossip, point fingers, and be critics about what 
isn’t working, the best leaders reboot themselves and their people and shift conversations from 
blame to solutions-focused. 

The best cultures proactively help their people navigate through obstacles, together. They 
intentional-ly choose to inhale positivity and the 6 mindsets above and exhale negativity, blame, 
gossip and divi-sion. The ecosystem of their culture is grown, developed, cultivated and led with 
intentionality, one breath at a time. 

The process for developing high-performing and engaged teams never stops and the best leaders, 
teams and organizations are committed to rebooting how they hire, onboard, do performance 
evalua-tions, develop emerging leaders, and recognize excellence. The best leaders invest in their 
teams, to-gether. 

If you’re experiencing a lack of energy, passion or hope for the road ahead, it may be the air you’re 
breathing. It may be time for a reboot. 

ABOUT THE AUTHOR:
Jason V. Barger is the globally-celebrated author of Thermostat Cultures, ReMember and Step Back from 
the Baggage Claim as well as the host of The Thermostat podcast. His latest book Breathing Oxy-gen is 
set to be released in early 2022. As Founder of Step Back Leadership Consulting, he is a coveted keynote 
speaker, leadership coach and organizational consultant who is committed to engaging the minds and 
hearts of people and growing compelling cultures. Learn more at JasonVBarger.com or on social media 
@JasonVBarger
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Managing General Agents | Wholesale Insurance Brokers

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

800.878.9891   
ArlingtonRoe.com

Let us help you find 
the right solutions.

Experience you can trust.
Service you can rely on.

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

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

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

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

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

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










SERVING MN

SAME NAME
AGENTS UNDER THE

FOR

66 YEARS
AND COUNTING

www.nsa-mga.com
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Customized Solutions 
for Specialty Risks
Jenna Contreras
National Business Development
Tel.:  312.884.5813
Cell:  619.616.9454
Email:  jennac@primeis.com

8722 South Harrison Street
Sandy, UT 84070

www.primeis.com

An Excess & Surplus 
Lines Company

travelers.com 

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

It’s better under the umbrella®

www.amtrustfinancial.com

SMALL    
BUSINESS 
IS OUR 
BUSINESS IN 
MINNESOTA

RT SPECIALTY, MINNESOTA
First National Bank Building
332 Minnesota Street, Suite W2600
St. Paul, MN 55101
(651) 647-6254

RTSPECIALTY.COM

PROFESSIONAL | BINDING AUTHORITY | PROPERTY | CASUALTY | WORKERS’ COMP | TRANSPORTATION

Commercial Lines 
AVAILABLE IN MINNESOTA

AmGUARD • EastGUARD • NorGUARD • WestGUARD

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

 

 

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

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

We proudly support 
the MIIAB

cna.com

Copyright © 2020 CNA. All rights reserved.

HR Solutions for Business 

Value For You:
• Commissions for Life of Client. No Competition. 
• No Trespassing. Flexible Carve-outs. 

Value For Your Clients
• Turn-key HR, Payroll, Tax Compliance,  

Technology, Benefits, and Risk Solutions.
• Easy Onboarding. Transparent Billing.

Mitch Wall
612-226-1670 
mwall@EngagePEO.com

19548-001 ENG_2021_Fall_ MIIA _Bus_Card_AdR3.indd   119548-001 ENG_2021_Fall_ MIIA _Bus_Card_AdR3.indd   1 8/11/21   1:35 PM8/11/21   1:35 PM
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©2021 Westfield. All rights reserved.

Because you believe you are  
            meant to do something more.

                  We believe in you.

westfieldinsurance.com

  
Phone  763.521.4499         
Fax      763.521.4482 
www.tstlaw.com 
 
Jessica C. Richardson 

Rolf E. Sonnesyn 
 

Providing advice and defense to insurance agents and 
brokers throughout Minnesota regarding E&O claims, 
professional disciplinary matters, agency management 

concerns, employment issues, and more. 
STATEAUTO.COM

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  |  952.454.36751-800-598-5560
ifcnationalmarketing.com

WHAT HAS 
YOUR IMO 
DONE FOR 
YOU LATELY?

Generate new revenue 
streams from your current 
book of business.

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

FACEBOOK-F  linkedin-in  Twitter  

COMMERCIAL AUTO & PROPERTY INSURANCE 

The know-how to keep you moving.

800.488.2930 | bhhc.com
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At National General, an Allstate company, 
our history is driving us towards a better 
future. The insurance industry continues to 
evolve at rapid speed. As technology and 
innovation push us into the future, we are 
coming together by taking the best of each 
brand we represent to provide powerful 
solutions for independent agents and the 
communities they serve.

Contact Sandy Schow at 320-979-9757 or 
Josh Ness at 651-666-0610 if you are interested 
in joining the National General team.

 © 2021 National General, an Allstate company. All Rights Reserved. 

Our Past Helps
Guide Our Future

Affordable protection in an ever-changing world.
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CHUG Disaster Hotline

WHEN DISASTER STRIKES, 
WE ARE HERE FOR YOU.
WATER  •  FIRE  •  MOLD  •  RECONSTRUCTION

GROW YOUR
MINNESOTA

BUSINESS!

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

www.icwgroup.com/join 952.258.9683

Workers’ Compensation 
Insurance

AccidentFund.com

encova.com

With Encova’s customizable 
coverage, you can give your 
clients exactly what they  
need - whether that’s  
workers’ compensation or 
other business coverage.

INSURANCE SOLUTIONS  
FOR YOUR CLIENTS’ NEEDS

BUSINESS     AUTO     HOME     LIFE

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

badgermutual.com 800.837.7833     badgermutual.com    

Historic Company.
Startup Mentality.

10Off
%

All CyberFin services 
and 50% off any WISPs 

Completed by 12/31/2021

Cyberfin.net



to our 2021 MIIAB Partners

Encompass Insurance Company
NAU Country Insurance

Risk Administration Services
RPS

 Accident Fund
AmTrust North America

Badger Mutual Insurance
Berkshire Hathaway GUARD Insurance Companies

Berkshire Hathaway Homestate Companies
Burns & Wilcox of Minneapolis

Chubb Group
CNA Insurance
CyberFin LLC

ENCOVA
Engage PEO
ePayPolicy

Erickson-Larsen, Inc.
FIRST Insurance Funding

Foremost Insurance

Grand Exteriors
Great Northwest Insurance Company
ICC Restoration & Cleaning Services

ICW Group Insurance Companies
IFC National Marketing, Inc.
Kemper Personal Insurance

Legacy Education Organization
Meagher + Geer, PLLP

Midwest Family Mutual Insurance Co
MN Workers Comp Insurers Association

Northern States Agency
OCI Insurance & Financial Services, Inc.

Old Republic Surety Company 
Premco Financial Corporation

Prime Insurance Company

R-T Specialty, LLC.
Security Financial Bank

Selective Insurance Company of America
Sentry Insurance

Service Master DSI
Society Insurance

State Auto Companies
Sunbelt Business Advisors

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

Travelers Companies, Inc.
United Fire Group

Westfield Insurance

® MINNESOTA

®

PLATINUM

GOLD

SILVER

DIAMOND

Thank You


