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Broken glass? 
We’ll �x it fast

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

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

SafeliteForAgents.com



Chad Ostermann
chad@mminsagency.com President’s Message

Looking Forward to 2022

Hopefully the turning of the calendar to 2022 has brought all of you some excitement and 
a great start to the year.  The association is excited to help all member agencies have a 
very successful year!

One of the biggest benefits of membership each year is the advocacy at the capitol 
through our lobbyist, Robyn Rowen.  As the legislative session started, we again face a 
variety of issues that have an impact on our businesses.  Robyn has provided short video 
updates that give us insight into what is happening at the capitol and how it impacts 
us.  I encourage you to follow those messages and if you have any questions or other 
information to add, please reach out to the association.  

The staff is preparing for our best Expo yet which is set for May 16th.  The Expo will have 
a back to the future theme.  The setting will continue to be at Mystic Lake Casino and I 
encourage all of you to register for the event.  Registration begins March 1st.

One of the hottest topics the last few years has been cyber crimes and the hackers that 
want to steal all kinds of information from businesses.  In addition to the cyber liability 
insurance coverage offering, the association will continue trying to find solutions for our 
members to give everyone peace of mind in knowing all of our data and information is 
protected.  This seems to evolve each day and the association is committed to being at 
the forefront in helping all of our agencies.

Soon my presidency will come to an end, and I wanted to make sure I thank all the staff at 
the association for all their hard work.  We are extremely lucky to have all of them.  I would 
also extend a huge thank you to my staff at M&M Insurance!  
Finally, in addition to being my partner at the agency, I would 
like to specifically thank my wife, Joy.  Her support has been 
invaluable!

We hope to see you all at the upcoming Expo!

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®.



Join Us Back to the EXPO!

The Big I Minnesota is busily preparing to welcome our independent agents and 
partners to the “Back to the EXPO” event coming up on May 16th at Mystic Lake 
Event Center.  Things will look a little different with the schedule, but we hope 
this will allow for more of your agency force to join in the learning and festivities.  
We begin with a mix and match of education sessions in the afternoon designed 
to inform and educate on Future Technologies, Agency Operations, and the 
ever changing Cyber Threats that we have experienced in increasing numbers.  
We have pulled in experts from around the country to discuss programs to help 
you decide what kind of technology to utilize in your agency, how to hire talent 
to increase efficiencies, and how to protect and stay compliant with the Cyber 
Security laws and concerns, especially since the insurance industry is #2 on the 
list of industries being targeted.  

Get ready for a fun filled EXPO with the “Back to the Future” themed Flux 
Capacitor Bingo.  Dress up like your favorite character from the movie including 
Marty McFly, Doc Brown, Biff Tannen, or George & Lorraine McFly.  Wear your 
80’s themed clothing, or your “Back to the 50’s”  attire from the Dance Under the 
Sea to fit in.  

We will end with an awards dinner to wrap up the day and honor our 2022 Award 
Winners, say goodbye to our current Big I MN President, Chad 
Ostermann from M&M Insurance and welcome our incoming 
Big I MN President, Shawn Flavin from Christensen Group.

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

mailto:driley@miia.org
https://www.iiaba.net/education/preview.aspx?evt=37601
https://www.miia.org/Events/SiteAssets/Pages/MCon/Exhibitor_Info/default/2022%20Big%20I%20MN%20Exhibitor%20Commitment%20Form.pdf
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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
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A colleague of mine recently asked if Named Driver Exclusion Endorsements can be legally added to automobile 
policies.  It Depends.  The Q & A below will hopefully provide some insight into the states that permit the exclusions, 
what coverage(s) they apply to and the purpose they serve.  

What is a Named Driver Exclusion Endorsement?
When added to a personal or commercial automobile policy, this endorsement can either void all automobile coverage 
or substantially limit coverage if the person named on the endorsement operates or is in control of a covered or non-
owned auto.  

What is the purpose of a Named Driver Exclusion?
This exclusion allows an underwriter to consider a risk that is acceptable overall, but is unacceptable due to of the driving 
history or age of a particular driver or potential driver.  Personal lines underwriters may consider this endorsement if the 
driving record of a household member does not meet the minimum underwriting standards.  The use of the exclusion is 
more common on commercial auto policies, and is often added due to the driving record of one employee.  

Are Named Driver Exclusions permitted to be used in Minnesota?
Yes and No.  Voiding coverage in its entirety for a particular driver(s) is not permitted in Minnesota.  However, coverage 
can be limited for persons named on a Named Driver Exclusion Endorsement.  The commercial auto policy is required to 
provide the required state minimum liability coverage and limits. 

continued on page 11
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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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*Physical Damage Coverage is not required by law and may therefore be excluded 

Sample Exclusion Language – Minnesota
As a condition of the continuation of this policy, the “Company” will not be responsible or participate in any loss in 
excess of state minimum financial responsibility requirements involving any vehicle insured on the policy, or any 
other automobile to which the terms of the policy are extended, or any non-owned automobile that is operated or 
in control of the excluded driver named in this endorsement or shown on the declarations. 

Do other states permit Named Driver Exclusions?
Yes.  Insurance is regulated individually by each state.  Most of the states surrounding Minnesota permit policies to be 
issued excluding all coverage for drivers named on a driver exclusion endorsement.  If the home state of the named 
insured on the policy is North Dakota, South Dakota, or Iowa, full driver exclusions are permitted.  

Summary
Whether driver exclusions are permitted depends on the state of insurance jurisdiction.  In most states, coverage can 
either be eliminated completely or reduced to the minimum limits required by the automobile financial responsibility 
laws of the state.  

Employers continue to struggle with recruitment and retention of employees.  An increasing number are willing to 
make exceptions to their employment policies for employees (or potential employees) with multiple driving offenses, 
even alcohol related offenses, on their records.  If applicable, driver exclusion endorsements will impact both auto and 
umbrella coverage, not to mention coverage contractually required by certificate holders, lienholders, and additional 
insureds.  

When faced with the possibility of a driver exclusion (or coverage limitation) endorsement on an auto policy, search for 
available insurance options without such exclusions, even if they cost more.  Remember to thoroughly document your 
file!  The insured’s acknowledgement that a driver exclusion or coverage limitation exists on the policy could help avoid 
a misunderstanding and an E & O claim.    

ABOUT THE AUTHOR:
Gloria has over 40 years of experience in the independent agency business and is currently Risk Advisor for 
North Risk Partners. She is an instructor for the National Alliance, Big I MN and conducts individual classes 
and consulting through Independent Resource Services, LLC. She is a past board member for the National 
Alliance’s CISR program. Gloria currently is the Education Chairperson for the MIIA Insurance Education 
Foundation

Bodily Injury/Property Damage
Sec. 65B.49 MN Statutes

$30,000 Each Person/$60,000 Each Accident
$10,000 Property Damage

Basic Economic Loss Benefits (PIP)
Sec. 65B.44 MN Statutes

$20,000 Medical/$20,000 Essential Benefits

Uninsured/Underinsured Motorist
Sec. 65B.49 MN Statutes

$25,000 Each Person/$50,000 Each Accident

continued from page 9

https://www.revisor.mn.gov/statutes/cite/65B.49#stat.65B.49.3
https://www.revisor.mn.gov/statutes/cite/65B.44
https://www.revisor.mn.gov/statutes/cite/65B.49


12  The Minnesota News • Spring 2022

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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Diamond Profile

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

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

Our associates drive our culture 
of service and family at West 
Bend. It’s because of them that 
we’ve been honored as a Best 
Place to Work in Insurance 
for 12 consecutive years by 
Business Insurance and as a Top 
Workplace by the Milwaukee 
Journal Sentinel for 12 years. 
West Bend was also honored 
by Forbes as one of America’s 
Best Insurance Companies, 
Best-In-State Employers, Best 
Midsize Employers, and Best 
Employers for Women. Fortune 
recognizes West Bend a Best 
Workplace for Millennials.

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

FEATURED PARTNER
West Bend

PRESIDENT & CEO
Kevin Steiner

HEADQUARTERS
West Bend, WI

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

WEBSITE
www.thesilverlining.com

Big I MN recognizes West Bend as one of its Diamond 
Partners.  Big I MN Diamond Partners are one of the 
highest levels of sponsorship to our organization.
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President & CEO 
Kevin Steiner
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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



Keeping and retaining talent has been on the minds of agency owners from the day I entered this industry.  
It has remained in the top 5 concerns of agency owners in literally every survey I have ever read. With the 
current movement in our workforce, my guess is this topic will remain at the forefront for the foreseeable 
future. When this topic comes up, there is a great deal of focus placed on what current owners are doing 
to attract and retain great talent, but what about the other side to this conversation. I believe that in order 
to create a meaningful career and future within an agency, the responsibility lies with both the owner 
and the potential future owners.  If you are a hungry, smart, energetic leader who sees the incredible 
opportunity that exists in our industry to become a business owner, my question to you is, what are you 
doing to build your pathway to ownership?  

Opportunity is everywhere 
According to the latest Agency Universe Study, there are 36,000 agencies across the United States.  Over 
49% of those agencies have owners that are 56 or older, which means that half, 18,000 agency owners, 
will be at or past retirement age in the next 5-10 years and thinking about transitioning ownership in their 
agency. According  to the same study, the majority of agency owners want to transition internally to a 
current partner, employee, or family member.   There will never be a better time to position yourself as 
a future agency owner.  In addition, independent insurance agencies are incredibly strong businesses – 
seriously, name another industry where 85-90% of your revenue typically renews. I am not suggesting that 
there aren’t challenges but, as far as opportunities go, this industry is rich! In fact, I still think it is one of the 
best kept secrets!  So, the question is, with all of this opportunity, what are you doing to position yourself 
as a future owner? 
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Bridging the generational divide 
I think we all talk about how to communicate with the next generation, but have you considered what you 
are doing to connect with the generations that came before you? Baby Boomers are wired to view hard 
work and commitment based on hours and time while that is far less important to GenX and Millennials 
who demonstrate their worth and commitment by making a difference and being innovative.  The issue is, 
at our core, these perceptions and behaviors conflict. Having an awareness and ability to move past your 
own tendencies and meet people where they are is a skill that is incredibly important for leaders to possess.  
It is important in every relationship that we have, so having an appreciation for the different perceptions 
that we all have can go a long way in bridging this generational divide and demonstrating your leadership 
abilities. Small changes like being present or meeting in person when discussing important topics can 
go a long way.  Seeking out advice and taking the time to consider and incorporate that advice into your 
approach builds mutual respect and shows that you value their opinions and shows your ability to relate 
to all different types of people.

Broadening your view 
Have you ever heard that you should dress for the position you want, not the one you have?  Using that 
same logic, you should think like the position you want not the position you have. Far before you have 
the title of owner, you can think like one by broadening your view and considering all aspects of the 
business not just your perspective.  When a problem arises, ask yourself how the problem impacts all roles 
inside the agency, your customers and your partners.  Ask questions about the business, and participate in 
creating solutions. Make the shift from sharing problems to sharing solutions. Leaders have to make some 
difficult and sometimes unpopular decisions, and it is incredibly valuable when others are able to rise 
above their own viewpoint and see the bigger picture.  What are some ways you can do this and support 
the current owner?  By taking this approach, the current owner will be able to picture you in a leadership 
role more easily. 

Find your mentor and value their guidance  
If you want to set yourself up for success, one of the best things you can do is surround yourself with 
people who are smarter than you, have different experiences and hold different viewpoints. We all have 
blind spots, so seeking out a diverse group of people who can make you think is powerful.  They will be 
able to maintain a more holistic view of both the opportunities and challenges inside our industry.  The 
industry is full of people who are willing to share and mentor each other, however, I would just caution 
you from surrounding yourself only with people who look, think and talk like you.  The best predictor of 
the future is the past, except when you learn from it.  The knowledge that many veterans in our industry 
posses can go a long way in helping you shape the future. 

Planning for change  
Often times young leaders are rich with energy, grand ideas, and aggressive goals – it is what makes you 
so incredibly attractive and, in many ways, frightening.  For someone that has all of that energy, the current 
owner can feel like an anchor. For you, the inaction is discouraging and for the current owner the  ready, 
fire, aim approach is frightening.  The truth is your energy and approach may remind them of themselves 
twenty or thirty years ago.  As with everything, the right path forward most likely lies somewhere in the 
middle. I would suggest sharing ideas with a thought-out plan that encompasses as many aspects as 
possible including time, cost, training, and supporting data to support your plan.  Share ways to measure 
the success or failure of the idea and a process to implement.  The more comprehensive and well thought 
out, the more trust and confidence you will instill that your ideas have merit, and you are going to be 
thoughtful in your approach. 
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Financial commitment
In addition, if you want to be a future owner, are you preparing financially? Are you prepared to purchase 
an agency? In order to secure a loan, you will need sound credit and the ability to put 10% down. Becoming 
an owner will require taking on both the financial risks and rewards of the agency, so the more you can 
do to gain an understanding of the business and all that is involved with running the agency, the better 
prepared you will be to become an owner.  This topic is sensitive, but expressing an interest to learn 
and understand how the business works will speak volumes. Don’t expect to get full access to the inner 
workings of the business the first time you inquire, start small and be patient. This process is a marathon, 
not a sprint and with the right mind-set and expectations everyone involved wins. 

Change takes patience, trust and often times is a winding road with lots of twists turns. For those who 
are willing to be thoughtful and participate in building a pathway to a future that meets both their needs 
and instills confidence in the current owner – there are endless opportunities and a very bright future 
ahead.  Remember a great deal went into building the business that exists today, and the thought of 
trusting someone else with your life’s work is incredibly difficult.  There are many ways to ease those fears 
and instill confidence that their legacy will be in good hands. So many agency owners are looking to find 
the right person to trust with all that they have built and provide them with the same opportunity as that 
given to them.  To many, it feels like that person may be a unicorn.  My advice to you is - be that unicorn! 
For more information visit www.agency-focus.com.

Your Agency is the Focus
Why Agency Focus?
I'm passionate about helping independent agents understand their value and 
make informed decisions by leveraging the data and insights that we can uncover 
right inside their agency.  By providing independent insurance agencies with the 
right insights, they are able to leverage that data, grow their businesses and thrive. 

Having worked with independent insurance agencies for over 12 years, my focus is 
to help YOU grow your business. My focus is you - the independent agent.  

"You will not find a more passionate, knowledgeable and  talented partner than 
Carey to help you work on the health of your agency." Adam Augspurger, Steadfast 
Insurance Agency

Independent Insurance 
Agency Consulting
Helping you grow your agency!
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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

Safelite AutoGlass
Glass damage is an 
inconvenience, getting 
it fixed doesn’t have to 
be. Safelite offers reliable, 
convenient auto glass service 
to get your policyholders 
back on the road quickly 
and safely. No matter the 
damage, a simple chip or 
complex crack, they can help. 

Why Safelite?

Convenient Appointments
They offer mobile and 
in-shop appointments — 
including Drop & Go. Drop 
off in the morning and pick 
up when the vehicle’s ready. 

Trained and Certified 
Technicians
All Safelite technicians 
are required to complete 
extensive classroom 
and hands-on training 
through their SafeTech 
certification program.

One-Stop Shop
They partnered with Bosch 
to offer replacement and 
recalibration in the same 

appointment to get your 
customers safely back on the 
road as quickly as possible. 

Nationwide Lifetime Warranty
Once they repair or replace 
glass, they guarantee it for 
as long as your policyholder 
owns or leases their vehicle. 

Seamless Online 
Experience for Agents
SafeliteForAgents.com 
is designed to make the 
most of your busy schedule 
while providing your 
policyholders with an 
effortless claim experience 
from beginning to end.

FEATURED PARTNER
Safelite AutoGlass

CHIEF EXECUTIVE OFFICER
Renee Cacchillo

DISTRICT MANAGERS
Geoff Brubaker

Bill Merchant

MARKET AGENCY MANAGER
Wayne Shimer

COMPANY HEADQUARTERS
Columbus, OH

WEBSITE
Safelite.com

SafeliteforAgents.com

Big I MN recognizes Safelite AutoGlass as one of its 
Diamond Partners.  Big I MN Diamond Partners are one of 
the highest levels of sponsorship to our organization.
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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



Spring is Coming! 

I have to say that is my favorite season. I love to garden. Watching the world come back to life 
after its winter rest is always a joy. In Minnesota, the running joke is our state has two seasons: 
Construction season, and everything else.  

For the Minnesota Department of Commerce, we also live in a world of two seasons:  The time 
when the Minnesota Legislature is in session, and the time when legislators are adjourned.  
With the 2022 Legislature now in session, I want to share with you some of the proposals and 
issues that Commerce is managing with legislators.  

Before doing that, I’d like to highlight that February is [was] Insurance Careers Month. We all 
benefit when more people are interested in careers in insurance. The Department of Commerce 
has been doing quite a bit of hiring recently as we’ve experienced some of the same turnover 
as industry has. I hope you will join me in continuing to promote careers in insurance-related 
industries. 

Insurance Careers Month coincides with Black History Month during February and is a time for 
all of us to think about how to engage our increasingly diverse population in Minnesota and 
across the nation, with careers in insurance, as well as services and products in insurance that 
meet diverse needs. It requires creative and innovative actions. 

One of the ways Commerce is trying to be creative and innovative is a proposal we’re bringing 
to the 2022 Legislature to enable companies to offer long-term care products that will serve 
people with middle incomes. That is an important need and would lower barriers for insurance 
carriers to potentially address a gap in the marketplace. 

Our priority at Commerce is to ensure we have the infrastructure 
in place to do the regulatory work we need to do.  For Commerce’s 
Insurance Division, we want to ensure companies that are 
offering insurance are solvent and are able to pay claims. It is 
a basic requirement, but as you know, complicated in practice. 
The environment for insurance is constantly evolving. There are 
new insurance companies, products and services. The evolving 
insurance economy is a challenge. 

The National Association of Insurance Commissioners is one way 
Commerce is involved to take on those challenges. One of the 
NAIC workgroups I serve on is looking at insurance companies 

Commissioner Grace Arnold
commissioner.commerce@state.mn.us Commissioner's Message
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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, 2022.

AUTO | HOME | FARM | BUSINESS

TRUST US TO
PROTECT WHAT THEY’VE BUILT
From equipment breakdowns to property damage, our Contractor’s insurance package is an 

essential tool for those in the business of building. Trust in Tomorrow.® Contact us today.
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that manage large data sets and run complex algorithms to make decisions that impact 
millions of people. We need to understand the impacts of those emerging technologies, how 
to keep it from harming people, and how to advance innovations in technology that benefit 
communities. 

As regulators, we are challenged to develop guidance on how to manage the risks from climate 
change. Minnesota is already facing a changing climate with more extreme weather, as I wrote 
in my Fall 2021 column for Big I MN. Our changing climate has produced more heavy rains, more 
flooding, more risks for harm to property and risk for loss of life. That’s an evolving challenge. 

Another of our priorities for the 2022 legislative session is a proposal for more insurance staff 
at Commerce. Specifically, we are seeking a senior manager who is an expert in auto and 
homeowner and property casualty insurance. Commerce needs people with skills to meet 
these challenges, to best serve you and the people of Minnesota. 

I had the opportunity to talk about Commerce’s 2022 session priorities at the Minnesota 
Association of Farm Mutual Insurance Companies annual conference. I’ll extend to you the 
same invitation I gave to MAFMIC members:  Share your ideas. Help Commerce to understand 
the communities you serve, the environment and challenges you face in your work. 

You are valued partners in our work because you are able to tell Commerce what Minnesotans 
need. 
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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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1:00-1:50PM
Waconia 5

What is Catalyit?
Steve Anderson, Co Founder & CEO of Catalyit

Learn about Catalyit – your new Big “I” go-to technology resource for independent insurance agencies. 
Catalyit helps agencies discover, evaluate, select, and implement the best technology for their 
organizations. World-class tech experts, guidance, solutions, training, and community can now be found 
in one place! Learn how you can access technology solution guides and reviews, training assessments, and 
tools through Catalyit.com. Steve Anderson, one of the original thought leaders/influencers for LinkedIn 
will guide you through important resources and technology available to you and your agency.

1:00-1:50PM
Anoka 1&2

Make Hiring Easier with CareerPlug 
Andrew Streff, CareerPlug

Learn how to leverage CareerPlug’s recruiting and hiring software that has been customized for Big I MN 
members to build a better team.

1:00-2:50PM
Waconia 6

The Anatomy of a Ransomware Attack 
(2CE)
John Immordino, Sr. VP Professional Liability

Ransomware attacks are up 400%.  The threat actors are more sophisticated than ever and they are now 
asking for seven figure demands.   This course will provide agents with an understanding of the evolution of 
cyber ransom attacks.  We will begin by understanding how the threat actor gets into their system and then 
follow along to see what they do while they are there. (Note:  This session runs for two hours)

2:00-2:50PM
Waconia 5

Launching the IOI for Independent 
Agencies Selling Through Partnerships 
& Embedded
Jason Kolb and Aaron Larson, Dais

For agencies who are thinking differently about ways to grow and expand, there are powerful new 
opportunities emerging to use partnerships and data to upsell insurance to companies and consumers 
during adjacent tranctions. From sourcing partnerships to selling insurance for items being financed to 
cross-selling to your customer’s customers, and using the data that’s already there to prefill and produce 
instant quotes, this session will cover new and different ways to grow using the Internet of Insurance. Topics 
will include:
1. What kind of embedded partnerships have been successful, and which haven’t
2. How the mechanics work, and what you need to be successful in terms of markets, products, and 
customer experience
3. Next steps: what you need to do to capitalize on the opportunity, how to set up digital touchless sales 
without disrupting your operations

2:00-2:50PM
Anoka 1&2

How To Achieve Growth & Operational 
Excellence with Virtual Assistants
Monica Adwani & Troy Thompson, Savvital

This presentation will be focused on how implementing VA’s, Process and Accountability can help the 
Insurance Agency increase revenue and profitability by leveraging time and cost.

3:00-3:50PM
Waconia 5

Data Driven Agency (1CE)
Carey Wallace, Agency Focus

There is no question that change is happening at record pace, what are you doing to evolve and change 
with it as an organization? We will explore how agencies have evolved given the rapid change we face in all 
aspects of our lives.  Customers, carriers and our staff all have different expectations, and our organizations 
need to continue to evolve to meet and exceed those expectations. Data, technology and relationships are 
the key to the agencies of today and tomorrow!  

3:00-3:50PM
Anoka 1&2

Get a Grip on your Agency and live The 
EOS Life!
John Klick, Professional EOS Implementer

John introduces a complete set of simple concepts and practical tools being used by thousands of 
entrepreneurial leadership teams to clarify, simplify and achieve their vision – the Entrepreneurial 
Operating System (EOS)®.  The EOS Life is doing what you love, with people you love, making a difference, 
getting compensated appropriately and having time for other passions. 

3:00-3:50PM
Waconia 6

Big I Cyber Panel Discussion moderated 
by John Immordino 
including CyberFin  - Chris Steffl, Daniel 
Metcalf

Join us for the Big I Cyber Panel discussion. Hosted by John Immordino, you will hear answers from a panel 
of agency technology experts and owners on the following:
• Top 5 cyber security questions Big I MN members ask
• Top 5 cyber security questions Big I MN members should be asking
• Big I MN members bring their own cyber security questions. 

3:00-5:30PM
Minnetonka Exhibit Hall Be sure to participate in our Flux Capacitor Bingo and visit each booth.  Drawing will be held at our Awards 

Dinner.

5:30-6:30PM
Pre-Function Reception Under the Sea Network and mingle with your company reps, peers and vendors at this interlude before our Awards Dinner.

6:30-8:00PM
Waconia 1-4 Awards Dinner

You won’t want to miss this year’s Keynote Speaker! The night will kick off with dinner, an awards ceremony 
and Key Note Address:  “What’s Next? Tech Trends that Will Transform Insurance and Your Agency” by 
Steve Anderson - Co-Founder & CEO, Catalyit LLC Insurance technology expert

MINNESOTA

®

2022 EXPO
May 16th

Mystic Lake Center
Prior Lake, MN

SCHEDULE OF EVENTS

Get in the Spirit!  All Greasers, Ivy Leaguer’s and Sock Hoppers are welcome! 
We are encouraging all Exhibitors and Attendees to dress for the event.  

Poodle Skirts, Saddle Shoes, Duck Tails & Chuck Taylor All-Stars are encouraged.
A “secret” judge will be checking out all of the costumes and picking a winner!

https://www.miia.org/Events/Pages/MCon/default.aspx
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Flux Capacitor Bingo
We will be providing a Bingo card to each Agent attendee 

The attendee can turn in the bingo card once they have gotten stamps from 
visiting 25 booths for one chance to win the Grand Prize.  If the attendee 
visits 50 booths they get two chances to win.  The drawing for the Grand 
Prize will be held during our Awards Dinner from 6:30-8:00pm

Great Scott it’s Back!

Our Keynote
Address:

What’s Next? Tech Trends that Will Transform 
Insurance and Your Agency

Steve Anderson, Co-Founder & CEO, Catalyit LLC Insurance technology expert 

Steve Anderson discusses the latest technology and trends that are changing how agencies operate. Find out 
about specific technologies and innovations that can generate real value for your agency and clients. Keeping 
up with technology is a key to maximizing your customer experience. Steve will tell you which technologies to 
use and how to use them.

Cost
$99.00 Member    

$199.00 Non-Member

Hotel Information
To book your sleeping room by phone at the 

Mystic Lake Casino Hotel, 2400 Mystic Lake 
Blvd., Prior Lake, MN, 55372, (952) 445-9000 

Group Code:  Big I Minnesota Block. Cutoff 
deadline is April 13, 2022.  

Questions
Please call Keith Knapp at 763-235-6478 

or email kknapp@bigimn.org with any 
questions. Refer to www.bigimn.org 
for complete event details, exhibitor 

information and sponsorship opportunities.
EXPO IS RESTRICTED TO AGENCY PERSONNEL, BIG I 
MN POWER IN PARTNERS AND EXHIBITORS ONLY.  

In addition to the Grand Prizes we will have 
additional prizes available throughout the event.  

At registration each Agent attendee will get a key 
that may open the Mystery Box.  There will be 
multiple winning keys distributed and the box will 
be re�lled with a new Mystery Prize after a winning 
key opens it.  

https://www.miia.org/Events/Pages/MCon/default.aspx
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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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Agency Risk Management Essentials: 
Is your website doing more harm than good?

Do clearly specify in which states the agency is licensed. 

Clearly state the lines of coverage the agency writes (or 
does not write). For example: not all P&C agencies handle 
benefits lines.

Do clearly state that misstatements or omissions of 
relevant information by the client can lead to price variation 
or even declination or rescission of coverage.

Do clearly state that information requested to provide a 
quote or work on coverage will not be shared with carriers 
or with any other entity without the applicant’s permission. 

Be clear: requesting coverage does not guarantee 
coverage can be provided. Coverage can begin only with 
specific statement by a licensed member of the agency 
staff. 
 

Do clearly state by including a disclaimer that none of the 
information provided in the website is a guarantee that 
insurance will be provided or that the agency is obligated 
to procure insurance for the website visitor. 

Do obtain express written consent from your carrier(s) or 
any other entity(s) if you use their name or logo on your 
website.

Do use a Privacy Statement on your website and be sure to 
encrypt any pages that collect Personal Identifying 
Information, such as an online quote form. 
 
 

Your agency’s website is your “business card” to the world. Well managed, it can be the cornerstone of 
your operational and marketing strategy. If not, it can and will be used to strengthen a claimant’s E&O 
case against you.  
 
The Swiss Re Corporate Solutions claims team has seen an increasingly emerging issue stemming from 
this evolving part of your business. Seemingly harmless content on your website, emphasizing 
competitive advantages or certain expertise, can very quickly and unintentionally increase the agency’s 
standard of care resulting in a higher duty than normally required. That can be detrimental to your defense 
in a claim situation. To help mitigate the risk of an increased standard of care, we consulted risk 
management professionals with expertise in this area. Their suggestions are shown below. We hope you 
find these useful in creating and reviewing your agency website’s content. 

Don’t say the agency does things or provides services it 
does not do or provide.

Don’t say that you can ensure that any claim will be fully 
covered. 

Don’t use terms such as “expert”, “specialists”, “best price”, 
“most comprehensive”, “fully covered”, or “partner”. 

Avoid terms promising absolutes such as “immediate 
response time”, “ALL lines of insurance”,  “all risk”, “24/7”, 
“all carriers”,  “addressing ALL of your coverage needs”, 
“constantly reviewing”.

Don’t include client testimonials that show the clients’ 
names and identifying information without being sure the 
testimonial is specific to their experience thus avoiding an 
increase in your standard of care. Be sure to have their 
express written permission, along with a procedure to 
remove their testimonial if they are no longer a customer.

Don’t launch a website without carefully reviewing the 
language, with an E&O risk management eye.  Template 
agency websites or advertising firms simply may not have 
E&O on their radar.  Involve your legal counsel in reviewing 
the language. 

Don’t have a quote mechanism (form-fill or Rater) and then 
fail to respond in a timely manner. 

Don’t use open text boxes for customers to type messages 
to you unless adequately encrypted.  You have no control 
over the information entered in the text box.  If a breach 
occurs  during transmission of that message, your agency 
may be held liable for the release of Personal Identifying 
Information.

X

X

X

X

X

X

X

X

REMEMBER: Risk Management starts before the sale
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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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© 2016 Swiss Re. All rights reserved.

This is not a referral listing but only listing of providers of risk management services known by Westport. This is simply a list of businesses providing these services, and no 
recommendations, guarantees or endorsements are made regarding the quality of service from any of the businesses listed.  Westport is not affiliated with any of these businesses 
nor does Westport receive any type of compensation from these businesses.

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.  

www.iiaba.net/EO

If you would like more information about websites and protecting your agency, as an IIABA member there are additional free member 
benefits available through the IIABA Virtual University and Agency Council for Technology. If you are also a Swiss Re Corporate 
Solutions/Westport Insurance Company policyholder, you have access to the premier risk management website, E&O Happens.

If you are interested in having your website reviewed for terms or phrases which could potentially increase your E&O risk, the list 
below shows agency E&O professionals you may want to contact:

Virginia Bates
VMB Associates, LLC
115 Ashland Street
Melrose, MA  02176
Phone: 781 665-0623
Fax:  425 732-7142
Email:   VMBINC@aol.com
www.VMBHits.com

Chris Burand
Burand & Associates, LLC
215 S. Victoria Avenue, Suite E. 
Pueblo, CO  81003
Phone: 719-485-3868
Fax:   719-485-3895
Email:  Chris@burand-associates.com
www.burand-associate.com

Angelynn Heavener
Insurance Training Plus, Inc.
1611 Locust, Unit 703 
St. Louis, MO  63103  
Cell:   217-341-3077
Email:  angelynn.heavener@yahoo.com

James Keidel, JD
Keidel, Weldon & Cunningham, LLP
925 Westchester Ave., Suite 400
White Plains, NY  10604
Phone:  914-948-7000
Cell:  203-470-9921
Email:  jkeidel@kwcllp.com
www.kwcllp.com

Cheryl Koch
Agency Management Resource Group 
PO Box 1330
Lincoln, CA  95648 
Phone:  916-956-1760 (cell)  
Email:  cheryl@agencymanagement.com

Eric Moberg
The Moberg Group 
93 Church St. Suite 206 
Franklin, NC  28734 
Phone:  800-630-2884
Cell:   828-342-7166 
Email:  emoberg@MobergGroup.com
www.moberggroup.com
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Let’s Grow Minnesota

Logan B.
Personal Lines

Underwriter

Kelsey C.
Farm Lines

Underwriter

Katrina P.
Commercial Lines

Underwriter

Meng L.
Specialty Lines

Underwriter

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

Commercial | Personal | Farm-Ag | Specialty 

Our forward-thinking,
proactive approach means

RASCompanies.com
@RASWorkComp

YOU HAVE
WORK COMP
PRODUCTS THAT
REFLECT TODAY'S
COMPLEX BUSINESS
NEEDS.

WHAT’S POSSIBLE IN 
MINNESOTA? ANYTHING.

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

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

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

RPS41711 0222 rpsins.com

LET’S GET IN TOUCH.
Matt Lynch
952.646.6720
Matt_Lynch@RPSins.com
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Diamond Profile

Commitment to Success

For more than 135 years, IMT 
Insurance has been helping 
make people whole again 
after a loss. That is the very 
essence of our being, and one 
we believe we do well. IMT 
continues to offer a strong line 
of personal and commercial 
insurance products supported 
by exceptional customer service. 

Mutually Benefitting Culture

IMT takes pride in the culture 
within our walls. As a Midwest 
regional mutual company, the 
relationships we build with our 
independent insurance agents, 
insureds and our employees 
are key to business success 
and employee satisfaction. 

Driven by our shared 
vision, IMT strives to be the 
company of choice, providing 
extraordinary, equitable, and 
worry-free experiences for a 

diverse group of agents, 
customers, and employees.

Partners in the Community

IMT is built on deep roots 
and relationships in our 
communities. Our company 
believes we can have, and 
should have, a positive impact, 
in and around our writing 
states, through charitable 
giving and volunteer support. 

We’re fortunate to be in a 
position where we can continue 
to grow. Together, with more 
than 300 employees and 950+ 

independent insurance agency 
locations, we offer personal 
and commercial insurance 
products for auto, home and 
business throughout a six-
state territory – Iowa, Illinois, 
Minnesota, Nebraska, South 
Dakota, and Wisconsin. 

We’ve got an eye on the past 
and a keen sense for the future, 
continuing to live up to our 
slogan, “Be Worry Free!”

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

Big I MN recognizes IMT Insurance as one of its Diamond 
Partners.  Big I MN Diamond Partners are the one of 
highest level of sponsorship to our organization.
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http://imtins.com
http://imtins.com
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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.

We are having a discussion in our personal lines department about comprehensive coverage under the auto policy.  
Some of our carrier’s policies use the term “comprehensive” while others say, “other than collision.”  Which coverage is 
better, and what really is the difference between them?
Kevin, Texas

Kevin, believe it or not, I get this question a lot.  The answer is – in most cases – they are exactly the same.  The ISO 
Personal Auto Policy (PAP) has used Other than Collision rather than Comprehensive for many years, and it surprises 
me when it is misunderstood.  Carriers who use their own proprietary forms may use either term. The PAP defines 
"Collision" but it does not define Other than Collision.  That is because Other than Collision is simply everything else 
that is not a “Collision.”  This is such an important point, that after describing what "Collision" is, the policy goes on to 
describe certain events that would not be considered a "Collision."  It states: Loss caused by the following is considered 
other than "collision:” 

In recent years, I have seen a few sub-standard carriers carve coverage out of their policy by intentionally moving the 
quotation marks so that the policy states:  Loss caused by the following is considered "Other than Collision" rather than 
Other than “Collision.”   When doing so, the list which follows becomes the definition of "Other than Collision.”  In other 
words, it turns that very broad coverage into named perils only.

Both Other than Collision and Comprehensive coverage are typically very broad and include any event that is not 
excluded.  Here are some examples of losses covered:

•	 A bottle of bleach tips over on the back seat on the way home from the grocery store, the cap flies off and the 
bleach damages the upholstery and carpeting.  

•	 The insured’s three-year-old fills the gas tank with water from the hose.

•	 Squirrels or mice hide nuts/acorns/dog food around the engine block, causing the engine to overheat and seize 
up.  

•	 Skunk gets in the car and does damage.  Battery acid, blood, etc. are all covered under Other than Collision or 
Comprehensive.

 I could go on.  The basic rule is, if it is not a Collision, and not excluded, it is covered under Other than Collision or 
Comprehensive.

The take-away here is that both coverages are equally broad. However, keep alert to identify any policy with quote 
marks around “Other than Collision” rather than Other than “Collision” and avoid placing coverage in those markets.

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

© 2022 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
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Every sale has a beginning and an end. AAA can help your independent agency with both.  
Add AAA to your product mix and grow your bottom line by selling quality insurance through AAA and providing 

the extensive benefits of AAA Membership  — an unbeatable combination of security and savings.  
If you’re ready to grow, we’re here to help with the products and support that can help you earn more.

More than a trusted brand, AAA ls the perfect lead — and close.

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

n Competitive commission on insurance and membership

Contact us today!

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

Insurance  Company of Florida, or non-affiliated insurance companies. ©2021 The Auto Club Group.  All rights reserved. 21-IN-0709  LC 11/21.

Donna Kimmes  
Director - Field Operations 

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

600 W. Travelers Trail, Burnsville, MN 55337
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ON THE HILL
ADVOCACY AND LEGISLATION
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Records are set to be broken. It is a famous 
cliché that has been around for centuries. 

In 1974—the same year that the Big “I” 
federal political action committee, now called 
InsurPac was formed—Hank Aaron broke 
Babe Ruth’s home run record. In 2021, Insur-
Pac hit another home run and proudly broke 
its previous record for most money raised in a 
calendar year, finishing with $1,245,352 in 
receipts, easily surpassing its previous high 
from 2019.

A total of 3,660 donors throughout the 
country invested an average of $340 per per-
son. There were 772 donors who gave $500 

or more. These individuals are recognized on 
the following pages. A complete list of all 
donors can be viewed at insurpac.com, along 
with additional information. A total of 353 
major donors gave $1,000 or more, 66 con-
tributed over $2,500 and 29 gave the maxi-
mum amount of $5,000.

The year concluded with a record 
$286,465 raised in December alone. Leading 
the charge was South Carolina, which 
defended its title of InsurPac National Cham-
pions by raising $100,303. Rounding out the 
top five were Massachusetts ($83,980), Texas 
($73,480), Illinois ($62,688) and Georgia 

ADVOCACY AGENDA

Raising the 
Stakes
InsurPac once again surpasses 
its fundraising record
By Nathan Riedel

 
3 MINUTES. 4 QUESTIONS. $5 MM.

Save time and get standalone personal umbrellas 
online in minutes, no signed application needed 
with an Admitted carrier, rated A XV by A.M. Best. 
 

Quote now at PersonalUmbrella.com.

Our umbrella’s easier than this.

Available nationally. Underwriting criteria varies by state. Visit us online for guidelines.  
A.M. Best rating effective December 2021. For the latest rating, visit ambest.com. California Insurance License 0D08438

1061576_Personal.indd   1 15/12/21   11:46 PM

February 2022 • iamagazine.com   33
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ON THE HILL/ADVOCACY AGENDA

($51,316). Overall, a record total of 41 
states achieved their InsurPac goal.

A similar story played out in the race for 
the Big “I” Presidents Cup, given annually 
to the state whose past and current state 
presidents or chairs contribute the most 
money to InsurPac. South Carolina took 
the cup, raising a total of $24,058. This 
marked the third time in four years that 
South Carolina has taken the award, which 
was created in 2018.

During the fundraising campaign, a 
record 18 states became InsurPac Eagle 
states after contributing an average of $100 
or more per agency member. South Caro-
lina led the charge by raising an average of 
$302 per agency. Other states to achieve 
Eagle status were Arkansas, Connecticut, 
the District of Columbia, Georgia, Hawaii, 
Idaho, Kansas, Louisiana, Maine, Mary-
land, Montana, Nebraska, Nevada, New 
Hampshire, North Dakota, South Dakota 
and Tennessee.

Young agents across the country also 
stepped up their game and contributed 
nearly $154,000. South Carolina completed 
the “Triple Crown” by repeating as young 
agent National Champions with a total of 
$23,145. Georgia finished second with a 
total of $15,801. Thirty-one states achieved 
their young agent InsurPac goal.

Strong fundraising from states across the 
country is emblematic of the grassroots 
activism the Big “I” has become to be 
known for over the years. Healthy partici-
pation in the political process signals a 
strong and active membership to members 
of Congress, who are keenly aware of which 
groups have the largest political action 
committees. InsurPac remains one of the 
largest small business political action com-
mittees in the country. It is a primary rea-
son why publications recognize the Big “I” 
as one of the most effective lobbying associ-
ations on Capitol Hill.

While the 2021 fundraising campaign 
provides ample reason to celebrate, the new 
year will quickly turn the page to new 
opportunities, and a new quest to raise the 
bar even higher. In politics, there is no 
room for complacency. Records are set to 
be broken.

Nathan Riedel is Big “I” vice president of  political 
affairs.

NATIONAL LEADERS.
MILLENNIUM CLUB
Charles Bacciocco
Bob Rusbuldt
PLATINUM CLUB
Steve Cocke
Charles Symington
CENTENNIAL CLUB
Scott Kneeland
Eric Lipton
Nathan Riedel
GOLD CLUB
Ron Berg
Chris Boggs
Madelyn Flannagan

ALABAMA.
CENTENNIAL CLUB
Jeffrey Grice
Joni Holt
Margaret Ann Pyburn
Jay Reynolds
GOLD CLUB
Kelly Aday
Joe Bennett
Mark Harbarger
James Murphree
Grantland Rice III
Ricky Sims

ALASKA.
CENTENNIAL CLUB
David Hale
GOLD CLUB
Karl Stedman

ARIZONA.
CENTENNIAL CLUB
Joseph Binsfeld
Mitch Childers
David Cummard
Steven Goble
Milo LeBaron
GOLD CLUB
Jeff Baugus
Mike Brown
Deanna Chew
Jim Colemere
Marc Matson
William Mattern
Dean Nelson
Robert Rice
Martin Uhlhorn
Jason Whiting

ARKANSAS.
PLATINUM CLUB
Nathan Price
CENTENNIAL CLUB
Paul Choate
Bryan Clinkscales
Ralph Haymond

Darin Hoover
Nancy Jackson
Mike Luttrell
Tim White
Mark Williamson
GOLD CLUB
Randy Allison
Bill Birch
Steven Buelow
Kelley Erstine
Steve Jessen
Brad Julian
Roland Julian
Jeff Maneth
Bill McGhee
Brandi McKinney
Rod Mills
Travis Mulhearn
Jeff Owyoung
Al Pearson
Ronnie Ralph
Alan White
Terry Youngblood

CALIFORNIA.
CENTENNIAL CLUB
James Armitage
Eric Bossuk
Edward Bystrowski
Peter Oser
Tabb Randolph
GOLD CLUB
Betsey Brewer
Morley Evans
Edward Gaines
Kerry Morris
Bradley Wilson

COLORADO.
CENTENNIAL CLUB
Gary Frisch
Michael Rifkin
GOLD CLUB
Mike Adams
Pamela Adams
Fred Lautenbach
Michael McCarron
Vickie Park
Jack Skelton

CONNECTICUT.
MILLENNIUM CLUB
Spencer Houldin
CENTENNIAL CLUB
James Byrnes III
Peter Houldin
Kim McGillicuddy
Mary Pursell
Michael Rivers
GOLD CLUB
Jared Carillo
Matthew Desaulnier
Robert Jones

Michael Keating
William Pierz

DELAWARE.
GOLD CLUB
Kevin Malloy 

DISTRICT OF  
COLUMBIA.
GOLD CLUB
BeBe Canter

FLORIDA.
PLATINUM CLUB
Lenora Corbin Olney
Veronica Della Porta
CENTENNIAL CLUB
James Boyd
Keith Carroll
Christopher Heidrick
Samuel Rogers Jr
Ronald Scalzo Jr
Jeff Schlitt
Cynthia Webster
GOLD CLUB
Steve Clein
Thomas Cotton
Doreen Courtheyn
Dirk DeJong
David Eggleston
Ann Geisler
Bart Gunter
Davor Mimica
Alicia Stevens
John Thompson

GEORGIA.
CENTENNIAL CLUB
John Barbour
Edward Gillman
Stark Harbour
William Holman
Michael Iverson
Clinton Ivy
Judd Lemming
Lynn Mathis
Michael Mellars
Andy Siegel
Wilson Stiles
Rob Townley
Allan Webb
Raymond Williams
GOLD CLUB
Raymond Braddy Jr
Jarrett Bridges
Stanton Burnette
Sherry Burrell
Michael Caffrey
Jimbo Floyd
Dean Hayes
Margaret Hughes
Madge Lovingood

Robert Monk
Robert Moore
Lee O’Neal
Kevin Panter
Ash Smith
Clay Snellings
Gregory Tapley
Austin Taylor
Richard Viall

HAWAII.
CENTENNIAL CLUB
Chenise Blalock
Michel Vinet

IDAHO.
CENTENNIAL CLUB
Jordan Redman
Ann Watkins
GOLD CLUB
Jay Martin
Todd Mary
Jeff Morris
James Percy Jr
Bob Ricketts

ILLINOIS.
MILLENNIUM CLUB
Jonathan Michael
Luke Praxmarer
Gregory Sandrock
PLATINUM CLUB
Todd Harris
Michael Wojcik
CENTENNIAL CLUB
Amiri Curry
George Daly
Tess Fleming
Jackie Gould
Bart Hartauer
Joseph Heneghan
Cindy Jackman
Bennie Jones
Brent Jones
J Phillip Lackman
Christopher Leming
Kevin Lesch
Allyson Padilla
Jay Peterson
Luke Sandrock
Patrick Taphorn
Thomas Walsh Jr
William Wirth
GOLD CLUB
Andrew Allan
Christopher Bassler
Jason Cass
Renee Crissie
William Durkin
Thomas Evans Jr
Christopher Gaddis
Nick Gunn
Julie Hearring

InsurPac Donors at the Gold Club and Higher  
A complete listing of all donors can be found at insurpac.com. 

MILLENNIUM CLUB ($5000); PLATINUM CLUB ($2500-$4999); CENTENNIAL CLUB ($1000-$2499); GOLD CLUB ($500-$999)

South Carolina $302.12 $100,303.00
North Dakota $267.65 $13,650.00
Nevada $227.74 $14,120.00
Arkansas $132.25 $25,525.00
Maryland $131.45 $21,164.00
Tennessee $130.37 $47,325.00
South Dakota $127.01 $25,275.00
New Hampshire $124.06 $16,376.00
Nebraska $123.29 $35,138.30
Maine $121.82 $13,400.00
District of Columbia $114.81 $3,100.00
Louisiana $111.04 $40,642.00
Montana $105.38 $9,800.00
Idaho $104.61 $7,950.00
Georgia $103.67 $51,316.00
Hawaii $103.13 $2,475.00
Kansas $102.06 $33,270.00
Connecticut $101.69 $17,185.08
Indiana $90.95 $31,925.00
New Jersey $81.33 $27,570.00
Vermont $75.84 $5,840.00
North Carolina $75.71 $48,910.50
Massachusetts $74.12 $83,980.00
Michigan $72.10 $42,253.00
Illinois $71.07 $62,688.00
Washington $70.86 $17,927.75

Rhode Island $67.74 $8,400.00
Kentucky $67.28 $15,610.00
Minnesota $64.16 $20,402.17
Texas $63.62 $73,480.00
Alabama $62.59 $17,150.00 
Wyoming $60.71 $1,275.00
Oklahoma $60.46 $20,435.00
Alaska $58.51 $2,750.00 
Mississippi $58.22 $10,887.00
Missouri $58.08 $25,788.00
Iowa $48.70 $28,589.00
West Virginia $47.86 $3,350.00
Arizona $46.60 $14,026.00
California $41.35 $14,349.00
Oregon $39.35 $6,100.00
Wisconsin $38.71 $10,645.00
New York $38.46 $42,270.00
New Mexico $36.92 $3,950.00
Delaware $34.69 $1,700.00
Virginia $28.63 $9,305.00
Colorado $26.59 $8,590.00
Florida $23.71 $33,976.00
Utah $22.17 $2,350.00
Pennsylvania $20.13 $19,300.00
Ohio $9.76 $10,792.14

STATE Average per  Total
 Agency Raised

STATE Average per  Total 
 Agency Raised

2021 InsurPac Donors by State
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Todd Henricks
Craig Kliethermes
Rebecca Korach
Lisa Lukens
Todd Mickley
Brian Ogden
James Sager
Rod Steffen

INDIANA.
MILLENNIUM CLUB
Todd Jackson
Matthew Weaver
CENTENNIAL CLUB
Thomas Flynn
Byron Kauffman
Dean Mayfield
Brett Schultheis
Ronald Smith
GOLD CLUB
Pamela Bennett Martin
Stephen Duff
Josh Estelle
Susan Ralston
James Schoen
Kenan Schultheis
J. Monte Thompson
Vickie Wolcott

IOWA.
CENTENNIAL CLUB
Matthew Arenholz
Scott Nelson
William Pearson
GOLD CLUB
Dennis Donnelly
Lew Doubleday
Robert Fulwider
Mark Klein
Jennifer Machande
Steve Madsen
Scott Morningstar
Gene Schaefer

KANSAS.
MILLENNIUM CLUB
Robert Fee
CENTENNIAL CLUB
Ronald Bolz
Lyle Davidson
Charles Elliott
Cynthia Hower
Austin Renn
Greg Renn
Al Shank Jr
Doug Smart
GOLD CLUB
William Buckles
Brock Elliott
Dave Hulcher
Marshall Madill
Lucas Raleigh
Kimberly Rutter
Raymond Ryan
Scott Strong
Christine Teagarden
Timothy Tyner
Kristy Wilson
William Wilson
Robert Wood

KENTUCKY.
CENTENNIAL CLUB
Alex LaRue
GOLD CLUB
Philip Anderton
Robert Clarkson
Aaron LaRue
Keith Riley
Roy Riley
James Roe

LOUISIANA.
MILLENNIUM CLUB
Randy Lanoix
PLATINUM CLUB
Ben Albright
Jeff Albright
CENTENNIAL CLUB
John Beckmann III
Barry Blumberg
Byram Carpenter
Brenda Case
Parke Ellis
Bret Hughes
Richard Jenkins
Hartwig Moss IV
Joseph O’Connor III
Neil Record
Edwin Robinson
H. Lee Schilling
Armond Schwing
Donelson Stiel
GOLD CLUB
Matthew de Blanc
David Dethloff
John Gohres Jr
Ross Henry

Mark McInnis
Philip McMahon
Michael Scriber
B. Craig Thomson

MAINE
CENTENNIAL CLUB
Royce Cross
William Mitchell
GOLD CLUB
Christopher Anderson
Diane Champoux
Christopher Condon
Alice Dyer
Zack Frechette
Ronald Guerin
Dennis Hilton
Suzanne Strachan
Wendy Tapley
Michael Varney 

MARYLAND.
MILLENNIUM CLUB
Angela Ripley
PLATINUM CLUB
Tricia Kokosko Wolters
Michael McCartin
CENTENNIAL CLUB
Marc Bruno
Clinton Duke
G Bradford Reeves Jr
GOLD CLUB
Gary Berger
Jerry Nicklow
Nancy Nicklow
Janice Wise

MASSACHUSETTS.
MILLENNIUM CLUB
John Donohue
Ray Gallant
PLATINUM CLUB
Tara Philbin
CENTENNIAL CLUB
Anthony Abdelahad
Steven Aronson
Benjamin Cavallo
John Connolly
Glen Davis
Richard Davis
Patrick Dempsey
Nick Fyntrilakis
Cathryn Gallant
Kevin Gallant
Lee Gaudette III
Richard Green
Lisa Hirbour
Ely Kaplansky
John Koegel
Joseph Leahy
Laurie Mancinelli
Daniel Morse
Dennis Murphy
Francis Provencher
Henry Risman
Thomas Skelly Jr
GOLD CLUB
Maureen Armstrong
Thomas Bagley III
Ernie Bates Jr
John Dowd
Marc Duffy
Arthur Fair III
Jules Gaudreau Jr
Mark Gilbert
Anna Holhut
Roger Hughes
Timothy LaRovere
Shawn McLaughlin
Lawrence Michaud
Brian Nolan
Sheila O’Neil
David Robinson
Joe Rossi
Jeffrey Smith
John Sweeney
Carlos Vargas

MICHIGAN.
MILLENNIUM CLUB
Mike McBride
Platinum Club
Barbara Walker
David Walker
CENTENNIAL CLUB
Mark Elliott
Martha Leedle
Lisa Lemanski
Will Lemanski
Scott McBride
John Olson
Jim Peabody
Don Pierce
GOLD CLUB
Jared Burkhart
Tommy Cowan
Michael Haverdink
Eric Karn

Kirkland Kohn
Tim Linck
Jeffrey Magowan
David McCredie
Daniel Mercure
Donald Shampine
Ric Walton
Dave Weisenburger

MINNESOTA.
PLATINUM CLUB
Daniel Riley
CENTENNIAL CLUB
Chad Bjugan
Darian Hunt
Christine Larson
Jacob Olinger
Chad Ostermann
Hal Tiffany Jr
Grant Wilson
GOLD CLUB
Bruce Christensen
Matthew Clysdale
Shawn Flavin
Michael Williams

MISSISSIPPI.
PLATINUM CLUB
Josh Smith
GOLD CLUB
Scott Gray
Shaw Johnson, III
Ronald Tubertini
Angelyn Zeringue

MISSOURI.
CENTENNIAL CLUB
Darin Banner
J. Scott Brothers
Timothy Connell
Andrew Foster
Bradley Greer
Harold James II
Mitchell Mills
GOLD CLUB
Randy Baker
Douglas Clift
Heath Greer
Brian Harrison
Dennis Luebbering
Paul Schroeder
Randal Smart
Brent Speight 

MONTANA.
PLATINUM CLUB
J Perry Wolfe
CENTENNIAL CLUB
John Braut
Tom Chamberlin
Linda Schmaing
GOLD CLUB
Julie Bennett
Jade Boggs

NEBRASKA.
PLATINUM CLUB
John Deardorff
Centennial Club
Todd Anderson
Vincent Christensen
Mindy Haag
Robert Hoppe
Darryl Johansen
Ritch Nelson
Scott Williams
GOLD CLUB
Brian Bassett
Sandra Johnson
Michael Jones
Kevin Kraft
John Marshall
Carol McClelland
Peggy McDonald
Deb Schilz
Doug Steffensmeier
Samuel Steffensmeier
Mark Weidner
Philip Winkelmann
J. Greg Zimmer Jr

NEVADA.
PLATINUM CLUB
Mark Swarts
CENTENNIAL CLUB
Quincy Branch
Jana Foster
GOLD CLUB
Thomas Burns
Justin Manning
Greg McKinley
Scott Menath
Todd Morse
Scott Schellin
Cory Semel
Tim Shank
Russ Swain
Steve Wilkins

NEW HAMPSHIRE.
PLATINUM CLUB
Michael Foy
Thomas Minkler
CENTENNIAL CLUB
Daniel Church
Heather Minkler
James Santo
Ryan Towle
GOLD CLUB
Brett Barselle
Will Infantine
Dean Merrill II
Joan Pageau
Leo Paquin
Jeffrey Towle

NEW JERSEY.
PLATINUM CLUB
Philip Bogle
Joseph Parisi Jr
CENTENNIAL CLUB
Thomas Ahart
John Blair
Philip Bogle
Angela Guerra-LaPenna
Frank Jones
Jamie Nielsen
Kristin Ryan
Harold Soden Jr
Charles Stults III
Jeffrey Wyrsch
GOLD CLUB
Gregory Blair
Jacqueline Frank
Robert Mazey
Michael Razze Jr
Harold Soden Sr
Leland Stanford
Peter Toft

NEW MEXICO.
GOLD CLUB
Kyle Beckner
Alma Franzoy-Capron
Mark Menicucci
Sarah Stagner
Kathy Yeager

NEW YORK.
MILLENNIUM CLUB
John Costello
Stephen Zogby
CENTENNIAL CLUB
David Bauer
Christopher Brassard
James Cotgreave
Thomas Crowley
Lisa Lounsbury
John Murray Jr
James Sutton
George Yates
GOLD CLUB
James Bastian
Ronald Brunell
Jeffrey Deldin
James Freyer Jr
Andrew Kaufman
Eric Keiffert
Tucker Lounsbury
Robert Mackoul
W Scott Smith
Edward Walsh Jr
Matthew Wood

NORTH CAROLINA.
MILLENNIUM CLUB
Donald Stroud Jr
PLATINUM CLUB
Cloyce Anders
CENTENNIAL CLUB
Anna Bailey
Scott Evans
Jeff Haney
Chad Huneycutt
Jackie Ireland Jr
Jerry Jones
James Mozingo
Robert Salmon
Dal Snipes
Joe Stewart
Thomas Watson III
GOLD CLUB
Neil Annas
Wortham Boyle
Dene Castleberry
Steve Chalk
Charles Connor IV
Wade Dunbar III
Donald Evans
Dan Gilbert
John Hall
Robby Jones
Aubie Knight
Christopher Miller
David Pearsall
Jimmy Robinson
Johnny Robinson

John Ross Jr
Victoria Sawyer
Rebecca Shigley
John Snipes II
Ray Tedder Jr
Bill Vogedes
Boris Walker
Robert Wells
Steven Williams

NORTH DAKOTA.
PLATINUM CLUB
Shane Larck
CENTENNIAL CLUB
Jared Blackwood
Melissa Dixon
Tina Hughes
Jeffery Kleven
Bruce Vaaler
Dan Weber
GOLD CLUB
Jessica  

Cottingham-Hardy
Gene Rode
Lacy Schatz

OHIO.
PLATINUM CLUB
William Bishop
CENTENNIAL CLUB
Brent Phelan
GOLD CLUB
Daniel Cassidy
Umberto Fedeli
Richard Miley
Gerald Roach Jr

OKLAHOMA.
PLATINUM CLUB
Robert Bramlett Jr
Vaughn Graham Sr
CENTENNIAL CLUB
John Dillingham
GOLD CLUB
Kent Bradford
Travis Brown
Michael Cole
Jenny Dotter
David Eaton
Philip Eitzen
Vaughn Graham Jr
Denise Johnson
Thomas Perrault
Michael Somers
Joe Strunk
Chris Webb

OREGON.
CENTENNIAL CLUB
Trisha Fulwiler
Marvin La Porte
GOLD CLUB
Mark Atkinson
Stephen Smelley

PENNSYLVANIA.
CENTENNIAL CLUB
Tod Aronson
Kathleen Barry
David Boedker Sr
Donald Enders Jr
Jason Ernest
Michael Gaetano
Greg Gunn
GOLD CLUB
H Eugene Burns
Steven Buterbaugh
Frank Ebner
Jeffrey Glass
Michael Harter
Lew Kachulis
Shannon Lipniskis

RHODE ISLAND.
CENTENNIAL CLUB
Mark Male
GOLD CLUB
David Andrade
Frank Richard

SOUTH CAROLINA.
MILLENNIUM CLUB
W. Ashley Brady
Jon Jensen
Benjamin Myers
Robert Nalley
James Taylor Jr
Tonya Thomason
PLATINUM CLUB
John Dawson
Kenneth Finch
James Rowe
G Frank Sheppard
Cary Wilson
CENTENNIAL CLUB
Julius Anderson Jr
Thomas Bates Jr
William Bowers
Angus Brabham IV

Rebecca Brady
Peter Burrous
David Crotts Jr
Lee Ellis
Kelly Frontroth
Alexander Galloway
James Galloway Jr
Melody Herring
Julie Jensen
Francis Johnson
Lucian Kinder
Melinda Moseley
Jennifer Myers
Robert Sanders Jr
Jeff Sandy
Terry Tadlock
Andrew Theodore
Julie Turner
Richard Walker Jr
Phillip Wright
GOLD CLUB
Philip Amrhein
Christopher Bagwell
Concetta Barrineau
Timothy Briles
Carl Campbell Jr
William Carter
Caitlin Collins
Chad Gabrielson
James Galloway
Paul Grich
Lindsay Hartfield
James Jordan
Erik Loesch
John Paul
Richard Quagliaroli
Richard Walker
David Watson

SOUTH DAKOTA.
MILLENNIUM CLUB
Daniel Maguire
CENTENNIAL CLUB
Mike Chrysler
Doug Leighton
Kelly Maguire
Kevin Maguire
Michael Maguire
Suzanne Maguire
Melanie Parsons
Eric Payne
GOLD CLUB
Carolyn Hofer
Jesse Konold
Amy Olson.Miller
Deana Taylor
June Thompson
Steve Tripp

TENNESSEE.
MILLENNIUM CLUB
Lou Moran III
Johnny Thompson
CENTENNIAL CLUB
Chris Allison
Charles Brown
Josh Gibbons
Cynthia Gresham
Joe Hunt
Bob McIntire
John McInturff III
Kevin Ownby
Phillip Piper
Edward Sims
Brad Smith
Thomas Strate
Matt Swallows
Tim Witt
GOLD CLUB
Greg Allison
David Allmon
Norfleet Anthony, III
Battle Bagley
Kym Clevenger
Eddie Miller
William Oldham, III
Stephen Oseman
Donald Ray Pennington
Johnny Pitts
Benjamin Powers Jr
Derek Raborn
Christie Reeves
Tim Roberts
James Ward

TEXAS.
MILLENNIUM CLUB
Al Boenker III
Robert Shepard
Scott West
PLATINUM CLUB
Gaylon Brown
Bill Henry
Don Whitaker
David Wood
CENTENNIAL CLUB
Jeffrey Brady
Mark Bridges
David Carroll

Dalton Chester
Kyle Dean
William Harrison Jr
Robert Hempkins
William Kliewer
Robert Nitsche
Bob Spurgin
Lana Whitaker
GOLD CLUB
Wes Bailey
Ray Baldwin III
Matt Berry Sr
Pete Bibby
Michael Bosworth
Cynthia Cabaza
William Crocker
Lloyd Eisenrich
Regan Ellmer
Jason Hall
William Hertel
Douglas Hotchkiss
Greg Hotchkiss
Kenneth Hotchkiss
Michael Hotchkiss
Garry Kaufman
David Laing
Jonathan Lee
Lee Loftis Jr
Travis McDavid
David McWhorter
Ramon Montalvo III
Karen Montgomery
Terry Morgan
Don Morriss
Marit Peters
W Scott Ragland
Ed Schreiber
Tyler Spears
Frank Swingle Jr
Lauren Tarkington
Patrick Watkins
Rodney Watkins
Gary Whitaker

UTAH.
GOLD CLUB
Eric Kingdon
Gregory Kingdon

VERMONT.
CENTENNIAL CLUB
Ronald Bixby
Kim Kinney Jr

VIRGINIA.
CENTENNIAL CLUB
Michael Funkhouser
Priscilla Hottle
Michael Yergey
GOLD CLUB
W. Monty Dise
Jill Roth

WASHINGTON.
PLATINUM CLUB
Duane Henson
CENTENNIAL CLUB
Kurt Carlson
Amberlyn McQuary
Lori Reed
GOLD CLUB
Shaun Borth
Mark Dennis
Rebecca Gebbers
Drew Hodgson
Suzanne Lewis
Claudia McClain
John McDonald
Sandy McDonald
Don McQuary
Susie Nelson
Michael Simpson
David Street
Gary Trautman
Eric Zimmerman

WEST VIRGINIA.
CENTENNIAL CLUB
Ross Johnson
GOLD CLUB
Michael Winter
P. Clinton Winter

WISCONSIN.
CENTENNIAL CLUB
Mike Ansay
Matt Banaszynski
GOLD CLUB
Cindy Burns
David Fritz
Michael Lauer
Joanne Szymaszek
Michael Zahn
Darrel Zaleski

WYOMING.
GOLD CLUB
Mark Anderson
Brad Jackson 
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From buttons to bread 
EMC has it covered.

With insurance products covering the needs of nearly 100 different types 
of manufacturers, EMC agents can better retain and gain more clients. 

Our comprehensive coverages are tailored to fit the size and scale of any 
operation — with certain coverages bundled automatically. It’s that ease  

of doing business that can really put more bread in your pocket.  

emcins.com/manufacturing-insurance



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

Technically Speaking...Continued on page 43

Equipment Breakdown Coverage

Several times each year, I get a message from an agent who is in the middle of trying to figure out what they should 
have done in certain situations that only happen once in a while, but when they do, it can leave everyone wishing 
they had done more to provide proper coverage.  For this article, I call it “true breakdown coverage.”

As most of you know, our Building and Personal Property coverage forms, including most of the various BOP forms 
out there, often do not provide any help for losses that have to do with certain causes of loss.  I am referring to losses 
caused by explosions of pressure vessels, electric arcing, centrifugal force, mechanical breakdown, and so on.  In the 
old days, we would call the solution to these perils “Boiler and Machinery” coverage.  Today, it is often called either 
“Mechanical Breakdown”, or more often, “Equipment Breakdown.”  This coverage is provided by the various carriers 
in different ways, sometimes as a separate policy, or an endorsement, or it might be an “additional coverage” that is 
built into a policy (like a high-end BOP or Building or Package form).

Here is the problem.  Most of our forms are on a “Special Causes of Loss” basis that has an insuring agreement with 
language that typically says a loss must be caused by “direct physical loss or damage”.  The word “direct” will 
require some kind of manifestation.  That means the property burned, was blown up or away, sagged, shows signs 
of smoke damage, was stolen, etc.  But what happens if a machine just stops working and there is no outward sign 
(or manifestation) of damage?  For industries that rely on their machines to make certain products, this can be a 
devastating loss, and often the client will be told there is no coverage.

Let’s take an example of an actual loss.  A machine that was mixing and drying a certain product (hermetically sealed 
in the machine) stopped working before the process was complete.  The client suffered the following losses:

•	 	Loss to the machine, which had to be replaced ($175,000)

•	 	Loss of use of the machine which not only had to be replaced, but also had to be tested for several months 
(Federal requirements) ($100,000)

•	 	Loss of their customer’s product that was ruined when the machine quit running prematurely, and for which 
the insured had contractually agreed to be absolutely responsible while the product was in their care and 
control ($85,000)

•	 	Extra Expenses incurred in getting the new machine ordered and installed as quickly as 
possible ($35,000).

An interesting result is that the policy (provided by a very large and very prestigious insurance 
carrier) had a sub limit of coverage entitled “Mechanical Breakdown”, which one would think 
would come into play here.  But the insuring agreement for the built-in coverage was also on a 
“direct physical loss or damage” basis, so the whole situation was one “no coverage” loss.

Another loss to a freezer complex occurred recently, when the freezers just shut down and 
stopped working.  Once again, there was no manifestation or cause of loss to justify the 
stoppage – and the claim was denied.  By the time the loss was discovered, the frozen 
food was no longer completely frozen and the customer would not accept it for 
delivery in their food establishment.

mailto:neffbj@aol.com


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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The solution to the problem is really fairly simple – you want “true mechanical or equipment breakdown” coverage.  
However, it is provided, look at the insuring agreement of this special coverage.  Remember, it can be a separate 
policy, an endorsement or a built-in sub limit.  If the words “direct physical loss or damage” are there, that is fine as 
long as they are followed by the word “failure” or “malfunction”.  The word “failure” is my preference since carriers 
sometimes use the word “malfunction” later in their forms to describe property not covered, or property excluded.  
“Failure” will provide coverage when the machine just quits.  Your clients will have coverage when their machines just 
stop running, and you do not have to be concerned about manifestations or signs of damage.

	     	 *	 *	 *	 *	 *	 *	 *	 *	 *	 *	 *

In a related topic, I was asked by a couple of agents what to tell their clients when they are selling off-premises 
power interruption.  This, too, is provided in a number of ways, but usually is offered by our carriers on a direct and 
an indirect basis.  Their main question was how to explain to a client why they might want the indirect as well as the 
direct coverage.

I use a very simple example.  The local grocery store suffered a loss when the power was knocked out by a storm a 
couple of blocks away.  The loss was to their banana, the only product they had to sell.  The banana cost the grocer 
50 cents to obtain from their supplier, and this is what they would receive under the direct coverage – $.50 cents.  But 
if the grocer also buys the indirect coverage which is designed to cover their extra expenses and/or loss of income 
from the interruption of power, the grocer could receive their mark-up price.  Let’s say they will sell the banana at 
$1.25.  The indirect coverage could provide the $.75 of mark-up.  This is all subject to the limits and other conditions 
of the coverage, of course, but that is a simple way to show why a client might want to consider this coverage.

Continued from page 43

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.

®
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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.

www.nsa-mga.com

Serving MN
Agents under the

SAME NAME
for  68 YEARS

and counting

Midwest Family Mutual 
Insuring Midwest Values 

Since 1891 

Represented by the Best Independent Agents in the Industry 

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

www.midwestfamily.com 

 � Thousands of commercial bonds available electronically
 � Exceptional, personal service, licensed in all 50 states
 � Fastbonds: Contract bonds up to $750k on credit only - 
$750k-$1.5MM written with a simple financial statement
 � Contract bonds: large, middle market & small contractors

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

www.orsurety.com
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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

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  

We are prospecting in MN! 
To get started, visit 

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

800.488.2930 | bhhc.com

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

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

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

 “I love wasting time.”No agent ever said, 

There’s a  
better way to 
quote online.

ufginsurance.com/online

A Better Insurance Experience. ®

With Foremost SignatureSM Auto & Home and 
Foremost Choice® Property & Casualty, we offer a valuable 

product suite with options for almost every customer. 

Learn More At ForemostAgent.com

Not all products, coverages or discounts are available in all areas. 9022301 2/22

Put the power of Main Street America to work 
for you. Visit msainsurance.com to learn more.

msainsurance.com

AGENTS FIRST, 
AGENTS ONLY.  
ALWAYS.
Comprehensive and affordable 
personal and commercial insurance 
coverages, only available through 
independent agents since 1923.

507-390-2145
sentry.com 

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

Interested in a conversation? 
Contact Territory Underwriting Specialist Angie Kubicek
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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.

SELECTIVE — YOUR 
INSURANCE CARRIER 
OF CHOICE

Selective provides 
you with opportunities 
for profitable growth 

by delivering a 
superior customer 

experience.

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



to our 2022 Big I MN Partners

Main Street America Insurance Risk Administration Services RPS

Accident Fund
AmTrust Financial Services, Inc.

Badger Mutual Insurance
Berkshire Hathaway GUARD Insurance 

Companies
Berkshire Hathaway Homestate Companies

Burns & Wilcox of Minneapolis
Chubb Group

Cincinnati Insurance Companies 
CNA Insurance
CyberFin LLC

ENCOVA

Engage PEO
ePayPolicy

Erickson-Larsen, Inc.
FIRST Insurance Funding

Foremost Insurance Group
Grand Exteriors

Great Northwest Insurance Company
ICW Group Insurance Companies

IFC National Marketing, Inc.
Imperial PFS

Legacy Education Organization
Meagher + Geer, PLLP

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

NAU Country Insurance
Northern States Agency

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

Prime Insurance Company
R-T Specialty, LLC.

Savvital
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
CHAIRMAN’S

CIRCLE

MINNESOTA

®


