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WE CAN HELP your CustomErs 
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THE ONE STOP-SHOP THAT SAVES YOUR CUSTOMERS AROUND $550 ON THEIR AUTO INSURANCE. Partner with a leader. It’s no secret  
why drivers use independent agents. You offer quality service, and a convenience second to none. But Progressive can help too. Because Progressive is  

not only a leader in auto insurance, but also truck, boat, motorcycle and RV. Plus, drivers who switch to Progressive save an average of $550  
on their auto insurance. So no matter what you’re helping your customers insure, together  — we can help them insure it for less. 

Progressive Casualty Ins. Co. and its affiliates, Mayfield Village, OH. Auto insurance prices and products are different when purchased directly from Progressive or through independent agents/brokers. 
Not available in all states. Market positions from Highline Data’s 2007 written premium data, NAIC 2008 market share data, and 2008 Millward Brown & Harris Interactive survey data.  10A0065.B (01/10) 
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Ferrari vs Mustang
$1,000,000,000

$813,500,000             

$745,300,000

I was on a conference call with some agents last week and we were discussing how do we differentiate 
ourselves, the independent agent, from the direct writers.  We talked about improving our websites, 
increasing our social networking and better training but what we all decided was our biggest asset is us, 
the independent agent.

I believe we have the best agents in the industry.  We are knowledgeable, helpful, understanding and 
willing to do what we can for our customers and companies.

A lot of direct writers know if they are failing at something they can turn to their “Mother Ship” to help 
them monetarily, or with some free marketing.  Independent agents on the other hand are on our own, 
and we like it that way.  Even though there may not be a safety net to catch us when we’re falling, there 
also isn’t anyone watching over us for our weekly numbers, or why we left early on Thursday to attend 
our daughter’s piano recital. You only answer to the person you see in the mirror in the morning for your 
honesty, ethics and integrity.  We are a community of small business people that are invested in our own 
success and our customer’s satisfaction.

This brings me back to the numbers at the beginning of the article.  Those are the amount of money that 
Geico, State Farm, and Allstate respectively spent on adds in 2012 (2013 information is not out yet).  Are 
we ever going to match that type of corporate ad revenue with our independent companies, probably 
not.  But are the direct writers ever going to match the quality of agents we have, again, probably not.

When I compare the two agency forces I imagine them as cars in a race.  I see the direct agent as a flashy 
new Ferrari with a 50 cc moped engine and the independent agent as a 1970 Boss 302 Mustang with a 302 
V8 engine.  Sure the Ferrari looks cool and new on the outside, but can 
it perform when it needs too, not with that engine.

Our agency force is at an advantage that we have what we need to 
use to grow the independent channel.  We need to let people know 
the advantages of going with an independent agent.  We have done 
a good job letting our communities know how good we are, we just 
have to work on expanding on that. How do we do that?  By taking the 
bull by the horns and providing professional offices with up-to-date 
technology, properly trained staff and excellent representation from our 
affiliated companies to set us apart from the average captive insurance 
agent.  I know with the independent agents we have, we will attain this 
goal.

Chad Bjugan
Richfield State Insurance

Chad Bjugan
cbjugan@richfieldinsurance.com President’s Message
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Thank you,    
 agents.

auto-owners.com

Auto-Owners is dedicated to the 

independent agency system and 

proudly stands behind the agents 

who represent us. Thank you, 

agents for your continued loyalty, 

which helps us take care of the 

policyholders who rely on us.

www.auto-owners.com



Executive VP Message continued on page 9

Dan Riley
driley@miia.org Executive VP Message

2014 Goals and Objectives

The MIIAB will be concentrating on many areas that will help benefit our member agents and our 
company partners for the upcoming year. MIIAB will focus on the following areas: 

Legislative Initiatives
MNSure- Our lobbyist, Dominic Sposeto will be looking to help improve the agent’s position and 
its relationship with MNSure. We all know MNSure is in tremendous turmoil and they are trying 
to refocus their efforts on getting their software products resolved. After working closely with 
MNSure through Dominic’s efforts, we are now aware that agents are having problems submitting 
customers to the MNSure website and more importantly when they do, they’re not getting paid 
for their efforts in placing business with this new entity. Dominic has a great relationship with the 
new CEO of MNSure and he is working overtime to resolve these problems. A few members have 
asked what we have been doing with MNSure over the last several months. Unfortunately, this is a 
governmental program and they have ignored many of our requests to improve the system and rely 
on agents in the health care process. We hope that Dominic’s efforts will help improve our members’ 
ability to place their clients in MNSure moving forward.

MVRs- We were all caught by surprise when the state decided to change the MVR availability to our 
members through group purchasing of MVRs which made it very affordable for our members to 
analyze a risk prior to submitting it to a customer. Out of nowhere, they decided to ban any group 
purchasing of MVRs through the DMV by outside companies, instead all MVRs will be purchased 
directly from the state. The cost relating to this recent move by the state is staggering for our 
members and has put all these companies that provided this service out of business. Our board has 
directed Dominic to work with his legislative contacts to resolve this problem and make available 
MVRs at a reasonable cost in the future. Unfortunately this will take legislative action in the upcoming 
session; however Dominic assures me that this will be a major priority for him. The good news is we 
have close friends in the MN Legislature that are independent agents who understand 
the financial impact on insurance agents and more importantly the service that this 
provides to their clients on a personal lines and commercial lines basis. More than likely 
we will need your help as this process moves through the legislature.

Membership growing in Minnesota-
Last year, our membership grew by 10%. This year it looks like we’ll exceed that mark in 
upcoming year. We are concentrating on retention of our current members and the 
recruitment of new members through a program that Frank Whitcomb, our 
new Sales and Marketing Director has put together for us.  As you all know, 
Frank has over thirty five years of field experience with many insurance 
companies in Minnesota. Last year Frank joined our team to help improve 
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Save the Date

DON’T GET BITTEN
BY AN E&O CLAIM 

YOU COULD HAVE

AVOIDED. 

Swiss Re policyholders written 

through the Big “I” Professional 

Liability Program have access to an 

exclusive risk management web site. 

Log on today to fish for E&O claims 

frequency data, real-life case studies 

and analysis, sample client letters, 

sample agency procedures, agency 

E&O self assessments, podcasts on 

important E&O topics, and much 

more.

www.independentagent.com/EOHappens
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our communication, public relations and sales/marketing of our products to our members. MIIAB 
has superior products in education, public relations, E&O Insurance, Cyber Liability Insurance/Cyber 
Education, and more importantly, we are a dominant factor in working with the legislature and 
regulators in Minnesota. When the legislators or regulators have a question about the industry, they 
call the MIIAB first for their info. 

Building Upon Our Relationships with Insurance Company Partners
We finally completed our annual company visits in December which began last July.  During this time, 
members of the MIIAB Board and key staff personnel visited over thirty five insurance companies. 
We met with all of the domestic insurance companies in Minnesota as well as traveling to Iowa, 
Wisconsin, Michigan and Illinois to discuss industry issues with company executives in these states. 
Over the last six years, we have built a strong relationship with these companies and in fact when 
legislative issues come to the forefront, we go directly to these executives to determine how these 
issues will affect the insurance industry in Minnesota, the companies and our members. This has 
been an invaluable part of our mission over the past number of years and we look forward each year 
in visiting these company executives. We thank them for all the time & effort they put into meeting 
with us each year.

On behalf of the Board of Directors and Staff, we wish everyone a happy and successful 2014.

Executive VP continued from page 7
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Workers’ Comp InsuranCe
For more InFormatIon, Call: (800) 381-9347  |  amerIsaFe.Com
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A BIG CLUB
Speak softly

and carry

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

AAA sells insurance products through Independent Agents.
What makes us different from other insurance carriers? Simple. We’re a club, 
not just another company — creating marketing opportunities in select 
Midwestern markets that aren’t available through other companies.

Here’s your opportunity to share in AAA’s brand strength — while enjoying 
a competitive commission structure, outstanding contingency program and 
innovative co-op advertising resources.

Contact Vicki Hanson at 952-707-4952 or vicki.hanson@mn-ia.aaa.com

www.aaa.com
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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

www.swissre.com/bigi

E&O Hotline:  763.235.6471
rbaker@miia.org
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When Playing Dumb Is Smart: 
   Seven Rules for Making the Sound of 

Silence Work in Your Favor
 By Geoffrey Tumlin 

These days, it’s difficult to watch the evening headlines or scroll through a news website without seeing that 
a politician, celebrity, athlete, or business leader is in the spotlight for saying something stupid. Sure, you might 
laugh—or wince—at these gaffes and wonder aloud why anyone would ever think saying that was a good idea. 
But secretly, a part of you may sympathize with the clueless celebrity or the foot-in-mouth politician, because you’ve 
seen similar things happen in your own conversations: Jim in accounting shares a little too much about his weekend 
during a lunch conversation, your boss says something completely loony about a client on the way to a sales call, or 
your coworker Sarah lays a nutty conspiracy theory on you during an informal chat in the hallway. 



Yes, dumb statements are a fact of life.  You can reduce the negative impact of someone 
else’s dumb statements by playing dumb yourself.

 Playing dumb means that you pretend like you didn’t see it or hear it when another 
person does or says something ill advised.  This strategy benefits you, the other person, 
and the underlying relationship.

Specifically, playing dumb allows your conversational partner time to self-correct (e.g., 
“That’s not what I meant” or “I can’t believe I just said that, sorry”) after an ill-conceived 
statement. This valuable conversational space allows hasty and counterproductive 
words to disappear without comment, thus preventing unnecessary damage to the 
underlying relationship. 

Playing dumb is an especially smart strategy in the digital age where we are doing 
so much more talking, texting, and tweeting.  Because communication and people 
are fundamentally imperfect, more communication means that there will be more 
incidents that require the silent treatment.

Here are seven rules to help you smarten up by playing dumb when you see or hear 
something stupid:

Put on your best poker face… When an I-can’t-believe-she-just-said-that 
moment happens, your first instinct is probably to react physically: You might roll your 
eyes, sigh, raise your eyebrows, or even throw your hands in the air. But remember: 
Actions speak just like words, so if you’re serious about defusing the episode instead of 
escalating it, you’ll need to pretend that you’re competing in the World Series of Poker.

Playing dumb is considerate when it’s done discreetly, but it’s embarrassing to the 
other person when it’s overt. So while you’re being silent, also keep your eyes from 
rolling at whatever ridiculous thing you’ve just heard.

…but don’t overplay your hand. Making an effort not to react to a dumb 
statement is considerate—but don’t take the act too far. Remember, you’re in the midst 
of a real-life interaction, not an after-dinner game of Charades, so you need to make 
sure your “performance” is believable.

Be inconspicuous. If you oversell your dumbness by acting totally clueless or 
befuddled like one of the Three Stooges, you’ll draw unwanted attention to your 
actions. You may even cause the other person to double down on her unproductive 
words, repeating them in an attempt to help you understand. Remember, dumbness 
works best when you subtly allow the other person to walk back from her ill-advised 
words.

Muzzle your inner know-it-all. It’s human nature to want to be right. However, 
the urge to prove another person wrong often gets people into hot water and 
torpedoes conversations. Correcting another person can spark arguments, damage 
the way he perceives you, and harm the underlying relationship. Remember, nobody 
likes a know-it-all, and nobody likes being contradicted.

Unless something crucial hangs in the balance, if you hear someone misquote a 
statistic, mangle a story, or make a logical error, don’t whip out your smartphone and 
start searching the Internet to prove her wrong. And when someone lays a goofy 
conspiracy theory or profoundly loopy worldview on you, don’t treat it as your moral 

continued on page 14continued on page 14
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obligation to set him straight. Playing dumb means letting go of the need to be right about 
everything.

Don’t expect it to be easy. Playing dumb sounds simple: Just don’t react. And it yields 
compelling relational benefits. But despite its usefulness, don’t expect playing dumb to 
be easy. It’s often difficult to override your instincts—and your desire—to respond with 
comebacks, criticisms, and corrections.

Playing dumb is challenging because we feel obligated to respond when spoken to or to 
reply when we receive a message. As conversations pick up a rhythm, or as our inbox stacks 
up, we feel increasing pressure to respond when it’s ‘our turn.’ Playing dumb requires us to 
resist the urge to reply.

Playing dumb is also difficult because, frankly, we like to pin the tail on the donkey. We get 
guilty pleasure when we hold someone to their illogical and goofy words, even though this 
is totally counterproductive. Always keep in mind that the most important thing is to move 
the discussion away from the offending words and give the other person an opportunity to 
self-correct—not to gain short-term satisfaction by hanging the dumb words around your 
conversational partner’s neck.

Don’t play dumb too often. There’s a line between playing dumb for relational 
harmony and playing dumb because you are in denial about a clear and present relational 
problem. If you find yourself playing dumb frequently, it may be a warning sign of a larger 
issue that you need to address.

Fundamentally, playing dumb involves a tradeoff: We sacrifice part of a conversation in the 
short term in order to preserve an underlying relationship. Don’t misuse the technique to 
avoid important relational issues. There are other communication tools to help you handle 
relationship problems.

Don’t feed the fire. It’s easiest and best when your silence and intentional gaps provide 
enough room for someone to self-correct. But you can play dumb and still talk, as long as 
you don’t add anything to the conversation that redirects attention back to the offending 
words. If you feel like you need to say something after your conversational partner says 
something stupid, you can use neutral continuers like um-hum, I see, okay, or I hear you.

There’s a danger that the other person will hear your neutrality as a tacit approval of his 
statements, so use them selectively and exert your right to remain completely silent when 
you hear something so offensive that you don’t feel comfortable being neutral. If your 
conversational partner asks about your lack of reaction, you can say you have nothing to 
add, politely request a topic switch, or just start talking about something else.

Pick and choose your targets. Build a mental list of people with whom you might 
need to make a special effort to play dumb, so that when you interact with them you can 
remind yourself beforehand to keep your reactions on a leash.

You might find that it’s beneficial to play dumb more consistently with bosses, key clients, 
and important colleagues, where you have less leverage to alter their behavior. You might 
also choose to play dumb with older relatives who have a penchant for saying things that 
drive you crazy but don’t really harm you.

continued from page 13
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In these cases, your long-term strategy might be to listen and comment when necessary, 
without adding anything substantive, or you could change the underlying conditions to 
limit the instances of problematic communication. If a key client tends to make off-color 
jokes after a couple of happy-hour cocktails, start inviting him to breakfast instead. Or if 
Aunt Sarah can’t resist criticizing your housekeeping every time she comes over, try to 
visit at her home instead.

Playing dumb illustrates the power of communication in its absence and is one of the 
smartest, most altruistic moves you can keep in your conversational toolkit. We exert 
a profound influence on interactions with what we don’t say, type, or forward. And in 
today’s communication environment where speed routinely trumps deliberation and 
where restraint is often abandoned by the desire for self-expression, playing dumb is a 
tool that’s both necessary and effective.

# # #

About the Author:
Geoffrey Tumlin is the author of Stop Talking, Start Communicating: Counterintuitive 
Secrets to Success in Business and in Life. He is the founder and CEO of Mouthpeace 
Consulting LLC, a communication consulting company; president of On-Demand 
Leadership, a leadership development company; and founder and board chair of Critical 
Skills Nonprofit, a 501(c)(3) public charity dedicated to providing communication 
and leadership skills training to chronically underserved populations. His writing 
on communication and leadership has appeared in scholarly journals, newspapers, 
and textbooks, including Discourse Studies, the International Leadership Journal, 
the Encyclopedia of Leadership, the Austin American-Statesman, and five editions of 
Professional Communication Skills.

Tumlin holds a PhD and an MA in communication from the University of Texas at Austin 
and a BS from West Point. He received the Eyes of Texas Excellence Award in 2010 for 
his work as the assistant director of the Center for Ethical Leadership at the University of 
Texas at Austin. He was a faculty fellow at the University of Texas at Austin’s RGK Center 
for Philanthropy and Community Service and a Cátedras Laboris Fellow at the University 
of Monterrey in Nuevo León, Mexico.

Tumlin currently serves as trustee of the National Communication Association’s 
Mark L. Knapp Award Individual Endowment, the most prestigious interpersonal 
communication honor bestowed annually by the National Communication Association 
in recognition of career contributions to the academic study of interpersonal 
communication. Tumlin has taught thousands of people about communication and 
leadership and has consulted with some of the most prestigious organizations in the 
world, including Shell Oil, Wyeth Pharmaceuticals, the Boston Scientific Corporation, 
Hibernia National Bank (now Capital One Bank), Blue Star Management, and the 
Honolulu Police Department. He lives in Austin, Texas.

You can learn more about Geoffrey Tumlin at www.tumlin.com and you can reach him 
by e-mail at geoff@tumlin.com

About the Book:
Stop Talking, Start Communicating: Counterintuitive Secrets to Success in 
Business and in Life McGraw-Hill, August 2013, ISBN: 978-0-0718130-4-4, $20.00, 
www.tumlin.com is available at bookstores nationwide, from major online booksellers, 
and at www.tumlin.com
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Riley Tonkin, Omaha Branch Marketing Representative

Are there certain accounts in your area you want to 
write? The more we know about your goals, the better 
you can utilize EMC industry experts, online resources 
and other marketing programs and materials to 
grow your business. It’s just one of the many reasons 
independent agents Count on EMC®. 

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

© Copyright Employers Mutual Casualty Company  2013  All rights reserved

MARKETING SUPPORT

Acquisition Strategy #15

“ Tell us where you’re   
 headed and we’ll
 help you get there.”
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“A Personable Company Keeping You on Course”

Insuring Homes, Farms, 
Businesses and Autos

www.nstarco.com

Box 48, Cottonwood, MN  56229  1-800-622-5230

Rated  “A+ Superior”

Offered Exclusively Through Independent Agents

www.nstarco.com



18  The Minnesota News • February 2014
www.thesilverlining.com

Most people are looking to save money any way they can. Especially on things 
they can’t even see. Like insurance. But inferior insurance is just plain useless. 

That’s why West Bend’s Home and Highway® policy makes sense. It protects 
just about everything your customers own: their homes, condos, or rental units, 
as well as their cars, trucks, boats, motorcycles, snowmobiles, even their family 

pets. It’s all on one policy with one bill and one deductible.

And with West Bend, it’s backed by your knowledge and experience.

The things people care about the most are the things they just

can’t afford to lose.

West Bend. Insurance your customers buy when they can’t afford anything less.
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Minnesota MVRs & MNsure Agents

Minnesota MVRs
The Minnesota Department of Public Safety has made a significant change in its procedures to provide motor 
vehicle records to the public.  In a move they claim will provide greater privacy for drivers, they will no longer 
be providing bulk MVR data to third party contractors.  This move will no doubt increase the state’s general 
revenue fund.  

Agents will be able to access online MVR data and be able query a specific individual’s date at a cost of $5 per 
query.   We are aware that this is substantial increase and is more than agents paid to third party vendors who 
were previously able to access bulk data.  Check with your MVR provider for their response to this development.   

You will have an opportunity to establish a “business partner” agreement with the Department of Public 
Safety and access multiple MVRs online.  Agents will be able to establish escrow accounts with a minimum of 
$100 and funds will automatically be debited after each query.  Online access will be available to DVS business 
partners from 6:00 AM to 9:00 PM Monday through Friday and on Saturday from 6:00 AM to 6:00 PM with no 
access on Sunday.  

You can find out more information about business partners and the forms and requirements for participation 
at the following site.

https://dps.mn.gov/divisions/dvs/Pages/dvs-content-detail.aspx?pageID=671

The MIIAB is exploring various avenues to address this major change in MVR access.  We will you keep posted.  

MNsure Agents
Recent media reports have highlighted an issue regarding the role of agents and MNsure the state’s health 
insurance exchange.  The initial roll-out of the MNsure has been a disaster, not just for individuals trying to 
navigate the web site, but especially for agents who have been trying to assist persons in signing up online. 

First, it is very difficult for a person to identify an agent or broker online.  The MNsure site does not provide 
links to certified agents as promised.  Instead, one may locate a PDF file listing agents who are certified by zip 
code.   The original idea of a “broker portal” which would allow agents and brokers access to their clients and 
the ability to monitor their progress during the application process is not available.  In the rush to meet the 
October deadline for enrollments, the broker portal fell through the cracks.  It won’t be available for several 
months.

If you have been able to use the web site to enroll persons in MNsure health coverage you have probably been 
disappointed with the results.  Agents may help people to establish accounts, but once a person has been 
deemed to be eligible for either Medicaid or MinnesotaCare, there is no further role for an agent.  You cannot 

CAPITOL NOTES continued on page 21
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www.msagroup.com

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

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

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

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

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

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

foundation with the introduction of new competitive commercial lines products. 

www.msagroup.com

The Right Mix
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be paid to enroll person into public programs.   This is the role for MNsure assisters and navigators.   We have 
been told that federal law prohibits agents from acting as navigators or assisters.

All compensation to insurance agents and brokers must come from the companies for which they write business.  
During the initial debates about the role for agents with the Affordable Care Act and eventually MNsure, the 
Agents Coalition for Health Care Reform lobbied to maintain the current license and reimbursements systems 
with carriers.  We did not wish to have agents work for or be agents of the insurance exchange nor have their 
reimbursement set at the same minimal fee that is being paid to assisters and navigators.   These lobbying 
efforts were successful and the role of the agent and the current system of independently appointed agents 
was maintained.   Unfortunately, the initial MNsure roll-out concentrated on the three fourths of applicants who 
qualify for state programs, and the role of agents in enrolling people in private insurance was less developed.  

Agents may only enroll individuals into health plans with carriers for which they have an active appointment.   
In fact, you are required to disclose to potential MNsure policyholders the fact that you are not authorized to 
sell every plan on the exchange and that you may be compensated from the health plan that they choose.  
This was part of the MNsure authorization law passed during the last legislative session.    Here is the language 
in that act:

Any insurance producer assisting an individual or small employer with purchasing coverage

through the Minnesota Insurance Marketplace must disclose, orally and in writing, to the individual or

small employer at the time of the first solicitation with the prospective purchaser the following:

(1) the health carriers and qualified health plans offered through the Minnesota Insurance Marketplace

that the producer is authorized to sell, and that the producer may not be authorized to sell all the 

qualified health plans offered through the Minnesota Insurance Marketplace;

(2) that the producer may be receiving compensation from a health carrier for enrolling the individual

or small employer into a particular health plan; and

(3) that information on all qualified health plans offered through the Minnesota Insurance Marketplace

is available through the Minnesota Insurance Marketplace Web site.

Even though you have navigated the process for your clients you will have noted that the ability for someone 
to designate an agent or broker occurs very late in the application process.  Also, under the current system, 
it is impossible for a person to designate both a navigator and an agent on the same account.  So even if 
you referred by a MNsure assister to help someone with private insurance, you may not be able to even be 
identified on the account.  This is clearly a huge mistake.   MIIAB is working with MNsure executives and 
carriers to develop a standard “agent of record designation form” that would credit and compensate agents 
for their work.  This requires going back to good old fashion paper.

The MNsure executive leadership has changed.  There appears to be more appreciation of the prominent role 
agents can play in the success or failure of MNsure.  Agent groups have been meeting with MNsure to address 

our concerns.  In the meantime, the system is not working as planned, not only for agents, but 
everyone else.  

A recent report from an independent consultant suggests that the troubled online insurance 
marketplace be scrapped and that he state start over on its insurance exchange.   Will this 
occur?  We shall find out soon.  
Dominic Sposeto
MIIAB Lobbyist

CAPITOL NOTES continued from page 19
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www.integrityinsurance.com

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

behind each independent agent. With quality imbedded in our 

DNA, we help you make a lasting impression with every 

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

The way it should be.®

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

integrityinsurance.com
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We partner with our agents to help employers control the rising

costs of managing a workforce while protec�ng profitability. We

have a proven history of solid performance throughout Minnesota

and con�nually develop new ways to overcome the difficult issues

inherent to workers’ compensa�on. We have a team approach to 

deliver excep�onal service, including:

OFFICES IN MINNESOTA AND SOUTH DAKOTA
P. 800.732.1486     www.rascompanies.com

WORKERS’ COMPENSATION.

Our Focus. Your Opportunity.SM

You’re local, we’re local; 

let’s work together. 

Na�onwide Strength. 
Midwest Values.

workers’ compensation 
is our primary focus.

� LOCAL CLAIMS MANAGEMENT AND CASE MANAGEMENT

� INJURY ASSISTANCE CENTER

� STAY AT WORK/RETURN TO WORK PROGRAM DEVELOPMENT

� LOSS PREVENTION AND TRAINING

� ERGONOMIC ASSESSMENTS AND JOB FUNCTION MATCHING

It is what we do, and who we are.

At RAS,
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Cyber Criminals 
are Working Hard 
to Steal Your 
Clients’ Data

NetGuard TM Plus
Cyber Liability Insurance

Data Network Security 
AutoShun® Inline Network Appliance

Comprehensive cyber liability coverage

Save up to 20% in your cyber policy when you also purchase the InteProIQTM Information 

Security Training and Compliance System and the AutoShun® inline network appliance.

Policy underwritten by NAS Insurance on behalf Lloyds, London.

Program developed in cooperation with:

For More Information, Contact:
John Bristol
Ph: 888.255.6603
Email: sales@datariskconsultants.com

This unique cyber risk management solution has been 
custom-built for Minnesota IIABA members. Take 
advantage of this state-of-the-art program and keep 
your agency protected from regulatory fines and 
penalties as well as relentless hackers.

Are You Working Harder to 
Protect it?

FOR INDEPENDENT INSURANCE AGENTS AND BROKERS ASSOCIATION OF MINNESOTA 

The AutoShun Device is a Data Risk Consultants, LLC product.
AutoShun® is a trademark of a Data Risk Consultants, LLC partner, RiskAnalytics, LLC.
© 2013 All rights reserved.

Online Training
Information Security Training and Compliance
 
Every organization holding Personally Identifiable Information (PII) or Private Health 

Information (PHI) must have a Written Information Security Program
 
60% of Information Security breaches are caused by employee mistakes
 
The FTC can levy major fines and get a 20 year Consent Order for failure to comply with existing laws
 
Complete Information Security Training Program, sample policies, risk assessment guides 

and audit tracking capability included
 
Get a 15% discount on NetGuard™ Plus when you train everyone in your organization that

has access to your company and customer information

Adds a new layer of network protection
 
Bi-Directionally blocks over 3,000,000+ known hostile IP addresses
 
Helps make your network invisible to crimeware
 
Get a 5% discount on NetGuard™ Plus when you install the AutoShun Device
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continued on page 43

AN INSURER’S INSOLVENCY AND POTENTIAL 

CONSEQUENCES FOR THE INSURANCE 
AGENT

By Rolf E. Sonnesyn, Attorney, 
Tomsche Sonnesyn, and Tomsche, P.A.

People expect that an insurance company will pay money when a loss occurs. But insurance 
companies are run by people, and insurance companies are subject to the uncertainties of the 
economy, the weather, and many other factors. It is possible for an insurer to be declared insolvent 
making it incapable of paying legitimate claims. 

For admitted insurers, which are “admitted” by the State and subject to its regulatory scheme, 
Minnesota has a guarantee fund that becomes available to an insured in the event that the insurer 
is declared insolvent. As a general rule, property and casualty insurance policies written through 
an admitted insurer are backed by the Minnesota Insurance Guaranty Association. The maximum 
payment of a covered claim is $300,000. Minnesota’s guaranty fund does not provide a backup 
source of indemnity for an insured in the event the surplus lines insurer becomes insolvent. People 
who sustain a loss cast about for a solvent party from whom to recover, and the last person standing 
might be the insurance agent.  The insurance agent is frequently viewed as someone who sold a 
worthless insurance policy, and the insurance agent is thus a good candidate to sue. 

Under what circumstances can an insurance agent be liable to the insurance customer when the 
insurer is declared insolvent? It is obvious that an insurance agent is liable if the agent makes an 
intentional misrepresentation of fact about an insurer’s financial status. What if the insurance agent 
is sued based upon alleged negligence? Should the agent have foreseen that the insurer would 
become insolvent and that the insurance policy would not perform as intended?

The case that is referred to most often around the country is from Texas. In Higginbotham & 
Associates, Inc. v. Jack E. Greer, 738 S.W.2d 45 (Tex. Civ. App. 1987), Jack Greer, the insurance customer, 
purchased a bowling center in Marshall, Texas. Higginbotham was an independent insurance 
agent in Fort Worth, Texas. Higginbotham sold an insurance policy written by Proprietors Insurance 
Corporation. The bowling center was destroyed by fire. After the fire, Higginbotham submitted 
Greer’s claim to Proprietors. Alas, Proprietors became insolvent, and Greer sued Higginbotham. 
Greer alleged negligence in the procurement of the policy.

The Higginbotham court stated that the general rule is an insurance agent or broker is not a 
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Work with Allied Insurance and get the 
kind of support that makes a di� erence. 

For you and your customers. 
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so you can write and keep more business.
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Learn More. alliedInsurance.com
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 WISELY. 
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“guarantor of the financial condition or solvency of the company from which he obtains the insurance.” 
The insurance agent is required to use reasonable care “with a view to the security or indemnity for 
which the insurance is sought, and a failure in that respect may render them liable to the insured 
for resulting losses.”  It is foreseeability or knowledge that creates liability for the insurance agent. 
If the insurer is known by the agent to be insolvent or on the verge of insolvency, the insurance 
agent can be liable. The Higginbotham court held that if the insurer was solvent when the policy was 
procured, then the agent is not liable. The court in Higginbotham focused on the agent’s knowledge 
at the time the policy was issued, not at the time of the loss and the failure of the insurer to pay the 
claim. Proprietors was a fully admitted and approved carrier in Texas and was subject to the financial 
scrutiny by the state when the policy was sold. At the time that the policy was written, Proprietors 
was paying claims promptly, had paid dividends the preceding year, and was rated by A.M. Best as 
B+ (very good).

There is no clear rule about what an insurance agent is obligated to do when selling a surplus 
lines policy. It is probably not incumbent upon a retail insurance agent to investigate the financial 
soundness of a surplus lines insurer. Most of the surplus lines insurers fall under the category of 
“eligible surplus lines insurer.”  The State of Minnesota recognize an “eligible surplus lines insurer” 
when the State is satisfied that the insurer is in a stable, unimpaired financial condition and that the 
insurer qualifies to provide coverage. The fact that the State of Minnesota vetted the insurer about its 
financial condition should be sufficient to you as an insurance agent.

You might be trying to place coverage for a particularly risky account and the surplus lines broker 
might only be able to place the account with an “ineligible surplus lines insurer.”  In that instance, it is 
a good preventative measure to notify the insured in writing that the insurer is an ineligible surplus 
lines insurer, which creates additional risk. As so often is the case, put it into writing. 

_______

ROLF E. SONNESYN, born Minneapolis, Minnesota, November 13, 1953; admitted to bar, 1981, 
Minnesota; 1989, Wisconsin. Education: University of Minnesota (B.A. 1977 summa cum laude); William 
Mitchell College of Law (J.D. 1981). Member: Hennepin County Bar Association, Minnesota State and 
Wisconsin State Bar Associations, Minnesota Defense Lawyers Association, The Defense Research Institute, 
Academy of Certified Trial Lawyers of Minnesota, Professional Liability Defense Federation, Professional 
Liability Underwriting Society. Certified as a Civil Trial Specialist by the Minnesota State Bar Association.  
Selected as a "Super Lawyer" by Minnesota Law and Politics.

continued from page 27
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www.minneapolis.burnsandwilcox.com

Placing insurance for different contractors can be a daunting project. 
At Burns & Wilcox, our network of domestic and international carriers 
opens doors to the broadest range of markets. Since time is of the 
essence, we deliver quotes and binders fast. When it comes to finding 
solutions for every stage of construction, contact the wholesale broker 
with the tools to make the hard-to-place easy – Burns & Wilcox. 
Burns & Wilcox is exclusively endorsed by the MIIA as a provider of choice.

CONTRACTORS SOLUTIONS

Commercial | Personal | Professional | Brokerage | Binding | Risk Management Services

Your gateway to 
contractors markets.

Minneapolis, Minnesota | 612.564.1880 | toll free 800.328.1693
fax 612.564.1881 | minneapolis.burnsandwilcox.com
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     Workers’
Compensation
Specialists, LLC

Protecting Your Customers

Rachel Baker
Insurance Services Manager

rbaker@miia.org 
P: 763.235.6471
F: 763.235.6461

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

For more information contact:

When one is 
helping another, 
both are strong.
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Download it today!

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

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

access their personal auto insurance ID cards anytime, anywhere. 

Combine that with helpful roadside assistance tools, including the ability 

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

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

Western National Mutual
Insurance Company

Insurance Identification Card

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

Policy Number: 02 PAP 14755

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

Insured(s): JANE DOE

Agency: ABC INSURANCE GROUP
 (555) 113-4567

Vehicle: 2011 HONDA PILOT UTL
 5FNY4H23BB022433

www.wnins.com

www.wnins.com



Frank Whitcomb
fwhitcomb@miia.org Be Remarkable!

Trusted Choice Agents: The 10 Things They Avoid
Over the weekend, I was impressed by this list compiled by Amy Morin, a psychotherapist and 
licensed clinical social worker, that she shared in LifeHack. It impressed me enough I’d like to 
share her list here along with my thoughts on how each of these items is particularly applicable 
to Trusted Choice Independent Insurance Agents.

1. Waste Time Feeling Sorry for Themselves. You don’t see Trusted Choice Agents feeling 
sorry for their circumstances or dwelling on the way they’ve been rejected. They have learned 
to take responsibility for their actions and outcomes. They are able to emerge from trying 
circumstances with self-awareness and gratitude for the lessons learned. When a situation 
turns out badly, they respond with phrases such as “Oh, well.” Or perhaps simply, “Next!”

2. Shy Away from Change. Trusted Choice Agents embrace change and they welcome 
challenge. Their biggest fear is not of the unknown, but of becoming complacent and stagnant. 
An environment of change and even uncertainty can energize a Trusted Choice Agent and 
bring out their best.

3. Waste Energy on Things They Can’t Control. Trusted Choice Agents don’t complain (much) 
about bad rates, lost sales, or especially about other people, as they recognize that all of these 
factors are generally beyond their control. In a bad situation, they recognize that the one thing 
they can always control is their own response and attitude, and they use these attributes well.

4. Worry About Pleasing Others. A Trusted Choice Agents strives to be kind and fair and to 
please others where appropriate, but is unafraid to speak up. They are able to withstand the 
possibility that someone will get upset and will navigate the situation, wherever possible, with 
grace.

5. Fear Taking Calculated Risks. A Trusted Choice Agent is willing 
to take calculated risks. This is a different thing entirely than jumping 
headlong into foolish risks. But with mental strength, an agent can 
weigh the risks and benefits thoroughly, and will fully assess the 
potential downsides before they take action.

6. Dwell on the Past. There is strength in acknowledging the past 
and especially in acknowledging the things learned from past 
experiences—but a Trusted Choice Agent is able to avoid miring 
their mental energy in past disappointments or in fantasies of the 
“glory days” gone by. They invest the majority of their energy in 
creating an optimal present and future.

continued on page 33
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Big insurance coverages for 
small business customers.

Grinnell Mutual’s MasterTrades insurance package offers quality 
insurance coverages for almost any construction-related business. 

So let us give your customers a hand with their financial future.  Visit 
our website for details on this and our other commercial packages.

grinnellmutual.com

A Policy of Working Together®

www.grinnellmutual.com
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7. Make the Same Mistakes Over and Over. We all know 
the definition of insanity, right? It’s when we take the 
same actions again and again while hoping for a different 
and better outcome than we’ve gotten before. A Trusted 
Choice Agent accepts full responsibility for past behavior 
and is willing to learn from mistakes. 

8. Resent Other People’s Success. It takes strength of 
character to feel genuine joy and excitement for other 
people’s success. Trusted Choice Agents have this ability. 
They don’t become jealous or resentful when others 
succeed. They are willing to work hard for their own chances 
at success, without relying on shortcuts.

9. Give Up After Failure. Every failure is a chance to 
improve. Even the greatest agents are willing to admit 
that their early efforts invariably brought many failures. 
Trusted Choice Agents are willing to fail again and again, 
if necessary, as long as the learning experience from every 
“failure” can bring them closer to their ultimate goals.

10. Expect Immediate Results. Whether it’s a marketing 
plan, building a book of business, or starting an agency, 
Trusted Choice Agents are “in it for the long haul”. They 
know better than to expect immediate results. They 
apply their energy and time in measured doses and they 
celebrate each milestone and increment of success on the 
way. They have “staying power.” And they understand that 
remarkable changes take time. 

Be Remarkable!
Frank Whitcomb

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 Judy Hansen 
at 763.235.6484 

or
 jhansen@miia.org

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.

®

continued from page 31
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Another Certificate Issue

Will certificates ever go away???  I believe they are the curse of today’s insurance professional.  
There are so many questions about them; it is hard to stay ahead of the curve.

Sometimes, there is good news to talk about, and this issue if one of them.  Many of you 
good folks have inquired about the issue of limits that are to be shown on the certificate.  
It goes like this: my contractor needs $2,000,000 of Umbrella coverage for a job.  My 
contractor has $5,000,000 in coverage under his/her Umbrella, but does not want to 
disclose the higher limits to the certificate holder.  Is it OK to show $2,000,000 instead of 
$5,000,000 on the certificate?

The Big I’s Virtual University experts are reportedly split 50-50 on this issue, and when I 
have brought this up in class, there is generally a split in agreement on how to proceed.  
Some insurance people feel it is not ethical to put a lower limit on the certificate.  Others 
say it is no problem, that it is not a lie, as they DO have the required limits of $2,000,000.  It 
is an issue that just goes around and around.

Here is the good news.  The 2013 ISO Additional Insured endorsements have finally 
addressed this issue.  While all of them have done so, let’s just look at one to examine 
the language.  I picked the ISO endorsement CG 20 33 (04/13 edition) that is entitled: 
Additional Insured – Owners, Lessees or Contractors – Automatic Status When Required in 
Construction Agreement With You.  Commonly called the “blanket endorsement”, it picks 
up all contractors and third parties who require your client (your insured, the subcontractor) 
to make them an additional insured.  It does so automatically, no need to name names 
and addresses.  It requires that the contract that your client signs be in writing.

Here is the new language built into the 2013 endorsements:

1.  “The insurance afforded to such additional insured:

a.  Only applies to the extent permitted by law; and

b.  Will not be broader than that which you are required by the 
contract or agreement to provide for such additional insured.”

Then later on, the last paragraph in the endorsement states:

C.  “With respect to the insurance afforded to these additional insureds, 
the following is added to Section III – Limits of Insurance:

The most we will pay on behalf of the additional insured is the 

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

Technically Speaking...continued on page 37
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The Power of Independents

Be Found!

Consumers shop online, then buy from a local agent. 
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uniquely offered by independent insurance agents.
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amount of insurance:

1.  Required by the contract or agreement you have entered into with the additional 
insured; or

2.  Available under the applicable limits of insurance shown in  the Declarations;

Whichever is less”.

This endorsement shall not increase the applicable Limits of Insurance shown in the 
Declarations.”

I believe this language is pretty clear.  If you show $5,000,000 on the certificate, and only 
$2,000,000 is required, this endorsement will pay whichever is less.

One other thought for your clients who are reluctant to divulge their higher limits, please 
inform them that if there is a claim, everything must be disclosed, including their higher 
limits anyway.  That will be part of the discovery process.

Technically Speaking....continued from page 41

Insurance  
solutions  
for business
No matter how big or small

Our full line of commercial property  

and casualty products can meet your 

customers’ individual insurance needs.

Financial strength, unparalleled claims 

handling and exceptional service –  

that’s QBE®.

qbena.com

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

Let’s make sure they’re safe at home.

Commercial • Personal • Farm-Ag • Specialty

© 2013 SECURA Insurance

MK 1309 002_ MN ad.indd   1 10/1/13   10:45 AM



38  The Minnesota News • February 2014

aPPlieD systems COmPletes aCquisitiOn by 
hellman & FrieDman

Applied Systems, Inc., a leading provider of 
software that powers the business of insurance, 
today announced the successful completion of 
its acquisition by funds advised by Hellman & 
Friedman LLC, a global private equity investment 
firm with offices in San Francisco, New York and 
London.

The company has been acquired from Bain 
Capital in a transaction valued at approximately 
$1.8 billion. JMI Equity, a growth-oriented private 
equity firm that focuses on building market-
leading software and technology-enabled 
businesses, has invested alongside H&F.  Applied’s 
management team has invested a significant 
equity position in the company as well.

“We are pleased to move forward in partnership 
with H&F and JMI to improve the business of 
insurance through our industry-leading products 
and services,” said Reid French, CEO of Applied 
Systems. “The insurance and software expertise of 
H&F and JMI position us well for continued growth 
as the industry’s trusted technology partner.”

“Applied Systems is the global leader in insurance 
distribution software with a strong track record of 
growth and first-to-market products,” said David 
Tunnell, managing director of Hellman & Friedman. 
“We are enthusiastic about this partnership and 
supporting Applied as they continue to expand 
their business.”

“Applied Systems has a long history of advancing 
insurance technology,” said Anupam Mishra, 
managing director of Hellman & Friedman. “We 
look forward to working closely with Reid and 
the Applied team as they continue to provide 
innovative solutions across the insurance industry.”

seCura annOunCes a.m. best aFFirmeD a 
(exCellent) rating

SA.M. Best affirms SECURA’s financial strength 
rating (FSR) of A (Excellent) with a stable outlook.

The affirmation of the company’s ratings reflects its 

strong risk-adjusted capitalization, long-standing 
regional business presence, conservative balance 
sheet, and the benefits derived from its ongoing 
agency relationships and cultivation.

A.M. Best also noted SECURA’s improved trends in 
underwriting results since 2012 and the strategies 
its management team has implemented that have 
contributed to its results, such as:

•	 The development and implementation of 
enhanced pricing models.

•	 Expense management initiatives. 

•	 Targeted agency management action plans.

“As a mutual company, we run our business with 
our customers’ best interests at heart,” said CEO 
John Bykowski. “That means remaining a strong, 
financially stable company for our policyholders, 
agents, and associates to rely on for the long term. 
A.M. Best’s affirmation reflects our ability to excel 
in this mission.”

big “i” POlitiCal aCtiOn COmmittee raises 
mOre than $1 milliOn in 2013

The Independent Insurance Agents & Brokers of 
America (IIABA or the Big “I”) today announced 
that its political action committee (PAC), InsurPac, 
raised a total of $1,007,668 during the 2013 
calendar year.

“Surpassing the one million dollar mark in 
one year is an important accomplishment for 
InsurPac,” says Robert Rusbuldt, Big “I” president 
and CEO. “The Big ‘I’ membership prides itself on 
political engagement and involvement, and the 
continued growth of InsurPac is further evidence 
of this commitment.”

In the 2012 election cycle, InsurPac distributed 
more than $1.8 million to senators, representatives 
and other candidates for federal office. Also in 
2012, 84% of InsurPac-supported candidates won 
with 237 victories of the 282 races it supported.

“Largely due to the power of InsurPac, the Big ‘I’ 
continues to be one of the most well-respected 
business associations in Washington, D.C.” says 
Charles Symington, Big “I” senior vice president 

In The News...
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of external and government affairs. “InsurPac 
complements our advocacy efforts and is an 
excellent example of our members’ political and 
grassroots influence.”

In disbursing contributions, InsurPac does not look 
at party affiliation but supports representatives, 
senators, and candidates for federal office that 
have been advocates and supportive of the 
independent agency system.  

integrity insuranCe PrOmOtes Jill Wagner 
tO PresiDent

Jill Wagner has been promoted 
to President of Appleton-
based Integrity Insurance. She 
previously held the role of Vice 
President of Commercial Lines 
for the property and casualty 
insurer. 

Wagner came to Integrity in November of 2010 to 
lead the Commercial Lines team. Previously she 
served in leadership roles with SECURA Insurance 
in Appleton. Wagner has worked in the insurance 
industry for 22 years including positions with 
Rural Mutual Insurance and Acuity Insurance. She 
is a 1992, summa cum laude, graduate of Lakeland 
College in Sheboygan, Wisconsin, where she also 
earned her MBA. She is a Board Member of Big 
Brothers/Big Sisters of the Fox Cities, served as the 
Chairman of the Commercial Lines Underwriting 
Conference Committee for NAMIC and is a 
Business Advisory Group Member of Lakeland 
College and Concordia University. She has held 
numerous board positions with youth-focused 
organizations. 

Integrity’s Chairman of the Board, Thomas S. 
Stewart shared, “Jill is a proven insurance industry 
leader who has been instrumental in directing the 
recent success of our Commercial Lines operation 
for Integrity. She has excelled at every assignment 
she has been given and there is no doubt she will 
exceed expectations as she assumes this new 
position”.  

“I am thrilled to have the opportunity to serve 
in this new capacity for our company and I 
look forward to working with all of our agents 
and associates to continue delivering financial 
stability for all of our stakeholders. We have the 

best people in the industry working on behalf of 
our policyholders and I look forward to leading 
our team”, said Wagner. 

 

As a part of this change in leadership, Stewart also 
announced that Peter McMurtrie, Vice President, 
Chief Sales, Marketing and Affiliate Officer of 
Grange Insurance in Columbus, Ohio was elected 
to the Board of Directors of the company. Integrity 
Insurance is an affiliation partner of Grange 
Insurance. It is also the Board’s intent to nominate 
and elect Wager to the Board at the upcoming 
meeting in February. 

“Jill has done an outstanding job since arriving at 
Integrity just over three years ago, where she has 
overseen tremendous business results as well as 
building a department that is one of the best in the 
region. I am very pleased to be working with Jill in 
her expanded role as our new business leader in 
Appleton”, said new board member McMurtrie.  

aCuity grOWs OVer 14 PerCent in 2013

ACUITY announced its 2013 growth results, 
reporting a record-setting gain of more than $140 
million in written premium revenue. The amount 
represented a growth of 14.4 percent over 2012 
and continued a five-year trend of annual increase 
in net written premium.     

“In the past 36 months alone, ACUITY has added 
nearly $350 million to our top-line revenue,” said 
ACUITY President and CEO Ben Salzmann. 

In 2013, ACUITY passed the $1 billion revenue and 
$3 billion assets marks, achieving strong growth 
across all lines of business and throughout the 
company’s operating territories. In personal lines, 
ACUITY marked its seventeenth consecutive year 
of positive premium growth by writing more than 
$60 million in new business, an all-time high and 
a 32 percent increase over 2012. In commercial 
lines, the company added nearly $158 million in 
new business premium. 

ACUITY’s revenue growth is also fueling the 
company’s expansion. In December, ACUITY 
broke ground on a $130 million, 260,000-square-
foot addition to its corporate headquarters. By the 
end of 2014, ACUITY will have hired 250 people 
over a 24-month period. 
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8300 Norman Center Drive, Suite 250
Bloomington, MN 55437
(952) 897-3000  www.hanover.com

Success Takes More Than A Few Ingredients

Satisfy your appetite for business with a strong 
partner.

Talk to us about how we can partner with you–and 
provide the right ingredients to grow and succeed.

CNA is  
proud to 
support the 
iNdepeNdeNt 
AgeNts ANd 
Brokers of 
MiNNesotA. 

www.cna.com

Safeco Insurance, 1001 4th Ave, Seattle, WA 98154. ©2013 Liberty Mutual Insurance.

BEST 
OF A NATIONAL. 

BEST 
OF A REGIONAL. 

Call Tom Meka at 262-446-8719 for opportunities

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

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

www.HarmonAutoGlassMN.com

Thank you to our Silver 
Power in Partners Members
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www.westfieldinsurance.com

Proud to be a  
Trusted Choice® 

member company

A New Way for Insurance Agents To:

To Find Out How Contact Tami at:
651.739.4289 or tami@icchelps.com

Improve Policyholder Retention

Increase “Word of Mouth” Referrals
Gain a New Competitive Edge, Especially Against

Internet Insurance Competition

Better Control Loss Ratios

www.wilsonmutual.com

Phone  763.521.4499       
Fax      763.521.4482 
www.tstlaw.com 

Rolf E. Sonnesyn 
Phone  612-520-8604 

Insurance Defense
Our portfolio includes an emphasis on the 

defense of insurance agents 

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

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

1-800-827-4569 

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

Managed Print Services 

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

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

For Auto, Home, Business and More

INSURANCE

IMT 
INSURANCE

THE  IMT GROUP

eSignatures for 
INSURANCE AGENCIES

SEAL THE DEAL QUICKLY

www.InsureSign.com

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

KNOWLEDGE.

RELATIONSHIPS.

TRUST AND CONFIDENCE.

WE OFFER
•	Binding
•	Wholesale Brokerage
•	Programs

•	Standard Lines Aggregation
•	Analytics and more!

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

Your Wholesaler of Choice contact_us@rpsins.com
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Research Library: For those who seek a 
smarter way to research, the VU provides 
access to hundreds of insurance, business 
and technology articles written by 
volunteer faculty and other contributors. 
Technical insurance articles often include 
links to full sample ISO forms. You’ll 
also find white papers and articles on 
many issues affecting today’s insurance 
marketplace.

Expert Advice: Sometimes you need 
answers to questions that can’t be found 
in the research library.  To help with these 
“just in time” issues, we have assembled 
a faculty of leading experts from around 
the country. Big “I” Members can submit 
questions to our “Ask an Expert” service 
and a response is usually sent within 3-5 
business days, but often sooner.

All of this can be accessed on the web at

www.independentagent.com/vu

AAA Insurance:  www.AAA.com

Allied Insurance:  www.alliedinsurance.com

Austin Mutual Insurance:  www.austinmutual.com

Burns & Wilcox:  www.burnsandwilcox.com

Capital Insurance Group:  www.ciginsurance.com

Continental Western Group:  www.cwgins.com

EMC Insurance Companies:  www.emcins.com

Encompass Insurance:
www.encompassinsurance.com

Foremost Insurance Group:  www.formost.com

Harleysville Insurance:  www.harleysvillegroup.com

The Hartford:  www.thehartford.com

Integrity Insurance:  www.integrityinsurance.com

Liberty Mutual:  www.lmac.com

The Main Street America Group: 
www.msagroup.com

MetLife Auto & Home:  www.metlife.com

Midwest Family Mutual:  www.midwestfamily.com

North Star Mutual:  www.nstarco.com

Progressive Insurance:  www.progressiveagent.com

Rain & Hail Insurance Service, Inc.:  
www.rainandhail.com

Safeco Insurance:  www.safeco.com

Selective Insurance:  www.selective.com

SFM-The Work Comp Experts:
www.sfmic.com

State Auto Insurance:  www.stateauto.com

Travelers Insurance:  www.travelers.com

Western National Insurance:  www.wnins.com

Westfield Insurance:  www.westfieldinsurance.com

Wilson Mutual Insurance:  www.wilsonmutual.com

Thank You to our Trusted 
Choice Partners in Minnesota
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March 18, 2014 - Eden Prairie
Prairie Conference Center
7500 Flying Cloud Drive, Ste 125
Eden Prairie, MN 55344
763-235-6460

March 19, 2014 - Rochester
Ramada Hotel & Conference Ctr
1517 16th St SW
Rochester, MN 55902
800-552-7224

March 20, 2014 - Detroit Lakes
Holiday Inn on the Lake
1155 Hwy 10 E
Detroit Lakes, MN 56501
218-847-2121

_______________________________________________________________________________________________________________________
Card Number                                                                                      Expiration Date                                                              Signature

_______________________________________________________________________________________________________________________
Name on Card                                                                Security Code (3 digits)                   Billing Address

_______________________________________________________________________________________________________________________
Name                                                                                        MN Insurance License #                                                          Email

_______________________________________________________________________________________________________________________
Agency/Company                                                                                                   Phone

_______________________________________________________________________________________________________________________
Address                                                                                                            City                                                                   State                           Zip

Return to:  MIIAB, 15490 101st Ave N, Suite 100, Maple Grove, MN 55369   P: 763.235.6460  F: 763.235.6461  E: miia@miia.org

www.miia.org

Method of Payment

Check Enclosed (Payable to MIIAB) or Charge to:  VISA   Mastercard
CANCELLATION POLICY:  Registration fee is fully refundable if cancellation is received seven days prior to class.  A $30.00 fee will be 
charged for cancellations less than seven days before the scheduled class.  NO SHOWS will NOT receive a refund. 
In accordance with Title III of the American with Disabilities Act, we invite all registrants to advise us of any disability and any request for accommodation to that disabily.  Please submit your request as far 
as possible in advance of the program you wish to attend

FEMA and continuing education sponsors are developing courses related 
to the NFIP. An insurance producer who sells flood insurance policies 
through the NFIP can satisfy the minimum training and education 
requirements established by FEMA by completing an accredited 
course related to the NFIP, which will be approved for three credit 
hours of continuing education credit by the Minnesota Department 
of Commerce. The failure to comply with the minimum training and 
education requirements established by FEMA may jeopardize the 
insurance producer’s authority to sell flood insurance policies through 
the NFIP.  

THIS COURSE HAVE BEEN APPROVED BY THE MN COMMISSIONER OF 
COMMERCE FOR 3 HOURS OF INSURANCE CONTINUING EDUCATION

Cost 
$70 Members

$85 Non-Members
ADDITIONAL NON-REFUNDABLE CHARGE 

OF $2 PER PERSON WILL APPLY FOR 
CREDIT CARD TRANSACTIONS

Registration 
Information

8:30a.m. - 9:00a.m. Sign in
9:00a.m. - 12:00p.m. Seminar

2014 Flood Seminar
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MIIAB is now sponsoring the Certified 
Risk Managers Designation 

The Certified Risk Managers (CRM) designation 
demonstrates that you are knowledgeable in all areas of 
managing risks, hazards, and exposures.

The courses provide you with an in-depth knowledge 
about today’s highest priorities – identifying, analyzing, 
controlling, financing, and administering operational risks 
– as well as political risks, catastrophic loss exposures, third-
party exposures, fiduciary exposures, employee injury 
exposures, juridical risks, legal risks, and more – whether 
insurable or not. The skills you learn will make you more 
proactive and valuable to your organization in discovering 
how risks can interrupt the flow of earnings and how to 
protect against it.

For more info and to register follow this link:

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

CRM Control of Risk
June 24-27, 2014  Eden Prairie, MN

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

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

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

The five CRM courses are:

Principles of Risk Management

Analysis of Risk

Control of Risk

Financing of Risk

Practice of Risk Management

Each course is 2-½ days of instruction, 
followed by an optional exam. Any 

eligible individual may attend classes 
without taking the examinations or 

working toward the designation.

MN Independent Insurance
Agents & Brokers Association
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1/15 - 1/17/14  Eden Prairie  Commercial Casualty
2/12 - 2/13/14  Plymouth  *Ruble Graduate Seminar
3/5- 3/7/14 Eden Prairie  Agency Management
4/9 - 4/11/14  Eden Prairie  Personal Lines
5/21 - 5/23/14  Eden Prairie  Commercial Property
6/11 - 6/13/14  Brainerd  Life & Health
7/16 - 7/18/14  Eden Prairie  Personal Lines
8/6 - 8/8/14  Eden Prairie  Commercial Casualty
9/10 - 9/11/14  Plymouth  *Ruble Graduate Seminar
10/8- 10/10/14  Eden Prairie  Agency Management
11/5 - 11/7/14  Eden Prairie  Commercial Property

* Must be a dues paid member of CIC or CRM to attend a 
Ruble Graduate Seminar

Dates and locations are subject to change.  Before making 
any travel arrangements, call to verify the dates, location, 
start time and availablility when registering for a program.

Cost Seminar

$430.00 CIC Institutes 
(20 Hours)

$420.00
Ruble Graduate 

Seminar
(16 Hours)

_______________________________________________________________________________________________________________________
Card Number                                                                                      Expiration Date                                                              Signature

_______________________________________________________________________________________________________________________
Name on Card                                                                Security Code (3 digits)                   Billing Address

_______________________________________________________________________________________________________________________
Name                                                                                                     MN Insurance License #                                     DOB                                               Designations

_______________________________________________________________________________________________________________________
Agency/Company                                                                                                   Phone                                                                   Email

_______________________________________________________________________________________________________________________
Address                                                                                                            City                                                                   State                           Zip

Return to:  MIIAB, 15490 101st Ave N, Suite 100, Maple Grove, MN 55369   P: 763.235.6460  F: 763.235.6461  E: miia@miia.org

www.miia.org

Method of Payment
Check Enclosed (Payable to MIIAB) or Charge to:     VISA       Mastercard

(Additional non-refundable charge of $15 will apply per seminar for credit card transactions) 

In accordance with Title III of the American with Disabilities Act, we invite all registrants to advise us of any 
disability and any request for accommodation to that disabily.  Please submit your request as far as possible in 

advance of the program you wish to attend

2014 MIIAB CIC 
Program Schedule

All courses begin Wednesdays at 8:00 a.m., 
Thursdays from 8:00 a.m. until 5:00 p.m., and Fridays 

from 8:00 a.m. to 12:00 p.m.
Optional Exam: Friday 2:00 p.m. to 4:00 p.m.

NOTE:  Ruble Graduate Seminars only meet 
Wednesdays and Thursdays from 8:00 a.m. until 

5:15 p.m. & there is no exam.

Important Information
All participants must present photo identification to 

the on-site registrar at the institute.  Cancellations 
received within 7 calendar days of a program will 

incur a $75 non-refundable fee. If you do not cancel 
and do not attend the program, you will incur a 

$125 fee.  The balance of the registration fee may be 
refunded or transferred to another course.  You may 

substitute an eligible person for the same event 
anytime at no charge with notification  prior to the 

course.

Please select Seminar date

It’s easy to register 
by fax, phone, 
mail,
or on-line!

These courses have been submitted for approval to 
the MN Commissioner of Commerce for 20 hours of 
Insurance continuing education.  Except for Ruble 

Graduate Seminar that are only 16 hours.

EXAMS NOW 

ON FRIDAY!

MN Independent Insurance
Agents & Brokers Association
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1/7/14 - Eden Prairie  Personal Lines Miscellaneous

1/23/14 - Shoreview  Agency Operations

2/5/14 - Eden Prairie  Commercial Casualty I

2/6/14 - St. Cloud Commercial Casualty I

2/11/14 - Duluth  Commercial Property

3/4/14 - Shoreview  Personal Lines Miscellaneous

3/11/14 - Rochester  Commercial Property

3/12/14 - Eden Prairie  Agency Operations

4/8/14 - St. Cloud  WTH - Personal Lines

4/15/14 - Eden Prairie  Personal Auto

5/6/14 - Eden Prairie Commercial Property

5/14/14 - Rochester Elements of Risk Management 

5/15/14 - Duluth Personal Residential

5/20/14 - Grand Rapids  Commercial Casualty II

6/5/14 - Brainerd  Agency Operations

6/10/14 - Eden Prairie  WTH - Personal Lines

6/11/14 - Shoreview  Commercial Casualty II

6/17/14 - Thief River Falls  Personal Auto

7/10/14 - Eden Prairie Elements of Risk Management

7/15/14 - Alexandria  Commercial Property

7/22/14 - Mankato  Commercial Property

7/23/14 - Detroit Lakes  Personal Lines Miscellaneous

8/5/14 - Rochester Personal Lines Miscellaneous

8/12/14- Eden Prairie Commercial Casualty II

8/12/14 - Willmar  Agency Operations

8/21/14 - Bemidji  Commercial Casualty I

9/9/14 - St. Cloud  Commercial Casualty II

9/16/14 - Duluth  Elements of Risk Management

9/23/14 - Eden Prairie  Personal Residential

10/2/14 - Shoreview  WTH - Personal Lines

10/14/14 - Eden Prairie  Dynamics of Service 

10/15/14 - Rochester  Dynamics of Service

11/11/14 - St. Cloud  Personal Residential

11/18/14 - Mankato  Personal Lines Miscellaneous

12/9/14 - Eden Prairie  Personal Lines Miscellaneous

Cost Seminar Time

$158.00 CISR Seminar 8:00am-3:45pm
Test: 4:15-5:15pm

$168.00 William T. Hold 
Seminar (WTH) 8:00am-4:00pm

$158.00 Dynamics of 
Service 8:00am-5:00pm

_______________________________________________________________________________________________________________________
Card Number                                                                                      Expiration Date                                                              Signature

_______________________________________________________________________________________________________________________
Name on Card                                                                Security Code (3 digits)                   Billing Address

_______________________________________________________________________________________________________________________
Name                                                                                                     MN Insurance License #                                            DOB                                      Designations

_______________________________________________________________________________________________________________________
Agency/Company                                                                                                   Phone                                                                   Email

_______________________________________________________________________________________________________________________
Address                                                                                                            City                                                                   State                           Zip

Return to:  MIIAB, 15490 101st Ave N, Suite 100, Maple Grove, MN 55369   P: 763.235.6460  F: 763.235.6461  E: miia@miia.org

www.miia.org

Method of Payment
Check Enclosed (Payable to MIIAB) or Charge to:     VISA       Mastercard
(Additional non-refundable charge of $5 will apply per seminar for credit card transactions) 

CANCELLATION POLICY:  Registration fee is fully refundable if cancellation is 
received seven days prior to class.  A $30.00 fee will be charged for cancellations 
less than seven days before the scheduled class.  NO SHOWS will NOT receive a 

refund. 
In accordance with Title III of the American with Disabilities Act, we invite all registrants to advise us of any disability and 

any request for accommodation to that disabily.  Please submit your request as far as possible in advance of the program you 
wish to attend

2014 MIIAB CISR 
Program Schedule

NEW!!! 
William T. Hold 

Seminar and 
Dynamics 
of Service 

Open to All!
 You are no longer required 
to have your designation 
or to be a dues paying 
member of the National 
Alliance to attend the 
William T. Hold or Dynamics 
of Service Seminars.  You 
can also use these courses 
to update your CISR 
designation.

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

It’s easy to register
by fax, phone, mail, 
or on-line!

BONUS!!! 
William T. 

Hold Seminar 
Meets Ethics 

Requirements

MN Independent Insurance
Agents & Brokers Association
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Please Check Location
1/22/14 - Eden Prairie  8:30am-3:30pm

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

3/25/14 - St. Cloud 8:30am-3:30pm
Best Western Kelly Inn
Hwy 23 & 4th Ave
St. Cloud, MN  56301
320.253.0606

4/15/14 - Fergus Falls  8:30am-3:30pm 
Best Western/Bigwoods Event Center
925 Western Ave
Fergus Falls, MN 56537
800.293.2216

5/1/14 - MIIAB Convention 8:30am-3:30pm
Minneapolis Convention Center
1301 2nd Ave S
Minneapolis, MN 55403
612.335.6000

6/19/14 - Morton  8:30am-3:30pm
Jackpot Junction
39375 County Hwy 24
Morton, MN 56270
507.644.3000

7/9/14 - Walker  8:30am-3:30pm
Northern Lights Casino
6800 Y. Frontage Rd NW
Walker,  MN 56484
866.652.4683

8/19/14 - Rochester  8:30am-3:30pm
Ramada Hotel & Conference Ctr
1517 16th St SW
Rochester, MN 55902
507.289.8866

9/17/14 - Duluth  8:30am-3:30pm
Holiday Inn & Suites
200 West First St.
Duluth, MN 55802
218.727.7492

10/22/14 - Eden Prairie  8:30am-3:30pm
Prairie Conference Center
7500 Flying Cloud Dr, Ste 125
Eden Prairie, MN 55344
952.835.4180

AGENCY 
STAFF 

SIZE

TOTAL 
ATTENDEES 
REQUIRED 

AT A (6 
HOUR) 

SEMINAR

POSITION IN AGENCY
PLUS 

ADDITIONAL 
REQUIREMENTS

1 1 ACTIVE AGENCY PRINCIPAL, OWNER, 
PARTNER OR OFFICER NONE

2-7 2 ACTIVE AGENCY PRINCIPAL, OWNER, 
PARTNER OR OFFICER

ONE PRODUCER 
OR CSR

8-20 4

ACTIVE AGENCY PRINCIPAL, OWNER, 
PARTNER, OFFICER AND ONE 

ACTIVE AGENCY PRINCIPAL, OWNER, 
PARTNER, OFFICER, OPERATIONS 

MANAGER OR PRODUCER

TWO PRODUCER’S 
OR CSR’S

21-50 6

ACTIVE AGENCY PRINCIPAL, OWNER, 
PARTNER, OFFICER AND ONE 

ACTIVE AGENCY PRINCIPAL, OWNER, 
PARTNER, OFFICER, OPERATIONS 

MANAGER OR PRODUCER AND ONE 
CSR

THREE 
PRODUCER’S OR 

CSR’S

51+ 10

ACTIVE AGENCY PRINCIPAL, OWNER, 
PARTNER, OFFICER AND TWO ACTIVE 

AGENCY PRINCIPAL’S, OWNER’S, 
PARTNER’S, OFFICER’S, OPERATIONS 
MANAGER’S OR PRODUCER’S AND 

TWO CSR’S

FIVE PRODUCER’S 
OR CSR’S

Method of Payment
Check Enclosed (Payable to MIIAB) or Charge to:     VISA       Mastercard

(Additional non-refundable charge of $5 will apply per class for credit card transactions) 
CANCELLATION POLICY:  Registration fee is fully refundable if cancellation is received 

seven days prior to class.  A $30.00 fee will be charged for cancellations less than seven 
days before the scheduled class.  NO SHOWS will NOT receive a refund. 

In accordance with Title III of the American with Disabilities Act, we invite all registrants to advise us of any disability and any request 
for accommodation to that disabily.  Please submit your request as far as possible in advance of the program you wish to attend

_______________________________________________________________________________________________________________________
Card Number                                                                                      Expiration Date                                                              Signature

_______________________________________________________________________________________________________________________
Name on Card                                                                Security Code (3 digits)                   Billing Address

_______________________________________________________________________________________________________________________
Name                                                                                            MN Insurance License #                                           DOB                                               Designations

_______________________________________________________________________________________________________________________
Agency/Company                                                                                                   Phone                                                                   Email

_______________________________________________________________________________________________________________________
Address                                                                                                            City                                                                   State                           Zip

Return to:  MIIAB, 15490 101st Ave N, Suite 100, Maple Grove, MN 55369   P: 763.235.6460  F: 763.235.6461   E: miia@miia.org

www.miia.org

Cost per person
$151.00  MIIAB Member Price

$166.00 Non-Member Price

Agencies that attend this seminar will receive a 10% 
loss control credit on their Westport E&O Premium.
Once an agency attends the seminar the 10% credit 
will apply for 3 years if the agency remains claim free 

during the 3 year period.

2014 MIIAB E&O Risk Management: Meeting the Challenges of Change

These courses have been approved by the MN Commissioner of 
Commerce for 6 hours of Insurance continuing education.

MN Independent Insurance
Agents & Brokers Association
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POWER IN PARTNERS PROGRAM
Thank you to the following companies that are supporting the association through our Power in Partners Program in 2014.  Their 
support helps to make possible exceptional education opportunities, quality networking events, up-to-date communications to 
our members and strong lobbying presence within the state of Minnesota.

2014
DIAMOND LEVEL

American Strategic Insurance
Foremost Insurance

Liberty Mutual Insurance
Midwest Family Mutual

QBE
SECURA Insurance

The Hanover Group

ACUITY
AFCO/Prime Rate Premium Finance
American Modern Insurance Group

AmTrust North America
Capital Premium Financing 

CNA Insurance
Continental Western Group

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

ICC Restoration & Cleaning Services
InsureSign

MVP Service Solutions
RPS Schneider Agency

R-T Specialty, LLC.
Safeco Insurance

Safelite Auto Glass
Selective Insurance

ServiceMaster Cleaning & Restoration
Solbrekk Business Technology Solutions

State Auto Companies
The IMT Group

Tomsche, Sonnesyn & Tomsche, PA
Toshiba Business Solutions
Travelers Companies, Inc.

Westfield Insurance
Wilson Mutual Insurance Company
Workers Compensation Specialist

PLATINUM LEVEL

GOLD LEVEL

SILVER LEVEL

MN Independent Insurance
Agents & Brokers Association


