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www.sfmic.com

Safety is your first line of defense

SFM–The Work Comp Experts Providing superior injury prevention, 

claims management and cost control services

sfmic.com
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www.progressiveagent.com

WE CAN HELP your CustomErs 
INsurE ANytHING oN Four WHEELs,
tWo WHEELs or No WHEELs At ALL. 

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) 

/ / / /



Olympics

I was watching the Winter Olympics, specifically Cross Country skiing, when they started talking 
about the team that helps get these athletes ready to compete.  They receive help from the person 
that waxes their skis, their nutritionist, strength coach, ski coach, massage therapist, etc. These 
athletes would not be out there competing at such a high level if they tried to do it themselves.

This made me think about how this relates to our own agencies.  There may be times when we 
think we could “go it alone” and run our agencies by ourselves, but in actuality that is probably not 
true.  If we didn’t have the help from our producers and support staff, we probably wouldn’t grow 
our agencies very fast and would be swamped doing the little things our support staffs does that 
we forget about.

In the past we have talked about how we need to get young agents into our industry.  This brings 
me to another point regarding support staff.  We are coming to a critical point in regards to our 
own staff.  We have a lot of seasoned employees who are on the verge of retiring, or will in the next 
five to ten years and we will need to replace them.

“With Change comes Opportunity” with support staff starting to roll over this gives us a great 
opportunity for new employees.  Maybe you have met with some potential hires that want to be 
producers or account managers, but don’t have enough experience (just graduated from college, 
starting second career).  Maybe you could start them off as a customer service representative to 
help them get their feet wet and help grow into a position that they want.  After working in the 
agency a little they may surprise you by telling you they want another roll in the agency that they 
didn’t even think of prior to working there.

There are plenty of good people out there that can succeed if we give them a chance.  You never 
know the person that someday runs your agency may be processing 
mortgage changes for you today.

When you are thinking about your support staff, this may be a good 
time to thank them for all the hard work they do for the agency.  
I think we sometimes get too caught up in our schedules and 
meetings and forget that we couldn’t attend these meeting without 
our support staff looking out for our agencies.

To the support staff in agencies, “Thank You”, from me, for helping 
keep the independent agencies strong and professional.

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



Dan Riley
driley@miia.org Executive VP Message

On behalf of the board of directors of the MIIAB I would like to thank State Auto and their staff for 
their commitment to their agents in Minnesota moving them to www.TrusteChoice.com
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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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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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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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Diamond Profile

West Bend: The Silver Lining®
West Bend supports, and 
wholeheartedly endorses, a strong 
independent agency system.

Our agents are our partners, as 
well as our primary customers. 

More than 1,000 independent 
insurance agencies offer West 
Bend’s products; many of them 
sell $1 million or more in West 
Bend premium each year. Agents 
prefer West Bend for many 
reasons, including relationships 
that foster trust and respect, fast 
service, and extensive training 
and education programs. 

We pride ourselves on accessibility 
at every level of our company. 
From senior management 
to underwriting, claims, and 
billing, you won’t find a more 
dedicated, personable, and 
caring group of people. 

West Bend agency training and 
education programs are taught 
in our spacious Prairie Center, 

using state-of-the-art technology. 
Special sales and service programs 
provide opportunities for 
agents to participate in a more 
extensive training experience.

Our product offerings are well 
rounded, innovative, and diverse. 
Our Home and Highway® personal 
lines product is an industry 
leader. We’re an industry leader in 
commercial insurance, specializing 
in writing most businesses you'd 
find on your Main Street. Through 
NSI®, we write risks typically 
not written in the standard 
marketplace. Contract and surety 
bonding is easy to quote and issue. 

West Bend leads the country's 
property/casualty insurance carriers 
when it comes to ease of doing 
business (EODB), according to Deep 
Customer Connections (DCC), a 
firm that specializes in measuring 
and improving EODB performance. 
Each year, DCC surveys thousands 
of independent insurance agents 
across the U.S., and West Bend 

consistently outperforms other 
carriers in ease of doing business.

Our company is proud to support 
charitable causes. The West Bend 
Mutual Insurance Company 
Charitable Fund, established in 
1995, has provided more than $3.8 
million to organizations that include 
the United Way, American Cancer 
Society, and American Red Cross. 

The West Bend Independent 
Agents’ Fund benefits nonprofit 
organizations served by 
the independent insurance 
agents who represent our 
company, and stretches West 
Bend’s philanthropy into other 
Midwestern communities.

West Bend's associates are the 
driving force behind our success. 
From processing claims quickly 
and efficiently, to finding the 
best coverages for businesses 
and homeowners, our associates 
do all they can to provide 
customers with The Silver Lining.

FEaTurEd ParTNEr
West Bend

PrESIdENT & CEO
Kevin Steiner

HEadQuarTErS
West Bend, WI

A.M. Best RAting
"A" (Excellent)

WEBSITE
www.thesilverlining.com

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

March 2014 • The Minnesota News  11

President & CEO 
Kevin Steiner
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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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www.rascompanies.com

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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Tools that Enhance Claims 
Information & Efficiency for 
Independent Agents & Brokers
 By Donna J. LaGoy AIT, ACE 

This article discusses technology tools that have been introduced to permit independent agents and 
brokers to serve their clients more promptly and effectively in claims situations. Claims download, real-
time claim inquiry, real-time filing of First Notice of Loss (FNOL), real-time requests for loss runs, and 
Activity Notes all have great promise to make agency workflows more efficient. 

Most of these new capabilities have already been introduced by some carriers, but we need to see much 
broader usage. The agents will play the critical role in making this happen, but first they need to be 
convinced that these new technologies will materially improve their workflows. This article seeks to 
make that case.  



Claims Download
One of the most exciting new opportunities is for the automatic downloading of new 
claims and claims status information into agency management systems. An ACORD 
standard has been put in place for claims download, and several vendors and carriers 
have begun to implement the new capability. 

However, an agent might ask: “How exactly will claims download benefit me? I already 
have claim inquiry available via carrier websites or through my agency management 
system using real-time inquiry.” Or, the agent might say: “Why do I need download, 
when I already receive an e-mail or Activity Note into my agency management system 
that tells me there is a claim?” 

Real-time claim inquiry has been a great enhancement for agents and will continue to 
be so for up-to-the-minute information. But, it is only beneficial if the agent knows the 
claim has taken place!  Further, real-time claim inquiry does not populate the agency 
management system’s database, and so the agent must enter the claims information 
into his or her system. 

E-mails or Activity Notes are also great “incremental” steps, but again, the agent has to 
enter the claim into the agency management system and update the information as 
the status of the claim changes. 

The goal is for all of the latest features of technology to work hand-in-hand to make the 
claims process as streamlined as possible.

Claims Download Critical in Disaster Situations
The horrific storm seasons we have had in recent years provide an instructive example 
as to how claims download can help agencies. If an agent has had no power and has 
had clients reporting claims directly to the carrier, how does he or she know what claims 
have been filed? Once the agency finds out about the claims, who is going to enter the 
hundreds or thousands of claims into its agency management system? Who is going to 
update the status on each of the claims, as it is paid or closed? The agency’s employees 
are already working overtime under terrific stress, and they want the needed claims 
information to be handy in their system. They want to spend their limited time assisting 
their clients regarding the claim and demonstrating the value added that their agency 
provides to its clients. The last thing these employees want to spend hours upon hours 
doing is entering all of this claims information into their system.

Claims download allows for all of the claims to be: 

•	 automatically entered into the agency management system

•	 updated as the status is changed, and 

•	 closed when the carrier closes it.  

Claims download would save the typical agency hundreds of hours per year, as well 
as enable agency employees to provide better service to their clients should a claim 
occur.

15  
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Recommended Claims Workflow
The question, then, is how do claims download, real-time claims inquiries and e-mail 
or Activity Notes work most efficiently together? Consider the following workflow:

1. The claim is reported directly to the carrier by the client (FNOL reported 
by the agent is a different workflow and is addressed below.).

2. An e-mail message or Activity Note is sent to the agency instantly 
notifying it of the loss.

3. Overnight, the claims are processed via a batch process and downloaded 
into the agency management system.

4. A log is waiting for the agent in the morning, when he or she comes in to 
review what was attached (similar to policy download) and what went to 
suspense to be attached.

5. The claim is now in the agency management system and is ready to be 
serviced.

6. Claim inquiry can be used at this point to look at anything that has 
transpired during the current day, if necessary. An example would be that 
the adjuster had not been assigned when the claim was downloaded, 
and you need to get that information today.

7. Any updates to the claim will download each night (or at given intervals 
during the day, if the carrier and vendor provide this feature). Again, this 
download information will populate a log for review.

8. The agency is now in the position to run reports from the agency 
management system to track losses.

First Notice of Loss (FNOL) Claim Reporting
Another very important technology for agencies is real-time FNOL claim reporting, 
where the agent can submit the claim to the carrier and instantly get back the claim 
number and adjuster for the claim.  What a terrific service to be able to provide the 
client with this information on the spot! Even where the agent is using real-time 
FNOL, however, claims download still plays an important role, because it allows 
for the automatic updating of the status of the claim, including payments made, 
adjuster notes, and the closure of the file. 

Real-Time Loss Runs
Requesting loss runs through the agency management system and receiving them 
back in Real Time from the carrier is another significant improvement for agents, 
providing clients with immediate service and saving considerable time for the agent.

Agents Play Key Role
Whether we are talking about claims download or real-time claim inquiry, FNOL, loss 

continued from page 15
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runs, or Activity Notes, agents will play the critical role in making these improved 
workflows a reality within our industry. Agents should advocate for these 
improvements with their carriers, and then “walk the walk” by implementing 
them within their agencies when they are introduced by particular carriers.  High 
agency usage will be the dominant factor in convincing additional carriers to 
leave the sidelines and join the game by implementing these new capabilities.

The Future
As exciting as these new technologies are, the future will require the industry to 
take yet another step, and that is to permit the agency’s clients to access their 
claims information directly from the agency’s website. Claims download and 
real-time claims inquiry will provide the foundation for this enhanced consumer 
capability. Consider once again what this would mean to an agency devastated 
by a disaster, struggling to make or receive phone calls of any kind. What a 
godsend it would be if anxious clients could go to the agency’s website and 
learn that their claim has been received and is in processing, and receive the 
assigned adjuster’s contact information. Organizations like ACT will continue to 
work with carriers and vendors to make this future a reality. 

Most important today, agents, carriers, and vendors should continue to 
collaborate to harness the exciting technologies that are available to us now 
to significantly improve the overall customer experience and to make our 
distribution system more efficient and responsive.

About the Author:

Donna LaGoy is a Client Partner of Applied Systems, Inc. and is Chair of the 
ACORD Claims Download Working Group. Before taking her current role, 
Donna was an independent agent, with many years of experience working 
for a national broker and then owning her own agency. She is dedicated to 
improving the technologies and workflows available to independent agents and 
brokers, both internally and with their insurance carriers. She has been deeply 
involved in ACT, AUGIE, ACORD, and ASCnet. Donna LaGoy can be reached at 
dlagoy@appliedsystems.com  She prepared this updated article for the Agents 
Council for Technology (ACT) which is part of the Independent Insurance Agents 
& Brokers of America. For more information about ACT, contact Ron Berg, ACT’s 
incoming Executive Director, who can be reached at ron.berg@iiaba.net.This 
article reflects the views of the author and should not be construed as an official 
statement by ACT.

17
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This year the MIIAB will be joining with other major insurance organizations to conduct an 
"Insurance Day at the Capitol".  The date for the all industry event is March 27, 2014 and will be 
held at the Saint Paul RiverCentre, 175 West Kellogg Blvd.  See agenda and event announcement 
for specific details. 
 
We will kick off the day with a presentation by Governor Dayton's former chief of staff and recently 
announced candidate for Lt. Governor, Tina Smith.  Our luncheon speaker will be Tom Hauser, 
chief political reporter for KSTP news. 
 
In the past, the association has been one of several co-sponsors of the "Business Day on the Hill" 
that is organized by the Minnesota Chamber of Commerce.   The MIIAB Board thought it would be 
more effective this year to join with the Minnesota Insurance and Financial Services Council, the 
National Association of Insurance and Financial Advisers and the Minnesota Association Health 
Underwriters to conduct an insurance day at the capitol.  This way the attendees can focus on key 
insurance issues like access to MVRs, insurance fraud, no-fault reform and health insurance.   Also, 
this event is free of charge. 
 
Please join your industry colleagues as we descend on the state capitol.  You can register for the 
March 27 Insurance Day at the Capitol at the following web site: 
 

http://locklaw.com/insuranceday

March 27   9:30am - 6pm

Insurance Day 2014
at the Capitol
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Insurance Day 2014 
at the Capitol

March 27 | 9:30am - 6pm

   
  Saint Paul RiverCentre, 175 West Kellogg Blvd., St. Paul, MN 55102 
  Minnesota State Capitol, 75 Rev. Dr. Martin Luther King Jr. Blvd., St. Paul, MN 55155

9:15-10:00  Light breakfast, advocacy training for first-time attendees

10:00-10:20 Welcome 
  Tina Flint Smith 
  Candidate for Lieutenant Governor, former Governor Mark Dayton Chief of Staff

10:20-10:30  Break

10:30-11:15  Informational Sessions 
  #1 Life and health issues

  #2 Property and casualty issues

  #3 Fraternal benefit societies

11:15-11:30  Break

11:30-12:45  Lunch and discussion 
  Tom Hauser 
  Chief Political Reporter, 5 EYEWITNESS NEWS

12:45-1:00  Load buses, travel to capitol

1:15-4:00  Meetings with legislators, alternative sessions with public policy makers 
  Minnesota State Capitol, room 318 
  Minnesota State Office Building, room 500N

4:00-4:30  Load buses, travel to reception site 
  State Office Building main entrance

4:30-6:00  Insurance Day 2014 reception 
  Eagle Street Grille, 174 7th St. West, St. Paul, MN 55102 
  (Located across the street from the RiverCentre) 
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www.emcins.com

Nick Shemwell, Kansas City Branch 
Risk Improvement Representative

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

© Copyright Employers Mutual Casualty Company 2014. All rights reserved.

Cross-Sell Strategy #9
KEY-PERSON INSURANCE

“ Key-person insurance
 is the key to better    
 protection for clients.”

Go beyond property/casualty coverages and protect 
your clients’ families and employees, too. EMC 
National Life can help you add key-person insurance 
to cover one of the biggest risks independent business 
owners may face. It’s just one of the many reasons 
policyholders Count on EMC®. 

Nancy Tunender, EMC National Life
Senior Life Underwriter
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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
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This organization didn’t grow overnight. It came from years of hard work, 
confidence in what they could do, a strong commitment to the community, 

and making smart decisions.    

That’s why an insurance policy from West Bend makes sense. It protects 
these valuable and hard-earned businesses so your customers can focus on 

doing what they do best ... helping children, families, and individuals reach 
their full potential.

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

People who run a not-for-profit organization know. 
The most valuable things

are also the hardest to get.

West Bend. Insurance your customers buy when they can’t afford anything less.
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Capitol
Notes

The LegisLaTive and PoLiTicaL newsLeTTer of The
Mn indePendenT insurance agenTs & Brokers assocaTion

MN Independent Insurance
Agents & Brokers Association

DPS Issues Another MVR Reprieve Until May 12

As more and more people, including state legislators are made aware of the Minnesota 
Department of Public Safety changes to accessing driver license and motor vehicle records, 
the Dayton Administration may be rethinking their proposed elimination of batch record 
access.    In the meantime, DPS has pushed back the date for the elimination of bulk data and 
requirements for state contracts to access multiple MVRs.  The date for that action has been 
moved to May 12, 2014.  

DPS and the Governor’s office are reviewing their goal of protecting driver personal information 
from unauthorized access.  They are weighing their concerns about privacy protection with 
the time frames for access to this data and cost-benefit of subscription services.   Clearly, we 
now have their attention.

Local media reports have help elevate this issue with the public.  Every legislator, with whom I 
spoke, was not aware of the change in driving record access.  Many legislators have expressed 
an interest in reviewing this department decision.  One legislator has already called for hearings 
on the issue when the legislature convenes next week.    

See this story on KSTP television:    

http://kstp.com/news/stories/S3325025.shtml?cat=1

The MIIAB will continue to work in conjunction with other affected parties to advocate for 
continuation of the current system.  This system has served the public and agents well and we 
are still not aware of any breaches related to this data that would require this expansive action.  

  

Dominic Sposeto
MIIAB Lobbyist
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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



Reply in Haste, Repent at Leisure: 
Responding to Regulatory 
Complaints

By Richard F. Lund, JD   
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The Swiss Re Corporate Solutions underwriting and claims departments frequently hear about comments 
from our insureds that go something like this: "I just had a bogus complaint filed against me with the 
Department of Insurance, but I don't want to report it to my E&O carrier. They might consider it a claim 
even though nothing will ever come of this. It's not really a "claim" anyway. They might take some sort 
of underwriting action against me or even cancel my policy. After all, I didn't do anything wrong! I'll just 
respond myself."

While it is impossible to address every possible situation that might occur in this discussion, let's look at 
a very simple example: A customer of the agency has a claim, the carrier refuses (validly or not) to pay 
the claim, the customer becomes upset and ultimately files a complaint against the agent or agency with 
the Department of Insurance. The complaint is delivered to the agency along with a letter from the DOI 
investigator advising the agent that they have 10 days to file a response to the complaint. The agent is 
immediately upset, angry, defensive and ready to fire off a scathing reply – one that he may regret once he 
cools off. Which of the following should the agency choose?

1. Ignore the DOI letter because he did nothing wrong.

2. Send a strongly worded response disparaging the customer, the investigator, the carrier, and every 
other entity involved indicating how the system is clearly against them.

3. Contact their E&O Carrier to help them respond to the complaint and the letter from the investigator.

If you chose #3, congratulations! You have read and understand the terms of your Westport Insurance 
Corporation Insurance Industry Professional Liability policy. If you chose #1 or #2, maybe it's time for a 
refresher course.

The Westport Insurance Corporation Insurance Industry Professional Liability Preferred Policy provides 
coverage to respond to complaints filed with the state department of insurance under Section I. Coverage 
D. Additional Coverages 4. Regulatory Defense, and states as follows:

"4. REGULATORY DEFENSE. We will pay on behalf of the INSURED, CLAIM EXPENSES caused by 
WRONGFUL ACTS committed by an INSURED in connection with your insurance operations, arising 

continued on page 27



26  The Minnesota News • March 2014

A C U I T Y  U N I V E R S I T Y  P R E S E N T S

ARE YOU READY
 FOR ONE?

THE FIRST IN A NEW SERIES
OF CE CREDIT COURSES 

EXCLUSIVELY FOR ACUITY AGENTS!
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   ACUITY
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from the following:

Responding to a complaint or defending an investigation brought by any state regulatory agency, 
insurance department, or other government agency arising from your insurance operation. INSUREDS 
must:

a.   provide prompt written notice to us and obtain our written consent before responding; and

b.   agree to the use of legal counsel that we choose or approve.

This coverage does not apply to salaries of your personnel, loss of income, fines, penalties, return of fees 
or commissions, or reimbursement of premiums. The most we will pay under this additional coverage is 
$25,000 per POLICY PERIOD for CLAIM EXPENSES and such shall be a part of, and not in addition to, the 
Limit of Liability shown in the Declarations. "

While each of the capitalized terms is specifically defined in the policy, the most important language in the 
present context is the phrase: "Responding to a complaint or defending an investigation brought by any state 
regulatory agency, insurance department, or other government agency arising from your insurance operation." 
So, if you receive a letter and complaint from a regulatory agency such as the DOI, you should IMMEDIATELY 
contact your association's E&O administrator or contact the Swiss Re Corporate Solutions claims department. In 
virtually every case the investigator provides a very short time period to respond, sometimes as little as 10 days, 
so it is imperative that you report this AS SOON AS POSSIBLE! This will allow time for your claim handler to discuss 
the allegations with you, gather relevant documentation, retain counsel if it is deemed necessary, and craft a 
calm, factual, well-reasoned reply. Swiss Re Corporate Solutions has arranged, in most circumstances, to engage 
the services of an attorney that has had extensive dealings with the DOI and is well versed in their operations. In 
many situations where the complaint has been made against the agent and that attorney's services have been 
engaged, the complaint is either dismissed or resolved in favor of the agent.

Another reason that the complaint may be filed with the DOI is because the person who has filed the complaint 
has already retained an attorney, and their attorney has instructed them to file the complaint to help them 
on what's called a "fishing expedition". By filing the complaint, they have invoked the services of the DOI 
(unbeknownst to the DOI) to obtain information from the agent without anyone knowing an attorney is involved. 
Any information uncovered by the DOI investigator, including a strongly worded letter that may contain statements 
made by the agent that he cannot back up (we've seen that happen) will likely be delivered to the person making 
the complaint, which ultimately finds its way into the hands of their attorney. Now the claimant's attorney has all 
the ammunition needed to bring a lawsuit against the agent, regardless of the outcome of the DOI complaint. 
BUT, if you have followed the terms of your Westport policy and reported this to Swiss Re Corporate Solutions, an 
informed and measured response can be drafted to protect your interests.

This brings us to the second question of the matter: will I be penalized simply because I reported the DOI 
complaint to my E&O carrier? If your E&O carrier is Swiss Re Corporate Solutions under the Westport professional 
liability policy, the answer is no. The mere reporting of a DOI complaint (or any other claim or potential claim for 
that matter) does not automatically mean that you will have any adverse underwriting action taken by Swiss Re 
Corporate Solutions. In fact, because your professional liability policy is a claims made policy, it is very important 
that you report each and every claim or potential claim (as defined in the policy) to ensure that coverage can 
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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.

®

be afforded under the policy. Simply reporting them will not, 
repeat NOT, result in any underwriting action. (Note: an adverse 
finding by the DOI may impact underwriting, depending on 
severity, but you are obliged to report those decisions anyway.)

Even if an attorney is retained to assist in responding to the 
complaint, chances are that no adverse underwriting action 
will be taken. And just as importantly, it may prevent a lawsuit 
being filed against you!

So, if you receive a letter from the Department of Insurance 
along with a complaint alleging that you have committed some 
act that adversely affected the person making the complaint:

1. Calm down

2. Gather your file materials regarding the transaction

3. Report it to your state association E&O administrator or 
directly to the Swiss Re Corporate Solutions claims department

4. Follow the advice and instructions of the claims person or 
attorney retained to represent you to respond to the complaint

5. Take comfort in the fact that your interests are being 
protected

If you follow these simple steps, you will maximize your chances 
of successfully defending yourself against a Department of 
Insurance complaint.

________________________ 

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.

*Richard F. Lund, JD, is a Vice President and Senior Underwriter of Swiss Re 
Corporate Solutions underwriting insurance agent's errors and omissions 
coverage. He has also been an insurance agents E&O claims counsel and has 
written and presented numerous E&O risk management/ loss control seminars, 
mock trials and articles nationwide since 1992.

Copyright 2013 Swiss Re

continued from page 27
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Placing insurance for different contractors can be a daunting project. 
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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.



32  The Minnesota News • March 2014

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!

One Hundred Years
What a difference a century makes!  Here are some statistics from the year 1914

The average life expectancy for men was 47 years.
Fuel for cars was sold in drug stores only.
Only 14% of the homes had a bathtub.
Only 8 % of the homes had a telephone.
There were only 8,000 cars and only 144 miles of paved roads.
The maximum speed limit in most cities was 10 mph.
The tallest structure in the world was the Eiffel Tower.
The average US wage in 1914 was 22 cents per hour.
The average US worker made between $200 and $400 per year.
A competent accountant could expect to earn $2000 per year.
A dentist earned $2,500 per year. 
A veterinarian earned $4,000 per year.
A mechanical engineer $5,000 per year.
95% of all births took place at HOME.
90% of all doctors had NO COLLEGE EDUCATION!
18% of households had at least one full-time servant or domestic help. 
Only 6% of Americans had graduated from high school.
Only 14% of the homes had a bathtub.
Only 8 % of the homes had a telephone.
Sugar cost 4 cents a pound.
Eggs were 14 cents a dozen.
Coffee was 15 cents a pound.
Women washed their hair once a month, using egg yolks for shampoo. 
There was no such thing as deodorant or tooth paste. 
The five leading causes of death were:

1. Pneumonia and Influenza
2. Tuberculosis
3. Diarrhea
4. Heart disease
5. Stroke

The American Flag had 45 stars.      
The population of Las Vegas was only 30.
Crossword puzzles, canned beer, and iced tea hadn't been invented yet.
There was no Mother's Day or Father's Day.
There were about 230 reported murders in the ENTIRE USA.
The Insurance Federation of Minnesota was formed.

This article will be sent to all MIIAB Trusted Choice Agents in a matter of seconds! 
Try to imagine what it may be like in another 100 years.

The only thing we can be sure of in the future is it will Be Remarkable!
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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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Agent’s questions about 
Errors and Omissions, 
and how E&O losses 
can be prevented.
By Mary LaPorte, CPCU, 
CIC, LIC, CPIA

Does using professional designations or letters behind our names create more E&O exposure?
Jon, Minnesota

Jon, this has been a question raised by many insurance professionals upon receiving a new designation:  “Now that 
I have a designation, should I be afraid to use it?”

Let’s all agree, it is not always easy to obtain a designation.  I think part of the answer may lie in why we obtained the 
designation in the first place.  For most of us, it was a challenge of personal growth, wanting to be the best we can 
be. It may also have been a desire to elevate our performance and knowledge, thereby creating more opportunities 
for increased income. (Nothing wrong with that).  But I think many would agree that one of the reasons we pursued 
a designation was to learn all we could in order to do a better job for our clients.  We wanted to be in a better position 
to answer their questions, and to help them find the best insurance and risk management solutions.  Regardless of 
the motivation, the result was that we ended up with more knowledge and professionalism.

 So, it is not surprising that when someone is faced with an E&O claim, the opposing side will argue that their 
knowledge and education have created a higher expectation of their performance.  The real question is:  Did they 
use their professional designation to influence the customer to expect more from them than from an agent without 
the designation?  If so, then their actions may have actually “raised the bar” on their performance.

Some agents will use their designation in advertising, and brag that the designation makes them a better agent.  
Some will include a page in their proposal and imply that the designation means that a customer will be better 
protected.  In cases such as these, the agent or agency has raised the bar on themselves, and on the customer’s 
expectation.  This is certain to be a consideration in an E&O claim against that agent or agency.  Agencies should 
avoid this type of advertising or any exaggeration of expertise and knowledge.

There is good reason to be proud of obtaining your designation.  Hang that framed certificate in your office, 
and post an announcement in the local newspaper or Chamber of Commerce news.  It is appropriate to use the 
designation letters behind your name in correspondence and business cards.  When asked by others, explain what 
the designation means and stands for.  Some designation programs even offer brochures which you can hand out.  
However, common sense would dictate that including a brochure about your professional designation in a proposal 
for insurance coverage might raise the customer’s expectation in a sales transaction.

There is one other side to this designation discussion, and that is the agent who knowingly creates a higher 
expectation because they truly believe that their knowledge and expertise should hold them to a higher standard.  
If that agent is exceptional in the service provided to their clients, they are probably also taking above average 
steps to avoid E&O exposure.  That doesn’t mean that they are invulnerable to an E&O claim. Those agents need to 
recognize that in reality, they probably will be held to a higher standard and need to be prepared to address their 
actions at that level.

Be proud of your designation and don’t be afraid to use the letters behind your name.  But temper that pride with 
the reality that the way you use the designation could raise a customer’s expectations.

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

2014  LaPorte Consulting, LLC.  All Rights Reserved

Q:

a:
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Named Insureds, Insureds & Additional Insureds

It is time for another review, based on questions and comments that I have received in the past several 
months.  This month we will look at the “Who is an Insured” part of our General Liability policies.

In the 1984-85 revision of the ISO General Liability policy, the concept of the “First Named Insured” was 
introduced.  Since then, all the various insurance polices have been changed to recognize this new idea.  
In the “old” days, if the Named Insured on the policy was a couple of paragraphs long, and had 46 different 
names and entities, each one of those names and entities had to be sent a registered letter concerning a 
cancellation or non-renewal situation.  The First Named Insured concept changed that, and ISO built this 
change in the Common Policy Conditions, giving the First Named Insured the sole authority to act for and on 
behalf of all other insureds.  Now the cancellation and non-renewal notices need only be given to the First 
Named Insured.

The First Named Insured does NOT have broader coverage than the other Named Insureds.  But the First 
Named Insured has more rights:

1. To change the policy;

2. To cancel the policy;

3. To receive notice of cancellation or non-renewal;

4. To receive any return premiums.

The First Named Insured also has obligations:

1. To pay the premium;

2. To maintain records.

A Named Insured can be: an individual (a sole proprietorship), a partnership, a joint venture, a limited liability 
company, a corporation or a trust. 

Others who may be automatically included in the General Liability policy and considered to 
be “Insureds”:

1. Partners in a partnership;

2. Members of a joint venture;

3. Members and managers of a limited liability company;

4. Executive officers, directors and stockholders of a corporation;

5. Trustees of a trust;

6. Employees;

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

Technically Speaking...continued on page 39
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7. Volunteer workers;

8. Permissive users of mobile equipment;

9. Any others who could be legally responsible for the use of mobile equipment;

10. Other persons acting as your real estate manger, or who have temporary custody of your property if 
you die, or who are your legal representative if you die.

Coverage for the insureds listed above is usually restricted:  “but only with respect to their duties as…”; or 
“but only with respect to the conduct of your business…” or “using with your permission“.  Also, it makes a 
difference in coverage if the employee is a “temporary worker” or a “leased worker”.

A note here about newly acquired or formed organizations (assuming a majority interest): these are covered 
for 90 days only.  Another statement of restriction of coverage: “No person or organization is an insured 
with respect to the conduct of any current or past partnership, joint venture or limited liability company 
not shown as a Named Insured in the Declarations”.

Then there are Additional Insureds to be considered.  The first question to consider is why some one (or 
entity) would want to be an additional insured.  Here are some possible reasons:

1. Some one hired the named insured to perform work;

2. Some one enters into a contract with the named insured;

3. Some one rents or leases property to the named insured;

4. Some one buys from the named insured;

5. Some one represents the named insured;

6. Some one is a creditor of the named insured.

Additional insureds are always added by an endorsement.  The reason that the Named Insured wants to do 
this is to satisfy some obligation assumed in a contract (see the 6 reasons above).

Coverage for Additional Insureds is the same as for the Named Insureds (including the First Named Insured; 
remember the coverage is the same, but the First Named Insured has more rights and obligations).  The 
policy will provide a defense, pay for supplementary payments and pay for judgments/settlements.  Being 
an Additional Insured also removes the right of the Named Insured’s insurance carrier to subrogate against 
them.

Some final considerations about Additional Insureds:

1. All policy exclusions apply unless there is an exception in the  Additional Insured endorsement.

2. There often are additional exceptions or exclusions in the Additional Insured endorsements.

3. Coverage in the Additional Insured endorsement is provided only for the individual or entity named 
in the endorsement.

Technically Speaking....continued from page 41

Technically Speaking...continued on page 41
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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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All coverages underwritten by member companies of QBE. © 2012 QBE Holdings, Inc.
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4. In all ISO Additional Insured endorsements since the July, 2004 edition, the bodily injury or property 
damage must be caused by the Named Insured or others acting on behalf of the Named Insured.  (This 
is why we say our Additional Insured endorsements only cover basic Hold Harmless agreements, and 
will no longer cover broad form agreements in which our client is obliged to pay for the negligence 
of another).

5. Additional Insured endorsements apply only to the extent permitted by law and will not be broader 
than that required by any contract or agreement (2013 ISO change).  This was done to recognize that 
many states have now outlawed insuring broad form contracts (like our August 1, 2013 Minnesota 
statute).

6. The limits provided by the Additional Insured endorsements will be for the lesser of: 1) the amount 
of insurance provided by the endorsement, or 2) for the amount that is required by the contract or 
agreement that is requiring the Additional Insured endorsement (2013 ISO change).  Thus, if the 
construction contract requires a $2,000,000 Umbrella limit and the insured has a $5,000,000 Umbrella 
limit, the $2,000,000 limit will apply. 

Technically Speaking....continued from page 41
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MARCUS KNUTH NAMED ACUITY VICE PRESIDENT

ACUITY has promoted Marcus 
Knuth to Vice President - Enterprise 
Technology. 

Marcus began his career at ACUITY 
in May 1992 as a Management 
Trainee and became Unit Supervisor 

in Services later that year. Two years later, he was 
named Procedures Analyst, and he was promoted 
to Senior Procedures Analyst in 1996. 

In 1998, Marcus received the title Business 
Consultant, and he was subsequently promoted to 
Senior Business Consultant in 2001. The following 
year, he was named Director of Information 
Technology.  In 2006, he was promoted to Area 
Manager - Information Systems. 

Marcus earned bachelor’s degrees in computer 
science from Lakeland College and in finance 
from the University of Wisconsin-Whitewater. 

SECURA HONORS 2013 TOP-PERFORMING 
AGENCIES

SECURA Insurance announced its top-performing 
agencies for 2013. To earn this prestigious 
recognition, these independent agencies met 
specific criteria based on their premium volume, 
profitability, growth, retention, and loss history 
with the super-regional insurance carrier.

The Charles L. Crane Agency Company, from St. 
Louis, Mo., and Indianhead Insurance Agency, 
Inc., from Eau Claire, Wis., were named the Top-
Performing Agencies for 2013. 

Having represented SECURA for 20 years, this 
is the Crane Agency’s sixth time earning a top-
performer award from the company. Tom Berra, 
Broker; and Mike Reedy, President; were on hand 
to accept the award at a ceremony in January at 
the company’s annual Premier Agent Professional 
Development Conference.

Indianhead has partnered with the carrier for 37 
years, and this is the agency’s eighth time winning 
a top-performer award. Toby Dutter, Owner; and 
Craig Jameson, COO; accepted the award at the 

conference.

These independent agencies also received top-
performing agency awards:

•	 Beth & Rudnicki Insurance Agency, Inc., 
Rockford, Ill., is a first-time award recipient and 
has represented SECURA since 2000.

•	 Continental Insurance Agency, Glenwood 
Springs, Colo., is a first-time award recipient 
and has represented SECURA since 2008.

•	 The McClone Agency, Inc., Menasha, Wis., is a 
four-time award recipient and has represented 
SECURA since 1976.

•	 Schwarz Insurance Agency, Inc., Prairie du Sac, 
Wis., is a first-time award recipient and has 
represented SECURA since 1982.

In addition, the carrier recognized The Maguire 
Agency from St. Paul, Minn., as its Rookie of the 
Year. The agency has worked with the insurance 
company for 12 years.

“I’m proud to celebrate the strength of our key 
agent partners,” said John Bykowski, SECURA’s 
CEO. “Each of these agencies has shown their 
dedication to our company, and I truly value their 
partnership, knowing it will lead to continued 
success in the future.”

INTEGRITY INSURANCE NAMES DREW WINEGAR AS 
AUTO LIABILITY CLAIMS MANAGER

Integrity Insurance named Drew 
Winegar as the new auto liability 
claims manager.

In this position, Winegar is 
responsible for supervising 
the auto liability claims 
representatives, managing day-

to-day operations within the department and 
reinforcing the company’s strategic focus of 
delivering outstanding customer service.

Winegar brings over nine years of claims 
experience to his new role, with a multi-line 
background in claims, holding positions as a 
claims associate, appraiser and most recently a 
material damage and bodily injury manager.

In The News...
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“We are excited to have Drew join our team. His 
background in claims handling and management 
will complement our current efforts and enhance 
the service we provide,” said Christian Martin, vice 
president of claims for Integrity Insurance.

Originally from Maquoketa, Iowa, Winegar earned 
his bachelor’s degree in Journalism and Mass 
Communication at the University of Iowa in Iowa 
City. He has also earned his Associate in Claims 
AIC designation. 

ACUITY RELEASES 2013 FINANCIAL STATEMENT, 
FINISHES YEAR WITH 92.4 COMBINED RATIO

ACUITY released its 2013 Financial Statement, 
which details the insurer’s profitability, strength, 
and stability. ACUITY’s financial results shattered 
company records in several areas and surpassed 
peer companies in the insurance industry’s most 
important measurements of performance. 

Highlighting ACUITY’s 2013 financial results is a 
92.4 combined ratio, a 1.8-point improvement 
over 2013 and nearly 10 points better than the 
insurer’s competitors in the property/casualty 
industry. 

"Achieving an incredible 92.4 combined ratio 
shows that ACUITY is doing things right,” said Ben 
Salzmann, ACUITY President and CEO. “We are 
writing more business with independent agents, 
who recently named ACUITY the easiest company 
to do business with. We are also continuing to 
exercise underwriting and pricing discipline to 
achieve consistent profitability.” 

ACUITY’s Financial Statement showed other 
areas of continued strength as well. Assets under 
management increased by more than 12 percent 
to reach an all-time high of nearly $3.1 billion, and 
policyholders’ surplus increased by 14.5 percent to 
finish at nearly $1.3 billion, also an all-time record. 

2013 marked the third straight year that ACUITY’s 
combined ratio finished below 100, and the 
company has averaged a 95.4 combined since 
2000. Additionally, ACUITY maintained a leverage 
ratio under 1:1 for the fifth consecutive year, 
finishing 2013 with an incredibly strong 0.89:1.   

ACUITY also combined financial performance 
with sales growth that was balanced between 
personal and commercial lines. Companywide, 

ACUITY increased its written premium by 14.4 
percent and has averaged double-digit annual 
sales growth since 2000. 

"ACUITY is positioned for continued growth and 
profitability,” Salzmann said. “We have the agents, 
staff, technology, and financial stability to sustain 
our momentum into 2014 and beyond.” 

SFM RANKS FIRST IN PROMPT ACTION ON CLAIMS

SFM once again topped the Minnesota Department 
of Labor and Industry's list for prompt action on 
lost-time claims among large insurers.

For the 15th consecutive year, SFM responded on 
time to a higher percentage of lost-time claims in 
fiscal year 2013 than any other insurer with more 
than 1,000 claims.

SFM had 1,822 Minnesota claims during the 
12-month period, according to the report, which 
shows the percentage of lost-time claims that 
were either accepted or denied within the 14-day 
period allowed by Minnesota statute.

SFM claims representatives' responsiveness helps 
control claim costs. To ensure prompt action, SFM 
asks employers to report work injuries within 24 
hours.

INTEGRITY INSURANCE NAMED IN DEEP CUSTOMER 
CONNECTIONS’ TOP TEN RANKING

Integrity Insurance ranked ninth out of 200 carriers 
in Deep Customer Connections, Inc.’ 11th annual 
survey. Specifically, more than 7,000 agents rated 
over 200 property and casualty carriers they do 
business with based on 11 unique performance 
factors that determine an agent’s ease-of-doing-
business experience.

“Our aggressive service standards and focus on 
redefining partnership in the marketplace provide 
Integrity Insurance with the foundation to be a 
top performer,” said Integrity President Jill Wagner.  
“We put a priority on building strong partnerships 
with our agents and are pleased that our efforts 
are reflected in Deep Customer Connections Top 
Ten ranking.

Deep Customer Connections specializes in 
research and consulting to give property and 
casualty carriers metrics on how easy it is for 
agents to write business with them. 
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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



52  The Minnesota News • March 2014

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
Prime Insurance Company

RPS Schneider Agency
R-T Specialty, LLC.
Safeco Insurance

Safelite Auto Glass
Selective Insurance

ServiceMaster by Hedden-SRM

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


