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

Safelite AutoGlass® exists to make a difference in people’s everyday lives 
so that you, and your family, can enjoy the road ahead.



Chad Ostermann
chad@mminsagency.com President’s Message

MIIAB Adapting to the New Normal

I never thought that my first opportunity as President to address my fellow MIIAB members would be in this 
message.  It has been quite a year already and there are sure to be more challenges to come.

First, I would like to take this opportunity to thank the entire board and MIIAB staff for being so flexible with 
our organization since March.  During these unusual circumstances, these people have made themselves 
available and made it a priority to serve the MIIAB’s members.  There have been important decisions to be 
made and much discussion regarding several issues.  Because many of these topics have needed timely 
responses, flexibility of attending conference calls and virtual meetings has been essential.  This is what helps 
make the MIIAB special.   

Unfortunately, this year we had to first postpone the annual convention then cancel the actual in-person 
portion of the event, which we all look forward to.  Our MIIAB staff did a superb job organizing the very 
successful UN-EXPO, the best thing possible considering the circumstances.  The ability to adapt and change 
was impressive as the staff organized the three days of UN-EXPO including an opportunity for everyone to still 
get continuing education credits.  What a tremendous success considering the short amount of time allowed 
to prepare this unique event.    

There has been a lot of positive feedback regarding our successful adaptation of our continued education 
opportunities.  We have moved them to webinars through March and are happy that that we can continue to 
offer our members great continuing education opportunities despite the challenges with the pandemic.

We continue to adapt and change as we move through this challenging time.  In the fall, we normally look 
forward to visiting our company partners.  Unfortunately, it looks like those in person visits will not be able to 
happen.  We hope to see our company partners virtually, meetings which we have all become accustomed to 
since March.  Our company partners are extremely important to us.  Please make sure you thank them for their 
partnership when you get a chance since we were not able to see them in person at the annual convention.

With COVID19 drastically disrupting our lives, it has been reassuring to know that the MIIAB board members and 
staff are continually helping our agencies run smoothly.  Perhaps now more 
than ever, it is evident how important it is to be a member of the MIIAB.  Early 
during these unfortunate times, the communications with the commerce 
department and legislators ensured us that we would be considered an 
essential service.  From that point forward, we have continually been notified 
of anything that could affect our agencies, thus allowing us to focus our time 
on running our agencies and serving our customers.  We are currently on a 
membership drive and with all that the MIIAB has done the past 6 months 
alone, it is easy to see why it is so important to become a MIIAB member.

Be well and stay Safe!

Your President, Chad W. Ostermann 
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The Silver Lining® shines 
through on claims survey

When more than 1,000 collision repair shops around 
the country graded auto insurers on how they handle 
claims, West Bend ranked Number 12 of 79 and earned  
a B+ rating!

This ranking highlights West Bend’s exemplary claims 
service, not just price and brand recognition. We’re 
proud to be included on this list as it shows repair  
shops how we take care of our customers.

Crash Network is an independent source of news, views, and information vital  
to the collision industry. Find out more at https://www.crashnetwork.com/irc.php.

West Bend is Number 12 and earns B+ on Crash Network’s 2020 Insurer Report Card



MIIAB Holds it First UN-EXPO

We’ve had many firsts this year as I’m sure you all have in dealing with the nationwide pandemic.  As you know, 
we had to reschedule our Annual EXPO twice this year and finally we concluded that we had to communicate 
with our members in a virtual manner through our UN-EXPO program.  This was a new experience for us, 
however, by the number of registrations we received for each of the three days, it was a success.  During the 
UN-EXPO we highlighted the award recipients for 2020 and thanked all the insurance company partners and 
vendors for their support.  We honored these companies who have stuck with us through these tough times 
and we hope that we will all be back at Mystic Lake on May 19, 2021!  

Another feature of the UN-EXPO was the description of the Internet of Insurance powered by Dais.  Their 
CEO, Jason Kolb, gave a terrific overview of how insurance needs a technology boost to compete with other 
industries and direct insurance carriers for customers.  We had several MIIAB members who have been involved 
in the development of the Internet of Insurance who gave their testimonials on how this new technology is 
strengthening their agency in the marketplace.  These two videos are highlighted in this publication so you 
can view it again.  

By now you are all familiar with our new Lobbyist, Robyn Rowen, who has taken this position beginning in 
January has had to step up to the plate and go to bat for our independent agency force at the capitol and 
the department of commerce.  This has been a stressful and very different year for the MIIAB leadership and 
lobbyist to make sense of all the regulations and coverage questions that have come about because of the 
pandemic and the civil unrest following George Floyd’s death.  Robyn, along with the staff, and the MIIAB 
leadership worked tirelessly with the department of commerce and the legislators in trying to help navigate 
through these difficult issues.  Robyn did a terrific job in her first year of being our lobbyist for our industry.  
Unfortunately, because of the number of special sessions, she has been working overtime to ensure our 
industry stays healthy.

We hope that you enjoyed the diverse topics presented with 6 hours of FREE continuing education over the 
three-day program.  The cost of the UN-EXPO production expenses and continuing education were paid 
by the insurance company partners and vendors that you would normally see at the live EXPO.  Again, we 
thank them for their generous support.

MIIAB Membership Investments

Thank you to those who have already sent in your membership investments for the upcoming 
year.  This investment goes towards running a vital association that can support your independent 
agency and staff.  From our education, to our advocacy (state & national), communication to 
agents & companies, partnerships with members and universities.  The MIIAB is dedicated 
to the independent agency system, however, we must all work together to ensure the 
livelihood of all our businesses.  Thank you for your support! 

Dan Riley
driley@miia.org Executive VP Message

Executive VP Message continued on page 9

mailto:driley@miia.org
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or

sfmic.com

Delivering positive, long-term results for employers.

SFM. The right choice in workers’ comp.

or

No turtles were harmed during the making of this ad.

SFM MN Indep. Insurance ad-agn-0116.indd   1 2/2/2016   11:08:04 AM
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Thank You to Everyone Who Donated to Second Harvest 
Heartland

This pandemic that struck Minnesota caused an enormous amount of disruption in the lives of 
many families across our state.  The MIIAB board and staff decided in March that is would try to 
raise money to feed these families who are in desperate need.  This 30-day campaign that the 
MIIAB put forth raised approximately $34,000 and delivered over 100,000 meals to these families 
in need.  We want to thank all our agency and company members for their donations and efforts 
to support MN families.  We should all be proud of the fact that the members of MIIAB made an 
extra effort to help in these difficult times.  If you would like to continue to help families, as there 
are still many in need, please go to https://www.2harvest.org/ 

Executive VP Message continued from page 7



Insurance is evolving, and we’re 
at a tipping point where the tech 
advantage is going to separate 
the haves from the have nots.

Most insuretechs are trying to cut 
you out, digital agencies like, 
lemonade, bold penguin, 
coverhound are taking your 
business directly, while others 
commoditize and devalue 
agencies. But we’re taking their 
tools and putting them in your 
hands. Giving you what you 
need to win and win big. 

The internet of Insurance is in 
your corner, and we only win 
when you do. 

Connects to carriers and 
underwriters for all lines, all 
classes, and all sizes of business

UNIVERSALLY
CONNECTED

Takes control of the experience 
with the customer and 
touchpoints

OWN THE 
CUSTOMER EXPERIENCE

Cultivates their book of business 
like never before

OPTIMIZE
THEIR BOOK

link.dais.com/portal
Claim your portal today!
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DAIS ads march Miia.pdf   3   2/25/20   11:57 AM
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Feature Story

Liability Rankings

LIABILITY Domicile Direct  Market  Direct Direct Pure 
  Premiums  Share Premiums  Claims Direct 
Company Name  Written  Earned Incurred Loss Ratio
Federal Ins Co In 45,267,756 4.58% 46,032,255 -16,195,428 -35.18%
natIonal UnIon FIre Ins Co oF PItts Pa 40,472,766 4.09% 43,067,026 137,292,364 318.79%
state Farm FIre & Cas Co Il 37,579,344 3.80% 36,317,334 21,680,671 59.70%
ZUrICh amer Ins Co nY 34,964,594 3.54% 33,104,337 9,923,603 29.98%
West Bend mUt Ins Co WI 31,382,466 3.17% 29,731,029 5,765,283 19.39%
travelers ProP Cas Co oF amer Ct 30,178,581 3.05% 27,568,731 6,193,071 22.46%
ContInental Cas Co Il 26,403,219 2.67% 26,001,264 14,730,509 56.65%
aCe amer Ins Co Pa 23,899,168 2.42% 22,526,501 2,952,393 13.11%
travelers Cas & sUretY Co oF amer Ct 21,431,600 2.17% 20,877,672 19,734,686 94.53%
Western natl mUt Ins Co mn 19,198,476 1.94% 18,548,588 5,544,999 29.89%
amerICan FamIlY mUt Ins Co sI WI 18,710,209 1.89% 18,957,185 11,705,298 61.75%
the CInCInnatI Ins Co oh 18,237,350 1.84% 17,707,678 3,767,542 21.28%
north star mUt Ins Co mn 17,751,317 1.80% 17,700,224 1,888,093 10.67%
Xl sPeCIaltY Ins Co de 14,894,469 1.51% 14,321,387 26,250,062 183.29%
Federated mUt Ins Co mn 13,421,026 1.36% 12,741,036 3,864,921 30.33%
aUto oWners Ins Co mI 11,813,711 1.19% 11,763,956 2,410,573 20.49%
hanover Ins Co nh 11,786,777 1.19% 11,377,231 8,431,612 74.11%
emPloYers mUt Cas Co Ia 11,545,465 1.17% 11,039,351 5,995,657 54.31%
oWners Ins Co oh 11,480,980 1.16% 11,009,004 2,252,211 20.46%
mInnesota laWYers mUt Ins Co mn 11,478,918 1.16% 11,463,835 3,330,791 29.05%
PhIladelPhIa Ind Ins Co Pa 11,430,267 1.16% 10,379,095 2,863,484 27.59%
GrInnell mUt reIns Co Ia 10,653,986 1.08% 10,502,788 4,265,081 40.61%
starr Ind & lIaB Co tX 10,311,842 1.04% 9,203,029 10,133,591 110.11%
aCUItY a mUt Ins Co WI 10,300,375 1.04% 10,281,452 3,629,912 35.31%
navIGators Ins Co nY 10,294,623 1.04% 9,097,148 7,768,527 85.40%
aCe ProP & Cas Ins Co Pa 10,148,268 1.03% 9,966,855 7,754,336 77.80%
arCh Ins Co mo 9,937,720 1.01% 8,931,585 4,220,082 47.25%
endUranCe rIsk solUtIons assUr Co de 9,662,200 0.98% 8,942,441 -150,477 -1.68%
aXIs Ins Co Il 9,621,290 0.97% 9,396,996 784,379 8.35%
Great amer Ins Co oh 9,377,226 0.95% 9,113,852 17,310,594 189.94%
amerICan Bankers Ins Co oF Fl Fl 9,037,841 0.91% 5,455,314 2,694,399 49.39%
CaterPIllar Ins Co mo 9,007,641 0.91% 6,278,758 6,770,417 107.83%
Farmers Ins eXCh Ca 8,639,742 0.87% 8,361,782 2,658,735 31.80%
CUmIs Ins soCIetY InC Ia 8,506,622 0.86% 8,063,621 4,636,071 57.49%
tWIn CItY FIre Ins Co Co In 8,452,725 0.85% 7,799,475 3,466,962 44.45%
neW York marIne & Gen Ins Co nY 7,830,407 0.79% 6,892,914 1,994,725 28.94%
GreenWICh Ins Co de 7,233,954 0.73% 7,165,973 -348,904 -4.87%
BerkshIre hathaWaY sPeCIaltY Ins Co ne 7,041,411 0.71% 6,040,053 1,227,934 20.33%
BeaZleY Ins Co InC Ct 6,892,597 0.70% 5,490,433 7,394,423 134.68%
Xl Ins amer InC de 6,434,690 0.65% 5,397,953 13,906,270 257.62%
UnIted FIre & Cas Co Ia 6,195,242 0.63% 6,595,691 2,978,237 45.15%
Freedom sPeCIaltY Ins Co oh 6,128,471 0.62% 5,240,643 2,009,903 38.35%
Us sPeCIaltY Ins Co tX 6,030,333 0.61% 5,924,376 -6,623,783 -111.81%
UnIted states lIaB Ins Co Pa 6,022,447 0.61% 5,778,581 1,011,044 17.50%
endUranCe amer sPeCIaltY Ins Co de 6,010,722 0.61% 4,404,797 1,086,456 24.67%
seCUra Ins a mUt Co WI 5,987,234 0.61% 5,563,724 1,802,406 32.40%
Great West Cas Co ne 5,807,862 0.59% 5,974,722 1,894,527 31.71%
allIanZ GloBal rIsks Us Ins Co Il 5,771,740 0.58% 4,905,174 3,549,836 72.37%
ohIo Cas Ins Co nh 5,469,102 0.55% 4,848,955 20,941,182 431.87%
amerICan GUar & lIaB Ins nY 5,468,244 0.55% 4,678,251 3,991,968 85.33%
allIed World natl assUr Co nh 5,164,606 0.52% 6,490,044 -1,260,131 -19.42%
markel amer Ins Co va 5,083,829 0.51% 5,302,052 1,298,882 24.50%
sCottsdale Ind Co oh 5,083,427 0.51% 4,997,133 -2,294,238 -45.91%
rsUI Ind Co nh 5,053,235 0.51% 4,590,207 -3,255,433 -70.92%
   462 CompaNIEs IN REpoRt   988,685,642 100% 950,609,658 568,500,808 59.80%

2020  Liability

Big I Staff Emerges As Valuable Resource During Challenging Time
Dealing with the COVID-19 pandemic shutdown was challenging 
enough for the Minnesota Independent Insurance Agents & Bro-
kers Association staff. The significant business-interruption loss-
es, workers’ compensation considerations and health coverages 
involved thrust their members into the forefront.  One of the first 
places those members turned was to the staff for information and 
advice.
 
They weren’t the only ones. The regulators at the Minnesota Com-
merce Department, among others, sought information about cov-
erages and the extent of losses as well as help in coordinating such 
routine activities as license renewals, moving continuing educa-
tion classes online and licensing of new agents. At the same time, 
Legislative and Regulatory Counsel Robyn Rowan was regularly 
reaching out to members of the state’s Congressional delegation 
and the Minnesota Legislature to ensure that the agents’ perspec-
tive was represented in any legislation.
 
Then came the chaos and turmoil in the aftermath of the George 
Floyd killing.  That added another layer of issues and pressures for 
the staff, which was also simultaneously formulating plans to take 
online the association’s huge annual Expo and Convention after 
cancelling the actual event scheduled for the Mystic Lake Center 
in Shakopee.  The massive property damage arising from the sub-
sequent rioting raised an entirely new set of needs for members as 
well as regulators, elected officials, insureds and others.
 
“One thing that has clearly come out of this,” said Executive Vice 
President Dan Riley, “is the realization that the MIIAB association 
is a significant resource. People now understand we offer a valu-
able perspective in that we have a responsibility to do our best for 
the insured as well as the insurer.  We are truly in a position to see 
both sides.  Whether it is business interruption coverage, or work 
comp or property-damage questions, our members and staff have 
access to a wide store of beneficial knowledge to help sort out 

the best solutions to very complicated problems.  We especially 
have been doing a lot of brainstorming via Zoom meetings with 
Commerce Commissioner Steve Kelley and his staff who are very 
involved.”  The agents’ association has also directed its expertise 
to address property damage in the areas of the Twin Cities that 
suffered the most severe losses.  Member Jake Olinger, co-owner 
of the Foster White agency in Monticello, has been among those 
advising merchants about coverage issues.  One of the most im-
portant first steps for policyholders affected by damage, Riley not-
ed, is for them to report their losses, enabling insurers to examine 
whether they are covered.
 
The staffer facing one of the biggest challenges because of the 
pandemic limitations has been Rowan. “It is hard to lobby from 
my living room,” she acknowledged. “Having to phone, text and 
e-mail instead of meeting face-to-face is especially hard for an 
extrovert like me. But it is critical that they hear from us on the 
issues.  For example, the insurance community understands the 
importance of directing some of the funds from the CARES Act to 
cover work comp claims, which is not one of Gov. Tim Walz’s pri-
orities.”  Rowan was also busy explaining to Congressional mem-
bers such basics as why most commercial policies were unlikely to 
cover business interruption losses caused by the pandemic and that 
the industry could not retroactively cover such losses. 
 
Further complicating things were the COVID-19 health con-
straints. Staffers rotated making the trip from their home offices 
to the association’s office in Maple Grove.  “Fortunately, we have 
enough space to easily practice social distancing,” explained Di-
rector of Operations April Goodin, adding there has been a heavy 
reliance on technology like Zoom for such things as board meet-
ings in addition to conferences with the regulators and others.  
 An unanticipated benefit of all the adaption, Riley observed, is 
that the new methods of working demonstrated the potential for 
producing greater staff efficiency and economy in the future. n

Continued on Page 19

The  MIIAB staff has become very familar with Zoom meetings and similar online communications during the shutdown.

courtesy of Jack Meusey and the Minnesota Insurance Magazine
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we treat people like 
people. because after 
all, they’re people.

simple human sense

We are dedicated to the independent agency system 

and proudly stand behind the agents who represent us. 

auto-owners.com
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amerisafe.com - 800.897.9719

*Policyholder retention rate based on voluntary business that we elected for renewal quote:  93.1% in 2019. 
© 2020 AMERISAFE, Inc. AMERISAFE is a registered trademark of AMERISAFE, Inc. SAFE ABOVE ALL and the AMERISAFE 

LOGO are trademarks of AMERISAFE, Inc. All rights reserved.

90%*
POLICYHOLDER RETENTION RATE 

OVER

When you only do one thing, you better do it well and 

workers’ comp is all we’ve ever done for over 30 years.

OUR DUTY IS TO KEEP WORKERS PROTECTED.
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97%

Proactive Claims 
Management

Safety Training 
Services

NurseCare 
Hotline

Pay-As-You-Go 
Premiums

Member 
Retention Rate
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Diamond Profile

West Bend: The Silver Lining®
The foundation of West Bend’s 
strategy is to create a robust 
property and casualty product 
and service portfolio that 
provides our independent 
agency partners with a market 
for a large percentage of the 
business they write. Around 
this foundation we wrap 
outstanding service – The Silver 
Lining® – and deep agency 
relationships that enable us to 
win in the marketplace. Finally, 
we recognize that our associates 
are our greatest asset, and the 
perpetuation of our outstanding 
culture is critical to our success. 

Our Personal Lines division 
focuses on providing our 
valued customers with the 
right coverages through our 
Home and Highway® package 
policy. Not only does the 
Home and Highway offer 
quality coverages, benefits, 
and discounts, it’s serviced by 
knowledgeable and experienced 
underwriters, many of whom 
share long and productive 
relationships with their agents. 

When it comes to understanding 
commercial risks, we’re proud 

of the broad base of knowledge 
shared by the underwriters 
in West Bend’s Commercial 
Lines division. West Bend’s NSI/
specialty lines division offers 
insurance programs for market 
segments or situations that 
don’t meet standard insurers’ 
underwriting guidelines and is 
a leader in providing innovative 
programs for specialty lines, 
such as beauty salons and 
spas, childcare, YMCAs, and 
health clubs. In addition, our 
experienced claim and legal 
professionals have handled the 
most difficult claims situations 
and will do all they can to 
help protect your customers’ 
valuable businesses.

The professionals at West 
Bend’ Argent®/Monoline Work 
Comp division collaborate with 
you and your customers to 
improve workers’ compensation 
performance through innovative 
and customer-focused loss 
prevention, medical cost 
containment, education, and 
communication. This high-touch, 
results-oriented approach is 
custom built to fit each culture 
and designed to help customers 
control the cost of insurance.

Add to that loss prevention 
professionals who use a 
hands-on approach to 
develop programs tailored 
to the individual business 
and property/casualty and 
workers’ compensation claim 
reps who have the expertise 
and technology to process 
claims quickly and efficiently, 
and you have a quality 
commercial insurance product 
provided with unmatched 
service and dedication to 
you and your customers.

Our associates drive our culture 
of service and family at West 
Bend. It’s because of them that 
we’ve been honored as a Best 
Place to Work in Insurance 
for ten consecutive years by 
Business Insurance and as a Top 
Workplace by the Milwaukee 
Journal Sentinel for nine years. 
We’re also proud of the many 
awards acknowledging our 
community service, financial 
stability, and support of healthy 
lifestyles for our associates. 
All of these make West Bend 
a better company for our 
trusted agent partners.

FEATURED PARTNER
West Bend

PRESIDENT & CEO
Kevin Steiner

HEADQUARTERS
West Bend, WI

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

WEBSITE
www.thesilverlining.com

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.

Fall 2020 • The Minnesota News  15

President & CEO 
Kevin Steiner
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You understand 
your clients. 

Liberty Mutual Insurance and 
Safeco Insurance understands how 
to support them.

We know your clients’ needs are unique. 
That’s why we work with you to customize 
coverage exclusively for them. 
Talk to your territory manager or visit 
LibertyMutualGroup.com/Business or Safeco.com 
to learn more. 



continued on page 19

Congratulations to the risk management and insurance professionals of the Minnesota CPCU Society Chapter who 
have earned the premier CPCU® designation. As a CPCU, you:

 • Possess invaluable industry knowledge

 • Empower yourself to better serve clients

 • Engage in the highest level of ethical behavior 

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

Congratulations to our newest CPCU designees!

Celebrating Success!
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Taundra Anderson, CPCU

Farayi Chingwe, CPCU

Zachary Coulter, CPCU

Kyle Dahlstrom, CPCU

Thomas H. Faust, CPCU

Keith Helmbacher, CPCU

Shauna Holt, CPCU

Tyler Illikainen, CPCU

Samuel Mcfee, CPCU

Matthew Nelson, CPCU

Dylan Patel, CPCU

Curtis Schake, CPCU

Cathryn Schnitzler, CPCU

Eric Schwebach, CPCU

Thomas Sloan, CPCU

James Sorenson, CPCU

Ashley Tatge, CPCU

Andrew Tostenson, CPCU

Christopher Zelgert, CPCU

Travis Zorn, CPCU

Accident Fund Insurance 
Company of America

Arthur J. Gallagher & Co.

The Builders Group of 
Minnesota

Choice Insurance Services

Chubb Group of Insurance 
Companies

CNA

COUNTRY Financial 

EMC Insurance Companies

Erickson-Larsen, Inc.

The Hanover Insurance 
Group

Integrity Insurance

J. A. Price Agency

Maguire Agency

Mahowald

The Main Street America 
Group

Minnesota Independent 
Insurance Agents & Brokers 
Association

Minnesota Insurance & 
Minnesota Claims Magazines

Minnesota Lawyers Mutual 
Insurance Company

Minnesota Workers 
Compensation Insurers 
Association, Inc.

Moores Insurance  
Management, Inc.

Philadelphia Insurance 
Companies

R-T Specialty, LLC/RT 
ProExec

SECURA Insurance 
Companies

SFM Mutual Insurance 
Company

State Auto/RTW

Travelers

WA Group

Special thanks to our 2020 Ad Sponsor Companies

CPCUSociety.org
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grinnellmutual.com

“Trust in Tomorrow.” and the “Grinnell Mutual” are registered trademarks of Grinnell Mutual Reinsurance Company. © Grinnell Mutual Reinsurance Company, 2020.

SUBSTANTIAL PROTECTION
SUBSTANTIAL SAVINGS
Your franchise customers can be confident that Grinnell Mutual will help protect 

their businesses and their profits. Our Businessowners policy can save them 

20 percent — and our unmatched service saves them headaches. That’s how we 

build relationships that last. Trust in Tomorrow.® Learn more today.

AUTO | HOME | FARM | BUSINESS
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Diamond Profile

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

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

Auto-Owners also has nine 
marketing representatives 
and a marketing manager in 
Minnesota to service the 458 
independent agencies that 
represent the company. The 
marketing representatives 
visit agents regularly and most 

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

Auto-Owners was ranked the 
best commercial lines carrier in 
a national survey conducted by 
National Underwriter Property & 
Casualty magazine in 2018. The 
survey, which was distributed to 
the PIA’s national membership, 
placed Auto-Owners first in 
six of 10 evaluation factors 
in determining the best 
carriers in the nation.

Auto-Owners prides itself on its 
financial stability and its claims 
service. The company has been 
rated A++ (Superior) by AM 
Best every year since 1992, and 
has earned its highest rating 
every year since 1972. The Auto-
Owners Life Insurance Company 
has been rated A+ (Superior) 

by A.M. Best every year since 
1976. And for 18 consecutive 
years Auto-Owners has been 
listed among the Fortune 
500, ranking 320 in 2020.

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

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

FEATURED PARTNER
Auto-Owners 

Insurance Company

REGIONAL VICE 
PRESIDENT

Kait Keller, AU, AINS
COMPANY 

HEADQUARTERS
Lansing, Michigan 

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

Kait Keller, AU, AINS

Minnesota Independent Insurance Agents & Brokers 
Association recognizes Auto-Owners Insurance Company 
as one of its Diamond Partners.  MIIAB Diamond Partners 
are the highest level of sponsorship to our organization.
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Products underwritten by Nationwide Mutual Insurance Company and affiliated companies. Columbus, OH. Nationwide and the Nationwide N and Eagle are service marks of Nationwide Mutual Insurance Company. ©  2018 Nationwide 7143411

 

For more information,
please visit www.nationwide.com.

 

For your
taking care of 
what matters 
side, there’s
Nationwide.
AUTO  |  HOME  |  BUSINESS  |  LIFE  |  FARM  |  RETIREMENT



Presidents Award

MIIAB Award Winners

Check out the VideosCheck out the Videos
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The MIIAB The MIIAB 
Un-EXPO Un-EXPO 

a Great Successa Great Success

https://youtu.be/6FW5tNAjr7E
https://youtu.be/ax5XtaBlmfs
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Internet of Insurance Presentation

Thank You to Our Partners

Agents Council for Technology Update

Internet of Insurance Presentation

Fall 2020 • The Minnesota News  23

https://youtu.be/EUMymZByQNE
https://youtu.be/hJQbURIe650
https://youtu.be/lxrT1dP0WFw
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WHO YOU 
GONNA CALL 
WHEN THEY 
SLIP AND 
FALL?
BUSINESS INSURANCE THAT’S DESIGNED TO BE WORRY FREE

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

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

AUTO  |  HOME  |  BUSINESS



If It Moves On the Farm It Presents a Risk
This presentation will address the exposures associated with items on the 
farm that move – both under their own power and those provided mobility 
by other vehicles. The purpose of this presentation is to remind the agent that 
the policy forms we use can certainly provide the coverages necessary for the 
exposures, but without careful review of these forms, their many exclusions 
can prove problematic. The basis of the presentation will be the coverages 
for “mobile equipment” found in the farm liability forms routinely used in 
the agribusiness market, the coverages for owned and non-owned vehicles 
found in the Personal Auto Policy (PAP), and the “auto” coverages found in the 
Business Auto Policy (BAP).  Use of the exclusions found in each of these forms 
will solidify the understanding of the risks associated with items that move.

Terry Tadlock, CIC, CPCU, CRIS

Your Agency’s Culture:  
Asset or Liability

Good (and error-avoiding) habits begin 
with good decision making. It sounds like 
a no-brainer, but employees in agencies 
across America struggle with this every day, 
souring agency culture and leading to costly 
E&O claims. Join agency principal and long-
time insurance educator Terry Tadlock as 
he guides you through the many methods 
available to improve your agency’s culture 
and reduce its E&O exposure through an 
emphasis on ethical conduct. 

Nicole Broch, CIC, CISR 

Homeowner’s Policy Coverage 
Concerns for the Modern Family

Adult children coming home (or never 
leaving). Caring for aging relatives. Pets. 
Earning extra money, “Smart” appliances and 
toys. The evolving role of a Homeowner’s 
insurance policy, and how it addresses these 
and many other exposures relating to the 
lives and possessions of the modern family, 
will be discussed in this course.

Sam Bennett, CIC, CPIA, AFIS

Watch Webinar Watch Webinar

Watch Webinar

Education at the Un-EXPOEducation at the Un-EXPO
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https://fisce1.adobeconnect.com/pomqm3mifpsy/
https://fisce1.adobeconnect.com/pjembb1wrsxl/
https://nam11.safelinks.protection.outlook.com/?url=https://fisce1.adobeconnect.com/p5kdrtcl25rx/?OWASP_CSRFTOKEN%3D9af2e9de94e671f3577a5ad2ac30bbfae11e706c824570740123a2fe37a1b0a1&data=02%7c01%7ckknapp%40miia.org%7c2418c89f936d4cb2885a08d843963308%7c1a2f825b63d74ce58fa684f12b4ca8e7%7c0%7c1%7c637333659673297412&sdata=c45byYOQk9Qf%2BDaJwyV7A/WnrB1wBzxkNdF6J5dxnnI%3D&reserved=0
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Every sale has a beginning and end. And AAA can help your independent agency with both.  
Add AAA to your product mix and grow your bottom line selling quality insurance through AAA and  
the extensive benefits of AAA Membership – an unbeatable combination of security and savings.

If you’re ready to grow, we’re here to help with the products and support that can help you earn more.
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Contact: Donna Kimmes, Regional Sales Director • 952-707-4952 • donna.kimmes@mn-ia.aaa.com

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

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

n Competitive commission on insurance and membership
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It’s been said that familiarity breeds contempt. But in an insurance agency, familiarity can sometimes breed complacency.

How many times have you, as an insurance agent, had a customer to whom you’ve provided great service for many years, but still 
does not quite seem to understand the risks associated with his property? Here’s an example: You’ve known Jerry, a savvy speculator 
in aging commercial buildings, for 20 years and have been his insurance agent for 15. In 1999 Jerry got a sweet deal on a building 
for $300,000 that had been built in 1989. He called you and said he needed fire coverage for the building. You began talking about 
appraised value, but he cut you off, saying. “What appraisal? Look, I paid $300,000, so that should be plenty.” You write the coverage 
with $300,000 limits as instructed and everyone goes along their merry way.

In 2000, you’re reviewing Jerry’s insurance needs and you realize that you never really discussed with Jerry what the value of 
the building was. You talk to him and ask what he thinks the building is worth. He says $400,000 since he’s put an additional 
$100,000 in it since he bought it. You ask him if he knows how much the building cost to build and he says, “I’m guessing it was 
around$1,000,000, give or take – but it’s been beat up since then.” You suspect that the cost to replace the building is probably closer 
to the $1,000,000 -- if not more -- so you ask him if he wants to increase the limits to $1,000,000 to cover the replacement cost. But 
Jerry, as you know, is a very difficult customer and doesn’t want to hear that because he doesn’t want to spend the money. You 
make the recommendation; he rejects it, comments that “You’re always trying to hit me up for more commission!” and tells you to 
quit bugging him.

In 2005 you are again reviewing Jerry’s insurance needs and know he should have higher limits on the building, but you also know 
how difficult he is to deal with and that he wouldn’t increase the limits anyway, because he’s constantly looking for ways to drive his 
premiums down. As a result, you don’t offer the higher limits.

And so it goes for several more years. You see Jerry from time to time and you mention in passing that maybe he ought to consider 
reviewing his limits on that building. Every time you do he says, “No, that’s ok, it’s fine.” Or he says, ”Yeah, maybe I should look into 
that...” and you tell him to call, but he never does. But then again, neither do you call him because you’re certain it won’t do any good.

Unfortunately, your familiarity with Jerry and his ‘insurance buying habits’ has become a trap. You’ve grown accustomed to telling 
your customer what he wants to hear rather than what he needs to hear, because frankly, you know that’s where you’ll end up no 
matter what you say. 

It’s now 2012 and Jerry gives you a call. His building has burned to the ground and there’s nothing left. You notify the carrier and then, 
as they say, the spit hits the fan. The adjuster on site tells Jerry that the carrier won’t tender the full $400,000 because replacement 
cost for that structure is $1.6 million, which brings the coinsurance penalty clause into play...  “The ‘go-insure-me-what clause?” says 
Jerry, right before he picks up the phone….

Yes, you get the call from Jerry. “You told me my coverage would be enough to rebuild my building!” Jerry complains, voice rising. 
“You are my agent. Why didn’t you tell me it wasn’t enough?” You get a sinking feeling in your stomach because you’ve certainly 
known for a long time that he should have had higher limits, and you also know you told him that he should have had higher limits. 
When you mention that to Jerry, though, he seems to have forgotten the times you’ve talked about it. Then you look in your file and 
can’t find anything that shows you talked to him about higher limits, because you never thought you needed that kind of backup 
with a friend. And let’s not even talk about coinsurance. The next words out of his mouth are “IT’S ALL YOUR FAULT!” (OR) “I’M GONNA 
SUE!” And the next call you make is to your E&O carrier.

Unfortunately, this scenario, or something similar, is all too familiar in the world of E&O claims. A normal aspect of human nature 
-- the desire to avoid confrontation -- can lead to a far more serious headache when it is not dealt with properly from the start.

The Familiarity Trap
By Matthew R. Davis, J.D., Vice President, Claims 
Manager, Swiss Re Corporate Solutions*
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Meet Lexie, one of our Commercial experts. Agents call her first because she’s worked at an 
agency and knows what they want. She’s quick to reply, open-minded, and knows her stuff; 
just like her colleagues. She may even trash talk football or the latest breakout rock band.  
High standards you can rely on from real people. Plus, they’re backed by our caring claims 
group who will get your clients back on their feet.

LEXIE
• Born into  

an insurance  
agency; worked  
at two of them

• Loves the  
Green Bay  
Packers, music,  
her toddlers…  
in reverse order

• A decade  
of insurance 
experience 

SECURA Commercial. It’s how you get ahead.  
secura.net/commercial
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Has walked in your shoes

Commercial | Personal | Farm-Ag | Specialty 
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So how do you prevent this from happening? It’s really quite simple.

1.	 Annual Reviews - A keystone of good customer management is conducting an annual review of your customers’ exposures. 
That means asking the right questions every year and paying close attention to the answers. The best tool to get that 
conversation started is a coverage checklist.

2.	 Coverage Checklists - If you have a coverage checklist, use it! If you don’t have one, get one! If you are an IIABA member and 
insured by Swiss Re Corporate Solutions, you have one available to you. The ‘E&O Happens’ website that has samples of both 
commercial and personal lines checklists for you to download and use. In addition, the ‘Virtual Risk Consultant,’ a service 
available through your state IIABA association, not only includes checklists, but also provides information about analyzing 
risks and determining the types of coverage necessary to protect exposures.

3.	 Document - After you’ve determined your customer’s exposures through your annual review and use of the coverage 
checklist, be sure you document what you’ve recommended to them. The best way to document this is to send them follow 
up correspondence, either by mail or email, outlining the coverages you’ve recommended, the coverages they’ve accepted, 
and just as importantly, the coverages they’ve rejected. If they will sign and return that to you, or acknowledge receipt of 
the email, all the better.

4.	 Follow up – Was your customer persuaded to accept some additional coverage or increase in limits? Are there questions that 
need answers before he makes a decision? Did he say he wants to think about it...? Follow through is essential. Keep careful 
notes and diary entries to ensure that no loose ends are left to hang you. 

If you are a Swiss Re Corporate Solutions insured, the documentation process is one that could even save you money. The Swiss 
Re Corporate Solutions, preferred policy now includes a deductible reduction feature. If, as in this example, the agent had offered 
coverages or limits that were rejected, and there was contemporaneous written documentation maintained in the agency file 
showing that rejection, Westport would reduce the deductible payment for the agency by50% up to a maximum of $12,500 – not to 
mention making it much easier for you to prove you what you told Jerry.

So let’s turn back the clock and take another look at Jerry and his agent. In 1999, Jerry got a sweet deal on a building for $300,000 
constructed in 1989 for $800,000. He called you and said he needed fire coverage for the building. You asked him how much and he 
said “well, I paid $300,000, so that should be enough.” You ask him how much the building cost to build and he tells you $800,000. 
You ask what it would cost to replace the building in today’s dollars and he answers without hesitation because he knows the 
square footage and current construction costs: $1 million. You recommend that he insure the building for that much. He, of course, 
says “No”. You then send him a letter advising him that you had offered to obtain replacement cost coverage for the building for 
$1,000,000, but he had chosen to insure it for only $300,000. Each year after that you review his exposures, offer higher limits, Jerry 
rejects them, and you send him a letter confirming both your recommendation and his rejection.

In 2012, Jerry calls you and tells you his building burned to the ground and the carrier offered him a check for a fraction of his 
$400,000 limit even though it will cost $1.6 million to rebuild.

“You told me my coverage would be enough to rebuild my building!” Jerry complains, voice rising – but this time you cut him off.  
You remind of the letters you sent him every year recommending higher limits and you offer to send him copies. A remorseful Jerry 
says, “No, that’s ok. I remember….” Like you, Jerry has those very letters sitting on the desk in front of him.

Familiarity can become a trap, but it doesn’t have to be that way. Every day, with every customer, it’s your choice.

(Thanks to Richard F. Lund, JD, Vice President, Senior Underwriter, Swiss Re Corporate Solutions, for his assistance with this article.)

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.  Insurance products underwritten by Westport Insurance Corporation, Overland Park, Kansas, a member of 
Swiss Re Corporate Solution.

*Matthew R. Davis, JD, is Vice President and Claims Manager of Swiss Re Corporate Solutions. Before joining Swiss Re Corporate Solutions, Matt 
served as Assistant Dean of the University of Missouri Kansas City School of Law for seven years.  Prior to that, he spent thirteen years as a litigation 
attorney in Kansas City, first with a private firm and later as ‘captive counsel’ for CIGNA Insurance.  Since joining Swiss Re Corporate Solutions as 
a Claims Specialist in

2004, Matt has handled claims for insurance agents and brokers as well as small/mid-market law firms. 

Copyright 2012 Swiss Re 
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Vehicle insurance is provided by Progressive Casualty Ins. Co. & affiliates. Home 
and renters policies are provided and serviced by affiliated and third-party insurers 
who are solely responsible for claims.  Prices, coverages, and privacy policies vary 
among these insurers. 

AGENTS OF

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

Independent agent Seth Zaremba 

has set his agency apart and up for 

continued growth by blending art and 

science. Using data sharing and artificial 

intelligence, he and his team create 

seamless customer journeys, from 

acquisition to renewal.

He values Progressive for its thought 

leadership, advanced technology, and 

consumer insights. Because, when 

it comes to strategy and innovation, 

“Progressive is playing chess while other 

carriers are playing checkers.”

AgentsofProgressive.com

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

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

Due to COVID-19, many of our account managers are still working from home.  I am a personal lines manager, and responsible 
for a team of seven account managers.  Although we have always tried to instill E&O awareness in our employees, I’m concerned 
that our exposure may be heightened at this time.  Can you suggest any areas where we need to be especially careful?

Cora, Texas

 Cora, welcome to the new “normal.”   I am sure you are finding that many of your workers may be reluctant to come back into 
the office even as restrictions a being relaxed. You may need to continue your work-from-home protocols well into the future, 
since these concerns could be here to stay.  

One of an agency’s best defenses in an E&O situation has always been their documentation record.  This has not changed, but 
as litigation ramps up due to the pandemic, agencies who have strong documentation standards will be better equipped to 
defend any allegation.

Documentation should be maintained in your agency management system under “activities” or “notes” which are tied to a 
customer’s digital account record.  Documentation for a particular customer should capture and summarize everything that 
has transpired on that account.  To provide strong evidence in an E&O situation, it should be entered as soon as possible 
after an event takes place, by the party involved in that event.  An “event” can include any service that was performed or any 
communication that took place related to that specific account.  

Most remote workers can access the agency’s management system and easily enter documentation when performing sales or 
service activities.  Some employees find that their home environment has fewer distractions than when working in the office.   
Others may be faced with situations which occasionally disrupt concentration or cause distractions.   It is understandable that 
when hanging up from a customer call, someone would first address a barking dog or crying child before returning to their 
workstation.  The challenge then is to create a fool-proof system or discipline to assure that any workflow started is followed to 
its conclusion.  This is a good topic to discuss with your employees at one of your remote team meetings and encourage them 
to brainstorm solutions.

Another reason that documentation is important at this time is because of the increased number of coverage inquiries or 
claims related to the pandemic.  Even if you feel that the policy does not provide coverage for a situation, do not discourage 
the customer from making a claim.  Allow the carrier to do their job and handle all coverage issues.  If the customer is not 
making a claim, but simply making an inquiry about their policy, include sufficient detail in the documentation. Summarize 
any explanations made and describe how the conversation was concluded.

It is clear that the COVID-19 pandemic is impacting agencies exposure to E&O.  All employees should be aware of the critical 
role documentation plays in protecting your agency.

 

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

2020  LaPorte Consulting, LLC.  All Rights Reserved

Q:

A:

See Mary’s new book: "Mission: 
EXCELLENCE – Creating an Internal 
E&O Loss Control Program" 

For more information, go to Mary’s 
website at www.lpinsuranceconsult.com

mailto:marylp@lpinsuranceconsult.com
www.lpinsuranceconsult.com
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www.emcins.com
©Copyright Employers Mutual Casualty Company 2020. All rights reserved.

With tailored insurance packages from EMC, you can help ensure your 
client’s wholesale operation is properly insured every step of the way. 

We offer a full range of products, including coverage for delivery errors 
or omissions and employment practices liability. And with our extensive 
loss control resources and expert claims knowledge, we make choosing 

the right insurance for your clients a whole lot easier.

Signed. Sealed. Delivered.



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

Technically Speaking...continued on page 35

Commercial Property Outdoors
In the past few years, I have received notice about losses to outdoor property, and whether the ISO Commercial 
Property Form or the BOP Form covers this type of property.  The answer is that they do – but often not very 
well.

Let’s examine the latest form of the Building and Personal Property Coverage Form (CP 00 10) first.  Under the 
Building coverage section, the policy form lists “fixtures, including outdoor fixtures.”  This usually is aimed at 
outdoor parking lights, in-the-ground outdoor barbecue sets, flag poles, ATM machines and the like.  Then the 
policy mentions in the Your Business Personal Property coverage section that property used to maintain the 
building like outdoor furniture is covered (later on in the Valuation section, it limits the coverage to ACV for 
“awnings…and outdoor equipment and furniture”).  

Then comes the Property Not Covered section.  No coverage at all for “bridges, roadways, walks, patios or 
other covered surfaces; bulkheads, pilings, piers, wharves or docks; or for retaining walls that are not part 
of the building.”  No coverage for the following while outside the building, “grain, straw or crops; fences, 
radio or television antennas (including satellite dishes) and their lead-in wiring, masts or towers, trees, 
shrubs or plants (except trees, shrubs or plants that are stock or are part of a vegetated roof).  Finally, this 
section also excludes vehicles or self-propelled machines (including aircraft or watercraft) and then gives 
back some limited coverage.  (A note here, drones would be excluded for physical damage coverage unless the 
drones were manufactured, processed or warehoused by the insured, or held for sale).  As you can see, a lot of 
various types of Personal Property are not covered very well or, mostly, not covered at all.

In the Coverage Extensions section, the Form gives back a little coverage.  It allows us to extend this coverage 
form to: “your outdoor fences, radio and television antennas (including satellite dishes), trees, shrubs and 
plants (other than trees, shrubs or plants which are stock or part of a vegetated roof)…”  The amount given 
is for $1,000, subject to $250 per tree, shrub or plant.  But this extension is only good for the following covered 
causes of loss: fire, lightning, explosion, riot or civil commotion, or aircraft.  Not exactly the perils we would 
want for this kind of exposed property, like wind, hail, etc.  

Next, what does the ISO BOP do for this outdoor property?  Under the Building coverage section, it is almost 
the same as the BPP above.  It includes outdoor fixtures and outdoor furniture.  In the Property Not 
Covered section, it excludes the fences, radio & TV antennas, signs not attached to the building 
(outdoor signs are no longer listed here in the BPP), trees, shrubs and plants.  It does NOT exclude 
coverage for bridges, wharves, docks, and other property as shown in the list above.  Again, 
the covered causes of loss are the same five causes as listed in the BPP.  The current BOP form 
gives $2,500 in coverage, instead of $1,000.  Also, the BOP does not limit the Valuation of this 
property to ACV as the Building and Personal Property Form does.

Both the BPP and the BOP exclude coverage for any outdoor property for the perils of rain, snow, 
ice or sleet.

So, how do we cover this Outdoor Property?  In the BPP, we can use the Additional 

mailto:neffbj@aol.com
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OPEN
SEMCI

Single-entry, multiple-company 
interface (SEMCI) is like magic! 
Acuity, long recognized as a leader in agency 
interface technology, is committed to supporting 
SEMCI in commercial lines. SEMCI drives 

efficiency in the quote and application process 
and allows you to choose how you 

want to do business with Acuity.

Acuity currently partners with several of 
the leading commercial lines insurtechs. We are 
building, exploring partnerships, or expanding 
with numerous other independent agency 
technology solutions. And Acuity is on the 
forefront of integration technology, continually 
building the connections necessary to be ready 
to connect to new insurtechs as they emerge.
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Covered Property endorsement (CP 14 10).  We simply list what we want to cover, say the $25,000 in fencing around 
the apartment complex and pool, and the endorsement removes the property from the “Property Not Covered” 
section and adds it to the “Covered Property” section.  You would add this either to the Building or to the Personal 
Property coverage (be sure and include this in the amounts of insurance that you are using).  You can use this for any 
of the Not Covered Property in the form.  (Note – some companies prefer to use a separate Sign endorsement for 
outdoor signs).

The BOP allows easy coverage for signs – it is one of the four Optional Coverages that is built into the policy.  You 
simply show an amount of insurance for the sign on the BOP Declarations and the coverage is automatically triggered.  
For other property, like fences, you will have to ask the underwriter if they have an Additional Property endorsement 
(or if it is covered under one of their multiple-coverage endorsements).  If they do provide some coverage already, 
check that the amount of insurance is adequate for your client.

Both policies treat outdoor property the same with respect to the peril of collapse.  Collapse is excluded in both 
policies, and then brought back for specific hazards, like the Specified Causes of Loss (roughly the equivalent of 
the Broad Form Causes of Loss), the weight of snow, or people, etc.  Both policies exclude most outdoor property 
items for collapse unless the outdoor property is damaged along with the collapse of the building, and it is covered 
property under this policy.  

One note in case your BPP form is an older one – the 2007 Building and Personal Property Coverage Form (and the 
latest forms) changed the Outdoor Sign coverage.  It removed the signs that are not attached to the building from 
the Outdoor Property Extension (remember, covered for only five not very attractive perils) and now treats them 
the same as the signs attached to the building.  The result is the un-attached signs also get the perils of the building.  
Much better coverage, and ISO increased the amount to $2,500.  (Be careful – I just worked on a claim for a 75-foot-
high electronic sign that cost around $75,000.  This included the cost of the sign plus installation).

In other claims that have come to my attention, it is becoming clear that some of this property is a lot more expensive 
than what we might realize - $25,000 - $75,000 for fences and bridges, and similar amounts for outdoor signs.  
Fencing especially is increasing in cost as many insureds are now using the newer “plasticized wood” that needs little 
or no maintenance; this can cost 50 – 200% more than red wood or cedar.  This exposure needs to be brought to the 
attention of your clients, so they can make a rational decision to insure it or not.

continued from page 29
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Visit www.iiaba.net/EOContact 
to connect with your state associa on today.

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

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

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

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

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

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

 WHY WALK

WHEN YOU CAN SOAR?

THE BIG “I” PROFESSIONAL LIABILITY PROGRAM

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

mailto:miia@arlingtonroe.com
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Diamond Profile

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

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

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

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

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

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

Our Growth in Numbers
We value quantity but quality is our benchmark
2008 $107 million in premium 
2019 $220 million in premium 
190+ Committed associates 
200+ Select markets 
9 State offices: IN, IL, MI, KY, OH, MN, MO, TN, WI 
50 State licenses

On Arlington/Roe’s annual Day of Service last 
year, Minnesota team members worked at 
Second Harvest Heartland in Brooklyn Park, MN, 
helping sort and prepare food to help food-
insecure people. On that day over 150 Arlington/
Roe volunteers in nine states worked 1,235 hours 
to sort over 110,000 pounds of food, enough to 
make over 103,340 meals for hungry people.

Let Arlington/Roe 
help you find the right 

solutions. 800-878-9891

FEATURED PARTNER
Arlington/Roe

PRESIDENT
Jim Roe, CPCU

HEADQUARTERS
Indianapolis, IN 

WEBSITE
www.ArlingtonRoe.com

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

Jim Roe
President/CEO

Andy Roe
Executive VP

Rick Pitts
Vice President &
General Counsel

J. Patrick Roe
Vice President

Director of Sales 
& Marketing

Cindy Larson
Brokerage

Workers Comp

Holli Lynch
Commercial  

Binding

Robin Snider 
Healthcare &

Human Services

Tina Revolinski 
Brokerage 

Workers Comp

John Immordino
Vice President

Professional Liability

Minnesota Associates

Executive Team

Travis French 
Aviation

Managing General Agents
Wholesale Insurance Brokers
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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

Date/Filename: February 5, 2019 ADs from CVR
Client: Arlington Roe

Job #: 6536  CD:

Job Name: Custom State Association Ads  AD:

Size/Specs: 8.5x11  CW:

Misc:  Acct. Serv.

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

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

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

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

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

Personal Lines | Professional Liability | Transportation | Workers’ Compensation

Managing General Agents | Wholesale Insurance Brokers

Let us help you find  
the right solutions.
800.878.9891 | ArlingtonRoe.com
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Robyn Rowen, J.D.
MIIAB Legislative/Regulatory Counsel and Lobbyist

Capitol
Notes

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

MN Independent Insurance
Agents & Brokers Association

2020 Legislative Wrap-Up

https://youtu.be/0auhqufYuDE
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BIGIMARKETS.COM

YES WAY. 

No fees. No minimums. Own your expirations.

From time to time we meet a Big “I” member who hasn’t yet learned about the market access solutions 
available through Big “I” membership. After hearing about our stellar product lineup and competitive 
commissions, the reaction can often be summed up as, “No way!” But we assure you–yes way. 

Big “I” Markets, featuring Big “I” Eagle Agency, has been working with our member agents to make 
insurance magic since 2002. As part of your national association, it’s our mission to bring you the best 
solutions to help your agency thrive. We know you because we are you. Find out how to plug into 
the power of cyber, affluent, bonds, umbrella, standard & non-standard 
personal lines, and small commercial today. 

Updated June 2020
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It’s like getting Selling-Your-Business Insurance. 

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

Contact: Keith Payne
Insurance Industry Business Broker 
Call: (612) 843-0074 
Email: kpayne@sunbeltmidwest.com
Visit: www.sunbeltmidwest.com

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

A proactive 
approach to modern 
home insurance.
Plus, faster quotes + instant binds

(650) 305.7881
agentappointments@myhippo.com 

hippo.com

Representing Insurance
Agencies and Agents in

Minnesota, North Dakota, and
Wisconsin

AARON SIMON

612.337.9658
asimon@meagher.com

www.RASCompanies.com

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

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

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

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

SERVING MN

SAME NAME
AGENTS UNDER THE

FOR

66 YEARS
AND COUNTING

www.nsa-mga.com
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Customized Solutions 
for Specialty Risks
Rick Schaap
Senior Vice President - Marketing
Tel.:  801.304.5578
Fax:  801.233.5278
Email:  ricks@primeis.com

8722 South Harrison Street
Sandy, UT 84070

www.primeis.com

An Excess & Surplus 
Lines Carrier

travelers.com 

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

It’s better under the umbrella®

Small Business 
is OUR Business 
www.amtrustfinancial.com

In Minnesota

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

RTSPECIALTY.COM

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

Commercial Lines 
AVAILABLE IN MINNESOTA

AmGUARD • EastGUARD • NorGUARD • WestGUARD

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

 

 

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

Minnesota Workers’ Compensation
Insurers Association Inc

YOUR
TRUSTED

SOURCE FOR
WORK COMP
INFORMATION

952.897.1737
www.mwcia.org

701-10120 (5/17)

hanover.com

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

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

952-897-3000 or go to hanover.com

LAUNCHING RECENT COLLEGE GRADS INTO INSURANCE CAREERS 

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

for Insurance Careers

Broker Trainee
CSR
Adjuster Trainee
Administration
Account Manager

Underwriting Trainee
Auditor
Producer Trainee
Agent Trainee
Claims Trainee

Phone: (952) 542-6400 - KatapultNetwork.com
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©2020 Westfield. All rights reserved.

Because you believe you are  
            meant to do something more.

                  We believe in you.

westfieldinsurance.com

COR-482 Minnesota - MIIAB - We Believe - 3.5x2.indd   1COR-482 Minnesota - MIIAB - We Believe - 3.5x2.indd   1 2/3/20   8:32 AM2/3/20   8:32 AM

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

Rolf E. Sonnesyn 
 

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

concerns, employment issues, and more. 

www.EricksonLarsenInc.com

STATEAUTO.COM

Still taking paper checks?

Get your money faster with

SCHEDULE A DEMO AT 
epaypolicy.com/demo

YOUR
LOGO
HERE

Make a Payment

EMAIL ADDRESS

EMAIL ADDRESS

EMAIL ADDRESS

PAYER

AMOUNT

$0.00

SEND PAYMENT

We proudly support 
the MIIAB

cna.com

Copyright © 2020 CNA. All rights reserved.

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

For more information visit ipfs.com or contact:

 Copyright 2019 © 2019 IPFS Corporation. All rights reserved.

ELLIOT SHANNON  |  elliot.shannon@ipfs.com  |  952.454.36751-800-598-5560  |  www.ifcnationalmarketing.com

Helping you create new revenue streams 
from your book of business.

Trips and Bonuses  |  Sales Training  |  Concierge Services  |  Practice Management
Continuing Education  |  Product Training 

Health Insurance | Group Products | Senior & Individual Products | Life, DI & LTC Insurance

to Commercial 
Insurance that 
understands the 
Bar & Tavern 
Industry

 800.837.7833     badgermutual.com    
 800.837.7833     badgermutual.com    
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To gain a powerful, revenue-building ally for your agency, talk to us today. 
Brian Mitchell - (612)219-2870 or brian.mitchell@encompassins.com
Dean Ohlhues - (651)452-2730 or dean.ohlhues@encompassins.com
Sandy Schow - (320)979-9757 or sandy.schow@encompassins.com

Our simple, tailored approach to coverage offers powerful benefits to you 
and your clients.  
From our signature package policy, the EncompassOne® Policy, to our segment policies—you can 
offer customized coverage to your clients for all stages of their life. Whether they are just starting out, 
protecting family assets or enjoying retirement, coverage-conscious clients can enjoy greater peace 
of mind.
For your agency, Encompass can help you grow through a collaborative relationship, dedicated 
support and ongoing education. And the simplicity of the EncompassOne® Policy, with one bill and 
one renewal, means less time and resources spent managing—and more time building business. 
Encompass delivers the protection your clients demand, and the focus you deserve.

Insurance subject to terms, conditions and availability. EncompassOne® Policy is not 
available in TX.  
Encompass Insurance Company and its affiliates, Northbrook, IL. Availability from a 
particular company varies by state.

PI-597-2 03/18

Customer-centric.  
Agent focused.  
Encompass can help 
grow your business.

Not all products, coverages or discounts available in all areas. 9018738 02/20

A Better Insurance Experience. ®

Foremost Choice Home is our newest property insurance 
offering in Minnesota. 

We love your specialty property insurance customers. 
Now you can look to Foremost® for your standard 
homeowners customers, too!

WRITE FOREMOST CHOICE® HOME TODAY!

Start quoting and booking policies on ForemostSTAR.com
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CHUG Disaster Hotline

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

GROW YOUR
MINNESOTA

BUSINESS!

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

www.icwgroup.com/join 952.258.9683

Workers’ Compensation 
Insurance

AccidentFund.com

COVERAGE TO COVERAGE TO COVERAGE TO 
PROTECTPROTECTPROTECT WHAT  WHAT 
YOU CARE YOU CARE YOU CARE 
ABOUT MOSTABOUT MOSTABOUT MOST

encova.com

Affordable protection in an ever-changing world.

REAL PEOPLE. 
REAL ANSWERS. 
REAL QUICK. 

800.873.4552 | PHLY.com
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to our 2020 MIIAB Partners

Encompass Insurance Company
Foremost Insurance Group

NAU Country Insurance

Northern States Agency
Risk Administration Services

RPS

Accident Fund
AmTrust North America

Badger Mutual Insurance
Berkshire Hathaway GUARD Insurance

Brownson PLLC
Burns & Wilcox
Chubb Group

CNA Insurance
ENCOVA

ePayPolicy
Erickson-Larsen, Inc.

FIRST Insurance Funding
Great Northwest Insurance Company

Hippo Insurance
ICC Restoration & Cleaning Services

ICW Group Insurance Companies
IFC National Marketing, Inc. 

Imperial PFS 
Katapult Network

Kemper Personal Insurance
Meagher + Geer, PLLP

Midwest Family Mutual 
MN Workers Comp Insurers Association

Philadelphia Insurance Companies 
Premco Financial Corporation 

Prime Insurance Company 

R-T Specialty, LLC.
ServiceMaster & Superior Construction

Society Insurance
State Auto Companies

Sunbelt Business Advisors 
The Hanover Insurance Group

Tomsche, Sonnesyn & Tomsche, PA
Travelers Companies, Inc.

United Fire Group
Westfield Insurance

Workers Compensation Specialist

MN Independent Insurance
Agents & Brokers Association

®

PLATINUM

GOLD

SILVER

DIAMOND

Thank You


