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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

Thankfulness in Challenging Times

Imagine being born in 1900.  At the age of 14, the United States begins World War I which lasts 4 years and 
kills 22 million people.  When you are 18, the Spanish Flu Pandemic lasts 2 years and 50 million people die.  At 
the age of 29, the global economic crisis begins with the collapse of the New York Stock Exchange leading to 
the Great Depression.  When you are 33 years old, the Nazi’s come into power in Europe.  At 39, World Ward II 
begins and lasts 6 years with 60 million people dead.  When you are 52, the Korean War begins.  As you turn 
64, the Vietnam War begins and lasts 11 years until 1975.  Most of us have only heard stories about these many 
events and cannot imagine living through them.  Amid COVID-19, it is important that we put things into 
perspective and be thankful for the things that we still have and can do.  

During the Thanksgiving holiday, it is easy for me to reflect on many things to be thankful for.  As members 
of the MIIAB, we have a terrific staff and board that has led us through this difficult time with COVID-19.  They 
have been on the forefront to keep our offices open, to gather necessary information and distribute it to 
us, keeping continuing education available for our agents and working with the Legislature protecting our 
businesses.  

I am also thankful for all our invaluable company partners.  Although we were not able to meet in person this 
Fall, we were able to schedule virtual meetings with them.  We are very thankful for their flexibility and most 
importantly, thankful for their partnership.  

As I am sure many of you are, I am also thankful for all the employees, staff, and colleagues at my office.  My wife 
Joy has been tasked with the difficult challenge in providing the necessary tools and safety precautions to our 
entire office to maintain our business.  With her direction, our staff has done a terrific job with the disruption 
caused by COVID-19.  From testing, contact tracing and quarantines, I am sure many of you experienced 
something related.  Although difficult and challenging at times, we will all persevere to continue serving our 
customers.      

As we near the Christmas holiday, it is easy to get caught up in the things we 
are not able to do this year or the people we are not able to see.  We will miss 
the holiday reception for the MIIAB and many other parties that each of us 
partake in on a normal year.  But try not to focus on what we cannot do, but 
rather what we can be thankful for.  As illustrated earlier, it could always be 
worse.  We will make it through this situation.  And if we do it the right way, 
we will be even better and stronger because of it.  Be well and stay Safe!

Happy Holidays!

Your President, Chad W. Ostermann 
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27 Years and Counting
Unlike many other carriers, West Bend 
believes in the value of long-term 
relationships. That’s why many of our 
personal lines underwriters, like Kim, 
have worked with their agents for so 
long. Her agents know her well and 
depend on her to work with them 
to write the best business. And that 
makes the relationships that much 
stronger.



Covid-19 Heats Up and So Does Our Communication with Our 
Membership

It seems like Deja-Vu…remembering back to April and May where the COVID-19 pandemic began to infest 
the state of Minnesota, causing all of us to look at different ways to conduct our businesses and serve our 
members and your clients.  Today, more than 9 months later, we are continuing to deal with a new wave of 
the pandemic that has caused us to further look at more effective ways to conduct our businesses.  While 
your association has fought to keep your insurance agency an “essential business” we have made sure that 
you could conduct your business in a timely manner, keeping all your agents licensed and their continuing 
education current throughout these crazy times.  Amy Rau, Education Director, has converted all of our in-
house education to webinars in order to provide you the opportunity to keep your agency educated and 
compliant with the Department of Commerce.  This was a challenging task for Amy and the many people 
that she had to work with to get this done.  Today, we have scheduled all of our education through May 2021 
utilizing the webinar format.  We hope that as we move into the summer months, we can bring back our in-
person education as the health environment improves.  

We all know that we have all had to change our way of doing business in our agencies and in managing the 
activities of the association.  We hope that you all are taking advantage of the webinars we are bringing to 
you.  It will be exciting to again begin seeing people face to face in the near future.

Legislative Changes On the Horizon - Federaly and Locally
As the elections at a state and federal level are coming to a close and the dust settles, we are very aware of 
the many changes that may arise in next years legislative sessions in St. Paul and in Washington D.C.  As you 
know, the IIABA has one of the best governmental affairs teams in the country that will be looking after your 
interests on a federal level.  In Minnesota, our lobbyist, Robyn Rowen, will also be monitoring the potential 
changes that can affect your agency business and informing the MIIAB board and membership on 
actions that need to be taken to educate the legislators on the effects of proposed legislation 
when it comes to your agency and your consumers.

Not to be alarming, but, there may be some adverse legislation introduced that could have a 
major impact on your agency, the companies you do business with, and the clients you serve.  
As the legislative session unfolds, we will keep you informed of these proposed bills.

Dan Riley
driley@miia.org Executive VP Message

Executive VP Message continued on page 9

mailto:driley@miia.org
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No turtles were harmed during the making of this ad.
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MIIAB Leadership Conducts Its Annual Meetings with our Carrier 
Members and Vendors

Over the past 12 years the leadership of the MIIAB has made a conscious effort to visit all of your company 
partners in their corporate headquarters throughout the Midwest.  With the restrictions in face to face 
meetings, we’ve moved to virtual options.  The good news is that all of your insurance company partners have 
graciously accepted our invitation by meeting with us virtually to discuss industry issues and the future of the 
independent insurance agency business.  To see a current list of those companies and vendors that support 
you and the MIIAB go to page 46.  As we stated above, the way we do business has changed and therefore, 
we’ve had to adapt to ensure that we recognize all of the insurance companies and vendors who support the 
MIIAB and its members.  Because we had to move away from our annual in-person EXPO, we have developed 
several videos promoting our partners.  You will be seeing these videos during some of our webinars. In these 
videos, we are asking our members to support those companies who support our industry.  I hope you will 
enjoy the way we are highlighting our partners.  Please support them when you can.

Remember, MIIAB is “Always Here For You”.

Executive VP Message continued from page 9



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 
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Western National Insurance Group announces that Stuart Henderson, Chief Executive Officer, has been 
inducted into Insurance Business America Magazine’s 2020 Hall of Fame.

"The insurance industry, at its core, is about people – a fact that has never been more apparent that 
this year, in the middle of a global pandemic that has tested every area of the industry," write IBA 
editors in the 2020 Hall of Fame special report. "The 26 insurance professionals who make up IBA's 
fourth annual Hall of Fame have tirelessly given their time and expertise to the industry for more than 
35 years; along the way, they've improved the lives of countless insureds and have leveled the playing 
field for the colleagues who came after them."

In 2001, Stuart Henderson joined Western National Insurance as President and CEO. He continues 
to make outstanding contributions to the company, to the insurance industry, and in the Greater 
Minneapolis-St. Paul community. Preceding Western National, Stu worked in the private law sector 
in Albany, NY, specializing in Insurance Defense. From there he transitioned to Farm Family Casualty 
Insurance Company in Albany, where he held various management positions in P&C and Life Insurance, 
and managed the subsidiary brokerage operation. Stu then spent time working as a corporate officer for 
Gerling Global Reinsurance Corporation of America in New York, NY in underwriting before assuming 
the role of Senior Vice President and General Manger for their fronting company.

“It has been a great privilege to be part of the growth and development of the insurance industry over 
the past three decades,” said Henderson. “I have had the opportunity to build many lasting relationships, 
share my knowledge and experience with others, and hopefully, impact meaningful change. It is truly 
an honor to have my commitment to the insurance industry recognized by being named to this year’s 
IBA Hall of Fame.”

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

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

moving are those with calloused hands and hard 

hats. At AMERISAFE, our duty is to keep these 

workers protected.

WORKERS’ COMP IS ALL WE DO. 
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Proactive Claims 
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Safety Training 
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NurseCare 
Hotline

Pay-As-You-Go 
Premiums

Member 
Retention Rate
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Insurance Company Operations (Webinar)
1/20/2021 8:00 am - 1/21/2021 5:00 pm

Ruble Graduate Seminar (Webinar)
2/3/2021 8:00 am - 2/04/2021 5:00 pm

Commercial Property (Webinar)
3/3/2021 8:00 am - 3/04/2021 5:00 pm

Agency Management (Webinar)
4/7/2021 8:00 am - 4/08/2021 5:00 pm

Commercial Multi-Line (Webinar)
5/5/2021 8:00 am - 5/06/2021 5:00 pm

Personal Residential (Webinar)
1/7/2021 8:00 am - 4:30 pm

Elements of Risk Management (Webinar)
1/14/2021 8:00 am - 4:30 pm

Personal Lines Miscellaneous (Webinar)
1/28/2021 8:00 am - 4:30 pm

Dynamics of Service (Webinar)
2/2/2021 4:30 am - 8:00 am

Commercial Property (Webinar)
2/10/2021 4:30 pm - 8:00 pm

Commercial Casualty I (Webinar)
2/11/2021 8:00 am - 4:30 pm

Personal Auto (Webinar)
2/23/2021 8:00 am - 4:30 pm

Agency Operations (Webinar)
3/11/2021 8:00 am - 4:30 pm

Commercial Casualty II (Webinar) - BAP, WC, Excess Liability
3/17/2021 8:00 am - 4:30 pm

Personal Residential (Webinar)
4/1/2021 8:00 am - 4:30 pm

Life & Health Essentials (Webinar)
4/6/2021 8:00 am - 4:30 pm

2021 CIC and CISR Classes are Now Available!

REGISTER FOR CIC
WEBINARS

REGISTER FOR CISR
WEBINARS

https://www.miia.org/Education/Pages/CIC/CIC_Live_Webinars.aspx
https://www.miia.org/Education/Pages/CISR/CISR_LIVE_WEBINARS.aspx
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Fairfax Agcy, LLC

Glenn Carlson
Corporate 4 Insurance Agency
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First National Agency of Coleraine

Bruce Christensen
Christensen Group, Inc.
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Maguire Agency
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Essig Agency
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Essig Agency

Roberta Gibbons
Dyste Williams Agency

William Goeman
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April Goodin
Association Services Company

Donald Hansen
Murrayland Agency, Inc.
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Corporate 4 Insurance Agency
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Darian Hunt
House of Insurance Agency, Inc.

Cynthia Johnson
Corporate 4 Insurance Agency

Kerry Knakmuhs
Knakmuhs Tracy Insurance Agency

Alisa Lamb
Stein Agency, Inc.

Jay Larson
Advance Insurance Agency

Dwight Lewis
Corporate 4 Insurance Agency

Scott Michaletz
Kato Insurance Agency

Mark Moores
Moores Insurance Management, Inc.

Jay Nesbit
Nesbit Agencies, Inc.

Ross Nesbit
Nesbit Agencies, Inc.

Chad Ostermann
M & M Insurance Agency, LLC

Thank you to our 
members for supporting
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Oakwood Insurance Agency, Inc.
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Marshik Insurance Agency

Daniel Riley
Association Services Company
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RIG Metro Insurance
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Corporate 4 Insurance Agency

Aaron Sorenson
Insurance Brokers of MN, Inc.

James Stein
Stein Agency, Inc.

Norman Strehlow
Insurance by Strehlow

Jean Sundlof
Kraus Anderson Insurance
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North Risk Partners - Insurance Advisors

Hal Tiffany Jr 
Hal Tiffany Agency Inc

Karen Van Baak
Van Baak Agency

Theresa Voxland
Lindfors Agency
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Winona Agency, Inc.

James Werdin
Corporate 4 Insurance

Val Wojtysiak
Reliable Agency Inc

Nicholas Zitek
Zitek Agency

We Raised

$13,383.17
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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.

AUTO | HOME | FARM | BUSINESS

DEPENDABLE COVERAGE
DEPENDABLE CLAIMS SERVICE  
Your restaurant customers can trust Grinnell Mutual’s Businessowners policy to 

deliver customized coverages that fit their business, and a claims team that’s 

there when they need them. That’s how we build relationships that last.

Agents, contact your underwriter for details. 

Trust in Tomorrow.® Learn more today.
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You understand 
your clients. 

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

We know your clients’ needs are unique. 
That’s why we work with you to customize 
coverage exclusively for them. 
Talk to your territory manager or visit 
LibertyMutualGroup.com/Business or Safeco.com 
to learn more. 
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Products underwritten by Nationwide Mutual Insurance Company and affiliated companies. Columbus, OH. Nationwide and the Nationwide N and Eagle are service marks of Nationwide Mutual Insurance Company. ©  2018 Nationwide 7143411

 

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

 

For your
taking care of 
what matters 
side, there’s
Nationwide.
AUTO  |  HOME  |  BUSINESS  |  LIFE  |  FARM  |  RETIREMENT
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Whether you’re new to working remotely or have been doing it for years, you know one thing is true: Giving 
virtual presentations via Zoom and other online meeting platforms can be a challenge. Many professionals feel 
that online meetings lack the excitement and passion that comes naturally during face-to-face communication. 
And they’re right! 

The fact is that energy is contagious. When you’re speaking to a live audience, whether it’s a group of 5 or 500, 
your adrenaline is high and your presentation reflects that excitement. Unfortunately, it’s difficult to mimic that 
feeling when you’re giving a virtual presentation in your bedroom with perhaps your sleeping cat stretched out 
diagonally on your bed. In that instance you might suddenly feel “sleepy” too and you might start behaving this 
way. You may even speak in a whisper so you don’t wake the cat! While stillness and calm are great skills to use for 
your meditation practice, they won’t win the hearts and minds of your listener on any virtual platform.

So, what is the secret to giving high impact virtual presentations? Use more energy! Create a stimulating virtual 
meeting by infusing excitement into both your content and your delivery. Remember that the purpose of your 
virtual presentation, just like your live presentation, is keeping your audience engaged and involved.  If you focus 
on the idea that it is your job to keep your audience interested in both the message and the messenger, then you 
will take the necessary steps to make that happen. 

Here are a few energy-boosting tips to keep in mind:

1. Make time to prepare your content: Develop your virtual meeting content the same way you would for a 
live presentation—well in advance. Don’t let the casual physical environment of home dictate a laissez-faire 
attitude. If you don’t plan, you and your message may sound disorganized and unconvincing. Structure your 
virtual presentation in three distinct parts with an Opening, Body, and Close. When you plan your Opening, 
start with a “Hook,” establish a clear purpose, and develop an agenda. Then develop The Body—the “meat 
in the middle” where the action really happens—by including stories, examples, data, statistics, and graphs. 
Bring your presentation to a Close by summarizing what you have covered and asking for action.  Remember, 
the way you structure your message is critical not only to helping your listeners follow along but also to 
keeping them engaged and connected. 

2. Disrupt the pattern: Pattern Disruption is a concept that works well in virtual presentations. The idea is to 
disrupt the normal flow of information so that listeners are taken by surprise or jolted out of their complacency. 
Because of the flat 2D format, virtual presentations have to be “made” exciting, and pattern disruption is 

Get Energized!
5 Tips to Create 

Energy inYour Virtual 
Presentations

By Angela DeFinis
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one strategy that never fails. What can you do to disrupt the ever-boring nature of the predictable “data 
dump” presentation? Tell a vivid story, share a startling statistic, show a mind-altering image, raise your 
voice, or quicken your pace. While you don’t have as many skills and techniques available to use in a virtual 
presentation, you still have enough; and if you use them in creative ways you can rouse your listeners and 
hold their attention. Aim to disrupt the pattern every 4-5 minutes. When you plan these disruptions as part 
of your content, you’ll quickly have your listeners eating out of the palm of your virtual hand. 

3. Prime the energy pump. Your physical, vocal, and verbal skills will go a long way in helping you create 
and maintain energy throughout your virtual presentation. Use them! Prior to your presentation jump-start 
your physical and vocal energy by warming up. Speak in a loud voice, practice tongue twisters, sing a song, 
take a walk outside or around your house, go up and down stairs, make faces in the mirror … do anything 
to get your heart rate and your energy up. If you speak loudly and move quickly, you will do more to create 
performance energy than you imagine. And don’t forget to smile and raise your eyebrows right before you 
sign on. If you’re happy, tell your face!

4. Organize and clean out your work space. Clutter is energy draining; organization is energy boosting. 
Therefore, remove all coffee cups, golf clubs, electric guitars, dog beds, dirty laundry, games and puzzles. 
Create one area, no matter how small, that is yours and that you can keep organized, neat, and clean. If you 
can’t keep a neat space use a green screen background of a “faux” organized office space. 

5. Work with other family members to set boundaries on private work time. Unfortunately, family or 
housemates can be a big energy drain when you’re presenting.  Develop a system of ‘red, yellow, green’ and 
announce what kind of meeting you are entering. Red is highly important (new customer meeting) and that 
means everyone needs to be quiet and not interrupt. Yellow is less important (work team meeting) but still 
quiet is required. Green (close colleague) means anyone can come into your space and you will not have to 
apologize to the person you are talking to. Setting boundaries with a color code will help everyone know 
the rules and follow them. When you don’t have to focus on anyone else, you can focus on sustaining your 
energy throughout the presentation.

When conducting virtual meetings, you simply can’t depend on the stimulating influence of outside energy to 
give you the boost you need to perform. But you can use the time-tested tools of planning, preparation, and 
practice to help do the job for you. Use these best practices. And whatever you do, don’t let the cat fall asleep in 
your workspace. 

ABOUT THE AUTHOR:
Angela DeFinis is President of DeFinis Communications. The company offers executive speech 
coaching, presentation skills training, and virtual video conferencing training. Through corporate 
sponsored and public programs, the firm’s unique skill building approach helps business 
professionals become poised, polished, and powerful communicators capable of leading 
effective meetings and delivering compelling presentations. To learn more about the firm’s 
training programs and coaching services, please go to www.definiscommunications.com
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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



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
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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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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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The panel counsel attorneys from Swiss Re Corporate Solutions average almost 25 years of experience in 
defending insurance agent's E&O claims.  They have seen the good, the bad, and the ugly.  We asked them to 
provide their thoughts on the common errors they see agents make, causing them to be involved in an E&O 
claim. Review the items listed below and take stock of your agency's performance and if there are areas of 
improvement needed to prevent these errors.

Most Common  Errors Attorneys See When Defending Agents

•	 Attempts to negotiate with the carrier on behalf of the customer after the denial of a claim

•	 Failing to document coverage discussions,including higher limits

•	 Lack of timeliness in delivering the policy to the customer

•	 Failing to comprehensively document telephone conversations with customers

•	 Lack of compliance with carrier requirements in placing coverage

•	 Failing to follow  internal steps outlined in the agency's procedures manual

•	 Lack of communication in understanding the customer operation or coverage needs

•	 Failure to respond in a timely fashion to customer inquiries and questions

•	 Dabbling- getting outside of the agents expertise

•	 Not identifying differences in coverage when renewing a policy on a different policy form

•	 Making coverage determinations on behalf of the carrier

•	 Failing to discuss updating coverage as their customer grows

•	 Not getting signed applications from their customers

•	 Holding yourself to be an expert or risk manager when you are not

•	 Lack of knowledge of the product they are selling

•	 Overstating or misrepresenting the products coverage

Preventing  E&O  Claims 
An  Ounce of Prevention  Equals  a Pound  of Professionalism

Ben Franklin  said "an ounce of prevention  is worth  a  pound of cure."  Unfortunately,  in our imperfect and  
hectic world  we often  lose sight of being proactive  and are  more  reactive.   We asked the  panel counsel 
from  Swiss  Re Corporate Solutions what agents could do to prevent  E&O claims or at  least to get them  
resolved quickly.   Below are their responses for your  review to see how your  agency stacks  up.

Most Common  Agent 
Errors  Attorneys  See

By Mark Shackelford, Swiss Re Corporate Solutions
Westport VP Underwriting
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Meet Curt, one of our Farm-Ag experts. He and others on his team were farm 
kids themselves, so they’ve got firsthand, practical knowledge about a farmer’s 
insurance needs. It’s the born-and-raised kind of expertise we look for in a team. 
And they’re supported by our caring claims group so your clients can get back 
to the work at hand, just like they’ve done for generations.

CURT
• Knows a skid 

steer from               
a black angus

• Solid Midwest 
work ethic

• Two decades 
of insurance 
experience

An original farm boy

SECURA Farm-Ag. It’s how you grow.  
secura.net/farm-ag Commercial | Personal | Farm-Ag | Specialty 
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Take a  moment and get  PROACTIVE  by sharing these with your  staff and talking about this  list at your next 
staff meeting.   It will  be worth the time  because not only will these  best  practices  help reduce your

E&O exposure  but can also improve your  profitability  and professionalism. Best  Practices To Prevent  E&O  
Claims or Get Them  Resolved  Quickly:

•	 Understand  the standard  of care owed to your  customer and how this  may vary depending on the 
state  in which  you are  doing business  Maintain  standard  agency  procedures that address each 
type  of customer transaction

•	 Audit to ensure standard  agency  procedures  are adhered  to by all agency staff, and that file 
comments are at the  professional standard  desired  by your  agency

•	 Thoroughly document customers files with  requests for coverage,  both  offered  and rejected

•	 Use surveys/coverage  checklists to identify customer's  exposures  and to document the acceptance 
or rejection  of coverages

•	 Voice mail, email, fax, or other electronic communication  should contain  a  disclaimer stating 
coverage cannot  be bound without speaking with  a  licensed  representative

•	 Implement a  standard  procedure  to review  policies and endorsements for accuracy,  recognizing 
that non-admitted  policies in particular may contain  non-standard  coverage conditions or exclusions

•	 Deliver policy on a timely basis and document  policy was delivered  while also including  language 
your customer to read their policy to ensure that is in  accord with  the  insurance  ordered  by the 
customer and to contact your agency if any changes are desired.  (Note: State  laws  may require 
varying levels of delivery  confirmation)

•	 Utilize the  agency management system  at all times and for all communications/correspondence

•	 Send  written  correspondence to customers confirming declined  coverages

•	 Include  disclaimers on all  coverage summaries and policy delivery  correspondence.

•	 Example  language:   PLEASE  READ YOUR  POLICY CAREFULLY: This is a  proposal  (or summary)  
provided  for illustration  purposes only;  it  is  not a  legal contract.  It  is  provided to facilitate your  
understanding of your  insurance  program.  Please  refer to the  actual policies for specific terms, 
coverage,  conditions,  limitations and exclusions that will govern the event of a  loss. Specimen  
copies  of all policies  are  available for  review  prior to the  binding of coverage.  In  assisting you 
with  your  insurance  needs we have been dependent upon information  provided  to us by you.  If 
there  are other areas that  need to be evaluated  prior to binding of coverage,  please bring them 
to our attention. 
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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.

It has been almost eight months now, and our agency employees are still working from home.  I’m a CSR in personal lines, 
and for some of us who have been with the agency a long time, I don’t see a problem.  A few of us have worked from home 
even before COVID-19, and it works very well.  But over these last months, the agency has had to hire two new CSRs in our 
department.  Both of them had some previous experience, so training was minimal.  But now that they have been here a few 
months, I’m getting worried.  They are just not doing things the way we have always done things in the agency.  We have a 
few written procedures, but they really aren’t up to date and they don’t cover everything.  We had been talking last year about 
updating the procedures, but then COVID happened.  How can we make sure things are being done right when we don’t 
expect to return to the office until after the first of the year?
Brenda, Michigan

Brenda, I’m glad you wrote about this, as I suspect you are not the only agency with this concern.  With everyone working 
remotely, it has been a little more challenging for new employees to “shadow” another for long periods of time, or to call out a 
quick question to the person sitting across from you.  It is certainly understandable that employees with previous experience 
revert to doing things the way they have been comfortable with doing them in the past.    

I believe you hit the nail on the head when you mentioned the written procedures.  All employees need clear guidelines 
for completing workflows and handling specific situations when they arise.  This is especially true for new employees, even 
if they have had previous experience.  Every agency has different ways of handling things, and written procedures clarify 
management’s expectations in each area.  Good written procedures include not only the steps needed to perform each 
function, but also agency “standards” which raise the bar on performance.  Agency standards also help minimize E&O exposure.

Even though your employees may not return to the office for months yet, it is still possible to work on updating procedures 
remotely.  Depending on the size of your agency or department, you could appoint employees to work in teams of no more 
than 5 on assigned workflows.  This can be done with any video conferencing program which allows you to screen share as 
you go through each workflow, obtaining input and agreement for each step and standard.  Managers should be involved to 
assure that agency values are met.  Limit meetings to 1 or two hours once or twice a week so that the project does not interfere 
with other work. 

Over the last several months, I have worked remotely with a number of agencies to help them update their procedures or 
develop them from scratch.  In most cases, the projects can be completed in a matter of weeks using this method.

With everyone working remotely, it is more important than ever to have up-to-date written standards and procedures. This is 
one of your best safeguards against errors that could lead to an E&O claim.

 

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.
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All in the DysfunctionAl fAmily

GenerAtionAl Business fAils AnD 
WhAt to Do ABout them

By Kate Zabriskie

Anyone in a family business knows that according to many statistics, the chance of the business surviving declines with each 
handoff to the next generation. What causes the drop off? Among the myriad of reasons, times change, dedication levels 
vary, and talent isn’t always genetic.

If you’re in family business, do any of the following sound familiar?

Granddaddy toiled day and night. He adored his work and never stopped with the new ideas. Most of his creations met with 
tremendous success. He just had a knack for knowing what the public wanted. My uncle, on the other hand, has practically 
run the place into the ground. He’s got an idea a minute. Unfortunately, almost everything he dreams up is a dud.

This place certainly has an us-versus-them feel. If you’re family, you get away with murder. If you’re not, the rules are the 
rules. I’m sick of it. The culture shifted when Jenny married Greg, and he started working here. I’ve dedicated years to this 
company, and it breaks my heart to see how an entitled spouse has practically ruined it. You think Jenny would know better.

Since we were in the cradle, Mother has had us on a path to take over the reins. My brother and I know the business inside, 
outside, and everywhere in between. Perhaps familiarity breeds contempt. Because as the years go by, I see my options 
slipping away. I’m only 23. Maybe I’ll get the courage before the end of the season to tell my parents I’m leaving to go to law 
school.

Family dysfunction junction is no picnic. It’s even worse when people’s livelihoods are at stake. The longer any issues have 
gone unchecked, often the more severe they become. But there is good news, it’s almost never too late to confront a 
problem.

Dysfunction Symptom Number One: The people currently in charge are running the business as usual but not innovating. 
Status quo will lead to hanging a going-out-of-business sign on the door.



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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Correction Strategy: Not everyone is a driver, nor does just anybody have the creative spark to carry the torch when 
a dynamic owner steps down. Fortunately, inside this dark cloud of bad news hides a silver lining. Nothing mandates a 
company to home grow its top talent. If you’re not suited to the top spot, hire it out. You won’t look weak, you won’t have 
to give up control of your legacy, and you’ll look smart and humble as you position your organization for future success. 
Nervous about an outsider? There are many ways to get a fit right. Be specific about what you’re looking for, focus on culture, 
and find someone who is good at the parts of the business where you don’t excel.

Dysfunction Symptom Number Two: The rules don’t apply to everyone the same way. Blood relatives and/or their spouses 
take advantage of family membership, and it’s negatively impacting culture, morale, and attitudes.

Correction Strategy: Addressing this dysfunction requires some tough love and may hurt feelings. When you decide to 
address the problem, have your data ready, and come prepared with plenty of examples. Obviously, the confrontation 
conversation is easier if you have power. When you don’t, your approach may need some adjustment. 

No matter your version of the entitlement dysfunction, one factor is almost certain; this dysfunction is not going to self-
correct. At some point you’re going to have to address bad behavior.

Dysfunction Symptom Number Three: Some of the family work on vacation and others vacation at work. 

Correction Strategy: Start by making rules and goals visible and measurable. State the obvious to ensure everyone knows 
what’s expected. Then, review goals and any rule violations regularly. Sometimes additional structure and sunlight can go a 
long way toward correcting an imbalance. Of course, if that doesn’t work, it may be time to talk about a pay-for-performance 
structure, a split of some sort, or even a buyout. When tackling this challenge, you need to consider your interactions outside 
the business. Do you still want to have Thanksgiving with these people? Regardless of your answer, the greater relationship 
ecosystem should inform your decisions.

Dysfunction Symptom Number Four: The kids want to join the business but see it more as a meal ticket than a career 
move.

Correction Strategy: Many families that have successfully passed the stewardship of their enterprise from one generation 
to the next know the value of putting people to work outside the business before they earn a spot on the inside. While 
nothing is wrong with a short summer stint or afterschool job, if junior hasn’t started as a full-time employee, consider 
creating a work requirement. If you adopt this strategy, not only will you get someone who has had to earn a paycheck 
without the cache of the family name, you will have someone who has seen something different that your way of doing 
business. 

Dysfunction Symptom Number Five: The next generation has little to no interest in the business.

Correction Strategy: Sometimes it’s best to hear “no” the first time. After all, do you care more about the business or about 
your children having the opportunity to pursue their professional passions and goals? Yes, it’s sad when after a lot of years 
the legacy stops, but it’s sadder still when forced participation ruins something beyond the business. The bottom line: when 
your offspring want to jump ship, hear the message and throw theme a life raft.

If you’ve encountered a problem in the family business, you know firsthand that knots rarely untie themselves. In fact, many 
get tighter and bigger as time goes by. So, if you’re dealing with one of the dysfunctions described above or something else, 
now’s the time to start planning a correction strategy and setting a timetable to execute it.

ABOUT THE AUTHOR:
Kate Zabriskie is the president of Business Training Works, Inc., a Maryland-based 
talent development firm. She and her team help businesses establish customer service 
strategies and train their people to live up to what’s promised. For more information, visit 
www.businesstrainingworks.com
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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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Do you ever feel like there is way too much appreciation going on in your workplace? If you said no, you’re not 
alone. Your team would probably say the same thing. 

A Gallup survey revealed that 65% of employees haven’t received recognition in the last year. This directly 
correlates to the studies that consistently report that 2/3 of American workers are disengaged. 

Employees who don’t receive recognition are 51% more likely to look for another job; are less motivated to 
produce more and better work; and they are less likely to respect you as a leader. 

It’s easy to see that one of the most important communication skills in a leader’s skill kit is the ability to give 
positive feedback. This is also one of the most underdeveloped skills for many leaders. The reason is that some 
leaders just don’t know where to start. 

Here are the 5 most common questions leaders have about giving praise:

Why should I praise someone for just doing their job? 

Two words – positive reinforcement. Do you want them to keep doing their job? Keep this phrase in mind: what 
gets rewarded gets repeated. If you want them to keep doing their job let them know that their work is appreciated. 

One study concluded that 81% of employees would produce better work more often if they received personal recognition 
for their efforts.

That seems like a good return on investment for a few sincere words of appreciation.

I don’t need praise, why do they?

Who knows? Everyone has different internal drives that determine what motivates them. Recognition is one of 
the top motivators along with challenging work; growth opportunities; job security; being part of a team; and 
compensation. 

If you happen to be motivated by growth opportunities you may not understand why someone needs a pat on 
the back. You might even think they are being needy. Beware. That kind of thinking is a barrier to your own growth 
and could hold you back from achieving your goals.

The best leaders understand that everyone is different and they meet people where they’re at without judgement. 

Why Do I have To PraIse 
someone JusT For DoIng 

TheIr Job? 
anD 4 oTher QuesTIons 

LeaDers have abouT 
aPPrecIaTIon

By Liz Uram
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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

So, who’s watching out for you?  
We are. At Arlington/Roe, we put the needs of our customers first. What does that look like? Well, it 
looks like experience you can trust, integrity you can count on, promises we stand behind and an 
independent and family-owned industry partner who understands your specific needs. Located in 
nine states and licensed in all 50, we’ve got your back.

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

You’re in the business of protecting others.
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How do I give praise without sounding phony?

The secret to meaningful recognition is to make it sincere, specific, and timely.

1. Sincere. This part is easy. If you are specific and timely and you are genuine with your praise you will 
automatically come across as sincere.

2. Specific. Instead of a generic ‘Good job!’, try saying ‘Thanks for taking the initiative to help John get that 
order out. I really appreciate your teamwork.’ The person is more likely to repeat the behavior when they 
know what the praise is for.

3. Timely. Say it as close to the event as possible. If you wait it loses its impact. Follow this rule for keeping your 
praise timely: when you see it, say it.

Should I praise in public or in private?

You should give your praise where the employee is most comfortable. However, many leaders are hesitant to give 
recognition in public. They worry that it will create jealousy or resentment. Forget those fears.

One benefit of praising in public is that it shows the lower performers what’s possible. It can actually be the shot 
in the arm they need to step up. Looking for opportunities to give shout-outs for positive behaviors, both big and 
small, in public creates a culture of appreciation. 

You might even notice team members praising each other which will result in increased morale and trust. One 
study showed that 90% of direct reports agree that team spirit is increased when the leader provides appreciation 
and support. 

How often should I offer praise? 

We know that once-a-year praise is not enough, but many leaders don’t know how often they should acknowledge 
good work. This is a good question because praising too often can be as bad as not praising often enough. Running 
around giving high-fives, thumbs up, and generic ‘thanks’ is exhausting for you and uninspiring to your team.

A good rule of thumb is to provide positive praise to each person on your team once a week. I know what you’re 
thinking... some people aren’t doing anything worth praising on a weekly basis. Look harder.

Did your chronically tardy employee show up to the meeting on time? Let them know you appreciate their effort. 

What about the people who come in day after day and do their job? Nothing more, nothing less. They get the job 
done and you need them. Let them know you appreciate being able to count on them.

The benefits of appreciation are clear: increased retention; motivated team members who work hard; and respect 
for you as a leader. Start catching people in the act of doing things right. Who knows, maybe you’ll get the 
appreciation you deserve as well! 

ABOUT THE AUTHOR:
Liz Uram is a nationally-recognized speaker, trainer, consultant, and author. She equips leaders with the tools 
they need to communicate like a boss so they can make a bigger impact, get better results, and motivate 
others to do their best.  With 20 years of experience, she’s developed systems that work. Uram’s written four 
books packed full of strategies leaders can implement to get real results, real fast. For more information, please 
visit www.lizuram.com
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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



Winter 2020 • The Minnesota News  43

©2020 Westfield. All rights reserved.

Because you believe you are  
            meant to do something more.

                  We believe in you.

westfieldinsurance.com
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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


