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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

MIIA EXPO WAS A GREAT SUCCESS!

I would first like to thank the entire staff of the MIIA for putting on a tremendous one-day 
expo at Mystic Lake Casino.  I was so excited to see friends, colleagues, insurance company 
personnel and the MIIA staff again.  The expo did not disappoint.  One of the most important 
parts of our membership is the comradery we all share with each other.  After going through 
the last 18 months plus of the pandemic, it is easy to be thankful for any opportunity we get to 
be together, especially at such a first-class event.  Thanks to all the people that participated in 
the ‘Pirate’ theme this year.  It was a festive way to celebrate being back together and allowed 
for some great prizes to be distributed in unique ways!

At the Expo, we were extremely fortunate to have a Cyber Liability Summit that included 
CE.  Cybercrimes continue to grow and have become a greater risk to our agencies and our 
clients.  We had several tremendous speakers at the event.  John Immordino from Arlington 
Roe was able to give industry perspective on the state of cyber liability coverage.  Matt Vatter, 
assistant commissioner of enforcement for the Minnesota Department of Commerce, was able 
give some insight into the new legislation that will affect many of our agencies.  In addition, 
Cyberfin presented ways to reduce the risk and exposure of cyber-attacks.  For most of us and 
our clients, our computers and technology are essential.  Now we must make the effort to 
protect our customers and information from hackers and criminals.  If you were not able to 
participate in the Cyber Liability Summit at the Expo, I encourage you to reach out to someone 
that was able to be there or the staff to get more information.  There will also be a summary 
video put together and distributed by the MIIA staff.    

I would also like to thank all the company partners that were able 
to be at the Expo.  Based on the amount of play boards stamped, it 
appeared that the companies had many visitors!  The partnership 
that the MIIA has with these companies is tremendous.  We are 
very grateful to have some of the best insurance companies in 
the world to work with here in Minnesota.  We look forward to our 
continued relationship with them.  

Your President,
Chad W. Ostermann
M&M Insurance Agency, LLC - Mapleton
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EXPO - Huge Success!

If you were able to make it to Mystic Lake on August 10th for our EXPO, you may 
have experienced one of our best EXPO’s EVER!  In spite of the summer date and 
pandemic resurgence, we had a FULL exhibit hall loaded with vendors and our 
insurance company partners! We also held a timely “Cyber Liability Summit”  with 
over 200 in attendance listening to experts discussing the new cyber law that went 
into effect on August 1st and how it is going to affect our agencies in Minnesota. 

All of our independent agent members, carriers and vendors were overjoyed to be 
able to get back together, catch up from the past two years, and reconnect with the 
people who make the independent insurance industry thrive.  If you were unable to 
be in attendance, we will have the “Cyber Summit” recording posted on our website 
soon.  There will be an option to view the full 3 hours or a condensed version of the 
main points.  Either way, this information is critical to running your agency business 
in a manner that meets state regulations and guidelines.   EXPO Highlights click 
image below.

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

continued on page 9

mailto:driley@miia.org
https://youtu.be/c7hlFau4emM
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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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New Branding Logo - Big I Minnesota

We’ve done something BIG here in Minnesota…we’ve gone back to our, very well known, name “Big I 
Minnesota”.  In the early days of the Independent Insurance Agents Association, the name “Big I” was 
used by members all across the country.  Over time, states started to differentiate with their own logos.  
And in more recent years, the Trusted Choice consumer brand was confused with the association brand.  
Through discussions with members in MN, the board made the decision to go back to our roots and 
officially brand the MN Independent Insurance Agents, “Big I Minnesota”.  This brand is also used by our 
national association, the Independent Insurance Agents & Brokers of America.  Our member agents 
will still continue to use the Trusted Choice logo as their consumer facing brand if they wish but your 
association will be known as the Big I Minnesota, representing the independent agency system here in 
our great state.  Thank you for your continued support!

If you’d like to download the logo, click on the images below.

® MINNESOTA

Member

MINNESOTA

®

Member

continued from page 7

https://www.miia.org/Resources/Pages/Big%20I%20MN%20Logos.aspx
https://www.miia.org/Resources/Pages/Big%20I%20MN%20Logos.aspx
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10/8/21 Maximizing the 
Value of Your Agency

Keith Payne, Sunbelt Business Advisors

How to best prepare your agency before it’s 
time to sell, along with how to get the most 
value from the best suited buyer.

11/17/21 You're Doing it Wrong - Utilizing 
HSA's Investment Opportunity 

Paul Scholz, Sr. VP Group Benefits, OCI Insurance Services

The attendee will walk away with knowledge 
on how to maximize their HSA for retirement 
and building wealth.  They will also have a 
deeper understanding of how to be a better 
consumer of healthcare.

Free to MIIA Members 
$39.00 for Non-Members 

REGISTER REGISTER
REGISTER

https://www.iiaba.net/education/preview.aspx?evt=37294
https://www.iiaba.net/education/preview.aspx?evt=37295
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Diamond Profile

There are over 2,500 property-
casualty companies in 
the United States. And 
according to Ward’s 2021 
benchmarking, Grinnell 
Mutual is one of the top 50. 

Between 2016 and 2019, we 
grew from the 114th-largest 
property-casualty company in 
the U.S. to the 108th-largest. 
Our products are available in 
17 states and we’re the largest 
reinsurer of farm mutual 
companies in North America.

That might be because 
even during historic events 
— a global pandemic and 
a devastating derecho 
that brought record losses 
— our productivity and 
customer service levels 
reached historic highs. 

We know that happy 
employees do great work, 
so we did everything we 
could to help our employees 
and communities when 
they needed it most. As a 
result of that commitment, 
we’ve been named an Iowa 
Top Workplace for 11 years 
running, one of only four 
companies that’s earned 
the designation every 
year it’s been available. 

And in 2021 Gallup named 
us one of its Exceptional 
Workplaces, a global 
award, finding that Grinnell 
Mutual demonstrated 
extraordinary commitment 
to its employees and its 
corporate culture during the 
most challenging of times.

Because uncertainty seems 
to be the one constant 
these days, being ready for 
anything is more important 

than ever. We’re moving 
ahead with our multi-
year, multi-million-dollar 
project to upgrade our 
technology with award-
winning insurance software. 
And with a new vision. 

We have doubled down on 
our strategic planning efforts 
— looking five, 10, 20 years 
into the future and thinking 
about how to keep growing 
and serving no matter 
what the world looks like.  

We’ve been around for 
112 years  — not just 
surviving challenges, but 
thriving amidst them.

Trust in Tomorrow.® Find out 
more at grinnellmutual.com.

FEATURED PARTNER
Grinnell Mutual

PRESIDENT & CEO 
Jeff Menary

COMPANY 
HEADQUARTERS

Grinnell, IA

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

COMPANY WEBSITE
www.grinnellmutual.com

Big I MN recognizes Grinnell Mutual as one of its 
Diamond Partners.  Big I MN Diamond Partners are the 
highest level of sponsorship to our organization.
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President & CEO 
Jeff Menary

Free to MIIA Members 
$39.00 for Non-Members 
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sfmic.com

Delivering positive, long-term results for employers.

The right fit for you. 

The right fit for your clients.

Exceptional
cost  
containment

Specialized  
claims  
management

Dedicated  
injury  
prevention
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Meagher + Geer, P.L.L.P. 
33 South Sixth Street, Suite 4400, Minneapolis, MN 55402 
Office: 612.338.0661 |  Fax: 612.338.8384 | meagher.com 

© 2021 Meagher + Geer, P.L.L.P. 
 

 
Cybercrime Awareness for Agencies  

  
                                                         August 2021 

                                                           By Aaron Simon1 
 
When agents and agencies think about cybercrime they tend to focus on the 
various Cybercrime products they may offer to sell to their insurance 
customers. However, agents and agencies should also be concerned about 
cybercrime attacks against them. Agents and agencies have access to a 
significant amount of personal and financial information concerning their 
insurance customers’ clients. Cybercriminals know this and thus may target 
agents and agencies. 
 
 
Agents and Agencies should be vigilant in this regard and make sure to protect 
against Cyberattacks. Some ways Agents and Agencies can protect against 
Cyberattacks are: 
 

1. Require use of strong passwords and that passwords be changed regularly; 

2. Keep up to date on major security breaches; 

3. Cybersecurity Hardware using a VPN-capable firewall; 

4. Consider using Security keys with Passwords; 

5. Using Multi-Factor Authentication; 

6. Use a Password Vault; 

7. Auto-Updates – Keep your software updated; 

8. Malware scanners; 

 
1Aaron Simon is a litigation attorney with the law firm of Meagher + Geer, PLLP.   He is admitted to practice law in State and 
Federal Court in Minnesota, Wisconsin, and North Dakota.  A large focus of Mr. Simon’s practice involves representing insurance 
agents and agencies and handling insurance coverage matters. Mr. Simon is also an approved insurance agent CE instructor and 
approved insurance agency risk management auditor.  Mr. Simon is a member of the Minnesota State Bar Association, the Hennepin 
County Bar Association, the Wisconsin State Bar Association, the Minnesota Defense Lawyers Association, the Defense Research 
Institute, the Professional Liability Defense Federation, and the Professional Liability Underwriting Society. To learn more about 
Aaron, go to: https://www.meagher.com/our-people/aaron-m-simon/ 
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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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Meagher + Geer, P.L.L.P. 
33 South Sixth Street, Suite 4400, Minneapolis, MN 55402 
Office: 612.338.0661 |  Fax: 612.338.8384 | meagher.com 

© 2021 Meagher + Geer, P.L.L.P. 

9. Full-disk encryption; 

10. Cybersecurity training and awareness for your staff; 

11. Locking computers when not at desk; 

12. Lock down your IP addresses, secure DNS and protect against DDOS; 

13. Back up your systems; 

14. Software and Hardware Asset Control including restricting Administrator access for users on 
local machines; 

15. Audit Log Management using a SIEM or CyberSOC; 

16. SPAM protection for E-Mail; 

17. Web content filtering; and  

18. A Formal Information Security Program using Center for Internet Security Controls – see 
https://www.cisecurity.org/. 

Of course Agents and Agencies should also practice what they preach to their customers and make sure they 
have good Cybercrime insurance coverage. 
 
 
 
 
In addition to representing Insurance Agents and Agencies and other professionals in litigation and 
regulatory matters, Mr. Simon also represents Agents and Agencies (and other professionals and business 
owners) in transactional matters such as policies and procedures review, contract review, business structure, 
businees sale and/or transfer, and related matters. If you have a legal question or need some legal 
transactional or buinsess development consutling advice please feel free to reach out to Mr. Simon at 612-
386-4617 or asimon@meagher.com. Initial consultations are always no charge. 

 
The information in this article is intended only for general informational purposes. No attorney-client 
relationship is created by presenting this information. You should always consult with your own 
attorney regarding your own specific circumstances. 
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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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Insurance solutions for small, medium and large businesses. 
Competitive pricing, multi-product discounts, and easy 
submission process! Visit www.guard.com to see what we 
can do for you.

Commercial  
Insurance Solutions

Commercial Lines Targeted Classes:
•  Artisan Contractors
•  Auto Services
•  Habitational
•  Hotels/Motels

   Businessowner’s
   Commercial Auto

   Commercial Umbrella
   Workers’ Compensation

 Pay-As-You-Go options with  
 over 200 payroll partners!

•  Lessor’s Risk
•  Light Manufacturing 
•  Professional Offices
•  Restaurants

•  Retail Stores
•  Services Industries 
•  Wholesalers &  
    Distributors

AmGUARD • EastGUARD • NorGUARD • WestGUARD

This information is intended to provide a general overview for marketing purposes. Not all Berkshire Hathaway GUARD Insurance Companies 
provide the products described herein nor are they available in all states.  

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

*Policyholder retention rate based on voluntary business that we elected for renewal quote:  94.4% in 2020.
© 2021 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.

amerisafe.com - 800.897.9719

5473 - Asbestos Contractor-5473 - Asbestos Contractor- 7538 - Electric Light or7538 - Electric Light or 5040 - Iron or Steel Erection5040 - Iron or Steel Erection
NOCNOC Power Line ConstructionPower Line Construction

90%*
POLICYHOLDER RETENTION RATE 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.

WORKERS’ COMP IS ALL WE DO.
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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

TBG is a self-insured work comp fund 
that provides work comp insurance “at 
cost” to its members in the trades and 
related industry. 

For nearly 25 years TBG has enjoyed a 
mutually rewarding relationship with 
independent insurance agents. As a self-
insured work comp fund we count on 
the independent agent who is willing to 
present the best options to their clients 
and let those options stand on their 
own merit. The merits of a self-insured 
fund are many and for 25 years TBG has 
built an incredible fund with over 700 
members who’ve chosen the power of a 
self-insured fund — in-spite of the fact 
that members could be assessed in the 
event of a bad claims year.  However 
that’s never happened. That’s because 
TBG has kept their eyes on the things 
that are essential to building a financially 
stable self-insured fund: 

Independent Agents: TBG works closely 
with a group of independent Insurance 
brokers who have expe-rience working 
with construction related clients and 
understand the benefits of being an 
owner in a self-insured work comp fund.

Member Owned : Every decision that 
is made at TBG has the best interest of 
their members in mind — because every 
member of TBG's board is a business 
owner, as well as a fund member. 

Mitigate Risk: TBG utilizes a reinsurance 
mechanism called LPT (loss portfolio 
transfer) to eliminate long-term work 
comp liabilities. TBG has never assessed 
members and is currently as “assessment 
proof” as possible. 

Safety Services: TBG members have 
access to an industry leading safety 
services team and training center to 
help them learn to work safer, more 
profitably and retain employees. 

Compassionate Claims: The TBG Claims 
Department has earned a reputation 
for keeping the best inter-ests of the 
employer and employee front and 
center while striving for “back to work” 
resolutions.

Innovation: TBG continues to develop 
products and services exclusive to the 
trades such as;  Pay As You Go Premiums, 
Cross Border Coverage, NurseCare 

Hotline, Mobile Training Center and 
much more. 

TBG Education Foundation: the 
Foundation exists to support young 
men and women in their journey to 
discover careers in the trades through 
scholarships and grants. Last year alone, 
the Foundation put over 60k in the 
hands of trade bound students. 

Dividends: As a member owned fund, 
profits are returned to members by way 
of dividends. The TBG board recently 
approved a 5.6 million dollar dividend 
payable in 2022. That brings TBG’s all 
time divi-dend paid to nearly 22 million 
dollars.

As TBG closes in on its 25 year anniversary, 
the fund has become the bellwether 
for self-insured groups nationwide as 
they continue to minimize the threat of 
assessment, build a financially secure 
fund and provide members with work 
comp coverage at cost. 

FEATURED PARTNER
The Builders Group

CHIEF EXECUTIVE OFFICER
Stu Thompson

DIRECTOR OF INSURANCE
Mitch Loewen

COMPANY HEADQUARTERS
Eagan, MN

WEBSITE
tbgmn.com

Big I MN Association recognizes The Builders Groupas one 
of its Diamond Partners.  Big I MN Diamond Partners are 
the highest level of sponsorship to our organization.

Fall 2021 • The Minnesota News  19
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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
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The Biggest Cost Factor for Insurance = Climate Change 

Thanks to Big I MN for the invitation to share my perspective as Commissioner of the Minnesota 
Department of Commerce. At Big I MN and Commerce, we serve the same clients:  The people 
of Minnesota. I am grateful for the opportunity to talk about issues that affect our state and our 
neighbors in this and future columns. 

Across Minnesota, we are living with the impacts of our changing climate. Those of us working in 
the insurance realm know that extreme weather events have long been a significant factor that 
contributes to rising insurance costs – with Minnesota frequently appearing on the annual national 
top ten list of states with the most expensive weather-related events. As agents and brokers, you are 
on the front lines helping your clients ensure that their homes and businesses can weather – pun 
intended – the increasingly dangerous perils they face. 

Commerce has a unique role in this space. While Commerce is Minnesota’s insurance regulator, 
we also regulate financial services and the energy sectors. Because the Department works with 
consumers and businesses operating in these three areas of the economy, Commerce, like agents 
and brokers, hears from Minnesotans every day. Now more than ever, this gives us a vital opportunity 
to help Minnesotans build resiliency, reduce risk and mitigate the effects of extreme weather. As 
you know, a policyholder’s cost of properly insuring against a disaster is far less than the cost of 
recovering from a disaster. 

Commerce is leading state efforts through work on energy conservation and building code updates. 
These efforts will save Minnesotan's money and reduce climate impacts. If done right and in 
collaboration with the insurance industry, they can also reduce losses if a catastrophe does occur. 
We’re also working on a national level with fellow insurance regulators on the National Association of 
Insurance Commissioner’s Climate and Resiliency Task Force. The work of the Task Force recognizes 
that the insurance industry has a unique role to play because the effects of extreme weather affect 
insurers on both sides of the balance sheet. At that Task Force’s most recent meeting, regulators 
heard about an interesting set of recommendations to finance 
investment in community and personal resilience. Regulators also heard 
about the Federal Emergency Management Agency’s ongoing work to 
map natural hazard risks. 

These national efforts have been primarily focused on insurance 
companies, but I am eager to hear from Minnesota agents and brokers 
about where you see opportunities for the Minnesotans you work 
with. What types of new products or coverages are your clients asking 
for? How can we close protection gaps for consumers and businesses 
to reduce, manage or mitigate risks from extreme weather? What 
innovations are you seeing in other states that we should be studying 
in Minnesota? I look forward to hearing from you and working together 
on this monumental issue. 

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

https://content.naic.org/sites/default/files/national_meeting/ClimateResiliencyTF_Materials_revised8-14.pdf
https://www.fema.gov/flood-maps/products-tools/national-risk-index?web=1&wdLOR=cA0C8B04C-AAE7-48F8-A129-73105B1B84C1
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Common laments often heard are “I wish I had…”, “I should have…”, “If only I had…”.  They stem 
from an individual’s inability to recognize opportunities when they appear or to act on them.  
Throughout our lifetimes, opportunities appear along our path.  It’s knowing how to see them 
and when to act on them that determines our future.

If you look back on your past you may remember times when there was a fork in the road when 
you had to decide which path to take.  Choosing one road or the other can make a world of 
difference in the destination you reach.  Here are some very important things you can consider.

The Power of Planning, Preparation and Being Ready

It’s been said that if you don’t know where you’re going, you won’t end up where you want to be.  
It is imperative that you have a clear objective and plan your journey with this end in mind.  The 
plan must have a blueprint, a specific set of actions to complete.

Perhaps you think that you will be lucky and can achieve your goal without hard work, but luck 
is what happens when preparation meets opportunity.  Be sure you have prepared well and have 
the requisite skills when you learn about a great opportunity.  This will give you the confidence to 
move bravely to your final goal.

The Wisdom of Having a Goal….and a Back-up Plan

Narrowing down your hopes and dreams to something concrete through planning and preparation 
is an important step.  However, it is also important to be realistic as you move forward. It is fine 
to aim big but it is also important to be realistic as you assess your chances of success.  At some 
point it may become obvious or unlikely that your destination is not reachable.  Don’t give up!  
There are alternative routes to get to the goal or somewhere near it.  This requires you to always 
be looking for a Plan B (or perhaps several alternative plans) that will allow you to achieve the 
goal by another path, lead you to another goal or at a different time. 

The Appearance of an Open Door

It will behoove you to lead a life full of interesting people and activities.  Almost everyone who 
has achieved his or her dreams has learned from intelligent, ambitious people who are able 
to describe how they got to where they are.  If you surround yourself with these people, they 
will often show you how to open the door to a future like theirs.  You may be surprised that 
someone you barely know or a long-lost relative will have information important for your success.  
Throughout your life, you must listen for opportunities, assess whether they are something you 
should pursue or study further.  But remember, time will march on with or without you.  Don’t let 
a chance to succeed pass you by.

The Search for a New Path and Why It is Never Too Late

Rare is the life that follows one straight path.  Whether by choice or by chance, most people will 
need to change careers, work locations, job positions or work environments.  It can be particularly 
difficult if you are let go from a job or that job no longer exists.  It can be especially difficult if 
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No agent ever said they enjoy wasting time. 

But they have said fast online quoting with 

a clear understanding of appetite is key to 

a successful partnership. 

UFG Insurance listened.

SAID NO AGENT EVER. 

ufginsurance.com/online

Welcome to a better way to work online 
— because you deserve it. 

BOP-Pro

Get down to (small) business with this robust 

businessowners policy, including select endorsements 

to take coverage to the next level.

Pro-Quote

Get from start to bind with fast efficiency thanks to 

smart tools and straight-forward appetite within this 

enhanced quoting experience.

UFG’s rejuvenated online experience isn’t about being 

better than others — it’s about being better for agents 

like you. Explore our simple solutions for complex times 

and experience service aimed to exceed expectations.

“I love 
spending 
hours trying 
to quote 
online.”

© 2021 United Fire & Casualty Company. All rights reserved.

Simple solutions for complex times
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you are older and find change difficult.  Have you ever considered that you may find something 
better?  Use this lull to pause, plan and pivot.  Assess what skills you have, what you have a passion 
for and want to do. It can seem daunting but remember, it is never too late to learn new things 
and start afresh.

The Value of the Network of People You Know

Don’t forget that there are probably many people you have known for a while who would be 
happy to guide you along your career or life path.  If you think about it, this network of people 
is the most likely to understand who you are and what you are good at. Almost all successful 
people are happy to offer a hand up to others in their profession or refer you to someone in their 
network. There will be people you don’t know but will meet.  Never hesitate to speak to people 
in your field or in the field you’d like to enter.  Ask your friends or colleagues for introductions to 
people who may be able to help you. 

The Challenge of Overcoming the Fear of Moving On

We often get comfortable in our lives and in our jobs and quake at the idea of having to change 
directions or life styles.  Fear can sabotage our ability to see what the future might hold. It can be 
frightening to jump into the unknown.  Looking back at times when you made it through past 
upheavals can give you good ideas to get you through this one.  In times of uncertainty, it is good 
to have supportive friends and family members who can encourage you along this new path.  
Sometimes the only thing that one can do is put one foot in front of the other until a new world 
opens up. Have the confidence that you can move on!

When you live a full and well-planned life, it may be surprising to see how many opportunities 
will bubble up all along your way.  Some will seem right for you, others not. Some will take hard 
work and complete focus. Remember that it is never too late to start something new.  You will 
always need to have a goal, a plan and be fearless.  Ask for help from others and have a backup 
plan (or two!).  You must always be listening for and assessing those opportunities with curiosity 
and courage.  In the end you will be able to rest assured that you will did not pass up the “chance 
of a lifetime”.  Always remember that you live in “The Land of Opportunity”!

ABOUT THE AUTHOR:
Dr. Rhea Seddon is an astronaut and the author of “Go For Orbit,” a memoir 
about her adventures spending 30 days in space aboard the space shuttle. 
She is also a former surgeon, health-care executive and entrepreneur. 
Dr. Seddon speaks to audiences of all kinds on the topics of teamwork, 
leadership and taking advantage of opportunities. To learn more, visit 
www.astronautrheaseddon.com
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AUTO | HOME | FARM | BUSINESS

YOUR CUSTOMERS’ COMPLEXITIES
OUR EXPERTISE  
At Grinnell Mutual, we help keep businesses moving forward. You can put your trust in  

a dedicated underwriter to handle complex coverages for your specialized business customers.  

Trust in Tomorrow.® Learn more today.
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FEATURED PARTNER
Main Street America 
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$648 million 
surplus
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OUR MISSION IS SIMPLE 
We take care of our customers better 
than anyone else. In a marketplace 
filled with companies touting com-
plex strategies, we choose to keep 
things simple and straightforward. 
Why? Because how we take care of 
you directly impacts how you can 
best take care of your customers. 
That’s the bottom line, and that one 
simple statement drives everything 
we do. 

OUR HISTORY IS RICH 
Since 1923, we’ve been protecting 
the people and businesses you’ll 
find on “Main Street” in communi-
ties across America. And we under-
stand that behind every policy is a 
person that needs protection. 

OUR FUTURE IS YOU 
We strongly believe in the value the 
independent agent brings to the 
policyholder. And, because of our 
deep understanding of your business 
model, we’re developing new tech-
nologies, expanding product offerings 
and leveraging our full resources 
to give you the tools you need to 
achieve profitable growth. 

OUR VISION IS CLEAR 
It’s an exciting time to join Main 
Street America. We’re expanding 
our footprint to broaden our national 
presence, developing products that 
offer sophisticated pricing segmen-
tation, leveraging the full resources 
of our enterprise partners, and 
deploying cutting-edge technology to 
provide our agents with streamlined, 
easy-to-use platforms. And while a 
lot of things are changing, our vision 
remains laser-focused and clear: to 
earn your trust, to add value to your 
business, and to help drive your 
success.

PROUD SUPPORTER OF THE 
BIG I AND TRUSTED CHOICE
Main Street America Insurance is 
the founding company partner of 
Trusted Choice®, the global branding 
program of the Independent Insur-
ance Agents & Brokers of America, 
to recognize agencies committed 
to delivering competitive pricing, 
product choice and advocacy to their 
customers.
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Chris Listau
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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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So You're Thinking 
about Selling (or 

Buying) an Agency?
By Richard F. Lund, J.D., Vice President, 

Senior Underwriter, Swiss Re*

At some point in your insurance career you may have to decide, is it time to sell my agency? Or, if you're 
making a transition in your insurance career, the opportunity arises to consider whether you should 
purchase an agency. In both situations, one of the most overlooked and under-considered aspects is 
what to do about the E&O policy. 

A while back we presented a webinar with industry professionals about the entire aspect of selling or 
buying an agency. "Agency Risk Management Essentials: Navigating the Hazards of Buying, Selling and 
Merging an Agency" is available on the E&O Happens website (independentagent.com/eohappens) 
under the "News & Publications" tab in the "Risk Management Webinars" section. If you are thinking of 
selling or buying an agency, start there so you can learn about those things that you should consider 
BEFORE you take that big step. 

What you do about the E&O policy is very important for you as the seller or the buyer to decide. Do 
you transfer the policy from the seller to the buyer, or does the seller purchase an extended reporting 
period (ERP)? Does the buyer purchase a new E&O policy? What makes the most sense? What are the 
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ramifications? As an E&O carrier, we want both the seller and buyer to be aware of their options in order to 
make an informed decision.

Often the cleanest and best option for both the seller and the buyer is for the seller to purchase ERP, and for 
the buyer to purchase a new policy. This allows the seller to be assured of coverage for a specified period 
without relying on the buyer to keep coverage in place, and prevents the buyer from assuming the liabilities 
for errors or omissions that occurred prior to the sale.

If you decide to transfer the policy from the seller to the buyer, understand that the carrier will need to approve 
this option, and may not allow it, depending on the circumstances. If the policy is transferred, we will want the 
seller to acknowledge the following: 

•	 I have been offered to purchase an extended reporting period for my insurance agents errors and 
omissions policy, and after full consideration I am declining to purchase the extended reporting period.

•	 I agree to transfer of the policy to the buyer.

•	 Upon transfer of the policy I understand that I will no longer have control of the policy effective on the 
date of transfer.  

•	 The buyer may terminate the policy at any time and I may no longer have coverage for any E&O claims 
that may be made against me or my agency after that time.

For the buyer, we will want them to acknowledge the following: 

•	 I am aware of the claims history of seller. 

•	 I agree that I will assume the liability for all prior acts, errors or omissions that might lead to future 
claims being made against the seller.

•	 I agree that I will make any future deductible payments as required under the policy for existing or 
future claims made under the policy.

•	 I agree that coverage for any and all claims prior to the date of transfer of the policy will be covered 
under the policy and subject to the terms and conditions of the policy.

•	 I have been advised that the seller has been given the opportunity to purchase an extended reporting 
period for the policy, but has declined that offer. 

•	 Moreover, I have been advised that I could apply for a new errors and omissions policy that would 
exclude coverage for any and all prior errors or omissions, and after due consideration, I am declining 
to make such application.

Before you decide to either sell your agency or buy an agency, be sure to take the time to consider all possible 
outcomes regarding the E&O policy. The old saying “an ounce of prevention is worth a pound of cure” still 
applies. 

______________________________________________________________________________________________

This article is intended to be used for general informational purposes only and is not to be relied upon or used for any particular purpose. Swiss Re shall 
not be held responsible in any way for, and specifically disclaims any liability arising out of or in any way connected to, reliance on or use of any of the 
information contained or referenced in this article. The information contained or referenced in this article is not intended to constitute and should not be 
considered legal, accounting or professional advice, nor shall it serve as a substitute for the recipient obtaining such advice. The views expressed in this 
article do not necessarily represent the views of the Swiss Re Group ("Swiss Re") and/or its subsidiaries and/or management and/or shareholders.  

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

Copyright 2021 Swiss Re 
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SECURA’s team of insurance experts is making insurance 
genuine. They are here to support you and your clients. Our 
underwriting teams are quick to reply, open-minded, and know 
their stuff. Plus they are backed by our caring claims group 
who will get your clients back on their feet. 

Honest 
relationships

Interested in building a relationship?  
Contact us at secura.net/MN-agents.

Hear from our experts. 

Want to learn more about what SECURA 

has to offer? Scan the QR code or 

visit secura.net/MN-agents  for more 

information about the SECURA team.
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Personal Lines
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Underwriter
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Underwriter

Meng L.
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Underwriter
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You and a Guest can join the 
Builders & Contractors Group Self-Insured 
Workers’ Compensation Fund at the 
Ritz Carlton in Key Biscayne, Florida

Included: 
• Round-Trip Airfare 
• Rental Car
• Hotel
• Morning and Evening Meals
• Day-Time Adventures: 

Golf, Spa, and more

W I N  A  T R I P  T O  F L O R I D A

AGENT SALES CONTEST 

H O W  T O  P L A Y
Send New Business Submissions to Stacey Gohl:

SGohl@MackAdmin.com, (320) 249-4791
Each point you earn gives you an entry in the drawing to win the trip

Up to 6 points for each submission:
3 Points for each new business submission received
1 Bonus Point available if we offer a quote 
1 Additional Bonus Point available if our quoted premium is over $100,000 
1 Additional Bonus Point available if Client has submitted application to MN DOC 
   between now and November 30th, 2021.

R U L E S
Minimum Premium of $25,000 per submission 

Submissions received now through November 30th, 2021 will receive points as noted above

Winner will be drawn and notified on 12/3/21
 Send Us Your Submissions Today!

Builders & Contractors Workers’ Compensation Fund
Stacey Gohl, CIC, CISR, Regional Sales Executive
(320) 249-4791   sgohl@mackadmin.com

T R I P  D E T A I L S

R I T Z  C A R L T O N 
K E Y  B I S C AY N E ,  F L

March 9 - March 12, 2022

•  
•  
•  
•  
•  
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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.

Our office is finally eliminating paper customer files and going paperless.  The question came up on how long 
we should keep customer records.  We used to keep everything for five years.  Is that still the rule of thumb 
for digital records too?
Callie, Illinois

Callie, the first thing you need to do is check to see if your state has requirements for maintaining records.  
Your state agent’s association should be able to provide that information.

Generally, I have always recommended keeping personal lines records for 5-7 years, and commercial records 
for 7-10 years.  In the past, an agency’s desire to keep paper records longer was tempered by space limitations.  
Thanks to technology, space is no longer an issue. 

One argument, therefore, is to keep records indefinitely since it is so easy to do.  That can be a double-edged 
sword.  On the plus side, you can provide historical perspective on an account and perhaps even help a 
customer with a long-tailed claim when the carrier no longer has a record of the policy.   Conversely, poor 
documentation from the past can hurt you in an E&O situation.  I think most of us would agree that, thanks 
to technology, we do a much better job at documenting today than we did ten, twenty or more years ago.  I 
have witnessed situations where incomplete documentation or gaps in documentation from the past have 
affected agencies negatively in E&O litigation.

There is one more area to consider, and that is the limitations of your agency management system.  In many 
management systems, customer records can be archived, but not deleted completely.   You should speak to 
your vendor to see if it is even possible to totally delete records.  From an E&O perspective, archived records 
are still subject to subpoena.  In other words, archiving is the same as “keeping” them indefinitely.

At the time of an E&O claim, you will be judged against your peers.  What would a similar agency do in the 
same situation?  What are your peers doing?  If the old “normal” was 7 years, what is the new “normal?”  The 
truth is - no one knows.  That takes time to establish and our changes in technology are relatively new. What  I 
can tell you what I see other agencies doing right now and that is either keeping files indefinitely or archiving.  
Check your state requirements, speak to your vendor,  review my comments above and create a retention 
policy that fits your agency’s needs.

  

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

© 2021 LaPorte Consulting, LLC.  All Rights Reserved

Q:

A:

For resources to help reduce your agency's E&O exposure, see Mary's book: 
Mission: Excellence - Creating an Internal E&O Loss Control Program.

Visit her website at www.lpinsuranceconsult.com for more information.

mailto:marylp@lpinsuranceconsult.com
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Don’t Be The Don’t Be The 
“Hot Mess” Boss“Hot Mess” Boss

5 Communication Habits of the 5 Communication Habits of the 
Emotionally Intelligent LeaderEmotionally Intelligent Leader

By Liz UramBy Liz Uram
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We’ve all seen it. The leader who receives bad news in a meeting and with a loud outburst of 
disgust, slams their fist on the table. Or, the leader who becomes overcome by their emotions and 
breaks down in tears. From one emotional extreme to the other, neither of these leaders instill 
confidence or trust in their team. Working for an emotionally unstable boss results in a group 
think culture or an eggshell culture. 

A Group Think culture is formed when the group realizes that the only acceptable response to the 
boss’s latest and greatest idea is agreement. Have you ever sat in a meeting where the whole group 
just did the ‘smile and nod’? If so, you have experienced group think. Leaders who are prone to 
impulsive outbursts when they feel like they are being questioned create a culture where people 
are afraid to do anything but go along.

An Eggshell Culture is when everyone is ‘walking on eggshells’ and that is no fun either. This is 
created when you have a leader who goes from one extreme to the other. You never know what 
you’re going to get. It all depends on their mood that day. One minute everything is fine. The next 
minute they are in a rage because traffic was a nightmare and they are running late. They are an 
emotional hot mess. 

You clearly do not want to do create either of those cultures, and in almost all cases they are 
created unintentionally. That’s the scary part. The leaders don’t realize the impact they have. They 
lack emotional intelligence.

Simply put, emotional intelligence is your ability to cope with adversity. When people are doing 
what you want them to do and your plans are working out the way you hoped, life is easy. But, 
how do you react when people aren’t doing what you want them to do and your plans aren’t 
unfolding the way you had hoped? That’s the true test.

The good news is that emotional intelligence is a skill that can be developed over time. Just follow 
these five communication habits of emotionally intelligent leaders:

1. Self-awareness. Most leaders are not intentionally creating negative workplace cultures. 
They just aren’t aware of how their reactions can impact other people and create a sense 
of uneasiness. The emotionally intelligent leader is not only aware of the impact of their 
words they are also aware of what message they are communicating through their facial 
expressions and body language. They understand that the perceptions others have of 
them, real or imagined, impact how their message is received. They strive to develop a 
heightened level of self-awareness through feedback, self-reflections, and assessments 
that can help them understand their natural personality style.

2. Positivity. The emotionally intelligent leader pays close attention to their thoughts and 
takes swift action to shift to a positive outlook when they catch themselves getting sucked 
into negativity. You can train yourself to have more positivity simply by paying more 
attention. What do you think of first thing in the morning? Do you think about your day 
ahead and say things to yourself like, “This is going to be a hard day”? If so, guess what kind 
of day you’re going to get? A hard day. It’s simple, just changing your thought to “Today is 
going to be a great day” can make all the difference.
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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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3. Mission-minded. The emotionally intelligent leader looks ahead to where they’re going. 
They know that their reactions can either help them or hurt them as they work to achieve 
their professional and personal goals. They talk about the mission of the company with 
their team. They know that having a shared sense of purpose will motivate and energize 
a team in ways that an angry outburst never can. They share the success stories that show 
the mission in action and help their team see they “why” behind the “what” in everything 
they do. 

4. Resilience. Stress and setbacks are a part of life. How you bounce back from a setback sets 
the tone for the rest of team. The emotionally intelligent leader is aware of their stressors 
and their natural reaction. Do they go into fight mode or flight mode? They take steps 
to proactively counter-act the negative impacts of stress on their life. The understand the 
serious health effects of long-term stress. One study revealed that 60% of all basic health 
issues are caused by chronic stress. By controlling their own stress levels, they are better 
able to help their team walk through stressful situations. 

5. Conflict management. The emotionally intelligent leader doesn’t accept every invitation 
to engage in conflict that they get invited to. They understand that conflict is a natural 
outcome of a group of people working together. Every individual on a team is bringing 
their own set of beliefs, values, perceptions, and personality to the workplace. These 
leaders understand that when a particular person seems “difficult” it’s usually just that they 
are “different.” They can see, and appreciate, the strengths that different personalities and 
backgrounds contribute to the greater whole. They accept individual differences rather 
than insisting that everyone see things their way.

There you have it. Five communication habits that can increase your ability to handle any situation 
in stride. Not only will you feel better, you will enjoy the results that come from a team of people 
who respect and trust you as a leader.

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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Building your 
book of business.

©Copyright Employers Mutual Casualty Company 2021. All rights reserved.

With EMC’s Contractors Program, you can offer clients a full range of insurance 
products that are built to suit the exact needs of their contracting operations. 
And with specialized industry coverages, constructing an insurance package 

that’s as customized as the work they do has never been easier. 
Now that’s a blueprint for success.  

emcins.com/contractors
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Technically Speaking...Continued on page 43

Water Damage Losses
Last week, the first water damage call I received was from an old friend in Florida.  Once again, he and his family 
are suffering from water damage caused by the storm that made landfall there yesterday (August 16th).  Because 
of his exposure to the coast, he has to buy a special policy that will cover some water damage, but there are usually 
very large deductibles involved – like 5% or higher of the value of his home.  Valued at $500,000, he has a $25,000 
deducible.  His losses are less than that.  But, like thousands of others, he loves living near the ocean.

The second call about water problems was from, of all places, the Flagstaff, Arizona area.  Maybe you saw the picture 
in the news a few weeks ago of an automobile floating down a Flagstaff street.  Water was roaring down the street, 
flooding everything in sight.  My friend’s home was one of the flooded areas.

Here is the typical Homeowners language from the policy he has:

Section I – Exclusions: 3. Water,  This means:

1.  Flood, surface water, waves, including tidal waves and tsunami, tides, tidal water, overflow of any body of water, or spray 
from any of these, all whether or not driven by wind, including storm surge;

2.  Backup of sewers and drains, sump pump overflow (paraphrased);

3.  See page claims of all kinds (paraphrased);

4.  Waterborne material carried or otherwise moved by any of the water…

As you can see in number 1 and 4 above, he has no coverage for his flooded home, garage and personal property.  
And being in Flagstaff, Arizona, he was not concerned about water losses.  So, no flood insurance, about which he 
admitted he never discussed with his agent.  But he loves living in Flagstaff.

Here are some recent scenarios about water damage claims in commercial lines: 

Scenario #1:  the storm sends a wall of water into your insured’s town and floods all the structures to a depth of five 
feet.  Damage is done to the business building and the contents, plus your insured has to move out for several weeks.  
When the water recedes, the damage and cleanup costs will exceed $125,000.  Also, it costs your insured several 
thousands of dollars to take his/her business elsewhere until the building is fit to work in again.  Since your insured 
was over 10 blocks from the river, they saw no need to buy flood insurance.  The Business Owners policy they have 
(or Commercial Lines Package) does not cover the peril of flood and rising waters, and so they have no 
coverage for these losses.  Both contain the same language as the Homeowners policy listed above.

Scenario #2:  as the waters rise in the building, an electrical short occurs and the building is 
damaged by fire.  This would trigger the fire peril, and now your insured would have coverage 
to the extent of the fire damage.  Since the BOP automatically contains coverage for Business 
Income and Extra Expense, your insured would have coverage when forced to move to another 
location, both for expenses over and above normal and also for loss of income due to the fire loss.  
Some losses that can be attributed to the flood peril, like cleaning up the premises of flood debris, 
would not be covered.  (This fire loss has happened many times in my insurance experience).

Scenario #3:  many of the roads and bridges are washed out and damaged.  Also, the 

mailto:neffbj@aol.com
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electrical outages, common after many storms, prevent many of your insured’s clients from getting to and from the 
insured location.  Income drops dramatically for 60 days.  If scenario #1 above is responsible for the insured’s loss, 
there again would be no coverage, as the flood was the proximate cause of the loss.

Scenario #4: The insured’s building was heavily damaged by the wind from the hurricane.  This would trigger 
coverage under the BOP.  The adjuster would have to calculate how much damage (and consequently, how much of 
a payment) was caused by the wind, and how much was done by the five feet of water (and not covered; remember, 
water is excluded even when wind driven).

It would seem that we should be talking about water damage coverage to our insureds.  When a neighborhood gets 
10 inches of rain in a short time, our clients will probably suffer some kind of water losses.  Whether they are close to 
an ocean, lake or river, does not seem to matter anymore.  And, even though you know they will probably say no to 
you, at least you have done your job as an insurance professional.

The middle of September is the mid-point of the hurricane season (June through November).  But perhaps you have 
been noticing recently that our weather seems to be getting worse for all kinds of losses besides water losses.  What 
impact this will have on our industry is starting to look very dark.

Continued from page 29

It might not be quite as relaxing as a day at the beach, 
but knowing you’ve done everything in your power to 
protect the customers who trust you to help them will 
go a long way towards easing your mind.

As a Big “I” member, you have access to a stand alone 
personal umbrella program from A+ rated carrier RLI, 
featuring:

•	 Limits up to $5 million available

•	 You can keep your current homeowner/auto insurer

•	 New drivers accepted - no age limit on drivers

•	 Up to one DWI/DUI per household allowed

•	 Auto limits as low as 100/300/50 in certain cases

•	 Competitive, low premiums for increased limits of liability

•	 Simple, self-underwriting application that lets you know immediately if the insured is accepted

•	 E-signature and credit card payment options

So cover your clients... protect your agency... and profit from umbrella sales!

Contact Jennifer Hopper at (800)878-9891, Ext. 8639 
or

 jhopper@arlingtonroe.com

Relax...
You’ve offered each of your clients 
a personal umbrella policy. 

Right?
It might not be quite as relaxing as a day at the beach, but knowing you’ve done everything in your power to protect 
the customers who trust you to help them will go a long way towards easing your mind. 

Offering each and every client an umbrella not only protects those who choose to purchase the coverage. It protects 
your agency from liability. And it protects  your book of business, since studies show that customers who have 
multiple policies are less likely to move their business elsewhere. 

As a Big “I” member, you have access to a stand alone personal umbrella program from A+ rated carrier RLI, 
featuring: 

� Limits up to $5 million available
� You can keep your current homeowner/auto insurer
� New drivers accepted - no age limit on drivers
� Up to one DWI/DUI per household allowed
� Auto limits as low as 100/300/50 in certain cases
� Competitive, low premiums for increased limits of liability
� Simple, self-underwriting application that lets you know immediately if the insured is accepted
� E-signature and credit card payment options
� Immediate coverage available in all 50 states plus D.C.

So cover your clients... protect your agency... and profit from umbrella sales!

To access log onto www.bigimarkets.com 
or visit www.iiaba.net/Umbrella.

®

mailto:jhopper@arlingtonroe.com
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But our roots are Midwest-based.

We are family-owned  
and we are here, where you are.

As a managing general agency and wholesale insurance broker, we have access to over 200  
markets, and we are licensed to do business in all 50 states. Though we have nationwide  
capabilities, our roots, focus, knowledge and proficiency lie in the Midwest.  

We are not a large national chain or bank-owned organization, meaning you will receive  
excellent service with a personal touch. 

800.878.9891   
ArlingtonRoe.com

Aviation  |  Bonds  |  Cannabis  |  Casualty  |  Commercial Agribusiness  |  Farm  
  Healthcare & Human Services  |  Personal Lines  |  Professional Liability  |  Property  |  Transportation  |  Workers’ Compensation

We are licensed  
in all 50 states.

Managing General Agents | Wholesale Insurance Brokers

Let us help you find 
the right solutions.
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It’s like getting Selling-Your-Business Insurance. 

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

Contact: Keith Payne
Insurance Industry Business Broker 
Call: (612) 730-1030 
Email: kpayne@sunbeltmidwest.com
Visit: www.sunbeltmidwest.com

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










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
Jenna Contreras
National Business Development
Tel.:  312.884.5813
Cell:  619.616.9454
Email:  jennac@primeis.com

8722 South Harrison Street
Sandy, UT 84070

www.primeis.com

An Excess & Surplus 
Lines Company

travelers.com 

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

It’s better under the umbrella®

www.amtrustfinancial.com

SMALL    
BUSINESS 
IS OUR 
BUSINESS IN 
MINNESOTA

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

RTSPECIALTY.COM

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

Commercial Lines 
AVAILABLE IN MINNESOTA

AmGUARD • EastGUARD • NorGUARD • WestGUARD

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

 

 

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

Minnesota Workers’ Compensation
Insurers Association Inc

YOUR
TRUSTED

SOURCE FOR
WORK COMP
INFORMATION

952.897.1737
www.mwcia.org

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

We proudly support 
the MIIAB

cna.com

Copyright © 2020 CNA. All rights reserved.

HR Solutions for Business 

Value For You:
• Commissions for Life of Client. No Competition. 
• No Trespassing. Flexible Carve-outs. 

Value For Your Clients
• Turn-key HR, Payroll, Tax Compliance,  

Technology, Benefits, and Risk Solutions.
• Easy Onboarding. Transparent Billing.

Mitch Wall
612-226-1670 
mwall@EngagePEO.com

19548-001 ENG_2021_Fall_ MIIA _Bus_Card_AdR3.indd   119548-001 ENG_2021_Fall_ MIIA _Bus_Card_AdR3.indd   1 8/11/21   1:35 PM8/11/21   1:35 PM
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©2021 Westfield. All rights reserved.

Because you believe you are  
            meant to do something more.

                  We believe in you.

westfieldinsurance.com

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

Rolf E. Sonnesyn 
 

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

concerns, employment issues, and more. 
STATEAUTO.COM

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

For more information visit ipfs.com or contact:

 Copyright 2019 © 2019 IPFS Corporation. All rights reserved.

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

WHAT HAS 
YOUR IMO 
DONE FOR 
YOU LATELY?

Generate new revenue 
streams from your current 
book of business.

Medicare & Senior Products
Annuities, Life, DI & LTC 
Individual Health Products
Group Health Products

FACEBOOK-F  linkedin-in  Twitter  

COMMERCIAL AUTO & PROPERTY INSURANCE 

The know-how to keep you moving.

800.488.2930 | bhhc.com
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At National General, an Allstate company, 
our history is driving us towards a better 
future. The insurance industry continues to 
evolve at rapid speed. As technology and 
innovation push us into the future, we are 
coming together by taking the best of each 
brand we represent to provide powerful 
solutions for independent agents and the 
communities they serve.

Contact Sandy Schow at 320-979-9757 or 
Josh Ness at 651-666-0610 if you are interested 
in joining the National General team.

 © 2021 National General, an Allstate company. All Rights Reserved. 

Our Past Helps
Guide Our Future

Affordable protection in an ever-changing world.
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CHUG Disaster Hotline

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

GROW YOUR
MINNESOTA

BUSINESS!

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

www.icwgroup.com/join 952.258.9683

Workers’ Compensation 
Insurance

AccidentFund.com

encova.com

With Encova’s customizable 
coverage, you can give your 
clients exactly what they  
need - whether that’s  
workers’ compensation or 
other business coverage.

INSURANCE SOLUTIONS  
FOR YOUR CLIENTS’ NEEDS

BUSINESS     AUTO     HOME     LIFE

Visit our website today to learn more about our customized 
packages of protection for your personal and commercial clients. 

badgermutual.com 800.837.7833     badgermutual.com    

Historic Company.
Startup Mentality.



to our 2021 MIIAB Partners

Encompass Insurance Company
NAU Country Insurance

Risk Administration Services
RPS

Accident Fund
AmTrust North America

Badger Mutual Insurance
Berkshire Hathaway GUARD Insurance Companies

Berkshire Hathaway Homestate Companies
Burns & Wilcox of Minneapolis

Chubb Group
CNA Insurance
CyberFin LLC

ENCOVA
Engage PEO
ePayPolicy

Erickson-Larsen, Inc.
FIRST Insurance Funding

FrankCrum
Grand Exteriors

Great Northwest Insurance Company
ICC Restoration & Cleaning Services

ICW Group Insurance Companies
IFC National Marketing, Inc.
Kemper Personal Insurance

Legacy Education Organization
Meagher + Geer, PLLP

Midwest Family Mutual Insurance Co
MN Workers Comp Insurers Association

Northern States Agency
OCI Insurance & Financial Services, Inc.

Premco Financial Corporation

Prime Insurance Company
R-T Specialty, LLC.

Selective Insurance Company of America
Service Master DSI
Society Insurance

State Auto Companies
Sunbelt Business Advisors

The Hanover Insurance Group
Tomsche, Sonnesyn, & Tomsche, PA

Travelers Companies, Inc.
United Fire Group

Westfield Insurance

® MINNESOTA

®

PLATINUM

GOLD

SILVER

DIAMOND

Thank You


