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Meet Jonni Kosmicki-Blake
Title: Licensed Customer Service Representative
Agency: Heartland Financial Services, Inc.
Agency Location: Wessington, SD
Age: 26
Recently binged TV show: “The Bold Type” & “The 100”
In your earbuds: Morbid Podcast, Anything Dave Matthews
and other 90s grunge groups
What do you love about insurance?
I truly never thought I would be one to love insurance, but I really do love helping our customers
with all their insurance needs. My favorite part of being an independent agent is being able to
quote new and even current customers with multiple companies, knowing that most of the time,
these customers will be leaving with the same or better coverage, for less money!
I also enjoy learning something new every single day. The industry is always evolving, and there
are new opportunities each day for our customers, so staying up to date with carriers and
quoting & re-quoting current customers to ensure they’re getting the best bang for their buck is
always rewarding.
Who is your role model?
I know it is cheesy, but my mother is the greatest blessing this world could have given me. She
has always made sure to give more than she takes and she’s always working hard at everything
she does. She is the mother of seven kids, owns a successful restaurant, and is always doing
something positive for the community i.e. opening her restaurant and feeding people who
otherwise would not have a place to spend the holidays. She never fails to make me proud to be
her daughter! My favorite motto of hers was, “if you do it right the first time, you won’t have to do it
again later,” which, at the time it may have been frustrating, but I’m glad she instilled such a good
work ethic in me.
Work-life balance?
I think it is always important to occasionally leave work at work and let yourself have some fun!
For me that means playing softball, golf, or during the winter, making a trip to someplace less
flat, and go snowboarding! The beauty of our agency is that we all have each other’s backs and
will help each other when needed. We know that if some of us are gone, the excellent customer
service we provide will still be maintained. You cannot ask for much more than that!

1

Great Plains Brokerage, Making
Excess & Surplus Lines Insurance Quick & Easy. Specializing
in Hard to Place Property &
Casualty, Dwellings, and Farm/
Ranch Exclusively through independent Agents.

Jason Kelling
Commercial Broker
Jason@gpbins.com
605.274.7129

“Joy To The World”. It seems to have
more meaning this year as we stop and
think about all the sorrow and suffering
people all over the world have dealt with in
2020.
Spreading happiness to those around us
is often done by our actions. It’s when we
forget about “me” and take time to listen
and do things for others that we really
make a difference. With fewer events and
activities, most of us have more
discretional time. Instead of relaxing in
front of the TV watching re-runs, put
together a plan on how your family can
make a difference this season in the life of
someone less fortunate or someone who
has gone the extra mile to be there for
those with COVID.
Isolation has created many very lonely
people with too much time to think and
days that seem to last an eternity. An
unexpected phone call, email, a care
package in the mail might just give them
something positive to think about.
Christmas offers the perfect time to
focus on the positive and show that we care
about each other.
Happiness can be
somewhat of a mystery – especially during
stressful times such as these. It’s very
simple and yet very complicated. We will
never find happiness if everyone is looking
for their own…but if we care about other’s
happiness, we will find our own.
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E&O EDGE

Megan Linn, E&O Program Manager
Negligent Referrals and You
Felix has decided to sell his house and contacts Mary, an
independent insurance agent, who he knows has been in
the community for many years. Felix asks Mary if she
knows of a good real estate agent who can help him.
Mary tells him she knows the perfect person, Rusty Nail
at Nail Real Estate. Mary doesn’t hear from Felix until
about 3 months later when Felix calls her and relates the
following story.
Rusty advised Felix that an open house would be a good
way to show the house to prospective buyers and that it
would best for Felix to be out of the house during that
weekend. When Felix returned, the interior of the house
had been destroyed. Felix learned that Rusty had a party
that left Felix’s house in shambles with damages in
excess of $10,000. When Felix approached Rusty to pay
for the damages, Rusty responded that he in fact was not
a real estate agent, that his license had been suspended
for 3 years and he had no insurance to cover the
damages.
Felix blamed Mary’s recommendation of Rusty for the
damages and threatened to file suit against her. Mary
then reported the claim to her errors & omissions carrier.
Is this covered?

anyone they choose to use to be sure their needs and
requirements are met. You should consult with an
attorney licensed in your state as to the use of
and the specific language of a disclaimer and the legal
effect of such language.
Unfortunately, sometimes it just doesn’t pay to be nice,
and in fact it can cost you.
Richard F. Lund, JD
Senior Underwriter - Vice President
Westport Insurance Corporation
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.

The Swiss Re Insurance Agents Errors and Omissions
policy provides coverage for claims arising out of
“professional services” rendered to others. “Professional
Services” is defined to include activities as a managing
general insurance agent, general insurance agent,
insurance agent or insurance broker. As a general rule,
referring a customer to a third person or entity unrelated
to the insurance products provided by the agency is not
considered “professional services” under the policy. In
this case, the claim for negligent referral against Mary
would not be covered under her insurance agent’s errors
& omissions policy.
What can you do to protect yourself in this type of
situation? There are several options.
1. Risk avoidance - decide you are not going to continue
providing referrals
2. Risk mitigation - continue providing referrals, but
offer several names and be sure to include a statement or
statements that specifies the scope and limits of what
you are providing; for example, that the person getting
your referral should look into the qualifications of
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Division of Insurance
News and Views
Deiter Re-elected Midwest Chair
Division of Insurance Director Larry Deiter was
re-elected to serve as 2021 Chair for the Midwest Zone
by members of the National Association of Insurance
Commissioners (NAIC) during the virtual Fall
National Meeting held earlier this month.
Deiter served as Vice Chair for the Midwest Zone
during 2019 and was elected Chair in 2020.
The NAIC four-zone structure, consisting of states
located in the same geographical areas, supports the
operations of the NAIC. Zone officers serve as the
Executive Committee and provide the foundation with
which NAIC members provide regulatory oversight
and consumer protections.
The Midwest zone consists of 13 states. Each Zone
performs functions as designated by the Executive
Committee, the members of the NAIC as a whole, or
by the members of the Zone.
In addition to Deiter’s re-election as Chair of the
Midwest Zone, Glen Mulready, Oklahoma, was elected
Vice Chair and Doug Ommen, Iowa, will serve as
Secretary-Treasurer.
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Division of Insurance
Contact Information:
Larry Deiter, Director
South Dakota Division
of Insurance
124 S. Euclid Ave. 2nd Floor
Pierre, SD 57501
Phone: 605.773.3563
Fax: 605.773.5369

Kayla’s Article
Insurance Needs Are Evolving—Can Your
Marketing Technology Keep Up?
BY: ANN DIELEMAN AND ANGELA DAISY

For many people, 2020 has provided ample time to
reconsider their life, health and property-casualty
insurance needs. As we move into 2021, agents and
brokers must continue to react to the changing trends
in the insurance sector to thrive.
Notably, marketing in the insurance industry has been
turned on its head as everyone redefines the new
normal. Last year's messaging is no longer relevant.
The COVID-19 pandemic has caused consumers to
lose their jobs, experience lapses in coverage, drive
their vehicles less frequently and more. Some
insurers are building loyalty by giving customers a
break on premiums, while others are finding different
ways of impacting customer retention.
The more impactful trends, however, involve how
customers prioritize insurance and interact with their
agents and carriers. Consumers are more frequently
turning to digital channels to reach their insurance
carriers—but many companies don't have adequate
marketing technology (MarTech) strategies to keep up,
according to McKinsey.
Up to 21% of consumers who reached out to their life
insurance companies through digital channels had an
unsatisfactory experience, according to Bain &
Company. And 12% of respondents who reached out
to p-c companies through digital channels said the
same. Insurance is supposed to make the most difficult
times in customers' lives easier to bear, not harder.
The impetus is on marketers to communicate that
customers can have the affordable coverage they
need—and that it’s easier to use thanks to advanced
technology in the insurance industry. The following
strategies for digital marketing can help insurance
companies connect with consumers:
1) Consult new data to craft better messaging. Your
customer bases will continue shifting as peoples’ lives
keep changing. Customers who were employed may no
longer be, or they might now be self-employed. Others
who used to have long commutes may work mostly or
entirely from home now.

Build a better MarTech strategy by understanding who
you're talking to and adjusting your messages
accordingly.
As with most MarTech strategies, data is key. To craft
your new messaging, use the data you have to define
your best customer. Then, find more profiles that
match theirs. This can be done through social media
look-alike programs, direct mailing lists, or digital and
broadcast media. Once you know who you're talking
to and what they need, consider sending your message
to them directly.
2) Migrate communications to digital channels. Many
insurance companies have on-site call centers that have
been critical to their success. For independent agents
and brokers, call centers aren't nearly as common. But
as the pandemic has caused almost everything to
become remote, technology in the insurance industry
is coming to the rescue.
Boost your customers' experiences by using available
technologies to move the process online. When a call
is absolutely necessary, prioritize call center staff and
calls accordingly—but use all the MarTech tools at
your disposal to simplify matters. When customers
need live service, for example, digital tools such as call
scoring, interactive voice response systems and
surveys can help ensure they reach the right people in
a timely fashion.
3) Make it easy for customers to reach you. People
aren't just more remote than ever, they're also busier
than ever while dealing with the changes spurred by
COVID-19. To ease their insurance journey, provide
plenty of options for them to contact you, whether it's
by text, phone, chat, email, social media or direct messaging.
Establish how customers and prospects prefer to
communicate, and then stick with those methods. If
you can provide value at every point, customers will
be more inclined to retain their policies. Time is one
of the most valuable commodities we have and helping
clients save it is an effective way to encourage customer
loyalty.
Insurance agents and brokers need to be more
accessible than ever before, and they must
communicate that accessibility to existing and
prospective customers.
The companies that thrive beyond 2020 will be those
that can demonstrate a need for their product, provide
clear communication lines to customers and address
changes in the insurance sector with improved
MarTech strategies.
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More is more.
At EMC, we take a “more is more” approach when it comes to ensuring
workplace safety, which is why EMC offers more loss control services than ever
before. A safe work environment often leads to a more profitable business.
And offering our loss control services at no additional cost to your clients
often leads to a more profitable business for you, too.

www.emcins.com/losscontrol

©Copyright Employers Mutual
Casualty Company 2020.
All rights reserved.
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EUREKA AND NEW EFFINGTON RECEIVE
IIASD FIRE DEPARTMENT GRANTS
IIASD awarded their annual Trusted Choice Fire Department grants to Eureka and
New Effington Fire Departments in the amount of $5,000 each. Both departments
requested bunker gear to replace gear over 15 years old. Eureka was nominated by
Rich Fiedler of Marin-Biel Insurance and New Effington by Lisa Meyen of Rosholt
Insurance. With these grant awards, IIASD has awarded over $100,000 in Fire Dept
grants since the first grant in 2011.

LOOKING FOR A
LONG-TERM CAREER?
Financial Markets, Inc. is now seeking
candidates to join our great team!

• Internal Wholesaler
• Contracting Associate
• New Business Associate
Paid Training • Paid Vacation • Education Assistance • Continued Education
Hours: Mon-Fri, 7:30 am to 4:00 pm • Competitive Salary + Commission
Health, Vision, & Dental Insurance • 401(k) with Employer Match
Financial Markets, Inc. is an insurance brokerage with locations in Rapid City and Spearfish, South Dakota that markets and
distributes life insurance annuities and long-term care products to insurance and financial professionals in 49 states.
Financial Markets, Inc. is a growing company with the ambition to expand our exemplary team.

Apply online today!
www.fmiAgent.com
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Overflow rooms for Convention –
TRU and Spring Hill Suites - $79 each
Ask for IIASD Convention Overflow
from The Lodge.
605-571-1001

auto

home
With

MISSOURI VALLEY
MUTUAL INSURANCE

farm

Burke, South Dakota

FARMOWNER/
RANCHOWNER

All

PERSONAL AND
COMMERCIAL AUTO

of
FIRE AND
ALLIED LINES

the

UMBRELLA
LIABILITY

Pieces
HOMEOWNER/
MOBILEHOME
Y PECK

CONTACT BRAD

Fit!

PERSONAL AND
GENERAL LIABILITY

1-605-775-2

636

Our promise is to be “Always alongside you.”
Farmers Mutual’s coverages are supported by prompt,
personalized service and unmatched financial strength. As
the leading insurer of farms in Nebraska and South Dakota,
our history of success is a reflection of the trust and loyalty
we’ve earned from our policyholders and local agents.
Contact:
Andy Kraus, CPCU
Vice President of Agencies
akraus@fmne.com | 800.742.7433
fmne.com
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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

1st Dakota Insurance offers competitively
priced Insurance Exam Prep books, online
practice questions and live classroom exam
prep classes for IIASD members.
**Licensing Materials are available for
Property/Casualty and Life/Health Exam
Preparation**
Exam Prep One on One Teaching Also
Available by Appointment
Use Promo Code 1594626 to receive your
15% member discount on the
www.1stdakins.com website

colinsgrp.com

Agents receive

20 percent commission
on new accounts up to

$25,000 in premium during 2020
Our team is ready to deliver long-term positive results
for you and your customers
n Manage policies online using SFM Agency Manager (SAM)
n

Contact your SFM underwriter for more details.
20 percent commission applies to new SFM Mutual policies with
effective dates between January 1 and December 31, 2020. Does not
include policies written with the SFM Safe or SFM Select rate sets.

sfmic.com
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www.nwgf.com
INSURANCE FOR:
Homeowners
Farmowners
Modular Homeowners
Personal Auto
Farm Property
Dwelling Property
Mobile Homes
Excess Liability
Farm and Personal Liability
Classic Vehicle
Semi-Truck

Insuring Those Who Protect Us.
www.FirePAK.com

YOU HAVE THE

SKILL
WE HAVE YOU COVERED

For a quote, ask your agent to contact one of the
State Directors below depending upon your location.
WEST of the river
Dan Maguire
and Levi Olivier
Black Hills Insurance Agency
pak@BlackHillsAgency.com
605.342.5555

EAST of the river
Daschle Larsen
and Taylor Jacobsen
McKinneyOlson Insurance
pak@McKinneyOlson.com
605.335.7777

Products and services are provided by one or more insurance company subsidiaries of W. R. Berkley Corporation. Not all products and services are available in
every jurisdiction and the precise coverage afforded by any insurer is subject to the actual terms and conditions of the policies as issued. Continental Western
Group is not liable for any loss resulting from use of information in this advertisement.. | Copyright © 2018 Continental Western Group®. All rights reserved. |
2005CWG-FDK-06-18

3 year rate guarantee –
No loss ratio condition
Portable EquipmentGuaranteed
Replacement Cost
Broad Definition of
Commandeered
On line Training with
CEC availability
LODD
Department member
auto deductible
reimbursement
Department member
homeowner deductible
reimbursement
Department member
additional living
expense reimbursement
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Dacotah Bank is looking for an individual to establish
customer relationships and build trust with an
outgoing personality. There are two Insurance Agent
positions open: one will work between our Sisseton,
SD and Morris, MN locations; and other is “Open to
Sioux Falls, Rapid, or Mobridge locations.” The
individual must also be driven to succeed with the
ability to close deals.
We are an established, growth-oriented insurance
agency with a team of highly motivated individuals
and are looking for our next great insurance agent! An
Insurance Agent has an energetic professional
interest in helpingour business grow through value-based
conversations and remarkable customer experience.
• Develop leads, schedule appointments, identify
customer needs, and market appropriate
products and services.
• Establish customer relationships and build trust
• Maintain a strong work ethic, positive attitude
and total commitment to success each and every day.
• Work to establish and meet marketing goals.
• Use a customer-focused, needs-based review
process to educate customers about insurance
options.
Apply online at: dacotahbank.com/careers. Dacotah
Bank is an Equal Opportunity Employer of women,
minorities, protected veterans and individuals with
disabilities.

Why
American West
Insurance?
• Local company with over 60
years agriculture insurance
experience
• Quality products
• Competitive pricing
• Expert claims and
underwriting services

Be Protected. Be Sure®.
yourawi.com
To learn more about AWI contact
Kelly Sunde at ksunde@yourawi.com
or call 605-880-5563.

Agribusiness • Farm & Ranch • Farm & Ranch Auto • Personal Auto
Excess Liability • Watercraft • Crop Hail • Multi-Peril

For all your
insurance needs.
We support Independent Agents who serve
the South Dakota farm and ranch community.
Our national footprint helps us weather the
challenges across the U.S. and provide unique
solutions for farms and ranches of all sizes.
Partner with the Nation’s #1 Farm Insurer today.

Brian Greicar

Sales Manager, Agribusiness
BGREICAR@nationwide.com

701-298-9277
Products underwritten by Nationwide Mutual Insurance Company and Affiliated Companies. Home
Office: Columbus, OH 43215. Subject to underwriting guidelines, review, and approval. Availability
varies. Nationwide, Nationwide Is On Your Side, and the Nationwide N and Eagle are service marks of
Nationwide Mutual Insurance Company. ©2019 Nationwide GCO-0531AO 11/19
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Enhanced Claim Calculator & Coalition Risk Assessment
Increase Cyber Liability Sales with Big “I” Markets
Big “I" Markets, the online market access system available exclusively to Big “I" members has
partnered with Coalition to add a robust cyber liability policy and free cyber risk management
tools, as well as agent sales and underwriting support, to the product line up. Coalition is the
fastest growing provider of cyber insurance in the U.S., combining up to $15M USD / $20 CAD
in comprehensive insurance with a proactive security platform to help businesses manage and
mitigate risk.
Coalition is unique in the cyber liability industry because they handle services in house—such
as incident response and security tooling—which increases their ability to acquire significant
amounts of data. Using this along with policyholder and market data, Coalition has enhanced
two resources, available to members registered with Big “I” Markets: Coalition Claims Calculator
and Coalition Risk Assessment.
IIASD member agents registered with Big “I” Markets are provided a unique quote platform,
known as the Coalition Dashboard. One of the many resources available on the Coalition
Dashboard is the Claims Calculator. The new enhancements allow the claim and limit data
calculations to be customized for a specific risk profile. This data is then compiled in an easy to
read, downloadable, PDF to present to your client.

Through the hundreds of thousands of data points collected by Coalition‘s security platform
during the quote process, a free Risk Assessment is available to all clients providing a domain.
The enhanced assessment integrates data from the Claims Calculator to assist in analyzing the
monetary value of the risk. The assessment also explains cyber insurance and other Coalition
features, and includes a glossary. Policyholders are able to conveniently update assessments
with the click of a button through the Policyholder Dashboard.
Take advantage of these market leading resources to help your clients better understand their
cyber risk and increase your agency’s cyber sales! Contact Carla McGee if you have any
questions.
Already registered with Big “I” Markets? Schedule time with Carla McGee to walk through a
quote!
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Career Opportunities for
Insurance Agent
Insurance Customer Service Agent
January 26th & 27th

Board Meeting & Leg Open House
Day at the Capital

March 31st & April 1st

Farm & Small Town/Spring Crop Seminar
Highland Conference Center, Mitchell

April 13th – 16th

Legislative Conference in Washington, D.C.

June 7th – 10th

E&O Loss Control Seminars

June 16th & 17th

River Days/Walleye Classic in Pierre
Board Meeting

TBA - July

Dacotah Insurance is seeking Insurance Agents, Insurance Customer
Service Agents, and SR VP of Insurance Services. We offer an excellent
benefits package and competitive salary within an outstanding work
environment.
Insurance Agent: This position pursues and closes sales with clients’
personal, commercial, and farm insurance. The successful individual will
currently hold licenses in property casualty and life and health. This
individual will be a self-starter with superb customer service and
communication skills.
Locations: Minot, ND;
Insurance Customer Service Agent: This position will provide
excellent customer service while assisting clients with their personal,
commercial, and farm insurance. The successful individual will currently
hold licenses in property and casualty or willing to obtain within 90 days.
This individual will be a team player with superb organization and
communication skills.
Locations: Aberdeen, SD; Watertown, SD
Apply online: www.dacotahbank.com/careers

Mid-West Young Agents Conf.
Equal Opportunity Employer of women, minorities, protected veterans and individuals with disabilities.

September 29th – October 3rd

TBA

IIABA Fall Leadership
Conference & Nat’ BOD meeting
Kansas City, MO
Crop Insurance Conference

October 10th – 12th

Annual Convention
The Lodge in Deadwood

Independent Insurance Agents of South Dakota
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www.claimsassoc.com
(605) 333-9810
Jeff Jares, AIC AIM, President
Christopher W. Madsen, J.D., General Counsel
Dan Eggers, Finance/HR/IT
Adjusters
Nancy Almendinger
Cory Beck
Blake Dykstra
Nick Hemme
Dave Johnston
Amy Kvernmo
Wendi Peterson
Dave Sendelbach
Tim Wieker
John Keffeler

Jennifer Andrisen Selzler
Bill Blackman
Kay Greve
Joe Jares
Collin Karsky
Chad Moore
Kimberly Rausch
Mike Weckman
Craig Matson
Bruce Eleeson

Case Managers
Kelly Rud RN BA LNCC
Deb Whipple RN BA CCM

Jennifer Heinricy RN CCM
Lori Schaefbauer RN BSN CCM

We commit ourselves to providing the highest quality
claims and case management services available in our
industry. Please visit our website for complete
information.
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Insurance Solutions
for Fire & Emergency
Responders

EXCLUSIVELY OFFERED IN SOUTH DAKOTA BY:
Fischer Rounds & Associates, Inc. | Trevor Lightfield
tlightfield@fischerrrounds.com | tel: 605.224.9223 | cell: 605.222.5223
A Member of OneBeacon Insurance Group
These policies may be underwritten by Atlantic Specialty Insurance Company or OBI National Insurance Company.

We can
help.
We’re here to help you move
your agency forward.

24/7 FIRE & WATER
restoration services

Sioux FallS

605-334-9716
yankton
605-689-2220

INTEK

ClEaNINg & REsToRaTIoN

www.intekclean.com
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Getting Motivated to Prospect
By: John Chapin
Recently I was in a sales meeting in which the owner of the company passed out an article on habits. We discussed
good sales habits, how to acquire them, and what kind of habits it ultimately takes to be successful in sales. What
was interesting was that we didn’t have any ah-ha moments or unearth anything new. Everyone had a pretty good
idea of what it takes to be successful and yet, most weren’t doing those things.
Something I’ve noticed over the years is that most people who aren’t doing what they need to do blame it on a lack
of motivation. Many salespeople I encounter are constantly looking for motivation to go out and prospect and as a
result, they struggle to make enough calls. Sure, most eventually get themselves to make some calls, but it’s rarely
enough. Here’s the problem with motivation: if you’re waiting for positive motivation to “feel like” cold calling, it’s
not coming. Do you wait for inspiration to strike before you take out the trash? In school, did you wait until you
were excited to do your homework? Of course not. Why not? Because you knew it wasn’t coming. The same is
true with cold calling. You’re never going to look forward to doing it. And, by the way, if right now you’re saying,
“What?! I love to cold call!!”, you can stop reading this article. For the other 99.99999% of you, keep reading.
So, the first point here is don’t wait until you feel like, or are positively motivated, to prospect. It’s not going to
happen. Second, avoid the trap many salespeople fall into when trying to avoid the discomfort of prospecting. It’s
what I call ‘tricking yourself ’ into ‘thinking’ you’re prospecting when you’re actually not. What do I mean by that?
Anything other than in-person, over the phone, or other ‘live’ forms of prospecting where you are actually talking
to a person who is a potential prospect, is not prospecting. The most common forms of false prospecting are:
sending cold e-mails without an immediate phone call, messages on LinkedIn, hanging out on other forms of
social media, and going to the same networking events where you see 95 to 100% of the same people every time.
E-mails, LinkedIn messages and the like are fine for follow-up, but never as an initial prospecting contact. Look, at
the end of the day, you simply need to figure out how many phone calls and/or in-person calls you have to make
and then find a way to get yourself to make the calls. If this is something you struggle with, here are a few things
you can try:
Tip #1: Focus on the long-term pain of inaction versus the short-term pain of action. If you’re like most people,
and assuming you’re a person of good character and integrity, you’re hard on yourself when you don’t make the
necessary sales calls, which is what you get paid for, and ultimately what you promised to do when you accepted
your job. You beat yourself up, talk down to yourself, your confidence and self-esteem take a hit, you feel guilty, you
have a bad day because you didn’t live up to your obligations, and your lack of sales leads to depression. It’s painful
all the way around and all those bad feelings suck. And by the way, you should feel this way if you don’t do what
you’re supposed to do and what you promised to do when you accepted the job. That’s the long-term pain. All you
have to do to avoid the long-term pain is make the calls and face the short-term pain of possible rejection. And by
the way, stop kidding yourself, the short-term pain is never as bad as you think it will be. You’re not going to die,
most people will not hang up on you, slam the door in your face, or scream at you and call you names, but even if
some of them did, so what, what’s the worst that can happen? In fact, not only will the short-term pain not be as
bad, you’ll also get a reward. All the negative things that happen when you don’t make the calls will flip. You’ll feel
better about yourself, have more self-esteem, more self-confidence, and that in turn will flow positively into all the
other areas of your life, oh, and you’ll be more successful and have a lot more money.
Tip #2: Calculate how much money you make per call, whether you talk to someone or not. Take the size of
your average sale. Figure out how many calls you make to get a sale. Divide the amount of the sale by the number
of calls. If you call and you get a busy signal, voicemail, someone says they aren’t interested, or any other number
of things happen, just think to yourself, “Cool, I just made another $10 dollars.” Or, whatever number you came
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Tip #3: Related to the above, realize that every call gets you closer to a sale.
Tip #4: Focus on the intrinsic reward. Imagine the ultimate payoff. What are your goals and dreams? What does
your perfect life look like 5, 10, 20 or more years down the road? The more calls you make, the faster you’ll move
toward that reality. Procrastinating and wasting another day moves you further away from that and closer to the
opposite of that, closer to pain and misery. You can also tie it to something important like being a good example
for your kids.
Tip #5: Take some caffeine, listen to motivational music, watch a video that motivates you.
Tip #6: Have someone hold you accountable. Tell someone how many calls you’re going to make and if you don’t
make the calls, you have to write a check for $500 to or a political candidate you can’t stand or an organization you
don’t like and would never support.
Tip #7: Make prospecting your #1 priority and get it done before you do anything else. Once you get your most
difficult task out of the way, the rest of the day will be much easier.
Tip #8: Get completely sold on what you have to offer. The first sale is to yourself. People will hear your
conviction. Know that you are helping people and making their lives better.
Tip #9: Repeat several positive affirmations two or three times before making your calls.
Tip #10: Be prepared. Have a script that you’ve rehearsed well and know exactly what to do and what to say.
Finally, don’t expect to be perfect and do expect to face rejection. If being a great salesperson and making a ton of
money
was2017_Layout
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would
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WHERE A HANDSHAKE IS STILL GOLDEN
Building on the foundation of Midwestern values, where a handshake is still
golden, we take great pride in being a local business and are proud to be the

No. 1 writer of work comp in South Dakota.
Risk Management | Injury Prevention | Cost Containment | Claims Management

www.RASCompanies.com
800.732.1486
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WE DIDN’T
KEY THE CAR.
BUT WE’RE
THE KEY TO
FIXING IT.
AUTO INSURANCE THAT’S
DESIGNED TO BE WORRY FREE
Wheels are the way around life. Protect vehicles with auto
insurance from the Worry Free Company — IMT Insurance.
Learn how you can represent IMT Insurance at
imtins.com/contact and help your policyholders
Be Worry Free with IMT.

Who

has been
insuring businesses for over

www.cwgins.com

AUTO | HOME | BUSINESS

Our customers
include:
• Food Processing
• Small Business
Owners
• Manufacturers
• Agribusinesses

The companies of

Continental Western Group®
Your leader in commercial insurance,
safety and experience.

CWG is Strong, Local & Trusted.

• Bulk Petroleum
Companies
• Contractors

Products and services are provided by one or more insurance company subsidiaries of W. R. Berkley
Corporation. Not all products and services are available in every jurisdiction and the precise coverage
afforded by any insurer is subject to the actual terms and conditions of the policies as issued. Continental
Western Group is not liable for any loss resulting from use of information in this advertisement. |
Copyright © 2018 Continental Western Group®. All rights reserved. | 1688CWG-AD-06-18

1688CWG-AD-06-18.indd 1

06/25/18
12:57 PM
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Agency Website Privacy Policy
Did you know you need to have a Privacy
Policy listed on your agency website? Click
HERE for a free template you can download
and use for your agency.

A CAREER You Can Count On…….
Security First Bank believes that attention to detail, flexible and innovative services
and remarkable customer care are the pillars of successful community banking, and
we’ve been committed to those standards since our founding in 1898.
We look for people who will embrace our values:
Service Quality * Teamwork * Integrity * Adaptability * Accountability

Note: You must have a Big 'I' ID & password to
access this.

As a Security First employee, you’ll be challenged to be better every day, while
encouraged, supported, and valued, with your career growth as a consistent priority
and focus.

INSURANCE AGENT
Location(s): Rapid City, SD
Seeking a Dynamic individual that will sell and assist customers will all
their personal, commercial, and farm insurance needs.
This individual will be a team player, with strong marketing, organization
and communication skills.
Must currently hold a license in property and casualty insurance or willing
to obtain one within 90 days.
APPLY ONLINE:
WWW.SECURITY1 STBANK.COM/CAREERS

Security
First
Bank

SECURITY FIRST BANK IS AN EQUAL OPPORTUNITY EMPLOYER OF
WOMEN, MINORITIES, PROTECTED VETERANS, AND INDIVIDUALS
WITH DISABILITIES.

Not a complex
point of view.
At UFG, we have a national
footprint, but operate with the
service-oriented personality
of a hands-on regional carrier.
Our people know your region,
and are empowered to make
decisions specific to your area.
We know your space.
It’s that simple.

Visit ufgSolutions.com or call 605-763-8077.
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TAKE A SCROLL THROUGH
OUR SOLUTIONS.
www.bigimarkets.com

CYBER
LIABILITY

AFFLUENT

AUTO &
HOME

BONDS

SMALL

COMMERCIAL

Big “I” members enjoy exclusive online market access
FOR independent agents, FROM independent agents.

No fees. No minimums. Own your expirations.
Big “I” Markets, featuring Big “I” Eagle Agency, is uniquely positioned to meet your agency’s
market access needs. It’s our mission as your national association to bring you the best solutions
to help your agency thrive. We know you because we are you. Log in, sign up and begin quoting
immediately. It’s that easy! Visit www.bigimarkets.com to plug into the power today.

BIGIMARKETS.COM
Updated June 2020

It Is Vital to Keep Main Street America
Open for Business
BY DAVID SAMPSON , CHARLES CHAMNESS & BOB
RUSBULDT
November 19, 2020 at 5:00 am ET
COVID-19 has had a devastating effect on lives, jobs, businesses and the
economy. Nearly half of America’s 31.7 million small businesses closed
permanently or temporarily because of the pandemic, resulting in job losses
and layoffs.
Main Streets across America have been hit particularly hard, with losses from
COVID-19 shutdowns for businesses with fewer than 100 employees
estimated at between $255 billion and $431 billion per month at the
pandemic’s initial peak earlier this year.
Federal stimulus packages remain a necessary economic bridge to help
struggling businesses recover from the unprecedented government-mandated
shutdowns during the crisis. And while more financial assistance is needed,
policymakers and the business community also need to establish a program to
provide financial protection for businesses from future viral outbreaks and
pandemics.
The House Financial Services Subcommittee on Housing, Community
Development, and Insurance is holding a hearing this week to explore
solutions for protecting businesses and their workers against a future
pandemic. Insurers and agents will participate to advocate for the best
solutions to financially protect their customers.
Insurers and agents are in the business of finding risk solutions for
consumers, but some risks defy insurability. The business continuity losses
associated with a government ordered widespread economic shutdown from a
future pandemic is one such risk. Forcing insurers to absorb the losses for an
inherently uninsurable risk, even at just a percentage of the losses, would be
unaffordable for most businesses, particularly on Main Street.
Business interruption insurance is often contained in property insurance
policies that cover physical damage from disasters like hurricanes or wildfires.
But these policies generally do not cover business closures absent direct
physical damage and often explicitly exclude losses related to viruses.

Insurance is designed to provide swift and impactful financial assistance to
consumers at their time of greatest need. But private insurance is built on the
premise that a small percentage of those paying in for a given year will
experience a loss, and the universal nature of a pandemic makes it, by
definition, uninsurable. Insurers do not have the scale or ability to adjust tens
or hundreds of millions of simultaneous, complex insurance claims.
We need an affordable solution to keep all businesses – small and large –
ready to recover and re-open for business. Small and medium-sized
businesses and nonprofits are most at-risk in an economic crisis. Unlike some
larger businesses with greater access to capital, they will not be able to afford
an extended shutdown.
Given the potential scale of the problem, protecting these Main Street
businesses will require an approach that includes a fully federally funded,
affordable base layer of coverage that would ensure wide availability and
accessibility for businesses of all sizes.
Our organizations have developed a comprehensive solution we believe would
make pandemic protection for American businesses available and affordable –
the Business Continuity Protection Program.
The BCPP is designed to bolster the country’s economic resilience by providing
timely and efficient financial protection including payroll, benefits and expense
support to the private sector in the event of a future declared public health
emergency.
Our plan is a simple to administer, affordable solution for the thousands of
America’s small and mid-size enterprises that are vitally important to local
communities and their economies. The program is designed to keep all
businesses on Main Street open.
It is critical that Congress enacts a program that works for all stakeholders,
large and small, and provides the economic security that our country needs.
We urge Congress to consider the BCPP.

David Sampson is the president and CEO of the American Property Casualty
Insurance Association. Charles Chamness is the president and CEO of the
National Association of Mutual Insurance Companies. Bob Rusbuldt is
president and CEO of the Independent Insurance Agents & Brokers of
America, Inc.

5-Night, All-Inclusive Get-Away to Guanacaste, Costa Rica
Sunday, May 2, 2021 - Friday, May 7, 2021

60,000

IIASD currently has

85%

of the needed points!
as of 11/09/2020

Financial Markets Inc is hosting one IIASD
member agent and guest at the 2021
fmiAgent National Producer Convention
in Costa Rica at No Cost!

Together you will achieve it!

This is a great opportunity for all IIASD agencies to expand presence in the Annuity, Disability Income, Life Insurance and Long-Term Care
markets. Financial Markets Inc, a South Dakota-based National Independent Brokerage, provides agents and agencies access to the most
cutting edge and competitive Annuity and Non-P&C Insurance products available in the marketplace today. We have no minimum production
requirements and our Internal Wholesalers are eager to help your success in providing clients the product lines we offer. Contact an Internal
Wholesaler at Financial Markets Inc to learn how to contract with our firm.

Contact one of our internal wholesalers today...Costa Rica is beckoning!

Earn Points with your Paid Policies
Producer’s Club
30,000

VIP Producer
60,000

President’s Club
90,000

--

$1000 Airfare Voucher

$1500 Airfare Voucher

Length of Stay

5 Nights

5 Nights

5 Nights

Accommodations

Standard

Jr. Suite

Jacuzzi Suite

Points Required
Airfare

For full details, visit
tinyurl.com/2020fmiAgentAwards

Special Promotion!

IIASD Special Incentive: In addition to the normal qualification
guidelines for the 2020 fmiAgent Point Awards Costa Rica Get-Away,
Financial Markets Inc will be hosting one additional IIASD agent (and
guest) for no cost! If collective production from IIASD Member agents,
with Financial Markets Inc, results in a minimum of 60,000 points for
the 2020 fmiAgent Point Awards, Financial Markets Inc will hold a live
drawing solely for IIASD with one IIASD agent (and guest) receiving
accommodations at the Producer’s Club Level on the 2021 fmiAgent
5-Night, All-Inclusive Get-Away to Guanacaste, Costa Rica.

Hotel Riu Palace Costa Rica
The stunning Hotel Riu Palace, located on Matapalo Beach, offers a variety of amenities and activities. This all-inclusive
resort pampers guests with room service, multiple restaurants, bars and even an ice cream parlor. All meals, snacks
and beverages are included. Guests have access to 4 swimming pools, tennis courts, a gym with sauna and excusite
whirlpool. Beach activities include fishing, kayaking, swimming, windsurfing, snorkeling and beach volleyball. There
is a casino and daily as well as nightly entertainment.
By invitation or recommendation from Financial Markets Inc only. Minimum of 12 paid policies for individual qualifiers and for the
collective IIASD qualification. Agent must have at least an 80% placement ratio individually and for points to be included in the
collective IIASD qualification, the individual contributing producer must have at least an 80% placement ratio. The qualification
period runs January 16, 2020 through January 15, 2021. Points vary by carrier and product. See complete points schedule, trip
details and promotion information at tinyurl.com/2020fmiAgentAwards. Only IIASD agents who place business with Financial
Markets Inc from January 16, 2020 through January 15, 2021 will be included in the IIASD collective qualification drawing. If an
IIASD producer qualifies for the fmiAgent Point Awards on their own merit, their points will count towards the collective minimum
for IIASD qualification, but that qualifying agent will not be included in the drawing as an agent may only qualify one time. This
promotion is not sponsored by the Independent Insurance Agents and Brokers of America, Inc. nor the Independent Insurance
Agents of South Dakota. For financial professional use only. Not to be shown to consumers.

FIND TOP TALENT
Does the thought of hiring a new employee leave you
overwhelmed? Are you seeing turnover, or posting a
job,but just aren’t ﬁnding the “right” person?

YOU’RE NOT ALONE.
Find the right recruits with Big "I" Hires,
a one-stop resource for independent
insurance agencies to identify, hire and assess
top-performing Producers and CSRs.

FIND AND RECRUIT.
Recruiting Support
IdealTraits can help agencies of all sizes hire top
performing sales and staﬀ with the ability to post jobs,
receive candidates, send assessments and identify the
right recruit through a variety of recruiting sites.

POST JOBS FREE ON
MULTIPLE JOB BOARDS
WITH ONE SUBMISSION!

$449

$499

PER LOCATION / 90 DAY ACCESS
PRIORITY
1-ON-1 ONBOARDING
2 CUSTOM JOB ADS
PREMIUM SUPPORT

Receive Your Candidates
Job Posting

$949

Unlimited Candidates
Unlimited Assessments

$999

PER LOCATION / 1 YEAR ACCESS

Applicant Tracking
PRIORITY
1-ON-1 ONBOARDING

SUBMIT, RECEIVE AND
REVIEW ASSESSMENTS.
Identify and hire who is best for your agency

READY TO GET STARTED?

2 CUSTOM JOB ADS
PREMIUM SUPPORT

BIGIHIRES.COM BIGIHIRES@IIABA.NET

Empowering Trusted Choice® Independent Insurance Agents.
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DIAMOND
IIASD Service Corp
Risk Administration Services
PLATINUM
Acuity
Doss & Associates
Farmers Mutual of Nebraska
Financial Markets Inc.
Graber & Associates
Great Plains Brokerage
Liberty Mutual/SafeCo
Nationwide Mutual Insurance Co.
North Star Mutual Insurance Co.
United Fire Group
GOLD
Auto-Owners Insurance
CGB Diversified Services, Inc.
Continental Western Group
Dakota Claims Service
EMC Insurance Co.
Farmers Mutual Hail of Iowa
Great American Insurance Co.
Infotech Solutions, LLC
Intek Cleaning and Restoration
IMT Insurance
Liberty Mutual Insurance
Midwest Family Mutual
NAU Country
OneBeacon Insurance Group
Pro Ag
Rain & Hail, LLC
Rural Community Insurance Services
SFM Mutual Insurance Co.
Western National Insurance
SILVER
Accident Fund Ins Co. of America
American West Insurance
ArmTech Insurance Services
Berkshire Hathaway Guard Insurance
Capital Premium Financing, Inc.
Concorde Generaal Agency
Farmers Alliance Mutual
Missouri Valley Mutual Insurance Co.
North American Software Associates
Northwest GF Mutual Insurance
Progressive Insurance Co.
Risk Placement Services
Swiss Re
State Auto Insurance Co.
Wellmark Blue Cross & Blue Shield
BRONZE
Bjornson/Sentinel E & L
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