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The Independent Insurance Agents of
South Dakota would like to wish you
Happy Holidays and a New Year of
health, happiness and
prosperity.

		

Message from Your 2017 IIASD District 4 Director
Wow! I want to start off by saying how incredibly lucky we all are to be part of IIASD. The first
couple days in December we had a board retreat to introduce new incoming board members and
transition out those “retiring” from the board.
What stands out to me most about the meetings is that the
focus of our conversations kept coming back to what can
we do for our members and company partners to add value
to their membership. Whether it is planning advertising
campaigns, continuing education opportunities or
charitable contributions we truly do have the membership
of IIASD as our top priority. Our board is made up of
representatives from 8 state districts. As members of
IIASD we look to you for direction.
Please reach out to your district representative with any
concerns or ideas that you may have to better our
Association. We have a lot of exciting things planned for
2018. If you have been involved in the past, thank you, if not make it a resolution for 2018 to
step it up and get more involved.
We sponsor great continuing education and networking opportunities at Farm & Small Town,
River Days and State Convention. There truly is something for everyone!

Amy Olson-Miller
District 4 Director
McKinneyOlson Insurance
Sioux Falls, SD
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INDEPENDENT INSURANCE AGENTS
OF SOUTH DAKOTA
2017 OFFICERS

PRESIDENT

Annette Conway
Black Hills Agency Inc
Rapid City, SD

PRESIDENT-ELECT
Jesse Konold
Key Insurance Inc.
Mobridge, SD

VICE PRESIDENT

SECRETARY-TREASURER

PAST PRESIDENT

IIABA STATE NAT’L DIRECTOR

Derrick Linn
Leavitt Heartland Ins. Services
Sturgis, SD
Pat Tollefson
Insurance Plus
Aberdeen, SD

DISTRICT # 1

Janet Noteboom
The Insurance Center
Winner, SD

2017 DIRECTORS

Josh Gilkerson
Fischer Rounds & Assoc.
Pierre, SD

Dan Maguire
Black Hills Agency Inc
Rapid City, SD

DISTRICT # 5

Janet Noteboom
The Insurance Center
Winner, SD

DISTRICT # 6

DISTRICT # 2

Mindy Huntington
Fischer Rounds & Assoc.
Watertown, SD

John Meyen
Rosholt Insurance Agency
Rosholt, SD

Melanie Parsons
Parsons’ Insurance Agency
Viborg, SD

Derrick Linn
Leavitt Heartland Ins. Services
Sturgis, SD

DISTRICT # 3

DISTRICT # 7

DISTRICT # 8

DISTRICT # 4

Deana Taylor
Agents of Insurance
Rapid City, SD

Amy Olson-Miller
McKinneyOlson Insurance
Sioux Falls, SD

EXECUTIVE VICE PRESIDENT
Carolyn Hofer
IIASD
Fort Pierre, SD
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Looking Forward

Believe it or not, it is time to replace those calendars
with the 2018 model! A new year with new
challenges and opportunities.
Speaking of calendars, check out the IIASD
Calendar of Events on Page 19 and make sure you save
those dates on your calendar. We have two
important events coming up early in the year with
our Legislative Open House and Capitol visit on
January 23rd & 24th.
Farm & Small Town Conference in Chamberlain –
February 7th & 8th. Online registration opens
December 20th.
•Crop Seminar – Lynn Tjeerdsma, Ag
Staffer for John Thune; Mike Jaspers, SD Secretary
of Agriculture and Lee Friesen, Diversified
Services.
•Work Comp Assigned Risk Program –
Bill Malphurs, Pres., Technology Insurance
Company – new assigned risk servicing carrier for
South Dakota.
•ABC’s of Selling/4 P’s of Storytelling
Ed Bartling, motivational and sales training session.
•P&C Continuing Ed Classes (pending)
Be sure to make your reservations before
January 14th at Cedar Shores – 605-734-6376
Don’t wait to make your reservations for Convention
– Sept 23rd – 25th at The Lodge in Deadwood.
Room rates are $79. and IIASD room block is open.
605-584-4800.

Thank you all for a great year and we look

forward to working together in 2018 to keep the
independent insurance agency system strong.
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E&O EDGE – Megan Linn,
E&O Administrator
Navigating the New
How to Avoid E&O Claims from New Products
By Barbara Rocco & Kristina Miller
An ancient proverb would have us believe “there’s
nothing new under the sun.” That may have been true
once upon a time, but it doesn’t apply to modern
insurance markets.
As new risks continue to emerge at a dizzying pace,
new insurance products are cropping up constantly.
And even a veteran insurance agent can run into
trouble placing these new coverages.
Here are three ways to protect yourself from an errors
& omissions claim when dealing with new products:
Understand your client’s changing needs. This means
asking the right questions, listening to the answers and
following up appropriately.

That way, if an incident needs to be reported to an
expiring carrier, such notice is timely. In order to keep
lines of communication open with clients, be
responsive and helpful to all client inquiries.
Report claims to all carriers. What if you and your
client only meet about a new risk after a loss has
already occurred? Existing coverages and policy forms
can be slow to adapt to new exposures, so even after a
loss has occurred, it can be hard to determine what will
cover it and what will not.
Don’t try to answer those questions yourself. Instead,
simply direct the insured to submit the claim to every
carrier that might provide coverage.
Barbara Rocco and Kristina Miller are assistant vice
presidents and claims specialists with Swiss
Re Corporate Solutions and work out of the Chicago
office. Insurance products underwritten by
Westport Insurance Corporation, Overland Park,
Kansas, a member of Swiss Re.

It also means documenting every time you
recommend a new insurance coverage or limit to a
client, along with the client’s response. Clients often use
questions left hanging to hang E&O claims on agents.
Study the policy terms and conditions. How do they
affect the insured’s business? In jurisdictions and
situations that involve a “duty to advise,” the agent‐
insured relationship cannot operate in a vacuum.
Communication is always a two‐way street.
Context is key here. Is this a new business or an
ongoing concern? A new policy or a replacement? If
the latter, think about how the new policy will address
old business. Review coverage differences between the
expiring and new policies, paying particular attention
to gaps and changes. Then, communicate and
document that you discussed these differences with
the client, and that they selected them.
For example, when dealing with “claims made and
reported” professional liability policies, encourage
clients to list all incidents on the application.

Contact Info:

Megan Linn
E&O Administrator
mlinn@iiasd.org
Phone: (605) 224-6234
Fax: (605) 224-6235

What: IPFGSF Monthly Meeting/Membership
Drive
When: Tuesday January 17, 2018
Social 5:30 pm Dinner 6 pm
Program to follow dinner
Where: 300 N Cherapa Place,
Sioux Falls, SD 3rd Floor
Conference Room
Cost:

FREE to guests

RSVP: Nachole.Gillis@marshmma.com
(prior to January 10th to reserve your seat!)

Insurance Professionals of Greater Sioux
Falls (IPGSF)
Program: Progress is Possible! Understand,
Prioritize, Act on your Financial Goals &
Dreams!
Presented by: Karen Starr, MBA. Senior
Financial Rep Dakotas Business Center for
Principal Financial Group
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Kayla’s Technology Advice
How Will Automation Impact the Insurance
Industry?
Article By: PERRY MYERS & JERRY FOX

Imagine this: Home and car doors automatically
unlock as you approach. Auto coverage is
automatically secured and bound when you purchase
a new car. Travel insurance is automatically calculated
and implemented as soon as you book international
travel.
Automation, also known as virtualization, is the use
of various systems to operate equipment, machinery
and software to complete a process with limited,
reduced or no human interaction. From machine
automation in factories and plants to software
automation in businesses, such as automated
ordering and accounts payable systems, the
technology has broad implications for all aspects of
human life.
As all industries move closer to embracing
automation, businesses will be able to devote more
time and resources to core organizational goals.
Economic Impacts
Online shopping with Amazon and Zappos is possible
thanks to automation of processes such as warehouse
robotics. Production automation has been in full force
for decades, and non-automated processes are on their
way out. Automated home appliances are already on
the market, including refrigerators that know their
contents and can order supplies for grocery delivery
when stock runs low.
In the coming years, automated transportation
systems will begin to arrive as more devices connect
to the Internet of Things. Automated ordering systems
in offices will automatically order supplies as needed,
with little to no human interaction or monitoring.
Overall, automation will allow for a reduction in
operational resources, but it will also impact
employment in industries like restaurants, as many
traditional jobs will no longer be available. Education
will change to satisfy the needs of these new processes
in order to avoid high unemployment numbers.

Insurance Industry Implications
Automation will impact the insurance industry in a
variety of ways. On the positive side, the technology
will reduce the resources required to do business,
particularly in the areas of policy checking, data entry
and monitoring for supplies. The claims process will
become quicker and more efficient as human
oversight of the process will only be necessary for
correcting inconsistencies and issues. The need for
electronic data processing coverage will increase,
presenting new sales and prospecting opportunities.
On the negative side, as unemployment rises alongside
automation, workers comp premiums could also drop,
reducing profits from this type of coverage.
Collaboration between carriers, vendors and agents
will be necessary to stay on top of changing trends and
processes.
Recommended Actions
Educate yourself and your agency staff on automation
and the current trends around it in your area. Ensure
agency leadership and staff are aware of basic
automation concepts and applications.
Review agency workflows to determine where you can
leverage virtualized automation to provide instant and
superior service to customers, both during business
hours and after hours.
Review your current customer base for possible
impacts. Educate your clients on the risks involved
with automating processes.
Understand when payment and coverage points can be
enacted for on-demand insurance.
Investigate markets for automation coverage, for both
providers and consumers. Understand where your
carriers stand on automation, as well as their offerings
in this area.
Once automation is fully realized, it will lose its
capacity to reduce the resources necessary for an
organization to operate. But as automation increases,
so does the importance of people who can provide
thought leadership, code, advice and maintenance for
the automated process. As automation grows, so does
its risk for failure. Systems will rely on expert people
to resolve issues as soon as they arise in order to keep
automated businesses running.
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EMC does more than handle claims,
we score them. Information gathered
from adjusters and customers provides
us with metrics to continually enhance
the quality and promptness of EMC’s
claims handling. It’s just one of the many
reasons policyholders Count on EMC ®.
JENNIFER BAKER, CPCU, AIC-M, AINS, AIS
Senior Claims Adjuster
EMC Omaha Branch

SCORING CLAIMS

FOR BETTER SERVICE.
OMAHA BRANCH OFFICE
Phone: 800-338-9735 | Corporate Office: Des Moines, IA
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www.emcins.com
©Copyright Employers Mutual Casualty Company 2017. All rights reserved.

Swiss Re Tops P&C Carriers For Mitigating Risk
We're proud to share some good news about an accolade our Big
"I" Professional Liability partner Swiss Re Corporate Solutions has
received.
National Underwriter's at Risk Manager Choice Awards is a national
survey conducted by Flaspöhler, part of NMG Consulting. It recognizes
the "top" Property & Casualty carriers named by risk professionals in
their efforts to mitigate exposures.
Swiss Re Corporate Solutions has scored the HIGHEST on eight
overarching critical factors seen as vital to risk managers. SRCS
also took top honors in several individual factors including Claims Handling, Financial Value, and International
Capability.
Thank you to our valued partner Swiss Re Corporate Solutions and to our loyal clients for being part of our 30+
year program, the strongest and most stable in the industry.
Not currently with our program? You can protect your agency and staff with an E&O policy that works as hard as
you do! To learn more about the newest policy enhancements or to get a premium indication, at contact your state
E&O program manager.
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DUES DEDUCTIBILITY:
Dues are not deductible as a
charitable contribution, but may be
deductible as an ordinary and
necessary business expense.
The portion of the dues related to
lobbying expense is NOT
DEDUCTIBLE as on ordinary and
necessary business expense.
The non-deductible portion of dues
for 2017 are as follows:
IIABA 18.72%
IIASD- 17.6%

We are hiring!
Are you seeking a career or a job? If your answer is a job, then we are not
the right place for you.
Our current clients and team members deserve the very best team. We
seek individuals that want a career with an organization that will
continuously challenge them, encourage them, and support them.
We are a team of highly skilled individuals that strive every day to provide
our clients a certain freedom. Freedom from concern or worry about their
risk management and employee benefits needs. As such, we must have
strong team members; team members that are held to the highest
standards.
We want the best, we recruit the best, we focus on hiring the best. Are you
the best?
Lucky you! Howalt+McDowell has Account Manager positions open in
Commercial Lines, Personal Lines, and Employee Benefits. Check out our
postings to see what opportunities could be ahead of you. Click Here and
search Sioux Falls.

Apply today!

Agent & Customer Service Oriented
Providing for Your Insurance Needs
al &
Person cial
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Ranch

MISSOURI VALLEY
MUTUAL
INSURANCE COMPANY
Main Office in Burke, SD
SERVING SOUTH DAKOTA
FOR OVER 100 YEARS

Homeow
ner
Mobileho &
me
Fire & Allie
d
Lines

a
Umbrell
Liability

Contact
Brady Peck
605-775-2636
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Personal
&
General
Liability

Andy Kraus, CPCU | Vice President of Agencies
800.742.7433 | akraus@fmne.com

Independent
Insurance
Agents
Every day, you as independent
agents put on a rocking show for
your clients. We are proud to give
you a standing ovation!
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2017 Fire Department Grant Winners

Onida Fire Department shown above received the Dist 1 Fire Department Grant to purchase new helmets for
their 30 firemen. Nominating Agencies: Sunrise Agency, Farmer’s Union-Mefferd and Fischer Rounds Insurance.
Waubay Fire Department shown below gathered to accept the IIASD Dist 6 Fire Department Grant used to
provide a propane backup generator for their Fire Hall. They have had power outages for 30 days in the last 10
years. Nominating agent was Jim Knudson from Puthoff Insurance.
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Featured Gold Partner

There’s

Strength
in our

Numbers!

There are over 3,000 property and casualty insurance
companies in the United States.
Only 50 are included on the Ward’s 50 List for safety,
consistency and performance.
Only 5 have been rated “A” or better by A.M. Best for
over 100 years.
Only 2 are on both lists.
Great American Insurance Company is 1 of the two.*
Contact Darrin Erickson for more information.
derickson@gaig.com
605-359-2426

Visit us at GreatAmericanCrop.com
The U.S. Department of Agriculture (USDA) prohibits discrimination against its customers, employees, and applicants
for employment on the basis of race, color, national origin, age, disability, sex, gender identity, religion, reprisal, and
where applicable, political beliefs, marital status, familial or parental status, sexual orientation, or all or part of an
individual’s income is derived from any public assistance program, or protected genetic information in employment or
in any program or activity conducted or funded by the Department. (Not all prohibited bases will apply to all programs
and/or employment activities). If you wish to file a Civil Rights program complaint of discrimination, complete the USDA
Program Discrimination Complaint Form, found online at http://www.ascr.usda.gov/complaint_filing_cust.html, or at any
USDA office, or call (866) 632-9992 to request the form. You may also write a letter containing all of the information
requested in the form. Send your completed complaint form or letter by mail to the U.S. Department of Agriculture,
Director, Office of Adjudication, 1400 Independence Avenue, S.W., Washington, D.C. 20250-9410, by fax (202) 690-7442
or email at HYPERLINK “mailto:program.intake@usda.gov” program.intake@usda.gov. Individuals who are deaf, hard
of hearing or have speech disabilities and wish to file either an EEO or program complaint please contact USDA through
the Federal Relay Service at (800) 877-8339 or (800) 845-6136 (in Spanish). Persons with disabilities, who wish to file a
program complaint, please see information above on how to contact the Department by mail directly or by email. If you
require alternative means of communication for program information (e.g., Braille, large print, audiotape, etc.) please
contact USDA’s TARGET Center at (202) 720-2600 (voice and TDD). For more information, contact the RMA Civil Rights
Office at 202-690-3578 (main line). Great American Insurance Company is an equal opportunity provider.
Source: Ward Group®, 2017 Ward’s 50 Property and Casualty Companies, and A.M. Best®, rating reaffirmed August
11, 2017. Policies are underwritten by Great American Insurance Company and Great American Alliance Insurance
Company, authorized insurers in all 50 states and the District of Columbia. Great American Insurance Company is an
equal opportunity provider. Great American Insurance Group, 301 E. Fourth Street, Cincinnati, OH 45202 © 2017 Great
American Insurance Company. All rights reserved. 5345-CRP (11/17)
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Trusted Choice® Brings Consumer Brand to CNBC Prime Time
Trusted Choice® is bringing the independent insurance consumer brand to CNBC with a sponsored content
partnership.
The new partnership will place the consumer brand on one of CNBC's hit television shows, “Billion Dollar
Buyer." Tillman Fertitta, billionaire restaurateur and host of the show, will “endorse" Trusted Choice agents during
the spring premiere, presenting three 30-second vignettes that will highlight the importance of:
•
•
•

Equipment breakdown insurance
Employment practices liability
Use of personal property

Trusted Choice content will air throughout CNBC's business day and primetime windows alongside Fertitta's
popular show. The brand will also appear in digital placements on CNBC-Make It properties and CNBC affiliate
properties like Conde Nast, and will receive mentions and promotion from “Billion Dollar Buyer" social media
handles.
Trusted Choice also plans to promote and host content to Trusted Choice-owned and -operated web properties,
including Trusted Choice social media channels, the Big “I" website, state association websites and TrustedChoice.
com.
The campaign flight is scheduled to last nine months, beginning with “Billion Dollar Buyer's" season premiere in
January 2018. For more information about the Trusted Choice sponsored content partnership, contact Demarcus
Johnson.

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.

13

Use Promo Code 1594626 to receive your
15% member discount

1st Dakota Insurance offers competitively
priced Continuing Education and Exam Prep
materials and courses for their members.

Sandy Kost
1st Dakota Insurance School
2601 S Minnesota Ave
Suite 105-244
Sioux Falls, SD 57105
605.271.4440 or 877.317.3087
sandy@1stdakins.com

**Licensing Materials and Classes
(for Property/Casualty and Life/Health Exam
Preparation)
**Continuing Education Classes
**Online Courses and Webinars
We are continuing to offer the materials you
are familiar with.
Be sure to check out their website at
www.1stdakins.com
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Sioux Falls Home Insurance

More Visibility
Program
For IIABA of South Dakota
members

Investing in boosting your marketing edge with online
insurance prospects
Partnering with TrustedChoice.com

Last year, the South Dakota More

on the More Visibility Program is an

Visibility Program drove 116%

investment in enhancing your digital

more insurance shoppers to

footprint. The More Visibility Program

TrustedChoice.com. More online

drives more local online handshakes to visibility leads to more opportunities to
our member agencies through geostrategic search engine optimization.

15
15

turn online clicks into clients.

MVP boosts
agency visibility
As an MVP champion, partnering with
TrustedChoice.com gives our members
a digital edge. Higher ranking for our
member proles in search results means
higher visibility with online buyers.

e

MVP targets local
insurance buyers
We partner with TrustedChoice.com
to create and host unique insurance
content that’s targeted geographically
to online insurance searchers and pairs
high-intent prospects directly to an
agency’s online digital prole.

It’s time to take full
advantage of MVP
To shine online and stand out to insurance
buyers, it’s time to update your TrustedChoice.
com digital prole.

1

Sign in to activate your account.
Visit https://goo.gl/gwMmLw and sign in
using your IIABA credentials.

2

Update your prole. Click “Agency Prole”
in the main menu. Then, click the “Edit
Agency Prole” button. Complete the
information on each of the tabs and then
press “Save”.

PRO TIPS
� Use a person’s photo for your prole image.
Agencies with pictures of people in their proles
convert higher than those that do not.
� Use a producer’s phone number in the “Public
Phone Number” eld. This is the number
consumers will call to get in touch with you so
you want to be sure they connect with a real
person right away.
� By default, all lines of business are selected
for you, so it’s important to review and rene
your appetite lter settings. Removing the lines
of business you don’t serve ensures you get
referrals for the lines you like to write.
Need assistance? Call (855) 372-0070 to speak with
a TrustedChoice.com representative.

Copyright 2017 TrustedChoice.com. All rights reserved.
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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

CWG® Fire/EMS PAK Announces
Your New South Dakota State Directors!
WEST of the river

EAST of the river

Dan Maguire
Daschle Larsen
and Levi Olivier
and Taylor Jacobsen
Black Hills Insurance Agency, Inc. McKinneyOlson Insurance
pak@BlackHil sAgency.com
pak@McKinneyOlson.com
605.342.5555
605.335.7777
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Featured Gold Partner

G&RABER
A SSOCIATES
Proudly offering premier service and support.

Your one-stop for life & health products.


Your call is always answered by a live, local person



Innovative ideas to help secure and retain business



Product comparisons and plan design assistance



Fast quoting



In-person sales and renewal support



Application and form scrubbing, processing updates



Product and market changes communicated quickly



Free access to HR360



COOP advertising



Multiple training opportunities each year, some include free CE



Our staff has almost 100 years of industry experience
Graber & Associates works closely with our industry’s associations to
influence legislation in the State of South Dakota by communicating the
agent’s and consumer’s perspective. We work to keep the value of the
local insurance agent known.
We are proud to be a Platinum sponsor of the Big I in 2018!

Group • Ancillary • Individual Health • Medicare
Life • Annuities • Disability • LTC
5032 S Bur Oak Pl Ste 230 • Sioux Falls, SD 57108 • (800) 669-3959 • graberassoc.com
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2018 IIASD’s
Schedule of Events

Why
American West
Insurance?

January 23rd – 24th

Board Meeting & Leg. Open House
Day at the Capital in Pierre

• Local company with over 60
years agriculture insurance
experience
• Quality products

February 7th – 8th

• Competitive pricing

Farm & Small Town/Spring Crop Seminar
in Chamberlain

• Expert claims and
underwriting services

Be Protected. Be Sure®.
yourawi.com

April 17th – 21st

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

Legislative Conference in Washington, D.C.

June 4th – 7th

E&O Seminars in
Sioux Falls, Aberdeen, Pierre, Rapid City

June 20th – 22st

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

River Days/Walleye Classic in Pierre
Board Meeting

July 15th – 16

Five-State Regional Young Agents Conf.
Omaha, Nebraska

August 22nd – 25th

IIABA Fall Leadership Conference
Springfield, MA

September 23rd – 25th
Annual Convention
The Lodge in Deadwood

WE STAND FOR

you.®

And support the great work you do
as agents in the agricultural community.
By working with us, the nation’s number one farm
insurer, you can offer your customers one-of-a-kind
protection from an experienced industry leader.
Partner with America’s top farm insurer today.

SHERRY
PACZOSA
Regional Sales
Manager

402-450-3176
paczoss@nationwide.com
WS4U.com

Source: 2013 Munich Re: Report. Based on premium and loss data. Nationwide, the Nationwide N and Eagle and
Nationwide is on your side are service marks of Nationwide Mutual Insurance Company. We Stand For You is a
service mark of Nationwide Agribusiness Insurance Company. ©2015 Nationwide Mutual Insurance Company.
Products underwritten by Nationwide Agribusiness Insurance Company, Farmland Mutual Insurance Company,
Allied Property and Casualty Insurance Company and AMCO Insurance Company. Home Office:
1100 Locust Street Des Moines, IA. GPO-0187AO.1 (01/15)

19

Innovative,
Not Conventional
Niche Workers’ Compensation and Commercial
Line Coverages for Main Street America
Get started with an agency appointment application
at amtrustappointments.com/SD2.

A.M. BEST RATING OF
“A” (EXCELLENT), FSC “XV”
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Featured Gold Partner

125 years
Build a long-lasting partnership with one of the most stable companies
in the industry. Our commitment to innovative insurance solutions,
backed by our proven financial strength and World Class customer
service, means we’ll be there to serve America’s farmers
long into the future– just as we have for six generations.

www.fmh.com
21

FMH surveys policyholders annually using the Net Promoter Score™ methodology and qualifies as World Class with an overall claims experience score
of 80.1. Products underwritten by Farmers Mutual Hail Insurance Company of Iowa and its affiliates, West Des Moines, Iowa. Not all affiliates are mutual
companies. Farmers Mutual Hail and its affiliates are equal opportunity providers and prohibit discrimination in all programs and activities.
All coverage not available in all states. ©2017 Farmers Mutual Hail Insurance Company of Iowa. All rights reserved.

COMPREHENSIVE COVERAGE
IS OUR MIDDLE NAME.
Only Burns & Wilcox has the depth and breadth of
experience to deliver the right solutions right away.
Minneapolis, Minnesota | 612.564.1880
Toll Free 800.328.1693 | Fax 612.564.1881

burnsandwilcox.com

Denver, Colorado | 303.804.0200
Toll Free 800.888.9701 | Fax 303.804.0207

Commercial | Professional | Personal | Brokerage | Binding | Risk Management Services
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FRAUD Convictions

fraud charges

A former Louisiana cop faked the theft of an ATV
and trailer. Donald W. Malray had the owner transfer
the machines to him. He then told the guy to report
the theft to the Homer, Louisiana police, where
Malray was an officer. The insurer paid the owner about
$13,000. Investigators found the stuff at the home of
Malray’s girlfriend. He will get up to 20 years in prison
when sentenced Dec. 6. Malray tossed away a nearly
30-year law-enforcement career and was the Homer
department’s assistant chief at one point.

Burglars ransacked Colorado cop Michael Taylor’s
home while he was away, the Silt man claimed. A Rolex
watch, KitchenAid blender, Sentry safe, passport,
valuable jewelry, and other items were stolen,
Taylor told his insurer. The insurer paid him more than
$50,000, including about $4,000 for the Rolex.
Prosecutors now allege the watch was a knockoff worth
far less. Taylor also re-booted the claim two years
later. His home was robbed while he was at a movie
and his wife was out of town, he said. Once again,
Taylor claimed the safe, passport, $7,500 diamond
ring, and other goodies. The ring never was stolen. He
took it to a jeweler before the second claim, had a cubic
zirconium stone set in the ring and kept the diamond.
Nor was his passport stolen. He used it for a trip to
Mexico after making the claim. Three years after that,
Taylor falsely claimed thousands of dollars of
jewelry was stolen from his wife’s car. He received
nearly $10,000. Taylor also stole insurance checks
intended for he and his wife. He forged her name to
the checks then deposited them without her knowing.
Taylor faces multiple charges of insurance fraud and
theft.

Rehan Zuberi masterminded the large-scale
bribing of doctors to refer patients to his imaging
centers for expensive insurer-paid tests. The
Morristown, New Jersey-area man paid several
million dollars in kickbacks to dozens of doctors and
chiropractors for the referrals. The kickbacks were paid
from shell companies Zuberi created. The bribe money
was delivered in cash, checks, gift cards, lavish dinners,
and expensive vacations. Many imaging centers also
were listed as co-owners of luxury vehicles, including a
Ferrari and multiple Mercedes-Benzes. He will spend
up to eight years in state prison when sentenced Dec.
6.
Seven con artists paid the price for comp scheming
in Ohio. Among the newest convictions the Ohio
Bureau of Workers’ Compensation lists: Robert
Leonard (Niles) failed to comply with repeated
attempts by BWC to reinstate lapsed coverage for his
business, McMenamy’s LLC. Leonard repaid $13,224.
Joseph Stewart of Titusville, Florida was found
assembling countertops, kitchen cabinets, and a
display case for a market in Toledo while
collecting temporary total disability benefits.
Investigators caught Michael R. Strickland
(Woodville) delivering mail for a trucking firm while
collecting BWC benefits. Strickland waited for three
months to report his work activity after he left
disability and returned to work. BWC has secured 90
convictions so far this year.

Vyacheslav Vizitiv canceled his auto insurance while
trying to sell his Acura RSX. The Tacoma, Washington
driver collided with another vehicle two weeks later.
Vizitiv quickly reinstated his Geico policy and
submitted an online claim in his mother’s name. The
Acura was damaged while parked at his apartment
complex, he said. The owner of the vehicle Vizitiv hit
also filed a claim with Geico. The guy used the real
accident date and had Vizitiv’s license-plate number.
Vizitiv failed to appear in court to answer the ensuing
charges. He was plastered on the state insurance fraud
unit’s “Most Wanted” list for more than a year. Vizitiv
finally was rounded up when detectives found him in
a relative’s home. He is charged with a false insurance
claim and ID theft, the Washington insurance
department says.
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www.claimsassoc.com
Jeff Jares, AIC AIM, President
Christopher W. Madsen J.D. General Counsel
Dan Eggers, Finance/HR/IT
Adjusters – Sioux Falls

Don’t let your clients get stuck in the penalty box.
At Western National, our Personal Auto policyholders are never
penalized with premium increases for tickets or accidents.
That’s our Penalty-Free Promise®, and it’s one we’ve stood
behind for over 50 years. For the lasting penalty protection your
clients deserve, turn to Western.
“Penalty-Free” means an individual’s Personal Auto rates
are never increased due to tickets or accidents. Initial and
ongoing eligibility for coverage not guaranteed. Coverage
not available in every state.

Nancy Almendinger
Cory Beck
Blake Dykstra
Dave Johnston
Amy Kvernmo
Wendi Peterson
Dave Sendelbach

Jennifer Andrisen Selzler
Bill Blackman
Kay Greve
Collin Karsky
Chad Moore
Kimberly Rausch
Tim Wieker

Adjusters – Rapid City
John Keffeler

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.

www.wnins.com
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Upcoming Event:
Farm and Small Town: February 7th-8th
Insurance Solutions
for Fire & Emergency
Responders

EXCLUSIVELY OFFERED IN SOUTH DAKOTA BY:
Fischer Rounds & Associates, Inc. | Shane Lehrkamp
slehrkamp@fischerrrounds.com | tel: 800.456.2603 | cell: 605.224.9223

Farm and Small Town Online Registration will
open on December 20th.
Room Block Deadline: January 14th
Arrowwood Cedar Shores
Phone: 605-734-6376

A Member of OneBeacon Insurance Group
These policies may be underwritten by Atlantic Specialty Insurance Company or OBI National Insurance Company.

Insurance Agent Wanted:
Full-time job
We have grown! We are seeking to add another
Sales Person to our team!
Excellent pay/commissions! Outstanding
benefits!
Do you want to work in a fun environment and
make an amazing salary?
Send in your resume or come by and meet us!
Info to send resume to:
stacey@herrmannagencies.com
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We can
help.
24/7 FIRE & WATER
restoration services

Sioux FallS

605-334-9716
yankton
605-689-2220

INTEK

ClEaNINg & REsToRaTIoN

www.intekclean.com

How to Build Relationships in Your Organization and with Vendors
By: John Chapin

We all know relationships are important with clients. If you own the relationship with a client
account, you most likely own the business. Just as important as client relationships are the
relationships within your organization and with vendors who help your business run smoothly.
Problems in these relationships usually lead to problems in client accounts, which could result in
lost business. You also spend a good amount of time with vendors and co-workers, so the better your
relationships with them, the more pleasant your work life will be. All of that said, how do you ensure
good, solid relationships within your organization and with vendors?
3 Steps to building strong relationships
Step 1: Follow Steven Covey’s Habit #5: Seek first to understand.
In order to build a relationship with someone you have to get into their world. Here are some ways to
do that with vendors and people you work with.
a) Ask them: What can I do to make your job easier? During my first week at Diebold Banking
Equipment, I approached each individual in installation and service and asked this question. When
they realized I was willing to work with and help them, they in turn were willing to work with me and
help me.
Ask vendors this question too. You want to make their lives as easy as possible. An example of this is
with insurance agencies I work with. They ask their carriers what a perfect submission looks like and
then do their best to achieve that. Also keep in mind that your objective is to be a great customer for
your vendors. Be easy to work with, make sure your interactions with them are good ones, and thank
them when possible.
b) Talk about their favorite subject. In other words, talk about them, their family, kids, pets, and
related subjects. Try to keep the conversation positive and upbeat. While you may have to talk about
someone’s cancer treatment or illness, you want to keep most conversations focused on good things
going on in the person’s life. Also, be careful not to one-up people. If someone is talking about their
daughter playing soccer, you can mention that you daughter plays soccer too, letting them know
you have something in common with them. Just don’t talk about your daughter being a superstar or
shift the conversation from their daughter to yours. Ask about activities they’re involved in such as
bowling leagues, softball, golf, etc. Make sure to listen more than you talk. You have two ears and one
mouth. Use them at least in that proportion. Drop in some of your own personal information so they
have something they can connect with you on but again, make sure they are talking most of the time
and be careful not to out-shine them. Remember everyone’s favorite radio station: WIIFM: what’s in
it for me. Focus on that when you talk to people. What do they want and what are they interested in?
c) Let others be right, let them go first, and make them feel important. Everyone’s number one need,
provided they have food, shelter and the basics, is to be recognized and to feel important. Most
people are mirrors. When you let other people be right and let them be first, they’ll do the same for
you. They’ll also be much more willing to work with you.
d) Use Dr. Tony Alessandra’s Platinum Rule. The Golden Rule is of course: Treat other’s the way you
want to be treated. It’s effective more than 90% of the time. To get closer to 100%, use the Platinum
Rule: Treat others the way they want to be treated. Ask for preferences regarding communication and
other business protocols. Don’t assume that your preference is everyone else’s preference.
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Step 2: What gets rewarded, gets repeated.
When I worked for Diebold, I used to give $5 and $10 gift cards to people in the installation and
service departments. I also gave them baseball tickets and other gifts. On special occasions, during
the holidays, or when they really went above and beyond, I used to give more expensive gifts such as
jewelry or their favorite alcohol. Based upon rules and regulations you may or may not be able to do
some of these. Either way, you must acknowledge and thank them for helping you and doing a good
job. Stop by their office, thank them for what they just did for you, give them a small token of your
appreciation, and ask about their favorite subject.
Here are some other ideas for rewarding people that don’t cost anything:
• Send an e-mail telling the boss what an asset they are to the company. Make sure you copy them in.
• Send a handwritten thank-you note.
• Call them on the phone and thank them or stop by in-person.
• Build them up with sincere compliments.
• Praise them in front of their peers or higher-ups.
Step 3: Treat co-workers and vendors like one of your top accounts.
A great way to build relationships internally and with vendors is to give them the same extra-special
treatment that you give your top accounts.
Here are some ideas:
• Send them birthday cards and holiday cards.
• Give them holiday and birthday gifts.
• Study their areas of interest so you can have intelligent conversations with them.
• Give them books, articles, and other items related to their areas of interest.
• Pass on articles and other information about their high school, college, and hometown.
• Pass on good articles and information you come across about their kids, spouse, relatives, or their
related interests.
• Find articles and other stories written about your vendors’ companies and industries, and
occasionally discuss some of this information with them.
• Pass on items of religious and political interest.
• Give gift certificates to restaurants and stores.
• Give tickets to sporting events, shows, dinner events.
• Contribute to one of their favorite charities.
• Make a small investment in their business or something else they are involved in.
• Give vacations or trips to trade shows and other industry events.
• Get creative and come up with other great ideas to turn co-workers and vendors into loyal partners
and great friends.
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HAVE YOU HEARD? THE BIG “I” HAS A DIVERSITY TASK FORCE
By: Whitnee Dillard

Maybe you've heard of the Big “I" Diversity Task Force. You might have even stumbled across the Big “I” diversity
webpage, which gives you access to free diversity webcasts, research materials and marketing plans. Either way,
you may have a few questions—including: What is the Diversity Task Force? Why should I care?
The Diversity Task Force is a collaboration between diverse Big “I" member agents and 15 leading insurance
carriers. The task force's focus is to promote the upward movement and sustainability of the independent agency
channel through diversity and inclusion initiatives across Big “I" state associations and industry affinity groups.
In this context, “diversity" refers to racial and ethnic minorities, millennials, women and the LGBTQ community.
Think of the word “inclusion" as an action that means embracing these demographics into your workforce and
consumer markets. As Vernã Myers, a nationally recognized expert on diversity and inclusion, says, “diversity is
being invited to the party; inclusion is being asked to dance."
So why should diversity and inclusion be on your agency's radar? By 2044, people of minority races and
ethnicities will collectively become the majority population, according to the U.S. Census Bureau. The evolving
face of America offers great opportunity for the independent agency channel—provided agents aggressively take
stake, proactively diversifying their agency workforce and consumer markets.
The Big "I" Diversity Task Force has been recognized for three consecutive years as one of the nation's top 25
diversity councils. A special thank you to Diversity Task Force company partners: AmTrust, Chubb, Church
IIA
Newsletter
2017_Layout
1 2/16/2017
3:47
PM Page 1Liberty Mutual, MetLife, Nationwide, Progressive, Safeco, Selective,
Mutual,
CNA,
Encompass,
Erie,
Hartford,
Travelers and Westfield Insurance.

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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BE WORRY
FREE
WITH IMT

We understand the importance of partnerships and take great
pride in building strong, stable relationships with our agents and
policyholders. Through experienced claims expertise and hightouch customer service, we are there when we are needed most.
Learn how you can represent IMT Insurance & Wadena Insurance
at imtins.com/contact_us.

Who

has been
insuring businesses for over

www.cwgins.com
Our customers

imtins.com | west des moines, iowa

include:
• Wholesale
Distributors
• Small Business
Owners
• Light Manufacturers

The companies of

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

CWG is Strong, Local & Trusted.

• Agribusinesses
• 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 ©
2016 Continental Western Group®. All rights reserved. | 1688CWG-AD-02-16
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Count on
Financial Markets, Inc.
TO MAKE LIFE EASY We Understand Property
& Casualty Agents

We understand the challenges and
opportunities that are part of the P&C’s
agent’s everyday world. Financial Markets, Inc.
exists to add value to your agency by providing
critically important protection products for your clients.
Providing life insurance to your clients will increase your
account revenue while building stronger relationships
and improving retention.

LIFE INSURANCE = INCREASED REVENUE

Have 500 clients?

If you sold life insurance to just one in twenty-five of them this
year, you would add nearly $12,000 in revenue to your agency.

MORE LINES OF COVERAGE = IMPROVED RETENTION
PERCENTAGE OF HOUSEHOLDS RETAINED BY POLICY YEAR & LINE OF BUSINESS
Policy Year
5
10
15
20

Auto Only
61%
44%
35%
31%

Two Lines
70%
53%
45%
41%

Three or Four Lines
83%
75%
71%
69%

Cross-selling Life Insurance to Property-Casualty Customers, InfoFocus from LIMRA International, Inc.

Contact us today to turn that Suspect into a Prospect!
Financial Markets, Inc. | Phone: 800-888-2829 | Fax: 888-782-9062 | Edward.Bartling@fmiAgent.com | www.fmiAgent.com
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Your Client’s Emergency Vehicle Crashed, Now What?
Emergency personnel are trained to know exactly how to respond to every type of accident. But, are they prepared
to respond properly and quickly when their own emergency vehicle crashes? In 2016, the National Fire Protection
Association (NFPA) reported there was an estimated 15,425 crashes involving fire department emergency vehicles.
The following steps are examples you can provide your fire department clients to help them protect their
employees and the public in the event of an accident.
Step 1: Have a policy in place
Every department should have a policy and training in place to respond to an accident involving an emergency
vehicle. All members of the department should be trained on how to properly fill out an accident report form, talk
to investigators and report the crash to dispatch and insurance. Ensure all accident report forms are accessible and
designate who from the department will respond to an accident.
All policies should be distributed throughout the department and training should occur at least annually. Having
a plan in place can reduce the consequences following the accident.
Step 2: Safety
If an accident does occur, the first thing that should be attended to is safety. Immediately notify the department
that there has been an accident so that another emergency vehicle can be dispatched to the original emergency. At
this time, it’s important to also notify the local law enforcement agency. If able, the involved crew should provide
aid to any of the injured parties. After medical assistance has been provided, secure the accident scene so that other
vehicles will not hit and further damage your emergency vehicle. Before moving the vehicle, if safe to do so,
document the position of the vehicle with photographs or a sketch.
Step 3: Documentation
Using a readily available accident form, document the accident. Having a camera to take photos is a good idea, but
a cell phone camera will work as well if your department cannot supply each vehicle with a camera. After filling out
the accident report form, get the names and contact information from all parties involved in the accident. At this
time, consider also acquiring names, contact information and statements from witnesses. Never admit any fault at
the scene of the accident. Provide the information you collected to the police department.
Step 4: File a Claim
Report the accident through your insurance agent as soon as possible, but no later than 24 hours after the accident.
Provide all the information you collected to the insurance company in a timely manner to expedite claims and/
or repairs. Once all of the collected information and accident forms have been provided to necessary parties, the
documents should be stored for future investigations made for legal or insurance purposes. All personnel should
be trained on proper document storage during policy and procedure training.
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Step 5: Vehicle Inspection and Repair
Once the emergency vehicle has been returned safely and the investigation has been completed, an inspection
must take place. Have an inspection plan in place that will determine whether the emergency vehicle can be used
until repairs are made. To expedite the repairs, know where to go to get emergency equipment repaired.
Step 6: Vehicle Re-Certification
Unfortunately, repairing the damaged equipment doesn’t mean your emergency vehicle is automatically ready to
be reinstated into the fleet. Many pieces of equipment (e.g. the Arial truck and snorkel) may need to be re-certified
before the emergency vehicle is deemed safe. After the equipment has been re-certified, your insurance company
may need to verify this before the emergency vehicle is fully covered.
Accidents happen but many are preventable. If your emergency vehicle has an accident, properly reporting and
investigating each accident is important in finding potential solutions. If your department has questions regarding
your current policy or questions about getting started, contact your risk control resource through your insurance
carrier.
Local fire departments and emergency responders have a tremendous responsibility to keep their communities
safe, and protect the people who live there. With an instinct to protect strengthened by integrity and reliability, it’s
important to find an insurance carrier with similar values. OneBeacon Government Risks understands the unique
responsibilities of firefighters and first responders, and we’re here to help minimize their risks, resolve claims and
make the community a safer place to live and work. Our FirstFire Services™ insurance coverages include
automobile, property, inland marine, general liability, management liability, employment practices liability and
excess liability.
CONTACT US
If you have questions regarding the information in this article or about FirstFire Services™, contact Shane Lehrkamp
with Fischer, Rounds & Associates at slehrkamp@fischerrounds.com. Fischer, Rounds & Associates is the exclusive
provider of FirstFire Services™ in North and South Dakota.
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Extortion by computer is growing
. . . about 400% per year

Cyber criminals can lock computerized operations and hold the business and customer private information hostage,
demanding a ransom to unlock them. Would you know how to keep your insurance agency’s information safe -- and
your customers’ -- if confronted with a cyber extortion demand?
IIASD and Arlington/Roe have partnered to offer Cyber Secure. It is offered at a reduced rate to our members and
includes coverages such as:
                                   •   Cyber Extortion Loss Sublimit
•   Business Interruption Coverage
                                   •   Forensic Expenses to Investigate the Breach/Ransomware Event
This member benefit is brought to you by IIASD and administered by Arlington/Roe.

Member agencies, call us for cyber coverage today.
Contact
Name: Megan Linn
Title: E&O Administrator
Phone: (605) 224-6234
Email: mlinn@iiasd.org
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Contact
Name:John Immordino
Title:E&O Risk Consultant
Phone: 800-550-9891
Email: jimmordino@arlingtonroe.com

Don’t slip up and
land in court.

Sign on to E&O Happens to safeguard your agency.
One false move can land your agency in court facing a professional liability lawsuit, costing you valuable time,
energy and resources. But many common missteps can be easily avoided. Big “I” Professional Liability provides the
E&O Happens Risk Management Website, featuring more than 700 pages of insurance agency risk management
information, available exclusively, and at no cost, to Big “I” members. Features include:
 Claim examples
 Risk management articles
 E&O Claims Advisor newsletters
 Sample disclaimers
 Sample customer letters
 Webinars and podcast archive

Log into www.iiaba.net/EOHappens.
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DIAMOND
Risk Administration Services
PLATINUM
Farmers Mutual of Nebraska
Financial Markets Inc.
Great Plains Brokerage
Nationwide Mutual Insurance Co.
North Star Mutual Insurance Co.
QBE NAU
GOLD
Acuity
CGB Diversified Services, Inc.
Columbia Insurance Group
Continental Western Group
Dakota Claims Service
Doss & Associates
EMC Insurance Co.
Farmers Mutual Hail of Iowa
FirePak
Graber & Associates
Great American Insurance Co.
Intek Cleaning and Restoration
Le Mars Insurance Co.
Liberty Mutual Insurance
Midwest Family Mutual
North Star Mutual Insurance Co.
OneBeacon Insurance Group
Pro Ag
Rain & Hail, LLC
SFM Mutual Insurance Co.
The IMT Group
United Fire Group
Western National Insurance
SILVER
Accident Fund Ins Co. of America
American West Insurance
ArmTech Insurance Services
Auto-Owners Insurance
Farmers Alliance Mutual
Missouri Valley Mutual Insurance Co.
North American Software Associates
Northwest GF Mutual Insurance
Progressive Insurance Co.
Rainbow International Restoration Services
Risk Placement Services
Rural Community Insurance Services
SafeCo
Swiss Re
State Auto Insurance Co.
BRONZE
Bjornson/Sentinel E & L
Grinnell Mutual Reinsurance Co.
Insurance Alternatives, LLC
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