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Merry Christmas and Happy New Year. May your year be full of blessings for you
and your family.

IIASD Board Director of District 8
Merry Christmas to all of the members of IIASD. As the year closes out, it is so easy to reflect at the last
year and see all of the problems that presented themselves. Instead, let us remember of all of the positive
things that happened in 2018. Our 2018 President Jesse Konold
was named Young Agent of the Year by the National Council. The
group award for Young Agent Outstanding Political Involvement Award
went to the IIASD Young Agents, and our newest board member, Eric
Payne, was appointed by the National Exec Committee to serve on the
National Crop Task Force Committee. The time and effort that these
young agents have put into making our program stronger is amazing.
SD Independent Agents group made Eagle status for the first time for
InsurPac. This is made possible from all of you being kind enough to
donate. State wide we made an averaged $100 contribution per
member to the National Pac. That is something to be proud of and
shows how strongly we feel that insurance should be on the forefront
of our Congressmen.
Of course we have Dan McGuire who was honored for all of his years
of service at the convention and our Past President Annette Conway
that has led with her experience of being on the board for quite some time. Working with all of these
individuals on the board has truly made it more exciting and educational. All of board members are
welcoming and bring their own unique thoughts and strong work ethics to the association.
None of this would be possible without our strong support of the members, but especially our Executive
Director Carolyn Hofer, Kayla Longbrake, and Megan Linn. They really hold it all together for us and
make sure everything gets done in a timely manner and make the board look good.
Once again the IIASD was able to donate $5,000 to 2 volunteer fire departments across the state that were
well deserving. I was fortunate enough to get to attend the presentation for the combined Hermosa/
Keystone/Hayward Fire Dep’t. While speaking with the volunteer firefighters from that station, they were
so appreciative and it really gave you a warm feeling knowing that the donation was going to such a
worthy cause. We also helped to make a couple of “Make A Wish” wishes come true. The recipients make
you realize how very fortunate we are for our good health and wellbeing.
The scholarship money that was set aside for someone studying insurance/business were delivered this
year. What a great way to spend association money to pay it forward to young people interested in our
industry. Someone reached out to Carolyn about being interested in doing an internship for this next
summer in insurance. That is exactly what we need to keep moving forward in a positive way.
Hope you all have a very merry holiday season and I am looking forward to the new year to see what
opportunities present themselves in 2019.

Deana Taylor
Agents of Insurance
Rapid City, SD
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IIASD Opportunities in the
New Year
While many of us are finalizing plans for Christmas and
New Year’s Celebrations, your IIASD Board and staff are
busy coming up with new resources and opportunities for
2019.
Pull up your event calendar, locate the IIASD Schedule of
Events on Page 28 and Save the Dates for 2019. Two events
are coming up soon - Legislative Open House and Capitol
visit January 23rd & 24th. and Farm & Small Town Conf
on February 6th & 7th. Be sure to note the move of this
event to Highland Conference Center in Mitchell.
Young Agents – Be sure to make plans to attend the
Mid-West Young Agents Conference on July 14th & 15th.
SD Young Agents are hosting this event in Sioux Falls and
we want a gigantic SD Young Agent turnout. Event agenda
is very exciting complete with non-traditional leadership
sessions???
Crop Agents – We are still in the planning stages but well
on our way to co-hosting a Crop Insurance Conference
with SDSU this fall. We hope to provide more information
at the Farm & Small Town Conference after meeting with
all of the AIP’s. You won’t want to miss this inaugural event
totally focusing on resources and education that make you
more valuable to your crop producers.
Grants and Wishes - We are just finalizing our 2018 Fire
Department Grant Awards and they again prove to be a
very rewarding investment in our communities. We will be
adding a new grant for 2019. IIASD will do two (2) EMT
Grants for $2,500 each in 2019. EMTgroups not
connected to a Fire Department will be eligible and we will
do one each – East River & West River.
Two Wishes were granted through our Trusted Choice
Make-A-Wish grant with $7,500 coming as a grant from
our Nat’l Trusted Choice. Next year, we will be receiving a
$10,000 grant and have pledged to raise $5,000 to
supplement that amount and grant 3 wishes.
We continue to fund the Trusted Choice Advertising
Campaign with a matching funds grant from National.
We are filming 4 new Trusted Choice commercials as we
speak and plan to increase our advertising budget in
2019. This is a free resource to members and has proven to
be very effective. We had over 150 agents put their name in
the drawing for the 28 new spots.
We hope to see you around at these exciting events.
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E&O EDGE – Megan Linn,
E&O Administrator
Sink or Swim: Making Agency
Mergers and Acquisitions Work
By Matthew Davis
It is often said that the two happiest days in a man's life
are the day he buys his boat and the day he sells it. The
popularity of this adage lies in the number of
unforeseen headaches that boat ownership causes for
the once enthusiastic, but ultimately careworn, captain
of the ship. The same is true of the insurance
professional who views the impending acquisition of
another agency through rose-colored glasses – with
one important difference: both the buyer and the seller
of an insurance agency should be wary of lurking E&O
headaches.
The Agency Seller
The liability of a boat owner is typically assessed on an
'occurrence' basis. Any accidents that happened
pre-sale are covered by the seller's expiring boat policy.
Once the sale is signed, sealed and recorded, any
future accidents become the problem of the new
owner and his carrier. Very neat. Very easy to follow.
Not so with "claims made" E&O coverage. At Swiss Re
Corporate Solutions, we often see the situation where
an error that occurred prior to an agency sale is the
subject of a claim that comes after. Who is responsible
for that claim? If the selling agency remains in
business, having sold just some of its accounts, it likely
has kept its E&O policy in force. That (absent some
coverage issue) will provide coverage for that latedeveloping claim. What if the agency effectively ceases
to exist once the sale concludes?
Those pre-sale errors and omissions must be covered
in one of several ways. If the agency merges into the
buying agency with all of its assets and liabilities, those
claims will be the responsibility of the buying
agency and its E&O carrier (which, presumably, knows
of the acquisition and has extended coverage to the
acquired business.)
That provides protection for the selling agency, but
comes with a caveat that also applies to the second
option. The buying agency simply takes over the
selling agency’s E&O policy (with the carrier’s prior
consent.)

Neither is ideal for the selling agency because, if the
buying agency decides to cancel the policy before the
statute of limitations has run, the selling agency will be
exposed.
The third – and best – option from an E&O standpoint:
buy an “Extended Reporting Period,” also known as an
“ERP” or “tail.” Yes, there is a cost for “tail” coverage,
but the burden of paying for E&O coverage for acts
that occurred prior to the date of the agency
acquisition can be part of the negotiations. The benefit
to the selling agency is peace of mind knowing that
its lurking E&O exposures will be covered once they
come to light after the sale.
The Agency Buyer
In our experience, the ERP is also the best option for
the buying agency from an E&O standpoint. In that
scenario, the mistakes of the selling agency that surface
post-sale will be charged to that expiring policy, not
the buying agency’s loss history. Simply absorbing the
selling agency may seem like a cost-effective approach,
but that assumes that the selling agency has no E&O
skeletons in its closet. You did your due diligence and
looked at loss runs. However, the unreported claims
are not on the loss runs yet and those could keep you
up at night.
The following five points make E&O sense for the
buying agency:
1.Acquire assets only, not liabilities
2.Have the selling agency purchase an ERP
3.Promptly notify its E&O carrier regarding the
acquisition
4.If the acquired business must be referenced in the 		
E&O policy, it should only refer to ‘Buying
Agency d/b/a Selling Agency’ (because the selling 		
agency’s name is often used for a time as its business
is transitioned over)
5.Attach a retro date to the acquired business to make
it clear that no liabilities have been acquired
These actions mitigate the potential for any
‘inherited’ E&O, but not entirely. It is not enough for
the buying agency to say that, “the error was made on
my predecessor’s watch!” Not if it continued, unabated,
on yours. Once a customer/policy is taken over by the
buying agency, that ticking time bomb needs to found.
How quickly? That varies from state to state and case
to case, but if the policy has gone through at least one
renewal at the buying agency?
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Both agencies will likely be named in the complaint. If it
has gone through several renewals? The selling
agency’s ERP may have expired by this time, but it
probably won’t matter, because the buying agency will
be solidly on the hook.
How does that happen? Again, it varies with the nature
of the policy and the error, but one continuing theme
has emerged: the blind producer. This refers not to any
actual deficiency in sight, but rather, an inability to see
one’s own mistakes. Oftentimes the person who made
the original mistake is brought over from his former
agency as part of the acquisition to continue working
the same accounts. That practice has many benefits, but
can be a serious drawback when it comes to ensuring
that the business practices of the selling agency and its
personnel are up to the standards of the buying agency.
The best practice in these situations: a second set of eyes
– at least on an audit basis.
Experience has taught E&O claim professionals over
and over again that it is as important to sell to a good
agency as it is to buy from a good agency. Due diligence
has its limitations, so to be on the safe side, both parties
to a buy/sell agreement would do well to take steps to
ensure that they are protected from an E&O standpoint.
That’s why, before signing the deal, you should consult
with all your experts: your accountant, your lawyer and
your current E&O carrier.
That old saying got it right: when the dust settles, you’ll
probably want to unload that troublesome boat that your
brother-in-law talked you into; but if handled properly,
an agency acquisition can be a win/win for both sides
for years to come.

Shortened Congressional Schedule
Impacts NFIP, Farm Bill
BY JENNIFER WEBB

With an abbreviated congressional schedule this week
due to the funeral of former President George H. W.
Bush, earlier today Congress passed a two-week
extension of government funding to prevent a partial
government shutdown from occurring on Dec. 7.
The deal will fund the government through Dec. 21,
which gives Congress time to continue negotiations on
funding and other issues, including extending the NFIP.
A two-week extension of the NFIP through Dec. 21 is
included in the overall government funding extension.
Efforts to further extend the NFIP are largely tied to the
government funding extension. If there is a government
shutdown later this month, it could impact the NFIP.
Members may log in to view a one-page document from
the Big “I” that outlines resources available to you in the
event of a lapse in NFIP authority. The Big “I” will
continue to advocate for Congress to extend the NFIP
into 2019 without a lapse.
Meanwhile, this week’s abbreviated congressional
schedule also delayed consideration of the Farm Bill
until next week at the earliest.

After months of debate, a consensus on a final Farm Bill
has emerged, and the Big “I” is cautiously optimistic
that Congress will take up the Farm Bill before recessing
for the year. Compromise bill language is expected to be
released early next week. If Congress does not consider
Matthew Davis is a vice president and claims manager at the Farm Bill before the end of 2018, new legislation
Swiss Re Corporate Solutions, working out of the office in will have to be introduced in 2019.
Kansas City.
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Division of Insurance
News and Views
Deiter Elected to 2019
Midwest Zone Leadership
Division of Insurance Director Larry Deiter
was elected 2019 Vice Chair for the Midwest
Zone by members of the National Association
of Insurance Commissioners (NAIC) during
the Fall National Meeting held in San
Francisco in November.

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

Deiter has served as Secretary for the Midwest
Zone during 2018.
“The NAIC zone structure is designed to
support the operations of the NAIC’s
Executive Committee,” said Deiter. “The four
zones, consisting of states located in the same
geographical area, provide the foundation with
which NAIC members provide regulatory
oversight and protect consumers.”
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 election to Vice Chair
of the Midwest Zone, Chlora Lindley-Myers,
Missouri, was elected Chair and Jillian
Froment, Ohio, will serve as Secretary. Their
terms of office will begin Jan. 1, 2019.

From cattle ranches
to grain farms and dairies,
we are looking to partner with you
to help your book of business grow!
As the #1 preferred business Insurer,* we know your clients
each have their own specific needs. That’s why we work
with you to provide coverages exclusively for them. Contact
Morgan Sexton at Morgan.Sexton@LibertyMutual.com or
visit LibertyMutualGroup.com/Business to learn more.

“Highest Ranked by Independent Agents for
Commercial Line Insurers” by J.D. Power.**

*Based on 2018 survey of business insurance buyers on preference of
national carriers sold via independent agents.
**Liberty Mutual received highest numerical score among commercial
lines in the J.D. Power 2018 U.S. Independent Insurance Agent
Satisfaction Study, based on 4,021 total responses measuring
experiences and perceptions by independent agents among
commercial line insurers, surveyed September-November 2017. Your
experiences may vary. Visit jdpower.com
© 2018 Liberty Mutual Insurance. Insurance underwritten by Liberty
Mutual Insurance Co., Boston, MA, or its affiliates or subsidiaries.
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Kayla’s Advice
14 Ways to Get More Work Done
BY JOHN GRAHAM
Almost everyone faces the challenge of doing more
in less time—and that’s not about to change anytime
soon. In the past, those with lots of experience fared
well. But not today. Experience holds us back—it only
has value in a never-changing environment. Expertise
is what prepares us for what we must do next so we can
face the future with confidence.
The challenge, then, is transitioning from
experience to expertise. Here are 14 ways to stop
looking to the past for answers—and get more work
done while you’re at it:
1) Adopt the right mindset. Experience short-circuits
the thinking process. We go from zero to 60 in a split
second and tear into tasks because we’ve been there
before and think we know what to do. When entering
uncharted territory, put that experience aside and
approach tasks with an analytical mindset.
2) Give yourself time. It’s easy to deceive ourselves into
believing we do our best work in a crisis or at the last
minute. But where does that leave us when we run out
of time? The answer: in trouble, making excuses and
feeling overwhelmed.
3) Work on it, then let it sit. The best solutions rarely, if
ever, occur on the first attempt. Whether it’s
writing a report or working on a project, the human
mind needs noodling time to work in the background
without pressure. Remember, everything can be
improved.
4) Avoid confrontations. This isn’t easy, particularly
since we all seem to possess an urge to be right. When
you come into contact with an opposing view, consider
it a signal to take a closer look at your own views rather
than pushing back to regain balance.
5) Second-guess yourself. Why are we always surprised
when things go wrong? Ask yourself “what if ”
questions to foresee possible outcomes. Then, when
asked about alternatives, you can say you considered
various options and explain why you chose this one.

6) Learn something new. If you can do your job
without thinking about it, you’re probably bored and
underproductive. The human mind gets moving and
stays active by coming up with new ideas, making
improvements and solving problems.
7) Go beyond what’s expected of you. It’s easy to say,
“I’ve reached my limit” or “I’m not paid to do that.”
Everyone feels that way at times. But if we stay in our
comfort zone, we can count on dismal days ahead.
8) Be present. The average employee spends just
under eight hours a week on personal stuff while at
work, most of it involving email and social media. For
those ages 18-34, add another two hours a week to that
average, according to a survey from staffing firm
Office Team. That’s a whole day of the week of not
being present.
9) Ask questions. Have you ever started a task only to
discover you’re on the wrong track? Most of us have—
too many times. It occurs when we’re too sure of ourselves or too embarrassed to ask questions. Asking the
right questions is a sign that your thinking about what
you’re doing.
10) Look for possibilities. Instead of just doing your
work each day, take it to another level by interacting
with it to improve it. Ask yourself: Is it clear? Is it
complete? Will the recipient understand it? Is it
necessary? Will it make the right impression? What
have I missed? Should I start over? Is it time for
another set of eyes?
11) Have clear goals. Ask yourself what you want to
accomplish today, then add another target for the
coming month, and so on. When you know where
you’re going, the tedium fades.
12) Eliminate confusion. We may not be in a position
to control the confusion around us, but we can avoid
adding to it. Make sure your messages are accurate and
complete, update address books and other files, and
meet deadlines so you don’t leave others waiting.
13) Raise your standards. Others respond to us based
on how they view us. Do they see you as someone who
gets things done, takes quality seriously and demands
a lot from yourself? Make a conscious decision about
how you want to be perceived.
14) Take on a challenge. Nose around to see what you
can find, drop a few hints, even raise your hand. But be
sure it’s something you want to sink your teeth into. If
it is, you might have a great time doing it.
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Don’t choose countless providers.

C hoose the one
you can count on.

In an industry where an empty promise can be commonplace, EMC has been a
reliable and trusted partner to our agents for more than 100 years. As true professionals,
we treat all our agents with respect while reacting to their needs and giving them
superior service and products that set them up for long-term success.

It’s a relationship you can always count on.

www.emcins.com
©Copyright Employers Mutual Casualty Company 2018. All rights reserved.
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Job Opening
Insurance Instructors
Southeast Technical Institute

Instructors needed for:
• Intro to Claims and Underwriting
• Property and Casualty Insurance
• Sales Agency Management
Online non-synchronous courses where instructor facilitates and interacts with students
via email and discussion boards, evaluates learning outcome with tests, papers and
projects.
Job Requirements:
Master’s Degree in Business or Accounting field or Bachelor’s with 3 years’ work experience.
Insurance license required.
Contact:
Benjamin Valdez, Academic Affairs
Benjamin.valdez@southeasttech.edu
to apply or for more information

Life Insurance as an asset
Even though life insurance is often not regarded as an investment
that fits within a stylebox representation of a client’s asset allocation,
it can still help round out their overall portfolio. Clients want security
and guarantees while not giving up growth potential, and life
insurance offers the potential for guaranteed growth and protection
regardless of market performance.
As you look at your client’s asset mix, on top of providing valuable
death benefit, life insurance can help protect their overall portfolio,
while also helping address other financial concerns.

Call Financial Markets, Inc. today
to learn more at 800-888-2829 Opt 2
Life insurance is provided by Ameritas® Life Insurance Corp. and may not be available in all
states and may vary in some states. Financial Markets, Inc. does not solicit in the state of
New York.
Financial Markets, Inc. is not an affiliate of Ameritas or any of its affiliates.
AD 527 8-17

For agent use only, not for use with clients.
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Be Here. Be Great. Great American is
currently seeking Seasonal Part-Time Crop
Adjusters.

Qualified candidates will cover territory in one of the
following states: South Dakota Territory
Great American Insurance is searching for organized
individuals with excellent customer service and
communication skills. Job entails inspecting fields,
appraising for yield potential, measuring bins and
gathering information to determine settlement.
Responsibilities
•Investigates and maintains claims:
oReviews and evaluates coverage and / or
liability.
oSecures and analyzes necessary information (i.e.,
reports, policies, appraisals, releases, statements,
records or other documents) in the investigation
of claims.
•Ensures that claims payments are issued in a timely
and accurate manner.
•Ensures that claims handling is conducted in
compliance with applicable statues, regulations and
other legal requirements, and that all applicable company procedures and policies are followed.
•Conveys simple to moderately complex information
(coverage, decision, outcomes, etc.) to all appropriate
parties, maintaining a professional demeanor in all
situations.
•Performs other duties as assigned.
Send Resumes to cnesmeier@gaig.com
or call 1-800-835-7013 ext:63222

Dr. Matthew Bunkers of Northern Plains Weather
Services is a certified consulting meteorologist
(CCM) and forensic meteorologist with over 25
years of weather analysis and forecasting
experience. He can provide reports, depositions,
and testimony in the areas of weather and forecast
ing, severe summer and winter storms, flooding,
applied climatology and meteorology, agriculture
meteorology, and statistics. More information is
provided at http://npweather.com, and you can
contact Matt at nrnplnsweather@gmail.com or
605.390.7243.

Customer oriented -- a step above

Personal and Commercial Automobile,
Farmowners/Ranchowners, Umbrella
Liablity, Personal and General Liability,
Homeowner/Mobilehomeowner, and
Fire and Allied Lines

Serving South Dakota for over 100 years
Contact Brady Peck -- 605-775-2636

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

fmne.com
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Acuity Loves You!
PROUD TO PARTNER WITH THE BEST
INDEPENDENT AGENTS IN THE BUSINESS!
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Insurance Solutions for Fire
& Emergency Responders

• Auto Physical Damage coverage available on an AGREED AMOUNT
basis.
• Auto Liability primary for personal auto while involved in official Fire
Department business.
• Commandeered auto coverage available for operations conducted
and sanctioned by you.
• Guaranteed replacement cost on portable equipment, blanket
coverage.
• No requirement for “commandeering” to provide coverage for
portable and/or mobile equipment of others.
• Library of online courses designed specifically for Fire and EMS.
• 3 year rate guarantee.

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.

Support American services by
buying crop insurance from an
American-owned company.

GreatAmericanCrop.com
Crop Division
Great American Insurance Company is an equal opportunity provider. 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.)
Great American Insurance Group, 301 E. Fourth St., Cincinnati, OH 45202. Policies are underwritten by Great American Insurance Company, and Great American Alliance
Insurance Company authorized insurers in all 50 states and the DC. The Great American Insurance Group eagle logo and the word marks Great American® and Great American
Insurance Group® are registered service marks of Great American Insurance Company. © 2018 Great American Insurance Company. All rights reserved. 5591-CRP (11/18)
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Big “I” Professional Liability Program
Risk Management Reference Guide
The Big “I” Professional Liability program believes that risk management is key in not only preven�ng errors, but also in
providing agencies with tools to more eﬃciently service their customers. All policyholders of the Swiss Re Corporate
Solu�ons/IIABA professional liability program have exclusive access to the risk management informa�on developed from our
more than �0 years of experience insuring agencies. As a reminder, �estport Insurance Corpora�on is a member of Swiss Re
Corporate Solu�ons. These risk management resources are exclusively available to your agency as a valued policyholder of the
Swiss Re Corporate Solu�ons/member of IIABA.

Big “I” Risk Management Website – E&O Happens
This website contains comprehensive informa�on and tools such
as an overview of common mistakes that cause E&O claims; reallife case studies for learning; best prac�ce �ps; sample disclaimers,
procedures and client le�ers; opera�onal self-assessments; E&Orelated ar�cles, and more. Visit www.iiaba.net/EOhappens to log
in. (FREE)
Big “I’ Virtual Risk Consultant Powered by Rough Notes (VRC)
The VRC is a web-based resource providing comprehensive tools
such as industry speciﬁc client risk exposure checklists and
ques�onnaires. VRC helps agents to be�er understand the
coverage needs of customers and avoid E&O claims from failing to
oﬀer proper coverage and failing to iden�fy customer exposure.
Visit www.iiaba.net/VRC to learn more. (Fee-based)
E&O Claims Advisor Newsle�er
Published monthly and emailed to agency staﬀ, this newsle�er
provides valuable informa�on on agency E&O trends and hot
topics. (FREE)
Risk Management Webinars
These quarterly webinars address emerging E&O risk management
topics. Less than an hour in length and perfect for all agency staﬀ,
the webinars include detailed discussion from industry leaders on
reducing exposure to E&O claims. (FREE)

Agency E&O Seminar
Administered by IIABA state associa�ons, E&O seminars are an
excellent way to increase procedural and knowledge-based E&O
risk management awareness to agency personnel. Agencies with
the requisite number of staﬀ a�ending may qualify for a 10%
premium credit and may also qualify for CE credits, providing a
double beneﬁt. (Fee-based)
Agency Opera�onal Improvement Review
A review of your agency opera�ons is available. Voluntary comple�on of this review may qualify you for a 10% E&O premium credit
good for five years on the next renewal. (Fee-based)
Big “I” Virtual University
VU is a web site with informa�on on hundreds of insurance
related business and technology ar�cles, sample ISO forms, white
papers and informa�on aﬀec�ng today’s insurance marketplace.
It also provides a forum to answer ques�ons that can’t otherwise
be found in the research library through the “Ask an Expert”
service. Visit www.iiaba.net/VU. (Free)
Big “I” Agents Council for Technology (ACT)
ACT brings agents, carriers, vendors, user groups and industry
associa�ons together in an eﬀort to employ the best workﬂows
and technologies available within the independent agency system
in order to improve our compe��ve edge. Please visit the ACT
website at www.iiaba.net/ACT and watch the short video brieﬁng
on the site to get a good overview of the high-quality informa�on
that we make available to agents and carriers. (Free)

Should you have any ques�ons, please contact your state associa�on or �im �anley at �im.hanley�iiaba.net. �e appreciate your
con�nued support of the Big “I” Professional Liability Program and Swiss Re Corporate Solu�ons and hope you ﬁnd these risk
management resources useful in helping your agency avoid E&O claims.

1st Dakota Insurance offers competitively
priced Continuing Education and Exam Prep
materials and courses for their members.
**Licensing Materials and Classes
(for Property/Casualty and Life/Health Exam
Preparation)
(Exam Prep Classes are currently being
offered through the end of 2018)
Study Materials and online courses will
continue to be offered
Use Promo Code 1594626 to receive your
15% member discount on the
www.1stdakins.com website

colinsgrp.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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CONGRATULATIONS TO BATTLE CREEK FIRE

IIASD Awards $5,000 Grant to Battle Creek Fire Department
Battle Creek Firefighters, who serve the communities of Keystone, Hayward and Hermosa were
grateful to receive the District 7 IIASD Fire Department Grant. Their department serves a 218 square
mile radius and includes response to Mount Rushmore area. Their department consists of 44 firemen
and in the past 12 months, have responded to 368 calls. The money will go toward replacing bunker
gear that includes jackets, pants, helmets, boots and gloves. Their oldest gear was purchased in 1999
and is no longer effectively protecting the firemen.
The IIASD members of District 7 did a great job in seeking out nominations from Volunteer Fire
Departments with 32 grant applications submitted. Beaver Creek was nominated by Heather Blair of
BHFCU Insurance in Rapid City. Heather joined us in presenting the big check along with IIASD
members Amy Bailey, Custer, Deana Taylor, Rapid City, and Trevor Lightfield, Pierre.
A total of $80,500 in fire department grants have been awarded by IIASD since the program began
in 2012. Click the link to check out the coverage on KNBN, Rapid City
https://www.newscenter1.tv/battle-creek-vfd-receives-5000-grant-for-protective-equipment/
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Why
American West
Insurance?

Start a Career!
Presho, SD
BankWest, a family-owned business with a 129-year
history, is seeking new people to join its financial
services team. While each position requires a unique
skill set, every member of our team shares a passion
for customer service and a sincere interest in seeing
our customers succeed. We are recognized as a
market leader in customer care, community
reinvestment and depth of services.
Insurance Agent in Presho: BankWest Insurance
is growing and is looking for an Insurance Agent to
prospect, service and generate sales resulting in the
achievement of the defined productions and profitability goals.
If you’re seeking a fulfilling career with a winning
team, see a full job description and apply at www.
bankwest-sd.bank, contact your local Career Center,
or call BankWest at (800) 253-0362. All new
employees must pass pre-employment screening.

• 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

AA/EEO Employer, including protected veterans and
disability.

Career Opportunity for
Insurance Customer Service Agent
Dacotah Insurance in Aberdeen, SD, Webster, SD, and Sioux Falls, SD are
hiring Insurance Customer Service Agents. This position assists clients
with their personal, commercial, and farm insurance. The successful
individual will currently hold licenses in property and casualty. This
individual will be a team player with superb customer service and
communication skills. We offer an excellent benefits package and
competitive salary within an outstanding work environment.
Apply online: www.dacotahbank.com/careers

Equal Opportunity Employer of women, minorities, protected veterans and individuals with disabilities.

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)
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DISCOVER WHAT WE COVER.

We provide

BOP CybermoreLiability
than
Property General Liability
Workers’ Comp

Commercial Auto

Employment Practices Liability Insurance

Inland
Marine
Commercial Package

monoline coverage.
Get to know AmTrust.
Discover what we cover at
d35.amtrustinsurance.com

AmTrust is AmTrust Financial Services, Inc., located at 59 Maiden Lane, New York, NY 10038. Coverages are provided by its property and casualty insurance company affiliates. In TX,
coverage is provided by AmTrust Insurance Company of Kansas, Inc.; AmTrust International Underwriters Designated Activity Company; Associated Industries Insurance Company, Inc.;
First Nonprofit Insurance Company; Milford Casualty Insurance Company; Republic Underwriters Insurance Company; Republic-Vanguard Insurance Company; Security National Insurance
Company; Southern County Mutual Insurance Company; Southern Insurance Company; Technology Insurance Company, Inc.; or Wesco Insurance Company. In WA, coverage is provided
by AmTrust Insurance Company of Kansas, Inc.; AmTrust International Underwriters Designated Activity Company; Associated Industries Insurance Company, Inc.; Developers Surety
and Indemnity Company; Milford Casualty Insurance Company; Security National Insurance Company; or Wesco Insurance Company. Consult the applicable policy for specific terms,
conditions, limits and exclusions to coverage.
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Western Dakota Job Openings:
Insurance Producers (Full-Time) Western Dakota
Insurors, is actively seeking sales producers for
property and casualty, employee benefits and life
insurance. The perfect candidate will possess a talent
for working with people, seeking out new leads and new
clients, enjoys sales, and has an established history of
sales success. Benefits for qualified candidates include
Producer equity in business produced and a deferred
compensation package, 401k plan, paid vacation,
dental, health, vision, and life insurance. Trips, Travel
& Expenses, and Continuing Education paid.
Life & Health Customer Service Representative
(Full-Time) We are seeking an energetic, strong team
player with excellent verbal and written communication
skills. Someone who is action-oriented, persistent, and
delivers high quality results, while working
independently with some direction.The Life and Health
Customer service Representative, someone who works
with a sales producer in all aspects of the renewal and
new business process, including but not limited to: data
entry, rating, review of quotes and preparing proposals.
A life and health license will be required.
Benefits Producer (Full-Time) Western Dakota
Insurors is hiring for a Benefits Producer. As a Benefits
Producer with Western Dakota Insurors, you will work
closely within your community to build customer
relationships and promote Insurance products. The
Benefits Producer will be responsible for selling health,
life, disability, and other benefit insurance products to
businesses and individuals. The ideal candidates will
have sales experience within a commercial team and
hold a valid Life and Health license. If you believe you
have what it takes please apply today!
Account Manager (Full Time) We are seeking an
energetic, strong team player with excellent verbal and
written communication skills. The Account Manager is
someone who works with a sales producer in all aspects
of the renewal and new business process, including but
not limited to: data entry, rating, review of quotes and
preparing proposals. A Property & Casualty license is
preferred.
Administrative & Accounting Assistant (Part-Time)
Are you looking for a part-time position with both
accounting and administrative duties? Western Dakota
Insurors is an independent insurance agency looking
for a detail minded individual to do a variety of duties
including accounts receivable, accounts payable, front
desk receptionist and other miscellaneous duties. Hours
are flexible.
How To Apply: info@wdiins.com

InsurPac Video Highlights IIASD

Click here to see fellow IIASD Members in this great
InsurPac YouTube Video:
https://youtu.be/FOQYR3nBWZQ
InsurPac is all about providing Advocacy for IIA
members and the industry by developing and
enhancing relationships with senators and
representatives on Capitol Hill. Your IIABA
Government Affairs Team connects with people on
the Hill that will be making decisions that can and
will affect the future of our industry and your career.
Your dollars can and have opened doors to provide
tangible results in areas such as:
• Tax Reform
• Farm Bill/Crop Insurance
• Flood Insurance
• Federal Regulation
IIASD has loyal InsurPac donors who understand the
importance of their support; yet, we have only
received donations from 83 SD agents in 2018 – out
of 1400 agent members. Insurance is a highly
regulated industry and we need elected leaders who
will make tough decisions to move our industry
forward. EVERY DOLLAR COUNTS Donate at:
https://insurpac.formstack.com/forms/insurpac
or TEXT: IIASD at 797979 to make your
contribution support InsurPac. If you are a sole
proprietorship, partnership or LLC, you can
contribute with agency funds. Others must use
personal checks.
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The expertise you need will
come from many sources.
When you have the power to
put it together in the perfect
combination, anything is
possible.

that’s where

we can help.

© 2018 Burns & Wilcox. All rights reserved.

burnsandwilcox.com
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FRAUD Convictions

fraud charges

Water sprinklers outed a pizza shop owner’s attempt
to torch his place for an insurance payday. Mustafa
Zabana owned Bruno’s Pizza in Enfield, Connecticut.
A grease fire broke out then was extinguished. Zabana
told an employee he wanted to start another grease fire,
making it seem the first fire had re-ignited. He would
use the insurance money to build a bigger restaurant.
The employee bought lighter fluid at a nearby
convenience store, using Zabana’s bank card. Zabana
spread menus on the floor around the pizza oven and
sprayed the lighter fluid in several locations. Zabana
wanted to set several small fires, but the smoke from the
first fire forced them to leave right away. Yet in rushing
to set blaze and race outside, Zabana overlooked that a
stack of menus he ignited were right under a sprinkler.
The dousing saved the building from almost certain
ruin. The Iraqi native received 18 months in federal
prison and could be deported.

William Keenan said he veered to avoid another car,
forcing his classic 1974 Jensen Interceptor III sports
car into a canal. In fact, Keenan deliberately drove the
car into the waterway for an insurance payout,
prosecutors charge in Islip, New York. Keenan and car
owner Robert Caires said they both were in the Jensen
during the near-collision. Caires sought $100,000 from
Essentia Insurance Company afterward. The pair also
said they were hurt and made personal-injury claims.
In video, both men are seen speaking to one
another in a parking lot next to the canal,
discussing how they would set up the dunking. Keenan
next drives the Jensen from the parking lot without
Caires, and then into the canal. Caires jumps into the
canal after the car was submerged. He and Keenan are
charged with insurance fraud and other offenses. Each
could spend up to 15 years in prison if convicted.

Weak, limited-coverage health plans were foisted on
consumers as major medical policies. Timothy
Thomas sold the junk for a bogus firm called United
Benefits of America. The Brentwood, Tennessee man
hired cold-callers to offer so-called “association
memberships” in equally bogus outfits called the
International Association of Benefits and Consumer
Driven benefits of America. The purported
memberships included bundled benefits such as health
plans, prescription drug discount cards, and rental
car discounts. Thomas targeted consumers who were
denied traditional health coverage due to preexisting
conditions. The phone sales script lied that
memberships offered coverage equal to traditional
health insurance when in fact plans had limited
benefits that left customers open to financial risk. Feds
caught on, froze Thomas’ assets and placed his firm
into receivership. Thomas immediately violated the
freeze order, withdrawing more than $100,000 from a
brokerage account and had a friend deposit $528,647
of stolen premiums into the friend’s bank account.
Thomas was part of a wave of fake health plans that
swept through the U.S. in the early 2000s. Criminals
sold fake plans at discounted premiums during a time
when real health premiums rapidly rose. He received
5½ years in federal prison.

Hurricane Irma blew through Roderick Clark’s
home. The winds caused extensive damage to the
electrical system, he told USAA. Clark quickly made
the claim at 11 a.m. the morning after Irma struck the
area. Among other things, 11 electrical outlets needed
replacing, he said. Clark forged a letter from an
electrical repair firm, claiming $31,350 of repairs.
USAA contacted the firm, which had no record of the
work. Clark is charged with insurance fraud and theft.

legislation
Avoiding or misleading law enforcement about your
true ID would lead to criminal penalties under a bill
in New Jersey. Suspects would be guilty of hindering
apprehension or prosecution by hiding their ID from
law enforcement to stall the suspect’s investigation or
detention. The crime only would pertain to law
enforcement. Anti-fraud protections would abound,
from staged car crashers to busts of medical rings.
Trenton remains in session through February 2018, so
the statehouse has plenty of time to act.
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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
Nancy Almendinger
Cory Beck
Blake Dykstra
Joe Jares
Collin Karsky
Alex Mentele
Wendi Peterson
Dave Sendelbach

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.

Jennifer Andrisen Selzler
Bill Blackman
Kay Greve
Dave Johnston
Amy Kvernmo
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

Coverages You Need . . .
from a Name You Can Trust!
Protecting Your Clients’ Many Interests . . .

Berkshire Hathaway

GUARD

Insurance
Companies

Nationwide operations • A+ A.M. Best Rating
We have agency appointments available.
Go to www.guard.com/apply!
Workers’ Compensation • Businessowner’s Policy (Property and Liability) • Commercial Auto* •
Commercial Umbrella/Excess • Professional Liability* • Homeowners and Personal Umbrella* • Disability* • and More
(*Select States)
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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.

Career Opportunity for

We can
help.

Insurance Customer Service Agent

24/7 FIRE & WATER

Dacotah Insurance in Aberdeen, SD, Webster, SD, and Sioux Falls, SD are
hiring Insurance Customer Service Agents. This position assists clients
with their personal, commercial, and farm insurance. The successful
individual will currently hold licenses in property and casualty. This
individual will be a team player with superb customer service and
communication skills. We offer an excellent benefits package and
competitive salary within an outstanding work environment.

restoration services

Sioux FallS

605-334-9716
yankton

605-689-2220

INTEK

ClEaNINg & REsToRaTIoN

www.intekclean.com

Apply online: www.dacotahbank.com/careers

Equal Opportunity Employer of women, minorities, protected veterans and individuals with disabilities.
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The Two Most Important Character Traits of Successful Salespeople
By: John Chapin

We know there are many character traits that determine long-term sales success or failure. That said, I find there
are two key traits that really separate the cream of the crop from everyone else.
Two key traits of top-producers
Trait #1: Extreme Ownership
The most successful salespeople take complete ownership of everything in their life, and I do mean everything.
From sales numbers all the way to car accidents, they see themselves as ultimately in control of, and responsible
for, anything related to getting their job done and meeting obligations. In this way they are empowered so that
when something goes wrong, they can immediately grab the bull by the horns and do what they have to in order to
remedy the situation. They don’t spend time complaining, playing the victim, or throwing their hands up in a
“what’s the use, it’s out of my control” fashion. I’ve seen the best salespeople overcome weather, power outages,
tornadoes, car accidents, trips to the hospital, and almost everything else you can imagine, to make sales calls and
hit their numbers. If you have a meeting scheduled with them and the world is coming to an end, you can bet
everything you own that they’ll be there.
Top salespeople are committed to and completely accountable to their clients, their family, themselves, their
company and co-workers, and everyone else they come into contact with. They are hard workers and self-starters
and have the willingness to push themselves harder than anyone else can possibly push them. If you tell them to
make 20 calls, they’ll make 30. If you tell them they’re going to have to work nights and Saturdays, not only will
they do that, they’ll also be the first one in in the morning and they’ll work Sundays too. You don’t need to look
over their shoulder to make sure they’re doing what they should be doing. They understand they have an
obligation to their clients, and to the company that pays them, to go above and beyond put in maximum effort.
Top producers are completely sold on their product to the point which, if it’s one they themselves can own, they
do, along with their family and friends. They have conviction and are passionate about helping others while at the
same time saving people from the competition who at best, will not take as good of care of them as they will and,
at worst, will even take advantage of them. They have a willingness to go far above and beyond for prospects and
clients and will do anything and everything to win fairly and ethically.
Top producers understand that success is completely up to them. They take complete ownership, extreme
ownership, reminding themselves that they are 100% responsible for their success. If they fail, they own it.
Everything begins and ends with them. They don’t blame anyone or anything outside of themselves. You won’t hear
them complaining about the competition being cheaper, the supposed bad market for their product, or the new
industry regulations. They know that even in the toughest of conditions, someone is thriving, and they’re
determined it’s going to be them. You also won’t hear them blaming outside forces for a lost sale, past failure, or
anything else that has put them in their present position in life.
Trait #2: Extreme drive and determination
The best are extremely driven and determined. They know why they are doing what they are doing and they know
who and what they are doing it for. They know that the super stars aren’t super-human, they are average, flawed
individuals just like the rest of us. The difference is they’ve found a reason, a purpose within them, that gets them
up early, keeps them up late, and keeps the fire of motivation and determination burning brightly within them and
they use it to outwork everyone.
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The champions are like extreme athletes when it comes to dedication, commitment and preparation. They make
do-or-die commitments. They do whatever it takes to make their dreams and vision a reality and are willing to
fight, or even die, for what they believe in. Top producers realize that there is no such thing as get-rich-quick or
overnight success. They know that you must pay the price for success in advance and they do. They are willing to
suffer and put in lots of work and they don’t require immediate rewards or payoff. They are willing to work like
no one will for three, five, or ten years or more, to live the rest of their life like no one can.
Top salespeople understand that one of our biggest enemies of long-term success is the comfort zone, which can
cause us to lose our fire. To defend against this the great ones create a mission statement that is so magnificent
that they need to constantly be growing and expanding in order to fulfill it. They also surround themselves with
people who continually challenge them and force them to grow. From time to time they assess their values and
what’s really important to them because they understand that priorities change as we go through life. They
continue to make larger, grander goals and plans so as they approach the achievement of one goal, they have a
bigger one keep their motivation strong.
Finally, the best understand that, yes, shear will and determination will pretty overcome any obstacle and take
you anywhere you want to go in life. They apply that will and determination at a level that few humans are willing
to match. They decide on a goal and then cut off all avenues of escape, they burn the boats behind them. They
made the decision to climb the mountain knowing they are either getting to the top, or they are dying on the side
of the mountain, but they are not coming down, they aren’t quitting. It’s all-or-nothing, do-or-die.

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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Congress Passes Farm Bill BY JENNIFER WEBB
Congress approved a five-year Farm Bill, which President Trump has indicated he intends to sign this week. The
bill passed with strong support in both the U.S. Senate and House with votes of 87-13 and 369-47, respectively.
Earlier in the week, the Big “I” and several state associations submitted a letter for the congressional record
urging passage of the bill. The Farm Bill reauthorizes many farm support programs and legalizes hemp
production—meaning hemp farmers will be eligible to purchase federal crop insurance. Among other things, the
bill also reauthorizes the supplemental nutrition assistance program, commonly referred to as SNAP, with only
minor revisions, and does not make major changes as the House had previously contemplated.
Of note for Big “I” members, the Farm Bill protects the Federal Crop Insurance Program (FCIP). The bill mostly
maintains status quo for the program, with only relatively minor changes and no substantive cuts. Over the past
year, the Big “I” and several Big “I” state associations successfully advocated against multiple amendments to the
Farm Bill that would have limited participation in crop insurance, made insurance more expensive for farmers, or
harmed private-sector delivery of the FCIP.
In another win for Big “I” members, during negotiations to finalize the Farm Bill, the Big “I” and other agent
trade associations worked together to obtain language to address a recent court decision that could potentially
expand rebating in the FCIP, which the Big “I” opposes. The conference report—a document that helps show
legislative intent and give direction to the USDA and Risk Management Agency (RMA) on how to implement the
Farm Bill—included language noting that rebating is “strictly prohibited” in the FCIP, with only “specific limited
exceptions.” The report also commended RMA, which oversees the FCIP, for taking rebating prohibitions
seriously.
Following the successful passage of a Farm Bill that supports a strong FCIP, the Big “I” will continue to work with
Congress to avoid future attempts to make cuts to the program though the budgeting process or otherwise. The
association will also work with RMA to help ensure that the crop insurance title of the Farm Bill is implemented
IIA Newsletter 2017_Layout 1 2/16/2017 3:47 PM Page 1
appropriately. Jennifer Webb is Big “I” federal government affairs counsel.

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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2019 Schedule of Events
January 22nd – 23rd

Board Meeting & Leg Open House
Day at the Capital

February 6th – 7th

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

May 7th – 11th

Legislative Conference in Washington, D.C.

June 3rd – 6th

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

June 19th – 20th

River Days/Walleye Classic in Pierre
Board Meeting

July 14th – 15th

Mid States Young Agents Conf.
Sioux Falls, SD

September 11th – 15th

IIABA Fall Leadership
Conference & Nat’ BOD meeting
Savannah, GA

October 6th – 8th

Annual Convention
Downtown Holiday Inn, Sioux Falls

VU Risk & Reality Reports

The Big “I” Virtual University is pleased
to announce a great addition to your
agency’s reference library. Risk &
Reality Reports. Choose from 23 easy-toread white papers based on presentations
and articles written by some of the
industry’s leading experts, focused on:
• General Liability issues
• Advanced liability issues
• Commercial Property training
• Key commercial property
coverages
• Condominiums
• Certificates of Insurance
• Worker’s compensation
• Personal lines
• Improved agency performance

Dues Deductibility
This year’s dues
deductibility for the
2017-18 year are:
IIABA – 18.52%
IIASD – 21.5%
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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:
• 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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Do You Have Clients Thinking They Cannot Obtain Affordable
Life Insurance Because They Are Weight Challenged?

You Can Help Them!

Did You Know

???

..........

American Couch Potatoes are largely allergic to exercise, but not to salty, fatty snacks.
On average, we are larger than our parents and grandparents in more ways than one.
We are frequently reminded of the continuing Obesity epidemic, which affects more
than
% of adults in the United States.
..........

33

......

Obesity is commonly measured by the body mass index (BMI), which is weight in
kilograms divided by height in meters squared. Obesity is defined as BMI of at least 30.
......

.........................

Affect on Application: Significant
Best Possible Outcome: Standard Plus
Worst Possible Outcome: Guaranteed Issue, if available

BMI =

(weight in kilograms)
height in meters

2

.............................................................................................................................................................................................................................................................................................................

Questions to Ask/
Main Determining Factors

Case Study

History of Elevated
Blood Pressure

ACTUAL CASE 2017

History of Major
Weight Loss
History of
Liver Disease
History of Elevated
Blood Sugar

65-YEAR-OLD MALE
History of:
Obesity, Type 2 Diabetes, Obstructive Sleep Apnea
Roux-en-Y Gastric Bypass Surgery:
3 years ago
Current Build:
BMI under 25
Glucose & HbA1C Levels:
Normalized since Gastric Bypass surgery
Recent Sleep Study Results:
Mild Sleep Apnea
..............................................................................................................................................

History of
Sleep Apnea
History of
Cardiovascular Disease

RESULT
PLACED CASE

$300,000

20-Year Term Standard Plus

We here at Financial Markets, Inc. are prepared, with our resources, for the
challenge. Contact us for affordable solutions to your “hard-to-place” cases.
Edward D Bartling, ACS, CLU, FLMI, AIAA, MBA, WPDC - Financial Markets, Inc.

FARM & SMALL TOWN AGENTS CONFERENCE

Highland Conference Center, 2000 Highland Way Mitchell, SD
February 6th-7th, 2019
Hotels attached to Conference Center: Comfort Inn (990-2400) and Hampton
Inn (995-1575) Rate for both hotels is $89 – Ask for IIASD Room Block

WEDNESDAY FEBRUARY 6

Registration
Spring Crop
Crop & Ag Update
Prop/Casualty
3 hrs P&C CE pending
Fun & Fellowship
Banquet

Breakfast
Farm Coverage
3 hrs P&C pending
Cyber Security
3 hrs Gen CE pending
Luncheon

(PLEASE CIRCLE CLASSES YOU ARE ATTENDING)

12:00 p.m. – 1:30 p.m.
1:30 p.m. – 4:30 p.m.
MPCI Overview & Farm Bill Implementation – Tom Zacharias, NCIS; Eric Bashore, RMA; &
Christy Seyfert, RCIS – Presentations and Panel Discussion
1:30 p.m. – 4:30 p.m.
“When They Turned on App, Turned Off Coverage” – Cheryl Koch
5:00 p.m. – 7:00 p.m.
Hospitality Room
7:00 p.m. – Make-A-Wish Grant Review of 2018 – “Heads & Tails” Fundraiser
Legislative Update

THURSDAY FEBRUARY 7

Complimentary Hot Breakfast in both hotels
8:30 a.m. – 11:30 a.m.
“Tech Impact on Farm Risks” – Cheryl Koch
8:30 a.m. – 11:30 a.m.
“What You Need to Know About Cyber Coverage” – Shea McNamara, Coalition
11:30 a.m.
Noon Luncheon

Payment must be sent with this form. (Checks payable to IIASD) or register at www.iiasd.org.
Payment: Check Enclosed; or VISA

MasterCard

American Express

Card No. ______________________________________________Card Veriﬁcation No.______ Exp. Date _______
Billing Address ________________________________________________________________________________
Cardholder Name_____________________________ Signature __________________________________________
Independent Insurance Agents of South Dakota, 305 Island Drive Fort Pierre, SD 57532
Phone 605-224-6234; Fax 605-224-6235

2019 FARM & SMALL TOWN AGENTS CONFERENCE
NAME/NAMES: __________________________________________________________________________________

AGENCY/CO (if any): ______________________________________PHONE # _____________________________
ADDRESS:____________________________________________ CITY & ZIP: _______________________________
Choose one of the following:

_____$75 IIASD Member/Company Full Registration
_____$150 Non-member Full Registration

_____$50 Crop Seminar Only
_____$50 Crop Seminar with Banquet
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DIAMOND

Risk Administration Services

PLATINUM

Acuity
Farmers Mutual of Nebraska
Financial Markets Inc.
Graber & Associates
Great Plains Brokerage
Nationwide Mutual Insurance Co.
North Star Mutual Insurance Co.
QBE NAU
United Fire Group

GOLD
Auto-Owners Insurance

CGB Diversified Services, Inc.
Columbia Insurance Group
Continental Western Group
Dakota Claims Service
Doss & Associates
EMC Insurance Co.
Farmers Mutual Hail of Iowa
FirePAK
Great American Insurance Co.
Intek Cleaning and Restoration
IMT Insurance
Liberty Mutual Insurance
Midwest Family Mutual
OneBeacon Insurance Group
Pro Ag
Rain & Hail, LLC
SFM Mutual Insurance Co.
Western National Insurance

SILVER

Accident Fund Ins Co. of America
American West Insurance
AmTrust Agriculture Insurance Services
ArmTech Insurance Services
Berkshire Hathaway Guard Insurance
Capital Premium Financing, Inc.
Concorde Generaal Agency
Donegal Insurance
Farmers Alliance Mutual
Missouri Valley Mutual Insurance Co.
North American Software Associates
Northwest GF Mutual Insurance
Progressive Insurance Co.
Risk Placement Services
Rural Community Insurance Services
SafeCo
Swiss Re
State Auto Insurance Co.
Wellmark Blue Cross & Blue Shield

BRONZE

AmTrust North America
Bjornson/Sentinel E & L
Grinnell Mutual Reinsurance

