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Message from IIASD’s President
Greeting’s IIASD members,
I would like to thank Jesse Konold, our 2018 IISAD President,
for all the time and effort he put forth during his long tenure with
us. He was instrumental in reviving the Young Agents group,
which is now one of the top groups in the country. The Young
Agents involvement in the last few years has been incredible and
those who have been to the national events have seen how our
group compares to other states! South Dakota is one of the
smallest states in population, but that does not reflect with the
Young Agents group, as they are just as active as most large states.
It is very refreshing to see Young Agents get involved in our
Association and we know that their Midwest Young Agent
Conference will be a success in July. They are the future of our
industry within our state. Agency Managers and Principles have
been a key factor, by allowing Young Agents to be so involved and
attend all the events. I can assure you, involvement in the association helps all of our agents build
relationships with each other and carrier representatives, as well as increases insurance
knowledge, sales and leadership abilities.
I recently attended the IIABA’s Winter Meeting in St. Louis with Carolyn Hofer and Dan Maguire.
Not only is our state association doing great things, but so is the Big I on a national level. They
have really upgraded the “Trusted Choice” campaign and have had huge successes with “Big I
Hire’s.” In addition, they have had wins with the Federal Government, which your InsurPac
donations support. If you would like more information on any of these, please reach out to myself,
a board member or Carolyn.
2019 will be an exciting year for the IIASD! Please stay tuned and involved with the state’s
legislative activity and the bills that affect our association. It is very important to be involved in
that process as it relates to our industry. Please thank our company partners for their involvement
in the IIASD. The Association has a great lineup of events and is here to help You Succeed! We
hope to see you all at an IIASD event soon!
Thank you,
						Derrick Linn
						Leavitt Heartland Ins. Services
						Sturgis, SD
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Attract, Hire, Train & Retain Top Talent
www.bigihires.com
Even though “being an insurance agent” is rated as the
third best job for those seeking employment in 2018 by US
News and World Report, attracting quality employees
continues to be a concern for independent agencies. In
response, IIABA has launched a multi-component initiative
to provide members with tools to recruit new talent and
onboard them successfully.
The components consist of six main focal points:
•BigIHires.com - Website with national offerings for
recruitment and development connected to all 51 states
career offering web pages
•DIY Hiring Toolkit – Guidebooks which can be
edited for individual agency use. Walks users through the
steps of finding, interviewing and hiring the right
candidates. Versions for CSR’s, producers, both personal
and commercial lines including sample job ads, offer letters,
onboarding guides, employment applications, etc.
•Big I Recruits – Online job recruiting program
developed for insurance. It is mobile-ready and includes
short assessments that help identify potential employees
motivation, structure, persuasiveness and compliance.
•Sales Call Reluctance Training – Provides testing
to new or seasoned producers to uncover their call
reluctance. Provides “live” coaching to producers to ensure
future success.
•Career Path Training – Producer, CSR, account manager
training pathways at various levels of competency provided
in online format.
•Marketing and Promotion – There will be a robust
industry marketing campaign implemented for this new
program that will include logos, testimonials, trade shows,
conventions, user groups, social media, magazines, etc.
Take Advantage of this program – This industry has
provided a great career for many of us and we need to make
this opportunity available to new qualified talent.
Visit the website at www.BigIHires.com. All of the
components should be available by the end of February.
There has been one information webinar and others will be
scheduled.

Visit IIASD’s Job Board on
our website under
Products and Resources –
Career Center – Contact us
to post your openings
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www.iiasd.org/resources/Pages/Career Center.aspx

E&O EDGE – Megan Linn,
E&O Administrator
The Road Ahead: Meeting Old
Challenges with New Technology
By Barbara Rocco
Think about it: just 100 years ago, people travelled by horse,
wrote letters to communicate and used candles to provide
light. Can you imagine doing all three simultaneously? Well,
today that same person would be driving down the road in
a much-improved ride, using his headlights for
illumination while speaking to a customer on a hands-free
device. How times have changed!
Technological innovations have indeed changed our
everyday lives, both at home and at our local insurance
agency. They have provided boundless savings in time and
money, but can also lead to inconsistencies and confusion.
The ever increasing utilization of e-signatures has
revolutionized the way agencies work and, in some
respects, made them more efficient. A producer can quickly
and easily reach her customers on a moment's notice when
time, schedules and geographic distance would otherwise
be a barrier.
E-signatures, if used properly, can actually enhance an
agency's defense if a lawsuit is filed against them. Take the
example of an agency that procured a commercial property
policy for a new client. The producer reviewed the
application over the phone with the client and discussed
each question before inputting the answer. The client
responded "no" to the question regarding whether he had
filed bankruptcy in the past 5 years. This response was
recorded on the application. The completed application was
uploaded to an on-line service (such as DocuSign,
Silanis and DocVerify), then tagged with special
annotations where signatures were required and sent to the
client for his e-signature. Client e-signed, emailed to the
agency, the application was processed and a policy issued.
A few months later, a fire engulfed the property which
burned to the ground. A claim was submitted to the carrier
who completed an investigation and discovered that the
client had filed for bankruptcy less than a year before the
fire. Not surprisingly, the policy was rescinded based on
material misrepresentation in the application. The client
sustained a significant loss with no money coming from the
carrier. As a result, he decided to pursue a claim against the
agency for inputting incorrect information on the
application. The client swore up and down that he told the
producer about the bankruptcy and never actually signed
the application. What the client may not have known is that,
in most jurisdictions, electronic signatures are both legal

and binding to the same extent as a ‘wet’ signature.

and binding to the same extent as a 'wet' signature. An
e-signature on an application demonstrates that a person
intends to commit to the contents of the insurance contract.
In the case above, we were able to submit as evidence
relevant details such as location, time, date and IP address
of the e-signing party -- information that bolsters the
legitimacy of an e-signed document if a dispute over the
authenticity of the signature arises.The case above was a
perfect example of how new technology can work to an
agency's benefit. But these benefits do not come easily.
Ongoing innovations and changing technology come with
a need to be fully informed as to how the systems function
and – just as important -- consciously aware of how the
systems 'look and feel' to the user and how they actually
operate.
In another case, an agency procured a homeowner's policy
for a client living in Florida. A screen enclosure
endorsement was added to the policy, which is not unusual
in the state. A request was made after policy inception for
an increase in Building limits. A signed approval was
received from the client to complete the limits increase. All
good so far – but next came the tricky part: the producer
accessed the carrier's website and inputted an increase in
limits. The change request was approved by the carrier and
the limits were increased.
Hurricane Irma made landfall in September 2018
causing minor damage to the client's house, but completely
destroyed the pool cage. It wasn't until the carrier began
their adjustment of the loss that the client was notified that
she had no coverage for the pool cage. How could that be?!
Screen shots from the carrier's website clearly show that the
Screen Enclosure endorsement box was unchecked at the
same time the limits increase was entered. The producer
had no recollection of doing this, but the presumption is
that he must have inadvertently clicked on the Screen
Endorsement box without realizing what had occurred.
Having direct access to a carrier's system can facilitate the
process placing or renewing coverage and reduce the time it
takes to effectuate policy changes. Nonetheless, be
forewarned: inadvertent changes can have significant
negative ramifications for your client and, ultimately, your
agency.
As a wise man once said, "Technology is great – until it
isn't." There's a simple message there: technology may have
improved, but it will never be foolproof. That new ride with
its fancy headlights and hands-free phone may be sweet,
but never forget that there will always be a new pothole to
match it just around the corner...
Barbara Rocco is an Assistant Vice President and Claims
Specialist with Swiss Re Corporate Solutions. Insurance
products underwritten by Westport Insurance Corporation,
Overland Park, Kansas, a member of Swiss Re Corporate
Solutions.
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Division of Insurance
News and Views
Business Entity Biennial Renewal
Effective July 1, 2018, all business entity licenses
in South Dakota are subject to a biennial renewal
requirement. This renewal is in effect for all
business entities licensed under SDCL 58-30.

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

Previously, these license types were perpetual. For
business entities licensed prior to April 1, 2018,
who completed the renewal requirement, the
renewal is effective as of July 1, 2018, with all
subsequent renewals completed every two years
after.
Entities licensed after April 1, 2018, will complete
their renewal every two years on or before the
anniversary of their original license date.
There is no fee paid to the State for these renewals.
There will be a processing fee paid to Compliance
Express (Sircon) or NIPR.
As part of the renewal process or for new business
entity applications, a Designated Responsible
Licensed Producer (DRLP) responsible for the
business entities compliance with South Dakota
insurance law must be named. No appointments
are required for the DRLP. No Lines of Authority
(LOA) are required for the DRLP because business
entities in South Dakota do not get assigned any
LOAs.
As of Jan. 2, 2018, a total of 5,298 business entities
renewed their licenses, and 2,353 licenses were
canceled due to failure to renew.
View additional information on the business
entity renewal requirement and process on the
Division of Insurance website.
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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.

Kayla’s Advice
4 Questions to Help You Improve Your Agency
This Year
Sponsored By: SafeCo
The insurance industry is rapidly changing. It’s often
said that we’ll see more change in the insurance
industry in the next five years than we saw in the last
25.
Still, Safeco believes independent agents will win in
the marketplace. We created the Agent for the Future™
website as a resource to help all independent agents
succeed. At Agent for the Future, we share best
practices from innovative agencies and talk to
industry experts about what agents can do now to
prepare for the future.
In order for independent agents to grow their agencies
and remain competitive, things can no longer be
business as usual. As we kick off 2019, here are four
questions every independent agent should ask
themselves:
1) What steps will you take this year to plan for the
future of your agency? It’s never too early to start
planning for agency perpetuation. Perpetuation
planning isn’t just about how you’ll hand off your
agency in the future—it’s also about growing your
agency and setting up efficient
processes now.
In our recent perpetuation report, we highlight 10
things you can do to set your agency up for success.
2) How will you give back to your community this
year? Independent agents have a long history of
supporting nonprofits and events in their
communities. Community involvement can help you
amplify causes you care about and make your agency
more visible in your community.

To learn more about how to share your agency’s
community involvement, watch an interview with
Alexis Holzer, program manager of Agent Giving at
Safeco.
3) How will your agency adapt to the changing needs
of your customers this year?In Safeco’s Agent for the
Future survey, 60% of agents said the increasing
consumer need for online and mobile will have a major
effect on their agency by 2020.
Customers now expect instant access and streamlined
digital service. More independent insurance agents are
adopting things like digital self-service to meet
customer demand.
Going into 2019, do an audit of your agency’s
technology and digital offerings to find out what you
can do to better reach customers through multiple
channels.
4) How will you disrupt your agency this year? The
insurance industry is starting to see the impacts of
trends like smart home technology, the sharing
economy and cyber threats. As trusted advisers,
independent agents need to be aware of upcoming
trends in order to help clients make wise decisions.
Innovation is no longer a luxury, it’s a necessity.
Innovation will look different depending on your
agency. Disrupting your agency may mean
revamping your technology and processes,
implementing new marketing tactics, rethinking your
hiring and training practices, or more.
At Safeco, we want to help agents succeed now and in
the future. To learn more, visit the Agent for the Future
homepage and join our mailing list to keep up to date
on the latest insights and resources.

Sharing your community involvement with your
customers can also help you grow your business.
Studies have found that consumers are more likely to
buy from companies that support their local
communities.
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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

9

Acuity Loves You!
PROUD TO PARTNER WITH THE BEST
INDEPENDENT AGENTS IN THE BUSINESS!
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CONGRATULATIONS YANKTON FIRE DEPARTMENT

IIASD Awards $5,000 Grant to Yankton Fire Department
Yankton Fire Department Firefighters were very grateful to receive the District 3 IIASD Fire Department
Grant in the amount of $5,000. Their department consists of 45 firemen and serves a 166 square mile territory
which includes the Lewis & Clark Reservoir. In the past 12 months, Yankton Fire Department has responded
to 333 calls. The money will go toward replacing outdated and malfunctioning lights for their Rescue Truck
with brighter and more energy efficient LED scene lights.
IIASD members of District 3 did a great job in seeking out nominations from Volunteer Fire Departments
with 22 grant applications submitted. Yankton Fire Department was nominated by Roger Smith of M.T. &
R.C. Smith Agency in Yankton. Roger joined us in presenting the check along with IIASD Board member,
Melanie Parsons of Viborg.
A total of $80,500 in fire department grants have been awarded since the program began in 2012.
IIASD awards two $5,000 grants each year to volunteer fire departments. Firefighters do more to protect
lives, properties and communities than any other service organization, putting their own lives at risk and
giving so freely of their time to train and respond.
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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 Teaching Also Available by
Appointment
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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We are not just
visiting South Dakota.

We live here.

Proud to be the No. 1 Work
Comp Writer in our home
state of South Dakota.
At RAS, Workers’ Compensation is what we do, and
who we are. Dare we say, no one does it better!

RASCompanies.com
800.732.1486

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.

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)

15

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.

16

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

To a Year of Wonder and Learning!
We begin our journey with curious roots. From our
early years and along our lifetime, we learn something
new every day.
•
•
•
•
•

It may be admiration for the beauty around us in
our local community, state or country.
The wonderment as we watch advancements in
health and technology including the conveniences
within our own homes.
Reading news and mind-challenging articles or
stories – no longer once-a-day paper delivery -but real-time throughout the seconds of every day.
Searching online for any “how-to” you need to
discover – making pizza, decorating a room, fixing
a lawn mower, DIY anything, etc.
Pursuing a degree through an online university,
expanding skills as you grow in your role or
completing a new certification – at anytime from
anywhere.

There are an Abundance of Learning
Opportunities!
New Year – New Goals – Learning Something NEW.
Self-driven learning should be part of every
organization’s learning culture.
Among the most in demand business skills for 2019:
Persuasive Communication, Relationship Management
and Time Management. Visit your State Association
Education site and share a business skills bundle with
your team!
Let us help you with your 2019 Learning Journey.

17

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

A soldier shot a 2-year-old toddler for life
insurance in Clarksville, Tennessee. The tragedy
was directed by little Joseph Bankston’s stepfather,
David Wi. The Fort Campbell soldier hired fellow
soldier Zachery Alexander to shoot Joseph at his
home. Wi was involved with a custody battle with
his wife. He was the beneficiary of life policies on
his wife and daughter, and Joseph wanted all three
shot. Alexander entered the home and shot Joseph
and Brandon Jimenez. Joseph died, Jiminez
survived, no word on the mother and
daughter. Police found a .40 caliber Smith and
Wesson M&P in Alexander’s vehicle. The weapon
matched shell casings found at the murder scene.
Alexander pleaded guilty and received life
without parole plus 65 years. Wi earlier received
life in prison plus 50 years.

Three surgeons stand charged in a $500-million
scam rife with kickbacks to providers referring
thousands of patients for often-unneeded spinal
surgeries in California. Most surgeries were
worker comp related. The scheme centered around
Pacific Hospital of Long Beach, which
specializes in spinal and other ortho surgeries.
Owner Michael Drobot teamed with doctors,
chiropractors, and marketers to pay kickbacks for
patient referrals to the hospital. More than $500
million in fraudulent medical bills were charged
over 15 years. David Hobart Payne, Jeffrey David
Gross, and Lokesh Tantuwaya could spend
decades in federal prison if convicted.

Ten years of lock-up was gifted to a Beverly Hills
radiologist who doled out kickbacks for workers’
comp patient referrals that let him bill insurers for
more than $22 million in bogus treatments. Dr.
Ronald Grusd ran clinics in San Diego,
Beverly Hills, Fresno, and other California
cities. He teamed with a primary treating
physician and others to pay kickbacks for
referring workers’ comp patients for medical
services such as MRIs, ultrasounds, toxicology
tests, and pain meds. California Imaging Network
Medical Group then fraudulently billed comp
insurers, hiding the large and illegal kickbacks
from insurers. Another of Grusd’s firms, Willows
Consulting, funneled kickbacks to
cronies who directed the referral of the patients
from the clinics. Grusd paid more than $100,000
in bribes to secure the billings for hundreds of
patients. Bribes were paid per patient or per body
part. Grusd insisted he was merely confused and
did not know the kickbacks were illegal. The
highly decorated doctor played dumb on the
witness stand, the judge determined and ordered
him to ten years in the federal prison. The San
Diego DA played a major role in collaborating
with feds on the investigation and conviction.

A drywall firm failed to report its true payroll to
escape paying $50,000 for workers’ comp coverage,
Florida’s CFO charges in Palm Coast. Evolution
Drywall bought a minimal $140,000 policy from
Bridgefield Employers Insurance. The firm claimed
just five employees; said it did not use
subcontractors or independent contractors; and
that any subcontracted work was done with
certificates of insurance. The insurer’s onsite audit
revealed 13 employees. A subcontractor’s
worksheet listed 30 subcontractors, two who were
uninsured. Evolution Drywall reported payouts
and losses reflecting $57,115 of annual income
though an audit showed nearly $3 million of
income. Evolution Drywall also paid $247,325,30
to one uninsured subcontractor, and $36,801 to
another uninsured contractor.
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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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Four Keys to Massive Sales Success
By: John Chapin

I was recently speaking with an extremely successful executive (he asked to remain anonymous) who is known for
being able to walk into an organization, clear away all the clutter and b.s., and make them
extremely successful. He boiled his process down to four keys which can also be applied to successful selling.
Four keys to sales success
Key #1: Simplicity
The formula for success in sales really is simple. It comes down to talking to enough of the right people the right
way. That means talking to plenty of qualified prospects and having the skills necessary to find a problem, solve the
problem, and getting them to take action on the solution.
Where people complicate the issue is when they start looking for the shortcuts, the simpler, easier way. There isn’t
one. Hiding behind social media, e-mail, and reactive marketing will never take the place of in-person calls and
phone calls. Set your annual, monthly, and weekly goals, and then calculate your daily activity (how many people
you need to talk to). From there, practice and prepare for all sales situations and scenarios. Finally, get out there
and make the contacts necessary. As a salesperson, producer, agent, or whatever you call yourself, your first job is
to sell. Everything else is just a distraction. Simple.
Key #2: Innovation
Innovation is all about value and standing out from the rest of the pack. How do you deliver more, how are you
better, and how are you different in a good way? Just as important, how can you deliver more, how can you be
better, and how can you be different in a good way? Where are you, your company, and your product truly unique
and how can you further adapt, change, improve, and stand out (deliver more value)?
Of course this begins with you. You are the one thing the competition does not have. If you are willing to outservice, out-work, and out-relationship the competition, you will stand out. How can you personally deliver more
value? It can start with handwritten thank-you notes and gifts to let people know they are appreciated. It can
include adding products and services, or augmenting them. You can also add hours of operation, be more
responsive, or add features such as home delivery. You’re looking for anything that enhances and
improves the client experience. Anything that better meets the needs, wants, and desires of the client.
Innovation also means not resting on your laurels and realizing that what has made you successful thus far, may
not be what makes you successful in the future. This is challenging the old rule of “If it isn’t
broken, don’t fix it”, by improving further on what already works. It’s refusing to say, “This is the way we’ve always
done it” and “That’s good enough.” It’s asking questions like, “How can we bring something
completely new to the industry?” “How can we turn the standard way of doing business on its ear?” “How can we
reinvent the wheel and make it better?” Bottom line: what can you do to further standout and deliver more value?
Key #3: Passion
Successful people at the highest levels are the most passionate about what they are doing. For many, their work
is not work, it’s love, they’d do it for free. Passion is all about the personal WHY.

22

It is the deep-rooted reason you work crazy hours, persist through failure after failure, and keep getting up no
matter how many times you get knocked down. Ideally that passion comes from helping clients, a strong belief
that people want and need your product, and enthusiasm about the personal life that sales allows you to live.
For most people, the personal why is the strongest. This usually includes either proving something to yourself
and others, acquiring money and possessions that give you feelings of fulfillment and help you reach your
highest life values such as freedom, helping and contributing to the important people in your life such as your
kids, parents, and friends, or a combination of all three. In many older clients I’ve also seen a passion to get out
and help new customers knowing that their years of experience put them in a unique position to “save” others.
Still other people may have a passion for meeting new people and making new friends. Others have such a belief
in their product they seem to have a save-the-world mentality.
Whatever your passion is, it is the fuel that will drive you and keep you going. If strong enough, it will get you up
early, keep you up late, and give you tons of energy. In order to find it you have to ask yourself what’s important
to you in life. What will you fight for or die for? What are your most important values? What do you care most
about? Once you know what those deep, emotional drivers are, the next step is to tie those to going out and
selling your product or service.
Key #4: Execution
This is all about taking action. Getting out there and doing what needs to be done. Nike. “Just do it.” Once you
know what you want to do and why you’re doing it, put a quick plan together and take action on it. Don’t make
it a big complicated plan, again, think simple. Then execute on the plan as soon as possible. Don’t worry about it
being perfect either. Just take action and then course correct as you go. Generally speaking, the more action you
take, the faster you’ll get to success.

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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Rooms available at Comfort Inn (990-2400) & Hampton Inn (995-1575) – Request IIASD block

Register online at www.iiasd.org or access paper registration form.

IIA Newsletter 2017_Layout 1 2/16/2017 3:47 PM Page 1

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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WHEN
THE DOOR
DINGS,
WE ANSWER.
AUTO INSURANCE THAT’S
DESIGNED TO BE WORRY FREE
Wheels are the way around life. Protect vehicles with auto
insurance from the Worry Free Company — IMT Insurance.
Learn how you can represent IMT Insurance at
imtins.com/contact and help your policyholders
Be Worry Free with IMT.

Who

has been
insuring businesses for over

www.cwgins.com

AUTO | HOME | BUSINESS

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

The companies of

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

CWG is Strong, Local & Trusted.

• Bulk Petroleum
Companies
• Contractors

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

1688CWG-AD-06-18.indd 1

06/25/18
12:57 PM
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TAKE BOLD ACTION

TO KEEP THE FAMILY FARM IN THE FAMILY

Farmers and ranchers are an integral piece of Americana, having the
opportunity to own and maintain a piece of land and pass this heritage
from one generation to the next.
For your clients, working off the land is their way of life -- a part
of history -- and a business and legacy to pass down. As the owner of a farm
or ranch, your clients face a number of business and financial questions:
• Do they want to step back from business one day, or retire altogether?
• Is most of their personal wealth tied up in the business?
• Who will take over when they no longer wish -- or if they are no longer able -- to run
the operation?

Your client’s biggest decision is preparing for the day they will hand over
the reins to someone else, and their biggest concern is keeping the
family farm in the family.

Edward D Bartling, ACS, CLU, FLMI, AIAA, MBA, WPDC
Financial Markets, Inc. | Phone: 800-888-2829 | Extension 105 | Fax: 888-782-9062
PO Box 3980 Rapid City SD 57709-3980 | 1540A Samco Road Rapid City SD 57702
Edward.Bartling@fmiAgent.com | www.fmiAgent.com

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

