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Get To Know Your Regulators

Travis Jordan, Assistant Director, Insurance & Securities Regulation
1. Where did you grow up?
I grew up on a ranch in western South Dakota and am thankful for
that. The values and dedication my parents taught me through agri
culture have helped to lead me in my professional career. I was in
volved in many sports growing up with basketball being my favorite.
My mother figured traditional sports were a much safer bet than rac
ing dirt bikes especially after a broken leg at age 6. I continued to ride
dirt bikes throughout my childhood and by the time I reached 16
I had saved enough money to buy a used motocross bike and all those
“traditional” sports were a past memory. I raced competitively in the
surrounding 5-state region and have many great memories of going to
the races with family and friends.
2. What is your professional background?
It started with a bachelor’s degree in business administration from Black Hills State University. I have always
been interested in the financial markets something I inherited from my grandfather and father. I knew I wanted
to work at a bank right away out of college. I went to work at Wells Fargo as a personal banker advancing my
banking career eventually concluding as a licensed banker/investment adviser. I gained valuable experience
there and developed an understanding for the complexity of the financial markets. An opportunity with the state
brought me and my family to Pierre and then to the role I’m in now. My position at the Division is managing all
areas of securities from licensing to compliance, and also managing enforcement on the insurance side. I’m
active in both NAIC and NASAA were I’m a member of the Broker-Dealer Committee.

3. What are some of the challenges you face in your role?
Insurance and securities compliance is intricate and ever changing. The progression of products and services is
intrigue me as well as challenges me to understand the concepts behind the products. Fintech is challenging the
way traditional products have been offered and provides opportunity for market participants. As the products
evolve so does the competition within the marketplace. I want to encourage innovation and market participation
while ensuring firms are operating consistently within their representations.

4. What do you do in your spare time?
I enjoy spending time with my wife and six-year-old twins. Most of our time is spent outdoors. In the summer
we enjoy camping and spending time on lake Oahe. Other family favorites involve golf, fishing, tubing, and of
course dirt bikes. The kids also keep us busy with their various sports activities with basketball, gymnastics, and
soccer the current favorites.

5. If you could hang out with anyone in history, who would it be?
I would like to chat with Warren Buffett the CEO of Berkshire Hathaway. I enjoy speaking to individuals that are
entrepreneurial in nature and Warren is just that. Discussions around his childhood, early business ventures, and
how Benjamin Graham shaped his investment philosophy. I respect his dedication to personal frugality, value
investing, and ability to stay true to those philosophies throughout his life.
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ARE
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WE MAKE EXCESS & SURPLUS
LINES INSURANCE LOOK EASY!
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REDSTONEINSURANCEBROKERS.COM
JASON @ REDSTONEQUICK.COM | 605.261.6041

Thanksgiving is one of my favorite
holidays as it brings together family and
friends to celebrate and show appreciation
of kindness.
It’s easy for us to look around the
Thanksgiving dinner table and say that we
are thankful for family, friends, health.
Gratitude goes much deeper than this – it
is a state of being where you feel a sense
of appreciation that comes from deep
within because you are at peace with the
world.
“Gratitude unlocks the fullness of life.
It turns what we have into enough, and
more. It turns denial into acceptance,
chaos to order, confusion to clarity. It
can turn a meal into a feast, a house into
a home, a stranger into a friend.
Gratitude makes sense of our past,
brings peace for today and creates a
vision for tomorrow.” – Melody BeattieI
Being thankful is important but living out
that gratitude through the simple
opportunities we have each day to show
love, devotion and commitment to those
around us is the key to gratitude - making
a difference in our life and those around us.
This is different than merely saying “thank
you” or giving thanks one day out of the
year. Through gratitude, we can make
sense of our lives and learn to credit those
around us with the appreciation they
deserve.
As you gather around the dinner table on
Thanksgiving Day – and every day after.
share your Gratitude with those around you
and Give Thanks.
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In the Crosshairs - Mike Chrysler
Are you “woke”?
Generally, insurance is a straight-forward industry of assessing and protecting from risks. However, there
are occasions where politics and political topics enter our realm disrupting that straight-forward approach
we otherwise find. I want to touch on one such instance we will likely see more of in the coming years.
Have you ever heard of ESG scores? ESG stands for Environmental, Social and Governance. In the era of
encouraging social justice, some are pushing these criteria or scores as a way to encourage and measure
corporate woke-ness.
While corporate values often focus on valuing employees and customers, there is a push to encourage or
even require additional considerations. Activists, investors, regulators and even rating entities are starting
to call upon businesses to act in “socially responsible” or “just” manners. So, let’s break down what this
looks like.
Environment: This concerns how a company performs in its recognition of the environment. How does a
given company manage energy usage, waste, carbon footprints, etc.
Social: Focuses on how a company conducts occupational safety, inclusion and diversity, equity in hiring,
pay and advancement, to whom they make charitable contributions and even with whom they do
business.
Governance: includes areas such as executive compensation, gender pay gaps, board and managerial
demographic make-up and compensation, etc.
So now that we are all “woke” to these pressing issues, how does it impact us? From a 10,000 foot
perspective, it really doesn’t at the moment. However, much like most progressive policies, the transition
is gradual and usually nudges one towards a desired outcome rather than a direct action.
Large, national corporations (including insurers) are starting to focus more attention and resources on
ESG scores. Allianz, for example, notes on their website that ESG scores “have significant explanatory
power to indicate whether (an insured) has a higher probability for experiencing future harmful events.”
That sounds reasonable from an insurance perspective.
BUT, and this would be a big but, as one recent article* pointed out, “Insurance companies are being
viewed…as agents for imposing affirmative ESG change on other entities such as their policyholders and
vendors.” In essence, the insurance industry is being targeted because many stakeholders believe it can
affect change by not insuring risks, or increasing premiums on those entities with undesirable ESG scores.
In a November 2020 report, AM Best emphasized that insurers and reinsurers that ignore ESG in their
underwriting and investment decisions confront serious reputational risk. Finally, since March 2020, AM
Best disclosed that roughly 10 percent of insurance carrier rating movements have been a result of ESG
scores.
We as the independent agent community should be aware of these substantive changes occurring in the
industry. I would be interested in hearing any feedback from you all as to whether you are starting to see
this pop up in your discussions with carriers or vendors with whom you interact and any thoughts you
have on the topic.

“Be brave to stand for what you believe in even if you stand alone.” ― Roy T. Bennett
*“Insurers take the lead on ESG/Sustainability Initiatives”, October 1, 2021,
https://www.jdsupra.com/legalnews/insurers-take-the-lead-on-esg-6954367/
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E&O EDGE

Megan Linn, E&O Program Manager
Switched On
How to avoid the pitfalls of switching carriers.
John's client, Dave, called him with a common concern.
He was paying too much for his auto insurance and his
policies were coming up for renewal. While Dave was
concerned with price, he wanted his $1-million umbrella
policy in force to protect him from any catastrophic
accident. After conducting a market search, John found a
primary auto policy with a different carrier, saving him
25%. Both men were delighted and the switch in carriers
was made.
Six months later, Dave was in a serious at-fault accident
where the other driver was killed as a result of Dave's
negligence. Both John and Dave were astonished to
learn there was a problem: The prior auto carrier policy
contained limits of $500,000/$1 million while the new
primary automobile policy contained limits of
$100,000/$300,000. The umbrella policy had an
attachment point of $500,000. There was a $400,000
gap. Dave had a $400,000 personal exposure and John
immediately put his errors & omissions carrier on notice.
When an agent is tasked with switching carrier, failing to
match the terms and conditions of the old policy could
result in catastrophic consequences for the client and a
big E&O claim for the insurance agent or broker.
However, obtaining duplicate coverage contains
numerous pitfalls.
Policy language can and will vary from carrier to carrier.
In return for lower premium, the new carrier could
impose more restrictive policy language or
endorsements. And, even if the policies are quite similar,
there are often slight nuances.
Agents should refrain from promising to get the same
policy. Advise the client that you are shopping for
coverage and will provide the customer with quotes for
“similar” policies. If the client has expressed an interest
in a particular type or amount of coverage, ensure that is
obtained or advise the client in writing if it is not.
Additionally, ask the client to complete a new
application rather than copying from an old one. This is
especially important with auto coverage where you are
insuring different vehicles and drivers. If the application
is submitted electronically, print a copy and make sure
the client signs it.

If there are questions about whether the new policy
mirrors the old policy, get answers in writing from the
underwriters. If the discussion with the underwriter takes
place telephonically, follow up via email to confirm your
understanding. Make sure you clear up any confusing
areas with the underwriters, taking care to document
their responses in an email or letter to the underwriters
and client.
Send the new policy to the insured with a cover letter,
advising them to read the policy and contact you with
questions. Carefully document your work. These simple
steps should help to cut down on the number of E&O
issues surrounding this common and important aspect of
day-to-day work.

Brian Butcher is vice president and claims expert at
Swiss Re Corporate Solutions, working out of the office
in Kansas City, Missouri. Insurance products
underwritten by Westport Insurance Corporation,
Kansas City, Missouri, a member of Swiss Re Corporate
Solutions.
This article is intended to be used for general
informational purposes only and is not to be relied upon
or used for any particular purpose. Swiss Re shall not be
held responsible in any way for, and specifically
disclaims any liability arising out of or in any way
connected to, reliance on or use of any of the
information contained or referenced in this article. The
information contained or referenced in this article is not
intended to constitute and should not be considered
legal, accounting or professional advice, nor shall it
serve as a substitute for the recipient obtaining such
advice. The views expressed in this article do not
necessarily represent the views of the Swiss Re Group
("Swiss Re") and/or its subsidiaries and/or management
and/or shareholders.

Division of Insurance
News and Views
Producer License Type Update
South Dakota Division of Insurance Director Larry
Deiter says resident and non-resident producer license
types will now display the description of “Insurance
Producer” on active licenses in the National Insurance
Producer Registry (NIPR) producer database through
Sircon (Vertafore) and with the Division.

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

Resident and non-resident individual producer license
types were converted effective Oct. 19, to this single
license type to achieve uniformity with Producer
Licensing Model Act (PLMA) standards.
Business statutes, rules, questions or fees associated
with the previous resident and non-resident producer
license types will apply to the new insurance producer
license type.
Company appointments remained active for the
producer through the conversion process and are now
associated with the updated insurance producer
license.
An email was sent to licensees on behalf of the
Division of Insurance with a complimentary copy of
their producer license reflecting the updated license
type. Licensees can also obtain a copy of their license
through Sircon (Vertafore) at any time. A fee may be
assessed to complete this request.
Questions regarding a producer license can be
directed to the Division of Insurance at 605.773.3563
or by email to insurance@state.sd.us.
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Kayla’s Article
How the Cloud Is Changing the Game
for Independent Agents
By: Annemarie McPherson

Does your agency have its head in the clouds? If so,
you're in good and growing company. Eight in 10
agencies and brokerages choose to host their software
in the cloud, according to a 2021 survey from Applied
Systems. That's a jump from 2020, when seven in 10
were in the cloud.
As more agencies ascend to the cloud, how has it
impacted agencies and their profitability?
The cloud is “a vast network of remote servers around
the globe which are hooked together and meant to
operate as a single ecosystem. Instead of accessing files
and data from a local or personal computer, you are
accessing them online from any internet-capable
device," according to Microsoft.
For Mike Foy, president of Foy Insurance in Exeter,
New Hampshire, the cloud is “peace of mind," he says.
“Prior to being in the cloud, I had to worry about
whether my server downstairs was backed up if the
building burned down or a hurricane came through.
When you host your own servers, you either need to
hire a tech-savvy third party or you need a staff person
dedicated to it."
Foy Insurance currently has a cloud-based agency
management system, email provider and phone
provider. “Being in the cloud means it's one less thing a
business owner has to worry about," Foy says.
“Many agencies struggle with where to store data with
200 employees," says Joyce Sigler, systems intelligence
manager at SeitbertKeck Insurance Partners in
Akron, Ohio, which uses a wide spectrum of
cloud-based products. “From a logistical standpoint,
the ability to have everything stored on the cloud
changes our customer experience, our employees'
experience, and gives us a preparedness for disaster
recovery that you don't have otherwise."
No Place Like the Cloud
Of course, you can’t just click your heels and be there.

At InterWest Insurance Services in Chico, California,
“we've got one foot on one ship and one foot on the
other," says Tony Rubio, director of information
services. “We're very cloud heavy. The only area we're
still providing in-house is our virtual desktop
infrastructure. But we're more in the cloud than we are
on-premises."
Moving to the cloud has allowed the agency to spread
its wings. “It's really hard to be competitive when
you're building your own infrastructure. You spend
much more time and resources on technology
maintenance," Rubio says. “Now, we can focus our
efforts on providing solutions versus keeping the lights
on."
“The implications that the cloud has on the wider
industry is freedom," says Joel Zwicker, insurance
evangelist at Agency Revolution. “It allows agencies to
access documents in real time from anywhere. This
allows for agencies to provide faster service, which
undoubtedly is why more agencies will adopt cloud
technology."
But not everyone is sold. What about those agencies
who aren't in the cloud?
“Insurance is a very form-driven industry. We still see
customers who have a basement full of paper files, let
alone a basement full of servers," says Brett Chenail,
vice president of customer and solution consulting
at Vertafore. “Those who gravitate more toward the
traditional business model are putting their faith in
staff or someone to guide them on having their own
setup—hosting their own software, keeping their own
data secure and compliant—and that if anything
happens they can take care of it themselves."
That’s quite the task. It’s “an incredible investment and
responsibility,” Zwicker says. “Frankly, it’s a waste of an
agency’s time and resources given the capacity,
flexibility and security that cloud storage offers today.”
Here are four big ways the cloud is making life easier
for independent agencies:
1) Disaster preparedness and security. Back when
they had on-premise servers, “if my corporate
headquarters burned down, yes, we would have
backups, but it would have taken days to be back up
and running with access to our customer data and
email,” Foy says.
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“Cloud enables organizations to implement
redundancy, ensuring that customers of service
providers rarely face downtime," says Adam Kiefer,
CEO of Talage.
“One of the things that we as an agency can never do as
well as a cloud provider is provide redundancy," Rubio
agrees. “Microsoft has data centers all over the world.
You just can't compete with the economy of scale they
have."
“Not that you're never going to have an outage," he adds,
“but in terms of disaster, there is less to worry about."
Further, in a cybersecurity environment filled with
breaches and evolving regulations, by outsourcing data
storage, “you're getting the highest standards in security
from a company that's dedicated to staying on top of
security," Chenail says. “That's important because
security standards are changing constantly."
2) Easy upgrades. Being in the cloud places your
agency at the front of the line for technology
advancements. “When most companies bring out a new
feature, they actually deliver it to the cloud before they
deliver for on-premises installation," Rubio says. “For
example, we use Office 365, and some of the features on
the cloud are more robust and more quickly
delivered than the updates available to your local
exchange server."
3) Connectivity. “The cloud allows for wider
connectivity across the entire industry," says Rich
Belanger, chief technology officer of Applied Systems.
“Because the connection between two systems isn't tied
to a physical server, agencies on the cloud have much
more flexibility and speed."
Additionally, Belanger explains, cloud technology is
much better than on-premise systems at real-time
communication, reducing the risk of outdated
information and increasing agencies' reaction time to
new business opportunities.
“When it comes to rating, appetite and underwriting,
the cloud is necessary to ensure agents have accurate
information as it enables real-time communication,” he
says.
And from a carrier perspective, “they can update their
underwriting requirements and instantly push that
change via their quote application programming
interface,” Kiefer says.

“This means agents don’t have to update anything—it’s
done for them.”
Ultimately, the connectivity allows the independent
agency system to use data in a new way. “Carriers have
always generated enough data to get a view of a market,”
Chenail says. “Historically, agents’ piece of the pie is just
their business—it’s too small. But what the cloud lets
us do is pool that data. It puts analytics back in their
hands.”
“Appetite and underwriting are greatly improved with
that more accurate view,” he continues. “We can make
better decisions.”
4) Remote work. When Foy Insurance decided to move
to a cloud-based provider in 2015, an extra perk was that
it was easier for employees to work remotely. “When the
coronavirus pandemic hit, we were already positioned
for employees to work at home,” Foy says. “The cloud
allowed us to do that because the systems were already
pointed to cloud-based applications.”
Three years ago, the agency only had one remote
worker. Now, “we have about 15% of our workforce
remote—not just in the next town over but in the next
state,” he says.
Meanwhile, the cloud is positioning SeitbertKeck
Insurance Partners for the future workforce. “The
employer who is using clear, relevant innovations will be
the most attractive,” Sigler says. “Implementing things
like cloud storage is how we’re preparing our business
for the future.”

More is
more.
EMC offers more expertise to your clients with
even more loss control tools and training than
ever before. Offering our loss control services
to your EMC clients at no additional cost can
help you retain and gain more business. Those
clients can then be more profitable because of
a safer work environment. And that makes your
business more profitable, too.
emcins.com/losscontrol

©Copyright Employers Mutual Casualty
Company 2021. All rights reserved.
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Crop Insurance Is Vital to South Dakota’s Agricultural Sector

16.4 million acres
and provides $4.6 billion in protection

Crop Insurance covers

Farmers paid

Insurers paid

$175.1 million

$498.4 million

for insurance coverage

to cover losses

The private crop-hail insurance product
provided an additional

$945.7 million

in liability protection on growing crops in South Dakota.
The crop insurance data included in this fact sheet is from 2020
This is provided with permission from National Crop Ins. Services.

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

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

Apply online today!
www.fmiAgent.com
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2022 fmiAgent
2022 fmiAgent

Alaska Cruise Redux

As of 11/02/21 IIASD has

92%

of the needed points!

The 2022 sail date is 06/05/22 through 06/12/22
COVID-19 may have interrupted the opportunity to sail on the 2020 fmiAgent Alaska cruise. We are not
going to let that stop us from showing you an unforgettable 2022 fmiAgent Alaska Cruise Redux!
Join us to experience the best dining, entertainment, and amenities with the most expansive views at
sea. Ease into the warmth of an outdoor whirlpool and watch glaciers tumble into the sea. Savor a
gourmet dinner in the comfort of a luxurious shipboard restaurant with your long-time friends and
colleagues. Afterwards, gaze up at a canopy of stars from a truly beautiful world-class cruise ship.

Everything in Alaska is bigger. Let’s make this your BIGGEST year on record!

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

IIASD Special Incentive
In addition to the normal qualification guidelines for the 2021 fmiAgent Point Awards Alaska Cruise Redux,
Financial Markets Inc will be hosting one additional IIASD agent (and guest) for no cost! If collective production
from IIASD Member agents, with Financial Markets Inc, results in a minimum of 60,000 points for the 2021
fmiAgent Point Awards, Financial Markets Inc will hold a live drawing solely for IIASD with one IIASD agent (and
guest) receiving accommodations at the Producer’s Club Level on the 2022 fmiAgent Alaska Cruise Redux.
By invitation or recommendation from Financial Markets Inc only. Minimum of 12 paid policies for individual qualifiers
and for the collective IIASD qualification. Agent must have at least an 80% placement ratio individually and for points
to be included in the collective IIASD qualification, the individual contributing producer must have at least an 80%
placement ratio. The qualification period runs January 16, 2021 through January 15, 2022. Points vary by carrier and
product. See complete points schedule, trip details and promotion information at fmiAgent.com/2021fmiAgentAwards.
Only IIASD agents who place business with Financial Markets Inc from January 16, 2021 through January 15, 2022 will
be included in the IIASD collective qualification drawing. If an IIASD producer qualifies for the fmiAgent Point Awards
on their own merit, their points will count towards the collective minimum for IIASD qualification, but that qualifying
agent will not be included in the drawing as an agent may only qualify one time. This promotion is not sponsored by the
Independent Insurance Agents and Brokers of America, Inc. nor the Independent Insurance Agents of South Dakota.
1
For financial
professional use only. Not to be shown to consumers.
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Agency Name: Security First Bank/Security
First Insurance
Stage Your New Hire Training Plan to Gain Incremental Success
A wise leader will map a plan that is staged and builds incremental skills.
Stage the learning plan to include incremental and purposeful learning that carries an immediate
impact. Statistics show that continual learning will increase new hire retention considerably.
A solid training program for new hires includes education, experience and exposure.
1. Start with the Basics! You hired a talented individual who is “brand new” to insurance. Create
a continuous and cumulative education path to gain new knowledge and practical skills that
can be immediately applied in their role.
The most important thing you can do is to “avoid the firehose” technique. This is when you
push the new hire into a multi-week producer school or program immediately, load up lots of
reading material in all modes and pack the days with “filler” activities. Create an
incremental plan that taps into a variety of learning resources. Space and vary the learning
interactions including online, real-human interactions, hands-on accountable responsibilities,
etc.
2. Map a gradual plan of smaller hurdles at first and that lead to a longer or more detailed
education and experience. Correlate new information to application of skills and knowledge.
The reality is that onboarding should be staged for a period of one year. This is not related to
the new hire’s capabilities to perform “real work.” Staging or phasing in essential skill-based
and process training should correlate to job functions that carry immediate impact and are
essential functions of the individual’s role.
3. Incorporate Customer-Ready Activities (immediately). Whether the new hire has their
license or is currently studying, they can still impact customers in a variety of ways.
Create significant activities where they can gain exposure. For example, accompany
producers on client meetings, analyze monthly renewals with alignment to a questionnaire,
review agency inbound inquiries to understand the client’s voice and needs, identify coverage
gaps on various account reviews, etc.

Agency Contact: Julie Benedict
Phone Number: 605-399-2740
Email: jbenedict@security1stbank.com
Job Opening Title: Director of Insurance
Deadline to Submit Resumes: December 31, 2021
The applicants can apply online at:
https://security1stbank.com/sfb-careers/

auto

Help the new team member build confidence from Day One:
Reinforce Progress and Reward Positive Impact.
Need Help with New Hire Training? Visit www.myagencycampus.com.

home
With

MISSOURI VALLEY
MUTUAL INSURANCE

farm

Burke, South Dakota

FARMOWNER/
RANCHOWNER

All

PERSONAL AND
COMMERCIAL AUTO

of
FIRE AND
ALLIED LINES

the

UMBRELLA
LIABILITY

Pieces
HOMEOWNER/
MOBILEHOME
Y PECK

CONTACT BRAD

Fit!

PERSONAL AND
GENERAL LIABILITY

1-605-775-2

636

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

Great American is an American-owned crop insurance
provider that’s been around for nearly 150 years. We
know that in a tough year, claims handling makes all
the difference.

Contact: Darrin Erickson / dberickson@gaig.com
605-359-2426

Crop Division

GreatAmericanCrop.com

Coverage not available in all states. Great American is an equal opportunity provider. Policies are underwritten by Great American Insurance Company and Great American Alliance
Insurance Company, authorized insurers in all 50 states and the DC. © 2021 Great American Insurance Company, 301 E. Fourth Street, Cincinnati, OH 45202. All rights reserved.
3799-CRP (11/21)

OPEN
SEMCI
Single-entry, multiple-company
interface (SEMCI) is like magic!

Acuity, long recognized as a leader in agency
interface technology, is committed to supporting
SEMCI in commercial lines. SEMCI drives
efficiency in the quote and application process
and allows you to choose how you
want to do business with Acuity.
Acuity currently partners with several of
the leading commercial lines insurtechs. We are
building, exploring partnerships, or expanding
with numerous other independent agency
technology solutions. And Acuity is on the
forefront of integration technology, continually
building the connections necessary to be ready
to connect to new insurtechs as they emerge.

RCIS is here to help build your business. Our team approach works for you and your customers,
with a company-wide focus on responsive claims handling and payment and advanced
technology and resources to work smarter, not harder. All supported by a dedicated team that
make connections count when it matters most.

We’ve Got This
To become an agent representing RCIS, contact an
RCIS Business Development Representative or visit
https://www.rcis.com/home/pages/agent/join-us today.

RCIS is a registered trade name of Rural Community Insurance Company. RCIC is an equal opportunity provider.
© 2021 Rural Community Insurance Company. All rights reserved.
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Where every INSURED matters,

or Smal
g
i
B
l

Agriculture
Automotive
Construction
Education
Hospitality
Manufacturing
Medical
Professional Services
Social Services
Retail/Wholesale
Transportation

No. 1 writer of work comp in South Dakota

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

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

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

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

Brian Greicar

Sales Manager, Agribusiness
BGREICAR@nationwide.com

701-298-9277
Products underwritten by Nationwide Mutual Insurance Company and Affiliated Companies. Home
Office: Columbus, OH 43215. Subject to underwriting guidelines, review, and approval. Availability
varies. Nationwide, Nationwide Is On Your Side, and the Nationwide N and Eagle are service marks of
Nationwide Mutual Insurance Company. ©2019 Nationwide GCO-0531AO 11/19
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Fill the Gap Left by Employer

Coverage

Help solve the life insurance gap for South Dakota workers – only 60 percent have
access through work, and of those who get it, the median face amount is only $20,000.
With accelerated underwriting, rates among the best
in the business, and money back if they never need the
coverage, you can turn prospects into long-term clients.
And the E-application process makes it so convenient for
your Client and your Staff.

Contact Us
Today!

800-888-2829
www.fmiAgent.com
Marketing@fmiAgent.com

Get more details and a quote on one of the top
products in the Term Life with ROP space.

Insurance Sales & Customer Service Agent
DFM Insurance Agency located in Brandt, SD is looking for an Insurance Sales & Customer Service Agent
for auto, home, farm and ranch. Individual will need to be able to provide excellent customer service
and respond to inquiries regarding insurance availability, eligibility, coverage, policy changes, claims
submissions and billing verifications. Individual must be a confident self-starter who works well
independently. Individual must have or be willing to obtain within 90 days, a Property Casualty
Insurance agent license. Position has a flexible schedule and will be a combination of an onsite and
remote office. Experience preferred, but willing to train the right individual. Salary $30,000 to $60,000
DOE plus commission.
Submit a detailed resume with cover letter outlining specific related experience and salary expectations
to DFM Insurance Agency, 402 1st St. S. Brandt, SD 57218 or email to manager@itctel.com
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1st Dakota Insurance offers competitively
priced Insurance Exam Prep books, online
practice questions and live classroom exam
prep classes for IIASD members.
**Licensing Materials are available for
Property/Casualty and Life/Health Exam
Preparation**
Exam Prep One on One Teaching Also
Available by Appointment
Use Promo Code 1594626 to receive your
15% member discount on the
www.1stdakins.com website

colinsgrp.com

Breaches Continue in 2021

Severe
breaches
including
Microsoft
Exchange, Colonial Pipeline, SolarWinds, JBS
and Kasaya have occurred in 2021. Millions of
dollars have been paid out in ransomware to
attackers. There is no silver bullet to keep your
organization immune from a cyber breach.
However, there are many steps the IT
professional can take to make you a less
accessible target.
At Infotech Solutions, we deploy a multileveled approach to each organization creating
different layers of security to different aspects
of your organization. Large or small, we are
here for you.
FREE Network Security
Health Check,
contact:
tyler.ruhd@infotechsd.com

www.infotechsd.com

Agents receive

20 percent commission
on new accounts up to

$25,000 in premium during 2021
Our team is ready to deliver long-term positive results
for you and your customers
n Manage policies online using SFM Agency Manager (SAM)
n

Contact your SFM underwriter for more details.
20 percent commission applies to new SFM Mutual policies with
effective dates between January 1 and December 31, 2021. Does not
include policies written with the SFM Safe or SFM Select rate sets.

sfmic.com
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January 5th – 8th

IIABA Winter Board Meeting
Miami, FL

January 25th & 26th

Insurance Industry Legislative Open House
IIASD Board Meeting
Day at the Capitol

Late March or Early April (TBD)

Farm & Small Town

April 27th – 30th

Legislative Conference in Washington, D.C.

Early June TBD

E&O Seminar Road Show

June 22nd – 23rd

River Days/Walleye Classic in Pierre
Board Meeting

Early August (TBD)

September 14th – 18th

October 9th – 11th

IIASD Crop Agent’s Conference

IIABA Fall Leadership
Conference & Nat’ BOD meeting
Niagrara Falls, NY

Our Crop Division
is currently hiring
part-time seasonal
crop adjusters!

TO APPLY, SEND YOUR
INFORMATION TO:
GAIRecruiting@GAIG.COM
or call 1-800-835-7013.

Annual Convention
Downtown Holiday Inn
Sioux Falls, SD
Voluptam, nosam adi am, ut est que diore porente fuga. Ut
offic tore doluptio quis ilibusam eatur autem ex enis explit
ellecus explam que ea ilit re nus et laborectat.
Repere verepudant latia iuntior ionecto consequae prem
soluptae pratemquid eum est quam. 5616-CRP (03/20)
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www.claimsassoc.com
(605) 333-9810
Jeff Jares, AIC AIM, President
Christopher W. Madsen, J.D., General Counsel
Dan Eggers, Finance/HR/IT
Adjusters
Nancy Almendinger
Cory Beck
Blake Dykstra
Nick Hemme
Dave Johnston
Amy Kvernmo
Wendi Peterson
Dave Sendelbach
Tim Wieker
John Keffeler

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

Case Managers
Kelly Rud RN BA LNCC
Deb Whipple RN BA CCM
John Schaefbauer RN BS CCM

We commit ourselves to providing the highest quality
claims and case management services available in our
industry. Please visit our website for complete
information.
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We can
help.
24/7 FIRE & WATER
Liberty Mutual Business Lines:
Small Business
Midsize Business
Inland Marine
Farm and Ranch
Agribusiness

restoration services

Sioux FallS

605-334-9716
yankton
605-689-2220

INTEK

ClEaNINg & REsToRaTIoN

www.intekclean.com

We're actively growing in South Dakota.
Is your agency growing with us?
Contact your Territory Manager today to
learn how!

Morgan Sexton, AU-M, CPCU, AFIS
Business Lines Territory Manager
morgan.sexton@libertymutual.com
480.685.7903
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NEW!!! South Dakota Quarterly P&C Premium summary
We are doing a trial run of some high-level data analysis through Paul Buse, a former Big I national
executive. The purpose of this information is to provide tools and knowledge to members for timely
understanding and the ability to respond to South Dakota market data. There’s a bunch of good
information that we will post on our website (www.iiasd.org) so if you’re a number nerd, head over
there and jump in!
Here’s some P&C highlights from the second fiscal quarter of 2021 (April – June):

•

South Dakota premiums rose, on average 24.2% whereas national rates rose 11.7%. This
compares with a 20.2% increase in the first quarter for SD and 6.1% for national premiums.

•

Surplus lines grew by 32.2% in South Dakota, compared with 29.5% nationally. This
compared with 22.3% in the first quarter for SD and 22.9% nationally.

•

While premiums are spiking now, when four years’ worth of data is considered, South
Dakota premiums rose at 3.2% on average compared to 5.2% nationally.

•

Premiums written by pure independent agents rose 31.2% in the second quarter whereas
the national average was 13.2%. Captive producer production rose by 16.3%. Directwritten rose by 11.8%.

The full report, which is available on our website, includes the top 50 fastest growing insurers in South
Dakota by product line in the quarter. For the independent channel, here are a few of note:
Private passenger Auto

State Auto

176%

W/C

Penn Manu. Assn

137%

Commercial Multi Peril

AmGUARD

136%

Multi Peril Crop

Great American

107%

Homeowners Multi Peril

Privilege Underwriters

49%

We hope this information is helpful. If you have specific questions or comments about the data, please
reach out to us or Paul Buse:
Real Insurance Solutions Consulting, LLC
Paul A. Buse, Principal
www.realinsurancesc.com
(301) 842-7472
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Account Managers
HUB International Insurance is seeking a Personal Lines Account Manager at our
Sturgis office and a Commercial Lines Account Manager in Spearfish. Will be
responsible for providing excellent customer service to our clients, working with
our clients as first point of contact to build a profitable, reliable relationships by
account rounding, asking for referrals, and writing new business. Above average
customer service and computer skills necessary. Must have P&C license or be
willing to obtain within 90 days of hire. Wage DOE.

WE DIDN’T
KEY THE CAR.
BUT WE’RE
THE KEY TO
FIXING IT.
AUTO INSURANCE THAT’S
DESIGNED TO BE WORRY FREE
Wheels are the way around life. Protect vehicles with auto
insurance from the Worry Free Company — IMT Insurance.

To apply, go to: hubinternational.jobs

Who

has been
insuring businesses for over

Learn how you can represent IMT Insurance at
imtins.com/contact and help your policyholders
Be Worry Free with IMT.

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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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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Our Rapid City office located in the beautiful Black Hills of South Dakota
is looking for highly motivated and positive people to join our team.
Open positions include both experienced and entry-level personal and
commercial lines account managers.
Requirements:

Responsibilities:
•

•
•
•

Contacting and meeting with
clients to discuss their
insurance questions and needs
Preparing quotes
Communicating with
underwriters
Rating policies and submitting
change requests

•

•
•

Current or willingness to
obtain a Property &
Casualty Insurance License
Strong organizational skills
Professional
communication skills

Benefits:
•
•
•
•

Health, Vision, &
Dental Insurance
401K
Paid vacation & sick
time
Team-focused work
environment

Apply today by emailing your resume and cover letter to info@wdiins.com
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Jessica Hotchkiss, Agent of the Year

American Trust Insurance, Huron
Jessica is well versed in all facets of the insurance
and uses her knowledge of companies and programs to provide
her clients with the coverage options they need
and service they deserve.

Aly McNamara, Young Agent of the Year

Hlavacek Insurance, Watertown
Aly faces the challenges of the insurance industry with true
passion and her desire to continually learn more about
products shows in her confidence when explaining policy
options to clients.

Dawn Kroger, CSR of the Year

Boen & Associates, Sioux Falls
Prompt, professional, thorough, compassionate, hard
Working, dedicated, loyal, confident, friendly and caring. These
are the words to describe Dawn. She leads by example and is
an exceptional resource to her colleagues and clients.

Sam Anderson, Company Rep of the Year
NAU Country Insurance, Aberdeen
Sam is described as a great marketing rep who
does all he can to provide exceptional service to
agents and farmers. He is a wealth of knowledge
and always goes the extra Mile to guarantee
excellent outcomes.

Darcie Moody, Crop Agent of the Year

Groton Ag Partners, Groton
Darcie is described by her customers as “quick to answer
questions, outstanding service, great attitude, won’t quit
until the job is done. She is like the US Army, she gets
more done before 9 AM than most people do all day!”

Thank you!
As we are wrapping up our 2021 calendar year and just had our Annual Convention, we wanted to thank
our Partners. As Partners of the Independent Insurance Agents of South Dakota, these groups ensure
that we avail our members to some of the best products in their respective markets and they allow us to
continue to have the great events we put on every year for you, the members. It’s sometimes easy to
overlook the support and value they bring to our association, but we wanted to let each of them know
how much we appreciate their continued support.
Diamond Partners
Financial Markets, Inc.
Risk Administration Service, Inc.
Platinum Partners
Acuity Insurance
Doss & Associates
Farmers Mutual
Graber & Associates
Intact Insurance
Liberty Mutual/SAFECO/StateAuto
North Star Mutual Insurance Company
Redstone Insurance Brokers
United Fire Group

Dakota Claims Service
Agrisompo North America
Continental Western Group
SFM Mutual Insurance Company
NAU Country
Infotech Solutions, LLC

Gold Partners
IMT Insurance
Rain & Hail LLC
Auto-Owners Insurance
EMC Insurance Companies
INTEK
Capital Premium Financing

Silver Partners
Accident Fund Insurance Company of America
Berkshire Hathaway Guard Insurance Co.
Concorde General Agency
Farmers Alliance Mutual
Midwest Family Mutual
National American Insurance Company
Northwest GF Mutual Insurance Company
Risk Placement Services, Inc.
State Auto Insurance Companies

Great American Insurance
Western National Insurance
ProAg
Nationwide Mutual
Farmers Mutual Hail of Iowa
Rural Community Insurance
Services

American West Insurance
Combined Agents of America, LLC
Donegal Insurance Group
Imperial Premium Finance
Missouri Valley Mutual Insurance Company
North America Software Associates
Progressive Insurance Company
Risk Placement Services, Inc.
Swiss Re

Bronze Partner
Bjornson/Sentinel E & L

Building Trust and Rapport when Selling
by John Chapin

You’ve probably heard the sayings that “people don’t care how much you know until they know how much you
care”, and “people need to know, like, and trust you before they’ll do business with you.” The truth is: until people
know you care, most view you simply as a salesperson trying to make a sale. With that in mind, how do you build
trust and rapport rapidly and let people know you have their best interest in mind so you can move toward the
sale?
Seven Ideas to Build Trust and Rapport
1) Treat everyone you meet as if they are a close friend or family member.
Imagine your best friend needs your product or service. Would your mindset be the same as if you were talking
to a prospect you’ve known for a few minutes? It should be. When you’re talking to your best friend you will most
likely have their best interest in mind versus being focused on making a sale. People have a sixth sense and they
know when you are more interested in making a sale than you are in helping them out. Focus on the other person
and what is best for them, as opposed to focusing on you, your company, your product, or the sale.
2) Work on the relationship and the connection before you focus on the sale.
Most salespeople are so focused on the sales process, the questions they need to ask, possible objections, and the
points they need to make, that they forget to make a personal connection before proceeding with the sale. Look,
you have to focus on the sales process at some point, just make sure you make a personal connection and build
some rapport before moving into the sales portion of the call. When first interacting with someone, I’ve found a
good way to make a connection is to think to myself “I really like this person and really want to help them”, and
then focus completely on being positive and pleasant in the first few moments of the interaction.
3) Make a friend.
Your first objective is to be likeable, agreeable, get along, and make a friend. Many times we want to impress people
with how much we know and why they need to work with us. This can lead to us subtly, or not so subtly, debating
them over what they think they need and what we know they need. This causes a disconnect and usually leads to
objections such as: I need to check two other places, talk to someone else, or think about it. Your focus is not on
showing the prospect how much you know or how little they know, or in getting in a debate with them. Whatever
they think they need or say they want, do you best to agree with them initially. Once you’ve connected with them
and built some rapport, then they will be more open to your suggestions. Before you can educate the prospect and
have them listen, or lead the prospect and have them follow, you must have a good connection and rapport.
4) Focus completely on the person to whom you’re speaking.
Be present with the person to whom you’re speaking and make sure you are paying close attention, asking good,
thoughtful, relevant questions, and listening well. Do not focus on the phone in your pocket, the siren on the fire
engine driving by, or the person who just walked in the door, give the person you’re talking to your undivided
attention.
5) Treat each person as the most interesting person in the world.
If you ask people who they are most interested in, the majority will say themselves if they answer honestly; treat
them as if they are. Ooze caring, empathy, and understanding while keeping in mind that these feelings must be
genuine.

6) Have friendly, relaxed conversations.
Going back to that situation where you have a close friend who needs your product or service, imagine what that
conversation would be like. Typically, it would be a friendly, relaxed conversation, like most conversations you
have with them. This is your goal when speaking with prospects. If you are friendly and relaxed, they will most
likely be friendly and relaxed eventually if not initially. People tend to be mirrors and return what you send out. If
you are relaxed, open, conversational, and show you care, your prospects will usually follow your lead.
7) Make sure everything about you sends the right message.
Make sure you are perceived as a consummate professional. Speak professionally and intelligently, in other words,
use proper grammar and be knowledgeable about your industry. Dress the part and be well groomed, have a good
handshake, make good eye contact, and conduct yourself professionally at all times.
The tips above will help you build trust and rapport rapidly and make a good first impression. Once you’ve made
a good first impression, make a good second, third impression, etc., by following up and doing what you say you’ll
do when you say you’ll do it.
John Chapin is a motivational sales speaker, coach, and trainer. For his free eBook: 30 Ideas to Double Sales and
monthly article, or to have him speak at your next event, go to www.completeselling.com John has over 33 years of
sales experience as a number one sales rep and is the author of the 2010 sales book of the year: Sales Encyclopedia
(Axiom Book Awards). You can reprint provided you keep contact information in place.
E-mail: johnchapin@completeselling.com.
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DIAMOND
Financial Markets
IIASD Service Corp
Risk Administration Services
PLATINUM
Acuity
Doss & Associates
Farmers Mutual of Nebraska
Graber & Associates
Intact
Liberty Mutual/SafeCo
North Star Mutual Insurance Co.
Redstone Insurance Brokers
United Fire Group
GOLD
Auto-Owners Insurance
CGB Diversified Services, Inc.
Continental Western Group
Dakota Claims Service
EMC Insurance Co.
Farmers Mutual Hail of Iowa
Great American Insurance Co.
Infotech Solutions, LLC
Intek Cleaning and Restoration
IMT Insurance
Liberty Mutual Insurance
Midwest Family Mutual
Nationwide Mutual Insurance Co.
NAU Country
Pro Ag
Rain & Hail, LLC
Rural Community Insurance Services
SFM Mutual Insurance Co.
Western National Insurance
SILVER
Accident Fund Ins Co. of America
American West Insurance
ArmTech Insurance Services
Berkshire Hathaway Guard Insurance
Capital Premium Financing, Inc.
Combined Agents of America, LLC
Concorde Generaal Agency
Donegal Insurance Group
Farmers Alliance Mutual
Imperial Premium Finance
Missouri Valley Mutual Insurance Co.
National American Insurance Co.
North American Software Associates
Northwest GF Mutual Insurance
Progressive Insurance Co.
Risk Placement Services
Swiss Re
State Auto Insurance Co.
Wellmark Blue Cross & Blue Shield
BRONZE
Bjornson/Sentinel E & L

