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The MISSION of Big I Minnesota is to provide its members with PROFESSIONAL 
DEVELOPMENT TOOLS and BUSINESS RESOURCES to aid in their success while 
ADVOCATING to provide a favorable marketplace and climate that allows them 
to SERVE their customers with INTEGRITY and HIGH ETHICAL STANDARDS.
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sfmic.com

Delivering positive, long-term results for employers.

The right fit for you. 

The right fit for your clients.

Exceptional
cost  
containment

Specialized  
claims  
management

Dedicated  
injury  
prevention
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Broken glass? 
We’ll �x it fast

Spring means hailstorms and construction debris. When damage 
happens, �le a claim for your policyholders in minutes. Since we can 
replace the windshield and recalibrate their advanced safety systems 

in one visit, you’ll be sure they get back on the road safely.

SafeliteForAgents.com



Jay Nesbit
jnesbit@nesbitagencies.com President’s Message

As another summer is quickly coming to an end, I hope you all had the opportunity to spend time with friends 
and family, got to do some travelling or were able to enjoy some of the many entertainment and recreational 
options that Minnesota has to offer.

Now we have fall sports getting started and soon kids will be back at school and families will be back to a more 
“normal” routine.  That usually leads to the same kind of refocusing in business.  September is the time when 
we move back to a more regular work routine and it’s a good time to make sure that sales goals are on track 
and business budgets are meeting projections.  Likewise, your clients are probably doing the same thing, so it 
is important to connect or reconnect to make sure their insurance program is up-to-date with any changes that 
may have occurred in their personal lives or businesses since the start of the year.

The current insurance market certainly has not been an easy course to navigate with premiums increasing and 
carrier appetites becoming more limited.  It’s more important than ever to make sure we are helping clients 
understand the reasons for the current market conditions and helping explain to them the things they can do 
in response.  To assist with that process, there was a Hard Market Toolkit that was created by the IIABA and 
Trusted Choice and recently distributed to all member agents.  It provides a lot of tools to help agencies and their 
customers through these challenges.

The Big I MN board has been busy this summer and we recently held a board meeting in July to discuss our 
mission/purpose for the association.  It was a productive conversation as we tried to capture all the benefits 
and services the Big I MN currently offers independent agents, as well as products and services we will need to 
provide in the future.  We came up with the following mission statement:  The mission of the Big I Minnesota is 
to provide its independent agent members with professional development tools and business resources to aid in 
their success while advocating to provide a favorable marketplace and climate that allows them to serve their 
customers with integrity and high ethical standards. 

I feel this mission accurately and concisely meets this objective and provides clear direction for the board 
members as we plan for the future and communicate with member agents.  To make sure we build off the 
momentum from the meeting and the development of this mission statement, each board member selected 
an area of particular interest to them to make sure we can apply this mission to 
achieve the results we would like to see for agents and the industry. 

As always, Robyn Rowen our Big I MN Lobbyist continues to do great work in 
supporting the association by conducting interviews with the Department of 
Commerce on issues such as carrier filings and having discussions on how to 
enforce the recent changes for “storm chaser” deterrence.  The Big I MN Legislative 
Committee will work on recommendations for upcoming legislation regarding 
cannabis and the insurance recommendations/requirements around selling for 
businesses set to open in August 2024.

I am proud to be surrounded by such a great team of board members who are 
very skilled insurance professionals and work hard to serve all our agent members.  
They are very generous with their time and resources to help the insurance 
industry and all agent members continue on a path to success.

mailto:jnesbit@nesbitagencies.com
https://trustedchoice.independentagent.com/hardmarket/
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When Main Street is the main focus. 
Running a successful small business is hard work, but finding the 
right insurance program for your client is easy with West Bend. 

Our business insurance program covers liabilities  
and expenses specifically designed for small business operations.

• Great pricing and exceptional coverage
• Experienced claim representatives 
• Convenient options for reporting losses – available 24/7

Learn more about the variety of business line coverages  
available through West Bend by visiting thesilverlining.com.

The worst brings out our best.®



Big I MN – Mission Statement
For many businesses, including Big I Minnesota, there are times of transition and 
transformation.  Taking time between our daily tasks and duties to reflect and confirm that 
we are clear on our purpose and direction can be extremely valuable and necessary.  Your 
board of directors and association leadership took time this summer to make sure that we are 
truly serving our independent agency members in the best possible way.  Of course, this is 
always a moving target with changing times, and continued evaluation will be in our future as 
well.  We are proud to announce a new Mission Statement at the Big I Minnesota:

The mission of Big I Minnesota is to provide its members with 
professional development tools and business resources to aid in 
their success while advocating to provide a favorable marketplace 
and climate that allows them to serve their customers with integrity 
and high ethical standards.

Clarifying our “why” we exist has been very empowering and we are excited to move forward 
with purpose to our work for independent agents.

Hard Market Tool Kit
If you haven’t seen it already, the Independent Insurance Agents & Brokers (IIABA) and Trusted 
Choice have put out a Hard Market Tool Kit. In this ever-changing environment, we are here to 
help support your efforts to work through the hard market, communicate effectively with 
your customers, as well as your partner carriers.  Resources included in the tool kit include: 

1. Overview of Market Conditions
2. Expert Advice for Surviving a Hard Market from Savvy Independent 

Agents
3. Talking Points for Clients
4. Client Email Templates
5. Frequently Asked Questions from Clients
6. A General Communication Timeline to Keep Your Agency on Track
7. Remarketing Standards Document (Fill-In Template)
8. Personal Lines and Commercial Lines Renewal Forms
9. Marketing Materials to Help Your Agency Stand Out (Customizable 

Videos and Graphics)

We are here to work through this with you…together.

Executive VP Message continued on page 9

April Goodin
agoodin@bigimn.org Executive V.P. Message

https://linkprotect.cudasvc.com/url?a=https%3a%2f%2ftrustedchoice.independentagent.com%2fhardmarket%2f&c=E,1,qDGbg-WHnUN7djoNN_qJhIGb7VTyP-eYq6JdgqmgRVUCBDbL7vXyljXYjBZ8CwDQ5JgO3wqL6sRm0DK4t7k12Kb9fOC6AFXLDRalSqke8tbaIDuM&typo=1
mailto:agoodin@bigimn.org
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SFB is a community bank that understands the 
nuances of financing the insurance industry.

• Acquisition Financing
• Partner Buyouts
• Producer Loans
• Technology Loans
• Lines of Credit

Bankers Who Believe in You

Financing for Independent
Insurance Agencies

sfbank.com  |  888.254.0615  |

0223

Contact 
SFB Today!  
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Power in Partners Visits
Our annual visits to our top-level company partners will be happening this Fall.  Again, 
in these times, it is even more important to keep these lines of communication open 
to work with our carrier partners to weather the tough times.  Big I Minnesota is able 
to present many of the benefits that you receive with your membership with the 
support of the carriers and vendors participating in the Power in Partners program.  
Remember to thank them for their support and restate the fact that we are all in this 
together. 

Executive VP Message continued from page 7

January 11th & 12th, 2023
Life & Health

(Webinar)

February 15th & 16th, 2023
Ruble Graduate Seminar

(Webinar)

March 15th & 16th, 2023
Commercial Property

(Webinar)

April 18th & 19th, 2023
Agency Management

(Classroom)
Big I MN

600 Carlson Parkway
Minnetonka, MN 55305

May 16th & 17th, 2023
Commercial Multiline Institute

(Classroom)
Big I MN

600 Carlson Parkway
Minnetonka, MN 55305

June 6th & 7th, 2023
Ruble Graduate Seminar

(Classroom)
Crowne Plaza

3131 Campus Drive
Plymouth MN 55441

(763) 559-6600
August 16th & 17th, 2023

Commercial Casualty
(Classroom)

Western National Insurance Group
4700 West 77th St
Edina MN 55435

September 27th & 28th, 2023
Personal Lines Institute

(Classroom)
Big I MN

600 Carlson Parkway
Minnetonka, MN 55305

October 11th & 12th, 2023
Ruble Graduate Seminar

(Classroom)
Western National Insurance Group

4700 West 77th St
Edina MN 55435

November 15th & 16th, 2023
Insurance Company Operations

(Classroom)
Big I MN

600 Carlson Parkway
Minnetonka, MN 55305

REGISTER

https://my.bigimn.org/EDUCATION/CIC
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to our 2023 Big I MN Partner Members

AAA Insurance
Nationwide

Risk Administration Services
RPS

SECURA Insurance
Travelers Companies, Inc.

Accident Fund
AMERISAFE

AmTrust Financial Services, Inc.
Axon Underwriting Services-MMP

Badger Mutual Insurance
Berkshire Hathaway GUARD Insurance 

Companies
Berkshire Hathaway Homestate Companies

BondExchange
Burns & Wilcox of Minneapolis
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Cincinnati Insurance Companies

CyberFin LLC

Employers
ENCOVA

ePayPolicy
Erickson-Larsen, Inc.

Finances Made Simple, LLC
FIRST Insurance Funding
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Grand Exteriors

Great Northwest Insurance Company
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IFC National Marketing, Inc.
Insight Restoration

Legacy Education Organization

Mackinaw Administrators
Main Street America Insurance

Midwest Family Mutual Insurance Co
MN Workers Comp Insurers Association
National General, an Allstate Company

NAU Country Insurance
Northern States Agency

OCI Insurance & Financial Services, Inc.
Old Republic Surety Company

PRO Resources
R-T Specialty, LLC.

Savvital
Security Financial Bank

Selective Insurance Company of America
Sentry Insurance

ServiceMaster Professional Services
Society Insurance

State Auto Companies
Sunbelt Business Advisors

The Hanover Insurance Group
Tomsche, Sonnesyn, & Tomsche, PA

United Fire Group
Westfield Insurance

® MINNESOTA

PLATINUM

GOLD

SILVER

DIAMOND

Thank You
CHAIRMAN’S

CIRCLE

MINNESOTA

®

NETWORK
®



Diamond Profile

Grinnell Mutual, headquartered 
in Grinnell, Iowa, has been 
protecting its customers 
since 1909 and offers auto, 
farm, and business insurance. 
We are the 106th-largest 
property-casualty insurance 
company in the United States 
and reinsure more than 50 
percent of the farm mutuals 
in our footprint. Our products 
are available in 17 states. 

With more than 1,700 
independent agencies, 
Grinnell Mutual offers a 
personal, commercial, and 
casualty products including 
auto and recreational 
vehicles, farm liability, small 
business coverage, workers' 
compensation, and more.

Our mission and our core 
values focus on cultivating 
trusted relationships with 
our customers and putting 
relationships at the center of 
all we do, so we can protect 
and restore people’s dreams.

That's good business and 
part of why we’ve been voted 
an Iowa Top Workplace by 
our employees every year 
since the award began.

Gallup has also named Grinnell 
Mutual one of its Gallup 
Exceptional Workplaces in the 
world three years running.

Grinnell Re, a division of Grinnell 
Mutual, provides reinsurance 
protection and services to 
more than 200 farm mutual 
insurance companies.

The last few years have been 
difficult ones for the insurance 
industry with record weather-
related losses, inflation, and 
other market pressures. 

But at Grinnell Mutual we’re 
taking proactive steps to ensure 
our continued financial stability, 
as affirmed with a 2023 AM 
Best Rating of ‘A’ (Excellent). 
We remain committed to both 
our property-casualty lines and 
reinsurance markets, and to 
supporting our independent 
agents and mutual members.

Learn more about 
Grinnell Mutual at 
grinnellmutual.com.

FEATURED PARTNER
Grinnell Mutual

PRESIDENT & CEO 
Jeff Menary

COMPANY 
HEADQUARTERS

Grinnell, IA

A.M. BEST RATING
"A" (Excellent) 

COMPANY WEBSITE
www.grinnellmutual.com

Big I MN recognizes Grinnell Mutual as one of its Diamond 
Partners.  Big I MN Diamond Partners is one of the 
highest levels of sponsorship to our organization.
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President & CEO 
Jeff Menary

http://grinnellmutual.com
http://www.grinnellmutual.com
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grinnellmutual.com

“Trust in Tomorrow.” and the “Grinnell Mutual” are registered trademarks of Grinnell Mutual Reinsurance Company. © Grinnell Mutual Reinsurance 
Company, 2023.

PERSONAL | BUSINESS | REINSURANCE

TRUST US TO
SERVE THEIR BUSINESS
Our restaurant package has a menu of options from equipment breakdown to credit card 

forgery protection so restaurant owners can focus on their bread and butter — customers. 

Trust in Tomorrow.® Contact us today.
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Accident Fund Insurance 
Company of America

Choice Insurance 
Services

EMC Insurance 
Companies

Erickson-Larsen, Inc.

Gallagher

Maguire Agency

Minnesota Lawyers 
Mutual Insurance 
Company

Minnesota Workers 
Compensation Insurers 
Association

MN Independent 
Insurance Agents   
(Big I MN)

Moores Insurance 
Management, Inc.

SECURA Insurance 
Companies

SFM Mutual   
Insurance Company

The Builders Group  
of Minnesota

The Hanover  
Insurance Group

CELEBRATING 
SUCCESS

CONGRATULATIONS TO OUR 
2023 CPCU DESIGNEES! 

Amanda Stadtler

Anthony L. Holwerda

Benjamin Cason

Benjamin Pampusch

Brad Knott

Craig Murtha

David Bowar

Dawn Darlene Dineen

Emelia Malvick

Emily Fitts

Emily Holthaus

Eric Christianson

Erik Rosik

Evan Hevrdejs

Gary E. Blocker

Grant Bassamore

Heather MacClure

J. Keith Johnson

Jeffrey Nuese

Jenne R Wilkins

Jessica Weber

Joe Ringen

Julie Gregoire

Julie Thomas

Katheryn Thamert

Kristina Peterson

Laura Reiner

Matthew Anderson

Matthew Daniel Bennett

Matthew Mcguire

Megan D. Larson

Meian Yu

Michael Macken

Peyton Tritch

Philip Amundson

Rosemary Rothecker

Ryan Hoskins

Sam Gritzmacher

Shannon M Daniels

Siu Pong (Stephen) Lo

Sorel Johnson

Steve Busho

Victoria Marcon

Zachary Carson

SPECIAL THANKS 

TO OUR 2023 AD SPONSORS!

2023CPCUAdDesign-(TCBMagazine).indd   12023CPCUAdDesign-(TCBMagazine).indd   1 8/14/2023   9:24:51 AM8/14/2023   9:24:51 AM
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We’re dedicated to your long-term success.  
With Integrity, you gain the personal touch of a 
small business with the tools of a national carrier. 

You & Integrity:  
Committed. Connected. Partners.

Learn more: 
integrityinsurance.com
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When we think about famous visionary thinkers, we subconsciously assume that they have some 
magic characteristic that the rest of don’t have or can’t achieve.  But in reality, the only magic 
they have is an intuitive understanding of how to avoid some very common creative thinking 
blocks.  One of those blocks is the Curse of Knowledge, a cognitive bias, or mental shortcut, that 
all humans share.  

Stuck Inside the Box: The Curse of Knowledge
You’ve probably heard the term “Thinking outside the box.”  And you’ve probably, at some point 
in your career, been asked the think outside the box.  But without any understanding of why the 
box is there or how it was created, it’s hard to know how to break out of it.  The reality is that we 
each create our own “box”, through this Curse of Knowledge.

To understand this concept, imagine for a moment that your task is to think of new ideas for salad 
dressing. Try to come up with a few in your mind right now - don’t skip ahead!

Chances are, the ideas that came to your mind were incremental variations of existing flavors 
or ingredients.  You may have thought of fruit-flavored dressing.  Or spicy, chipotle dressing.  Or 
perhaps dressing that’s flavored like your favorite cocktail.  Or your favorite dessert.  

All really interesting ideas, IF you are only looking for ideas that don’t change the current nature 
of salad dressing, nor the way it’s currently manufactured, packaged, sold, or used. The task was 
to find NEW ideas for salad dressing.  That challenge was not limited to simply new flavors, but 
your brain likely limited your thinking to mostly just new flavors.  

Here’s why incremental ideas tend to be the first, and sometimes the only, kind of ideas to 
emerge. All humans rely on past knowledge to subconsciously try to shortcut problem-solving. 
We instantly – and subconsciously – call on everything we know from the past to come up with 

Think Outside the 
Box? Crush the 

Box!
The Secrets of Visionary Thinkers:  

2 Simple Steps to Crushing 
Subconscious Assumptions

By Susan Robertson

continued on page 17
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amerisafe.com  •  800.256.9052  •  asksales@amerisafe.com

AGRIBUSINESS

CONSTRUCTION

MANUFACTURING

MARINE

OIL & GAS

ROOFING

TRUCKING

WOOD PRODUCTS

© 2023 AMERISAFE, Inc. AMERISAFE, the AMERISAFE Logo, and SAFE ABOVE ALL are registered trademarks of AMERISAFE, Inc. All rights reserved.

When you only do one thing, you better do it 
well and workers’ comp is all we’ve ever done 

for over 30 years.

WORKERS’ COMP IS ALL WE DO.
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solutions for the new problem. While this ability to call on past learning is an incredibly useful trait 
in many situations (it’s one of the reasons we’re at the top of the food chain), when you’re looking 
for new ideas and solutions, it actually becomes a significant barrier. It limits your thinking to 
nothing but slight variations of what already exists.

The minute you saw the words “salad dressing”, your brain made a bunch of instantaneous 
assumptions that you’re likely not aware of.  Those assumptions were probably things like:

• Salad dressing comes in a bottle.

• It’s liquid.

• It’s stored in the refrigerator.

• It’s used on lettuce.

• Salad is eaten from a bowl or plate.

• Salad is eaten with a fork.

Using the salad dressing challenge again, now assume one of the above “facts” does NOT have to 
be true. What ideas could you come up with then?   You might think of ideas like:

• Salad dressing that you heat in the microwave (not cold).

• Dressing for fruit, or for meat (not used on lettuce).

• A powder whose full flavor is activated when it contacts the moisture of the lettuce (not 
liquid).

• Salad dressing in the form of a wrap, so you can eat the salad on the go (salad isn’t served 
on a plate).

• Salad dressing in the form of an edible skewer (salad isn’t eaten with a fork).

As you can see, the nature of the ideas that arise after crushing the imbedded assumptions is 
dramatically different from the ideas that came before.  That’s because your brain is no longer 
limiting your creativity with artificial guardrails that may not actually exist and that you weren’t 
even consciously aware of.

Interestingly, the more expertise you have in an area, the more of these limiting assumptions you 
have subconsciously imbedded in your thinking.  So, as an expert in your field, you likely have 
MANY imbedded assumptions that you’re not aware of, but that are likely impeding your creative 
thinking in a significant way.  

The Cure: Assumption Crushing™ process:
Fortunately, there is an antidote to the curse of knowledge.  Assumption Crushing™ is a technique 
that involves consciously surfacing and challenging our hidden assumptions. 

Assumption Crushing™ Step 1:

Surface your subconscious assumptions by generating a long list of statements that start 
with things like:

• Well, in our business everyone knows...
continued on page 19

continued from page 17
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We are dedicated to the independent agency 
system and proudly stand behind the  
agents who represent us. 

auto-owners.com

insurance the right way. 
the human way.

simple human sense®
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ABOUT THE AUTHOR: 
Susan Robertson empowers individuals, teams, and organizations to more nimbly 
adapt to change, by transforming thinking from “why we can’t” to “how might we?”  
She is a creative thinking expert with over 20 years of experience speaking and 
coaching in Fortune 500 companies.  As an instructor on applied creativity at Harvard, 
Susan brings a scientific foundation to enhancing human creativity.  To learn more, 
please go to: SusanRobertsonSpeaker.com.

• We have to...

• Our product is/does/has...

• Well, of course …

• We could never...

Be sure to list some really obvious, superficial, or seemingly trivial “facts,” observations, 
processes, etc.  Sometimes breaking the obvious ones can lead to the most innovative ideas.  
For example, the fact that salad dressing is liquid seems fairly trivial.  But breaking that 
assumption led to some truly breakthrough ideas.

Assumption Crushing™ Step 2:

Once you’ve come up with a long list, pick one that may not have to be true, and start to 
think of new ideas based on breaking that one. Then pick another and do it again.  And again.  
You’ll amaze yourself with the innovative ideas you come up with.

Remember that the Curse of Knowledge is based on experience and expertise.  Many people 
often assume that the best way to get new thinking, new ideas, and new solutions is to bring 
together a bunch of experts on the topic.  But the reality is that all those experts will have a very 
similar set of subconscious mental frameworks.  (They’ll all have essentially the same Curse of 
Knowledge.). A better way to generate new ideas is to invite a few experts, and then several other 
people with different experiences, knowledge, and perspectives.  Those non-experts will help 
force the experts to confront and overcome their curse of knowledge.

The Curse of Knowledge is a formidable adversary that exists in our brains all the time and hinders 
our visionary potential. By embracing Assumption Crushing™, we can shatter the chains that 
confine our thinking and unlock the path to visionary breakthroughs.

continued from page 19
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97%

Proactive Claims 
Management

Safety Training 
Services

NurseCare 
Hotline

Pay-As-You-Go 
Premiums

Member 
Retention Rate
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01/24/2023
Agency Operations 
(Webinar)

02/09/2023
Elements of Risk Management
(Classroom)
The Builders Group
2929 Eagandale Blvd. STE 100
Eagan MN 55121

02/21/2023
Insuring Commercial Casualty I
(Webinar)

02/23/2023
Insuring Commercial Casualty II
(Webinar)

03/07/2023
Other Personal Lines Solutions
(Webinar)

03/23/2023
Insuring Personal Auto
(Webinar)

04/11/2023
Insuring Personal Residential
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

04/20/2023 
Insuring Commercial Casualty I
(Classroom)
Holiday Inn & Suites-Duluth
200 W. First St, 
Duluth, MN 55802 
(218) 722-1202

04/25/2023
Life & Health Essentials
(Webinar)

05/02/2023
Insuring Commercial Casualty II
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

05/18/2023
Elements of Risk Management
(Classroom) 
Best Western Kelly Inn,
100 4th Ave S
St. Cloud, MN 5630
(320) 253-0606

06/14/2023
Insuring Personal Auto
(Classroom)
Country Inn & Suites-Mankato
1900 Premier Dr.
Mankato, MN 56001
(507) 388-8555

06/22/2023
Other Personal Lines Solutions
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

06/27/2023
Insuring Commercial Property 
(Classroom)
Holiday Inn & Suites-Duluth
200 W. First St
Duluth, MN 55802
(218) 722-1202

08/03/2023
Agency Operations
(Classroom)
Country Inn & Suites-Mankato
1900 Premier Dr.
Mankato, MN 56001
(507) 388-8555

08/09/2023
Insuring Personal Residential
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

09/14/2023
Elements of Risk Management
(Webinar)

09/20/2023
Insuring Commercial Casualty II
(Classroom)
The Builders Group
2929 Eagandale Blvd. STE 100
Eagan MN 55121

10/04/2023
Insuring Commercial Property
(Webinar)

10/17/2023
Insuring Personal Auto
(Classroom)
Big I MN
600 Carlson Parkway
Minnetonka, MN 55305

10/19/2023
Commercial Casualty I
(Classroom)
Best Western Kelly Inn,
100 4th Ave S
St. Cloud, MN 5630
(320) 253-0606

10/26/2023
Life & Health Essentials
(Webinar)

11/02/2023
Agency Operations
(Webinar)

11/09/2023
Insuring Personal Residential 
(Webinar) 

12/05/2023
Other Personal Lines Solutions
(Webinar)

REGISTER

https://my.bigimn.org/EDUCATION/CISR
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Agent’s questions about 
Errors and Omissions, 
and how E&O losses 
can be prevented.

By Mary LaPorte, CPCU, CIC, LIC, CPIA

I work in Personal Lines and we are starting to get questions from our customers about e-bikes. When I check 
with our carriers, I get a variety of mixed responses as to whether the homeowner’s policy will cover them or 
not. Do you have any advice on handling coverage for these?
Kris, Georgia

Kris, this is really a “hot” topic right now. In case you haven’t noticed, e-bikes (electric bikes) are everywhere! 
Only two to three years ago they were a novelty, but they have quickly become mainstream, and sales are 
skyrocketing.

E-bikes are simply bicycles with battery-powered electric motors which offer the rider an extra boost when 
needed, such as when going up a hill or if the rider is fatigued. They have become especially attractive to the 
senior crowd who can leverage the assistance to offset physical limitations. Your customers think of them as 
bicycles, and most would not even inquire about the need for coverage. 

First, we need to look at the homeowners policy. When it comes to liability coverage, homeowners policies 
typically exclude “motor vehicles.” Since it has a motor and carries people, it is a motor vehicle. Therefore, 
no liability coverage is provided under most homeowners policies. There is one class of e-bikes that is only 
“pedal assist,” meaning that the motor does not kick in unless the rider is pedaling. In other words, it has no 
throttle. Some insurance experts argue that this is not technically a motor vehicle since it is incapable of 
operating without someone manually pedaling the bike. Although this may be an argument, it is one that 
you may lose when the carrier disagrees with that interpretation at the time of a loss. So, it is best to assume 
that coverage would not apply. Also, remember that those e-bikes with a throttle would likely be considered 
a motor vehicle under most policies.

ISO has modified the HO 24 13 – Incidental Low Power Recreational Motor Vehicle Liability Coverage 
endorsement so that, for an additional premium, it can now be used to add liability coverage for e-bikes that 
do not exceed 28 miles per hour on level ground. It is important that you familiarize yourself with your carrier’s 
solutions for e-bikes. Some carriers are amending their policy to automatically provide liability coverage for 
e-bikes. I applaud their decision to do so, and I hope that this is a trend we see in the future. Meanwhile, 
agents need to be diligent to assure their customers are covered.

As you look for solutions, do not forget the physical damage (personal property) exposure.  E-bikes range 
in price from $1,000 to over $8,000, and your customers may have more than one. Similar to liability, the 
homeowners policy may exclude coverage if it is considered a “motor vehicle.” While some carriers are offering 
to write coverage for e-bikes under the personal auto policy, others are recommending recreational vehicle 
policies as a solution. 

Failing to offer coverage could result in an uncovered loss for the insured and an E&O claim for the agency. 
Consider creating a plan to address this burgeoning exposure in three ways:

• Contact each carrier and evaluate the coverage solutions they offer.

Q:

A:

continued on page 25
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Putting experience to work
WAHVE is a unique contract staffing 
talent solution serving the entire 
insurance industry that brings companies 
and pretiring professionals together. 
Companies get the right matched talent 
and vintage experts get to extend their 
careers working from home.

• Insurance Carriers
• Retail Agents and Brokers
• Wholesale Brokers & MGA/MGUs

• Discuss internally and educate employees about the exposure and coverage options available. Add a 
question to your exposure checklists or quote sheets (for both auto and homeowners) asking if customers 
own an e-bike. 

• Educate your customers about the need for coverage. Include articles in your social media or newsletter 
blasts. Discuss with your customer when writing new business. 

What a great opportunity for agents to provide value and that extra standard of care for their customers.  E-bikes 
are here to stay, and a little preparation goes a long way. 

Mary LaPorte is a consultant and educator with a strong background in Errors & Omissions 
loss prevention.  Forward your E&O questions to marylp@lpinsuranceconsult.com

© 2023 LaPorte Consulting, LLC.  All Rights Reserved

continued from page 23

https://wahve.com/
https://youtu.be/PDPnVHswXVQ
mailto:marylp@lpinsuranceconsult.com
https://lpinsuranceconsult.com/intro-to-agency-operations.php
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Big I MN membership 
has many benefits. We're 

proud to announce 
we've joined forces with 

Catalyit to help you 
harness tech for Big I MN.

 www.catalyit.com

https://vf956.isrefer.com/go/BIGIMN/BIGIMN/
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Chairman's Circle Profile

Auto-Owners Insurance 
Company, based in Lansing, 
Michigan, has been providing 
protection to its policyholders 
since 1916. Auto-Owners serves 
millions of policyholders 
with over 5.8 million policies 
in its 26-state marketing 
territory, providing a full line 
of property & casualty and 
life insurance products.

Auto-Owners entered 
Minnesota in 1945 and has 
been a strong presence in the 
state ever since. The company 
has an underwriting branch in 
Lake Elmo and claims offices 
in Lake Elmo, Rochester, 
St. Cloud and Willmar.

Auto-Owners also has eight 
marketing representatives 
and a marketing manager in 
Minnesota to service the 442 
independent agencies that 
represent the company. The 
marketing representatives 
visit agents regularly and most 

have backgrounds in either 
underwriting or claims, which 
enhances their marketing 
knowledge. Auto-Owners 
markets its products exclusively 
through independent agents.

Auto-Owners prides itself on 
its financial stability and its 
claims service. The company 
has been rated A++ (Superior) 
by AM Best every year since 
1992, and has earned its highest 
rating every year since 1972. The 
Auto-Owners Life Insurance 
Company has been rated A+ 
(Superior) by A.M. Best every 
year since 1976. And for 20 
consecutive years Auto-Owners 
has been listed among the 
Fortune 500, ranking 339 in 2022.

In regards to claims service, 
Auto-Owners consistently 
garners high rankings from 
consumer publications. In a 
national survey of independent 
agent performance and 
satisfaction released in 2021, 

Auto-Owners ranked top 
overall for commercial lines 
and second for personal lines.

Auto-Owners was ranked the 
best commercial lines carrier in 
a national survey conducted by 
National Underwriter Property & 
Casualty magazine in 2018. The 
survey, which was distributed to 
the PIA’s national membership, 
placed Auto-Owners first in 
six of 10 evaluation factors 
in determining the best 
carriers in the nation.

Auto-Owners received the 
2017 Company Award of 
Excellence from the National 
Association of Professional 
Insurance Agents (PIA). “Auto-
Owners is highly deserving of 
this, our association’s highest 
company honor,” PIA National 
President Gary Blackwell said. 
“For independent agents, 
Auto-Owners is a true partner.”

FEATURED PARTNER
Auto-Owners 

Insurance Company

REGIONAL DIRECTOR
Cory Petersen

COMPANY 
HEADQUARTERS
Lansing, Michigan 

AM BEST RATING
"A++" (Superior) 

Regional Director
Cory Petersen

Big I MN recognizes Auto-Owners Insurance Company as 
one of its Chairman's Circle Partners.  Big I MN Chairman's 

Circle Partners are the highest level of sponsorship to 
our organization.
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Unparalleled Financial
Strength1

Responsive and Relationship- 
Based Underwriting 3

World-Class Claims Service2

Stable and Consistent 
Market4

Impeccable Culture5

TOP FIVE  
REASONS AGENTS LOVE
WORKING WITH US!

Acuity has a 20-
year track record 
of beating the 
industry by more 
than double the 
growth and a full 
eight points on the 
combined ratio.

Consistently 
recognized as 
one of the best 
places to work 
in the nation.

RATED #1
COMPANY FOR

DURING COVID-19

WORK-LIFE
BALANCE

SELL ACUITY!
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This is an excerpt of a presentation by Sanford (Sandy) Goffstein, J.D. to E&O insurance professionals in May 
2015 in St. Louis, Missouri. Mr. Goffstein has represented Missouri Swiss Re Corporate Solutions’ insured 
insurance agents in errors and omissions matters for more than 30 years. A graduate of Washington 
University Law School, Mr. Goffstein, along with his partner, Lori R. Koch, and his law firm of Goffstein, 
Raskas, Pomerantz, Kraus & Sherman, LLC, are actively involved in protecting the interests of insurance 
agents in Missouri and southern Illinois.

How Defense Counsel Works with Your E&O 
Insurance Company’s Claims Department 

When it becomes necessary for defense counsel to become involved in an insurance agent’s 
errors and omissions claim, from the time defense counsel is selected, there is an ongoing 
discussion between the claims handler, the defense counsel, and the agent regarding the 
issues of liability and damages. It is important to note that although the insurer selects the 
defense counsel, the attorney selected represents the agent and not the insurance carrier. 

Defense counsel will provide the agent and claims handler an assessment of liability within 
a reasonable time after receiving the file. The assessment of liability will be based on: 

1. The interview with the agent (for purposes of this outline “agent” refers to both 
agents and brokers) and any other employees or witnesses with knowledge of 
the events alleged in the lawsuit; 

2. Documents reviewed by defense counsel; 
3. The case law or statutes that may be pertinent to the case; 
4. The venue where the case is pending; 
5. The ability of the adverse attorney; and 
6. The background of the plaintiff who has sued 

the agent. 
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The Relationship Between 
Insurance Agents and 

Brokers, Defense Counsel 
and Claims Handlers

By Sandy Goffstein
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AGENTS OF
Infini te Possibili t ies 

As an agent, the more you have to offer, the more 

opportunities you have to customize coverage for  

your customers. That’s why we equip you with a full 

suite of products—including auto, home, motorcycle, 

boat, RV, and more—so you can give your customers 

peace of mind knowing that whatever they need,  

you’ve got it covered.  

Plus, as a Progressive agent, you have access to our 

industry-leading commercial coverage to round out 

your offerings and meet all your customers’ needs.

All the products you need to protect  
your customers

TO LEARN MORE

Search for us online at Agents of Progressive, 

Progressive Connect, or Progressive Appointment. 

21A00108.IP12 (02/23)
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continued from page 29

Defense counsel will also provide an analysis 
of plaintiff’s damages based on a review of the 
documents received either directly from the 
plaintiff or obtained by subpoena from a third 
party. Defense counsel will also at the proper time 
advise the claims handler of the chances of a successful defense in percentages, as well 
as a dollar range of a potential verdict against the agent, if liability is determined against 
the agent. 

This same information will also be discussed with the agent and the agent will be kept 
fully informed by defense counsel. If required by the court or if the parties and the claims 
handler agree to attempt to settle a case, the case will be sent to mediation. If the case 
will be mediated, the claims handler will discuss the mediation strategy with defense 
counsel prior to attending the mediation to determine the range of settlement; the agent 
may also be consulted with respect to mediation strategy. 

If the case is not resolved at mediation and the case is set for trial, defense counsel will 
prepare a detailed report for the claims handler which outlines all the facts, legal issues, 
damages claimed by plaintiff and chances of successfully defending the case with a 
potential verdict range in the case. The claims handler and defense counsel work together 
for the benefit of the agent from the start to the completion of each lawsuit. 

Why Just Any Lawyer Will Not Do 
The handling of an E&O case against an agent is very specialized. The parameters of the 
duties required of an agent are defined for the most part by case law, which changes 
rapidly as courts decide new cases. For example, new theories of the expanded duty of an 
agent may be imposed by developing case law. The attorney who has the responsibility 
of representing the agent must keep abreast of developments in the law and should also 
be familiar with the way an insurance risk is marketed, insurance proposals, certificates 
of insurance, endorsements to an insurance policy, and how to read an insurance policy. 
These are just a few examples of the information necessary to represent agents. 

Sometimes an agent may have a friend, a relative, or their own corporate attorney who they 
would like to have represent them in an E&O case. Although they may be good attorneys 
in their field of law, they will not have the expertise of the defense counsel who spends 
the majority of his or her practice representing insurance agents and is knowledgeable 
about the insurance industry. The benefit of having an experienced professional liability 
lawyer representing the agent is that he can save much unnecessary time and expense, 
as he can quickly assess the liability issues. 

Experienced defense counsel is better equipped to convince the other attorney and, if 
necessary, the court that the case against the agent has little or no merit and bring the 
matter to a close more quickly and in most cases obtain a more successful resolution. 

continued on page 31

Fall 2023 • The Minnesota News  31



32  The Minnesota News • Fall 2023

www.wnins.com

At Western National Insurance, nice is what’s 
guided us for over 100 years. And we’re just 
getting started.

Western National Insurance. The power of nice.

nice
makes you smile.



E&O Claims Examples 
Failure to Report a Potential Claim to the Carrier 

The client of an insurance agent received a letter from an attorney threatening to sue 
the client for poor work in a design for a concrete floor. The letter further advised the 
client to turn this matter over to his professional liability insurer. The client presented 
this letter to his insurance agent and advised the agent that his design was perfect, and 
the damage was caused by the company who poured the concrete. The client said he 
did nothing wrong. The agent then advised his client not to turn this claim in at that 
time but wait and see if he is eventually sued. 

At renewal time in response to the routine question, “Are you aware of any facts that 
could lead to a claim or lawsuit,” the agent put “No,” and the client signed the application 
form. Both the agent and the client knew this information was incorrect. 

After issuance of the new policy, the client was sued for professional negligence along 
with the company who poured the concrete. The suit was turned over to the client’s 
insurance carrier who denied coverage for failure to advise them of the possible litigation 
or claim of which the client was aware. As a result, the agent’s insurance carrier had to 
drop down and defend the client. 

This problem could have been avoided if only the agent had advised his client to turn in 
this claim immediately after receiving the threatening letter from the attorney. 

Trying to Help Your Client After a Loss Occurs Obtain 
Insurance Coverage Where None Existed  

This agent had a client who owned a fleet of cars. This client had historically been late in 
payment of premiums. At times, the agent advanced the payment of premium for the 
client until the agent finally advised the client, he would no longer advance premium 
payments. 

The following scenario took place: On March 15, the client sent paperwork to the agent 
to add additional vehicles to the fleet policy. On April 4, the agent sent a letter to the 
client advising that he would not add these additional vehicles to the fleet policy until 
he has received the past due premium. The letter went on to state, “These vehicles are 
out on the street without insurance coverage.” On May 4, as you would guess, one of 
the vehicles which the client had requested to be added to the fleet policy on March 15 
was involved in a crash. The passenger sustained serious injuries with over $600,000 in 
medical bills. 

The claim was turned in to the client’s insurance carrier and coverage was denied since 
that vehicle was not listed on the policy. The client asked the agent for his assistance in 
trying to get coverage for this uninsured vehicle, by having a policy backdated to the 

continued from page 31

continued on page 33
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Count on UFG Insurance for easy quoting, dependable service and 
skilled underwriting expertise from a team dedicated to your fast-paced 
BOP needs.   

When a small business turns to you, turn to us. Think UFG.

ufginsurance.com
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date insurance was requested. The agent, in trying to assist a long- time client, contacted 
the specialty broker through which he placed coverage and asked to have the insurance 
carrier backdate the policy to March 15, the date that the client first requested coverage 
for that vehicle.  

In support of that request, the CSR for the agent sent the March 15 letter requesting to 
add additional vehicles to the fleet policy, including the one involved in the accident, 
but intentionally left out the agency’s response sent April 4 wherein they advised the 
client that there would be no coverage without the payment of a premium. The insurance 
carrier not only refused to backdate the coverage to March 15, but they also pointed out 
that the agent sat on the request for coverage and stated they should turn this matter 
over to their professional liability carrier. 

The client in this case sued the agent for failure to provide coverage for the vehicle listed 
in the March 15 letter. The client, again as you would guess, denied receiving the April 4 
letter advising him that there would be no coverage until the premium was paid. 

Fortunately, we were able to resolve this case with no payment by our agent or his 
insurance carrier, but the agency spent a lot of its valuable time in meetings with me and 
retrieving documents, as well as responding to voluminous interrogatories and requests 
for production of documents sent by his client’s attorney. This was time that obviously 
would have been better spent on furthering his business and was caused primarily by the 
agent’s actions after the loss trying to assist his client in obtaining coverage for the claim. 

Aggressive Involvement for a Client in a 
Claim on an Insurance Policy 

An agent wrote a policy for insurance on a building that housed a bar and restaurant. 

The coverage for both the building and its personal property totaled $1,600,000. The 
agent placed the policy through a specialty broker who was responsible for putting the 
policy documents together. The policy provided a “mechanical breakdown” endorsement 
and showed $1,600,000 in coverage. This mechanical breakdown coverage did not give 
the insured additional limits, but merely provided broader coverage. When putting the 
policies together, the specialty broker mistakenly showed the mechanical breakdown 
endorsement in the space marked “additional coverage.” The previous policy had the 
endorsement in the same space as the limits of $1,600,000. 

The building had an extensive fire and burned to the ground—a total loss. The insured 
had a history of several fire losses, but there was no suspicion of arson. The fire report 
was unclear as to whether the fire originated due to a mechanical problem or some other 
cause. In fact, the cause would not have mattered in this case since the limits for the 
building and personal property were a total of $1,600,000. 

continued from page 33

continued on page 35
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Steady.
Reliable.

Strong.

www.northstarmutual.com
Cottonwood, Minnesota

An Independent Agency Company
Rated A+ (Superior) by AM Best



The insurance carrier hired an independent 
adjuster, and the agent went to the site and met 
with the adjuster. This was not a necessity, but in 
this case, the agent wanted to show his client he 
was providing good service in helping the client 
with the claim. The site of the loss was over one hundred miles from the agent’s office. 

The client was complaining to the agent that the insurance company was too slow in 
making payments on the claim, and the client wanted to start to rebuild the business. 
The agent, on his own, came up with a plan to light a fire under the adjuster and the 
insurance carrier. 

The agent wrote a poorly worded letter to the adjuster telling the adjuster that there was 
a strong possibility that the mechanical breakdown provided $1,600,000 in additional 
limits and that therefore the total amount of coverage was $3,200,000. The agent’s client 
became impatient with the pace of his payments from the insurance carrier and filed 
suit against the insurance carrier, as well as the agent. Naturally, he sued the insurance 
carrier on the policy alleging he had $3,200,000 in coverage. 

He sued the agent for negligence, negligent misrepresentation, breach of contract, 
breach of fiduciary duty, fraud, and fraudulent misrepresentation alleging he requested 
$3,200,00 in coverage, and the agent told him he provided that amount of coverage. 
Attached to the petition as an exhibit was the poorly worded letter the agent had written 
to the adjuster. Not only was the agent sued for $3,200,000 in actual damages, but for 
punitive damages as well. 

When I met with the agent, he advised me that he was aware that there was only 
$1,600,000 in total limits, but he was simply trying to expedite the insurance payments to 
his client and that he had advised his client of the purpose of this letter prior to sending 
it to the adjuster. Unsurprisingly, the client denied that he ever had such a conversation 
with the agent and in fact testified in his deposition, that the agent had showed him 
how he could double his limits with very little additional premium. 

Even with the poorly drafted letter the agent had written, I felt confident that I had 
several good defenses to the claim for the additional $1,600,000. The insurance carrier 
was dismissed from the lawsuit and the case proceeded against the agent only. 

Then the unexpected happened. The agent was arrested and pled guilty to a felony and 
was sentenced to several years in prison. The agent’s deposition was taken twice in a 
federal penitentiary. As a result of the conviction of the agent, we were forced to settle 
this case. Lesson learned: The agent should never involve himself or herself in the claims 
process. 

continued from page 35

Fall 2023 • The Minnesota News  37



38  The Minnesota News • Fall 2023

 

 

 

 
.

Visit www.iiaba.net/EOContact 
to connect with your state associa on today.

Prevent. 
Our exclusive risk management 
resources help your agency avoid 
making common preventable 
mistakes. 

Protect.
Our superior coverage through 
Swiss Re Corporate Solu ons and 
our experienced claims teams are in 
your corner in the event of a claim. 

Prosper. 
When you know you have the 
best agency E&O Protec on, you 
can focus on growing your most 
important asset–your business. 

Swiss Re Corporate Solu ons policyholders: 
Don’t miss out on the invaluable risk 
management resources available exclusively 
to you. Log in to www.iiaba.net/EOHappens 
to access claims sta s cs, preven on tools, 
insigh ul ar cles and more.

The Big “I” and Swiss Re Corporate Solu ons are commi ed to providing IIABA 
members with leading edge agency E&O products and services. IIABA and its 
federa on of 51 state associa ons endorse the comprehensive professional 
liability program offered by Swiss Re Corporate Solu ons. 

Insurance products underwri en by Westport Insurance Corpora on, Overland Park, Kansas. 
Westport is a member of Swiss Re Corporate Solu ons and is licensed in all 50 states and the District of Columbia.

 WHY WALK

WHEN YOU CAN SOAR?

THE BIG “I” PROFESSIONAL LIABILITY PROGRAM

E&O Hotline:  800-550-9891
miia@arlingtonroe.com

mailto:miia@arlingtonroe.com
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MEMBER 
BENEFITS

® MINNESOTA
Your Big I MN staff is always willing to help 

in any way we can.
Call us at 763-235-6460 or email yourfriends@bigimn.org

One of the most valuable assets of Big I MN membership is having a 
dedicated lobbyist in the state and multiple lobbyists on the national 
level.  The Big I MN advocates for your independent agency survival.  
Our contracted lobbyist, Robyn Rowen, has built relationships with 
legislators and the Department of Commerce over the past 15 years 
so that we have an inside track to prevent bad legislation and help 
modernize systems.

ADVOCACY
The Errors & Omissions program through SwissRe is the gold standard 
across the country and has been written through the state associations 
throughout the country for over three decades.  When you insure your 
agency with the Big I MN, you don’t just get a policy, you get a team 
taking care of your largest asset, your agency.

Cyber Liability through the Big I MN with Beazley means you get 
access to the cyber protection policy written just for insurance 
agencies.  The importance of this coverage has grown exponentially 
for the insurance industry in the past few years and if you have a 
breach, you could lose your agency.

CyberFin – Your agency can access protection from cyber breaches by 
enlisting the professionals at CyberFin.  Utilizing their service will help 
steer the cyber attackers away from your agency.

RISK MANAGEMENT

Catalyit – A technology resource to answer all your biggest technology 
questions in one place, simplifying technology for insurance agencies.

Company Contract Reviews – The National Big I has reviewed many 
company contracts and can analyze the specific benefits and or points to 
consider for your individual agency benefit.  All members have access to 
this information. 

ACORD License Fees - For agencies that use an agency management 
system to access ACORD, and discounted to agencies without an agency 
management system.  This benefit is available to agencies with P&C 
revenue of less than $50 million.

Trusted Choice – Access to customized advertisements for your agency, 
content to share on your website and/or social media sites, and branding 
reimbursement.

CareerPlug – List your employment opening with multiple recruiting sites 
including Indeed & Zip Recruiter.  Utilize your agency dashboard to be 
able to track the progress of your applicants through the hiring process.

Big I Hires – Utilize these tools to create your job listing, access onboarding 
resources, and skills assessments.

Agency Valuation & Perpetuation Services and Consultation – Working 
with Agency Focus and Carey Wallace, we have tools to help you look at 
the value of your agency, not only for preparation to perpetuate or sell, 
but to improve your processes and increase efficiencies.

Lawyer Consultations – As a member of the Big I MN, you have access to 
15 minutes of FREE consultation with our lawyers to help determine the 
need for legal advice involving you and your agency business.

ePayPolicy – Provides a simple, cost-effective way to process online 
payments, while you pass the transaction fees to your insureds.

Big I Markets – Unique and hard to place insurance products available for 
your clients for both personal and commercial.

Docusign – Member discounted access to this time-saving electronic 
tool.

ADDITIONAL RESOURCES

Our professional designation programs are among the most respected 
in the country.  By training your agency force, you protect your agency 
and your customers.  Having the knowledge to be your customers 
trusted source for insurance protection is invaluable.  The Big I MN is 
the provider of this training including highly respected speakers and 
relevant topics.

• Designation Programs – CIC, CISR, CRM
• Live Webinars – NO TEST!
• Ethics – FREE for members
• Flood
• E&O Loss Prevention
• Virtual University – access to thousands of articles on insurance 

topics and “Ask An Expert”

TRAINING

Annual EXPO – The Big I MN’s largest gathering of insurance industry 
professionals from agencies, carriers and vendors alike.  Get together 
for education, awards, food, drink, and NETWORKING!  

Regional Golf Outings – Several golf outings are held throughout the 
summer in the state.  Enjoy the short MN summer with your industry 
partners and make those connections that are so important to your 
agency success.

Emerging Leaders – The gathering of young insurance professionals 
for networking, sharing their successes and challenges and growing 
in their professions throughout the year.

Specialty Programs:  MyNetwork Groups focused on cohorts with like 
positions such as owners, producers, women in leadership roles, etc.  
Executive Retreat programs are in the works for 2023.

The Big I MN and our Power in Partner members support local colleges 
and universities in their Risk Management and Sales programs.  By 
involving our agency and carrier members, we can communicate and 
build awareness of the independent agency system and the unlimited 
possibilities for future entrepreneurs and leaders.  Get involved by 
volunteering your time to connect with these groups.

EVENTS & NETWORKING 
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We Work For You!
Big I MN Staff

® MINNESOTA

April Goodin
Executive Vice President

agoodin@bigimn.org

Michelle Herr
Chief Operations Officer

mherr@bigimn.org

Lisa Flatten
Accountant & HR Diretor

lflatten@bigimn.org

Amy Rau
Membership & Education 

Director
arau@bigimn.org

Keith Knapp
Communications Director & 

Database Manager
kknapp@bigimn.org

Alina Saleem
Education & Member Service 

Professional
asaleem@bigimn.org

Robyn Rowan, J.D.
Legislative/Regulatory 
Counsel and Lobbyists

763.235.6460
800.864.3846 yourfriends@bigimn.org bigimn.org

601 Carlson Parkway, Suite 450
Minnetonka, MN 55305

Gloria Thompson, 
CIC, CIPW

Insurance Agency Advisor
gthompson@bigimn.org
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When it comes to protecting 
your contractor clients

Let EMC do the 
heavy lifting.
EMC has the knowledge and expertise to protect 
every square inch of your clients’ needs. And with 
over 110 years of experience, we’ve become the 
jack of all trades — from general contractors to 
electricians to excavators. No matter your client’s 
specialty, EMC has the right tools to protect 
them — and you won’t even break a sweat.

You know the drill:
emcins.com/contractors-agents



Gloria J. Thompson, CIC, CPIW
gthompson@bigimn.org Practically Speaking

continued on page 45

Insurance Agency Radar – Detect Carrier Financial Ratings 
The financial stability of insurance companies is a consideration often overlooked when agents 
and consumers analyze competitive quotes received.  We have come to take it for granted.  In 
Minnesota, carrier failures happen infrequently, impact a limited number of policyholders and 
replacement coverage in the past has been readily available. Even if there is a failure, there is 
always the Guaranty Fund, right?

United Property & Casualty Insurance Company became the fourteenth insolvency to impact 
Florida since the beginning of the pandemic.  A.M. Best reduced the carrier rating to B (Fair) 
from B+(Good) in July of 2022.  Hurricane Ian was the final blow from which the company 
could not recover.  It was ordered into receivership on February 27, 2023, and coverage for 
the company’s 146,000 policyholders ceased effective March 29, 2023.  And while it is easy to 
dismiss Florida insolvencies to the fault of hurricanes, disastrous events are occurring in every 
state and now, Maui.  

The National Association of Insurance Commissioners created the “INSURER RECEIVERSHIP 
MODEL ACT”, which has been adopted in whole or in part by most states.  

What happens when an Admitted Carrier is Declared Insolvent?

• Policyholders and their agents are notified of the insolvency.

• Coverage for all policies ceases in 30 days.

• Policyholders may receive premium refunds, although not immediately.

• Claims against the company must be filed by the established 
deadline.

• Claim payments are paid by the state’s Guaranty Fund and 
limited to $300,000.

• Specific state insurance laws and rules may apply.

When is an insurance company declared insolvent?

According to the National Association of Insurance 
Commissioners, insolvency occurs when the statutory liabilities 
exceed its statutory assets, or when an insurance company is 
unable to pay its debts as they become due in the usual course 
of business.

mailto:gthompson@bigimn.org
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You understand 
your clients. 

Liberty Mutual Insurance and 
Safeco Insurance understands how 
to support them.

We know your clients’ needs are unique. 
That’s why we work with you to customize 
coverage exclusively for them. 
Talk to your territory manager or visit 
LibertyMutualGroup.com/Business or Safeco.com 
to learn more. 
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continued from page 43

What impact does an insurer insolvency have at the agency level?

Business with the carrier must be replaced.  Hopefully, if there are early warning signs the 
carrier is in financial distress, action is taken to try to replace the policyholder’s coverage.  
Unfortunately, the rates of the stressed carrier are so attractive that insureds will typically 
decide to wait it out and see what happens, never believing the company will fail.  The 
agent’s ability to replace policies is dependent on the insurance marketplace at the time.  

Errors and Omissions policies often do not cover carrier insolvency.  If you are an agency 
owner reading this article, be sure to review your E & O policy for a firm understanding 
of your coverage. Suits stemming from placement of policies with a financially unsound 
carriers are typically addressed in one of three ways:  

• No Coverage for insolvency, regardless of carrier status or carrier rating.

• No Coverage for carriers to which the Guaranty Fund does not apply (Excess and 
Surplus Lines Companies, self-insured and alternative risk placements).

• No Coverage if the carrier rating was less than A- or B+ at the time of placement. 
Placement includes ratings at each subsequent renewal.

Take the time to make an emergency response plan in case policies have been placed with a 
financially challenged carrier.  The tumble in financial rating can happen very quickly, dwindling 
from an AM Best Rating of A or A- to insolvent in just a matter of months.  Make it a practice to 
review the carrier’s ratings before placement and disclosing it to policyholders when offering 
terms.  Check multiple sources.    

Agents and their customers have enjoyed a season of relaxed underwriting and streamlined 
policy issuance.    That season has ended, not only in Minnesota but across the nation.  As 
companies assess their ability to obtain reinsurance, struggle with inflation, and watch 
policyholder surplus dwindle, corrective actions are being implemented in the form of 
premium increases and underwriting.  With some companies having complete moratoriums 
on new business, increased non-renewals and total risk classes removed from the appetite 
guide of every company, we now have underwriting on steroids!  Perhaps agents are now 
experiencing the very reason our insurance ancestors found it acceptable to have cocktails 
with lunch. 

Resources for Agents
2022 NAIC Property/Casualty Full Year Report

2022 NAIC Property/Casualty Carrier Market Share Report

MN Dept. of Commerce Financial Exams

AM Best Home Page

Minnesota Insurance Guaranty Association

https://content.naic.org/sites/default/files/inline-files/2022%20Annual%20Property%20%26%20Casualty%20%26%20Title%20Insurance%20Industries%20Analysis%20Report.pdf
https://content.naic.org/sites/default/files/research-actuarial-property-casualty-market-share.pdf
https://mn.gov/commerce/insurance/industry/info.jsp
https://web.ambest.com/home
https://minnesota.ncigf.org/
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Marc M.
Agribusiness
Underwriter

Nick L.
Commercial Lines

Underwriter

Meng L.
Specialty Lines

Underwriter

Commercial | Personal | Farm | Agribusiness | Specialty 

Scan the QR code or visit secura.net/MN-agents  
to learn how your SECURA team can help.

Let’s Grow Minnesota

RASCompanies.com
@RASWorkComp

Get insights into
our specialized

expertise for the
Education
Industry.

WHAT’S POSSIBLE IN 
MINNESOTA? ANYTHING.

When you partner with Risk Placement Services — the leading 
partner for independent insurance agents and brokers — anything 
is possible. At RPS, we’re focused on the human side of  your retail 
business. Communication, attention to detail and commitment. 
Building relationships that thrive for decades. We know that’s what 
retailers in the great state of  Minnesota are all about.

And we’re here to help you come through for your customers.

Risk Placement Services, Inc. (RPS), one of the 
nation’s largest specialty products distributors, 
offers valuable solutions in wholesale brokerage, 
binding authority, programs, nonstandard auto 
and standard lines.

RPS43965 0222 rpsins.com

LET’S GET IN TOUCH.
Brandon Goodin
952.646.6750
Brandon_Goodin@RPSins.com
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The security you need.

The name you trust. 

APPLY TO BE AN AGENT: WWW.GUARD.COM/APPLY/
Not all Berkshire Hathaway GUARD Insurance Companies provide the products described herein nor are they available in all states. 
Visit www.guard.com/states/ to see our current product suite and operating area.

OUR PRODUCTS

   Businessowner’s

   Commercial Auto

   Commercial Umbrella 

   Workers’ Compensation
  Pay-As-You-Go options with  hundreds of  payroll partners!

©2023 Keystone Insurers Group ®. All rights reserved.  This does not constitute 
an offer to sell a franchise in any state in which the Keystone Insurers Group franchise is not registered.

Learn more about how Keystone can beef up your agency offerings

But do they come with 
all the extras?

Aggregation?  Check.  National carrier contracts?  Check.  Basic networks can do a lot for an agency. 

Keystone does all that and more.

We’re sure other 
networks are great.

https://lp.keystoneinsgrp.com/sa-learn-more
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Managing General Agents | Wholesale Insurance Brokers

Aviation  |  Bonds  |  Cannabis  |  Casualty  |  Commercial Agribusiness  |  Farm  
  Healthcare & Human Services  |  Personal Lines  |  Professional Liability  |  Property  |  Transportation  |  Workers’ Compensation

800.878.9891   
ArlingtonRoe.com

Let us help you find 
the right solutions.

Experience you can trust.
Service you can rely on.

Our knowledgeable underwriters and brokers coordinate among specialty teams to  
meet the needs of multi-faceted risk opportunities. Our specialties extend beyond commercial 
lines into personal lines, farm and ranch, bonds, cannabis and more. We have a dedicated medical 
malpractice team and one of the strongest aviation teams in the Midwest.  

Our goal is to provide one-stop solutions for our independent producers’ local and nationwide 
insurance coverage needs. 

Specialty teams to piece  
each risk puzzle together for you. 
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It’s like getting Selling-Your-Business Insurance. 

Get 10 interested buyers for your  
insurance practice in 90 Days. Guaranteed.

Contact: Keith Payne
Insurance Industry Business Broker 
Call: (612) 730-1030 
Email: kpayne@sunbeltmidwest.com
Visit: www.sunbeltmidwest.com

PROTECTING RESTAURANTS & BARS  
is WHAT WE DO BEST 
Call us at 1-888-5-SOCIETY 
or visit societyinsurance.com.

Midwest Family Mutual 
Insuring Midwest Values 

Since 1891 

Represented by the Best Independent Agents in the Industry 

 
“We serve our Agents first to serve Policyholders best!” 

www.midwestfamily.com 

 �Thousands of commercial 
bonds available electronically
 �Fastbonds: Contract bonds 
up to $750k credit-based, 
$751k-$1.5M written with a 
simple financial statement
 �Contract bonds: large, middle 
market & small contractors

651-304-0414 / 800-247-2312
tknutson@orsurety.com

www.orsurety.com

lestelle@capitalpremium.net

913.579.7727

www.capitalpremium.net |mainquotes@capitalpremium.net

15060 South Red Bird Street Olathe, KS 66061

Serving MN agents
under the same name for

www.nsa-mga.com

70 YEARS
AND COUNTING...

www.naucountry.com

Insuring your crops. 
Ensuring your success.
���������������������������������������

WORKERS’ COMP
THAT’S WORTH
SWITCHING FOR

© 2023 EMPLOYERS

employers.com/insurance-agent
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travelers.com 

© 2016 The Travelers Indemnity Company. All rights reserved. Travelers and the Travelers Umbrella logo are registered trademarks of 
The Travelers Indemnity Company in the U.S. and other countries. M-17604 Rev. 1-16 

It’s better under the umbrella®

www.amtrustfinancial.com

SMALL    
BUSINESS 
IS OUR 
BUSINESS IN 
MINNESOTA

Out-Think.
Out-Work.
Out-Execute.

rtspecialty.com

Commercial Lines 
AVAILABLE IN MINNESOTA

AmGUARD • EastGUARD • NorGUARD • WestGUARD

APPLY TO BECOME AN AGENT: WWW.GUARD.COM/APPLY/

 

 

Spring Holcomb  
Minnesota Underwriter 
 
Office: 405-283-4389 
Email: Spring.Holcomb@greatnorthwest.com 
www.greatnorthwest.com 
 

your 

trusted source of

information about

workers' compensation 

mwcia.org

Since 1921 

msainsurance.com

AGENTS FIRST, AGENTS ONLY. 
ALWAYS.

SINCE 1923

SCAN THE CODE 
TO SCHEDULE 
A MEETING
WITH MITCH.

Mitch Wall | Business Consultant

BUILD 
YOUR
BOOK

While protecting it 
from predatory PEO’s

We Make Surety Work for You

Learn more at www.bondexchange.com
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©2021 Westfield. All rights reserved.

Because you believe you are  
            meant to do something more.

                  We believe in you.

westfieldinsurance.com

 Representing insurance agents and 
brokers in Minnesota and Wisconsin 

 Swiss Re approved agency auditor 
 Rule 114 qualified neutral (mediator) 

Jessica C. Richardson 
612-522-2040 

jrichardson@tstlaw.com 

STATEAUTO.COM

1-800-598-5560
ifcnationalmarketing.com

WHAT HAS 
YOUR IMO 
DONE FOR 
YOU LATELY?

Generate new revenue 
streams from your current 
book of business.

Medicare & Senior Products
Annuities, Life, DI & LTC 
Individual Health Products
Group Health Products

FACEBOOK-F  linkedin-in  Twitter  

We are prospecting in MN! 
To get started, visit 

 bhhc.com/agents-brokers/become-an-agent or 
email Hello@bhhc.com to schedule a call to discuss 
our expansive commercial auto & property appetite! 

800.488.2930 | bhhc.com

Receive a cyber liability non-renewal notice?
CyberFin can change that. 

(612) 888-0032 | protectme@cyberfin.net | cyberfin.net

STACEY GOHL

Workers' Compensation
for Contractors

Proudly Supporting Local Agents Since 1996

https://bandcfund.com/

New Business
Commission
Paid to Agents

10% 8%
Renewal Business
Commission
Paid to Agents

REGIONAL SALES EXECUTIVE
(320) 249-4791
SGOHL@MACKADMIN.COM
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 “I love wasting time.”No agent ever said, 

There’s a  
better way to 
quote online.

ufginsurance.com/online

sfbank.com  |  888.254.0615  |

We Understand the Insurance Agency Business

507-390-2145
sentry.com 

We're here to help protect 
your middle-market clients. 

Interested in a conversation? 
Contact Territory Underwriting Specialist Angie Kubicek

CONTACT US TODAY!
< Name >
< Title >

< Phone >
 < Email >

< Address >

n Competitive insurance rates  n Powerful brand recognition     
n Field leadership support  n Product training      

n Extensive marketing co-op program     
n Competitive commission on insurance and membership

Insurance underwritten by one of the following companies: Auto Club Insurance  
Association, MemberSelect Insurance Company, Auto Club Group Insurance Company, 
Auto Club Property-Casualty Insurance Company, Auto Club South Insurance Company,  

or Auto Club Insurance Company of Florida. ©2023 The Auto Club Group.  
All rights reserved. 23-IN-1013 LC 2/23

Every sale has a beginning and an end. AAA can help your independent 
agency with both. Add AAA to your product mix and you could grow 
your bottom line by selling insurance through AAA and providing the 

extensive benefits of AAA Membership  — an unbeatable combination of 
security and savings. If you’re ready to grow, we’re here to help with 

the products and support that could help you earn more.

MORE THAN a trusted brand AAA IS 
THE PERFECT LEAD — AND CLOSE.

Donna Kimmes 
Director, Field Director MN/ND 

651-238-7111 
donna.kimmes@acg.aaa.com 

600 W. Travelers Trail, Burnsville, MN 55337

1-800-245-4622 servicemasterps.com

Rated The Best Disaster Restoration Service

#4045
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GROW YOUR
MINNESOTA

BUSINESS!

Get appointed with a Top 20,  
full-service work comp carrier.

www.icwgroup.com/join 952.258.9683

Workers’ Compensation 
Insurance

AccidentFund.com

SIMPLE SOLUTIONS AND 
COMPLETE PROTECTION
Our one-stop-shop approach allows
you to service all your clients’ needs
in our innovative agent portal, Encova
Edge, so you can ensure your clients
have complete, straightforward 
protection.

encova.com

BUSINESS  •  AUTO  •  HOME  •  LIFE

Visit our website today to learn more about our customized 
packages of protection for your personal and commercial clients. 

badgermutual.com 800.837.7833     badgermutual.com    

Historic Company.
Startup Mentality.

SELECTIVE — YOUR 
INSURANCE CARRIER 
OF CHOICE

Selective provides 
you with opportunities 
for profitable growth 

by delivering a 
superior customer 

experience.

© 2022 Selective Ins. Group, Inc., Branchville, NJ.  
Products vary by jurisdiction, terms, and conditions and are 
provided by Selective Ins. Co. of America and its insurer affiliates. 
Details at selective.com/about/affiliated-insurers.aspx. SI-22-109

WORKERS’ COMP FOR WORKING PEOPLE

amerisafe.com - 800.256.9052

© 2023 AMERISAFE, Inc. AMERISAFE is a registered trademark of AMERISAFE, Inc. SAFE ABOVE ALL and the AMERISAFE LOGO are trademarks of AMERISAFE, Inc. 
All rights reserved.

AGRIBUSINESS
CONSTRUCTION
MANUFACTURING
MARINE
OIL & GAS
ROOFING
TRUCKING
WOOD PRODUCTS

Broad protection solutions on admitted A+ rated paper for       
 Commercial Real Estate, Hospitality (High end restaurants & hotels),

Retail, Wholesale/Distribution, Manufacturing.

Innovative.    Responsive.    Rock Stars.

For more information visit Axonu.com or contact:
Michelle Krupa      mkrupa@axonu.com       716.863.1798



to our 2023 Big I MN Partner Members

AAA Insurance
Nationwide

Risk Administration Services
RPS

SECURA Insurance
Travelers Companies, Inc.

Accident Fund
AMERISAFE

AmTrust Financial Services, Inc.
Axon Underwriting Services-MMP

Badger Mutual Insurance
Berkshire Hathaway GUARD Insurance 

Companies
Berkshire Hathaway Homestate Companies

BondExchange
Burns & Wilcox of Minneapolis

Capital Premium Financing
Cincinnati Insurance Companies

CyberFin LLC

Employers
ENCOVA

ePayPolicy
Erickson-Larsen, Inc.

Finances Made Simple, LLC
FIRST Insurance Funding

Foremost Insurance Group
Grand Exteriors

Great Northwest Insurance Company
ICW Group Insurance Companies

IFC National Marketing, Inc.
Insight Restoration

Legacy Education Organization

Mackinaw Administrators
Main Street America Insurance

Midwest Family Mutual Insurance Co
MN Workers Comp Insurers Association
National General, an Allstate Company

NAU Country Insurance
Northern States Agency

OCI Insurance & Financial Services, Inc.
Old Republic Surety Company

PRO Resources
R-T Specialty, LLC.

Savvital
Security Financial Bank

Selective Insurance Company of America
Sentry Insurance

ServiceMaster Professional Services
Society Insurance

State Auto Companies
Sunbelt Business Advisors

The Hanover Insurance Group
Tomsche, Sonnesyn, & Tomsche, PA

United Fire Group
Westfield Insurance

® MINNESOTA

PLATINUM

GOLD

SILVER

DIAMOND

Thank You
CHAIRMAN’S

CIRCLE

MINNESOTA

®

NETWORK
®


