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A wise man once said; “a 
rate increase is an agent’s 
best friend”.  

Think about it, the agent 
makes more commission on 
the higher rate; carriers 
maintain stability and the 
insured public worry less 
about carriers going under. 

A group of us older men at my 
church have formed a Men’s Choir. 

We call ourselves “The 
Tropicals” because all of us wear 
tropical shirts. 

A couple of weeks ago our 
featured song was from the 
musical “Ragtime”. It is called 
“Make Them Hear You”. 

I encourage you to listen to the 
song on YouTube at 
https://www.youtube.com/watch?v
=JaacWTKJBcc. 

The words eerily reflect what’s 
going on in Georgia’s auto 
insurance industry. It doesn’t 
appear we are listening to each 
other. 

What would you as an agency 
owner say if a marketing rep told 
you that your agency’s loss ratio 
was 75% on a $1,000,000 book of 
business? 

Would you say “They should be 
raising my commission since I’m 
making them $250,000 profit”? 

Or would you ask, “What can I 
do to lower my loss ratio?” 

Some agency owners feel like 
loss ratio is the company’s 
problem. They file the rates and 
we quote it. 

But there’s a little more going 
on than you possibly realize. 

The rates that were filed and 
approved in the past were based 
upon many factors including higher 
gas prices.  

Higher gas prices meant that 
drivers were not on the road as 
often and that resulted in fewer 
claims. 

Now not only are gas prices 
down, but population is up and 
continues to rise, folks are taking 
to the road again … and crashing 
into each other more often than in 
the past. 

The insurance industry calls 
that “Loss Frequency”. 

If an accident involves damage 
so bad that expensive vehicles are 
not repairable or badly maimed 
bodies or deaths, the insurance 
industry calls that “Loss Severity”.  

Most insurance company’s 
policies are priced so the company 
is profitable whenever either 
severity or frequency comes into 
play. 

Either of those brings in the 
plaintiff’s attorneys with higher 
demands for claims damages. 

Few companies can handle 
both at the same time but when 
you have the combination of 
severity and frequency of claims it 
is a company killer unless they can 
get adequate rate relief. 

So what is adequate rate relief? 

Continued on page 2
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Continued from page 1  

Personal Lines Auto Insurance Carriers are required 
to file annual reports with the GA DOI. The report 
outlines in detail the carrier’s current status as to written 
premium (WP), earned premium (EP), incurred loss (IL) 
and loss ratio (LR) without all LAE. 

LAE is Loss Adjustment Expense, the cost of 
investigating and adjusting claims. 10% is a figure that is 
widely used. 

Any conversation about Loss Adjustment expense 
should also include UALAE which is unallocated loss 
adjustment expense, carriers have to put up reserves 
based on anticipated expenses which further deteriorate 
results, (particularly if they are not accurate!) 

ULAE would vary by carrier and can be actuarially 
difficult to pin point. 

So a 75% loss ratio may really be 85%. 

The annual report contains a section that 
summarizes the PW, PE, LI and LR. It is traditionally 
known as a “Page 14” since it was to appear on page 14 
of the report. It has since moved to a different page but 
old habits die hard. 

I have posted samples from the 2015 Liability Only 
Page 14’s on pages 3-5 in this edition. 

Send a request to eddie@fyiexpress.com if you want 
the complete set of Page 14’s in Excel. 

But the Page 14 does not tell the whole story. 

In addition to the pure loss ratio of 75% plus LAE of 
10%, the company has to pay its expenses. A well-run 
company’s expenses may be around 25%. 

While rents, salaries, IT support, phone, printing and 
other company expenses add up to a tidy sum, the 
agency commission is probably its single biggest 
expense. 

To keep you from having to get out your calculators, 
75% + 10% + 25% = 110%. For every dollar in premium, 
the company pays out $1.10. 

Instead of an agency producing $1,000,000 with a 
pure 75% loss ratio making a $250,000 profit for the 
carrier, the carrier lost $100,000! 

Since companies have 
such a hard time getting the 
rate relief needed they 
sometimes have to reduce 
commissions to agents in order 
to reduce their expenses so 
their "net" is not so great of a 
loss. 

 

So what is the solution? Adequate rate relief. 

Without it, we have an ever dwindling availability of 
markets. 

Competitive rates no longer matter. Adequate rates 
are what matters. Availability is what matters. 

It’s not the carriers that will continue to suffer. They 
are already putting into place ways to restrict writing 
business. 

For example, how many of your clients can afford to 
pay in full? 

It is the agents who are forced to write business at a 
loss because they have no other choice. 

It is the insuring public who will soon be forced into 
the Assigned Risk because of lack of carriers willing to 
continue writing at a loss. 

Commissioner Hudgens should allow the industry to 
stay viable and profitable. 

Commissioner Hudgens should allow the Free 
Enterprise System to seek its own level. 

America was founded on the Free Enterprise System. 

So what can agency owners do in the meantime? 

Share this story with your clients. 

Make Them Hear You. 

So what can Company reps do in the meantime? 

Make Them Hear You. 

What can the combined voices of our industry do? 

Commissioner 
Hudgens and his staff 
will be speaking (& 
listening) to the 
insurance industry at 
3:00 p.m. on 
Wednesday, July 27

th
 

at Insurance Expo 
2016 in Roswell, GA. 
Make plans to attend. 

Free Registration to 
the Trade Fair and 
Commissioner 
Hudgens’ keynote is 

available at http://ie16-agent.eventbrite.com.  

Make Them Hear You 
at Insurance Expo 2016. 
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Sample from 2015 Personal Auto Liability Only. Over 65% is possibly writing at a loss. 

 

   

Direct Cumm. Direct Direct Loss Ratio

Premiums Market Market Premiums Loss Excluding

Company Name Domicile Writtem Share Share Earned Incurred All LAE

State Farm Mut Auto Ins Co IL 1,454,687,464 21.40% 21.40% 1,435,789,686 1,018,069,308 70.91%

Geico Gen Ins Co MD 379,265,313 5.58% 26.98% 362,777,134 308,532,501 85.05%

Progressive Mountain Ins Co OH 349,965,016 5.15% 32.13% 350,154,993 217,537,871 62.13%

Allstate Fire & Cas Ins Co IL 319,080,326 4.69% 36.82% 324,738,473 204,611,408 63.01%

Progressive Premier Ins Co Of IL OH 282,579,857 4.16% 40.98% 273,348,116 187,909,355 68.74%

Allstate Prop & Cas Ins Co IL 239,432,517 3.52% 44.50% 215,283,769 173,577,599 80.63%

Georgia Farm Bureau Mut Ins Co GA 228,295,180 3.36% 47.86% 221,163,352 158,759,846 71.78%

Geico Ind Co MD 221,515,150 3.26% 51.12% 216,190,872 167,477,599 77.47%

United Serv Automobile Assn TX 195,874,361 2.88% 54.00% 192,864,105 171,145,215 88.74%

State Farm Fire & Cas Co IL 167,190,063 2.46% 56.46% 163,853,343 143,687,451 87.69%

USAA Cas Ins Co TX 161,216,269 2.37% 58.84% 156,611,174 146,640,047 93.63%

LM Gen Ins Co IL 144,517,269 2.13% 60.96% 130,321,975 100,486,008 77.11%

Government Employees Ins Co MD 130,327,246 1.92% 62.88% 126,824,949 99,187,255 78.21%

USAA Gen Ind Co TX 120,180,613 1.77% 64.65% 114,724,238 117,357,164 102.30%

Allstate Ins Co IL 119,718,728 1.76% 66.41% 121,801,406 66,191,325 54.34%

Owners Ins Co OH 95,848,815 1.41% 67.82% 90,262,444 61,085,884 67.68%

Nationwide Affinity Co of Amer OH 92,077,426 1.35% 69.17% 95,369,201 90,347,304 94.73%

Travelers Prop Cas Ins Co CT 86,667,806 1.28% 70.45% 65,670,808 48,703,815 74.16%

Country Mut Ins Co IL 82,331,581 1.21% 71.66% 82,401,979 65,183,188 79.10%

Nationwide Mut Ins Co OH 74,294,555 1.09% 72.75% 62,294,190 73,310,964 117.69%

Liberty Mut Fire Ins Co WI 72,300,081 1.06% 73.82% 85,742,898 41,261,984 48.12%

ACCC Ins Co TX 60,199,095 0.89% 75.61% 54,223,384 42,335,538 78.08%

Travelers Home & Marine Ins Co CT 56,400,452 0.83% 76.44% 61,886,175 35,481,662 57.33%

American Family Ins Co OH 55,401,676 0.82% 77.25% 50,381,802 47,888,107 95.05%

Garrison Prop & Cas Ins Co TX 55,291,938 0.81% 78.06% 52,527,344 49,676,959 94.57%

First Acceptance Ins Co of GA Inc GA 55,022,182 0.81% 78.87% 50,872,945 38,368,640 75.42%

Mid Century Ins Co CA 52,414,702 0.77% 79.64% 42,337,265 34,639,866 81.82%

Safeway Ins Co Of GA GA 45,773,362 0.67% 80.32% 45,770,971 33,703,367 73.63%

Southern Gen Ins Co GA 42,193,460 0.62% 80.94% 40,796,033 27,489,347 67.38%

Alfa Ins Corp AL 41,901,056 0.62% 81.56% 40,225,160 31,372,944 77.99%

Cincinnati Ins Co OH 41,672,388 0.61% 82.17% 40,240,526 31,184,264 77.49%

Metropolitan Grp Prop & Cas Ins Co RI 41,656,689 0.61% 82.78% 38,098,908 26,580,719 69.77%

Auto Owners Ins Co MI 40,551,296 0.60% 83.38% 39,625,721 25,093,179 63.33%

Safeco Ins Co Of IN IN 35,173,438 0.52% 83.90% 33,836,247 22,137,637 65.43%

Amica Mut Ins Co RI 33,438,810 0.49% 84.39% 31,138,858 23,372,334 75.06%

Safeco Ins Co Of IL IL 33,367,512 0.49% 84.88% 32,080,930 19,424,273 60.55%

Country Pref Ins Co IL 32,856,755 0.48% 85.36% 31,405,714 26,130,568 83.20%

Everest Security Ins Co GA 32,662,786 0.48% 85.84% 30,081,505 22,677,631 75.39%

Mercury Ind Co Of GA GA 32,470,196 0.48% 86.32% 29,644,835 20,325,303 68.56%

Grange Prop & Cas Ins Co OH 30,010,364 0.44% 86.76% 29,927,129 22,456,251 75.04%

Esurance Prop & Cas Ins Co WI 27,826,796 0.41% 87.17% 25,672,547 17,626,782 68.66%

Hartford Ins Co Of The Southeast CT 27,366,789 0.40% 87.57% 25,524,200 19,186,256 75.17%

Nationwide Mut Fire Ins Co OH 27,081,585 0.40% 87.97% 27,873,842 19,796,794 71.02%

United Automobile Ins Co FL 27,001,480 0.40% 88.37% 25,947,712 16,055,050 61.87%

Direct Gen Ins Co IN 25,851,472 0.38% 88.75% 24,781,039 20,760,493 83.78%

Nationwide Prop & Cas Ins Co OH 24,019,445 0.35% 89.10% 25,217,957 19,062,907 75.59%

Allstate Northbrook Ind Co IL 23,890,901 0.35% 89.45% 23,348,150 15,814,779 67.73%

Loya Ins Co TX 23,090,065 0.34% 89.79% 22,088,003 24,164,470 109.40%
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Sample from 2015 Personal Auto Liability Only. Over 65% is possibly writing at a loss. 

Direct Cumm. Direct Direct Loss Ratio

Premiums Market Market Premiums Loss Excluding

Company Name Domicile Writtem Share Share Earned Incurred All LAE

21st Century Centennial Ins Co PA 21,482,620 0.32% 90.11% 22,244,456 19,746,204 88.77%

Central Mut Ins Co OH 21,061,322 0.31% 90.42% 19,779,221 12,731,518 64.37%

Meridian Security Ins Co IN 18,983,917 0.28% 90.70% 17,529,632 16,976,604 96.85%

Allied Prop & Cas Ins Co IA 18,940,541 0.28% 90.98% 17,149,638 15,426,053 89.95%

Omni Ind Co IL 18,640,719 0.27% 91.25% 20,975,053 17,638,139 84.09%

Safe Auto Ins Co OH 18,197,600 0.27% 91.52% 18,582,621 13,163,323 70.84%

Knightbrook Ins Co DE 16,580,693 0.24% 91.76% 15,970,830 15,129,369 94.73%

American Standard Ins Co Of OH OH 16,499,480 0.24% 92.01% 15,193,094 15,913,048 104.74%

Metropolitan Cas Ins Co RI 14,091,471 0.21% 92.21% 13,868,161 10,910,232 78.67%

Alfa Specialty Ins Corp VA 14,077,669 0.21% 92.42% 15,373,637 12,436,324 80.89%

AssuranceAmerica Ins Co SC 12,697,941 0.19% 92.61% 12,875,302 8,729,164 67.80%

Southern Ins Co Of VA VA 12,379,761 0.18% 92.79% 12,221,815 7,843,845 64.18%

Progressive Amer Ins Co OH 11,906,043 0.18% 92.97% 12,301,219 7,245,559 58.90%

Travelers Commercial Ins Co CT 11,893,714 0.18% 93.14% 13,079,560 7,009,017 53.59%

Horace Mann Prop & Cas Ins Co IL 11,753,107 0.17% 93.31% 10,840,850 8,808,432 81.25%

MGA Ins Co Inc TX 11,687,070 0.17% 93.48% 10,589,874 7,528,658 71.09%

Allmerica Fin Benefit Ins Co MI 11,448,960 0.17% 93.65% 9,824,623 6,479,744 65.95%

Old Amer Ind Co KY 11,298,481 0.17% 93.82% 7,632,550 6,068,320 79.51%

Progressive Advanced Ins Co OH 10,625,427 0.16% 93.98% 10,912,375 6,545,320 59.98%

Encompass Ind Co IL 10,612,807 0.16% 94.13% 11,401,708 5,676,602 49.79%

Infinity Auto Ins Co OH 10,434,396 0.15% 94.29% 11,727,650 7,447,867 63.51%

Access Ins Co TX 10,288,060 0.15% 94.44% 9,954,381 6,107,262 61.35%

Progressive Classic Ins Co WI 9,964,857 0.15% 94.58% 10,326,262 5,197,531 50.33%

Progressive Bayside Ins Co OH 9,708,464 0.14% 94.73% 10,243,052 5,861,073 57.22%

American Natl Prop & Cas Co MO 9,263,251 0.14% 94.86% 8,938,003 5,690,102 63.66%

Bankers Standard Ins Co PA 8,894,166 0.13% 94.99% 8,383,965 6,412,293 76.48%

Permanent Gen Assur Corp Of OH OH 8,873,986 0.13% 95.12% 8,588,277 5,637,235 65.64%

Ameriprise Ins Co WI 8,852,745 0.13% 95.25% 8,251,320 7,726,049 93.63%

Hartford Ins Co Of The Midwest IN 8,670,879 0.13% 95.38% 9,146,453 5,155,643 56.37%

Progressive Direct Ins Co OH 8,568,284 0.13% 95.51% 8,951,751 3,700,650 41.34%

Foremost Ins Co Grand Rapids MI MI 8,400,271 0.12% 95.63% 8,417,851 6,201,655 73.67%

Southern Trust Ins Co GA 7,982,640 0.12% 95.75% 7,824,301 5,039,469 64.41%

Coast Natl Ins Co CA 7,761,412 0.11% 95.86% 7,493,982 5,786,028 77.21%

Depositors Ins Co IA 7,303,273 0.11% 95.97% 7,804,667 5,632,991 72.17%

Southern Pilot Ins Co WI 6,656,212 0.10% 96.07% 6,330,451 5,677,412 89.68%

Chubb Natl Ins Co IN 6,651,129 0.10% 96.17% 5,978,098 4,683,323 78.34%

Southern Mut Ins Co GA 6,590,837 0.10% 96.26% 6,358,985 4,031,396 63.40%

LM Ins Corp IL 6,510,477 0.10% 96.36% 6,685,521 5,580,477 83.47%

Victoria Select Ins Co OH 6,409,261 0.09% 96.45% 6,723,566 4,958,878 73.75%

Progressive Southeastern Ins Co IN 6,395,138 0.09% 96.55% 6,686,363 4,140,115 61.92%

Accident Ins Co Inc SC 6,307,220 0.09% 96.64% 4,013,751 2,871,548 71.54%

Allstate Ind Co IL 6,017,429 0.09% 96.73% 6,230,864 4,052,483 65.04%

American Bankers Ins Co Of FL FL 5,904,968 0.09% 96.82% 6,045,439 2,408,583 39.84%

Equity Ins Co TX 5,752,299 0.08% 96.90% 6,570,077 5,068,265 77.14%

Guideone Specialty Mut Ins Co IA 5,600,520 0.08% 96.98% 5,596,191 4,911,127 87.76%

Safeco Natl Ins Co NH 5,560,268 0.08% 97.06% 5,596,115 2,341,888 41.85%

Grange Ind Ins Co OH 5,554,263 0.08% 97.15% 5,815,447 5,511,800 94.78%

Infinity Select Ins Co IN 5,507,275 0.08% 97.23% 6,791,217 5,201,535 76.59%

Essentia Ins Co MO 5,409,362 0.08% 97.31% 5,103,628 2,307,405 45.21%

Safeco Ins Co Of Amer NH 5,348,361 0.08% 97.39% 5,494,438 3,503,294 63.76%
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Direct Cumm. Direct Direct Loss Ratio

Premiums Market Market Premiums Loss Excluding

Company Name Domicile Writtem Share Share Earned Incurred All LAE

IDS Prop Cas Ins Co WI 4,936,450 0.07% 97.68% 5,022,897 3,476,884 69.22%

Allmerica Fin Alliance Ins Co NH 4,905,211 0.07% 97.76% 5,446,097 4,111,464 75.49%

Haulers Ins Co Inc TN 4,437,829 0.07% 97.82% 4,302,136 4,141,531 96.27%

Metropolitan Prop & Cas Ins Co RI 4,267,728 0.06% 97.88% 4,388,751 2,350,100 53.55%

Standard Fire Ins Co CT 4,226,769 0.06% 97.95% 4,891,225 2,049,909 41.91%

Hartford Accident & Ind Co CT 4,134,836 0.06% 98.01% 4,130,271 2,150,021 52.06%

American Reliable Ins Co AZ 4,133,475 0.06% 98.07% 4,090,455 2,358,010 57.65%

Guideone Amer Ins Co IA 4,122,562 0.06% 98.13% 3,516,252 2,586,238 73.55%

National Unity Ins Co TX 4,089,744 0.06% 98.19% 7,183,871 9,899,730 137.81%

Alfa Gen Ins Corp AL 3,864,745 0.06% 98.25% 3,724,918 3,934,409 105.62%

Permanent Gen Assur Corp OH 3,792,640 0.06% 98.30% 3,840,711 2,517,491 65.55%

Travelers Ind Co Of Amer CT 3,713,258 0.05% 98.36% 4,095,723 1,554,157 37.95%

Phoenix Ins Co CT 3,677,701 0.05% 98.41% 3,947,400 1,053,411 26.69%

Peak Prop & Cas Ins Corp WI 3,673,855 0.05% 98.46% 3,549,776 1,832,171 51.61%

Titan Ind Co TX 3,660,008 0.05% 98.52% 3,808,025 5,115,111 134.32%

Grange Mut Cas Co OH 3,634,484 0.05% 98.57% 3,808,351 1,666,362 43.76%

Teachers Ins Co IL 3,398,971 0.05% 98.62% 3,515,380 2,310,246 65.72%

California Cas Ind Exch CA 3,274,355 0.05% 98.67% 3,338,000 3,910,282 117.14%

Privilege Underwriters Recp Exch FL 3,250,102 0.05% 98.72% 2,649,774 681,855 25.73%

State Auto Prop & Cas Ins Co IA 3,235,734 0.05% 98.77% 3,482,533 1,936,608 55.61%

Dairyland Ins Co WI 3,195,633 0.05% 98.81% 3,074,890 2,348,405 76.37%

Electric Ins Co MA 3,155,442 0.05% 98.86% 2,881,304 2,395,720 83.15%

Americas Ins Co DC 3,133,326 0.05% 98.90% 2,323,917 2,560,667 110.19%

American Independent Ins Co PA 3,112,558 0.05% 98.95% 3,079,145 2,738,241 88.93%

Great Northern Ins Co IN 2,975,454 0.04% 98.99% 3,165,761 2,967,161 93.73%

Federated Natl Ins Co FL 2,769,780 0.04% 99.04% 1,698,745 1,743,289 102.62%

Economy Premier Assur Co IL 2,727,049 0.04% 99.08% 2,860,614 1,232,765 43.09%

AIG Prop Cas Co PA 2,663,309 0.04% 99.11% 2,507,427 1,260,918 50.29%

American Alt Ins Corp DE 2,547,937 0.04% 99.15% 5,665,983 5,531,544 97.63%

Horace Mann Ins Co IL 2,433,626 0.04% 99.19% 2,563,912 1,069,589 41.72%

Travco Ins Co CT 2,386,212 0.04% 99.22% 2,614,614 2,181,798 83.45%

Country Cas Ins Co IL 2,293,606 0.03% 99.26% 2,141,625 1,675,036 78.21%

Amco Ins Co IA 2,290,061 0.03% 99.29% 1,920,275 1,350,838 70.35%

Star Cas Ins Co FL 2,220,271 0.03% 99.32% 2,312,211 1,801,188 77.90%

Charter Ind Co TX 2,161,093 0.03% 99.35% 2,546,887 1,353,779 53.15%

Victoria Specialty Ins Co OH 2,071,563 0.03% 99.39% 2,202,124 1,434,463 65.14%

Merastar Ins Co IL 1,941,134 0.03% 99.41% 1,994,443 867,122 43.48%

Unitrin Direct Prop & Cas Co IL 1,907,085 0.03% 99.44% 2,003,575 767,049 38.28%

Trustgard Ins Co OH 1,848,277 0.03% 99.47% 1,936,244 1,403,850 72.50%

Esurance Ins Co WI 1,659,332 0.02% 99.49% 1,791,406 884,112 49.35%

Property & Cas Ins Co Of Hartford IN 1,559,964 0.02% 99.52% 1,673,267 728,147 43.52%

Philadelphia Ind Ins Co PA 1,485,833 0.02% 99.54% 1,426,308 950,021 66.61%

National Gen Ins Co MO 1,413,507 0.02% 99.56% 1,459,968 576,386 39.48%

Liberty Ins Corp IL 1,356,550 0.02% 99.58% 1,765,873 394,207 22.32%

Hartford Underwriters Ins Co CT 1,319,444 0.02% 99.60% 1,448,716 1,001,250 69.11%

Patriot Gen Ins Co WI 1,310,719 0.02% 99.62% 1,376,126 633,544 46.04%

American Modern Home Ins Co OH 1,278,870 0.02% 99.64% 1,236,554 420,028 33.97%

Travelers Ind Co CT 1,212,062 0.02% 99.65% 1,301,258 787,846 60.54%

21st Century N Amer Ins Co NY 1,210,396 0.02% 99.67% 1,341,576 992,165 73.96%

Firemans Fund Ins Co CA 1,197,282 0.02% 99.69% 2,028,280 1,444,458 71.22%

Encompass Prop & Cas Co IL 1,169,861 0.02% 99.71% 1,366,860 957,797 70.07%

Georgia Farm Bureau Cas Ins Co GA 1,095,903 0.02% 99.72% 1,248,524 642,624 51.47%

Memberselect Ins Co MI 1,049,801 0.02% 99.74% 571,529 699,793 122.44%
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Why should I join your organization? 

We have a better idea! 
It’s that time of year when you should be 

questioning all expenses. 

Membership in an agent’s organization used to 
mean something. 

It did not guarantee getting a company contract 
but it did get your foot in the door. 

Now practically any agency can get access to 
standard and non-standard carriers through the 
aggregators. 

You had to pay extra to get CE but it was about 
the only way to get it. 

Now you can complete your CE from the comfort 
of your desk at your own pace. 

Exclusive E&O? Not anymore. You don’t even 
need to be a member to buy the coverage in most 
organizations. 

How about discounted convention registration? 
You get the privilege to pay your own way and stay 
at expensive resorts. 

Staff members in your agency do not 
automatically qualify for the membership benefits 
unless you pay extra for them. 

You need to check out other options before you 
join or renew your membership. 

Better yet, call them up and ask “Why should 
I join your organization?” 

Don’t be surprised if you get a rambling answer 
with no real benefits that directly impact your 
bottom line. 

We have a better idea. 

Join www.Georgia-Agents.com.  

We have created the only Virtual Insurance 
Agent Organization. 

Our benefits are designed to help agencies in 
every aspect of their operation and all of it is done 
on the Internet. 

It is delivered in a combination of “How-To” 
videos, interactive quizzes and breaking-news. 

Just last month I created the “Complete CSR 
Training” program. Enjoy learning for a change. 

Next month I’ll be rolling out the “Complete 
Insurance Agency Owner Training” program. 

We already have a library of “How-To” booklets 
on a wide range of agency topics. 

Want to create a YouTube channel or Facebook 
for your agency. We have a booklet that takes you 
by the hand. 

Want to set realistic goals for your CSRs and 
Producers? It’s in the library. 

Want to know how to evaluate, buy & sell a 
“Mom & Pop” insurance agency? I wrote the book 
based upon my decades of ownership experience. 

All agency staff members are included for one 
low fee of $99.00 per year. No hidden fees, no 
discounted programs. 

Just to show you how strongly I believe we offer 
more value for less money, I challenge everyone to 
dare to compare, dollar for dollar, our benefits 
against any other organization. 

If you can prove to me that some other 
organization has better benefits, I’ll give you a free 
year’s membership in our organization. 

http://www.fyiexpress.com/
http://www.georgia-agents.com/


 

……ssttaarrttss  bbyy  bbuuiillddiinngg  yyoouurr  bboottttoomm  lliinnee  wwiitthh  
NNaattiioonn  SSaaffee  DDrriivveerrss!!  

 

Over the past 50 years, NSD has built its success by helping to build our 
client’s success and has grown into one of the largest suppliers of auto-
related supplemental insurance products.  We have earned an 
unmatched reputation by helping agents increase their profits, while 
providing excellent customer service, fast claims processing, and 
administrative support. 
 

We proudly serve millions of customers worldwide through our agency 
partners and are ready to serve you. 
 

With many products to choose from, the combination of benefits and 
services you can offer your customers is virtually endless.  Here are just 
a few of the products that NSD offers: 
 

 Towing & Roadside Assistance                 •  Rental Reimbursement 
 Travel Plans with Hospital Indemnity      •  ID Theft and Legal  

 Accidental Death & Dismemberment  •  Discount Travel 

 Accident Medical Protection   •  And More! 

 

Don’t wait any longer, contact Nation Safe Drivers today and get 
on the… 

RRRoooaaaddd   MMMooorrreee   PPPrrrooofffiiitttaaabbbllleee!!!   

 

 CELEBRATING OVER 50 YEARS OF 

EXPERIENCE & INDUSTRY LEADERSHIP! 
 

800-338-2680   http://www.nsdmc.com 
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Overtime Rule Issued; Salary Level to Increase Every Three Years 

Exempt salary doubled under new Fair Labor Standards Act threshold 

By Allen Smith 5/18/2016 

The Department of Labor issued the long-anticipated final overtime rule May 18 and included an exempt employee 
threshold of $47,476—less than the proposed rule’s $50,440 but slightly more than double the old threshold of $23,660. 
The impact of the increase will escalate in coming years; the rule included a hike every three years in the minimum salary 
for exempt employees. The automatic increase will be based on the 40th percentile of the weekly earnings of full-time 
salaried workers in the lowest-wage Census region, the South. Employers must comply with the new rule by Dec. 1, 
2016—a much longer time to comply than the minimum 60 days required of final rules. 

FLSA Overtime Rule Resource Page 

Visit SHRM's overtime rule resource page to learn more about the rule and its effects, including how to talk to employees 
whose exempt status will change, links to the full text of the rule and video of SHRM’s reactions to the updates.  

 ---------------------------------------------------------------------------------------------------  

Automatic Increase 

An increase in the minimum salary could lead to a “death 
spiral” for the white-collar exemptions, said Lee 
Schreter, an attorney with Littler in Atlanta and 
chairperson of the firm’s board. The exempt salary 
threshold suddenly could be north of $75,000 in several 
years, she said. 

With the increase, employers every three years will 
have to monitor the minimum acceptable salary level for 
exempt classification, identify employees impacted by a 
new minimum salary requirement, and assess whether 
to reclassify the affected employees or restructure jobs, 
noted Alfred Robinson, an attorney with Ogletree 
Deakins in Washington, D.C., and former administrator 
of the Department of Labor’s Wage and Hour Division. 

Depending on the timing of the increases, employers 
may need to restructure their review/compensation cycle 
to more fully align with the regulatory scheme and allow 
them to understand the required salary amounts at the 
same time they are determining merit raises and 
bonuses, said Alexander Passantino, an attorney with 

Seyfarth Shaw in Washington, D.C., and former acting 
administrator of the Wage and Hour Division. In addition, 
employers may look three years out and determine 
whether the continued salary increases are sustainable 
or whether the position should just be reclassified at this 
time. 

$47,476 Threshold 

Raising the salary level to $47,476 results in an increase 
of more than 100 percent, “and it will still impact millions 
of employees and be a huge burden for some industries, 
small businesses, nonprofits and some regions,” said 
Robert Boonin, an attorney with Dykema in Detroit and 
Ann Arbor, Mich., and an immediate past chair of the 
Wage and Hour Defense Institute, a network of wage 
and hour lawyers. 

The final rule “is perhaps the most significant workplace 
development we’ve seen in our professional lifetimes,” 
he added. “It’s a game changer, and not necessarily a 
good one.”  

Continued on page 10
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Overtime Rules 

Continued from page 8 

Tammy McCutchen, an attorney with Littler in 
Washington, D.C., said the new exempt salary level is 
too high, noting that it exceeds New York’s exempt 
threshold of $35,100 and California’s exempt threshold 
of $41,600. 

The new salary threshold “will definitely have an impact 
on small businesses, especially in areas of the country 
that have a lower cost of living,” said Lisa Chui, vice 
president of finance and HR at Ubiquity Retirement + 
Savings in San Francisco, a provider of retirement and 
savings plans for small businesses. “However, it’s a 
good catalyst to ask the question ‘How can we work 
smarter?’ vs. 'How can we work longer?’ "  

But a $47,476 threshold “does not eliminate the difficult 
decisions that employers will face when two employees 
in the same position earn different salary levels—one 
above and one below the new mark” when the position’s 
salary accounts for cost-of-living variances by 
geography, Passantino observed. 

The whole point of overtime isn’t for employees to earn 
more money, but “rather to make it so expensive for 
employers to have people work long hours that 
employers will instead elect to spread the work around to 
more employees,” said Paul DeCamp, an attorney with 
Jackson Lewis in Reston, Va., and former administrator 
of the Wage and Hour Division. 

 “It is no coincidence that many, if not most, companies 
have long had a rule that nonexempt employees are not 
to work overtime without permission from their 
supervisor or manager, and supervisors and managers 
are usually under pressure not to have the employees 

they oversee working overtime unless there is a real 
emergency or an unavoidable spike in the workload.” 

He said employees reclassified as nonexempt will, in 
most instances, see their hours and pay drop. “This 
result will make a lot of employees very unhappy,” he 
said. “The administration’s hope that employers will 
simply eat the cost of the additional overtime expense 
and in effect give all of these millions of workers a big 
raise is unrealistic in the extreme.” 

However, Allan Bloom, an attorney with Proskauer in 
New York City, said the rationale for increasing the 
salary threshold was “simple.” The old minimum salary 
for exempt workers “was found to be at or near the 
poverty line for a family of four,” he noted. 

And in a May 2 letter to Shaun Donovan, director of the 
Office of Management and Budget, Sen. Elizabeth 
Warren, D-Mass., said, “Too often, the voices of workers 
are buried beneath a flood of comments from lobbyists 
and lawyers. But the record before your agency 
demonstrates that American workers are demanding 
updated overtime rules. Updated overtime rules will give 
millions of working families a fighting chance to build 
more financial security for themselves. It’s time for us all 
to listen to those voices.” Her office also released a 
report highlighting the benefits of the new overtime 
rule for workers and their families. 

The final rule did not include a change to the duties 
tests. It did raise the salary threshold level for the highly 
compensated employees’ exemption from $100,000 to 
$134,004, or the 90th percentile of full-time salaried 
workers nationally. Like the standard salary level for the 
white-collar exemptions, the highly compensated 
employees’ exemption salary level will increase every 
three years, beginning Jan. 1, 2020. 

Continued on page 12 
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Elba, Alabama • 800-239-2358 x213 • www.nationalsecuritygroup.com

For Comprehensive Mobile Homeowners 
Insurance, put your trust in a

company that has been insuring
homes for over 50 years.

National Security has provided competitive, affordable insurance 
to policyholders for over 50 years, but we also provide a lot for our 
agents, with competitive commissions, excellent customer service 
and experienced company adjusters.

As an admitted Southeastern based regional company, National 
Security prides itself on fast, efficient service from a friendly small 
town company, and online contact for all agents, providing fast 
quotes, online policy issuance, online dec page printing, and real-
time policy information.

We are now accepting new appointments.
Find out more by calling Sharon at 1-800-239-2358 x213
or visiting us at nationalsecuritygroup.com.

• $100,000 Maximum Policy Limits

• Homeowners AAIS Form 8 Policy

• 15% New and Renewal Commission

• Partnership Profit Sharing

• Fast Online Quotes, Policies &
 Endorsements

• Inspections Provided by Company

• Easy Payment Options – Monthly
 EFT, Quarterly, Semi-annual, Annual

National Security Can 
Provide You With:

• $100,000 Maximum Policy Limits
• AAIS Special Form 3 Policy
• 20% New Business Commission
• Partnership Profit Sharing
• Fast Online Policy Issuance
• Direct Contract with National Security
• Replacement Cost Option
• Discounts for New Home and 50+
 Age of  Insured
• Easy Payment Options

http://www.fyiexpress.com/


More Tips & “How-To” videos at www.FYIExpress.com 

FYI Express           Page 12 July, 2016 

Action Items 

Steps for HR to take to comply with the new rule: 

 Quickly assess the costs of reclassification vs. 
salary increases. “Determine if it’s feasible to 
raise salaries to retain the exempt statuses of 
those on the cusp of the new salary level,” 
Boonin said. “Reclassify those who fall under the 
new threshold and determine their pay 
structure—salaried plus half-time, hourly plus 
time and one-half, bonus and commission 
changes.”  

 Nondiscretionary bonuses and commissions are 
included in the calculation of the exempt salary 
threshold up to 10 percent of the required salary 
level, as long as employers pay those amounts 
on a quarterly or more frequent basis.   

 Implement and communicate the compliant 
approach to affected employees and managers. 
Determine whether communications about the 
rule will be in one-on-one meetings, small group 
meetings, large group meetings, memos or a 
combination of these approaches, Boonin 
recommended. 

 Train supervisors on managing nonexempt 
employees, advised James Swartz, an attorney 
with Polsinelli in Atlanta. 

 Check whether state wage notification laws 
require a pay period or 30 days’ notice of any 
change in pay and send out notices about the 
changes, if required. 

Swartz said managers must understand how to: 

 Train nonexempt employees to track and report 
time. 

 Avoid encouraging work after hours. 

 Manage overtime. 

Employee morale should be managed in the event of 
reclassification or salary compression, he added. 

Reclassified employees may view the change as a 
demotion. Plus, if employers decide to raise the pay of 
employees in the same position above the new exempt 
salary threshold, the difference between the pay of top 
and low performers may be compressed, Schreter 
explained. And the difference between the pay of those 
with raised salaries and their bosses may shrink as well, 
adding more morale problems. 

Communications with employees should emphasize that 
reclassification was a result of changes in the 
regulations. Employers should note that “any 
reclassification is not a reflection of the value of an 
employee’s contributions to the success of the 
organization and [that] the company will work with 

employees impacted by reclassification to make a 
successful and positive transition,” Robinson remarked. 

For more on the overtime rule, see the Society for 
Human Resource Management Overtime Resource 
Center. 

Allen Smith, J.D., is the manager of workplace law 
content for SHRM. Follow him @SHRMlegaleditor. 

 

 

Why should you attend Insurance Expo 2016? 

You’ll learn how to place business with the “Coverage 
of Last Resort”; Assigned Risk & Georgia Underwriting 
Association. 

You’ll learn how to be proactive and not have your 
clients scatter to the wind when, not if, they get the 
dreaded “Non-Renewal due to Agency no longer 
represents Company” letter. 

You’ll learn how to make enough income (legally) in 
six weeks to carry your agency through the remainder of 
the year. 

You’ll learn how to contact other agents’ non-
renewals. 

You’ll earn 3 hours FREE CE just by attending the 
FREE Trade Fair and talking with each of the Exhibitors. 

You’ll earn a voucher for 24 hours FREE P&C CE 
(including 3 hours Ethics) by attending one of the 
morning & afternoon “How-To” seminars. 

Make plans to attend Insurance Expo 2016 on July 
27-28 at Holiday Inn Roswell / Atlanta.  

You’ll notice I changed the dates to Wednesday & 
Thursday for IE2016. 

If there is a slow time in the week of an insurance 
agency, those are the dates! 

Agents & CSRs register at http://ie16-
agent.eventbrite.com. 

Exhibitors & Sponsors register at http://ie16-
reps.eventbrite.com.  

Remember, only the attendees will survive! 
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http://ie16-agent.eventbrite.com/
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Southern Insurance Underwriters, Inc. (SIU) introduces an 
innovative insurance product designed to protect educational 

institutions against the unfortunate effects of an active shooter 
incident on campus.   

 
www.activeshooterins.com 

Learn more at www.activeshooterins.com 

 
Hugh Nelson 

SR Vice President 
hnelson@siuins.com 

PH: 678.498.4801 
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Finding an E&O Policy that Covers Your Markets: 
E&O Carriers are Updating Their Insolvency Exclusions to Better Help Agents  

By Robert Hansen  

Prudent agents make sure they 
are covered by an errors and 
omissions (E&O) policy. E&O 
policies are professional liability 
policies covering the acts, errors and 
omissions of insurance agents and 
agencies during the course of their 

providing professional services. Most E&O policies 
will cover judgments, settlements and defense costs; 
this latter point is an important consideration 
especially for smaller agencies that may not have the 
resources to defend against allegations, even when 
such allegations are unfounded. Claims against an 
agent may arise where agents fail to obtain the 
coverage requested by a client, fail to renew 
coverage, miss a deadline, mistakenly drop a vehicle 
from an auto policy, and other instances where an 
agent is accused of failing to meet professional 
standard of care. It is important for agents to protect 
themselves with E&O coverage.  

Agents are experts at assisting others. So how 
does an agent go about finding an E&O policy that 
protects them while facilitating agency growth?  

Finding an E&O policy to best fit the needs of an 
agent is not easy. The coverage offered often varies 
by E&O carrier and there may even be differences 
between E&O policies from the same carrier based on 
which state(s) the policy is offered within. Agents 
need to thoroughly review a policy to be sure that it 
offers him the protection he requires.  

One area that needs careful attention when looking 
for E&O coverage is the level of protection provided in 
cases where an insurance company with whom an 
agent has placed business goes bankrupt. For 
example, if an agent sells a homeowner's policy and 
the house later is destroyed in a fire but the 
homeowner can't collect from his insurance company 
because the company is insolvent and not paying 
claims, the homeowner may try to place blame on the 
insurance agent for offering the policy through that 
particular insurer. While the agent may or may not be 
responsible, depending on his conduct in placing the 
policy and on the laws of the state, the defense costs 
for such a claim can quickly escalate. Whether the 
agent's E&O carrier can help depends on the specific 
language of the policy.  

Agents should take care to understand their E&O 
policies and ensure that an insolvency exclusion 
does not leave them exposed.  

Many E&O policies exclude coverage for an 
insurer's bankruptcy, which would preclude the E&O 
carrier from defending the agency or paying a claim in 
cases where an insurance company goes bankrupt. 
However, many, but not all, E&O policies offer an 
exception to the exclusion, restoring coverage in 
certain instances. The exception is usually worded in 
such a way that if an agent places business with a 
company that is rated at an acceptable level, as 
determined by the E&O carrier, at the time the 
business is placed, then the agent is covered by his 
E&O insurance. Many E&O carriers suggest that an 
agent who placed business with a company that was 
acceptably rated at the time would have no reason to 
suspect that the company would become insolvent 
and unable to pay claims at a later date and, 
therefore, took reasonable precautions to protect the 
interests of his client. 

E&O carriers vary on what is considered an 
acceptable rating level, with some setting higher 
rating level standards than others, but traditionally 
these exceptions to the bankruptcy exclusion have 
referenced some level of rating by A.M. Best while 
ignoring ratings by other reputable rating agencies. 
For agents looking to place business with companies 
not rated by A.M. Best, this emphasis on only one 
rating agency can prove problematic; especially for 
agents working in particular markets or for agents 
who place business with smaller, regional or specialty 
insurance companies.  

The property and casualty insurance market in 
Florida has brought this issue to the forefront. Many 
companies doing business in Florida are not rated by 
A.M. Best. However, many are reviewed and rated by 
Demotech, Inc., which specializes in rating regional 
and specialty insurers and have reviewed Florida 
domestic property insurers for the last 20 years. But, 
because of the traditional reference of only A.M. Best 
in the bankruptcy exclusion, agents doing business in 
Florida initially had trouble finding E&O coverage 
suitable for their markets even while placing business 
with financially stable companies.  

Fortunately, some forward-thinking E&O carriers 
have recognized that using the traditional language in 
exceptions to insolvency exclusions does not adequately 
address the needs of agents. These E&O carriers have 
expanded the language of their policies.  

Continued on page 16 
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Finding an E&O Policy 
continued from page 14 

Navigators Insurance Company, for instance, first 
offered a Florida Amendatory Endorsement that includes 
coverage for defense of insolvency in cases where an 
agent placed business with a company rated A or better 
by Demotech. Navigators is now in the process of 
making a nationwide filing to clarify that their insolvency 
defense also will apply to carriers with a Demotech 
rating of A or better.  

Houston International Group also specifically 
recognizes Demotech. The exclusion in their policy 
requires an A.M. Best rating of B+ or higher or a 
Demotech rating of A or higher at the time the insured 
(the agent) place insurance with such entity. Specifically, 
their policy excludes coverage for claims against an 
agent relating to:  

The insolvency, receivership, bankruptcy, liquidation 
or financial inability to pay, of any insurance company, 
reinsurer, risk retention group or captive (or any other 
self-insurance plan or trust by whatsoever name) in 
which the Insured has placed or obtained coverage for a 
client or an account; provided, however, this exclusion 
shall not apply if the insurance company, reinsurer, risk 
retention group or captive (or any other self-insurance 
plan or trust by whatsoever name):  

 held an A.M. Best rating of B+ or higher at 
the time that the Insured placed insurance 
with such entity; or  

 held a Demotech, Inc. FSR rating of A or 
higher at the time the Insured placed 
insurance with such entity; and  

 was neither owned by, controlled, managed 
or operated by the Insured or an affiliate or 
subsidiary of the Insured, or the Insured's 
parent;  

Endurance Insurance Company has also added a 
State Amendatory endorsement that includes Demotech. 
The exception to their insolvency exclusion states:  

However, this exclusion shall not apply if at the time 
of the placement of such coverage: (1) any such insurer 
was rated B+ or better by A.M. Best Company, "A" or 
better by Demotech, "AA-" or better by Standard & 
Poor's, or Aa3 or better by Moody's; or (2) any such 
insurer, trust, organization or other vehicle was 
guaranteed by a governmental body or bodies and/or 
operated by a governmental body or bodies...  

As to the E&O carriers that are not yet willing to 
update the language in their insolvency exclusions to 
include other reputable rating agencies, agents who 
have a company or two that are rated by Demotech, the 
E&O carriers are often willing to provide an endorsement 
extending coverage to the Demotech-rated carrier. 

Agents should check their E&O policies and ask their 
carriers for an exception for Demotech-rated companies. 
If the agent cannot get what is generally referred to as a 
"carve back" for an insurer rated A or better by 
Demotech, they should shop elsewhere for their E&O 
coverage. Numerous E&O carriers are willing to cover all 
of an agent's markets to address the agent's needs.  

Agents should take care to understand their E&O 
policies and ensure that an insolvency exclusion does 
not leave them exposed. Many E&O carriers include 
reasonable exceptions to their insolvency exclusions, 
and are willing to work with agents to provide coverage 
for the agent's desired markets. With increasing 
numbers of E&O carriers recognizing Demotech and 
other rating services, your E&O carrier should be 
contacted before you assume you cannot get the carve 
back that you need and deserve.  

Robert Hansen is the CEO and owner of Affinity 
Insurance Agency. Hanson has specialized in 
professional liability for over thirty years in various 
capacities including underwriting, actuarial, regulatory 
compliance, product development and as an agent.  

Affinity Insurance Agency specializes in professional 
liability insurance/ E&O, with a focus on insurance 
agents, lawyers, accountants, title agents and personal 
care homes. Affinity Insurance Agency may be reached 
at 770-974-5502.  

This article first appeared in the Spring 2016 issue of 
The Demotech Difference, a publication of Demotech, 
Inc., www.demotech.com  

 

Attention: Insurance Companies, MGA’s, Premium 
Finance Companies & Insurance Industry Vendors: 

Check out the rates for the most cost effective method of 
keeping your message in front of your customers … 

The Independent Insurance Agent. 

Ad Size Monthly Pre-Pay 6 
Issues 

Full Page (7.5” x 10”) $175.00 $900.00 

Half - Page (7.5” x 5”) $100.00 $500.00 

Questions? Contact Eddie K. Emmett at 
HHUUeddie@fyiexpress.comUUHH or (770) 312-2342. 
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Management & Rating

Secure

Reliable

Accessible Simple

Powerful

Affordable

Cloud-based rating and management at your fingertips
If you write auto insurance and represent multiple auto insurance carriers,  AccuAuto, our 
personal auto comparative rater, is affordable, easy-to-use, and fully integrated with our 
AccuAgency agency management system.

Take AccuAgency and AccuAuto for a test drive
If you would like to try AccuAgency and/or AccuAuto for a risk-free 30-day demo, 
please call (800) 229-2009 ext. 3.  One of our training staff will schedule hands-on 
training to help you learn and appreciate the many features available.

(800) 229-2009 ext 3
Mention code FYI

sales@accuagency.com
Request more info at http://www2.accuagency.com/fyi

www.                              .com

AccuAgency provides a secure location for all your agency's customer data.  Disaster-proof 
your data, improve E&O documentation, enhance operational efficiency, and boost your 
profitability. When you are empowered by AccuAgency, your clients are provided more
personal attention. Your staff can devote more time to customer service instead of dealing 
with unorganized files and documents.

$
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Announcing AccuAgency:  New Name, New 
Look, Same Great Company! 
 

Assurance Systems, Inc., is best known by its long-standing product name, AccuAuto.  Many 

agents still refer to us as AccuAuto, but an update is long overdue.  For years we have offered 

independent insurance agents more than just an auto rater.  Our new name, AccuAgency, 

encompasses our suite of products, including AccuAuto rater, AccuHome rater, AccuAgency 

management system, and AgencyThrive web marketing and website services.  The name 

AccuAgency emphasizes our commitment to help independent agents be more efficient, 

productive, and successful in an increasingly competitive market. 

 

As we officially adopt our new name this January, we are also excited that 2016 marks our 30th 

year in business, still under the same ownership and still committed to supporting the 

independent agent.  Only our name has changed, we are the same great company with the 

same great service.  AccuAgency looks forward to supporting you, the independent agent, for 

many years to come. 

 

We’re excited about our name change and about offering agents a variety of products to Get 

Your Agency In Check! 

 

 
A complete web-based system that integrates agency management and document storage all in 

one easy-to-use service.  Loaded with features to help organize and run your agency.  Fully 

integrated with our AccuAuto comparative rating where available. 

 

http://www.fyiexpress.com/


 
If you write auto insurance and represent multiple auto insurance carriers, you know how time-

consuming it can be to enter the same quote on each carrier's website.  Auto rates are always 

changing.  You may be familiar with the rates and underwriting rules for a company one day, but 

they may change the next.  With AccuAuto, you always have the most current rates and 

underwriting rules in one easy-to-use, web-based service 

 

 
A new product in our line-up, and only available in certain areas, AccuHome capitalizes on our 

many years of experience with comparative rating to add a new tool to your arsenal for writing 

homeowner policies. 

 

 
Do you need a website for your insurance agency? Absolutely. If you don't have one (or you do, 

but it isn't getting any traffic), you are missing out on the fastest growing marketing tool for 

insurance there is. We believe in creating a simple, clean, professionally designed site for your 

agency. But this is just the first step. Getting visitors to your site is step two, and we can help 

with that. We will do the work involved in claiming your agency listings and marketing. Need a 

phone number changed or have a great new photo of your staff you want added to your site? 

You can reach us by email and phone for any updates or questions. Support is always included 

with an AgencyThrive website. 

 

Visit us at http://www2.accuagency.com/fyi. 
 

 

   

About Assurance Systems, Inc. 
Since 1986, Assurance Systems, Inc., has offered a variety of services for 

independent insurance agencies, in addition to custom solutions and analytical 

products for insurance carriers. 

 

http://www.fyiexpress.com/
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Oprah, Arnold, and Peyton Open a Competing Agency in Your Town… 

by John Chapin 

Scary thought, right? Why? Because you know within 
three to five years they’d own 90 to 100% of the 
business in the area and if you weren’t out of business, 
you’d be hanging on by a shoestring. There are several 
reasons why this group, even with no prior experience in 
your industry, and even without their celebrity status to 
rely on, would absolutely dominate your market. Here 
they are.    

Reason #1: Completely unreasonable, some 
might even say insane, commitment 

If you called their business at midnight on Saturday, 
how long do you think it would be before you spoke to a 
live human? Either instantly or within five minutes. How 
many times would you receive less than stellar customer 
service or feel like a nuisance to the person answering 
the phone? Zero. How many times would something not 
be followed up on? Okay, you get the point. People at 
the top don’t judge themselves and their organizations 
based upon what’s reasonable or “acceptable”, they hold 
themselves, and those around them, to the highest 
standard possible. This completely unreasonable 
commitment starts at the top and flows all the way 
through the organization. How many negative people will 
you find in the New England Patriots locker room? How 
many people not doing their job or not holding 
themselves and others accountable? Right. Zero.  

The amount of time, effort, and energy they put in is 
also disproportional to what others would deem 
“reasonable.” They are always full-on, pedal-to-the-
medal. Michael Phelps was in the pool for eight hours a 
day, every day, for years before his first Olympics. The 
best know that seeking “balance” will not get you to the 
top, never mind keep you there. You need to get 
unreasonable in what you expect of yourself and others 
if you’re going to get to and stay at the top. 

Reason #2: Focus on differentiation and 
domination versus competing 

The great ones aren’t just looking to be better than 
the competition and win more business, they’re to be 
completely different and own the entire market. Look at 
any leader from Fed Ex, to Apple, to Umpqua Bank. 
What do they have in common? They shifted the 
paradigm and completely changed the way their industry 
was looked at and perceived. Forget best practices. 
They went outside their industries and broke the mold to 
create something new.  

These leaders also take full advantage of any and all 
means at their disposal to win. The New England 
Patriots have used drop-kicks, eligible and ineligible 
receivers, linebackers chipping Marshall Faulk and 
receivers in Super Bowl XXXVI, and numerous other 

plays and concoctions that have the most experienced 
officials going to the rule book and instant replay... And 
other coaches and teams complaining afterwards. Do 
they push the envelope? Yes. Anyone great over the 
long haul does.   

The best aren’t simply looking for their slice of the 
pie, they want the whole pie. It amazes me how many 
companies tell me their annual growth target is 
something like 3%. And that is in a good market. In a 
good market you can hit 3% in a coma. If you asked 
Oprah, Arnold, and Peyton for their growth goal, what do 
you think it would be? 25% or more. Every year. 

Oprah, Arnold, and Peyton would also dominate the 
airwaves and soundwaves. You’d see and hear them 
everywhere. From Chambers of Commerce, to 
community events, to fund raisers, to radio, television, 
magazines, social media, billboards… They’d be 
ubiquitous. You wouldn’t be able to get away from them.  

Do as much business as possible at the highest 
service level possible. Exploit your advantages and do 
everything you can to ensure everyone knows about you 
and how you’re unique. 

Reason #3: An all-or-nothing, do-or-die, burn-the-
boats mindset 

The great ones always play with desperation as if 
their life depends upon winning. Even when far ahead, 
the best still compete with urgency as if they are losing. 
They don’t wait for 9-11, a stock market crash, or an 
economic downturn to get motivated and moving. They 
chase business as if they are down to their last dollar 
and are facing serious threats to their business now.  

The best of the best turn over every stone, pursue 
every avenue, and make sure they’ve done everything 
possible to win. They burn the boats behind them, cut off 
all escape routes, determined to win or die trying, there 
is no return home without victory.  

Reason #4: Complete ownership and 
responsibility for success and failure  

The best know the economy, the market, the 
government, or anything else, does not determine victory 
or defeat, they do. They realize that, even in the most 
difficult conditions, someone is knocking it out of the 
park and doing more business in spite of the reason 
everyone else is using for failure. The best are 
contrarians. When everyone else is cutting costs and 
expenses in an attempt to survive, they double efforts 
and expand into the market place. They significantly 
increase efforts and outreach. The best create their own 
economies. 

Continued on page 24 

http://www.fyiexpress.com/


More Than Just a Pen:  An Identity.  

 Make Your Mark.
Every time you reach for a pen, take a sip from your coffee mug, or make a note in your calendar, 

remember that 89% of consumers can tell you the name of the brand on a promotional product 
that they have received in the past 24 months.  Investing as little as 23¢ cents per pen, with your 

logo on it, will make a lasting impression for your brand.

How do you and your business stand out? Are you inadvertently missing the mark? 
The main use for promotional products is to increase brand recognition. 

With the rise of visual marketing, businesses are learning to show, not just tell. 
But why stop there?  By giving your business a personal touch, your clients 

can carry your branded product, along with the memory of your quality of service.  
It’s time your clients have your brand in hand!

Pbay Promo can give you a hand with your brand by offering your company, 
or campaign, the utmost attention it deserves, and the expertise you need 

to make your promotions stand out, from start to finish. 

Committed to offering clients an unmatched level of excellence in our products 
and services,  Pbay Promo is focused on providing an exceptional customer experience,  

for your every promotional need.  We meet or beat competitor’s prices, and 
provide knowledgeable support to ensure your order suits your needs perfectly.  

If you have a brand identity, we will bring you brand mobility. 
               It’s time to get noticed!

http://www.fyiexpress.com/
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Oprah, Arnold, and Peyton 

Continued from page 22 

Those at the top always focus on and get better at 
the basics of doing the work necessary, building 
relationships, getting better at selling, keeping a good 
attitude, preparing for the price objection, and building 
value. 

Remember that success is up to you; you own it and 
control it. Provided you have solid goals and strong 
enough reasons why you need to get there, you’ll get 
there.  

Reason #5: 100% Belief and conviction followed 
by massive action, persistence, and perseverance 

The best know they are going to exceed their goals 
and completely dominate their market and that is their 
single, laser focus. There is simply no doubt they are 
going to win their industry’s version of the Super Bowl. 
They take massive action; again, some would say 
unreasonable, insane action, to make it happen. 
Whereas most people far underestimate the amount of 
work it will take to achieve a goal, the best far 
overestimate the amount of effort necessary and get to 
work with a raging fire in their belly. And if they fail? 
They continue until they succeed. No white flags… no 
retreat, no surrender. 

John Chapin is a sales and motivational speaker and 
trainer. For his free newsletter, or if you would like him to 
speak at your next event, go to: 
www.completeselling.com  

John has over 28 years of sales experience as a 
number one sales rep and is the author of the 2010 
sales book of the year: Sales Encyclopedia. For 
permission to reprint, e-mail: 
johnchapin@completeselling.com. 

John Chapin 

# 1 Sales Rep w 28+ years’ experience, Author of the 
2010 sales book of the year: SALES ENCYCLOPEDIA 
(Axiom Book Awards) - The largest sales book on the 
planet (678 pages).  

508-243-7359 - 24/7  

johnchapin@completeselling.com  

www.completeselling.com 

LINKEDIN: once logged in find me under: 
johnchapin1  

FACEBOOK: http://www.facebook.com/johnjchapin  

TWITTER: http://twitter.com/johnjchapin 

 

http://www.fyiexpress.com/
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Summer Cookout Crossword Puzzle 
You can find the words in the grid by looking Diagonal, Forward, Backward, Up, and Down. Use the solution grid as a 

last resort. Circle them with a pencil or use a marker to highlight the letters. But most of all HAVE FUN!!! 

 

APPLE PIE 13:21 
FORKS 16:17 
PULLED PORK 17:12 
BARBECUE 3:13 
FRUIT 8:5 
RELISH 20:3 
BEANS 21:5 
GRILL 5:13 
RIBS 5:18 
BEER 18:21 
GUACAMOLE 13:1 
SALADS 20:16 
BIKES 2:7 
HOT DOGS 14:7 
SALSA 17:7 
BROWNIES 16:11 
ICE CREAM 8:14 
SAUCE 20:16 
BURGERS 10:21 
ICED TEA 15:1 
SAUSAGES 2:15 
CHARCOAL 17:8 
INSECTS 8:8 
SEAFOOD 12:3 
CHICKEN 4:15 
KETCHUP 4:11 
SHRIMP 19:19 
CHIPS 12:16 
LEMONADE 18:8 
SODA 2:13 
COLESLAW 18:13 
MATCHES 3:2 SPOONS 8:13 
CORN ON THE COB 9:9 NAPKINS 6:2 STEAKS 10:19 
CUPS 13:5 PARADE 10:10 STREAMERS 10:20 
DEVILED EGGS 7:18 PASTA SALAD 1:10 TOMATOES 12:1 
DIP 1:3 PIES 7:5 WATERMELON 5:2 
FIREWORKS 6:4 PLATES 15:14 WINE 18:10 
FLAGS 12:11 POPSICLES 9:10  

 

Join today at www.Georgia-Agents.com 

    1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 

1   W V D I P B G A R P A S T A S A L A D Z L 

2   X S S E K I B I I A D O S T S L D F R S H 

3   V M T W U E U C E B R A B A I B U U Y R U 

4   F W A C P U H C T E K Q U R C H I C K E N 

5   S W A T E R M E L O N S G U D J Z R S M U 

6   E N D F C S N X T C A W I E Q R S D K A Z 

7   O A O I P H N S G G E D E L I V E D A E Q 

8   T P O R F I E I E N B Q S I S P G V E R T 

9   A K F E R B E S C P C P D G C J E S T T B 

10   M I A W U S I S O P O I A D L E E L S S B 

11   O N E O I F P P R O A L V A E I C E P U B 

12   T S S R T U S C N E F R O D N C T R R P S 

13   G I A K C I E S O T J C A W N A H G E K A 

14   M U G S C U H B N H R N O D L Z E I R A I 

15   I U A L L O P H T A O R E P E R L O P B M 

16   E C E C T A S Q H M B N O X S G F L X S O 

17   S S E D A I S C E O I P U L L E D P O R K 

18   O N O D L M B L C W X N C O L E S L A W B 

19   O G A E T W O T O P Y J A P M I R H S A E 

20   S C R E F E A L B E S D A L A S A U C E E 

21   F H W G B U A S E U G J R S U H T N B L R 

http://www.fyiexpress.com/
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Why be a Limited 
Subagent with no binding 

authority when you can be 
a fully licensed Personal 

Lines Agent? 

Only $79.00! 

Don't Pay until you pass 
Final Exam 

20 Hour Personal 
Lines Agent Pre-
Licensing: Course 

#50484 

 

When you can correctly 
answer the online quizzes 
shown on page 15 and the 

Practice Exams in this Study 
Manual … 

  

You’re ready for the Final 
Exam!  

 FREE DOWNLOAD 
144 Question Exam for Personal 

Lines Agent Certificate of 
Completion

20 Hour Personal Lines 
Agent Study Manual 

 

Join GIAA and all of your 
CE + Limited SubAgent 
Pre-licensing + Personal 
Lines Agent Pre-Licensing 
is FREE for all agency staff. 

www.Georgia-
Agents.com 

http://www.fyiexpress.com/
https://www.classmarker.com/online-test/start/?quiz=j6x56e46b61904e5
https://www.classmarker.com/online-test/start/?quiz=j6x56e46b61904e5
https://www.classmarker.com/online-test/start/?quiz=j6x56e46b61904e5
https://www.classmarker.com/online-test/start/?quiz=j6x56e46b61904e5
https://www.classmarker.com/online-test/start/?quiz=j6x56e46b61904e5
http://www.fyiexpress.com/uploads/8/2/0/6/8206401/20-hr-personal_lines_agent_study_manual.pdf
http://www.fyiexpress.com/uploads/8/2/0/6/8206401/20-hr-personal_lines_agent_study_manual.pdf
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Have you asked your staff?  

In virtually every one of my agency visits, when I 
meet with the staff, I ask those staff a very basic 
question: What do you think is a realistic issue that in 
your area has the potential to generate an E&O 
claim? I have been asking that question for many years 
and very honestly, every time I ask I get a very 
thoughtful answer. Whether the staff member is a 
“newbie” or a 30 year veteran does not make difference.  

What this says to me is that the agency staff, 
without a doubt, knows the issues that could occur 
or are occurring in their area that concern them and 
may in some cases “keep them up at night”.  

When was the last time you asked your staff this type 
of a question? First, it is important that you encourage 
and potentially reward them for their openness and 
honesty. Based on their response, the follow up 
questions should focus on what needs to be done to 
address those concerns. Possibly, the solution might 
involve additional training or a better understanding of 
the expectations. In some cases, the solution might 
include some additional initiatives such as education of 
the customers on how their insurance works. Obviously, 
it is important to discuss the issues that arise and 
determine what additional steps are necessary. I don’t 
give the folks a heads-up on the question but it might be 
appropriate to give the staff some advance notice 
to encourage very thoughtful answers. Maybe even 
consider a recognition of some type for the issue of 
highest concern.  

Most managers probably believe that they know all of 
the issues and concerns within their agency that have 
E&O claims potential and in most cases, they probably 
have a pretty good idea. But to compliment that 
knowledge of the issue, involve the staff and ask for 
their thoughts. I bet they have some interesting 
perspectives that might just be a surprise and be 
very valuable moving forward.   

 

 Dedicate time to discuss E&O (and 
only E&O)  

When was the last time the office staff got 
together specifically to discuss the variety of issues 
pertaining to E&O loss prevention? In most agencies, 
the answer is probably “we never have”.  

Recently, I was at an agency’s office and it was very 
evident that at least once a year (sometimes twice), the 
various staff get together and review the key E&O 
objectives. Issues such as documentation (what it 
should look like), exposure analysis / annual 
checklists, the importance of policy checking, etc. 
were discussed. Obviously this agency has a very 
strong E&O culture and their goal is to make sure that 
everyone understands the role they have in determining 
this culture. After all, agencies don’t make mistakes, 
people do. 

Now that we are in the second half of the year, 
agencies should look to review the various procedures / 
issues, etc. If possible, close the office for the day, 
spend a half day reviewing the E&O issues and then 
do a fun thing in the afternoon. There is probably no 
perfect time to do this (like having a kid or buying a 
house) but sometimes, it just needs to happen. This can 
be done at a staff meeting but to ensure that the staff is 
focused on the issues at hand, a separate commitment 
might be more beneficial. 

If you are looking for E&O topics, consider the 
use of many of the articles from this blog. Good 
luck. 

More E&O Tips at http://www.agentseotips.com 

GIAA Membership has More Advantages! 

FREE Online CE 

FREE Online Pre-Licensing for Personal 
Lines Agent & Limited Subagent 

More info at www.Georgia-Agents.com 

http://www.fyiexpress.com/
http://feedproxy.google.com/~r/AgentsEOTips/~3/9SulsePcWuE/?utm_source=feedburner&utm_medium=email
http://feedproxy.google.com/~r/AgentsEOTips/~3/HiwlYjGFiww/?utm_source=feedburner&utm_medium=email
http://feedproxy.google.com/~r/AgentsEOTips/~3/HiwlYjGFiww/?utm_source=feedburner&utm_medium=email
http://www.agentseotips.com/
http://www.georgia-agents.com/
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First, clearly identify the problem. Then move 
forward in finding the solution 

The Producer Online IN ACTION is a monthly 
reminder of how you can turn the knowledge gained 
from The Producer Online into powerful sales 
opportunities. 

Leila was struck by another patient at her nursing 
home. She was then struck again by that same patient 
but this time she suffered multiple broken bones. 

See how the courts reacted to the argument of the 
nursing home’s insurance company that coverage didn’t 
exist because the injuries were not the result of an 
occurrence.   

Is there an occurrence when the injury was 
intentional? 

 

Ms. Walker, an Alzheimer's patient, was struck by a fellow 

patient at Magnolia Estates. Two months later that same 

resident struck her again, but this time several of her bones 

were broken. Her family sued Magnolia for its negligence for 

not properly protecting Ms. Walker. Magnolia presented the 

suit to Cincinnati Insurance, but it denied coverage for two 

reasons. The first argument was that there was no occurrence 

and the second was that the incident was excluded because it 

was both expected and intended. 

Click here to see if the courts agreed that Magnolia had no 

coverage for their alleged negligence. 

 Lead with the need 

Nursing homes have many specific needs so prospecting with 

that need in mind can be very important. Extra expense 

coverage is particularly important because a nursing home 

cannot stop serving its patients following a property loss. Extra 

expense coverage can provide the money that allows a nursing 

home to put its emergency plans into effect. 
 

What is an occurrence? 

 

The term "occurrence" is one of the most important 

terms in a coverage form because without an occurrence 

there is no coverage. The ISO CGL definition of 

occurrence requires that there be an accident. Cincinnati 

argued that Ms. Walker being struck was not an accident 

and therefore it could not be an occurrence. 

Click here to review a PF&M discussion of the term 

"occurrence" when used in personal or general liability 

coverage forms. 
 

Writing nursing homes requires vigilance 

 

Nursing homes provide round the clock care for very 

vulnerable individuals. Some are physically fragile but mentally 

alert while others are physically strong but mentally impaired. 

Administrators, nurses, aides and other service providers 

oversee the care of each patient based on the specific needs. 

This class of business could be a very attractive niche due to 

the growing number of homes and the anticipated future needs 

due to the aging population. 

Click here to review the producer's commercial lines risk 

evaluation system narrative on nursing homes and consider 

the opportunities in your area. 
  

Click here to review a business building letter focusing on extra 

expense coverage that you could tailor specifically to nursing 

homes. 

http://www.fyiexpress.com/
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Get your Free  30-Day Trial or an  Informational Video at  
www.roughnotes.com

For 135 years Rough Notes has been  
dedicated to making you a better agent.

Become the coverage expert with the Producer Online-Plus

Producer Online Plus is designed with the powerful technology and technical  
insurance content you’ve come to expect from Rough Notes. Narrative overviews  
of operations and exposures for more than 650 classes of business are just a small  

part of what is included in this product.

 
Commercial Lines Risk Evaluation Survey
Personal Lines Risk Evaluation Survey
Policy Form & Manual Analysis
Coverages Applicable
The Insurance Marketplace
Marketplace Cybercast

ACORD Forms Library
Business Building Letters
Insurance Words & Their Meanings
E-marketing for Agencies
Rough Notes Magazine
In Action Monthly Newsletter
Videos for your Website

Producer Online-Plus Includes

Go to www.roughnotes.com for your Free 30-Day Trial
Or call 800-428-4384

To order go to: http://shoppingcart.roughnotes.com/produceronline/ 
Enter Code: 1POLAGIAA
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“What You Don’t Know Can’t Help You!” … Eddie K. Emmett, Editor / Publisher 

 

Do CSRs have to be licensed?
Do CSRs have to be licensed? 

The answer is “Yes” if: 

The CSR is a person who sells, solicits, or negotiates 
insurance. 

The CSR receives commission on insurance sales. 

The CSR handles endorsements and reinstatements. 

The CSR gives quotes for insurance. 

The CSR completes insurance applications. 

The CSR handles renewals. 

The CSR answers coverage questions. 

So just what can an unlicensed CSR do? 

Mostly managerial and clerical tasks only indirectly 
related to the above tasks. I’m not so sure they can even 
take payments since that is a vital part of insurance 
sales. 

Check out O.C.G.A. § 33-23-4 in the “Laws & Regs” 
link at the bottom right corner of www.GAInsurance.org 
for a more murky explanation. 

So what should an unlicensed CSR do? 

If they are handling only Personal Lines P&C, a 
Limited Subagent license should do the trick. 

The sponsor is responsible for 
their actions, a state exam is not 
required and they can take the 
required 20 hour pre-licensing 
course from the comfort of their 
desks for only $79.00 at 
www.Georgia-Agents.com.  

It gets even better than that! 

CSRs may study the 20 hour Limited Subagent 
course, take an exam and download a Certificate of 
Achievement for free. It serves as great refresher 
training on Personal Lines such as auto, home and 
renter’s insurance. 

But if the CSR handles lines other than Personal 
Lines, a full blown agent’s license is required. 

The Georgia Department of Insurance encourages 
the insuring public to report any complaints about 
insurers, agencies and agents. 

The first thing checked is whether or not the person 
in the complaint is properly licensed for that transaction. 

Here’s the scenario if the CSR is found to be in 
violation of O.C.G.A. § 33-23-4: 

Any person who willfully violates this Code section 
shall be guilty of a misdemeanor and, upon conviction 
thereof, shall be subject to punishment as provided in 
Code Section 17-10-3, relating to punishment for 
misdemeanors. 

Code Section 17-10-3: By a 
fine not to exceed $1,000.00 or 
by confinement in the county or 
other jail, county correctional 
institution, or such other places 
as counties may provide for 
maintenance of county inmates, 
for a total term not to exceed 12 
months, or both. 

That applies to the CSR, the 
agency owner, and the 
insurance companies who paid commissions to 
unlicensed entities. 

I wonder if they assign adjoining jail cells. 

 

www.Georgia-Agents.com 

 

GIAA Members can earn 24 hours Online CE and 20 
hours Limited SubAgent Prelicensing for all employees 
for only $99.00 per year! 

http://www.fyiexpress.com/


The Complete CSR Training Program 

 

 

 

No travel … No Time Out of the Office … Study at Your Own Pace at Your Own Desk! 

20 Hour Limited Subagent Pre-Licensing Online Course only $79.00 

After you get licensed … then you get to learn how to sell & service Personal Lines 

Personal Lines CSR training using “How To” videos, articles and interactive quizzes. 

Get the latest “How To” instructions on Web Marketing for your insurance Agency 

 

Check it out at 
www.FYIExpress.com or 

www.Georgia-Agents.com 
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It sometimes 
frustrates me, and 
I’m sure it does 
you as well, when 
you call to get 
customer support 
and you hear that 
recording, “Your 
call is very 
important to us. 
Please hold for 
the next available 
agent.” And, then 
they make their 
customers hold 
for a length of 

time that would make most people wonder if their call 
really was important to them.  

Or how about when you finally do get to the customer 
support rep and they don’t treat you like a person. They 
are impersonal and treat you like an account number. 
They answer the call with a stoic and less than 
enthusiastic tone of voice and follow with a series of 
impersonal questions about your account number, the 
last four digits of your social security and your mother’s 
maiden name, only then do they ask what they can help 
you with.  

It frustrates me when the customer service people act 
with apathy. Don’t they care about us? After all, aren’t 
we the people that pay their salary? Don’t they know 
what their job is? Here is my thought. Even though they 
were hired to answer questions and solve problems, 
they actually have a number of very important 
responsibilities.  

1. They are hired to solve customer problems. Isn’t 
that what customer service people usually do?  

2. They are role models for others to emulate. 
Good behavior leads to more good behavior. 
Unfortunately the opposite is also true. So, when 
employees step up and deliver a great service 
experience for their customers, it sets the 
example for others in the company. It has a 
contagious effect as others catch the passion 
that these excellent employees have for helping 
their customers.  

3. They are brand ambassadors for the company 
they work for. This goes beyond the hours that 
employees spend at work. A brand ambassador 
is a 24/7 job. Never speaking badly of the 
company, these excellent customer-focused 
employees always take advantage of 
opportunities to talk up their employer.  

4. They make their customers feel like customers. 
While any given customer may not be the 
biggest or most important customer that they 
have, they should never make the customer feel 
as if they are anything less than important. And 
for the few minutes they are interacting with their 
customer, they may make that customer feel like 
he or she is their most important.  

5. They must restore confidence. This one may be 
the most important of all. Solving their 
customers’ problems is expected. The key is to 
do it in such a way that also restores confidence. 
That means with the right attitude, a sense of 
caring, empathy and urgency.  

6. I spoke with Janet Poklemba, a customer 
experience manager for a home warranty 
company at a recent conference.  The company 
sells home warranty programs and when 
something breaks, customers call in to place a 
claim for service. Her customer service mantra 
for her employees is simple and effective, and is 
the perfect way to sum up this short article:  

We are people helping people, not people processing 
claims.    

Shep Hyken is a customer service expert, keynote 
speaker and New York Times bestselling business 
author.  

For information contact or www.hyken.com.  

 For information on The Customer Focus™ customer 
service training programs go 
to www.thecustomerfocus.com.  

 

Follow on Twitter: @Hyken  

   

Copyright ©MMXVI, Shep Hyken – www.Hyken.com  

Shep Hyken, CSP, CPAE is a 
customer service expert, hall-of-
fame speaker and New York 
Times and Wall Street Journal 
bestselling author. He works with 
organizations to build loyal 
relationships with their customers 
and employees. He is also the 
creator of The Customer Focus, a 
customer service training program 
that helps organizations develop a 

customer service culture and loyalty mindset.  For more 
information contact (314) 692-2200 or www.Hyken.com  
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http://hyken.com/customer-experience-2/respect-customers-time-resolve-customer-service-complaints-quickly-2/
http://hyken.com/customer-confidence/guarantee-your-products-and-service-to-create-customer-confidence/
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HOW DOES THE DOVETAIL PUBLIC EXCHANGE 
WORK? 

Dovetail Public Exchange is a small commercial solution 
offering insurance products designed for the small 
business owner. The quote-to-issue feature of the 
Dovetail Exchange allows the user to combine monoline 
policies from a variety of carriers in a single transaction 
to form a tailored “package” for the insured. Policies can 
be selected from a variety of “A” rated carrier quote 
options in all 50 states.  
 
Property Limits up to $15M ($5M per location) 
Casualty Limits up to $2M/$4M 
Employees up to 75 people 
Sales up to $15M 
 
Using the advanced technology of the Dovetail 
Exchange will change the way you write small 
commercial insurance. The ease of a single 
application/single bill transaction allows a more 
productive and profitable means of insuring a small 
business owner. Providing multiple issued policies within 
30 minutes will undoubtedly create an impactful 
relationship with your customers.  

READY WHEN YOU ARE 

We offer a Portal to our Producers allowing you to quote, 
bind and issue policies for customers within minutes. 
Through the Portal you will also be able to manage your 
portfolio of business. 

PRODUCERS WANTED 

If you are a Producer interested in selling our products 
and obtaining access to this Portal, please contact Judy 
Barkwell at jbarkwell@dovetailinsurance.com  

 

Meet Judy at Insurance Expo 2016 Trade Show 

12:00 – 3:00 on July 27 -28 

What’s Your Sign? 

In a Shoe Repair Shop 

We will heel you  
We will save your sole  
We will even dye for you. 

In a Podiatrist's office:    
"Time wounds all heels.”  

On a Septic Tank Truck:  
Yesterday's Meals on Wheels 

At an Optometrist's Office:  
"If you don't see what you're looking for,  
You've come to the right place.”  

On a Plumber's truck:  
"We repair what your husband fixed.”  

On another Plumber's truck: 
"Don't sleep with a drip. Call your plumber.” 

At a Tire Shop in Milwaukee:  
"Invite us to your next blowout.”  

On an Electrician's truck:  
"Let us remove your shorts.”  

In a Non-smoking Area:  
"If we see smoke, we will assume you are on fire and will 
take appropriate action.”  

On a Maternity Room door:  
"Push. Push. Push.”;  

At a Car Dealership:  
"The best way to get back on your feet - miss a car 
payment.” 

Outside a Muffler Shop:  
"No appointment necessary. We hear you coming.”  

In a Veterinarian's waiting room: 
"Be back in 5 minutes. Sit! Stay!” 

At the Electric Company:  
"We would be delighted if you send in your payment on 
time. However, if you don't, YOU will be de-lighted.” 

In a Restaurant window:  
"Don't stand there and be hungry; come on in and get 
fed up.”  

In the front yard of a Funeral Home: 
"Drive carefully. We'll wait.” 

At a Propane Filling Station: 
"Thank Heaven for little grills.” 

In a Chicago Radiator Shop:  
"Best place in town to take a leak.”  

And the best one for last…;  
Sign on the back of another Septic Tank Truck:  
"Caution - This Truck is full of Political Promises" 

http://www.fyiexpress.com/
mailto:jbarkwell@dovetailinsurance.com

