=¥,
A

Independent ' .-

¥

N\ _
mstea| lNSUraNce:
€1 Agents o -lowa.

WINTER 2019 o VOLUME 37 e [SSUE 1
INDEPENDENT INSURANCE AGENTS OF IOWA

In This Issue:
Three Traits of a Highly Successful Independent Insurance Agent in Iowa
Big "I'" Hires

How to Think About Documenting Text Messages for E&O Protection

17 Ways To Get More Work Done — And Be Happy Doing It!
2018-2019 lIAl Board of Directors

lIAI Staff

How To Communicate Effectively During The Sales Process
Up Coming Events

New Home for IMT Insurance

T

e = &



WHEN

THE DOOR
DINGS,

WE ANSWER.

AUTO INSURANCE THAT’S DESIGNED TO BE WORRY FREE
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Three Traits of a Highly
Successful Independent

by Tim English, CIC
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SERVICE, TRUST AND LEADERSHIP!

I believe many independent insurance agents in Iowa have three common
characteristics making them successful in our industry...Service, Trust and
Leadership! Many of these same agents don’t even realize they have the above
qualities, they just come naturally. Let me expound a bit on each of the afore-
mentioned traits that distinguish agents from being just average.

Service — I see many examples of inde-
pendent agents across this great state
giving back to their local communi-
ties. Whether it is volunteering on the
local school board, city council, church
group, hospital board, or coaching a
local little league team, our customers
see the commitment given to a worthy
cause or charity by agents and helps
solidify your relationships.

Our 41st President George H.W. Bush
passed away recently and my favorite
quote of his was “any definition of a
successful life must include service
to others”. Service to others, to me,
is being unselfish, it means doing
something for someone else without
expecting reward or gain. Successful
agents make every effort to give to
others without expecting anything in
return. They are “paying it forward”.

Trust — The glue holding any business
relationship together is trust, and trust
is based on integrity. Insurance agents
who do not estab-
lish trust with their
clients don't last
long in the busi-
ness. Successful
agents are honest
and fair with clients
and do their best to
protect them from unexpected finan-
cial emergencies. They rely on us to
deliver the best possible insurance
protection at the best price and being
there in a time of crisis.

Every industry has some bad apples
and ours is no exception. However, I
believe the vast majority of agents in
Iowa are honest, ethical, hardworking,
and knowledgeable professionals.
With insurance options available to

consumers through the internet, I
believe most consumers still want a
local agent to give them advice they
can trust!

Leadership - A good leader is one who
has a clear vision and has the ability
to share their vision with others and
inspires them to follow willingly to
achieve that goal or vision. As we go
about our daily lives, we find ourselves
in varying degrees of leadership — in
our family, our communities and in our
offices. How do you handle your role
as a leader? Successful leaders lead
by example and try to coach or mentor
others to become effective leaders in
the future.

I've been fortunate to have effective
leaders coach, advise, and mentor me
along the way in my insurance career.
Their patience has
helped me become
a better person,
agent, and leader.
Agents who are
trying to motivate
and inspire others
to be successful

in this industry and show that you're
willing to put them first, is the mark of
a true leader!

As we begin the new year, I challenge
all agents to work on the three traits
to become a better agent. When you
put all three of the above character
qualities together, you get a recipe for
a success in not only the insurance
industry, but also in life. Keep paying
it forward!

@
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www.bigihires.com

What is it and how does it give my agency a competitive advantage in hiring
staff, producers and administrative employees.

As independent insurance agents,

we are often faced with the challenge
of hiring new people in our agencies
due to growth, terminations, turnover
or retirements. It is very clear that

the future of the indepenent agency
system relies on us finding the bright-
est talent available. According to a
Jacobson Group survey, voluntary
turnover rates have risen from 9.8% in
2009 to 13.7% in 2017. The Gen X, Gen
Z (aka Millennials) and Gen X workers
are very mobile. So, finding the perfect
producer or CSR is challenging if not
impossible. When owners were asked
what biggest hurdle they faced in
2018, 44% responded by saying finding
new qualified employees.

As many of you have experienced,

the quality and education level of

new employees has increased, hit-
ting new highes. This is due to the
complexity of the sales process for
producers (value added services) and
the increased workload insurance com-

panies place on our agency to submit
new applications, monitor ongoing
service work and uploading/download-
ing policy changes. Just the computer
input knowledge required to run an
agency today is complex at best.

The Big "I" has heard the agents nation-
wide and recently rolled out a program
called Big '"I" Hires. Big 'I" Hires is a
one-stop resource specifically created
to help independent agency recruit and
retain the quality of talent required to
run an insurance agency today.

If you logon to www.bigihires.com
(make sure to have your login infor-
mation) you will find three areas of
programs:

= DIY - This program module provides
step-by-step guides and templates
to hire producers and CSR’s.

= Recruit - A tool kit designed to help
post jobs, assess skills and find the

right candidate. The Big 'T" has part-
nered with IdealTraits, an insurance
agency specific recruiting portal, to
offer a comprehensive resource to
assist agents in all aspects of the
hiring process including identifying,
hiring, assesing and training top pro-
ducers and CSRS

= Caliper - Guidance to help eval-
uate knowledge and personality.
You will find tools like the Caliper
Assessment Testing, Sales Call
Reluctance Testing and Technical
Knowledge Testing.

The programs listed above come with
a cost for each module. It does cost
the Big 'T" valuable time and expense
to partner and help develop these pro-
grams, but I am sure you will find the
member price more than reasonable.

If you have any questions about utiliz-
ing the programs to optimize the value
to hire employees, you can contact the
Independent Insurance Agents and
Brokers of America at 1-800-221-7917
and just ask for help with the Big 'T"
Hires progam.

*
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and-raised kind of expertise we look for in a team. And they’re supported by our caring claims

group so your clients can get back to the &dﬂ?’gt hand, just like they’ve done for generations.
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ing as a communication channel is not going to slow
down and certainly is not going away.

The key to proper documentation of these conversations is
training staff on how to make sure copies of text messages
get to someone who can make sure they are attached to the
client file.

Documenting this way is currently cumbersome. There
are documentation gaps. You know this, I know this and
your agency E&O underwriter knows this.

You know as well as I that the adoption of text messag-

The Process is Improving — Slowly

While the process is improving, it is slow and there are some

gaps in your current process. Here are some thoughts on

where we are now and steps you can take to improve:

= Find out who is texting: While outside salespeople might
text clients and prospects more than inside staff, don't
assume.

= Device being used: It is likely all staff is currently using
their personal phone for text messages. Personal phone
for business use may create problems.

= Electronic Communication Policy: What is your organiza-
tion’s electronic communication policy? Is it clear what is
expected of staff that uses their personal device to commu-
nicate with clients? What documentation is acceptable?

= Upgrade management system: Several manage-
ment system vendors have upgraded or are upgrading
their platforms to handle inbound and outbound texts.
Typically, these texts are sent to an agency phone number
and imported into the system for documentation.

= Train all staff: When your management system can take
over text communication, you will continue to have indi-
vidual personal phones used by clients. Decide if you will
require (and how you will enforce) the use of the agency

)
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How to Think About
Documenting Text Messages
for E&O Protection

By: Steve Anderson

_o-‘_":...l

text number of all “official” agency/client communications.
= Train your clients: It is going to be hard to get your clients

to move to the agency text channel. Old habits are hard to

break. An option might be to train staff on how to forward

a received text on their personal device to the agency num-

ber to more easily get it attached to the client file.

My key point is to begin the discussions now for how you
want to handle these communications in the future.

Software recommendations for documenting
text messages

There are a couple of software options that allow creating
a document (typically PDF's) of text conversations.

1. I have previously written about using iExplorer to create

PDF's of text conversations.

2. Another option I recently came across is Decipher

TextMessage.

Capturing phone screenshots of the text message and
emailing to someone in the office continues to be a favorite
method of sending documentation. For many, this can be
a cumbersome multi-touch process. No matter how you
preserve text messages for client documentation, you should
make sure the records have all of the information necessary
for them to be admissible in court if the need arises. Always
consult a lawyer for the specifics for your region about what
information is required.

For most legal matters the following details should be
visible in your text message documentation:
= Date and time of the messages.
= The real contact information for the other party or parties

in the text message conversation. For SMS this is a phone

number. For MMS or iMessages, this is either a phone
number or an email address.

wINTER 2019 | Viewpoint | o
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Underwriters who know and understand what
coverages are necessary for each unique business.

Loss prevention professionals who use a hands-on approach
to help develop programs tailored to each specialty business.

Claim reps with the expertise and technology
to process claims quickly and efficiently.

As an Official Supplier of the Silver Lining®, you and West Bend
will find a specialized insurance plan for your valued customers.
To find out more, talk to your West Bend underwriter.
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WEST BEND"

CELEBRATING 125 YEARS

Celebmting 125 years gf valued relationsbips with our agent partners.
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WE'RE POSITIVE
ABOUT THE FUTURE.
ESPECIALLY YOURS.

At Grinnell Mutual, we're focused on growing long-term, trusting relationships with
agents and their clients. Make your future with us — and make a difference in the
lives of others every day. Trust in Tomorrow.® Talk to us today.

AUTO | HOME | FARM | BUSINESS

grinnellmutual.com —

© GRINNELL

MUTUAL.

Trust in Tomorrow?

“Trust in Tomorrow.” and “Grinnell Mutual” are registered trademarks of Grinnell Mutual Reinsurance Company. © Grinnell Mutual Reinsurance Company, 2018



ost everyone has figured out
M that performance expecta-

tions keep going up. To put it
bluntly, we face the challenge of doing

more in less time. And it's not about to
change anytime soon.

In the past, those with lots of expe-
rience fared well. But not today.
Experience can hold us back, like run-
ning against a strong wind. Experience
is about what we've done in the past
and it has value in a never-changing
environment. On the other hand,
expertise prepares us for what we
must do next so we can face the future
with confidence.

The question, then, is how to tran-
sition from experience to expertise,
from looking backward for answers to
looking forward with solutions. Here
are 17 ways to do it:

1. Have the right mindset.
Experience short-circuits the think-
ing process. We go from zero to
60 in a split second. We tear into
tasks because we've been there

By: John Graham

before and know what to do. It
takes an analytical mindset when
entering uncharted territory.

Figure out what you need to
know.

More often than not, problems,
misunderstandings, and confu-
sion occur because we didn't ask
enough questions—or, more likely
any questions. We get off on the
wrong foot by not knowing what
we need to know.

Give yourself time.

Some say they do their best work
in a crisis or at the last minute.

It’s also easy to deceive ourselves.
Where does that leave us when we
run out of time? The answer: in
trouble and making excuses. And
feeling overwhelmed.

Work on it and let it sit.

The best solutions rarely, if ever,
occur on the first attempt, whether
it's writing a report or working

on a project. The human mind
needs “noodling” time to work in

17 WAYS TO GET MORE
WORK DONE - AND BE
HAPPY DOING IT!

the background without pressure.
Remember, everything can be
improved.

Avoid confrontations.

It isn't easy, particularly since we
seem to possess an “urge to be
right,” a gyroscope of the mind.
When coming into contact with an
opposing view, the mind pushes
back to regain its balance. It helps
to view it as a signal to take a
closer look before having a confron-
tation.

Never assume things will go
smoothly.

Why do we never get over being
surprised when things go wrong?
It's as if someone is playing cruel
jokes on us or deliberately throwing
us curve balls to cause us grief. It's
best to be prepared by anticipating
what might go wrong.

Second-guess yourself.

To avoid getting blindsided, ask
yourself “what if” questions to
foresee possible outcomes. Then,

*
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10.

when asked about alternatives,
you can say you considered various
options and why you chose this
one.

Learn something new.

If you can do your job without
thinking about it, you're probably
bored and underproductive. The
human mind gets moving and stays
active by coming up with new
ideas, making improvements, and
solving problems.

Go beyond what’s expected of
you.

It’s easy to put up a “I've reached
my limit” or a “I'm not paid to do
that” sign. Everyone feels that way
at times. If we do, we can count on
dismal days ahead.

Be present.

It’s easy to be at work and not be
present. The average employee
spends just under eight hours a
week on personal stuff, most of

Ask your surety
underwriter about the
common sense power
of Merchants’ quill.

MERCHANTSS, ® © O O

BONDING COMPANY.

COMMON SENSE SURETY SINCE 1933

Merchants Bonding Company™ (Mutual), Merchants National Bonding, Inc. &
affiliated companies | 6700 Westown Parkway, West Des Moines, IA 50266

11.

12.

1.800.678.8171 | www.merchantsbonding.com

it on email and social media. For
those 18 to 34, add two hours a
week, according to a staffing firm
Office Team survey. That's a day a
week of not being present.

Ask questions.

Have you started on a task and get
into it only to discover you're on the
wrong track? Most of us have—too
many times. It occurs when we're
too sure of ourselves or reluctant
(embarrassed) to ask questions.
Asking the right questions is a

sign that your thinking about what
you're doing.

Look for possibilities.

Instead of just doing your work
each day, take it to another level
and interact with it so you get feed-
back from what you're doing. Ask
yourself: Is it clear? Is it complete?
Will the recipient understand it? Is
it necessary? Will it make the right
impression? What have I missed?
Should I start over? Is it time for
another set of
eyes?

13. Take a chance.
It's invigorating
to try something
new. You may
have been think-
ing about it for

a long time and

it doesn't really
make any differ-
ence what it is.
By taking your
mind off all the
annoying daily
irritations, it can
help invigorate
your outlook and
improve your pro-
ductivity

14. Have clear
goals.

Tedium sets in

on any job. One
day you realize
that what was
interesting and
challenging is now

@
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15.
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tiring and unpleasant. Perhaps
even intolerable. If so, it's “goal
think” time. Start by asking what
you want to accomplish today, then
add another for the coming month,
and so on. When you know where
you're going, the tedium fades
away.

Eliminate confusion.

We may not be in a position to
control the confusion around us,
but we can avoid adding to it. We
can make sure our messages are
accurate and complete so there’s
no misunderstanding, our address
book and other files are current so
we don't need to bother others,
meet deadlines so we don't leave
others waiting, and so on.

Raise your standards.

Others respond to us based on
how they view us. How do they
see you? Someone who get things
done, who takes quality seriously
and who demands a lot from your-
self. Make a conscious decision as
to how you want to be perceived.

Take on a challenge.

Nose around to see what you can
find, drop a few hints, and even
raise your hand. But be sure it’s
something you want to sink your
teeth into. If it is, you'll have a
great time doing it.

Not only will you get your work done,
but it will be more than you thought
possible, and you'll be happier at the

same time. Better yet, your employer

and your customers will be happier,
too.

As it turns out, happiness doesn't
depend on what others do for us, but
what we do for ourselves.

John Graham of GrahamComm is a
marketing and sales strategy consul-

tant and business writer. He is the
creator of “Magnet Marketing,” and

publishes a free monthly eBulletin, “No
Nonsense Marketing & Sales Ideas.”

Contact him at jgraham@graham-
comm.com or johnrgraham.com.
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company'’s purchasing power with a neighbor’s
personal attention. Our variety of coverages and
knowledgeable, accessible underwriters can help
drive your business.
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EASTERN [OWAMUTUAL
~ FOUNDED BY FARMERS,
FOR FARMERS 574,
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Eastern lowa Mutual knows that today’s agricultural
producers demand a company that understands
their business and provides coverage tailored to
fit their ever-changing needs. v iy | KeOMA | Wiogisn

EIMIA has been meeting the needs of ' Manvon  Wasel
Eastern lowa farm families since 1879, and €

today is one of the strongest farm mutuals i
in lowa. Eastern lowa Mutual services -
clients in 30 Eastern lowa counties.

We can help you offer your farm customers
the right coverage at a competitive price point.

CONTACT USTO DISCUSS HOW THE EASTERN 10WA
MUTUAL ADVANTAGE CAN HELP YOUR AGENCY.
506 15T AVENUE SOUTH

MT. VERNON, 1OWA 52514

Toll-Free: 800-894-8417 Local: 319-895-8417
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2019 lIAIl Live Classroom Education Calendar

Jasisary 33 & 24, 2019

March 26, 2019 JE80 Seminr [Mascn City — Main Event Hall
[0 Seminu [Stomm Lake - BYVU
|E&ﬂS¢m'l.nr West Des Moimes - [1AL Ed. Center
[E&0 Seminar fiowa City - Radisson Hotel
[¥oung Agenis Conferance [west Des Magnes - Holiday Tan
|Personal Lines Caravan |Ceddar Falls = Hillon Garden lan
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1LAT Anmuul Convention Alioona — Prairie Meéadows Hotel
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|Pcmo|:ll|: Lines Carnvan Wesl Dies Momes = [TA] Ed. Center

|Pmnmt Limes Carovan Jlowa City = Radisson Hotel
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We are always there
for agents.

UIG is committed to being your finest resource and most valuable partner for: Hospitality, Property, Liability,
Professional, and more! If you're struggling with a hard-to-place client, call today for a quote: 800.385.9978

www.uigusa.com

800.385.9978
info@uigusa.com




HOW TO GOMMUNIGATE EFFEGTIVELY
DURING THE SALES PROGESS

by John Chapin

In theory sales is pretty simple: communicate the right way with the right
people, and youll make sales. It's in practice that most people complicate
the issue. So how do you keep it simple?

ssuming you're selling some-
thing where someone has to
deal with you for any length
of time. In other words,
you're not selling batteries
at Walmart. You need to get several
points across: you care; you're trust-
worthy; you understand their problem;
and you're competent and can solve
their problem.

That said, effective communication
begins with mindset. First, you must
be completely sold on and have confi-
dence in your product, your company,
and you. Next, you have to have
empathy for the people you're selling
to and you must put them first, before
your company, your product, the sale,
and even before you. If you enter the
sales conversation with confidence,
caring and compassion, putting the
other person's needs first, you're off to
a good start.

Next is preparation. You need to
know your product, the competition,
how to identify the needs, wants, and
desires of the prospect, how to present
your product solutions, how to answer
to objections, and you must be able to
close.

Once you have the proper mindset and
are prepared to sell, here are the other
communication rules to follow:

Rule 1: Be honest and authentic.

Rule 2: Agree with people. Never

argue or debate. Rarely will you get
anywhere by beginning a conversa-
tion by disagreeing with someone.
When you push back, most people dig
their heels in even further. Start by
agreeing, let them be right, build some
rapport, and then start to shift the
conversation.

Rule 3: Listen well. The better you
listen, the more people will like you
because most of us are not listened to
during the day. While we are speak-
ing, the other person is thinking about
what they're going to say. Especially
on initial calls, you want to be listening
far more than you speak, about 70 to 80
percent of the time. Take notes if nec-
essary and make sure you actually hear
what is being said. Read between the
lines and wait five seconds after some-
one is done talking before you speak.

Rule 4: The most important part of
communication is the mindset of the
audience. What is going through their
brain? What are they thinking? If they
think it's green and you think it's red,
you'd better figure out why they think
it's green and how you may be able to
educate them as to why it's actually
red. If you're going to connect and com-
municate effectively, you need to be
able to see things from their viewpoint.

Rule 5: People listen via their favor-
ite radio station — WIIFM (what's in

it for me). Focus on the other person
and what they are interested in. Why
should they be listening to you? Why

should they care about what you're
saying? Use "you" versus "I" language
and ask good questions to find out
what's important to them.

Rule 6: Always speak in benefits.
Never give a feature without the
resulting benefit. Again, what does
the feature mean to them? How does it
save them time, money, effort, energy,
headaches, or make their life better?

Rule 7: Be extremely responsive and
answer client/prospect communi-
cations as quickly as possible. Also
answer calls and emails at night and
on the weekends.

Rule 8: Do what you say you'll do
when you say you'll do it. Then

go one more step and go above and
beyond, doing more than you promise.

Rule 9: Everything affects your com-
munication and how people hear you.
You will be judged what you wear,
how you speak, the car you drive, the
pen you use, and everything else that
the senses can pick up.

Rule 10: Make sure your body
language, facial expressions, eye
movements, tone of voice, and words
match the point you're trying to get
across. Most of communication is
non-verbal.

Rule 11: Don't use industry-speak,

jargon, acronyms, or words the other
person is not familiar with.

*
wiNTer 2019 | Viewpoint | 21



Rule 12: Speak intelligently about
you product or service. If you don't
know the answer to a question, be
honest, and then follow up with an
answer as quickly as possible.

Rule 13: Deliver important communi-
cation in person and don't delegate it.

Rule 14: Document communication
when necessary.

Rule 15: Be scripted and know
exactly what to say in each and every
prospect and client situation. Role
play and practice your scripts con-
stantly with others and yourself.

Rule 16: In most cases too much com-
munication is better than not enough.

Rule 17: Don't wait to communicate.
When there is a potential issue, the
more time passes, the worse the situa-
tion usually gets.
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‘We look for the best independent agents and build
relationships that last the duration. We are committed
to the independent agency system as the only means to
deliver our products. Because of that, we work hand-in-
hand to help our agencies grow profitably.

Our agents set us apart.

For information about becoming a Partners Mutual Insurance
Agent please contact Chuck Becker at 800.388.4764 ext. 3484.

PEOPLE BUY FROM PEOPLE
THEY TRUST,

Rule 18: Always follow an email with
a phone call or text message (which-
ever medium the person prefers) and
sometimes a physical mailing. You
can't assume they saw your email.

Rule 19:
Communicate
based upon facts,
not assumptions.
Clear up assump-
tions by asking
questions. An
email in all capital
letters may mean
it's easier to proof-
read emails before
they go out, not
that the person is
mad at you.

Rule 20:
Communicate
based upon facts,
not opinions. "It's
cold in the room,"
is an opinion. "It's
65 degrees,"is a
fact in that it can
be proven to be
either true or false.
When people start
to argue opinions
such as religion
and politics as
facts, that's when
_/ weend up in

@
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wars. When someone says, "I can't sell
in my territory because of our pricing
structure," the first question to ask is,
"Is that a fact or an opinion?"

Rule 21: No negative talk. Prospects
don't want to hear about bad traffic or
the latest bad news on the radio. Keep
prospect and customer interactions
positive and upbeat. People lie to do
business with positive people.

John Chapin is a motivational sales
speaker and trainer. For his free
newsletter, or to have him speak

at your next event, go to:
www.completeselling.com. John
has over 29 years of sales experience
as a number one sales rep and is the
author of the 2010 sales book of

the year: Sales Encyclopedia.

You can reprint provided you keep
contact information in place. Email:
johnchapin@completeselling.com.

Reprinted from the PIPELINE, the
national newsletter for agency prin-
cipals. The PIPELINE is published
by Agency Consulting Group, Inc.,
leading consulting firm for indepen-
dent agents in the U.S. for over three
years. Call 800-779-2430, emalil info@
agencyconsulting.com, or VisSit Www.
agencyconsulting.com for information
about the content of this article or
PIPELINE subscription information.
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Young Agents Conference
Holiday Inn at Jordan Creek - West Des Moines ] & 2
AgéY Annual Planning
Sheraton Hotel - West Des Moines

Convention, Trade Show & EXP0 SEPT

Prairie Meadows Convention Center - Altoona ] 8& ] 9

Check out www.iigziowa.org for
more details on our events and education.




by Tom O’Meara,
Chief Executive Officer

Insurance have
moved their corpo-
rate headquarters

to a new location. The 85,000 square
foot facility is now located within the
Jordan Creek Urban Renewal Area in
West Des Moines just off of Mills Civic
Parkway. The free standing building
is now home to the nearly 300 IMT
employees and provides space for
future growth anticipated by the com-
pany. Irecently toured the new 3-story
facility with CEO Sean Kennedy and
was amazed with the architectural lay-
out of the facility. The exterior of the
building is made up of white precast
with black granite and plenty of open
window space. The open window
space is by design to allow all employ-
ees access to natural daylight. The
shades on the interior are controlled
only by a sensor which guarantees
maximum sunlight throughout the
building. Upon entering the facility
you will find a large two-story atrium
featuring large windows and several
areas where employees can convene.
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The lobby area is also home to sev-
eral custom designed art walls with
graphics which illustrate the story
and history of IMT Insurance over the
years.

The workstations throughout are state
of the art with each station equipped
with height adjustable worksur-
faces. The private offices feature a
mix of windows and all glass fronts
allowing natural daylight within the
office and into the open office areas.
Throughout the mix of office space
there are several areas where employ-
ees may gather including a two-story
café featuring stadium seating along
with a recreation room home to a pool
table, arcade games, and dartboard
within the TV lounge area. The café
also includes a connection to a ter-
raced patio which has seating as well
for days when our weather permits
outside seating. The outside area
includes a half-mile walking trail for
employees to enjoy. Physical fitness
is also strongly emphasized within the

new building as it includes a fitness
room with state of the art exercise
equipment and fully equipped locker
room facilities. The facility is available
to employees and their families on a
24/7 basis.

CEO Sean Kennedy emphasized that
the facility was built with it's employ-
ees in mind. Employees were given
the opportunity during the planning
and design stage to offer their input on
what is important to them in helping
to ensure their highest level of pro-
ductivity and a highly motivated work
environment. Sean points out that the
move into the new facility in December
went rather flawless and employ-

ees seem to be both receptive and
enthused about their new work envi-
ronment. He also pointed out several
areas of “open” space during our tour
which will allow for continued growth
of the company for years to come. IMT
also extends an open invitation for
agents to come visit the facility any
time they wish.
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WHY WALK
WHEN YOU CAN SOAR?

Swiss Re Corporate Solutions 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 statistics, prevention tools,
insightful articles and more.

THE BIG “I” PROFESSIONAL LIABILITY PROGRAM

Prevent. Protect. Prosper.

Our exclusive risk management Our superior coverage through When you know you have the

resources help your agency avoid  Swiss Re Corporate Solutions and best agency E&O Protection, you

making common preventable our experienced claims teams arein  can focus on growing your most

mistakes. your corner in the event of a claim. important asset—your business.

The Big “I” and Swiss Re Corporate Solutions are committed to providing IIABA \;\\)

members with leading edge agency E&O products and services. IIABA and its > Big “I” ® SWiSS Re

federation of 51 state associations endorse the comprehensive professional @j—fq PROFESSIONAL .
Choiee” | LIABILITY Corporate Solutions

liability program offered by Swiss Re Corporate Solutions.

Visit www.iiaba.net/EOContact

to connect with your state association today.

Insurance products underwritten by Westport Insurance Corporation, Overland Park, Kansas.
Westport is a member of Swiss Re Corporate Solutions and is licensed in all 50 states and the District of Columbia.
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INSURANCE

UAI

Crop Risk Services

Diversified Crop Insurance Services
Farmers Mutual Hail Insurance Co.
GuideOne Insurance

Merchants Bonding Company

Accident Fund Ins. Com./United Heartland
Acuity

ARMtech Insurance Services

Auto-Owners Insurance

Columbia Insurance Group

Delta Dental of lowa

Great American Insurance Companies
Hastings Mutual Insurance Company

Nationwide’

MUTUAL

Independent Agents
Service Corp.

<M'I> INSURANCE
L

@ caMeRoN CWG' € SECURA

| a Berkley Company INSURANCE COMPANIES

Motorists Insurance Group

NAU Country Insurance

Partners Mutual Insurance Company
Pekin Insurance

MJ Kelly Company of lowa

Markel Specialty Commercial

North Star Mutual Insurance Company
SFM Mutual

State Auto Insurance Companies

West Bend Mutual Insurance Company
Western National Insurance

. | Independent
@:_bge Insurance
=1 Agents of lowa



INDEPENDENT INSURANCE AGENTS OF IOWA
4000 Westown Purkway, Suite 200
West Des Moines, lowu 50266
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Local relationships mean quick and easy access to a live human being when you have a question, a need, or a claim. Insurance
is all about service, which is provided by people, not advertising gimmicks. People do business with people and the
relationship we have with our customers differentiates our programs from all of the other agent EQO options in the market.

Why IIAI for your agency E&O?

PROGRAMS “BY AND FORTHE AGENTS”

Our E&O programs are created with the input of

independent insurance agents. We continually gather

feedback from agents, making improvements based on
emerging issues and needs.

CARRIER BRAND & FINANCIAL STRENGTH

Our top carriers have A- to A+ A.M. Best ratings. They have
been in the E&O insurance business for over 100 years com-
bined and remain solid in their credentials as providers,
offering some of the broadest coverage available.

Meet our team

Our insurance department is ready and willing
to help you with your professional liability for
your agency.

Start doing

Get a quote today by contacting our insurance
department, or find out more on our website

at ilaiowa.com/Products/Pages/default.aspx Marilyanaul

Q 4000 Westown Parkway, Suite 200
West Des Moines, IA 50266

O 515-223-6060

UNDERWRITER ACCESSIBILITY & EXPERTISE

Our underwriters are always available for conference calls
with our member clients or prospective clients. They are
committed to providing you timely and knowledgeable
information, making your E&O experience a pleasant one.

CLAIMS EXPERTISE

Our carriers have experienced teams exclusively focused on
E&Q claims. Because of the long history in the E&O business, our
carriers have relationships with expert law firms that specialize
in E&O cases. You will never have to worry about being assigned
an inexperienced panel lawyer to handle your claim. And, you
continue to have the support and resources of 1Al behind you.
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Brenda Kluger Megan Kincy

4 www.iiaiowa.org



