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BIG I LETTER

ChangeChange is a frightening thing for most 

people. But, and this is especially the case 

for the Big I, it is often necessary to keep 

moving forward. In 2019 we tackled some 

huge changes at the association. From a 

new association management system to 

a complete move and the sale of our old 

building, we are a very different looking 

and functioning organization than we were 

just a few short months ago. It was not 

easy and sometimes rather painful, but 

every change we took on improved our 

association. They were undertaken to allow 

us to better perform our ultimate goal, 

serving our members. 

With that in mind, I want to challenge 

you all to embrace some changes at your 

own agencies. Change is the one constant 

in our wild industry, so why not dip your 

toe into the change pool? What are the 

things you’ve been putting off for years? 

What are you uncomfortable with and 

would a change lessen that angst in spite 

of initial difficulties in implementing it? Fear 

of change is natural, confronting that fear 

makes us stronger.

Your association is a perfect example of 

this. We were comfortably operating in a 

building that we called our home for nearly 

three decades. There were storm clouds on 

the horizon however. Among many issues, 

it was getting more costly to operate, major 

capital improvements were needed and 

we simply didn’t need all of the space that 

we had. Would it have been easier to stay? 

Yes. Was it the right thing to do for the 

organization? No. The process was difficult, 

but we have now settled into a much more 

efficient and functional space where we 

can serve you better. 

Things that are different or that 

make us uncomfortable are not 

necessarily bad and in fact, may 

present opportunities. Have you 

been putting off developing a 

perpetuation plan? I would urge 

you to get started. You don’t 

need to complete it in one 

day. While it may seem to be 

daunting, your agency will be 

better off when it is complete. 

Are you short staffed? Possibly 

consider looking at low cost 

alternatives like hiring an intern or part 

time help. Even if you have never done 

this before, you may find that it works for 

you. Are you looking for another carrier 

or two? Don’t be afraid to reach out and 

ask, whether directly or through the 

association. 

We are all in the same boat here. 

Getting out of your comfort zone is 

never simple. But once you find the 

resolve to do so, the possibilities and 

opportunities are endless. The Big I 

did, and we could not be happier. ■ 

From the Big I CEO:   
Steve Duff
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BIG I LETTER

Thank YouThere is an old saying that goes: Life 

comes at you fast. Well, to say that 

the last year has been a whirlwind for 

me as the president of the Indiana Big 

I would be an understatement. As the 

end of my term approaches, I would 

like to reflect on just a few things from 

the past year. 

Change has been the name of 

the game in our recent past, and I 

could not be more proud of what our 

association was able to accomplish. In 

the last year we have … sold 

our building, moved into new 

office space, implemented a 

new association management 

system, brought servicing 

of our E&O book back 

in-house, rebranded our 

Young Agents to Emerging 

Leaders, acclimated two new 

staff members, and welcomed a new 

addition (Melissa’s daughter, Grace), 

all while continuing the high level of 

service and outstanding programming 

that you have come to expect from 

the Big I. If that seems like a lot, it 

is! None of it could have happened 

without the strong team of volunteers 

and staff that we have in place.

The Indiana Big I is blessed to 

have one of the strongest groups of 

volunteers that I have ever worked 

with. Being a member of our executive 

From Your Big I 2019 President:   
Pam Bennett Martin

“Change has been the name of 
the game in our recent past, 
and I could not be more proud 
of what our association was 
able to accomplish. ”  

committee is a big responsibility, 

especially with all we had going on 

over the last year. Our committee 

works extremely well together, 

genuinely likes each other and has fun. 

The results of this dynamic speak for 

themselves. Thanks to Pat Kennedy, 

Brent Skelton, Chris Rush, Greg Easley 

and Brett Schultheis for your support, 

leadership and friendship.

Our volunteer committees, which 

are tasked with carrying out projects, 

are a driving force in the association. 

I would like to thank all of our 

committees and their chairs for their 

hard work and dedication on behalf of 

the Big I. 

One of the things that I didn’t 

realize about the Big I until I got into 

leadership was how valuable and 

indispensable our staff is. We have 

assembled a team that is as talented 

and motivated as any association staff 

you will find anywhere. Saying thank 

you probably does not go nearly far 

enough to acknowledge 

the work that the Big I 

staff does on our behalf. 

Nonetheless, THANK YOU 

to our staff for helping 

make the Big I the model 

organization that it is. 

And a final thank you to all of you, 

the members and partners of the 

Indiana Big I. Our membership and 

industry is made up of wonderful 

people and it has been an honor 

to serve as your president for the 

last year. We have done some great 

things and set the stage for more in 

the coming years, and none of that 

could happen without your continued 

support. Thank you for giving me the 

opportunity to lead this outstanding 

organization. ■ 



Thank You

“Trust in Tomorrow.” and “Grinnell Mutual” are registered trademarks of Grinnell Mutual Reinsurance Company. © Grinnell Mutual Reinsurance Company, 2019.
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TRUST US 
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Our veterinarian’s package covers the specialized needs of the animal care  

business. From protecting medical equipment to providing coverage for pets in a  

doctor’s custody, we take care of veterinarians so they can care for their clients’ best friends. 

Trust in Tomorrow.® Contact us today.
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GOVERNMENT AFFAIRS

IIn a couple of months I will be installed 
as the president of NCOIL and the 
other day someone asked me “what 
did you do to reach this point?” 

My answer was quick and simple “I 

don’t really know”. That is not 100% 

true. None of us will remember every 

bend in the road or detour in the 

course of a journey we take, but we 

can remember the first step. 

My journey started with a 

conversation I had with my wife Joye 

during a Big I state convention in 

the mid-1990s. As we stood in the 

presidential suite on the top floor of 

the Westin, I looked over at 

the Statehouse and said that 

someday I wanted to have 

an office in that building. I 

told her I wanted to get more 

involved in the relationship 

between the insurance 

industry that I treasure and 

the political world that I was 

becoming more immersed 

in. She told me to find the right 

person to get me started and I saw 

him sitting on the couch. It was Roger 

Ronk. He allowed me to join the Big 

I government affairs committee and 

then soon I became its chair. In 2008 

I was elected to the Indiana General 

Assembly and in 2010 I became the 

Chairman of the House Insurance 

Committee. I was sure that I had 

reached the top of the goal I had set 

that night at the Westin, but this was 

only the beginning. 

In 2009 I attended a gathering of 

insurance legislators that were part of 

a group called NCOIL (National Council 

of Insurance Legislators). I knew 

no one at that first meeting—300 

total strangers. NCOIL members are 

legislators from the 50 states that 

meet three times a year and craft 

insurance legislation that we can take 

back to our states as a model law. We 

hold hearings to vet issues and make 

amendments and finally send it to the 

states with the goal that these may be 

implemented with only a few tweaks. 

Most of the attendees were the 

chairs, ranking members or regular 

members of their respective 

states’ House or Senate 

insurance committees. As 

I began to interact with 

this group I found that 

they had the same issue 

we have in many state 

legislatures—lawmakers 

whose backgrounds range 

from lawyers to farmers 

to hardware store owners passing 

insurance laws. They are all very 

talented men and women (many who 

have become cherished friends) but 

I felt I had now found another outlet 

for me to bring my knowledge of 

our highly-regulated industry while 

The Path to NCOIL
By Representative Matt Lehman

“None of us will remember 
every bend in the road or 
detour in the course of a 
journey we take, but we can 
remember the first step.”  
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working to protect the consumers of our product and keep 

the insurance industry competitive. 

I was one of only a few in the Indiana legislature with an 

insurance career as a background so I was quickly accepted 

and over the past 10 years I have chaired committees and 

have now moved through the chairs to soon become the 

president of this nationally recognized, insurance legislator 

driven organization. Many of the insurance laws in Indiana, 

as well as other states, have NCOIL’s touch. One example is 

the insurance issues we face with the sharing economy—

from ridesharing to home sharing to auto sharing have all 

been discussed at NCOIL. Indiana was one of the first states 

to pass a ridesharing law. Because of the positive reaction 

to Indiana’s law in our industry, we took the language to 

NCOIL, where it was developed into a model bill. It now has 

been adopted in nearly all the states. We deal with flood 

insurance, health insurance, workers’ compensation, long 

term care and many more issues that our clients face. We 

lobby the federal government to keep insurance regulated 

by the states and to let the states and the industry solve 

insurance issues that fit our own states. 

So why am I telling you all this? It is not for the accolades 

or the press. I am writing this as a challenge to the young 

and even not-so-young independent agents who want 

to have their fingerprints on the insurance laws that will 

affect our business for generations to come. Take that 

first step and get involved in the Big I wherever your 

talents lie. Engage in the process. When the call comes to 

contact your state representative or senator regarding 

an insurance issue, you 

should know them on a 

first name basis—this is 

not a republican versus 

democrat issue. 

Bottom line—take 

the first step on what 

can become an exciting 

journey. ■

Burnham&Flower
I N S U R A N C E G R O U P

You Serve Others. We Serve You.

315 South Kalamazoo Mall  •  Kalamazoo, MI  49007
800.748.0554  •  bfgroup.com  •  info@bfgroup.com 

For over half a century, our team of specialists at 
Burnham & Flower has been providing Comprehensive 
Property & Liability coverages to Indiana Public Entities. 
We know and understand the unique requirements of 
this challenging class of business. 

Burnham & Flower…

• works exclusively through Indiana Independent Agents,

• represents multiple A-rated carriers with products for 
all sizes of Public Entities,

• provides traditional first dollar insurance and cost 
effective SIR programs for larger accounts.

Special Risk Professionals
www.roushins.com

(800) 752-8402



GOVERNMENT AFFAIRS

10

EEvery year the Big I holds a National 
Leadership Conference and Education 
Convocation in the fall. 

During the event young agents 

and emerging leaders are invited to 

share what’s new and exciting in the 

insurance industry. This year that 

took place in Savannah, Ga. because 

it coincided with the installation of 

the new national chairman of the 

Independent Insurance Agents and 

Brokers of America (IIABA), Jon Jensen 

from South Carolina.

At the conclusion of those events, 

the IIABA Board held its third 

(and final) meeting of the year. 

Representatives from each state 

reviewed and discussed the issues 

most important to independent 

agents. Since being elected to the 

IIABA executive committee last year, 

I’ve been privileged to serve with Jon 

and I can report with confidence that 

our association is in good hands with 

his leadership.  

Perhaps Jon’s biggest contribution 

to date is his role in bringing Big I Hires 

to fruition. For those who don’t know, 

Big I Hires is a one-stop resource 

designed to help independent agents 

recruit and retain qualified talent. 

Recent surveys indicated that this 

was the number one concern of 

independent agency owners, and 

Big I Hires has made an immediate 

impact. Less than a year old, Big I Hires 

is helping agencies across America 

find new talent at a rate of one new 

employee per day. With support 

resources from Affinity HR and 

recruiting support from Ideal Traits 

being added, I encourage you to visit 

bigihires.com to learn how they can 

help your agency’s hiring needs.  

If there’s one area of the IIABA 

that every agent can appreciate, it’s 

government affairs. This team, led 

by Charles Symington is the ONLY 

group in the country that advocates 

for the issues that concern not only 

independent agents but our industry 

in general. Among the issues being 

pursued currently are extending 

the flood insurance program, crop 

insurance, extending TRIA, insurance 

regulatory reform and cybersecurity. 

Did you know the Big I has cyber 

solutions for your commercial clients? 

Visit the resources tab on the Big I 

website and learn how the Coalition 

program can help take the mystery 

out of your clients’ cyber needs. Does 

your agency need help with E&O, 

retirement, or technology? The Big I 

website has more resources than you 

might think. The truth is, the Big I is 

hard at work in countless other areas 

including TrustedChoice.com, Virtual 

University and InsurBanc, just to name 

a few. To get more information on 

government affairs and the products 

and services that IIABA has available to 

you, visit independentagent.com. To 

get more involved, consider supporting 

InsurPac, where your dollars make a big 

difference in the issues most important 

to independent agents.  

The 2020 calendar includes board 

meetings in January (New Orleans) 

and September (Kansas City) as well 

as our annual National Legislative 

Conference in Washington, DC 

in May. I encourage everyone 

to attend the May event as you 

have an opportunity to not only 

meet personally with members of 

Congress, but to truly embrace and 

appreciate all that the Big I is doing 

for you. ■

National Big I Happenings
By Todd Jackson, Jackson-McCormick Insurance/McGowan Insurance Group
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IIt’s all about who you know.  
Growing up as a sixth-generation 

Hoosier, Ron Cooper never knew how 

important that would be. His childhood 

neighbor, Bill Clark, opened the door 

to Cooper’s first job in the insurance 

industry. Clark was starting a new 

National Council on Compensation 

Insurance (NCCI) office in Illinois and 

needed to hire a huge staff. 

The unexpected offer sent Cooper 

spinning in a new trajectory. Instead 

of continuing graduate school in 

Wisconsin, Cooper deviated from his 

path to becoming a lawyer. Cooper 

became Clark’s first hire and after 

entering the world of compensation 

insurance he never looked back. Last 

year Cooper won the Big I Cornerstone 

award for his many contributions 

to the insurance industry. Now the 

newly-retired Indiana Compensation 

Rating Bureau (ICRB) President 

reflects on the last 40 years and the 

rich career he enjoyed.  

After accepting the NCCI position, 

Cooper spent a year and a half at the 

Illinois office. In 1980, he transferred 

to the ICRB office in Indiana. During 

the next five years, he grew to love 

the job and staff but decided to move 

to Florida to work at the NCCI there in 

1985. A decade in the sun was enough 

for the Hoosier and he returned to the 

ICRB in 1995 and has remained there 

ever since.  “It was a homecoming for 

me,” he said. “All of my family was in 

Indiana and I was glad to be back.” 

The bureau has a small staff, but 

they’ve always been ahead of the 

curve when it comes to office perks. 

“We’ve been very progressive from an 

HR standpoint in our office,” he said. 

“We’ve offered flex time since the 

‘80s.”  The result is a loyal staff with 

an average of 31 years of experience. 

Above all, they prioritize helping 

independent agents and making life 

easier for them. 

“Bureau is in our name, but we 

never wanted to act bureaucratic,” 

Cooper said. “Our people care and 

that’s huge. We want to be easy to do 

business with.” 

Cooper Wins Cornerstone Award
By Melissa Hall

BIG "I" NEWSINDUSTRY PROFILE

Cooper (left) and ICRB Vice President Duane Schroeder (right) and their wives.

Cooper and his wife Debbie.



Cooper with his entire family. 

In the early 2000s, the ICRB took part in a strategic 

planning session that clarified their core beliefs. Their 

mission is to be the experts in workers’ compensation 

in Indiana.  “Without us, people would have to go to a 

national organization and work with people who aren’t 

familiar with our state,” Cooper explained. He feels as 

though their staff does an incredible job caring for the 

agents in Indiana and is confident that his replacement, 

Karen Byrd, will hold the ICRB to the same standard of 

excellence.  

Cooper’s love story with his wife could have been pulled 

straight from a movie. The two had a crush on each other 

in high school and dated in college before going their 

separate ways. She moved to Alabama, he moved to 

Wisconsin and they both married other people. At their 

10-year high school reunion, the spark was still there. 

More time passed and after being divorced for a few years 

Cooper decided to see if he could find his old flame. 

The day before Thanksgiving he used AOL’s white pages. 

This was long before the days of social media. His search 

yielded a dozen names that matched his query and he 

decided to just start calling. He struck gold after a handful 

of tries and left a message for the correct Debbie. Within 

48 hours she called him back. Two weeks after that he 

flew to visit her in Charleston, S.C. 

and within a year the pair were 

married after getting engaged on 

a Big I trip to Mexico. It had been 

more than 27 years since they’d 

first met in high school and they’d 

both been through a divorce, but it 

made the connection even sweeter 

in the end.  

“We had to go through a lot to 

get where we are now,” Cooper 

said. “We feel very fortunate to 

have found each other again.” 

The couple celebrates 20 years 

of marriage this December and is 

looking forward to enjoying the 

years ahead of them. They plan 

to travel extensively, especially to 

national parks and baseball stadiums, and spend more time 

with their grandkids. ■

November/December 2019  ■   www.bigi.org 13
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WWhen Justin Smith, CIC, called his 
insurance agent 12 years ago he 
wasn’t expecting a job offer.   

The 2018 winner of the IIAI Young 

Agent of the Year award was working 

as a manager at an electronics store 

when he was recruited by a captive 

insurance company. Before accepting 

the position he called his agent, Andy 

Hummel, to ask how to transfer his 

insurance policies to the captive where 

he would be working. After putting 

him on hold for a brief time, Hummel 

returned with a job offer. “They had 

an open position, but I still joke that 

he did it just to save a home and auto 

account,” Smith said. 

After more than a decade, Smith is 

still with Hummel Winters Insurance in 

Milan. During that time, he has become 

deeply invested in the community, 

serving on the Ripley County Chamber 

of Commerce for the past 11 years. In 

that role he’s helped coordinate huge 

donations to the local food pantry and 

plan events like an annual Easter egg 

hunt and a free fireworks event.  

The industry is rapidly changing, 

but in their community many people 

prefer to do business in-person. “I love 

that in a small hometown, like ours, we 

still have our customers that come in 

and want to do things face-to-face,” 

Smith explained. “That’s becoming 

increasingly rare.” Although he loves 

those interactions, he also manages 

the agency’s digital marketing and 

social media presence. He might 

love meeting with his clients, but he 

knows that those platforms are just 

as important. “I need to be able to 

adapt and change to meet my clients 

needs, no matter how they want to do 

business,” Smith said. 

A year ago, Smith’s life took a 

drastic turn. His health was failing 

and after months of appointments 

with doctors, he was finally diagnosed 

with dermatomyostis. Once a 

treatment plan began he started to 

see improvements. After spending five 

months out of the office he returned 

to work. His now six-year-old son Loki 

needed him and he knew he had a long 

road of healing ahead. “I had to learn a 

new normal on what my body is able 

to do. I know I’ll have to deal with it my 

whole life.” 

The past year has given him a deeper 

appreciation for his industry. In his 

darkest hours, his family and friends 

were there for him, but so were his 

colleagues. “The independent agent 

industry is more of a family, even 

though we’re competitors,” Smith said. 

“I would never have expected that 

support and I can never repay it.” ■

Smith Wins 2018  
Young Agent of the Year

By Melissa Hall

BIG "I" NEWSINDUSTRY PROFILE

Smith and his son Loki

Smith meeting Dan Dakich at the Big I convention 
in 2017.
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to fully automated web-based systems.

To learn more, visit DonegalGroup.com today!
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T
Kennedy Named  
2020 Big I President

By Melissa Hall

The Indiana Big I welcomes its new 
2020 executive committee members 
in January. 
Each year, a new committee member 

takes the reins as president, and 

in 2020, Patrick Kennedy, Lee 

WalkerHughes Insurance Group, South 

Bend, Ind., will be stepping up to the 

challenge. We sat down to talk about 

his experience in the industry and to 

hear about plans for his time  

as president. 

Q: Tell me about your goals 

during your presidency.

A: My main goal as president of the 

Big I is to continue working to enhance 

our industry image. Our industry 

offers a great career path that we have 

not done a good job of highlighting. 

With baby boomers retiring at an 

ever-increasing rate we need all the 

opportunities we can get to bring 

good folks into our business. 

Q: What are some of the biggest 

challenges independent agents 

are facing right now?

A: One of the biggest challenges 

facing independent agents is the 

commoditization of our business. 

We sell an intangible and unpopular 

product that is very complicated. 

Agents must set themselves apart in 

order to make it in our business. Clients 

must see and appreciate the value 

we bring to the table or we are just 

another salesman peddling something 

they don’t want. 

Q: How do you think your time 

on the executive committee has 

prepared you for your role  

as president? 

A: Serving on the executive 

committee has been invaluable. 

Working with my peers and the 

Big I staff over the last 3 years 

has given me the knowledge 

and confidence needed to 

lead an organization of this 

stature. It has also been 

very rewarding with some 

fun mixed in as well.

Q: What’s the best 

piece of advice  

you’ve ever received 

about working in  

the industry?

A: My mother, who spent 

40 years in the business 

told me when I got into 

the business to work hard, 

be honest and never burn 

BIG "I" NEWSCOVER STORY
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bridges. She told me that this is a big industry 

with a small tight-knit community and one’s 

reputation would have a big impact on their 

success. She couldn’t have been more correct as I 

reflect on all the people I continue to cross paths 

with after 33 years in this industry. 

Q: If you weren’t in insurance, what 

would you want to be doing?

A: If I wasn’t in the business I would be 

captaining boats somewhere. I love the water 

and it would be great to make a living doing one 

of the things I love the most. I would also get 

back into carpentry which is something I did as a 

young person pre-insurance. 

Q: Are there any lessons from a personal 

life experience that you’ve incorporated 

into your career?

A: My background in construction made 

me very thorough and always concerned 

about accuracy. This was a great experience 

for a career in the insurance industry given 

the complex situations we run into daily. I 

personally feel that all young people would 

benefit by learning a trade. No matter what 

they end up doing with their lives that 

knowledge would always assist them. 

Q: Tell me some ways that agents can get 

more involved with the Big I if they aren’t 

already. 

A: For young people in the business, go to 

your agency principals and ask to join our 

Emerging Leaders group. That is how I got 

involved and it has been a great ride. For the 

agency principals, partners, and managers, 

encourage your staff to get involved with 

the Big I. Serving on a committee, going to 

convention, joining Emerging Leaders are all 

things that will benefit agents greatly and it 

starts at the top. I was lucky as my agency 

principal didn’t give me a choice, she handed me 

a form and said here you are joining the Indiana 

Young Agents Committee. I honestly can’t 

thank her enough as the association has been 

huge in helping my career. ■

Other committee recommendations 
are as follows: 

Brent Skelton, MBAH Insurance, 
Lafayette, Indiana, to serve as IIAI 
President-Elect.

Chris Rush, The DeHayes Group, Fort 
Wayne, Indiana to serve as the IIAI Vice-
President/Treasurer,

And, per the IIAI by-laws, Patrick Kennedy, 
Lee Insurance Group, South Bend, Indiana, 
will automatically assume the position of 
President of IIAI, and Pamela B. Martin, 
Bennett & Bennett Insurance Inc., Corydon, 
Indiana, will serve as the IIAI Immediate 
Past-President. ■

2020 IIAI Nominating Committee Report
The IIAI Nominating Committee unanimously 
recommends that Ryan Zimpleman, Smith 

Sawyer Smith, Rochester, 
Indiana, assume the position of 
Vice-President/Secretary on the 
Executive Committee. 

The committee also unanimously 
recommends that Brett 
Schultheis, Schultheis Insurance, 
Evansville, Indiana, continue 
to serve the remaining year of 
a three-year term as National 
Director serving on the board of 

the Independent Insurance Agents & Brokers of 
America as well as the IIAI Executive Committee.

Zimpleman

Skelton

Rush

Martin

Schultheis
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RRecently, I was asked to speak on 
active assailant insurance coverage, 
one of the new products our industry 
has developed to deal with the risks of 
our times.

It is one of the hardest classes that 

I have ever had to put together. 

The difficulty is in trying to 

determine how to approach such 

a complex but also sensitive 

subject. We have all seen and 

been affected by images of mass 

casualty situations, hostage 

situations or even intentional car 

crashes into buildings or crowded 

marketplaces. In putting together 

a seminar, or even addressing the 

topic in general, we want to remain 

dignified, respectful and as delicate 

as possible. 

Yet it is appropriate for risk 

management professionals to ask 

questions. What happens after the 

event has occurred? What happens 

after the television cameras have 

left the area and communities and 

businesses try to regain their balance 

and move forward?

As difficult as these questions 

are, they are equally as prudent. 

Mass shooting incidents, generally 

defined as four or more injuries or 

death, have occurred at a rate of 

nearly one per day in calendar year 

2019. So, it is important that we ask 

that our educational institutions, 

our hospitality industry clients, 

our service industry clients, and 

our manufacturers, how would you 

deal with this? What would the 

consequences and aftermath be?

Insofar as our existing insurance 

policies are concerned, we really 

don’t have to look much further 

than the standard commercial 

general liability policy to see where 

some gaps might be. The standard 

commercial general liability form 

says that the insurance is applicable 

to bodily injury and property 

damage if they are caused by an 

“occurrence”. 

The form goes on to define the 

term “occurrence” as “an accident, 

including continuous or repeated 

exposure to substantially the same 

general harmful conditions”. An 

insured would be likely to perceive any 

event as being an accident, as in being 

unanticipated and unforeseen, and 

indeed this might have some traction. 

However, even this threshold level 

has some difficulty attached to it. 

Simply put, if there is a premeditated 

and coordinated attack, how can it 

be considered an accident?

Even if we are to make our way 

past the insuring clause on a general 

liability policy, we will nevertheless 

have to deal with myriad exclusions, 

depending upon the nature of the 

event in the claim. Some of these 

include:

 • 2(a) – Expected or Intended Injury

 • 2(b) – Contractual Liability

 • 2(d) – Workers’ Comp 

 • 2(e) – Employer’s Liability.

Beyond this, an insured may also 

have to deal with the coordination 

of coverage with likely having 

declined terrorism coverage. Since 

early 2006, the Insurance Services 

Office has had a standard exclusion 

for terrorism that not only defines 

what “terrorism” is, but also sets the 

threshold for the applicability of an 

event of terrorism. 

Active Assailant  
Insurance Coverage

By Richard S. Pitts
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The CG 21 90 01 06 defines 

“terrorism” broadly as violence 

with an intent to intimidate, coerce, 

disrupt, or to further an ideology. 

The threshold that is set for the 

applicability of the exclusion (by the 

terms of the exclusion itself) includes 

the insured suffering $25,000,000 

in property loss, or, “50 or more 

persons sustain death or serious 

physical injury.”

This is merely a sampler of the 

coverage issues that could be 

present. Commercial property 

policies, workers’ compensation 

policies, and business interruption 

policies will likely all face these 

coverage issues or ones quite similar 

to them if they are to respond to a 

mass casualty situation. 

So, the marketplace has 

responded with what A.M. Best 

has described as “targeted, new 

insurance solutions”. The Best 

report describes these policies in 

general as “specialized, named-

perils active assailant policies”. 

They have some common 

characteristics with other, 

previously developed named-

perils forms, such as “storm risk, 

employment practices liability, and 

cyber events.”

The analogy to cyber insurance 

is apt for at least a pair of reasons. 

First, the policies offer a variety of 

coverages, sort of a menu of options. 

The same is true of the various 

coverages that can be selected in 

the cyber arena—there needs to 

Richard S. Pitts is general counsel 
to the Independent Insurance 
Agents of Indiana. As counsel to 
the Big I, Rick speaks annually 
at the association’s “Agency 
Compliance” seminars and teaches 
various seminars on insurance and 
employment-related matters.

More than 
an account.
A relationship.

PROPERTY     I      CASUALTY      I       SURETY      I      RISK MANAGEMENT      I      SECTOR EXPERTISE

More than a policy.  
A promise.
At FCCI, we’ve been working with select 
independent agents to insure businesses for  
more than 60 years. Your clients are more than  
an account to us. We’ll work with you to ensure  
they face the future with confidence.

800-226-3224
www.fcci-group.com

be a selection and tailoring to the 

insured’s needs. Second, the active 

assailant / shooter coverages show 



the same interest in loss mitigation that their cyber 

counterparts have over the past decade or so.

What does this mean? According to an Insurance 

Business America article late last year, one of the 

coverages available is crisis management. Under this 

coverage, Bethan Moorcraft wrote, “Insurance carriers 

will indemnify the insured for specialist crisis response 

and consultant fees resulting solely and directly from 

an active shooter or threat event. This might include 

helping insureds deal with public relations, reassuring 

families and employees and reinforcing the company 

branding.”

The coverages also might include property damage or 

physical damage coverage. This could take the form of 

security upgrades after an incident, or, potentially even 

the building’s “closure, relocation or teardown”.

Not all the coverages are first-party, property 

oriented. Some carriers will offer coverage for legal 

liabilities and litigation coverage. This can be a vital 

part of the risk to be insured, as the legal liability 

environment is evolving rapidly.

Businesses and municipalities are facing potentially 

overwhelming liabilities to customers and the public in 

general. In the face of that, some businesses are taking 

bold steps. MGM Resorts, the owner of Mandalay Bay in 

Las Vegas, has instituted an action in California federal 

court. The suit seeks a declaration that the hotel has 

no liability for the shooting at the Las Vegas Route 91 

Harvest festival in 2017. The lawsuit is still pending. 

Clients may have substantial resistance to discussing 

the coverage. Smaller commercial insureds may think the 

coverage is only for the “big hitters,” but in fact pricing 

is already at an accessible point for many small to mid-

sized companies. So, sensible and careful consideration 

of the coverage is proper for insureds of all sizes and 

levels of sophistication—even though we don’t really 

want to think about it or talk about it. ■

PROFESSIONAL LIABILITY
BROKERAGE

PROPERTY & CASUALTY
GARAGE LIABILITY
TRANSPORTATION

SURETY
PERSONAL LINES 

(800) 666-5692  |  JMWILSON.COM
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Underwriters who know and understand what coverages  
are necessary to protect the business.

Loss prevention professionals who use a hands-on approach  
to help develop programs tailored to the individual 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 the right insurance plan for your valued customers.

To find out more, talk to your West Bend underwriter.

And we know what it takes to protect it.

We know what it took to build this business. 

Celebrating 125 years of valued relationships with our agent partners.
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Power of Brand: Part 2

TTrusted Choice® is the brand of 
members of the Independent 
Insurance Agents and Brokers  
of America. 

In the last issue of Focus we 

explored how the Trusted Choice 

brand came to be, what it means 

and how it helps member agencies. 

This installment covers awareness 

and how a number of efforts all 

contribute to creating awareness of 

the brand and members of the 

Big I.

Awareness

One of the key components of 

building a brand to encourage 

sales is creating awareness of 

the brand in the mind of the 

right prospect. The challenge is 

that building awareness takes 

repetition and receptiveness on 

the part of the prospect.

Ever heard the old expression 

about how you see many cars like 

your new car right after you buy it? 

That make and model were just as 

plentiful prior to your purchase. The 

difference is that your mindset has 

changed and now you are receptive 

to seeing those cars.

It is the same thing with 

advertising. Many advertisements 

are neither seen nor heard until the 

prospect has a specific reason to 

pay attention. Once the prospect is 

actively interested in the product 

or service, their receptivity to 

advertising is dramatically increased. 

This is when awareness can be built. 

These principles are just as valid when 

buyers want to purchase insurance. 

What has changed however is the 

way the shopping takes place. 

Shopping Behavior

Over the past decade, the 

consumer shopping journey has 

completely changed. In the past, 

a purchaser’s primary source of 

information was the sales team from 

the provider. 

Today, that same purchaser 

can and does research their 

purchases in many ways. They use 

Facebook and conversations to get 

recommendations from their friends, 

or use the web to find relevant 

information and options on their 

impending purchase. When ready 

to purchase, they are far more 

educated about their options 

than they were in the past. 

Often, well known solutions 

are chosen for purchase because 

familiarity generates confidence 

in a purchase decision. This is 

precisely why companies spend 

so much on advertising their 

brands. They know that visibility at 

the right time creates awareness and 

familiarity.

How Trusted Choice Increases 
Awareness 

There are three ways that Trusted 

Choice® markets to insurance buyers 

that serve to raise their awareness of 

AGENCY MANAGEMENT

“The challenge is that 
building awareness 
takes repetition and 
receptiveness on the 
part of the prospect.”  



independent agents and the carriers 

they represent. 

1. Advertising in both traditional 

and digital channels. 

2. Writing and publishing original 

materials that inform and 

educate.

3. Encouraging third party websites 

and consumers to provide 

positive feedback and links to 

Trusted Choice content. 

Each of these marketing methods 

build upon each other and combine 

to develop familiarity and encourage 

purchases. At mid-year 2019, over 3 

million brand impressions are created 

every week through digital marketing 

activities alone. These techniques 

are designed to appeal to insurance 

consumers in various stages of the 

buying process and to get them to 

the TrustedChoice.com website. 

Once the insurance buyer arrives at 

our website, the goal is to get them to 

choose a member of the association 

with whom to continue the policy 

purchase process. TrustedChoice.com 

provides a number of opportunities 

for agencies and carriers to be 

prominently displayed on the 

website. In addition, participating 

agencies and carriers are able to 

differentiate themselves in order to 

attract and write exactly the types of 

business that interest them. 

To find out how your agency can 

benefit from an enhanced presence 

on the website, schedule a demo at 

solutions.trustedchoice.com/demo. 

For more information about the 

Trusted Choice brand, please visit 

cobrand.iiaba.net. ■
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SEND NEW SUBMISSIONS TO 
wcnewsubmissions@ipmg.com or call Nathan at 630-485-5968

We hope that IPMG can help you with 
all your brokerage needs. If you have a 
challenging workers’ compensation, new 
account or renewal, give IPMG a call!

IPMG’S TARGETED ACCOUNTS:
• New Ventures/ No Priors
• Bad Loss History
• Coverage Gaps
• Small to Large Premiums

CONQUERING E&S RISKS ONE RISK AT A TIME

Partnership   Solutions   Success

1-800-257-5590
quotes@primeis.com

www.primeis.comFor latest ratings, 
please access www.ambest.com.
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BE THE
SHARPEST 
KNIFE 
IN THE 
DRAWER.
2020 CIC Indiana Schedule 

*All classes are held in Indianapolis except where noted.
Register today at www.bigi.org or call 800.438.4424

February 19-21          
March 9-10                 
April 15-17                  
May 20-22                  
June 15-16                   

August 12-14               
September 21-22        
November 10-12        

 December 2-4             

Agency Management
Ruble Seminar
Commercial Multiline 
Insurance Company Operations
*Ruble Seminar – Florence, IN (Belterra)
Commercial Casualty
Ruble Seminar
Personal Lines
Commercial Property 

EDUCATION
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BIG I NEWS

Big I Convention Committee

Chairperson: Roxanne L. Gard Merrillville Rothschild Agency, Inc.

David George Muncie George Insurance Group

Matthew J. Metzger, CIC, CSRM Lafayette MBAH Insurance

Scott Miller, AIC Indianapolis Indiana Farmers Insurance

Melissa Rhodes, CIC Angola Summit Consulting LLC

Sarah Scott, CIC, AFIS Indianapolis The Hartford Insurance Co.

Brandi Sheets Indianapolis Liberty Mutual Insurance

Robert Smith Brownsburg FCCI Insurance Group

Sharla Snyder Indianapolis ONI Risk Partners

Norma Boyd Indianapolis McGowan Insurance Group

Pamela Bennett Martin Corydon Bennett & Bennett Insurance

Megan Vaught Carmel Big I

28

Roxanne L. Gard 
Chairperson

GUARD
Berkshire Hathaway

Companies

Insurance

Commercial Lines Personal Lines

www.guard.comSee state availability at

To all of our independent agents . . .

. . . Any way you say it, we couldn’t do it without you!



Don’t get checked by a claim.

Protecting the future of your agency is a major priority. You trust us to represent your interests at the highest level 
and we want to provide you with the best E&O coverage in the marketplace - not just a policy, but a comprehensive 
program. 

Don’t get checked by a claim. Let us protect you. 

www.bigi.org/eo  
teameo@bigi.org

800.438.4424

INDEPENDENT INSURANCE
AGENTS OF INDIANA

The Big “I” Professional Liability program offers members with leading edge agency E&O products and services through Swiss Re Corporate 
Solutions, insurance products underwritten by Westport Insurance Corporation, Overland Park, Kansas, a member of Swiss Re Corporate 
Solutions, and other providers. 
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Big I Relocates

30

The Big I settled into its new office space in the Meridian Mark I 
building in Carmel this summer after officially moving during the 
last week of April. The staff welcomed members and Partners into 
the new office during an open house held in late August. Anyone 
who would like to stop by to check out the offices is more than 
welcome. We would love to see you! Our new headquarters is at: 
11611 N. Meridian Street, Suite 250, Carmel, IN 46032.
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Quick Hits
Big I New Member Welcome
NEW AGENCY MEMBER

TCB Insurance Programs, LLC – Monticello, IN

NEW ASSOCIATE MEMBERS

MassMutual Midwest – Indianapolis, IN

ALIC Underwriters – Fort Lauderdale, FL

Agile Premium Financing – Rolling Meadows, IL

Travelers Insurance – Cincinnati, OH

New CIC/CRM Designees
NEW CIC DESIGNEES

Amanda Rose Loya, CIC 

German American Insurance

Justin Poole, CIC, UACRM 

Protective Insurance

Brian James Collins, CIC, CISR, CPIA, AFIS 

cfd Group, Inc.

Anthony Stites, CIC 

First Insurance Group

NEW CRM DESIGNEES

Steve Taggart, CIC, CRM, CPCU, AAI 

Church Mutual Insurance Company

Martin Wins Koehler Award
West Bend Mutual Insurance 
named Pam Bennett Martin 
the winner of the 2019 W.E. 
“Mike” Koehler Distinguished 
Agent Award. This award was 
created to honor Mike Koehler, 
an independent insurance 
agent and volunteer who 
tirelessly served the insurance 
industry, independent agents 
associations and his community. 
Congratulations Pam! 

Gregory & Appel Hires Fischer 
Gregory & Appel Insurance hired 
David Fischer as its Chief Revenue 
Officer. As CRO, Fischer will lead 
revenue generation and go-to-
market strategies for the company. 
Most recently Fischer architected 
the reorganization of a privately held 

InsurTech business resulting in revenue growth.

Evans Receives SILA Award 
Indiana Department of Insurance 
Deputy Commissioner Agency 
Services Randall Evans was 
awarded the Warren Spruill 
Regulator Recognition Award 
by the Securities & Insurance 
Licensing Association (SILA). 
Nominations for this award come 
from the SILA membership, 
which includes some of the most 
influential and knowledgeable 
experts in the insurance industry 

from over 50 state insurance departments, securities 
regulators, insurance carriers, agencies, insurance 
producers, adjuster and industry vendors. Evans 
currently serves as the chair for the IDOI Education 
Advisory Council which reviews and approves provider 
education programs for pre-licensing and continuing 
education.

Bradshaw Receives Safeco Award 
Courtney Bradshaw, MBAH 
Monticello, has been selected by 
Safeco Insurance to receive an Award 
of Excellence for her superior skills 
as a personal and small business 
insurance advisor. Fewer than 5% of 
Safeco independent agents receive 
this prestigious honor and Bradshaw 

has earned it seven years in a row.

Fischer

Bradshaw



Arlington/Roe Announces New 
Hires and Retirements 

Lisa Wisniewski joined Arlington/Roe 
in 2019 as a farm underwriter and 
has been in the insurance industry 
since 2001. She helps agents with a 
variety of farm and equine exposures 
and has focused on finding farm 
and ranch solutions since 2012. Chris 
Graman joined Arlington/Roe as a 

Farm Assistant Underwriter in 2019 after graduating from 
Indiana State University. He majored in insurance, risk 
management and financial services and held a variety of 
insurance internships including working at Arlington/Roe 
in the summer of 2018 while earning his degree. Bobbi 
Thomas is retiring from Arlington/Roe. She joined the 
company in 2005, but has been in the insurance industry 
since 1970. Doris Clark is retiring from Arlington/Roe. She’s 
been with the company since 2004 and has been a broker 
specializing in directors and officers liability, employment 
practices, professional liability and healthcare-related 
businesses.  Julie Hawkins, Emily Marker, and Sonyia 
Townsend have been promoted to Vice Presidents at 
Arlington/Roe. Hawkins, Marker and Townsend joined the 
company in 2013, 2015 and 2008, respectively.

Acuity Health Challenge Raises 
Over $15K

Acuity Insurance 
announced that 
the 2019 Acuity 
Health Challenge 
raised more than 
$15,000 to help 
advance behavioral 
health and wellness 

initiatives in the community. In its eighth year, the Acuity 
Health Challenge featured a 5K or 2-mile run/walk. Over 
650 participants took part in this year’s event, which 
included donation sleep-in and virtual race alternatives. 
(Photo by Freedom Photoworks)

West Bend Mutual Insurance 
Announces Promotions
West Bend Mutual Insurance Company announced the 
promotions of five company executives. Heather Dunn 
is now senior vice president, as well as chief financial 
officer, a position she’s held since 2017. Dunn joined 
West Bend in 2008. David Ertmer has been promoted 
to senior vice president—claims and is responsible for all 
claims operations at West Bend, including the company’s 
specialty lines and mono-line workers’ compensation 
divisions. Ertmer joined West Bend in 2009. Rob Jacques 
has been promoted to senior vice president - commercial 
lines, overseeing all commercial underwriting operations 
at West Bend, including the company’s specialty lines 
and mono-line workers’ compensation divisions. Jacques 
joined West Bend in 2000. Jim Schwalen has been named 
senior vice president—personal lines and marketing, 
continuing in his duties of overseeing the personal lines 
underwriting division and marketing division, as well 
as the company’s service center. He joined West Bend 
in 1997. Kelly Tighe is now senior vice president—sales 
and will continue to lead the company’s sales efforts, 
including oversight of the company’s distribution system. 
He joined West Bend in 1999.

Burns & 
Wilcox 
Announces 
New Hires
Burns & Wilcox 
hired Cara 
Esparza as an assistant underwriter in its transportation 
department and Kyle McDonald in commercial lines as an 
assistant underwriter.

FCCI Announces Promotions
FCCI Insurance Group announced that Stephanie 
Winegar, MBA, CPCU, has been promoted to the role of 
managing director of underwriting for FCCI’s Midwest 
region. She is a graduate of Ball State University with 
a degree in insurance and risk management and joined 
FCCI in 1999. FCCI announced the promotion of Rob 
Smith in its Midwest region to the role of underwriting 
director. He joined FCCI in 2007 as a senior business 
development specialist for the state of Indiana.
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Clark Graman Thomas

Wisniewsk

Esparza McDonald
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Out & About

Big I volunteer leaders and staff in attendance at the National Leadership Conference in Savannah, Ga.

The national executive committee, including Indiana’s Todd Jackson 
(second from left), being sworn in at the National Leadership Conference in 
Savannah, Ga.

Rep. Matt Lehman (right) served as the keynote speaker at the 
InsuranceConnect 2019 event, sponsored by Frost Brown Todd. He and Rep. 
Martin Carbaugh participated in a legislative panel discussion recapping the 
2019 Indiana General Assembly. 



Contact us at 1-800-382-8837 or online at www.IPEP.com
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