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BIG I LETTER

EvolveWhat a year it has been. It’s overwhelming 

to think about. We are living through a global 

pandemic that has killed more than 200,000 

Americans and one million people worldwide, 

and shows no signs of ending any time soon. 

Our country is also dealing with issues related 

to social unrest, wildfires, and storms. And 

I will not even start to get into US politics. 

Taken together, these issues have caused 

a fundamental shift, not only in how we 

conduct business, but how we live our lives.

We at the Big I Indiana are far from 

immune. While it may seem somewhat trivial 

in the scheme of things, we are charged with 

providing you with the services that you 

need to continue to be successful, regardless 

of the situation. This has presented 

numerous challenges to our staff but has also 

emphasized the importance of participating 

in your association.

In this issue, your association president 

Pat Kennedy talks about the challenges 

and positive outcomes that have occurred 

in 2020. He stresses the value of being a 

member. We also have an article on the 

Schoen family. We wanted to share their 

story because an important component 

of Hoosier Associates’ success has been 

the relationship they’ve built through their 

involvement in the Big I.

The relationships that are forged and the 

services that are provided by involvement in 

the Big I go far beyond in-person gatherings. 

We have shifted all of our classes and events 

to an online, virtual format and they have 

been met with rave reviews. It’s not the same 

but, we are finding that membership is still 

an essential resource as you attempt to 

navigate and succeed in our new world.

We as a staff are learning about what 

works and what does not and we are 

doing our best to evolve right along 

with you. We will continue forging 

ahead to be your go-to resource 

on everything relating to the 

independent agency system 

and making your business the 

best that it can be. No one 

knows what the coming 

months and years will bring. 

I hope that it brings some 

level of comfort to you 

knowing that you have 

friends working hard on your 

behalf and providing assistance 

along the way.

Early in his football career, Walter 

Payton was asked how he dealt with 

difficult times during a typically bad 

Chicago Bears season (and there were 

many). His response: “Tough times 

go away. Tough people do not.”

These are indeed tough times, 

but we are tough people in a 

vital and vibrant industry, and 

we will persevere. Thank you for 

your continued membership and 

support and please don’t hesitate 

to contact me or your Big I staff 

if you ever need anything. ■ 

From the Big I CEO:   
Steve Duff
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Cutting EdgeOne could never have imagined on 

January 1st, 2020 what this year held 

for all of us. As of this writing, I can 

now reflect on what has been a very 

challenging year for our industry 

and association. Business is being 

done differently and the phrases 

virtual meetings, e-learning, and 

social distancing are now forever 

engrained in our minds as we have 

had to adapt quickly to meet the 

needs of our customers.

Your association has been on the 

cutting edge of all of this change 

and I want to give a huge shout out 

to Steve and our incredible staff as 

they have done a tremendous job in 

keeping up with the shifting landscape 

that 2020 has dealt us. I also want 

to thank and congratulate all of our 

members for the incredible way they 

have responded to these challenges. 

Agencies, carriers, brokers, and others 

have worked tirelessly to do what is 

right and I am very proud of how our 

industry responded.

Things will continue to be different 

as we move forward. Our first virtual 

annual convention was held at the 

beginning of this month. It’s certainly 

not what we are all used to, however 

your incredible staff put together 

an amazing program. Another thing 

that will be different moving forward 

From your Big I President:   
Pat Kennedy

is the continuation of your board of 

directors and executive committee 

members’ terms for an additional 

year. We have all agreed to serve 

in our current roles through 2021 

and I now have the distinct honor 

of serving as your president for two 

years. The reason for this action was 

to maintain continuity through this 

troubling time and we don’t take this 

responsibility lightly, we will work 

very hard to keep your association 

relevant and on the cutting edge as 

we have always been.

Looking forward to 2021 we can 

only hope that things will get back 

to some degree of normal or as 

some say the new normal. The face 

of which is a moving target and 

none of us know for sure what it will 

look like. What we do know is that 

our responsibilities and duties as 

independent insurance agents are 

as important as ever and we will 

continue to adapt to meet the needs 

of our customers. Your association 

will be there with you as they have 

been since the beginning of this 

most difficult time. Do not hesitate 

to reach out to them if you need 

something, they have a wealth of 

knowledge and resources and they 

are there for you.

Thank you and I cannot wait to see 

all of you again very soon. ■ 

“Agencies, carriers, 
brokers, and others 
have worked 
tirelessly to do what 
is right and I am very 
proud of how our 
industry responded.”  
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Watts Wins 2019 Emerging  
Leader of the Year Award  

By Melissa Hall

WWhen he was a senior in high school 
Sam Watts got his first taste of 
leadership in a tough situation.  

He was cast as the lead in the 

play Harvey, a role cherry-picked 

for him by the director. For weeks 

they rehearsed and struggled 

with logistical issues to bring the 

production to life, eventually moving 

it to a new weekend. Then on 

the second night of the show, his 

friend and fellow cast member was 

diagnosed with Leukemia. Watts and 

the rest of the cast found out five 

minutes before they went on stage 

with the student’s understudy. It was 

a heart-wrenching experience, one 

that helped Watts learn about how 

to deal with the stress of unexpected 

changes, and circumstances beyond 

your control. He realized you can 

only make the best decision with the 

information you have at the time. 

“In hindsight, that was one of the 

moments that shaped me into the 

person I am now,” he explained. The 

note the director gave Watts said, 

“This show couldn’t have happened 

without your positive attitude and 

the way you’ve led the cast to keep 

working and keep enjoying what 

we’re doing.” It still hangs 

in his office today as a 

reminder that people need 

a leader more than ever in 

difficult situations. 

The 2019 winner of the 

Big I Indiana Emerging 

Leader of the Year award 

found his way into insurance while 

attending Ball State University. 

He was originally interested in the 

telecommunications field but chose 

the school because of its diverse 

offerings. The Speedway native grew 

up only a mile from the track and 

after graduating from his small high 

school, he knew he didn’t want to 

lock himself into a university that 

only offered a few majors. 

After checking out a few job fairs 

and being invited to some insurance-

related events, Watts saw the 

opportunities the industry presented. 

BIG "I" NEWSINDUSTRY PROFILE
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Watts with his wife and kids. Watts receiving his award at the Big I convention in 2019. 
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Watts with his wife and kids. 

He attended the Big I Indiana convention when he was 

only a senior in college and was blown away by the 

number of companies and agencies at the event. “I walked 

into the tradeshow and in the first 45 seconds I realized 

everyone in the room has a full-time job in insurance,” 

said Watts. “I picked my career the same way I picked my 

university, both were packed with options.”

After college, he did a summer internship with State 

Farm. He went on to work for another State Farm agent, 

Jim Metzler, for the next five years. Metzler became a 

mentor and friend and remained so even after Watts 

transitioned to the independent agent side and took a 

position at Hylant. He learned the ins and outs of personal 

lines at State Farm and then the commercial side at 

Hylant. He was hired by National Association of Mutual 

Insurance Companies (NAMIC) in 2016 and serves as the 

director of operations for NAMIC Insurance Agency. 

With each job change, he’s continued to deepen his 

knowledge and love of insurance. He has gained mentors 

along the way that have given him a wealth of wisdom. 

“From my mentors I’ve learned a lot about the industry, 

but also about life and family, how to work hard, and how 

to communicate with clients,” he explained. “They taught 

me to make sure you ‘know enough to know when you 

don’t know’. There’s always more to learn from peers, 

carrier partners, and from educational institutes.” He 

earned his CIC designation and became an active member 

of the Big I, serving on and then chairing the Emerging 

Leaders committee. When he’s not giving back to his 

industry, he spends his time with his wife Kristie and kids 

Gus, 5, and Greta, 1. ■

Watts receiving his award at the Big I convention in 2019. 
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THE SCHOENS:
a Familya Family

By Melissa Hall 

with a Heart for Service 

If there’s an organization in Benton 

County that accepts volunteers, the 

Schoens have probably given their 

time to it. From school, bank, and library 

boards to the rotary club, the volunteer fire 

department and the local movie theatre, the 

Schoen men have served in every capacity. 



Jim Schoen and his two sons Blake and Taylor, 

own Hoosier Associates in Fowler, Ind. Their 

hearts for service are evident in their small 

community, but they don’t stop there. Each 

of the men has worked hard to give back to 

their industry as well. Since joining his family’s 

agency in 1979, Jim has been attending Big I 

Indiana events, starting with the Young Agents’ 

conference that year and continuing for decades. 

He served on the Big I Indiana board and then 

went through the executive committee chairs, 

becoming the president in 2008. His sons have 

followed in his footsteps. Blake currently serves 

on the education committee and Taylor is the 

chair of the Emerging Leaders (formerly Young 

Agents) committee. 

“The leadership skills I learned during my time 

with the Big I have been extremely beneficial in 

my dealings in other organizations I’m involved 

with,” said Jim. Through their involvement with 

the association, the Schoens have made lifelong 

connections. “Friendships are a huge part of the 

Big I. You can talk to those people and bounce 

things off of them. If I can’t write an account, 

maybe someone else can and you trust them, 

so you’re not in competition with them. It’s very 

valuable,” Blake explained. 

For anyone just joining the industry, the 

Schoens encourage them to find a mentor 

and give themselves at least five years in the 

business. “It takes time to build relationships, 

but each year you get new referrals as your 

network grows,” Taylor said. “It takes time 

to become comfortable and confident in 

the industry, but the long-term benefits are 

worth it.”  

The Schoens approach their business a bit 

differently than some agencies. They handle it 

in the same way they do most things, making 

11November/December	2020  ■   www.bigi.org

(Continued on page 12)

“I met Jim 42 years ago as a college 

freshman. Jim, a senior, stood out then 

as he does today, as a reserved leader 

among a group of accomplished 

peers. My mentee relationship with 

Jim fueled personal and professional 

growth, led me to the Big I, and 

countless relationships thereafter.  Jim has without 

exception always responded positively when I needed 

counsel, guidance, or simply kind encouragement—he is 

a true professional with whom we are fortunate to share 

association.”    

—Byron Kauffman    

“Jim Schoen epitomizes the essence 

of an independent insurance agent, 

owning and operating a family 

agency, working actively within, and 

servicing strongly, his community and 

surrounding areas,  professionally and 

personally, leading our association 

well, while working with his sons in the business by his 

proud principles.” 

—Pat O’Connor, NFP Property & Casualty Insurance

“Everyone here is a part of one big 

family. You can see that this is not 

just a day job for them, but it is a 

passion that they go all-out for every 

day. They have genuineness with 

their current clients and potential 

clients and are truly striving to help 

others in a time of need. The family atmosphere of 

the office makes you feel that you have another set of 

brothers and a father figure that makes it easy to talk to 

and bounce ideas off each other to come up with the best 

solution of any obstacle that might come along.” 

—Ethan Foxworthy, agent at Hoosier Associates
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it personal, and taking the time to get to know 

each prospective client. “We have a hands-

on approach because we want to know your 

family,” Taylor said. “We don’t email quotes; 

we sit down and talk through each client’s 

options.” That method has worked well and 

the agency has continued to grow through 

the decades. Much of their business is based in 

agriculture, but they cover everything and are 

now one of only four agencies in the county. 

Since two of his sons have joined the agency, 

Jim is now confident that his perpetuation 

plan is solid and they will continue to be able 

to serve the people of Benton County and 

beyond for decades to come. ■

“The Schoen family has helped me 

through many rough spots in my 

life. They supported me through 

my husband’s unexpected death 

and my battle with breast cancer in 

2017. Blake and Jim supported me 

during 16 weeks of chemo, a bi-lateral 

mastectomy, emergency gall bladder surgery, and the 

33 radiation treatments. They are always looking out for 

my best interest in one way or the other. Their motto is: 

‘Our family working with yours’ and I can confirm that it 

is especially true for myself and my co-workers.  I am so 

blessed to be working with the Schoen family, and I do 

consider them part of my family.”

—Terry Wissig, agent at Hoosier Associates

“Jim, Blake, and 

Taylor are the 

embodiment 

of what 

volunteerism 

in the Big I 

is all about. 

They understand the importance 

of giving back to our industry by 

helping set the policy and direction 

of our association to the benefit 

of our members. Being from a 

more rural community, they also 

provide a unique perspective on 

ways that the Big I can better serve 

our members in those areas. Their 

time and talents have made, and 

continue to make the Big I Indiana 

a better organization and I thank 

them for their efforts.”

—Steve Duff, Big I Indiana CEO
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TThe consumer marketing landscape 
is rapidly changing, not only from 
how people interact with businesses 
but how they seek information in an 
increasingly digital world. 

How do you keep up? Here are six 

ways to refocus your agency’s brand 

and connect with clients virtually:

1. Leverage online engagement. 

With so many people at home, 

social media and online usage has 

been on the rise. Make sure to take 

a look at your digital presence from 

your social channels to your website. 

Do you focus on specific niches? 

If so, make sure you are connected 

to the online communities in your 

niche. Even if you don’t have a 

particular business niche, you 

can identify local influencers to 

associate with, such as parents, 

working moms, exercise trainers, 

and more. If any of your clients have 

pivoted their business to better 

serve your community, such as first 

responders, consider showcasing 

them on your social media for 

mutually beneficial exposure. 

 

2. Identify new touchpoints.

With face-to-face interaction being 

limited, now is the time to explore 

other ways to connect online. Are 

you trying to reach a new marketing 

segment previously unacquainted 

with your agency? Displaying ads 

targeted at a niche segment may be 

a good option.

Is your business set up to text 

with your clients? According 

to SMSComparison.com, text 

messaging is the No. 1 preferred 

communication for customer 

support and 75% of customers want 

offers via text message. If you are 

already set up with text messaging 

for your agency, consider connecting 

in a new way, such as a personalized 

video message.

While more people are stuck at 

home, streaming both music and 

TV has increased. According to 

eMarketer, there is a rise in both 

6 Ways to Refocus your Agency’s   
Marketing After the Pandemic 

By Kasey Connors, CAE, MBA, VP of marketing operations, 
Trusted Choice, Inc., Big “I”

listening to music streaming online 

as well as smart speaker usage— 

up 34% in April—which benefits 

the services most connected to 

speakers, like Spotify, Pandora, 

Amazon Music, and Apple Music. 

Have you explored advertising 

on the radio or via online music 

platforms?

3. Focus on significance  

over success. 

I spoke with Peter van Aartrijk, 

CEO of Aartrijk, a boutique branding 

firm specializing in insurance, to 

ask him for advice on how agents 

should connect with their clients 

in a pandemic world. Van Aartrijk 

shares key differences in this 

landscape: 

“Insurance agents typically 

are focused on selling advice 

and coverage. Things are a 

little different now. I love what 

the futurist Daniel Burrus calls 

‘significance’ over ‘success.’ Agency 

owners need to focus now on 

significance, which is helping 

others,” van Aartrijk says. “What 

will you be remembered for, if 

anything? You need to think about 

it, especially as an agency owner.”
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“There is something better than 

focusing on success—the pandemic 

crisis is giving us the opportunity to 

make the shift,” he says. “Success 

is all about you and your agency. 

Significance is not about you. It’s 

about what you do for others: 

customers, their families, or people 

who could become customers. If you 

elevate your significance right now, 

you’ll eventually find yourself much 

more successful. What is it you can 

do to ease their pain? What can you 

do to help people, even if they’re not 

your customer?”

4. Demonstrate your expertise. 

Relevant and timely information 

is always valuable and independent 

agents are experts in many areas that 

consumers care about. Focus on any 

trends you are seeing and how you can 

share your knowledge. For example, 

during the pandemic, more people 

were traveling by RV and DIYing at 

home while businesses transitioned 

to a remote workforce. Those topics 

have insurance implications that your 

current and future clients may not be 

thinking about.

If you already have a blog on 

your website, now is a great time 

to update it. Consider highlighting 

trends, industry knowledge, or ways 

your agency has helped out in your 

local community. And don’t forget 

to share these posts on your social 

media channels.

5. Highlight the human element 

with active listening. 

Genuine listening has become a 

rare gift. Active listing helps build 

relationships, solve problems, 

ensure knowledge, resolve 

disputes, and improve precision.

When I asked van Aartrijk 

what he would do if he were 

running an agency, he suggested 

splitting up the entire customer 

list among the staff and to make 

sure each customer receives a 

personal phone call. 

“Ask them how they’re 

doing,” he says. “Customers are a 

lot easier to find these days—they’re 

all working at home. They’re not 

traveling. When you’re on the 

phone, try active listening—actually 

participating in the conversation 

instead of formulating your next 

sentence in your head. Be ‘in the 

moment,’ or engaged. Be polite—

’thank you for your time’ goes a long 

way in a world gone bananas with 

indifference and rudeness.” 

In this crisis, he predicts those 

phone calls will go further in building 

long-term success for your firm than 

anything you can do via mail, text, 

email, social media, or your website.

6. Showcase authenticity with 

action branding. 

Action branding dates back to 

the early 2000s when Cindy Gallop 

formulated it for Levi’s. Her formula 

has been studied and taught at 

Harvard and can be equated to 

“Shared Value + Shared Action = 

Shared Profit.” 

Now more than ever, branding 

should not be about what you 

do or say but rather that all your 

touchpoints align with your customer’s 

values. Action branding helps 

organizations demonstrate and thus 

authenticate the character, values, and 

purpose they claim to have.

The world is changing and how you 

showcase your agency and connect 

with clients also needs to change. 

Businessman and futurist Alvin 

Toffler states, “The illiterate of the 

21st century will not be those who 

cannot read and write, but those who 

cannot learn, unlearn and relearn.” 

As the consumer landscape 

continues to evolve, businesses will 

need to adapt and grow with the 

changes by doing things differently 

than they always have. Now is the 

time to look at your evolving agency 

brand story and pivot for success. ■

Kasey Connors serves as the VP 
of marketing operations of Trusted 
Choice, the consumer brand for 
independent insurance agents. Trusted 
Choice is an exclusive benefit offered 
only to members of the Independent 
Insurance Agents and Brokers of 
America that delivers critical marketing 
resources to independent agents across 
the country. She has been with the Big 
“I” for three years, previously she spent 
10 years in marketing primarily for 
associations and at a marketing agency.
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REAL TALK

We Asked and Agents Answered 

Q: What’s been 
your biggest 
challenge 
during the 
pandemic? “Doing everything I can to 

keep my employees and family 
as safe as I can.”

Pamela	Bennett	Martin  
Bennett & Bennett Ins. 

Corydon

“Understanding how the 
pandemic has affected each 

of our clients. While some 
are struggling to keep their 

doors open, others are actually 
thriving.”

Steve	Nassau  
ONI Risk Partners 

Louisville

“Getting new prospects to 
want to switch their insurance. 
I’ve heard countless prospects 

say ‘I just want to wait until 
Covid-19 goes away before 

making any changes.’”

Mark	Shoultz  
Priority Risk Management 

Fishers

“Keeping up with school 
work for my two kids. One is 
a teenager and the other is 
in grade school, so keeping 

everyone on track was a  
bit tricky.”

Demika	Smith 
Gregory & Appel, Inc. 

Indianapolis

“Missing a sense of normalcy.”

Stacey	Ratliff 
Leugers Insurance Group 

Franklin



“Income flow. We had a large 
number of small independent 

(non-chain) restaurants. All had to 
close or partially close and several 

just gave up. Purdue University 
decided to no longer accept 

international students. Between 
that and the fact that school will 

be online, we have fewer individual 
insurance clients.”

Phil	Tucker  
Tucker Insurance Agency, Inc.  

West Lafayette

“Getting started and building 
clientele. Unfortunately my 
timing was terrible as I tried 

to start my career at the 
very beginning of the state 

shutdown.”

Jason	Wear  
J.M. Thompson Insurance 

Crawfordsville

“Understanding and using 
virtual technology and being 

creative on prospecting.”

Jared	Yoder  
1st Source Ins. 

Elkhart

“Trying to stay safe from  
the virus.”

Diana	Herriott 
 SourceOne Group  

Fort Wayne

“Mental health and being a 
strong leader for my team. 

Travel is my escape so when I’m 
not able to do that, I struggle 
with motivation, mindset, and 

being my best.”

Kim	Mathews 
Associated Insurance Services 

Fishers

“Keeping an even keel 
perspective through it all and 

not getting caught up in all 
the negativity in the media/

social media.”

Dustin	Cressman 
Bixler Insurance Inc. 

Berne
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Q: What’s one 
good thing 
that’s come 
out of your 
time in 
quarantine?

“I started taking nightly walks 
with my dog Chumlee, he was 
overweight and lost 14 lbs in 

just two months! It has become 
a great habit now.”

Shelley	McCutcheon  
Mettler Agency 

Huntington

“My house is the cleanest it has 
ever been. Closets have been 
emptied more than once and 

we’ve donated so many items.”

Stephanie	Fessel  
Bennett & Bennett Insurance Inc. 

Corydon

“My husband and I keep sayng 
that if we survive our first year 
of marriage in quarantine, the 
rest of our lives will be a piece 

of cake! All joking aside, I’ll 
forever be thankful for all of 
the quality time quarantine 

brought to us as newlyweds!”

Stephanie	Marsh  
WalkerHughes Insurance 

Carmel

“We found that in an 
emergency, we can still take 

good care of our customers. We 
did not miss a beat, and most 
customers did not know that 

we were working from home.”

Vickie	Wolcott  
M.J. Schuetz Insurance Services, Inc. 

Indianapolis

“Streamlining certain 
procedures that we thought 
we couldn’t have done prior 

to quarantine. They’ve turned 
out to be more beneficial and 
cost effective than originally 

thought.”

Brad	Bowman 
Bowman & Thalls Insurance, Inc.  

Cambridge City
18
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Was your agency able 
to benefit from the 
small business Payroll 
Protection Program 
or any other grant or 
financial assistance  
program offered during 
this pandemic?
 
Yes   69.94% 

No   21.91% 

Declined   
to answer 8.15%

This survey was launched in August to 
gauge the economic health and stability of 
independent agents as they navigate the 
effects of the Covid-19 pandemic. 

“I was able to watch my baby take 
her first steps and say her very 

first words during my time in 
quarantine. That’s something that 

not many working parents have 
the opportunity to experience 

first hand.”

Stephani	Goodwin  
Jensen Ford Insurance Agency 

Indianapolis

“We were already 
technologically advanced 

when the pandemic hit, so we 
immediately implemented our 

contingency planning. Our staff 
saw that we can work remotely 
and still service our clients as if 

we were in the office.”

Mark	Bates  
Pinnacle Insurance Group  

of Indiana 
Crown Point

“We are seeing some great 
examples of community 

support. We’ve tried really 
hard to support local 
restaurants and small 

businesses and encourage 
others to do that as well.”

Mari	Shirer  
Shirer Insurance Services, LLC 

Crown Point

“More time being with my 
family and doing things that 

cost nothing to entertain 
ourselves. It brought us 

together in a new way and 
gave us time to get back to 

basics and spend real time, not 
rushed time, with each other.”

Kristi	Wood 
WalkerHughes 

Greenwood

“More quality family time and 
more homecooked  

family meals.”

Stacie	Gascho 
Henriott Group 

Lafayette
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Q: What have 
you missed 
the most 
during this 
unique time?

“Spending time with family 
and friends the way we used 

to, with hugs and large,  
loud dinners.”

Christina	Kelley  
Gregory & Appel 

Indianapolis

“A routine schedule. With 
staff out on different days to 
take care of children or other 

matters, it’s been tough getting 
back into a consistent routine.”

Eric	Leugers  
Leugers Insurance Group 

Franklin

“I miss being able to see 
my kids’ smiles when we go 

somewhere fun because masks 
are mandated.”

Sheena	Bitterling  
The Smith Sawyer Smith Agency 

Rochester

“I miss my coworkers and the 
conversations that can lead to 

growth in our industry.”

Debby	Morris 
German American 

Madison

20
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Do you plan to 
have your staff 
continue remote 
work once the 
pandemic is over?  
 
Some, but not all 46.78%  

No   31.76% 

Unsure   12.88% 

Yes    9.87% 

This survey was launched in August to 
gauge the economic health and stability of 
independent agents as they navigate the 
effects of the Covid-19 pandemic. 



Is the majority 
of your staff still 
working remotely? 
 
Yes    41.01%  

No    43.54%  

Staff never worked  
remotely  15.45% 

This survey was launched in August to 
gauge the economic health and stability of 
independent agents as they navigate the 
effects of the Covid-19 pandemic. 

“I’m missing interaction with 
friends and coworkers.”

Darlene	Bell  
Hylant 

Bloomington

“Attending church in person.”

Lori	Rowan  
Zeller Insurance, LLC 

Columbus

“Being able to go to a 
restaurant and not have it feel 

like a science experiment.”

Brett	Slama  
Smith Sawyer and  

Smith Insurance 
Carmel

“Going to the store as often 
as I like. Now I try to just go to 
the grocery store once a week 
and do most shopping online.”

Becky	Bryant 
Associated Ins Agencies Inc. 

Lawrence

“Being able to smile at 
strangers when we’re out 

and about because we’re all 
wearing masks.”

Amy	Hurst 
Hylant 

Fort Wayne
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Q: Did you have 
any big plans 
that had to 
be modified 
or cancelled 
this year?

“Yes, a vacation to Key West 
for my wife’s birthday.”

Thomas	Lewis  
Friendship Insurance 

Dillsboro

“Yes, baby showers and 
the births of our first 

granddaughters (two of them 
born three weeks apart). Not 

being able to be there and share 
in that moment is something 

we will never get back.”

Laura	Brown  
RMD Patti Insurance 

Richmond

“All the concerts and basketball 
games we normally attend and 

two vacations.”

Genia	Emry  
Hylant 

Indianapolis

“No, I’ve always looked at life 
as a period of adjustments! The 
more you are able to adapt the 

better your life will be.”

Stan	Washler 
WalkerHughes Insurance Group 

Auburn

“We were supposed to have a 
BIG family reunion in July and 
it got cancelled. I come from 

a huge family with 10 kids, so 
with our families and cousins, 
aunts and uncles, I can’t even 

count there are so many.”

Madonna	Petty 
EPIC 

Indianapolis



“A New York trip to see my son 
sing at Carnegie Hall was cancelled 
and a trip to Disney World for my 

son to march in the parade with his 
high school band was rescheduled 

for 2021.”

Terri	Hines  
Rural Ins. Agency Inc. 

Indianapolis

“Yes, golf outings, vacationing 
in Canada, and birthday parties 

for my parents.”

Michael	Crabb  
Dimond Bros. Insurance 

Carmel

“My son was planning to get 
married with a large Chicago 
wedding. Instead he and his 

bride got married in our back 
yard and it was a beautiful and 

intimate event.”

Dean	Rothschild  
Rothschild Agency, Inc. 

Merrillville

“A 10 day trip to the British 
Virgin Islands. We were going 

to cruise the islands in a 
sailboat with our best friends. 

We were very disappointed 
that it had to be cancelled.”

Pat	Kennedy 
Lee WalkerHughes 

South Bend

“Every year we go to a 
Jimmy Buffett concert. We 

Parrotheads decided to have 
a pool party instead. We 

streamed old concerts while 
swimming and it was actually 

more fun.”

Tracy	Layton 
The Mitchell Agency 

Lafayette

“I had planned to retire and 
relocate to another state. Between 
the issues in our economy and the 
challenge of trying to make such a 
major move during the pandemic 

I’ve postponed my plans until  
next year.”

Debbie	Miner 
Henriott Group, Inc. 

Lafayette
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II miss the classroom.  
I know many of you feel the same 

way. In March, I think we all naively 

assumed we were canceling one 

or two programs, not that we’d 

be shifting the rest of the year to 

webinars and virtual conferences. 

While online education has always 

been part of the Big I’s offerings, 

it’s never been our only option. We 

like to balance online and in-person 

programs and offer options that 

meet everyone’s needs. Covid-19 

wasn’t concerned about that. As it 

started to look like social distancing, 

masking up, and smaller crowds were 

here to stay, we started to have 

conversations we never expected 

to be having. What do we do about 

Farm Conference, CIC programs, or 

our Convention? 

Like you, we have had to adapt. 

Now we’re six months in, and while it 

may not be our first choice as hosts 

or your first choice as attendees, 

we’re embracing the challenge of the 

online classroom. In shifting programs 

online, we wanted to make sure we 

weren’t sacrificing our standards. We 

know you have high expectations of 

program quality when you choose 

to attend a Big I class or conference 

and we hate to disappoint you. 

We weighed all the online hosting 

options and found the right solution 

to ensure there would be no more 

interruptions in our program 

offerings and you would still receive 

the same quality education you’ve 

come to expect from us. I have to 

admit that we were a little skeptical 

of how it would all work. How many 

people would actually attend online 

options and would programs still be 

so well received without the face-to-

face time?

I’m happy to say that we’ve 

now successfully hosted Agency 

Compliance Seminars, CIC Institutes, 

Ruble Seminars, and even our Farm 

Conference online. Your feedback 

has been extremely positive and 

many have reported that while they 

may prefer to be in the classroom, 

the content is just as good online. So 

what’s next for education? Well, for 

the rest of 2020, more unique virtual 

opportunities are headed your 

way, alongside the excellent online 

professional development courses 

that have always been available.  As 

I write this, we’re planning our most 

unconventional convention yet—a 

fully virtual program. 

When it comes to education and 

events, one of the most important 

elements is you, the attendee. We 

can’t thank you enough for trying 

the online classes and contributing 

to the continued success of our 

education programs. Your patience 

and grace during these crazy times 

have been much appreciated. If you 

have yet to check out one of the 

virtual options, give it a try. We’re 

anxious to get back to the classroom 

but in the meantime, we can’t wait to 

see you online soon! ■

An Education Update 
By Megan Vaught, Big I Indiana director 
of education and events

Special Risk Professionals
www.roushins.com

(800) 752-8402



BE THE
SHARPEST 
KNIFE 
IN THE 
DRAWER.
2021 CIC Indiana Schedule 

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

February 10-12          
March 8-9                 

April 14-16                  
May 19-21                  

June 7-8                   
July 21-23

August 18-20               
September 13-14        

 December 8-10             

Commercial Multiline 
Ruble Seminar
Personal Lines
Agency Management
*Ruble Seminar – Fort Wayne, IN
Commercial Property
Insurance Company Operations
Ruble Seminar
Commercial Casualty 
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TThe Big I Indiana earned a Gold 
level 2020 Excellence in Insurance 
Education Award  
from the Independent Insurance 

Agents and Brokers Association.

The award was commemorated 

with a plaque and recognized during 

the EIE Awards Celebration session 

during the Big “I” LET’s Do This Virtual 

Summit. Launched in 2010 as a way to 

recognize state association education 

professionals for their outstanding 

individual efforts, 

the EIE process is 

not a competition 

but rather a points-based system 

meant to help each state achieve 

insurance education excellence. 

The application itself stands as a 

best practices primer for insurance 

education excellence. ■

 Big I Indiana Wins Education Award

2020 AWARD WINNER

Megan Vaught, Big I Indiana’s education director, 
with the award. 



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

www.bigi.org/eo 
Mary Sullivan 

sullivan@bigi.org 
317-228-3020  

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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Quick Hits

Congress Passes NFIP Extension 
The U.S. Congress passed a measure to extend the 
National Flood Insurance Program (NFIP) through Sept. 
30, 2021 as part of government funding legislation. 
Congress must periodically reauthorize the NFIP, which 
was set to expire Sept. 30. However, Congress has 
yet to pass a longer-term extension of the NFIP, as 
debate continues regarding options for reforming the 
program. This has already resulted in a series of stop-gap 
extensions and a few brief lapses in 2017 and 2018. The 
current House and Senate-passed measure extends the 
program for one year.

Big “I” Names Best  
Practices Agencies
The Big “I” has named the following agencies on its 
2020 Best Practices Agencies list. The 2020 best 
practices update is available at the following link: 
tinyurl.com/y6jwvkry. 

Gibson Insurance Agency, South Bend 

Harrington-Hoch, Richmond 

Hupe Insurance Service, Fort Wayne 

LHD Benefit Advisors, Indianapolis 

MJ Insurance, Carmel 

Ovation Insurance, Fort Wayne 

Wetzel Insurance Agency, North Manchester

MJ Insurance 
Welcomes  
Viera to Agency 
MJ Insurance announced the 
expansion of its marketing and 
communications department with 
the appointment of marketing 
and digital communications 

manager Leila Viera. In her new role she will collaborate 
cross-functionally to develop comprehensive 
content strategy, while focusing on driving growth 
opportunities and heightening brand awareness. Her 
goal is to develop best practices aimed at increasing 
audience engagement, expanding digital presence and 
improving user experience. 

McGriff Hires Taylor  
McGriff Indiana announces new 
hire, Darin Taylor, who is joining 
their team as an employee benefits 
producer. Taylor joins McGriff with 
a sales and consulting background 
on the HR administration side of 
employee benefits. He specializes in 
new solutions for clients.

Kelly Retires from 
Indiana Farmers
After more than 35 years in the 
property and casualty insurance 
business, Kevin Kelly will be 
retiring on April 1, 2021 from 
Indiana Farmers Insurance. Scott 
Miller has assumed the position of 

vice president of sales. Miller brings to this executive 
leadership role his vast experience, knowledge, and 
a passion for Indiana Farmers Insurance, our agent 
partners, and customers, which is unique and real. He 
has been with Indiana Farmers Insurance for 32 years.

Wollenhaupt Joins 
Arlington/Roe 
Kim Wollenhaupt joined Arlington/
Roe in 2020 as an underwriter on the 
commercial binding team. She has 
over 20 years of experience on the 
wholesale and E&S side of insurance.

Viera

Taylor

Kelly

Wollenhaupt
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AmGUARD • EastGUARD • NorGUARD • WestGUARD

We distinguish our Workers’ Compensation 
coverage by providing value-added services 
before, during, and after a claim. We’ve been 
successfully protecting our policyholders  
and their employees for decades. 

 Up-front loss control measures
 Responsive claims handling
 Facilitation of quality medical care  
(when an accident does occur)

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

Our Workers’ Compensation policy is available 
nationwide except in North Dakota, Ohio, 
Washington, and Wyoming.

Workers’
Compensation

West Bend Raises $1.15 million  
for MACC Fund  
West Bend Mutual Insurance Company, along with 
independent insurance agents who represent the 
company, key business partners, friends, and associates, 
recently raised $1,150,000 for the MACC Fund, Midwest 
Athletes Against Childhood Cancer. Donations were 
raised at a September 22 event hosted by the company. 
This is the eighth time West Bend Mutual Insurance has 
hosted this biennial event which, to date, has generated 
more than $3.7 million for the MACC Fund. In addition 
to the MACC Fund, West Bend is proud to sustain its 
2020 charitable giving through the West Bend Mutual 
Insurance Charitable Trust and the Independent Agents’ 
Fund. Grants were made to organizations that include 
Feeding America, the Red Cross of Southeast Wisconsin, 
the United Performing Arts Fund, and the American 
Heart Association. 

Acuity Helps Provide Grants, 
Training to Employees in  
Industries Impacted By COVID-19   
Acuity Insurance is donating $35,000 to help provide 
grants and training to employees of hotel and 
beauty industries, two sectors impacted significantly 
by COVID-19. Acuity is donating $10,000 to the 
Professional Beauty Association (PBA) Foundation 
COVID-19 Relief Fund and $25,000 to the American 
Hotel & Lodging (AHLA) Foundation’s COVID Relief 
Fund. The PBA Foundation donation will provide 20 
grants to industry professionals impacted by the 
pandemic. The AHLA Foundation donation will help 
provide 100 hotel employees with access to free 
training, professional development, and continuing 
education scholarships.
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Big I Indiana Partners with 
Smart Choice®

SSmart Choice® Indiana and Big I 
Indiana have joined forces to give 
Big I member agents in the state 
access to the numerous benefits 
offered by the nation’s fastest 
growing agency network.   

“It is clear that the Big I and Smart 

Choice share a similar vision – to 

ensure the success of independent 

agents. Big I members can now access 

the fastest growing agency network 

in the nation and have confidence 

that no matter what challenges 

they face, they have the unwavering 

support of 

two great 

organizations 

they can trust,” 

said Luke 

Royal, Smart 

Choice Territory 

Manager for the 

state of Indiana.

Smart Choice 

offers a wide 

range of 

products and 

services to its 

partner agencies, 

including access 

to personal, 

commercial and 

life markets, 

in addition 

to business 

builder and business saver products. 

Currently serving over 8,000 agents 

in 45 states, Smart Choice has 

agreements with more than 100 

nationwide and local carriers. Smart 

Choice agency partners write more 

than $8 billion in premium annually.

“We’re excited to announce our 

partnership with Smart Choice 

Indiana,” said Steve Duff, CEO of 

The Big I Indiana. “We constantly 

strive to provide services to our 

members that help them perform 

better and more efficiently for 

their clients. Smart Choice fits this 

bill perfectly by providing market 

access, training and marketing 

support for those Big I members 

that need it. Smart Choice will 

provide our members with the 

highest level of products and 

service as they navigate the ever-

changing insurance marketplace, 

and we are excited to provide this 

service to our members.”

Indiana agents interested in 

learning more about Smart Choice 

can contact Big I Indiana Sales and 

Membership Manager Dave Moore at 

(317) 228-3303 or moore@bigi.org. ■



Pamper your customer’s 
business with a policy  
from West Bend.
Your customers love their business. They put 
everything into it, nurtured it so it would grow.  
An insurance policy from West Bend is the best  
way to keep it happy, healthy, and profitable.

So wrap it in the cozy warmth of the Silver Lining®.
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EXCESS & SURPLUS LINES

PROBLEM
SOLVED!

Big I Central Golf Outing
The Big I Central Golf Outing was held at Highland Golf and Country Club in September. 
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COMMERCIAL TRANSPORTATION  |  BROKERAGE  |  MARINE 
PROPERTY & CASUALTY  |  SURETY  |  PERSONAL LINES

EVERY RISK IS AN OPPORTUNITY

(800) 666-5692  |  JMWILSON.COM

JM Wilson100th-Focus Magazine-CMYK.indd   2JM Wilson100th-Focus Magazine-CMYK.indd   2 4/3/20   7:58 AM4/3/20   7:58 AM

Top off your membership.
Make the most of your Big “I” benefits.

TrustedChoice.com

Virtual University

Annual Convention

Young Agents Committee

First Call Free Legal

Premium Financing
IA and Focus Magazines & Pipeline Newsletter

Legislative & Political Action

Networking

Education

CIC

E&O Insurance

IIAI Staff

Vendor Discounts

Eagle Agency

Premium Financing funded by the

Big I Indiana offers easy payment 
plans with a low down payment for 

your agency E&O premiums. 

Members also have access to three 
companies to finance your insured’s 

premium. We service both commercial 
and personal lines with the ability to 

build in your own agent fee. 

INDEPENDENT INSURANCE
AGENTS OF INDIANA
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Celina Insurance Group
Roush Insurance Services
ServiceMaster DSI
Underwriters Alliance of Indiana
EMC Insurance Companies
Western Reserve Group
Continental Western Group
J.M. Wilson
Prime Insurance Company
ICW Group Insurance Companies 
Foremost Insurance Group

Keystone Insurers Group
Buckeye Insurance Group
A.J. Wayne
Grinnell Mutual 
Madison Mutual
Markel Specialty 
Tokio Marine HCC – Public Risk Group
Accident Fund Insurance Company
Frankenmuth Insurance
Eastern Alliance Insurance Group
FFVA Mutual

Wolverine Mutual Insurance Company
AmTrust North America
Auto-Owners Insurance Company
Risk Placement Services
Openly, Inc. 
Grange Insurance
Selective Insurance
Swiss Re Corporate Solutions
The Hartford
Travelers Insurance
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For five decades,For five decades,  Public Risk Underwriters has provided coverage for  Public Risk Underwriters has provided coverage for 
public administrators, first responders and all of our invaluable public public administrators, first responders and all of our invaluable public 
servants.servants.

Our clients benefitOur clients benefit  from services including underwriting, rating,  from services including underwriting, rating, 
claims administration, risk management, comprehensive reporting, claims administration, risk management, comprehensive reporting, 
and reinsurance brokerage. and reinsurance brokerage. 

During these uncertain times,During these uncertain times,  our sales professionals have  our sales professionals have 
remained steadfast in their commitment to working with local agents, remained steadfast in their commitment to working with local agents, 
ensuring their clients receive proper and customized coverage.ensuring their clients receive proper and customized coverage.

When you look for a partnerWhen you look for a partner  with experience, dedication  with experience, dedication 
and stability, now and into the year ahead, look to Public Risk and stability, now and into the year ahead, look to Public Risk 
Underwriters.Underwriters.

Contact us at Contact us at 1-800-382-88371-800-382-8837 or visit us online at  or visit us online at ipep.com/pruipep.com/pru



In an uncertain and ever-changing climate, consistency In an uncertain and ever-changing climate, consistency 
and stability remain the cornerstones of everything we do and stability remain the cornerstones of everything we do 
for our member municipalities, providing training, risk and for our member municipalities, providing training, risk and 
claims management, plus a series of benefits and workers claims management, plus a series of benefits and workers 
compensation.compensation.

IPEP is the program of choice for over 600 active members, IPEP is the program of choice for over 600 active members, 
providing coverage for over $1 billion in public worker wages.providing coverage for over $1 billion in public worker wages.

Our services are marketed and distributed by a network of local Our services are marketed and distributed by a network of local 
independent agents who stand ready to serve you.independent agents who stand ready to serve you.

Contact us at Contact us at 1-800-382-88371-800-382-8837

or visit us online at or visit us online at ipep.comipep.com

Are you ready to start the new year with IPEP?Are you ready to start the new year with IPEP?

Anthem Blue Cross and Blue Shield is the trade name of Anthem Insurance Companies, Inc. Independent licensee of the Blue 
Cross and Blue Shield Association. ® ANTHEM is a registered trademark of Anthem Insurance Companies, Inc. The Blue Cross 
and Blue Shield names and symbols are registered marks of the Blue Cross and Blue Shield Association.


