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BIG I LETTER

2022I am not going to talk about the 

pandemic in this article. OK, that is not 

entirely true, but I hope that got your 

attention. In truth, I am not going to spend 

the ENTIRE article discussing the pandemic. 

We are all suffering from pandemic 

overload, and with good reason. Your 

association staff and I have spent the bulk 

of our time over the last nearly two years 

reading and reacting to curveballs that 

have been thrown at the association and all 

of us. In spite of all of the issues, the staff 

has performed wonderfully representing 

you and your interests. 

So, rather than focus the Big I Indiana 

making lemonade out of lemons, let’s 

talk about what we have in store for a 

hopefully better, brighter, and healthier 

2022. We are exploring a number of new 

or revamped events and programs that 

will add to the value of being a member. 

While all of this is in the early planning 

stages and is obviously contingent on 

the state of the pandemic (there’s that 

word again), we understand that nearly 

every person in our industry is ready to 

get back together, in person, in a safe 

environment at meetings and events. 

This is going to be a main area of focus 

for the association during 2022.

As you know, we made the difficult 

decision to move our 2021 State 

Convention to a virtual format. Each 

year, the convention is the centerpiece 

of what we do and it will continue to 

be in 2022. Megan Vaught, Convention 

Committee Chair Roxanne Gard, and the 

committee are already working on plans 

for the biggest, best convention yet next 

November. We also look forward to 

the return of the in-person Emerging 

Leaders Conference in Fort Wayne 

in June and the Farm Conference in 

Lafayette in May. These three staple 

events are just the beginning.

Your staff is examining 

implementing several other 

in-person events throughout 

next year that will enhance the 

value of your membership. We 

are excited to think about new 

and different education and 

social events that will allow you, 

your peers, and company partners 

to interact at top level programs at 

minimal or no cost. In a way, we are going 

to try to make up for lost time for all of 

us by giving you more opportunities to 

network, make new relationships and 

learn.

The association staff, leadership 

team and I are all cautiously optimistic 

that the world in which we live will 

improve in the next several months. 

The best way we can think of to get 

back to normal is the path we are 

taking. Stay tuned in the coming 

couple of months for more details 

on our plans for 2022. You will not 

be disappointed. ■ 

From the Big I CEO:   
Steve Duff



2022

“Trust in Tomorrow.” and “Grinnell Mutual” are registered trademarks of Grinnell Mutual Reinsurance Company. © Grinnell Mutual Reinsurance Company, 2021.

grinnellmutual.com

AUTO | HOME | FARM | BUSINESS

YOUR CUSTOMERS’ COMPLEXITIES
OUR EXPERTISE  
At Grinnell Mutual, we help keep businesses moving forward. You can put your trust in  

a dedicated underwriter to handle complex coverages for your specialized business customers.  

Trust in Tomorrow.® Learn more today.



666

DIAMOND PROFILE

Indiana Farmers Insurance works 

with our agency partners to keep 

the focus on our shared customers. 

We’ve been able to put our 

members first by staying true to 

our values and our commitment to 

being a member service company. 

We seek to stand apart from our 

peers by focusing on our members. 

We invest in listening to members 

to understand expectations; 

to make everything simple and 

easy; to work with agents to put 

members first; and to provide the 

highest level of service. 

While every aspect of our 

business is important, the 

experience members have when 

making a claim is essential. Our 

members can and should expect 

the highest level of service from us. 

In fact, 84 percent of our members 

who make a claim rate us 9 or 10 on 

a 0-to-10-point scale. We don’t just 

deliver on our promise, we fulfill 

that promise by responding with 

urgency and attentiveness.

Additionally, we believe it’s 

important for policyholders to have 

a trusted expert to guide them, 

and that they are best served by 

people who live and work in their 

communities. Therefore, we seek 

out and partner with only the best 

insurance agents. 

We strive to ensure our agent 

relationships are personal and 

based on understanding and 

Indiana Farmers Insurance

The Big I Indiana recognizes 

Indiana Farmers Insurance as 

one of its Diamond Partners, the 

highest level of sponsorship for 

our association. We thank them 

for their continued support.  

PRESIDENT/CEO: 

Kim O. Smith

CEO-ELECT: 

Wes Sprinkle

CORPORATE HEADQUARTERS: 

Indianapolis, IN

NUMBER OF EMPLOYEES: 

203

FOUNDED: 

1877

CONTACT:  

Insurance.indianafarmers.com 

1.800.477.1660

Kim Smith addressing Indiana Farmers Associates during our 2021 Associate Recognition Luncheon.
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trust. We recognize we work 

best together when things 

work well for all of us. And, we 

reward hard work and great 

results with one of the best 

overall agency compensation 

plans in the industry.

Most importantly, we have 

proven we can absolutely, with 

the help of our agency partners, 

provide our members with the 

service and security they need 

and expect in the best of times 

and in challenging times. This 

focus on member experiences 

gives our agency partners an 

added advantage in the field. ■ Kim Smith Wes Sprinkle
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Smith Sawyer Smith employees at a work event held at the Westfield Wine Vault. 

Side Hustle Story:  
The Westfield Wine Vault 

By Melissa Hall 

WWhile most people were setting up 
home offices and preparing for an 
extended quarantine, Addie Durnell 
of Smith Sawyer Smith Insurance 
Agency, and her husband Andy were 
rolling up their sleeves to pursue 
their dream.

The pair had just purchased a 

Westfield, Ind. landmark, a bank built 

in 1899, when the pandemic started 

grinding restaurant businesses to  

a halt. 

Durnell is a veteran insurance agent 

who has worked in the industry for 

almost 20 years. She and her husband, 

a financial advisor, had been interested 

in opening a wine shop when they 

retired, but they began to wonder, 

why were they waiting? 

“Life is too short to put things off! 

Doing what you love is extremely 

important,” Durnell explained. “The 

amount of joy it brought to us and 

the people around us has made it all 

worthwhile.”

They toured wineries in Napa Valley, 

Washington state, and France to learn 

more about vineyards. When the bank 

building became available, they saw 

an opportunity to follow their dream. 

“We wanted to create a place that was 

fun where people could find unique 

wines,” she said. “It’s a place for people 

to laugh and relax and that’s much 

needed right now.” 
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Addie and Andy Durnell in the Westfield Wine Vault. 

November/December 2021  ■   www.bigi.org

After months of renovations, they opened the 

doors of the Westfield Wine Vault in Dec. 2020. 

The community quickly rallied behind them and the 

space has already become a beloved spot to gather. 

From carefully curated wine flights that allow you to 

try some of the 115 vintages from around the world, 

to event spaces that are available for birthday 

parties or wedding receptions, the wine shop has 

a bit of everything. There is also a kitchen set up 

in the former bank safe that prepares charcuterie 

boards, dessert plates, soups and salads for those 

hoping for a bite to eat.

“The response from the community has been 

better than we could have imagined,” she said. 

“There’s just nothing like this around.” While 

Durnell remains a full-time insurance agent at 

Smith Sawyer Smith, she and her husband have 

loved making one of their favorite hobbies into a 

successful side hustle. ■ 

Learn more at WalkerHughes.com/Acquisitions

WalkerHughes Insurance is comprised of dozens of former 

agencies with hundreds of years of service and commitment 

to their communities – a legacy WalkerHughes is dedicated 

to maintaining for decades to come.

Building Ours While Continuing Yours

LEGACY



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
Mary Sullivan 

sullivan@bigi.org 
 317-228-3020

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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Madison Mutual
Pekin Insurance
Accident Fund Insurance Company
The Hartford
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Underwriters Alliance of Indiana
AmTrust Financial Services, Inc.
EMC Insurance Companies
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Markel Specialty 
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Skelton Named  
2022 Big I President 

TThe Indiana Big I welcomes its 
new 2022 executive committee 
members in January.    

Each year, a new committee 

member takes the reins as 

president, and in 2022, Brent 

Skelton, MBAH Insurance, 

Lafayette, 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 during my 

presidency will be to find 

a way to get back to some 

normalcy. An in-person 

convention for 2022 would be 

great! I would also like to find 

a way to get the word out to 

our membership that the Big I 

Indiana offers much more than 

what they probably realize.

Q: What are some of 

the biggest challenges 

independent agents are 

facing right now?

A: You mean outside of 

dealing with COVID? I see 

that overall the biggest 

challenges in our industry 

continue to be finding 

producers, or good people 

in general, and dealing 

with all of the M&A 

activity.

Q: How do you think 

your time on the 

executive committee 

has prepared you for 

your role as president? 

A: My time on the 

executive committee has 

been very educational on 

all of the inner workings 

of the organization. This 

foundation along with the 

people I have served on the 

board with has put me in a 

better position to help lead 

this coming year.

Q: What’s the best 

piece of advice you’ve ever 

received about working in 

the industry?

A: The best piece of advice I 

ever received was that you have 
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to work hard and really dig in early in your career. You 

have to be ready to learn and continue to learn to be 

successful in the insurance industry.

Q: If you weren’t in insurance, what would you 

want to be doing?

A: If I weren’t in insurance I would be doing one of 

two things, I would own a landscape company (my 

brother and I used to mow lawns as teenagers) or I 

would be in the car business. Those who know me 

know that I have a bit of a car habit. 

Q: Are there any lessons from a personal life 

experience that you’ve incorporated into 

your career?

A: My wife and I have five children, almost daily there 

is a new challenge or curveball thrown at us. Similar to 

the insurance industry, no two days are the same and 

every day brings a new challenge. Just embrace it and 

be ready to adapt. 

Q: Tell me some ways that agents can get more 

involved with the Big I if they aren’t already. 

A: The best way to be involved in the Big I is to ask. As 

I mentioned earlier, there are many more things going 

on in and around this organization than most people 

realize. ■ 

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.
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Back Home Again Part II
By Richard S. Pitts

IIn our last column, we started a 
conversation with a National Alliance 
faculty member and frequent expert 
witness on errors and omissions 
matters, Mr. Patrick Deem.    

Deem has returned to the Midwest 

but continues to share his wisdom 

and experience with insurance 

industry personnel nationally. Deem 

teaches on a wide variety of subjects, 

including “Ten Questions that 

Drive Me Crazy about the Business 

Auto Policy,” and a case study class 

entitled, “What’s Your Opinion?”

Deem has served as an expert 

witness around 275 times since 

1992. He’s worked on cases ranging 

from independent contractors and 

employee leasing to certificates of 

insurance and additional insureds. 

We left off our conversation last time 

on valuation in property losses and 

explaining co-insurance clauses. It 

continues below.

Q: One of the classes I like to teach 

is sort of a “day in the life” or slow 

reveal style, especially regarding 

errors and omissions loss. We give 

attendees an imperfect set of facts 

and no real guidance as to where the 

E&O claim is lurking until the very 

end. It makes them very frustrated, 

especially when it comes to trying 

to prevent losses. I had one student 

say words to the effect of, “This is 

hopeless. How do you prevent losses 

when you don’t know where they’re 

coming from?” So, how do you 

answer that question?

A: There is an old adage in business, 

“you have to spend money to make 

money”. Agencies differ in size, 

number of employees, income, 

premium volume, number of 

companies, and types of business 

written. However, they all face the 

same problem. No matter the size of 

the agency, the management, and 

the ownership have to recognize that 

both a “loss prevention” and a “loss 

control” program have to exist.

Q: And what’s the difference?

A: They are different. The first one, 

loss prevention, stops the issue from 

happening or the claim from being 

made. The second one, loss control, 

works to reduce the true cost of the 

’‘issue” once it has occurred.

And here’s where agencies both 

big and small encounter the same 

problem. Loss prevention and loss 

control both take time to develop 

and monitor. Time, of course, 

translates into money. To quote 

another business adage, “time is 

money”. And both time and money 

are in short supply, no matter the 

size of the agency.

Q: So, what should agencies do, 

given short supplies of time and 

money?

A: First, there have to be standards 

governing the agency’s operations. 

Management and the ownership have 

to “set the bar” for the rest of the 

agency staff as to what procedures 

are done on every account for the 

same situation. 

Q: I know we talk about consistency 

a good deal in agency operations, 

“No matter the size 
of the agency, the 

management, and the 
ownership have to 

recognize that both a 
‘loss prevention’ and a 
‘loss control’ program 

have to exist.”
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but why is it so important in E&O 

situations?

A: From my perspective, it becomes 

really important in driving the 

defense. Once an agency is sued 

regarding an errors and omissions 

case, the key to their defense is being 

able to answer the basic questions or 

claims that the plaintiff will put out 

there. It might be a claim of an error—

“why did you do what you did?” or it 

might be a claim of an omission—“why 

didn’t you do something that should 

have been done?”

And experience tells me that the “you” 

who has to answer those questions 

won’t just be a single individual. It will 

be everyone involved in the issue. 

The agency is a legal entity – a legal 

person, so to speak – so why can’t 

it be a defendant. Also, that “you” is 

going to be the agency owner and the 

producer (if they’re not one and the 

same person). It’s also going to be the 

customer service representatives. 

Essentially, it could be anyone on the 

agency staff who has “touched” the 

file. 

And here’s where the standards 

come in. We want the answers to be 

the same for all of the “you” parties 

involved. We want the answer to 

be something along the lines of, “...

because that is the standard in our 

agency. We all do it the same way.”

Q: Creating standards is going to 

help. What else do we do?

A: Look, in defending a case, the use 

of “standards” is creditable only if 

those standards are communicated 

and followed. I’ll give you an example. 

If I am a new employee of your 

agency in the personal lines 

department, do I have easy access 

to what our agency’s standards 

are regarding questions for a new 

homeowners’ application? If so, 

where are they? Are they in our 

agency management system? Can 

I access them easily? Or, do I have 

to interrupt someone else to ask? 

That’s time-consuming for both 

of us and remember, “time is money”.

There’s even more to it than that. 

Agencies also have to make sure that 

the standards are being followed. That 

requires follow-up.

Q: That’s interesting. I think that 

consensus is that follow-up is 

important to agency operations, 

but why is it so important in the 

errors and omissions world?

A: If no one is following up to 

create true uniformity, then the 

agency isn’t really engaging in loss 

prevention. It’s just trying to crisis 

manage. But it gets even worse. If 

an agency creates standards but 

doesn’t effectively communicate 

them to staff and requires that they 

be followed, then the existence of 

the standards will work against the 

agency, not for it. And of course, this 

is all happening at the time when you 

need it the most, which is during an 

E&O lawsuit.

I’ll put it to you this way: if an agency 

owner thinks that this whole issue 

of standards won’t come up in a 

deposition, I encourage them to think 

again. Experience tells me it will. 

Good plaintiff’s counsel will ask every 

one of the “yous” we were talking 

about earlier this question: “Does the 

agency have any rules or standards in 

procedures regarding what was done 

or not done in this situation?” ■

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.

Patrick Deem, CIC
Risk Management and Insurance 
Education Services

November/December 2021  ■   www.bigi.org
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Tips on Transitioning to a  
Virtual Office   

WWhen things began to shut down in 
March 2020 and more companies were 
pivoting to working remotely, I was 
anxious about what it meant for me 
and my team and how we operated.

I felt that my team worked very 

well in real-time when we could 

quickly brainstorm and troubleshoot 

together. I was used to being in 

the office, out at appointments 

with clients, or networking events 

every day, and the thought of being 

trapped at my house sounded 

inefficient and honestly boring. 

After those initial two weeks, 

things started to turn around and I 

started to really enjoy the new setup. 

Working from home saved costs, 

kept productivity high, and helped 

the team feel like they had more 

autonomy over their time. I had more 

regular meetings with my team to 

compensate for the lack of those 

interactions we took for granted in the 

office, work was still getting done—

and we were actually pretty busy. 

Even though it was still an adjustment, 

I felt like I had a much better handle on 

my work-life balance. 

As time went on, and I continued to 

reflect on the virtual office concept, 

it became clear that was the right 

next step for my team. On a personal 

note, I had been wanting to move to 

a new state for a few years, and this 

seemed like the perfect opportunity 

to make that leap. Knowing that my 

office lease would be up for renewal in 

September 2021, I began working on 

plans to implement a virtual office. 

It was important for me to have 

my team’s buy-in and involvement 

in the process. We discussed the 

transition, and I encouraged them 

to be a part of how the new setup 

would look. I asked them to reflect 

on how they worked best and gave 

them the option of working from 

home indefinitely or joining a co-

working space. If you haven’t looked 

into it, a co-working space can be a 

great option because it allows you 

the flexibility to work remotely, 

while offering amenities that you 

would have in a regular office such 

as a printer, mail service, etc. It also 

provides some built-in networking 

and events that can be great for 

building your network.

After confirming the “where”, my 

team and I planned the “how” and 

what our team dynamic would be from 

ensuring there is a balance of checking 

in, but also a level of autonomy and 

trust for them to drive things forward. 

We agreed to continue our three video 

calls per week, in addition to using our 

office group text for anything time-

sensitive. 

If you plan to transition to a virtual 

office, make sure that your team 

knows the best way to reach you 

at all times. Be available for them 

just as you would be if you were all 

working in the same building. I would 

also recommend scheduling a few 

in-person events if possible - such 

as a team lunch or retreat. Having 

relocated across the country, I am 

available to my team and clients 

during regular business hours and I 

plan to be available at least quarterly 

for in-person connections.

I knew that the transition wouldn’t 

be much of a change for our clients. 

In 18 months, I have only had one 

in-person meeting with a commercial 

client. Most of our clientele preferred 

phone/text/email communication 

before the pandemic, but after the 

By Kim Mathews
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pandemic, even the most traditional 

clients didn’t want to make a 

commute. I realize that every office 

has its own culture, processes, and 

client demographics. However, I think 

the pandemic forced everyone to 

become more tech-savvy to cope with 

the new landscape. 

When announcing to our clients that 

we were closing the physical office, we 

provided all of our methods of contact, 

including in-person meetings on 

request. Out of the 500+ emails that 

went out, we received no objections 

instead, we received many emails back 

telling us they thought that was the 

right thing to do, or that their own 

company had made the same decision.

My team is still adjusting to the new 

setup, but I wanted to offer a few 

helpful suggestions to keep in mind if 

you opt for a virtual office:

1. Make sure your team is 

equipped with the technology 

and processes they need to be 

successful. We recently implemented 

a phone answering service (Ruby) 

to help with our flow of incoming 

calls and delegate who is responsible 

for which activities. We also use a 

quote video software that creates a 

personalized video for each prospect 

and helps add an “in-person feel” to a 

virtual conversation. It is a good idea 

to review job descriptions and ensure 

everyone on your team is aware of 

their responsibilities before making 

the transition.

2. Keep the culture strong. Just 

because you’re going virtual shouldn’t 

mean that you never interact with 

your team. If anything, you 

should be over-communicating 

and finding ways to weave your 

unique culture into a virtual 

model. Two big pieces of our 

agency culture are a weekly 

book club and quarterly social 

events. We have migrated our 

book club to a weekly video call 

and still plan to keep quarterly 

team events - even if it is a 

virtual option like a “game night in.” 

Whatever your agency culture may be, 

communication should be the biggest 

priority when going virtual.

3. Weekly accountability is a 

necessity. We have a weekly team 

check-in on Monday as well as short, 

individual check-in’s on Friday. Both 

of these are video calls—I would highly 

recommend using 

video over phone 

calls. Monday is 

a good time to 

reflect on any 

lessons learned 

in the previous 

week and share 

any updates for 

the week ahead 

with the team. 

This usually 

lasts no longer 

than half an 

hour. Friday we 

have our WIMs 

(weekly individual 

meetings). Each 

team member has 

their own agenda, 

depending on 

their role, and we use this time to 

gauge goal progress, identify any 

problems, and ensure any client issues 

are resolved. ■ 

Kim Mathews is the owner of 
Associated Insurance Services, LLC.

There when it matters most.™ 
         ...since 1889

Learn more at DonegalGroup.com
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We Asked and Agents Answered 

John Spurgeon
Jackson County 
Insurance Agency
Brownstown

Rick White
McGowan 
Insurance Group
Indianapolis

Beth Chesser
WalkerHughes 
Group
Indianapolis

Thomas 
Neuenschwander
Amstutz Insurance
Fort Wayne

Ronn 
Shumaker
The Thompson 
Group, Inc.
Parker City

Chris Will
First Advantage 
Insurance
Boonville 

Missy Mitchell
Wetzel Insurance 
Agency, Inc.
North Manchester

Dean Mayfield
Mayfield 
Insurance
Mooresville

Tina 
Szymanski
Aldridge 
Insurance
South Bend

Eric VanVleet
VanVleet 
Insurance Agency
Richmond

Brandi 
Shockney
Mettler Agency
Huntington

“I voluteer at my church on the senior 
citizens board, and serve as an officer 
with my local Lions Club, Motorcycle 
Club, and the Knights of Pythias.”

“I’m a member of the Brownsburg 
Kiwanis and advisor to the key club.”

“I am known for taking my neighbors 
homemade goods and making 
surprise porch deliveries. I’ve made 
28 cheesecakes in the last year!”

“I coach youth sports and help run 
the ATV at my church each Sunday.”

“I’m a major supporter of the Monroe 
Central Athletic League, Monroe 
Centrals School Corporation, and just 
about anything which comes up in 
beautiful Parker City.”

“Through the Catholic school system, 
both grade school and high school. 
The local church and their various 
organizations and several outdoor 
clubs.”

“I am a reserve police officer, logging 
multiple hours each month.”

“I’m active in a variety of different 
ways, including local politics, and 
Chambers of Commerce activities and 
other boards.”

“My husband and I try to volunteer 
on Thanksgiving day at a local 
homeless shelter.”

“I’m a member of our chamber, chair 
of the Community Bank Board, Weed 
Patrol, and the Sheriff Merit Review 
Board.”

“I’m a member of my local chamber 
and a volunteer children’s ministry 
leader.”

Q: How are you 
involved 
with your 
community?

18
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Tara Patterson
Dan Berry 
Insurance 
Agency, Inc.
South Bend

Darienne 
Wesselman
Gregory & Appel
Indianapolis

Susan Ralston
Jacob Insurance 
Service LLC
Angola

Abby Dorge
Lump Insurance 
Agency, Inc.
Lowell

Brian Munoz
Silcox Insurance 
Services
Hammond 

Brett 
Schultheis
Schultheis 
Insurance 
Agency, Inc.
Evansville

Andrew Covert
Don Powers 
Agency, Inc.
Munster

Roger Trahin
Trahin Miller 
Insurance 
Services
Indianapolis

Eric Rich
Mentor Insurance
Anderson

Sara Jolly
Morrow Insurance
Bremen

Marija Ramon
Pinnacle 
Insurance Group 
of Indiana A World 
Company
Hobart

“I love to sing. Back in the day I was 
known to karaoke and even got 
to sing on stage at the Ryman in 
Nashville once a long time ago.”

“I used to be a wrangler on a horse 
ranch in Rocky Mountain National Park 
in Colorado.”

“Been skydiving, zip-lining, hot air 
ballooning over the Serengeti in 
Africa, and parasailing in the Atlantic 
Ocean, all within the last 12 years.”

“I dislike pizza!”

“I can play several instruments. 
Currently my favorite is drums. 
Nothing like coming home from a long 
day and beating on the drums for a bit 
to release the stress of the day.”

“I spent my late 20’s and early 30’s 
driving fake wood grain sided station 
wagons.  You don’t see many of those 
any more.”

“I used to play guitar in a metal 
band.”

“I was 14th in scoring in Division 
II soccer during my senior year in 
college.”

“I used to dance in hip hop 
competitions in college.”

“I can twirl a baton!”

“I was the treasurer of the 
weightlifting club at Indiana 
University in Bloomington back in  
the day!”

Q: What’s one 
thing most 
people don’t 
know about 
you?



      

Over the past 125 years, Rockford Mutual has 
provided Agency partners with competitive 
products, outstanding claims service, exciting 
incentive opportunities, and more.

For more information about becoming an 
independent agent with Rockford Mutual, 
please contact us at 815.489.3275 or visit 
www.rockfordmutual.com. 

       Building successful partnerships with 
                  Independent Agents across the Midwest 

                              for 125 years
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SECURA’s team of insurance experts is making insurance genuine. 
They are here to support you and your clients. Our underwriting 
teams are quick to reply, open-minded, and know their stuff. Plus 
they are backed by our caring claims group who will get your 
clients back on their feet. 

Honest 
relationships

Interested in building a relationship?  
Contact us at secura.net/IN-agents.

Hear from our experts. 
Want to learn more about what 
SECURA has to offer? Scan the QR 
code or visit secura.net/IN-agents  
for more information about  
the SECURA team.

Commercial | Personal | Farm-Ag | Specialty 

Lori M.
Personal Lines

Underwriter

John T.
Farm Lines

Underwriter

Jenna H.
Commercial Lines

Underwriter

Merik M.
Specialty Lines

Underwriter

Carolyn S.
Indiana 

Sales Manager
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Education Update 

IInsurance education has changed. 
At the start of the pandemic in early 
2020, we moved courses online 
because we had no other choice.     

To keep offering our programs, we 

had to adapt and start navigating 

the world of virtual conferences, 

CIC programs, and conventions. We 

told ourselves it was a temporary 

solution, we said over and over 

again that we’d be back to in-person 

programs as soon as possible, and 

we fielded countless emails and 

calls from attendees lamenting that 

online was not for them. But the 

pandemic persisted, things weren’t 

as temporary as we expected, and 

now we’ve all settled into new 

routines. As 2022 grows near, it’s 

clear that our programs and our 

approach to insurance education 

need to be different. We’re excited 

to be making some changes to 

better serve our members.

We’ve revitalized the education 

committee to make sure our 

programs are being driven by 

experienced agents and company 

professionals. We’re thrilled to be 

welcoming a new chair, Rachel Henke 

of Shepherd Insurance, and many 

new faces to the group. Henke will 

be leading the charge on our new 

offerings and 

is an excellent 

asset to our 

education 

planning. 

Having the 

guidance of 

this committee will be instrumental 

in the return of the high-quality, 

in-person education offerings you 

have come to expect from the Big I 

Indiana. With so many opportunities 

to learn online, we know that we 

can’t just offer the same old things. 

We’ll need to get creative and 

develop relevant topics to create 

compelling reasons to attend events. 

We can’t wait to share what we’re 

working on. Stay tuned for more info 

on exciting new opportunities to 

learn and connect with your fellow 

agents.

This summer, we surveyed 

our CIC designation holders and 

course participants to ask about 

future courses before finalizing 

our 2022 schedule. With a majority 

of responses showing a strong 

preference toward online courses, 

we adjusted our offerings and will 

now be offering most of our CIC 

courses as live, online, instructor-

led programs. While we may find 

ourselves back in the CIC classroom 

more often in the future, we’ve made 

the changes to meet your needs for 

the coming year.

For 2022, all core CIC institute 

courses will continue to be offered 

online via GoToWebinar and our 

Ruble programs will be offered 

online, in Fort Wayne in June, 

and in Indianapolis in September. 

Registration is now open for all of 

our 2022 CIC and Ruble programs 

so be sure to find the program that 

works best for you and plan your 

year accordingly.

While we’ve always offered a 

variety of webinar options, we’re 

expanding those options to meet 

By Megan Vaught, Big I Indiana Director of Education and Events

Henke

“We’ve revitalized the 
education committee 

to make sure our 
programs are being 

driven by experienced 
agents and company 

professionals.”
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Megan Vaught

everyone’s needs. Live webinars 

continue to be available to you 

weekly throughout the year. Topics 

are updated each year and both 

one and three-hour CE options are 

available. We’ve also added more 

webcast options for Ethics and 

E&O courses through our partner, 

ABEN. These courses are offered 

every week with a variety of times 

available. If you need Ethics for your 

license renewal or E&O for your 

policy discount, you can always find 

what you’re looking for through the 

Big I Indiana.

One final thing to watch for is 

the launch of our new EXCEED 

program. This online training 

program was developed by industry 

experts with elements and content 

specifically designed to engage 

adult learners. It’s an excellent 

program for employees who are 

new to the insurance industry 

or those that may need a 

refresher or a specific topic. Both 

commercial and personal lines 

programs are available. We’ll be 

sharing more information this 

fall as the program gets up and 

running.

Insurance education has changed 

but I’m confident that we’ll rise to 

meet the challenges and find unique 

ways to educate and bring people 

together. Despite the circumstances 

of the world and the ongoing 

pandemic, I’m optimistic about what 

2022 will bring and I look forward to 

seeing you at an event soon. ■ 

Insurance solutions for homeowners and small, medium, and  
large businesses. Competitive pricing, multi-product discounts,  

and easy submission process!

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

AmGUARD • EastGUARD • NorGUARD • WestGUARD

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

Commercial & Personal Lines
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Register today at www.bigi.org or call 800.438.4424

Don’t let your designation go extinct.Don’t let your designation go extinct.

CIC Commercial Property

JK Ruble Graduate Seminar

CIC Insurance Company Operations

CIC Commercial Multiline

JK Ruble Graduate Seminar

CIC Personal Lines

CIC Commercial Casualty

JK Ruble Graduate Seminar

CRM Financing of Risk 

CIC Agency Management

February 2-3, 2022

March 7-8, 2022

April 13-14, 2022

May 11-12, 2022

June 13-14, 2022

July 20-21, 2022

August 17-18, 2022

September 19-20, 2022

September 28-29, 2022

December 7-8, 2022

Virtual

Virtual

Virtual

Virtual

Classroom – Fort Wayne

Virtual

Virtual

Classroom – Carmel 

Virtual

Virtual

® INDIANA
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THE BEST REMEDY FOR WORKERS’ COMPENSATION
WEST BEND
West Bend Mutual Insurance has a long history of writing workers’ compensation insurance. Our 
underwriters are knowledgeable and experienced. Our loss control reps have the expertise and tools to 
help keep employees safe. And our claims practices are the best in class.

From Main Street-type businesses to specialty businesses like childcare, West Bend has the experience 
and expertise to protect businesses of many kinds and many sizes. We want to write all of your 
workers’ compensation business, small to large!

When you select West Bend for your valued customers, you can 
rest assured you made the right choice. After all, we are the best 
remedy for workers’ compensation.

November/December 2021  ■   www.bigi.org
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Health Scare Opens  
Path to Insurance Career

AAs Chris Will, CIC, AFIS, drove his 
three young sons home from 
wrestling practice in 2002 his vision 
began to fade.      

The terrifying feeling didn’t go 

away, instead, it worsened. The 

next day was a whirlwind of doctor 

appointments, but by lunchtime, he 

had his answer. He had a brain tumor.

“It was a scary time,” Will said. “We 

had three kids in grade school and I 

was only 43.”

The morning after his vision scare, 

Will reached out to a friend who 

was an eye doctor and was able to 

get him in for a quick appointment. 

Only a few minutes into the exam 

he was told it was not an eye issue. 

Will’s wife, Patti, was a nurse and 

her connections with the doctors in 

their Evansville community made 

it possible for him to get into see 

an ophthalmologist and then a 

neurosurgeon within a few hours. 

When the doctors discovered the 

brain tumor, Will’s world was turned 

upside down.

There was no question, he 

would need brain surgery. His 

neurosurgeon in Evansville 

encouraged Will to go to the 

University of Cincinnati, where they 

teach brain surgery and where he 

had trained. After a couple of false 

starts, three months later the tumor 

was large enough that the doctors 

felt confident they could remove it. 

All of the fear and anxiety of those 

months came to a head as Will went 

in for surgery. Relief came quickly 

after a successful surgery. After a 

three-day recovery, Will headed 

home to his family.

“I was ready to leave as soon as I 

woke up. I could see so much better,” 

he said. “I had to be able to walk up 

three steps without throwing up 

before I could be released and that 

took me three days. It was a rough 

ride home from Cincinnati though.”  

A New Career

With all of his medical problems 

behind him, Will began the herculean 

task of paying his medical bills. He 

found out his health insurance did 

not cover as much as he’d hoped. 

“I was robbing Peter to pay Paul to 

keep up with my bills and I told my 

By Melissa Hall

The Will family a month before the surgery.
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Just prior to the surgery “life savers” that helped guide the equipment to the 
tumor were glued in place on his head.

Alex, Will’s eldest son, visiting the hospital after the surgery. 

Chris Will a couple hours after surgery.

wife I could do a better job at insurance than 

the person who I was dealing with,” Will 

explained. “She said to just shut up and go 

do it!”

At that point, Will decided to take a hard 

look at his career. He had worked for a 

landscaping business for years before he 

began designing and selling swimming 

pools. A friend’s father owned the James 

Will Insurance Agency and offered to pay 

for him to go to take classes and get his 

license if he would join the agency.  

More than 18 years later Will has never 

regretted his decision to switch careers in 

his 40s. His circuitous route into insurance 

was a hard price to pay, but it led him into 

the industry he loves. He’s earned his CIC 

and AFIS designations and is now an agent 

at First Advantage Insurance.

 “I think I pay more attention to policy 

details because of what I went through, and 

I like to sit down and explain to people what 

they are actually buying,” he explained. 

“When you can help someone who has had 

a fire or a bad car accident, it makes it all 

worthwhile.” ■
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Quick Hits

New CIC and CRM Designees

Burns & Wilcox Indianapolis 
Announces New Hires  

Burns & Wilcox 
hired Allison 
Arnold and 
Payton Hayes. 
Arnold is an 
Indianapolis 
native who 
studied at 

Indiana University. She started in the insurance industry 
seven years ago and has specialized in professional liability 
for six years. She is a Registered Professional Liability 
Underwriter (RPLU) and a Cyber Professional Liability 
Practitioner (CPLP). Payton Hayes, associate professional 
broker, is from Gridley, Ill. He attended Indiana State 
University. 

Ohio Mutual and SECURA 
Awarded Ward’s 50 Honor
Ohio Mutual Insurance Group and SECURA Insurance have 
both been recognized by Aon among the nation’s top 
50 insurers, as a member of the prestigious Ward’s 50®. 
Each year, Aon’s Ward benchmarks key financial metrics 
for nearly 2,900 property & casualty insurers domiciled 
in the United States, annually identifying the industry’s 
top performers. The top 50 companies are named to the 
Ward’s 50® Top Performers list for the year and awarded 
the Ward’s 50® Seal.

Acuity Supports Dogs2DogTags

Acuity recently contributed $2,500 to the Dogs2DogTags 
organization in support of its mission. Post-traumatic 
stress disorder (PTSD) is a crisis among U.S. military 
veterans, and canine companionship can make a real 
difference in the fight against the high veteran suicide 

Bingham

Arnold Hayes

CIC Designees
Benjamin  Leavitt, CIC 
Salem Insurance Agency

Sheila Skinner, CIC 
Brotherhood Mutual

Leah Shaw, CISR, CIC 
Brown & Brown

CRM Designees
Eric Kammeyer, CRM 
Butler University

Joel Colglazier, CIC, CRM 
Brotherhood Mutual 

MJ Insurance Hires Bingham  
MJ Insurance hired Julie Bingham 
as vice president of total rewards 
consulting. Bingham brings 20-plus 
years of experience in compensation 
consulting and human resource 
leadership roles to MJ. At MJ, 
Bingham will provide specialized 
consulting services and in-depth 

benchmark data analytics to help clients evaluate their 
total compensation packages and develop innovative 
rewards programs that align with the organization’s 
culture, talent market and strategic priorities. 

Arlington/Roe Completes 
Acquisition of Muench Insurance 
Arlington/Roe & Co. has completed the acquisition of 
Muench Insurance, a wholesale independent insurance 
broker located in the Omaha, Neb. Rod Muench, owner 
of Muench Insurance, is a professional liability broker 
specializing in placing directors and officers, employment 
practices, professional liability, and cyber coverage. 
Rod has owned and operated Muench Insurance since 
December 2012. Prior to that, he managed a branch office 
for a regional wholesaler that held binding authority for 
auto, property, liability and professional lines for 25 years. 
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rate. Dogs2DogTags rescues at-risk and shelter dogs, 
trains them, and places them with deserving service 
members across the country that have been diagnosed 
with post-combat stress and anxiety. There is no cost 
to the veteran to receive a trained dog, and they gain a 
constant companion to help them cope with the unique 
challenges of their everyday life. 

Grinnell Mutual named  
Top Workplace 
Grinnell Mutual was named second-best large Iowa 
employer in the 2021 Des Moines Register/Engergage Top 
Workplaces survey. It’s the 11th straight year the company 
has earned a spot on the list. Grinnell Mutual also won the 
Managers specialty category because employees felt the 
company’s managers are empathetic and compassionate.  

Berg Honored by IIABA 
Ron Berg, the 
executive director of 
the Agents Council for 
Technology received 
the Chairman’s 
Award from Jon 
Jensen, chairman 
of the Independent 
Insurance Agents and 
Brokers of America 
Executive Committee. 

Leadership Transitions at Grange
Effective 
January 1, 2022 
the Grange 
Commercial 
Lines President 
Mike Winner 
will retire. He 
joined the 

team seven years ago and has led a total transformation 
of the commercial lines organization. John North will 
become the new president of commercial lines and Cheryl 
Lebens will become the new president of personal lines, 
effective January 1, 2022. North has led the personal 
lines organization for the past six years. In addition to his 
leadership at Grange, his past P&C experiences include 
Harleysville Insurance, Fireman’s Fund Insurance and 
Chubb Insurance. Lebens has been with Grange for nine 
years. She most recently served as the chief risk & strategy 
officer. Before joining Grange, Lebens held various 
leadership roles in finance, corporate strategy, sales and 
marketing at Nationwide Insurance and Safeco Insurance. 
Bringing North and Lebens into these new roles allows us 
to maintain the same consistency and stability we have 
been fortunate to have for the past five years. 

Safeco Promotes Young
Adam Young was promoted to insurance senior territory 
manager at Safeco. Young is now working with agents in 
central and northeast Indiana. He has been with Safeco 
since 2018 and was most recently an inside territory 
manager for the states of Minnesota and North Dakota. 
Before coming to Safeco, he worked in an independent 
agency.

North Lebens

Emerging Leaders Topgolf 
The Big I Indiana Emerging Leader hosted its annual Topgolf event in September.
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Out & About
Big “I” Fall Leadership Conference      

Big “I” National Executive Committee member Todd Jackson, McGowan Insurance, and Big I Indiana President Pat 

Kennedy attended the Big “I” Fall Leadership Conference in Kansas City, Mo. in September. The conference included 

networking events, leadership meetings, young agent events and an education convocation. 

Todd Jackson with the national Big “I” executive committee.

Jackson and Bob Fee, the 2022 national Big “I” chair.

Pat Kennedy and his wife Wendy with Todd Jackson and his wife Theresa in 
Kansas City, Mo. (from left).

Jackson and former Big I state and national president Ron Smith of Smith 
Sawyer Smith.



Public Risk UnderwritersPublic Risk Underwriters  is proud to partner withis proud to partner with  IPEP.IPEP.

IPEP’s commitment to developing and administering a competitive IPEP’s commitment to developing and administering a competitive 
workers compensation program built around a robust system of risk workers compensation program built around a robust system of risk 
management has made it the program of choice for over 600 active management has made it the program of choice for over 600 active 
members in Indiana, providing coverage for over $1 billion in public members in Indiana, providing coverage for over $1 billion in public 

worker wages.worker wages.

IPEP’s services are marketed and distributed by a network of independent IPEP’s services are marketed and distributed by a network of independent 
Indiana agents who stand ready to respond to members’ needs.Indiana agents who stand ready to respond to members’ needs.

Are you ready to partner with us?”Are you ready to partner with us?”

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



Accidental Death and Accidental Death and 
Dismemberment Dismemberment 
CoverageCoverage

For Coverage Inquiries:

Are Your Employees Covered 24/7 in the Event of an 
Accident?
Serious injuries can have a devastating impact on 
individuals and the family members that survive them. 
This is why IPEP offers AD&D coverage for its members 
and participants at no cost - helping provide the critical 
financial security and resources necessary to deal with 
loss caused by an accident.

Who’s Eligible for Coverage?
This plan provides coverage to all full-time, part-time 
and seasonal employees of Member Public Entities of 
IPEP. It applies 24 hours/day for occupational and 
non-occupational activity.

Celina OsbornCelina Osborn
Employee Benefits Account ExecutiveEmployee Benefits Account Executive

765-252-3019765-252-3019
cosborn@ipep.comcosborn@ipep.com

Bob DavidsonBob Davidson
Vice President Employee BenefitsVice President Employee Benefits
765-252-3028765-252-3028
bdavidson@ipep.combdavidson@ipep.com

Contact us at 1-800-382-8837 or visit us online at ipep.com


