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AnniversaryThe Big I Indiana is celebrating its 125th 

anniversary in 2023. It is amazing to see 

how our association has transformed from 

the very humble beginnings of a handful 

of farmers joining together to provide fire 

coverage for their properties into one of the 

strongest insurance trade associations in 

the country. As the CEO of your association, 

I am so proud to have participated in much 

of what the Big I Indiana has accomplished 

during my 26 years with the association.

Much of the growth and success 

of the Big I Indiana is due to 

an extremely talented and 

strong group of staff and 

volunteer leaders over the 

years. I do not want to 

thank too many people 

specifically in this piece 

because I don’t want 

to leave anyone out. 

Two people, however, 

deserve mention for 

getting us where we 

are today, Dick Poppa 

and Roger Ronk. Their 

foresight, leadership, 

fiscal prudence, and 

vision set the stage  

for our association’s 

strong standing.

During the upcoming 

year, we will be 

celebrating our 125 years 

of serving you with you, 

our members. Some of that 

will include nostalgic looks back at where 

we came from and how the organization 

was built. However, while we have 

accomplished a lot and it is fun to revisit 

that, we will also look forward at ways we 

can position the association to be strong, 

vibrant and effective during our next  

125 years. 

We did a survey in October 2022 of 

our members to determine where we 

can best meet your needs. The results 

of that survey were interesting but not 

surprising—all of us need help finding, 

training, and retaining people. The Big I 

Indiana is looking at several programs we 

will be rolling out in 2023 that are targeted 

at addressing these issues. We will also 

have some ideas on the horizon for other 

services that I think you are going to like.

I would ask that if you have thoughts, 

suggestions, criticisms, or compliments 

about what we are doing or should be 

doing as an association or what products 

or services that we could provide, please 

reach out to me or my staff. Our association 

exists to help make your jobs easier and we 

want to know what you think.

My staff and I are very excited about 

celebrating 125 years of the Big I Indiana 

serving and helping lead a strong 

insurance market. And don’t worry, there 

will be plenty of fun events happening as 

well. Watch your email and future Focus 

magazines for more information on what 

we are doing. It’s going to be a fun year 

and we look forward to you joining us. ■ 

From the Big I CEO:   
Steve Duff
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2023 Indiana General  
Assembly Preview

By Jackson Bogan, The Mitchell Agency,  
Big I Government Affairs Chair

TThe 2023 session of the Indiana 
General Assembly began on January 9 
in Indianapolis. 

This year’s session is a long 

session, meaning it is a budget year. 

By statute, the legislature must 

adjourn for the year no later than 

April 28 and it must pass the state’s 

two-year budget (this is the only bill 

that the legislature is required by 

law to pass). This year’s session will 

be fascinating and one of the main 

things to watch for is the potential 

fallout from 2022’s special session 

where the General Assembly passed 

tax rebates for nearly all of us and 

one of the most restrictive abortion 

bills in the country. 

While the November elections did 

not result in the “Red Wave” that 

many predicted for the Republican 

Party nationally, Republicans more 

than held their own in Indiana and 

in fact, picked up a couple of seats 

in the legislature. This means that 

we will again have Republican 

supermajorities in both the Indiana 

House and Senate. With the 

exception of the primary defeats of 

a couple of conservative members of 

its caucus and the retirement of the 

House Ways and Means Committee 

Chair, the House makeup (a 71 to 29 

majority) and leadership remains 

relatively unchanged. While the 

Senate looks similar with regard to 

numbers (a 40 to 10 majority), there 

has been a shakeup in its leadership. 

In the House, Todd Huston 

remains Speaker of the House, Greg 

Steuerwald remains as Majority 

Caucus Chair and Big I Indiana 

member Matt Lehman remains as 

the House Majority Leader. The 

Speaker and caucus have picked Rep. 

Jeff Thompson to replace the retiring 

Tim Brown as the Ways and Means 

Chair. Everything else in the House 

looks very similar. The Senate has 

a couple of changes as a result of 

fallout from votes on the abortion 

legislation. Rod Bray remains as 

President Pro Tempore. Chris Garten 

replaced Mark Messmer as Majority 

Floor Leader and Travis Holdman 

will stay on as Majority Caucus Chair. 

Another shakeup was Senator Bray 

replacing Senate Insurance and 

Financial Institutions Committee 

Chair Andy Zay with Scott Baldwin. 

Many are predicting a relatively 

quiet and uneventful session as 

many in the legislature would like 

to try to avoid social issues as much 

as possible after the contentious 

summer debate over abortion in 

Indiana. The budget will be the main 

issue of focus, as will education, 

which always maintains a high profile 

during a budget session. 

On the insurance front, the 

legislative environment for our 

industry remains a positive one 

going into the session, particularly 

in the House. Rep. Martin Carbaugh 

will return as the chair of the House 

Insurance Committee and Rep. 

Matt Lehman retained his position 

as House Majority Leader. The 

House also has several other state 

representatives with a background 

in insurance, including Big I member 
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Peggy Mayfield and Reps. Bob Heaton, Bruce Borders, 

Chris Judy, and Jerry Torr. 

In the Senate, Sen. Scott Baldwin taking over the Senate 

Insurance Committee from Sen. Zay does bring some 

uncertainty. But the Big I is confident that we will work 

with Sen. Baldwin to continue having the legislature set 

the stage for the strong insurance industry in our state. 

Sen. Jeff Raatz is also a Big I member and he returns as 

chair of the Senate Education Committee. 

As of our print deadline, there is not a clear picture of 

everything that will be introduced that may impact the 

insurance industry. The overall feeling in our industry is: “if it 

isn’t broke, don’t fix it”. We enjoy a strong insurance market 

here in Indiana and are fortunate that our legislature is not in 

any rush to push unnecessary legislation. 

The Big I Indiana continues to be represented at the 

Indiana General Assembly by Catalyst Public Affairs 

Group, supplemented by our former lobbyist and 

current CEO Steve Duff. Catalyst is one of the most well-

respected lobbying groups at the Indiana Statehouse. 

Matt Bell, Tony Mitson, Scott Carr, and Gretchen White 

are at the Indiana Statehouse every day representing 

our interests and they do a tremendous job on behalf of 

us and our clients to help keep the insurance industry 

marketplace as strong and vibrant as it is. 

The Indiana Big I will once again keep our membership 

posted with weekly legislative update emails from Steve 

and his team during the session. If you have questions 

about our government affairs and lobbying efforts, 

please don’t hesitate to contact me or Steve. On behalf 

of myself and the Big I Indiana leadership team and 

staff, thank you for your continued support of your 

association and our advocacy efforts on your behalf. ■

BUILDING CONFIDENCE. 
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all sizes of Public En>>es 

• Provide tradi>onal first dollar insurance and cost 
effec>ve SIR programs for larger accounts

800.748.0554 · bfgroup.com · info@bfgroup.com
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The Schuetz Management Group leadership team: 
Michael Corcoran, Stella Milli, Jenni Waggoner, Pamela 
Kreeb, David Linthicum (from left).

Schuetz Insurance Services Named  
2022 Agency of the Year

By Melissa Hall 

SSchuetz Insurance Services’ new 
office space is nestled in an up-and-
coming area on Indy’s west side.  

The sprawling office space is full of 

glass walls, communal eating areas, 

and thoughtful details, like a wall 

dedicated to framed photos of staff 

pets. The entire building reflects the 

agency’s priorities. They are dedicated 

to working hard for their clients, but 

also to employee happiness. 

The winner of the 2022 Agency 

of the Year Award was founded in 

1943 by M.J. Schuetz, Sr. as a surety 

agency for contractors. In the last 

two years, the agency has revamped 

much of the organization. They 

completely rebranded from the 

original name, MJ Schuetz, created 

a new website, had one of the 

co-owners retire (Vickie Wolcott), 

and moved from their space on the 

Circle downtown to a renovated 

building off 16th Street. “We’re 

always looking at things and asking, 

why do we do it that way?” said 

President David Linthicum. “If the 

answer is, we always have, then it’s 

time to reconsider if it is still the 

best way.” 

 That policy has extended to 

employee time off, celebrations, 

rewards for reaching tenure 

milestones with the agency, and 

even where they look for potential 

hires. “About 80% of the people on 

our staff started with no background 

in insurance,” said Pamela Kreeb, 

vice president—personal lines. “We 

find great people at places in the 

retail and hospitality industry and 

then get them excellent virtual 

training. They are integrated 

quickly.” Even Linthicum started 

as an intern, learning the ropes of 

insurance at the agency where he is 

now president. “We encourage our 

employees to get their designations. 

We cover the cost, and they receive 

a pay increase,” explained Michael 

Corcoran, vice president—sales. 
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The great resignation during the pandemic impacted 

their agency’s turnover and allowed them to take some 

chances. Jenni Waggoner, vice president—surety, cites a 

lack of arrogance and pride in the office as an essential 

piece of the puzzle as they welcome new employees to 

the industry. “There’s no one here who has to be the 

center of attention and do things their way. We just 

don’t have that.” 

This willingness to be open to change and new ideas 

has served the management team well. Starting this year 

they are entering the employee benefits arena. They are 

adding health insurance to their offerings as part of a 

plan to become a full-service agency. They have bilingual 

employees to reach the Hispanic marketplace and even 

have employees learning sign language so they can 

better assist their deaf clients. “We all work together,” 

said Stella Milli, vice president—commercial lines. “It’s 

about the relationships, with your clients, but also with 

your coworkers.” ■

Celebrating 
40 Years

Thanks for  
placing your  
trust in us.

APPLY TO BE AN AGENT:  
WWW.GUARD.COM/APPLY/
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Hoosier State Pollution Coverage

DDid you know we here in Indiana  
are famous?    

“Of course,” you, ever the sports 

fan, think. “We’ve got the Indy 500, 

the Pacers, the Colts, the NCAA, the 

Fighting Irish, the Boilermakers, the 

Hoosiers, the Cardinals, the Purple 

Aces, the Sycamores, and we’re the 

home of Larry Bird.”

But this isn’t about sports famous. 

This is insurance, and more specifically 

insurance coverage, famous. And 

nobody beats us for being well-known, 

at least when it comes to a very 

important area of coverage: pollution.

What makes me write this? Two 

things—a case from New Mexico and 

the commentary of a national expert 

on coverage, Mr. Randy Maniloff.

The case is called Chisholm’s Village 

Plaza, LLC v. Travelers Commercial 

Insurance Company. It was decided by 

the federal court in New Mexico back 

in August of this year. The facts are 

a classic—cliché—pollution coverage 

liability and coverage situation. There 

is groundwater contamination in Las 

Cruces, New Mexico. It’s bad enough 

that it becomes designated as a 

federal Superfund site. The alleged 

source of the problems? Maintenance 

operations by a former National 

Guard Armory along with dry-

cleaning operations in the area.

One of those dry-cleaning 

operations is owned by Chisholm’s 

Village. In the massive litigation 

that followed, the city of Las Cruces 

and Doña Ana County alleged that 

they “spent millions of dollars in 

investigating and remediating the 

contamination of the Site in response 

to EPA demands.” They also said 

that Chisholm’s Village has not paid 

or contributed to those costs. The 

governmental entities wanted a 

judge to order that Chisholm’s Village 

and others had to pay.

Chisholm’s Village naturally turned 

to its insurers (and there are various 

general liability carriers over many 

years; Travelers just drew the short 

straw of being the named one in this 

case). Those insurance companies just 

as naturally turned to their own version 

of the pollution exclusion and said, in 

essence, “No, no, no coverage. You’re 

on your own, Chisholm’s Village.”

Here’s where Mr. Maniloff, a 

nationally known coverage attorney 

and the author of Coverage Opinions, 

joins the fray. New Mexico is the last 

state in the country, Randy writes, 

to rule on whether the pollution 

exclusion is enforceable as it is 

written, or whether it is subject to a 

different interpretation depending 

on the circumstances, or whether it is 

essentially unenforceable unless the 

pollutant was specified exactly in  

the policy.

And here’s where we Hoosiers get 

“insurance famous.” Many Hoosier 

insurance professionals recall that 

the first time Indiana dealt with 

the pollution exclusion was in 1996 

in a case called American States 

Insurance Co. v. Kiger. The exclusion 

was found to be ambiguous and 

unenforceable. Kiger involved leaking 

underground storage tanks at a 

Danville Sunoco station. Had the 

definition of “pollutant” been read 

literally and as broadly as American 

States wanted it to be, the Indiana 

Supreme Court determined, there 

would be essentially no insurance for 

the service station because anything 

related to grease, oil, or gasoline 

would be excluded as a “pollutant”.

In 2012, the Indiana Supreme Court 

revisited the pollution exclusion in the 

State Auto Mutual Ins. Co. v. Flexdar 

case. The result does not change—the 

exclusion is not enforceable. 

More significantly, the Flexdar 

decision is not simply a rejection of 

the ISO definition. It acts also as a 

rejection of both approaches that 

most other states take. One of these 

is called the “literal” approach. The 

“literal” approach takes the language 

By Richard S. Pitts



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.

of the exclusion at face value: 

if an “irritant or contaminant” 

is involved, the exclusion bars 

coverage. As the Flexdar court 

notes, much like the Kiger court 

had, a literal approach has the 

effect of eliminating too many 

risks that otherwise should be 

covered. It is, in the Court’s view, 

unfair to eliminate gasoline risks 

when the insured is a gasoline 

station, just as it is unfair to 

eliminate carpet fume risks when 

the insured is a carpet installer. Yet 

this is exactly the result identified 

by the “literal” approach.

To combat this, other courts 

take a “situational” approach, 

and limit the pollution exclusion 

to situations in which there 

is “traditional environmental 

contamination”. In other words, 

if the loss would normally and 

historically be understood to 

result from a more widespread 

environmental loss, the pollution 

exclusion bars coverage; otherwise, 

it does not. State Auto argued 

in favor of this line of cases in 

a different way, saying that a 

reasonable policyholder would 

expect chemical solvent releases 

into soil and groundwater to be 

pollution. No insured should be 

shocked by the existence of and 

applicability of the exclusion.

The Flexdar court rejects this 

argument as well. Indiana does not 

follow the “situational” approach 

because, “. . . the concept of what 

is a ‘traditional’ environmental 

contaminant may vary over time 

and has no inherent defining 

characteristics. This leaves courts 

in the awkward and inefficient 

position of making case-by-case 

determinations as to the application 

of the pollution exclusion.”

All of which leads us back to the 

Chisholm’s Village case. The judge 

says that New Mexico will follow 

the “Indiana approach,” and cites 

and quotes from our Indiana case 

law extensively. That outcome is 

about as Hoosier as Jim Cornelison 

singing “Back Home Again in 

Indiana” on the last Sunday in May. 

The New Mexico judge says:

Despite the majority of cases 

holding that the pollution exclusion 

is unambiguous — either in all 

instances or when applied in the 

traditional environmental pollution 

context—the Court predicts that 

New Mexico would follow Indiana’s 

unique approach, because it is 

the least tolerant of contractual 

ambiguity and the most protective 

of the insured. Instead of applying 

a literal approach barring almost all 

coverage or a situational approach 

requiring case-by-case analysis, 

Indiana applies “basic contract 

principles” requiring that “the 

insurer . . . specify what falls within 

its pollution exclusion.” 

For Indiana producers, the 

Chisholm’s Village case is a 

reminder that Indiana stands far 

apart from a substantial number 

of states on the important issue 

of coverage for classic pollution 

claims and coverage. The 

struggle to find an enforceable exclusion 

in our state is ongoing. I’ll let Mr. Maniloff 

have the last word:

A review of Indiana case law on the 

pollution exclusion demonstrates 

the challenges that insurers have 

had in applying it under Indiana law, 

even to substances that are no doubt 

traditional environmental pollution. 

Such a review also shows the efforts 

by insurers to try to draft a pollution 

exclusion that meets Indiana’s 

specificity of pollutants requirement. 

Chisholm’s Village is the first word 

in New Mexico on the pollution 

exclusion, but probably not the last. ■
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Education Update 

TThrough all the ups and downs of the 
last few years, one thing has remained 
the same—agents need education.     

While the Big I Indiana has 

always offered education programs 

throughout the year, we’re looking 

at things a little differently moving 

into 2023. We’re focusing on more 

specialized and creative programs 

to engage everyone in your agency. 

With the guidance of our Education 

Committee, we’re building on our 

award-winning education programs 

by bringing you more of what you 

love and introducing new programs 

based on your needs. 

Recently launched, the EXCEED 

training program will help manage 

your staff’s technical insurance 

knowledge. The program will help 

you learn insurance concepts quickly 

and thoroughly with easy-to-

consume microlearning episodes 

using animation, real-life situations, 

and knowledge checks. Short videos 

make it easy to master a new line of 

coverage, fill in knowledge gaps, or 

brush up on your skills. 

Packages are available in 

commercial lines and personal 

lines coverage areas and EXCEED 

reinforcements are available to 

keep information front and center. 

If you’ve hired a new employee 

recently, EXCEED can help you train 

your staff with onboarding guides 

and give you access to the manager 

portal to track employee progress. In 

partnership with WebCE® and IRMI, 

the program is available online now.

The comprehensive Associate in 

Insurance Account Management 

(AIAM) professional designation is 

the only non-technical customer 

service account designation 

approved by IIABA’s Best Practices 

Council. The web-based curriculum 

is geared toward helping account 

representatives and managers 

obtain the needed skills to 

provide the best service possible 

to clients. The designation is 

designed for account managers/

executives, customer service 

representatives, and office staff and 

is a comprehensive program with 

the end goal of increasing retention 

levels and decreasing E&O exposures 

in your agency. The program 

includes 13 online webinars taken 

in an on-demand virtual classroom 

and approved for Indiana CE. Once 

the courses are completed, an online 

exam will be administered and with 

a passing grade, the designation is 

conferred. Our virtual classroom is 

being set up as I write this so expect 

to see the program available before 

the end of the year.

Because of the nature of the 

courses, E&O and ethics continue to 

be our most requested topics. With 

that in mind, we’ve expanded our 

offerings giving you the flexibility 

to take the courses you need when 

it fits your schedule. Current E&O 

topics include risk management, 

identity theft, cyber, professional, 

and liability coverage, and so many 

more, all seen from the unique 

perspective of the E&O risk. We’ve 

also recently updated our ethics 

topics to ensure you’ll get relevant 

information while fulfilling your 

licensing requirements. 

By Megan Vaught, Big I Indiana Director of 
Education and Events
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In 2023, we’ll continue offering CIC and JK Ruble 

Graduate Seminar programs online and in person. 

Traditional institutes will be held online while our 

Ruble programs will be held in person in March and 

September in Indianapolis. We’ll also continue offering 

weekly CE webinars to help meet your licensing 

requirements. Our webinar catalog is regularly updated 

with different topics and instructors, so you’ll always 

find something new. 

While the past few years may have changed the 

way we look at and pursue insurance education, Big 

I Indiana remains committed to offering our agents 

innovative, high-quality programs. We will continue to 

offer programs that help agents become better at their 

job, advance their careers, and further their knowledge 

of the industry. Visit www.bigi.org to find out more 

information about our education programs. ■

ROCKFORD MUTUAL
      I N S U R A N C E  C O M P A N Y                                            

Since 1896
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Inside-Outside Game: Is an Internal 
Offer Worth Less Than an External?

IIndependent agency sale 
transactions are continuing at a 
strong pace in 2022.       

Organic growth rates and 

profitability are booming, according 

to Reagan Consulting. Those 

financial drivers continue to steer 

agency merger-and-acquisition 

prices upward. 

Some agency principals are looking 

for a game plan to sell their firm, 

whether to an outside buyer (such 

as a strategic investor or a private-

equity investor) or an inside buyer 

(through an agency perpetuation—

continuing the independent agency 

as it exists but with new leadership). 

Agency principals may perceive an 

outside sale as more lucrative than 

a perpetuation. But is an internal 

offer worth less than an external 

one? An internal offer to perpetuate 

an agency can be as appealing as an 

external sale or even more so. Here’s 

a look at why.

While the financial terms of the 

sale are always a top consideration, 

the price tag is only one of the key 

considerations for an agency owner. 

Other things to consider are the 

selling owner’s role in the agency 

after the sale and the timeline for 

the transaction (especially for the 

selling owner).

Agency owners looking to sell 

who look at the price tags of other 

merger-and-acquisition transactions 

in the marketplace are in essence 

starting at the finish line. Instead of 

doing that, it’s productive to start by 

looking at goals for 1) the owner and 

2) the future of the agency.

Those aspirations provide a guiding 

light through the sometimes-

complicated process of deciding 

upon an agency sale or perpetuation 

transaction. Ask yourself: Do I 

want to continue working or retire 

outright? What responsibility if any 

do I want to take after I sell to a third 

party or perpetuate my agency to an 

internal buyer?

Understand How Inside & 
Outside Buyers Can Differ

While any potential buyer 

covets the potential growth and 

profitability of a target agency, a 

handy way to categorize agency 

buyers is to divide them into inside 

buyers and outside buyers.

Internal buyers are those already 

working within an agency, and 

usually become owners through the 

principal’s decision to perpetuate. 

Commonly, inside buyers are family 

members and/or producers or other 

key employees working at the agency.

External buyers come in a couple of 

variations. First is the private equity 

(PE) buyer, who is not necessarily 

familiar to an agency owner but is 

attracted by the agency’s financial 

performance, growth prospects, and/

or market share. Some PE buyers 

acquire an agency to merge its 

operations into another. Some sellers 

perceive that PE buyers are making 

“book of business purchases.” It’s 

often true, though, that PE buyers 

want the seller involved after the 

sale to run that book of business, 

continue to manage results, or take 

on a sales role.

A second type of outside buyer 

is the strategic buyer. They might 

be a peer from a nearby geographic 

area and like a perpetuation buyer, 

a strategic buyer is likely to carry 

on an acquired agency’s operations 

as they are. It’s also possible the 

strategic buyer might change the 

name of the agency, consolidate 

operations, or make other changes. 

Strategic buyers might be less likely 

By Scott Freiday



to want a selling owner to remain 

on since these buyers are involved 

in the agency business already and 

might not need the support that a 

perpetuation buyer might want.

Look at Non-Financial 
Factors Driving Value

A sale to a third-party buyer may 

seem to have the highest number at 

first look. But there could be non-

financial factors at play. A private-

equity buyer, for example, might 

fold the agency into another. This 

may mean the agency location may 

close, employee arrangements may 

change, and agency branding may 

shift. An external buyer also might 

feel less obliged to continue the 

agency’s community involvement. A 

selling principal needs to consider all 

of those factors.

Examine the  
Earnout Component

An issue with outside buyers, 

often with PE deals, is the “earnout 

component” in the sale. These 

earnouts are payments triggered 

if the seller helps the agency hit 

financial targets after the sale.

Those targets can be ambitious 

to hit. So, while PE deals might 

sound initially like big-dollar 

transactions, an outside observer 

might not know how that earnout 

affects the price the seller gets.

Recognize Post-Sale Role  
in Perpetuation

For owners thinking about an 

agency perpetuation, it’s vital 

to discuss those ambitions with 

potential buyers as early as 

possible. This can help uncover 

how much interest they have in 

being future agency owners. 

Perpetuation deals, as with 

any transaction, also involve 

a transition for the selling 

owner. Both the seller’s role 

and the transaction timeline are 

important. The selling owner 

might take a role as a mentor, 

produce business, work as a 

consultant, etc. That transition 

role likely would be specified in the 

purchase agreement.

Staged perpetuations (those 

that take place over several years 

through two or more steps) can be 

appealing to owners who want to 

get out of the agency gradually. 

They can result in prices equivalent 

to or even more than an external 

sale by cashing in on a portion 

of ownership now and building 

shareholder value as the agency 

grows. Those shares could be 

worth more down the road and 

the principal continues to benefit 

from the agency’s cash flow while 

remaining a partial owner.

But owners who want to exit the 

business quickly might be more 

amenable to selling to a third party 

with no involvement after the 

sale. However, owners who make 

an outside sale without setting a 

plan for their career after selling 

their agency sometimes want to 

get back into the agency business 

after a couple of years—having 

experienced “seller’s remorse”.

Scott Freiday is senior vice 
president and division director 
of InsurBanc, a division of 
Connecticut Community Bank, 
N.A. An expert on agency 
mergers and acquisitions, agency 
perpetuation, and financing, 
he has presented at numerous 
venues nationwide.

For any agency sale, it can help to 

think of the owner’s role in terms of 

his or her “runway”: The principal may 

be taking off by selling the agency, 

but if they haven’t decided fully on a 

destination they might not be satisfied 

with where they land.

Think About Tax Treatment 

One other consideration for any 

agency owner is the tax treatment 

of the sale. For instance, a staged 

perpetuation can allow the owner to 

receive sale proceeds staggered over a 

period of years, which can be attractive 

for tax and financial reasons.

The strongest advice I give to anyone 

is to take a broad view of the three 

factors: financial terms, the selling 

owner’s role after the sale, and the 

transaction timeline. ■
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The Voices of Risk Management 

TThe only bad story is a story that is 
never told.       

While out for a run one morning, 

I was reflecting on how great a 

career in risk management and 

insurance is, and how few people 

knew that. It was like the best-

kept secret. Like many others, I fell 

into risk management. I studied 

political science and Mandarin at 

Butler University and had grand 

plans of working in an important 

senator’s office. I’d interned for 

Senator Richard Lugar during 

my undergraduate program and 

planned on saving the world in some 

meaningful way. Instead, I ended up 

working as an executive assistant 

to the vice president of Global 

Insurance for a company called the 

AES Corporation. I had never heard 

of them before, and had no idea 

what they did, I just got the first 

entry-level job I could find. Come 

to find out, AES owns Indianapolis 

Power and Light (IPL) to whom I had 

paid years of monies to cover my 

utility expenses. Life is funny that 

way sometimes.

Working as an executive assistant 

for the first two years of my career 

was humbling; I processed visas, 

worked on PowerPoint presentations, 

and learned more about what 

AES did: they are a global power 

generation and utility company, 

and no, I had not a clue what that 

meant. Thankfully, the VP of the 

department, Joe Meaney, took it upon 

himself to get me more involved 

in day-to-day insurance-related 

activities, which surprisingly, were not 

the least bit boring. After two years, 

I was promoted to an analyst within 

the Global Insurance team. I worked 

in that position for almost two years 

before I was abruptly laid off in a 

massive company-wide reduction in 

force that eliminated my position. I 

was devastated.

The next morning, I had multiple 

messages from Aon, Marsh, 

Zurich, etc. asking me to begin 

conversations with them on 

potential positions. Much as I was in 

a fog of despair and hopelessness, 

I thought to myself, what other 

industry would have folks reaching 

out the morning after one gets 

laid off to offer not only their 

condolences, but potential job 

leads? During an interview with Aon 

I mentioned a board I had served 

on and was surprised that we both 

knew some of the same people! You 

never know where your network 

will take you but leverage it for all 

you can to get your foot in the door. 

That interview turned into a ‘is this 

a good fit culturally’ conversation 

immediately upon my entry into 

the office that morning. During my 

time at Aon, I traversed a very steep 

learning curve and made friendships 

that will last a lifetime.

In 2019, I was asked to be on a 

virtual panel for the Chicagoland 

Young Risk Professionals group 

(YRP) to discuss ways to differentiate 

oneself in the risk management and 

insurance industry. I was joined by 

several much more highly qualified 

individuals, including one that works 

for the Insurance Institutes. I had 

been invited to participate on that 

panel as I started the Rising Risk 

Professionals Advisory Group (RRP) 

at RIMS back in 2016 and was the 

Chair of the group from 2016-2020. 

After the virtual presentation, the 

man from the Institutes reached 

out to me separately via email 

and mentioned he was interested 

in starting a podcast and wanted 

to see if I was interested in being 

the co-host. Frankly, I was a bit 

skeptical about the whole idea but 

went along with it anyway, because, 

why not. I am never one to turn 

down an interesting opportunity! 

He mentioned the Institutes was 

By Kathleen Crowe, RIMS-CRMP, ARM



Kathleen Crowe  is a client 
executive in Marsh’s Energy & 
Power specialty practice, a global 
commercial brokerage team that 
delivers risk financing solutions to 
the largest energy clients in the 
world. She is a graduate of  
Butler University. 
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interested in creating a podcast—

no agenda, no clue what the topic 

should be, no idea how to proceed, 

just one person with a great idea.

Back in 2018, I was on a panel 

of risk professionals in our local 

Potomac RIMS chapter monthly 

meeting. I had been asked to 

participate to provide a perspective 

on career advancement and 

opportunities within the industry. I 

recall having listened to the others 

in the panel tell stories about how 

they got into the industry, what it 

has done for them, the friendships 

that have endured, the demanding 

work they had accomplished, 

and the learning opportunities 

that were present. That memory 

came screaming back into the 

forefront when asked about the 

podcast. I immediately knew 

that we had to build our theme 

around understanding the story 

of the individual; the struggles, 

accomplishments, tough moments, 

breakthroughs, and all the things 

that create one’s career.

The podcast idea was born in 

early 2020, but much was still to 

be done to get this off the ground. 

We thought of a name eventually, 

“The Voices of Risk Management” 

and designed the photo to be 

headphones with an umbrella 

hidden inside of them, because we’re 

insurance nerds. We quickly realized 

having done a scan of the internet 

that we had yet to target this 

audience in any meaningful way, so 

it was decided that we would move 

forward with this idea in mind. 

I felt fortunate to have such 

amazing risk managers, brokers, 

and underwriters that wanted 

to participate. We were able to 

get recordings scheduled, stories 

told and slowly the podcast 

continued to grow. 

It has been such a humbling 

experience listening to the 

stories of people who have come 

onto the podcast; many liken this to 

paying it forward as we all had a hand 

help us up at a critical turning point 

in our careers. My commitment is to 

continually find people interested in 

telling their stories and documenting 

them so that others can learn not 

only about the industry but connect 

meaningfully with anecdotes that 

one can carry throughout their 

lifetime. My example came from Joe 

Meaney at AES, when he told me to 

always ask for forgiveness and not 

permission. I credit that anecdote 

assisting me in the most pivotal 

moments of my career, and certainly 

in the creation of this podcast. Take 

a listen yourself and please do not 

hesitate to contact me directly if 

you or someone you know may be 

interested in participating. ■



20

It shouldn’t take a six-by-six barn beam crashing through 
your customer’s bedroom wall to find out who you can trust.

BUT 
SOMETIMES 
IT DOES.
And that’s the Silver Lining®.
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Quick Hits

Gross Named to  
Insurance Business America  
2022 Hall of Fame 
Retired SECURA Insurance President & CEO, Dave Gross, 
was named to the Insurance Business America 2022 Hall 
of Fame. Gross served as SECURA’s President & CEO for 
eight years before retiring earlier this year. The Insurance 
Business America Hall of Fame honors insurance leaders 
who have dedicated at least 35 years to the industry’s 
advancement and helped pave the way for others to 
succeed. Gross’s career spans more than 40 years in the 
insurance industry in executive leadership roles where he 
contributed strategically, and led sales and underwriting 
operations. He helped shape SECURA’s people-focused 
culture, fostering exceptional service to agents and 
policyholders. Gross placed emphasis on building strong 
relationships, which was key to his accomplishments and 
those of the company. 

West Bend Promotes  
Jacques to President 

West Bend Mutual Insurance 
Company announced the promotion 
of Rob Jacques to president. Jacques 
has been with the company for 22 
years and is a senior officer leading 
West Bend’s Commercial Enterprise. 
As president, he will continue to 
support the company’s corporate 

strategies and operating principles. Kevin Steiner, current 
president and CEO, will remain as CEO and looks forward 
to working with Jacques in his new role as president. 
Jacques also serves as a director on the boards of the 
West Bend Area Chamber of Commerce, Feeding America 
Eastern Wisconsin, and the Kettle Moraine YMCA.

Acuity Named a Best Insurer  
by Forbes 
America’s Best Insurance Companies 2023 were identified 
in an independent survey based on a sample of over 15,000 
U.S. citizens with at least one insurance policy. The survey 
considered customers’ overall satisfaction in the categories 
of financial advice, customer service, price/performance, 
transparency, digital services, damage/benefit, and whether 
they would recommend the company to friends and 
family. The title America’s Best Insurance Companies 2023 
reinforces Acuity’s reputation and reflects how both peers 
and customers perceive the company. Out of thousands of 
insurers that write personal lines coverage, 

Big I Welcomes New Members 
Lewis & Associates Insurance, Sellersburg
Martin-Serrin Co., Inc., Rockport
K & K Insurance Group (Associate Member), Fort Wayne
Brown Family Insurance Agency, Brownstown
Mark Elliott Insurance, Inc., Linton
Davis Williams Insurance, Indianapolis
Hoosier Hills Insurance Agency, LLC, Orleans
Lincolnway Insurance Services, Inc. Schererville
Hittle Insurance, Carmel

German American Names 
Wilderman President 
German American named Diana Wilderman as its new 
agency president. Wilderman will be transitioning some 
of her prior responsibilities as she prepares for her new 
role leading the agency. 

MJ Insurance Named a  
2022 Best Practices Agency 
MJ Insurance has been named a Best Practices Agency 
by the Independent Insurance Agents & Brokers of 
America (IIABA) and Reagan Consulting. Best Practices 
agencies are an elite group of independent insurance 
agencies around the United States selected after 
participating in the IIABA Best Practices Study Group. 

IMG Participates in Million Meal 
Movement Packaging Event 

Insurance Management 
Group (IMG) took part 
in the Million Meal 
Movement packing event 
in November. It’s an 
annual statewide effort 
that was launched in 
Indianapolis in 2007. IMG, 

along with three other companies, provided over 100 
volunteers to work cooperatively to pack 35,000 meals. 
Terry Diller, senior vice president and agency partner 
at IMG, held the event at his property. The meals were 
delivered throughout the Fort Wayne community and 
surrounding areas. 

Jacques

BIG "I" NEWSBIG I NEWS
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THERE WHEN IT MATTERS MOST

Our team is here to support you & your policyholders

At RCIS, we’re here to support you and the important job you do.  
The critical task of providing risk management planning and options  

for America’s farmers. We’re here to be in your corner. Here to back you  
with a dedicated team of industry experts. Here to offer responsive claims service.

So, together, we can be there when it matters most. 

Not an RCIS agent but interested in becoming one?  
Contact an RCIS Business Development Representative or visit RCIS.com/JoinUs. 
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Big I 2022 Convention

HHundreds of agents and company representatives 
gathered in November at the Westin for the Big I  
Indiana convention.        

This was the first in-person convention since 2019 

and attendees were eager to reconnect. There were 

sessions by the passionate Brandon Smith, a keynote 

from Purdue basketball coach Matt Painter, and a silent 

auction which raised more than $6,500. 

“It was so wonderful to be back in person this year,” 

said Big I CEO Steve Duff. “We brought back everyone’s 

favorite elements from past conventions and introduced 

some new things as well. It was a great event!”

The event is the largest insurance convention in the 

state and provided attendees with two full days of CE 

classes, including a walking tour of Victory Field. The 

tradeshow featured more than 100 booths and the 

Who’s Who event gave people a chance to network. 

The Emerging Leaders hosted a Monday Night Football 

party in a newly-renovated space at the Westin Hotel 

overlooking the Indiana Statehouse. 

During the annual recognition banquet the 2023 

executive committee members were officially sworn 

into office and Chris Rush of The DeHayes Group, was 

named the 2023 Big I Indiana president. The evening also 

featured moving acceptance speeches from the award 

winners. (See page 30 for a complete list of the winners.)

“This was a truly wonderful event and I am so proud 

of the work our committee did,” said Roxanne Gard, 

convention committee chairperson. “I’m sure next year 

will be even better!” ■

By Melissa Hall 

The risk management tour at Victory Fields.

Big I Executive Committee

Big I Indiana staff
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Big I 2022 Convention
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Big I 2022 Convention



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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Big I 2022 Award Winners

Hugh M. McGowan of McGowan Insurance Group 
won the Harry P. Cooper, Jr. Industry Award. 

The Schuetz Insurance Services management team accepted the Agency of the Year award. 

Arlington/Roe won the Company of the Year Award. 

Riley Christy from Pekin Insurance won the 
Insurance Professional of the Year Award. 

*Not Pictured: Kathy Kline from 1st Source 
Insurance won the CSR of the Year Award.

Stephanie March from WalkerHughes Insurance was 
awarded the Emerging Leader of the Year Award. 

Greg Lane from Insurance Management Group, 
winner of the Agent of the Year Award. 

The Big I Indiana celebrated its 
2022 award winners at our annual 
awards recognition banquet.
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Contact us to learn more:Contact us to learn more:

Visit us online at https://www.ipep.com/public-risk-underwriters
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Services ProgramServices Program
Advocates for fire and emergency servicesAdvocates for fire and emergency services



Libraries seeking workers compensation coverage can Libraries seeking workers compensation coverage can 
rely on IPEP.rely on IPEP.

We are headquartered and administered in Central We are headquartered and administered in Central 
Indiana and our coverage is a group self-funded, not-for-Indiana and our coverage is a group self-funded, not-for-
profit workers compensation risk-sharing program. profit workers compensation risk-sharing program. 
  
We provide stable coverage and pricing plus responsive We provide stable coverage and pricing plus responsive 
Risk Management and Premium Audit services.Risk Management and Premium Audit services.

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