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BIG I LETTER

VirtualWe made the extremely difficult decision 

to cancel the 2020 Big I Indiana Convention 

in October and move it to a virtual format. 

Later in this issue, my good friend Rick 

Pitts talks about missing going to baseball 

games. Rick and I are both baseball nuts. 

In the scheme of what is going on baseball 

may seem trivial. But being unable to do 

something we love because of the pandemic 

leaves a void. I feel the same way about the 

cancellation of our convention.

The decision was not taken lightly. Our 

Executive and Convention Committees, in 

consultation with Big I Director of Education 

and Events Megan Vaught and other staff, 

extensively debated the pros and cons 

of hosting this event. It came down to a 

couple of simple questions. Could we host 

our convention? Maybe. Should we do it? 

Absolutely not. 

When it came to deciding what to do with 

the convention, the numbers and situation 

essentially made our decision for us. As I 

write this in early August, Indiana just set its 

single-day high in the number of diagnosed 

cases of COVID, and cases in states around 

the country are continuing to rise. Coupling 

that with the unique logistical challenges 

posed by social distancing guidelines for 

events such as ours, the course of action 

that we needed to take was pretty clear. 

In the end, our leadership team and staff 

decided that it would be irresponsible for the 

Big I Indiana to put our members, associate 

members, and Partners in the situation of 

choosing to participate in an event at the 

possible expense of their health. We also felt 

it was best not to potentially put our staff 

and volunteers in harm’s way by working 

at an event of this scope. While our 

annual convention is our signature 

event and one of the best in the 

industry, the risks simply far 

outweighed the benefits of 

hosting it during a pandemic. 

With all of this being said, 

all is not lost for an event this 

fall. Megan, the Convention 

Committee, and its chair 

Roxanne Gard are working 

on a virtual alternative 

to the convention. We 

understand there is a need 

for professional education and 

quality programming now more 

than ever. This virtual event will not 

be of the scale of our convention, 

but we are excited about the topics 

and speakers that we are finalizing. 

Please keep an eye on your email for 

details and I would urge you and 

your staff to participate.

We have received nearly 

universal support about this 

decision from everyone. I speak 

for our leadership team and staff 

when I say that we appreciate 

that and we look forward to 

seeing you at our virtual event 

this fall. ■ 

From the Big I CEO:   
Steve Duff
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BIG I COVER

During this strange year meetings through zoom have become 

the normal routine for most independent agents. On our cover is a 

collection of agents from around Indiana. ■ 

Top Row (L to R): 

Andy Hummel  

Hummel Winters Insurance, Milan

Ben Coe  

Shepherd Insurance, Carmel

Dawn Walker 

NAMIC, Indianapolis

Middle Row: 

Jon Backstrom 

Backstrom Insurance Agency, 

Mishawaka

Kali DeWitt 

DeWitt Insurance Group, Indianapolis

Lee May  

Choice Insurance Agency, Linton

Bottom Row:

Lisa Slone  

ISU Insurance Services  

The May Agency, Bloomington

Lynn Chiu CIC, CSRM, CAWC 

Holland Insurance Group, South Bend 

Matthew Chittick  

Chittick Insurance, Wabash

Cover: Indiana  
Agent Zoom

666

AmGUARD • EastGUARD • NorGUARD • WestGUARD

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

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

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

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

Workers’
Compensation
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Policies are underwritten by Bridgefield Casualty Insurance Company and Bridgefield Employers Insurance Company, authorized insurers in AL, AR, FL, GA, IN, KY, LA, MS, NC, SC, 
TN and TX; BusinessFirst Insurance Company, authorized in FL, GA, IN, KY, NC, SC and TN. ©2020 Summit Consulting LLC (DBA Summit, the people who know workers’ comp LLC), 

PO Box 988, Lakeland, FL 33802. All rights reserved.

Reaching a summit takes years of training and experience. We’re here to 
educate our businesses, and help them achieve their safety goals. A safe 

workplace with healthy employees makes for the best view at the top.

[EXPERIENCE.]
The Summit Advantage.®

Can be here
[YOU]

summitholdings.com
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CCongressman Pence has been traveling around the 
state of Indiana meeting with Hoosiers to hear directly 
from folks on how the pandemic is affecting them. 

During his travels he visited the offices of RMD/

Patti in Richmond, Ind. He, along with Senator Jeff 

Raatz and Representative Brad Barrett, met with 

agents Diana Bourne and Monica Heeter and with 

Union County community leaders to discuss issues 

that our county and state is facing. He discussed 

everything from the economy to pandemic to rural 

broadband to getting Hoosiers back to work and 

school. ■

Congressman Pence  
Visits Indiana Agency

crcgroup.com

Indianapolis Office

450 E. 96th Street
Suite 500
Indianapolis, IN 46240

The new CRC Indianapolis 
office is your Midwest 
insurance solution.

Please visit
CRCGroup.com/Indianapolis 

for a list of producers.
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© 2020 Society Insurance

Small detail. Big difference.
Putting out fires before they start. 

We’re there for you when accidents happen. We also believe in stopping them from happening at all. 

Our specialized coverage comes with an extensive set of risk management tools to keep your business 

running smoothly. Be confident in your coverage with thoughtful advice from risk control specialists and 

access to exclusive safety resources designed specifically for your industry. 

To discuss an agency appointment, 

give us a call at 888-5-SOCIETY 

or visit societyinsurance.com.



Held Wins 2019 Insurance  
Professional of the Year 

By Melissa Hall

AAs a young child, Erica Held 
remembers her Mom attending 
school to become an X-Ray technician 
while also raising children and running 
a small business. 

It was a hard life and one that her 

Mom didn’t want her kids to repeat. 

“My Mom would study after she put 

us to bed at night,” Held said. “My 

parents wanted my life to be better 

than theirs and so they always told 

us we would go to college.” 

Held became a first-generation 

college graduate. The winner of the 

Big I’s 2019 insurance professional of 

the year award didn’t have a specific 

career in mind when she got her 

degree in marketing. She knew that 

above all she wanted job security. 

After completing her masters in 

2011 she started her position as a 

marketing rep at Arlington/Roe. 

She worked hard to educate herself 

on every aspect of the 

insurance industry, earning 

her CPCU, CIC, AINS, and 

AU designations. 

She’s now been with 

Donegal Insurance Group 

for five years. The 130-year-

old carrier just recently 

entered the state and she is the 

company’s only business relationship 

manager in Indiana. As such, she’s 

had the opportunity to plan and 

execute many firsts for Donegal in 

the Hoosier state, such as the agency 

forum and agency outing. She 

bridges the gap between producers 

and underwriters by conducting 

a weekly call with her commercial 

underwriter, where they discuss new 

business flow to help make writing 

business easier for both sides. The 

BIG "I" NEWSINDUSTRY PROFILE

10
Held with her husband and two kids. Erica Held and her husband at the 2019 Big I recognition banquet. 
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Held and her husband Rob in Hawaii. 

open lines of communication have resulted in her nearly 

doubling her sales goal for the year.

“In order to market insurance, you have to 

understand the way the conversation goes between 

the company and the underwriter,” she explained. “To 

learn that, I would literally sit with underwriters while 

they had those conversations.” 

Held is able to share her agents’ feedback and 

concerns directly with the strategy leaders within the 

company. “I have the best job ever,” Held said. “I have the 

opportunity to develop meaningful relationships with 

business owners in my community and help them grow 

the business they have worked so hard to establish.”

Held has served on the Big I Emerging Leaders 

committee for seven years, three of which as the 

company liaison. She has volunteered with the Boys 

& Girls Clubs of Indiana, coordinating activities for the 

Youth of the Year participates since 2015. When she’s 

not volunteering or challenging herself with continued 

learning, Held spends time with her husband Rob and 

their two children, Hadley, 4, and Ryder, 2. 

For anyone just getting their start in the industry, Held 

encourages a lifelong curiosity about insurance. “Don’t 

be afraid to ask questions. No one expects you to know 

everything. Your job when you start in this industry is to 

be a sponge and learn everything you can for the first 

three years,” she said. “If you have a thirst for learning and 

an interest in helping people, you’re in the right career.” ■

Erica Held and her husband at the 2019 Big I recognition banquet. 

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.

September/October 2020  ■   www.bigi.org
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The leadership teams at Gregory & Appel (left) and MJ Insurance. 

Local Agencies Join Forces to  
Support Community

By Melissa Hall

IIn a time of extreme isolation and 
crisis, two insurance agencies are 
working together to do something 
wonderful for central Indiana.  

Gregory & Appel (G&A) and 

MJ Insurance (MJ) created 

Together4Impact to support their 

community. Despite being friendly 

competitors, the two agencies 

recognized a need that was bigger 

than themselves. 

“People often don’t view the 

insurance industry as a unified group. 

We felt that by publicly partnering 

in a competitive industry, it would 

give our peers an example of our 

shared values of investing in our 

community,” said Andrew Appel, 

president & CEO, Gregory & Appel. 

“We viewed this as a way that we 

could leverage industry-wide support 

for this initiative.”

Together4Impact’s goal is to raise 

$100,000 for local communities 

impacted by COVID-19 in the areas 

of food security, economic security, 

and family security. Each agency 

chose the following organizations 

within those categories to receive 

the first round of donations: 

Food Security: Gleaners Food 

Bank, Second Helpings, and Indy 

Parks Food Support 

Economic Security: The Indy 

Chamber Rapid Response Hub 

and Indianapolis Small Business 

Recovery Grant 

Family Security: Prevail of Central 

Indiana and Project Home Indy

To kick start the campaign, G&A 

and MJ each donated $25,000. 

The additional $50k needed to 

reach the goal is coming from a 

mix of sources, agency matches of 

associate and employee donations, 

friends, colleges, brokers, and more. 

Large national carriers are asking 

how they can help. “I thought it was 

a lofty goal at first, but I think we’re 

going to blow it out of the water,” 

said Jon Loftin, MJ president & COO. 

“We’re blessed to be able to provide 

support when many others can’t.”

Both agencies name community 

as an important part of their core 

beliefs. As the economic and health 

impact of the pandemic continues to 

grow, their support is vital to their 

clients. “We’ve been supported by 

this community since 1884. We are 

all feeling pain, but it’s important 

not to hide behind the fears of 

uncertainty,” Appel said. “We want 

to support our community no matter 

the financial hit. They are the ones 

who allow us to be here hopefully for 

another 100 years.” ■

BIG "I" NEWSINDUSTRY PROFILE



©Copyright Employers Mutual  
Casualty Company 2020. 
All rights reserved.

More is more.
At EMC, we take a “more is more” approach when it comes to ensuring workplace 

safety, which is why EMC offers more loss control services than ever before. A safe work 
environment often leads to a more profitable business. And offering our loss control services 

at no additional cost to your clients often leads to a more profitable business for you, too.

www.emcins.com/losscontrol
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TECHNICAL

CCOVID-19 has changed the agent’s 
errors and omissions (E&O) landscape 
for the next several months. 
While we can’t predict the number 

of agents who may have E&O claims 

at this point, the odds are high that 

if you don’t get sued, an agent you 

know will.  

Proper actions and reactions when 

threatened or served with an E&O 

suit arising out of this pandemic 

are of utmost importance. Once 

a threat is made or a suit filed, 

the allegedly improper act or 

omission has already occurred—

don’t worsen the situation 

by making bad decisions. 

Remember these “dos” and 

“don’ts” if you find yourself in 

an E&O situation.

Let’s start with the first 

MAJOR don’t: Do not 

overreact to the claim. Understand 

that there is no shame in being 

accused of an error or omission, 

especially given the weird aspects of 

this COVID-19 situation. Even the best 

practices and procedures may not 

protect the agency right now. Anger, 

either toward yourself or others, is 

counterproductive and serves only to 

increase the weight of the situation.

Do Not Do These Things

Do not, under any circumstances, 

alter the client’s file. What’s done is 

done. Making changes creates the 

appearance that there is something 

to hide. Accept what is there and 

prepare for what comes next.

Do not discuss the claim with anyone 

other than the claims representative, 

defense attorney, or any other 

member of the office directly involved 

in the claim. The only individuals who 

need to be involved in any discussion 

related to any E&O claim are those 

personnel directly related to the care 

of the plaintiff’s account and those 

defending the agency.

Do not make any admission of 

liability or wrongdoing; and do not 

offer or make payment.

Do not provide any written or 

recorded statement to the plaintiff 

without your E&O carrier’s claim 

representative present.

Do not allow inspection, 

copying, or removal of client 

files and records without 

consulting with your E&O claim 

representative.

Do not try to manage the 

claim on your own. The E&O 

carrier has more experience and 

is better able to manage the 

process. Allow those with more 

experience and resources to 

manage the suit.

What to DO

What should your immediate and 

ongoing “do’s” be following an  

E&O claim?

Notify the E&O carrier of a 

“claim” or potential claim 

immediately. Provisions in the 

E&O policy require the insured to 

Dos and Don’ts When a  
COVID-19 E&O Suit Arrives

By Chris Boggs, IIABA

“Proper actions and 
reactions when 
threatened or served 
with an E&O suit 
arising out of this 
pandemic are of 
utmost importance.”  
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notify the insurance carrier as soon 

as practicable following the receipt 

of a “claim” or any indication of a 

potential claim.

Listen for “trigger” words or 

questions. Some words, phrases, 

or questions just don’t seem normal, 

in fact, they sound like something 

a lawyer would say. If your client 

uses terms like “duty,” “breach” or 

“breach of duty,” assume they have 

been talking with a lawyer. Also, pay 

attention to the questions that are 

asked, does it seem like they are trying 

to trap you into admitting something? 

Notify the carrier of a potential claim 

if words or phrases seem to indicate a 

lawyer is already involved.

Assume every conversation is 

being recorded. Regardless of the 

legalities of recording a conversation, 

assume your answers are being 

recorded. Pick responses carefully.  

Gather and organize all pertinent 

records related to the 

insured and the situation. 

But when doing this, remember 

the second “don’t”—don’t alter 

them. The claim representative 

needs all the information to 

conduct an investigation and 

prepare and provide a 

proper defense.

Write down all the 

information known 

about the incident 

surrounding the claim. 

Each member of the team 

directly related to the 

client and the incident 

giving rise to the E&O 

claim should record all they 

can remember about the 

incident or incidents on 

which the claim is based. 

This should be a factual 

narrative statement in 

chronological order. Leave 

out opinions and emotions. This is the 

time to act like you are talking with 

Joe Friday from Dragnet—just the 

facts. Who, what, when, where, and 

why is all that should be contained in 

these accounts.

Assign one person as the claim 

leader. One person should be 

assigned the duty to report, track, 

and manage all COVID-19 E&O claims 

within the agency.

Cooperate with the E&O carrier. 

This includes providing information 

and facts that look bad for the 

agency. Hiding or hedging certain 

aspects of the facts surrounding 

the situation on which the claim is 

based creates distrust between you 

and your insurer; it also makes the 

agency look guilty. The insurer is on 

your side.

Make sure you comply with 

all policy conditions and 

requirements. If the agency fails to 

comply with all E&O policy conditions, 

coverage may be jeopardized.

Hopefully, You Will be Spared

Hopefully, you and your agency 

will not need this information. If 

not, that’s great. But given the 

uncertainty of this current situation, 

it’s better to be prepared. ■

September/October 2020  ■   www.bigi.org

Chris Boggs, CPCU, ARM, ALCM, 
LPCS, AAI, APA, CWCA, CRIS, 
AINS, is the executive director 
of the Independent Insurance 
Agents and Brokers of America’s 
Virtual University.

“Each member of the 
team directly related 
to the client and the 
incident giving rise to 
the E&O claim should 
record all they can 
remember about the 
incident or incidents 
on which the claim  
is based. ”  
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TECHNICAL

II miss baseball.
Some of you do, too, I’m sure. As I’m 

writing this, major league games are 

being played in fan-less stadiums and 

I’m trying to get my fill on television. 

However, I miss going to the games 

live…and of course eating way too 

much ballpark food.

What’s all this got to do with our 

headline? We couldn’t take our annual 

trip around the state with the Agency 

Compliance seminars. We had to go 

virtual. So, no visiting in person with 

our Association members, partners, 

and friends and no talking face-to-

face about insurance trends and 

news. And, to top it all off, no visiting 

minor league ballparks. 

With that, and the fact that the 

Fort Wayne Tin Caps, the South Bend 

Cubs and the Indianapolis Indians are 

not playing this year, I couldn’t force 

our esteemed leader, Steve Duff, into 

a rousing rendition of “Take Me Out 

to the Ball Game” during the seventh 

inning stretch.

But, despite it all, it worked.

In June, we conducted a pair of 

Agency Compliance webinars with 

the same content and format that 

we’ve used for 30-plus years. We 

shared the regulatory, legislative 

and case law news that’s been 

making headlines in Indiana. We 

got a terrific response, too. We had 

the chance to “see” dozens and 

dozens of you over the two days 

of sessions, hear your questions, 

and engage in meaningful dialogue 

about industry trends and issues.

Having the seminar on the web even 

had its advantages. In both sessions, 

we started the day with observations 

from Indiana’s own insurance and 

political rock star, Representative Matt 

Lehman. Representative Lehman is: (a) 

a partner in Bixler Insurance in Berne, 

Indiana; (b) the Indiana House Majority 

Leader; (c) the current president of 

the influential National Council of 

Insurance Legislators (NCOIL); and (d) 

incredibly knowledgeable about and 

influential in both state and national 

insurance issues.

From that platform, it was an 

easy dive into the issues. Of course, 

COVID-19 and coronavirus issues 

dominated (as they continue to do). 

We talked about the employment and 

workers’ compensation implications 

of the pandemic and framed 

the background of the business 

interruption issue.

On the latter issue, there has 

been news of note since the Agency 

Compliance seminars. In early July, the 

Insurance Journal reports, there was a 

decision from a trial court in Michigan 

rejecting a restaurant’s claim under 

a business interruption policy. The 

court’s ruling finds no “property 

damage” as most BI policies define 

the phrase and notes that even if the 

insured could overcome this hurdle, 

the claim would still be denied under 

the virus exclusion in the policy. 

Industry insiders say it is a sign of 

things to come; more favorable 

rulings for carriers are anticipated.

The other issues at Agency 

Compliance aren’t as headline-

grabbing as COVID-19, but are vital 

to Indiana insurance producers 

nonetheless. Steve did a detailed 

analysis of Indiana’s enactment of 

the National Association of Insurance 

Commissioners’ (NAIC) Cybersecurity 

Model Act. Of significant note is the 

Indiana variation on to whom the new 

law applies. Under the NAIC model, 

the Act would be applicable to all 

“licensees” and would only exclude 

agencies with ten or fewer employees.  

The Indiana enactment, in contrast, 

significantly broadened the scope of 

exemptions to include:

 • Fewer than 50 employees 

(including independent 

contractors);

Agency Compliance Goes Virtual 
By Richard S. Pitts
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 • Less than five million dollars 

($5,000,000) in gross annual 

revenue; or

 • Less than ten million dollars 

($10,000,000) in year-end total 

assets; or

 • A licensee that is subject to 

the federal Health Insurance 

Portability and Accountability 

Act and has established and 

maintains an information 

security program that meets 

the Act’s guidelines.

The expansion of these exemptions 

will, in all practicality, lift the 

burden of compliance from many 

Big I members. It represents a big 

legislative “win.”

We didn’t just look back at 

an eventful year at the Agency 

Compliance seminars. We also looked 

forward to what the future may 

bring. A trio of issues are of note here. 

One is the prospect of a new model 

rebating law for the 2021 legislature 

to consider. Among other things, the 

new law would, if passed, broaden the 

safe harbor for insurers to provide 

ancillary services to insureds if those 

services were “…primarily intended to 

educate about, assess, monitor, 

control, mitigate, or prevent risk 

of loss to persons, their lives, 

health or property….”

The second forward-

looking issue comes from 

the Insurance Services Office 

(ISO). ISO has, in response to 

the expanding market for 

marijuana and cannabis-related 

products, created a new set of 

endorsements for the Businessowner 

Policy series that soon will appear in 

use (even here in Indiana). Heather 

Howell Wright explains in an 

article from JDSupra:

The Property Exclusion 

Endorsements (BP 15 30 and BP 

15 31) clearly exclude coverage 

for cannabis by adding the 

term ‘cannabis’ to the Property 

Not Covered provision of the 

businessowner property form. The 

Liability Exclusion Endorsements 

(BP 15 32, BP 15 33, and BP 15 34) add 

a specific exclusion to the liability 

portion of the businessowner policy 

form that broadly excludes from 

coverage any bodily injury, property 

damage or personal and advertising 

injury arising out of a laundry list of 

cannabis-related activities.

The final projection is yet another 

possible model law for Indiana to 

consider. This one is called “P2P,” 

which means “Peer-to-Peer” Car 

Sharing. P2P is under consideration 

because just as web-based platforms 

have permitted car owners to turn 

their vehicles into e-taxis, P2Ps are 

web-based platforms that permit car 

owners to turn their personal vehicles 

into rentals. Of course, the insurance 

implications abound, and the model 

the legislature will consider in 2021 

would address these. Part of the 

model law states:

A peer-to-peer car sharing 

program shall ensure that, during 

each car sharing period, the shared 

vehicle owner and the shared 

vehicle driver are insured under a 

motor vehicle liability insurance 

policy that provides insurance 

coverage in amounts no less than 

the minimum amounts set forth in 

that particular state…

So, 2021 is shaping up to be a 

significant insurance year legislatively. 

Otherwise, let’s hope, it’s not quite as 

eventful as 2020 continues to be. ■

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.“Industry insiders 

say it is a sign of 
things to come; 
more favorable 
rulings for carriers 
are anticipated.”  



The Silver Lining® shines 
through on claims survey

When more than 1,000 collision repair shops around 
the country graded auto insurers on how they handle 
claims, West Bend ranked Number 12 of 79 and earned  
a B+ rating!

This ranking highlights West Bend’s exemplary claims 
service, not just price and brand recognition. We’re 
proud to be included on this list as it shows repair  
shops how we take care of our customers.

Crash Network is an independent source of news, views, and information vital  
to the collision industry. Find out more at https://www.crashnetwork.com/irc.php.

West Bend is Number 12 and earns B+ on Crash Network’s 2020 Insurer Report Card
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WWith much of the country fighting 
to get back to normal and many 
delayed projects being resurrected 
this promises to be a hectic 
building period. 

A period where those building, both 

the contractors and owners, face 

unpredictable weather, a tight labor 

market, and even tighter timeframes 

to complete their work. These risks 

and many others must be managed, 

and properly insured. 

The most common insurance policy 

for property under construction is 

the builders risk or installation floater. 

While these policies are commonly 

available they are far from standard 

and common terms vary between 

insurers. These variations require a 

careful review of the policy form and 

a basic understanding of how other 

policies handle similar risks. 

The first of several critical factors 

to consider is who does the policy 

protect? In a typical construction 

project, there are many parties who 

have an insurable interest. While 

the owner may be the first to come 

to mind both general and artisan 

contractors working and fabricating 

all must be considered. Each party 

in question has an interest in and 

exposure to loss from their work in 

connection with the finished project. 

This interest leads to one of the 

foundational issues of a builders 

risk policy; who is an insured? The 

answer is everyone with an interest 

in the project. 

This creates issues when the policy 

definition of insured is limited to the 

owner or general contractor. Not 

property including the interests of all 

parties can also violate contractual 

requirements. The various forms 

of construction agreements, 

including the American Institute of 

Architects (AIA) contract, outline the 

parties who are to be an insured. 

The standard language includes 

subcontractors of any tier. 

The benefit of insuring all parties 

on a single policy generally, without 

regard to fault, expedites repairs 

and reduces litigation. Determining 

fault and allocating damages creates 

delays and impedes the parties’ 

willingness to openly identify and 

take part in a timely fix. To reinforce 

the intent of the builders risk as 

the primary and sole payer, these 

same contracts require a waiver of 

subrogation. This waiver prevents 

any commonly insured party 

from recovering damages from 

contractors and subcontractors 

during construction. The concept 

of providing insurance for others 

without regard to fault can create 

heartburn with many owners. Their 

desire to make someone responsible 

for their actual faults outweighs the 

previously discussed benefits. 

The problem with holding 

contractors of all tiers responsible 

is in the coverage available to them. 

Neither builders risk nor general 

liability are intended to be warranty 

policies. This makes claims arising 

out of poor workmanship tricky and 

often difficult to distinguish from 

the fortuitous loss these policies are 

intended to cover. The provisions 

within the general liability policy 

which serve to commonly exclude 

damages are often characterized as 

the care, custody, and control. These 

exclusions (J, K, or L) are broadly 

written to include both the part of 

property for which they are working, 

and the connected materials which 

are damaged or not functioning due 

to the incorrect work performed. 

Builders Risk 101 
By Jim Phillips
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This directs insureds to the builders 

risk policy as the source of insurance 

recovery. How a builders risk policy 

addresses warranty, workmanship 

errors will be discussed in a moment. 

After perfecting who is an 

insured, the next consideration is 

what is insured. Each carrier seeks 

to differentiate themselves by 

broadly defining covered property. 

Covered property should include 

most if not all items contemplated 

in the completed contract value. 

This means grade, fill, pavings, 

foundations, utility lines, the 

structure itself, and anything else 

that is part of the permanent build. 

Insuring real property in the course 

of construction seems simple, but 

complex builds in dense areas means 

contractors must get creative with 

site plans and scheduling. The ability 

to insure property anywhere is one 

of the great advantages of an inland 

marine form. There are special limits 

that must be considered and are 

commonly included in builders risk 

policies for temporary locations and 

in transit. These two coverage grants 

are common to builders risk policies 

but likely absent from a commercial 

property policy. This is one of the 

issues with simply adding property 

under construction to an owner’s 

property policy. There are other 

considerations of coverage when 

using an owner’s property policy 

that are summarized in the 

adjacent exhibit. 

In addition to the risk of 

physical damage owners often 

face additional indirect costs. 

These are frequently divided into 

soft costs and loss of income. 

The softs costs are commonly 

misunderstood to be a catch-all for 

loss of revenue and delays. Softs 

costs are limited to specific items 

like additional interest charges, 

extra design costs, insurance 

premiums and other one-time 

expenses related to a re-

build. Loss of income on the 

other hand mirrors that of a 

commercial property policy. 

Deciding on that limit is best 

determined by the owner. 

Since the owner usually 

entered into the build with 

a budget that contemplates 

ongoing debt obligations, net income, 

and or performance obligations. 

These exposures to loss can be 

covered by adding a loss of income 

for the appropriate rebuild time. 

The appropriate rebuild time should 

correlate with the 

time it took to build 

contemplated potential 

delays in scheduling. 

Upon determining 

who is covered and what 

is covered, the next 

key consideration is for 

what? Perils for builders risk are similar 

to the commercial property policy. 

Special perils in combination with 

equipment breakdown, flood, and 

earthquake must be specified. The 

most recent AIA contract expanded 

to require earthquake and flood, and 

created modules where other perils 

can be specified. 

The last fundamental consideration 

of a builders risk is: when does 

coverage apply? Builders risk policies 

are written to cover the course 

of construction and not the fully 

operational building. It makes sense 

Commonly Required Enhancements: 

Ordinance or Law        Temporary Locations

Faulty Work/LEG 3        In Transit

Occupancy Provision        Falsework

Mine Subsidence        Fences, Landscaping

          Underground Work

Jim Phillips, ARM, AAI, CRIS, 
is the current executive in 
charge of ONI’s commercial lines 
department. His experience 
includes designing and placing 
insurance programs for the most 
complex risks in the Midwest.

Potential Pitfalls of Owner’s Policy 

 • Temporary or In Transit Materials

 • Named Insureds

 • Prolonged Waiver of Subrogation

 • Deductible 

 • Proper Perils (Testing/Start Up)

 • Project Term, Annual Renewals
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that once finished a building should be 

moved over to a commercial property 

insurance policy. A common mistake 

made is to assume if the policy period 

is still ongoing the policy is in effect. 

The builders risk policy has several key 

terms that limit coverage to only the 

course of construction. 

In addition to the fundamentals 

of coverage, there are meaningful 

decisions that must be made. The 

most frequent questions are: who 

should purchase the actual policy, 

who is responsible for deductibles, 

and what limits should we carry? The 

answer to many of these depends 

on the construction contract, but for 

discussion’s sake let’s consider the 

answers to each of these questions. 

 • Who should purchase the 

insurance? While this answer 

is maybe one of the most hotly 

contested it’s also one of the 

more moot points. Both owner 

and general contractor should 

be named insureds, both parties 

should be party to any claim 

settlement, and both should 

carefully review the policies to 

ensure their risk is covered. The 

answer boils down to which party 

is better positioned to purchase 

the policy. A manufacturer who 

will only build once in a decade is 

likely less savvy than a general 

contractor with a working master 

program insuring hundreds 

of millions of dollars a year in 

work. Conversely, a developer 

who commonly contracts for 

the construction of projects 

commands a clear understanding 

of the financing and work might 

negotiate a better policy. 

 • Who is responsible for the 

deductible? A builders risk 

policy has many interested 

parties. Making each party 

simultaneously responsible for 

the deductible conflicts with the 

concept of a single payer and an 

easy fix. The disparate financial 

position of each interested party 

makes the deductible decision 

a complex one. While a Fortune 

500 company with a professional 

risk management staff could 

absorb a $500,000 deductible 

an electrician with an annual net 

income of $1,000,000 could not. 

Given the premium impact of 

these deductibles it is important 

to consider all parties and the 

total cost. So while an owner 

might save premium by carrying 

a large deductible if the trade 

contractors are responsible for 

the deductible they will purchase 

either a buyback or redundant 

policy and include related 

costs in their bid. If multiple 

contractors do this then the 

savings from a higher deductible 

are eliminated, and the actual 

premium will be higher. A 

happy medium might be that 

the Fortune 500 company that 

benefits from a much lower rate 

is responsible for the deductible 

down to a manageable figure. 

 • What limit should be 

selected? While the contract 

value serves as a guidepost for 

the basic covered property limit 

there are many nuances that 

should be reviewed. For instance, 

in a design build contract, the 

contract value contemplates 

a design fee and several pre-

construction services that may 

be redundant. A contract value 

could also include work scope 

for land clearing or demolition 

that wouldn’t be needed again 

if a building were to be rebuilt. 

Digging deeper, coverage 

requirements for items like 

temporary locations, in transit, 

equipment breakdown, etc. 

should be reviewed by the 

project manager to match 

construction plans. 

This article was intended to give 

everyone more than a cursory 

review of the builders risk. It is by no 

means a complete review of all the 

terms available and understanding 

the policy terms are only a part of 

properly insuring a project. These 

policies provide broad, but unique 

coverage to many, which makes it 

important to coordinate everyone’s 

interest. There are some great 

resources from both the Big I and 

IRMI to help with nearly any of the 

unique situations that arise when 

building Indiana. ■
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TThere is an endless number of 
businesses that conduct the 
majority of their marketing through 
online and digital platforms.

Their subject matter and how they 

deliver it may differ, but one thing 

that’s become universal across all 

industries is the importance of a 

well-maintained and engaging blog. 

It’s no longer enough to simply have 

a blog. You must learn how to utilize it 

and create engaging content for your 

audience. Whether you’re starting 

an agency blog for the first time or 

5 Ways to Energize   
Your Agency’s Blog 

By Dshanya Reese

*Policyholder retention rate based on voluntary business that we elected for renewal quote:  93.6% in 2018.
© 2020 AMERISAFE, Inc. AMERISAFE is a registered trademark of AMERISAFE, Inc. SAFE ABOVE ALL and the AMERISAFE LOGO are trademarks of AMERISAFE, Inc. All rights reserved.

When you only do one thing, you better 

do it well and workers’ comp is all we’ve 

ever done for over 30 years. amerisafe.com - 800.897.9719

90%*
POLICYHOLDER RETENTION RATE 

OVER

haven’t posted a thing in months, 

here are five ways you can start 

energizing it and see measurable 

results by this time next week:

1. Build a Consistent  
Content Calendar

If your blog posts are few and 

far between, chances are that 

you’re not sticking to a consistent 

posting strategy. If you’re not 

holding yourself accountable, then 

obviously you’re going to think 

of other, more productive things 

you could be doing. The truth is 

that your blog is one of the most 

productive tasks you could be 

doing to bring in more clients and 

grow your book of business. 
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Aim for a realistic content calendar 

that will work for your agency. If 

you know you won’t have the time 

to post three times a week, then 

plan for once a month and grow 

from there. Apps like Hootsuite 

are excellent platforms for you to 

schedule your content and even 

have it automatically post on your 

social media pages. 

2. Create Content That 
Provides Value

If you wouldn’t read it, then 

the chances are good that your 

audience won’t either. When 

brainstorming content, ask yourself 

if your topic is providing something 

educational, inspirational, engaging, 

or informative. Is it answering a 

question that many potential clients 

may have? Once you have a 

blog topic in mind, Google it and 

find out what other agencies 

similar to yours (especially the 

ones that show up first in search 

results) are saying to get that 

engagement. And, while you’re 

there, peek at their keywords 

and analytics to find out how 

they got to the top. 

3. Use Your Blog 
Efficiently to Drive Traffic 
Using Keywords and 
Analytics

Keywords are phrases and words 

that you strategically use within 

your blog that will “ding” Google’s 

algorithms and push your website 

to the top of search results. The 

better keywords you use, the more 

probability that your post will gain 

momentum. It can be critical to 

research keywords properly, not 

Dshanya Reese, CIC, is the brand 
marketing manager for Watkins 
Insurance Group in Austin, Texas, 
and a contributor to Agency 
Nation. After spending over two 
decades in the insurance industry, 
she still finds it fascinating, 
frustrating, and fulfilling.

COMMERCIAL TRANSPORTATION  |  BROKERAGE  |  MARINE 
PROPERTY & CASUALTY  |  SURETY  |  PERSONAL LINES

EVERY RISK IS AN OPPORTUNITY

(800) 666-5692  |  JMWILSON.COM

JM Wilson100th-Focus Magazine-CMYK.indd   3JM Wilson100th-Focus Magazine-CMYK.indd   3 4/3/20   7:58 AM4/3/20   7:58 AM
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overuse the same word multiple times within a post 

(doing so will actually hurt your chances), and still focus on 

offering value to your readers. 

What many blogs attempt to do is drive traffic to their 

website by bombarding their pages with “keywords.” 

This can be successful in bringing leads to your brand, 

but you’ll lose them within seconds if the content has no 

value. Take a look at your competition and find out more 

about how they interact with their audiences using apps 

such as Ubersuggest.

4. Put Thought Into Your Visuals

We all know that we can often get lost or distracted while 

we scroll through endless posts on social media. Pictures 

and videos have more sway in grabbing our attention than 

words alone. It is essential then that you put effort into the 

pictures you use.

Some tips: Try not to use “stock” photos, which 

are free images you can find online. These are often 

overused and don’t relate to your unique business 

model. Take your own pictures or hire someone who can. 

It will go a long way into building your credibility. You 

can also use graphic builders such as Canva to create a 

professional-looking blog graphic without the expert 

knowledge required for Photoshop software. 

5. Review, Revise, and Always Proofread

It can be tempting to type out a blog post in under an 

hour and then send it off to be published without review. 

Built-in spelling and grammar checks are not always 

error-proof and don’t check for issues in flow and style. 

Readers want to rest assured that you’re a trustworthy 

and knowledgeable agency to align with. When there are 

spelling errors in your online content, it can lead them to 

believe that your agency doesn’t care about being seen 

as an expert.

Install Grammarly into your browser (there’s no need 

to pay for the premium version), and use it to double-

check for mistakes that are often missed by other 

programs. It also has a built-in thesaurus that can quickly 

heighten your blog and remove repetitive words with 

only a few clicks.

Building a blog is not an easy process to integrate 

into your daily routine. However, it is one that you will 

soon establish as essential in building your audience and 

client base. Always remember to analyze how each post 

is doing, recognize which ones were more popular and 

why, and then build more content that follows that same 

subject matter or blog format. You won’t see an increase 

of clicks and leads within days, but with consistency and 

proper dedicated, it won’t be long before your growth 

rate sees noticeable change! ■
There when it matters most.™ 
         ...since 1889

Learn more at DonegalGroup.com

AGENCY MANAGEMENT
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SEMCI

Single-entry, multiple-company 
interface (SEMCI) is like magic! 
Acuity, long recognized as a leader in agency 
interface technology, is committed to supporting 
SEMCI in commercial lines. SEMCI drives 

efficiency in the quote and application process 
and allows you to choose how you 

want to do business with Acuity.

Acuity currently partners with several of 
the leading commercial lines insurtechs. We are 
building, exploring partnerships, or expanding 
with numerous other independent agency 
technology solutions. And Acuity is on the 
forefront of integration technology, continually 
building the connections necessary to be ready 
to connect to new insurtechs as they emerge.
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BIG I NEWS

Quick Hits

Ward Group Releases  
50 Companies List 
The Big I applauds its Partners who were named to the 
2020 Property-Casualty Ward’s 50® Companies list. Ward 
Group is the leading provider of benchmarking and best 
practice studies for insurance companies. The company 
analyzes nearly 3,000 property-casualty insurance 
companies in the United States to identify top performers 
annually. Big I Partners who made the list include: 

Acuity

Auto-Owners Insurance Group

Grange Insurance Company

Grinnell Mutual Group

ICW Group

Markel Corporation Group

Ohio Mutual Insurance Group

Progressive Insurance Group

SECURA Insurance Companies

Selective Insurance Company of America

Travelers Insurance Group

West Bend Mutual Insurance Company

Schultz Named Senior Vice 
President of Pekin

Pekin Insurance is excited to 
announce the newest member of 
its executive team, Dina Schultz. 
Schultz was recently named the 
senior vice president (SVP) and 
chief operating officer of The 
Farmers Automobile Insurance 
Association and SVP of Pekin Life 
Insurance Company.

Watson Retires from West Bend 
Don Watson, Indiana senior 
regional sales manager, is retiring 
from West Bend. He has more 
than 40 years of experience in 
the insurance industry. He joined 
West Bend in 2006 as regional 
sales manager and was promoted 
to senior regional sales manager 
shortly thereafter. He and his wife 
Geri reside in Speedway. 

Acuity’s Communications Projects 
Win Creative Awards 

Several of Acuity’s communications projects 
have earned awards for creativity in national and 
international competition. Annual Report Awards: 
Acuity’s 2018 Building Strong Relationships Annual 
Report received both a Gold and Judge’s Choice ADDY 
Award from the American Advertising Federation. 
The company’s 2019 Another Vintage Year Annual 
Report earned a Platinum (highest) Hermes Award 
from the Association of Marketing and Communication 
Professionals (AMCP) and a Gold (highest) Award in 
the print category from the Stevie Awards. The 2017 
Acuity Loves You Annual Report earned a Silver ADDY 
Award. Video Awards. Acuity’s continuing education 
and promotional videos earned several awards. AVA 

Schultz

Watson
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StateAuto.com
Personal  |  Commercial  | Farm & Ranch

Less Time. Smart Features. Inspired Products.
Our digital solutions allow you to conduct business

with us no matter where life takes you.

Heeren
Keller

Digital Awards awarded Agent Match Game and the 
2020 Happy Birthday Video Platinum (highest) Awards, 
Wally’s Word 4 a Gold Award, and Journey into Cyber 
Land and Having a Ball with Acuity Honorable Mentions. 
AMCP awarded Agent Match Game and the 2020 Happy 
Birthday Video Platinum (highest) Hermes Awards, 
Wally’s Word 4 a Gold Hermes Award, and Journey into 
Cyber Land an Honorable Mention. 

Heeren Celebrates 20th Work 
Anniversary at Rockford 

Shane Heeren joined Rockford 
Mutual on July 31, 2000 as a 
marketing representative for 
Northern Illinois and Southern 
Wisconsin. Today, 20 years later, he 
is responsible for the marketing/
sales function of RMIC, Research & 
Development, Rockford Insurance 
Agency and the management of 

over 200 independent agents. He has over 30 years of 
experience in the insurance industry. 

Ohio Mutual Receives “A” Rating 
from A.M. Best 
Insurance rating organization A.M. Best has issued 
its annual rating of Ohio Mutual’s financial strength, 
reaffirming the company’s financial strength rating of 
“A” (Excellent) for the 28th consecutive year.

Encova Insurance Appoints  
Keller to Board of Directors 

Encova Insurance appointed 
Mike Keller to their board of 
directors. He brings decades of 
executive leadership, technology 
and insurance expertise to their 
board based on his experience at 
Nationwide, Bank One and IBM.
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Growth MATTERS

      

Y E A R S

GROW YOUR
INDIANA

BUSINESS!
Get appointed with a Top 20, full-service work comp carrier offering 

high-value services, strong underwriting results, 
and an “A” (Excellent) A.M Best rating.

YOUR LOCAL CONTACTS:

Terry Feltner
Sr. Business Development 
Underwriter
317.730.2533

Zach McClish
Business Development 
Underwriter
260.705.1908

www.icwgroup.com/join



PRU sales representat ives are committed to you.  

Our pr ior ity is  workinn  with anents face-to-face,

ensurinn  your c l ients a lways receive proper

and customized coverane.

Contact us at 1-800-382-8837 

or visit us online at www.IPEP.com/PRU
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Anthem Blue Cross and Blue Shield is the trade name of Anthem Insurance Companies, Inc. Independent licensee of the Blue Cross
and Blue Shield Association. ® ANTHEM is a registered trademark of Anthem Insurance Companies, Inc. The Blue Cross and Blue 
Shield names and symbols are registered marks of the Blue Cross and Blue Shield Association.

                                                        IPEP members  
                                   benefit from comprehensive  
                  coverage and a series of benefits, plus access to

superior safety training and claims and risk management services. 

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

Join Us


