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We're a
big company.

We're a billlon-dollar insurer. Our sheer size
alone reduces our exposures to volatillty,
while access ta resources enables us to
write policies a typical regional insurer
cant touch.

We're a
small company.

Whatever happened to the role of branch
manager?! Other insurers may have done
away with the fully empowered executive
charged with overseeing a regional office,
but not us, We still believe in local
decision making.

General Casualty is a mgstored service mark of Goneral Casualty Company of Wisconsin

Big and small, that's super-regional.

generalcasualty.com

GENERAL
CASUALTY



Who's got the muscle to insure a million cubic yards
of concrete or a million pounds of steel and glass?
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PO Box 210008, Columbia, SC 29221
800 Gracern Road, Columbia, SC 29210
803-731-9460 803-772-6425 (fax)
e-mail: information @iiabsc.com

IIABSC Staff

G. Frank Sheppard, AAI
President
ext. 23, fsheppard @iiabsc.com

Rebecca H. McCormack, CPCU, CIC, AAl,
CPIW

Vice President

ext. 14, bmccormack @iiabsc.com

Anita J. Trevino
Director of Communications
ext. 29, atrevino@iiabsc.com

Beth Chastie
Director of Administration & Finance
ext. 17, bchastie @iiabsc.com

Charlene Bernotas, CISR, ACSR
Agency Administrator
ext. 22, cbernotas @iiabsc.com

Elaine Mikell
Meeting Coordinator
ext. 16, emikell@iiabsc.com

Mary A. Ellis
Education Coordinator
ext. 12, mellis@iiabsc.com

Jeanette Bloss
Education Coordinator
ext. 11, jbloss @iiabsc.com

Lee Ruef
Director of State Government Relations
Iruef@iiabsc.com

South Carolina Agent & Broker is the official magazine of the
Independent Insurance Agents and Brokers of South Carolina
and is published three times yearly. IABSC does not neces-
sarily endorse any of the companies advertising in this publi-
cation or the views of its writers.

Articles and information published in this magazine may not
be reproduced without written consent of the IIABSC. South
Carolina Agent & Broker is not responsible for unsolicited
manuscripts, art or photography. The publisher cannot as-
sume responsibility for claims made by advertisers and is
not responsible for the opinions expressed by contributing
authors.

For more information on advertising,
Contact Jim Aitkins
Blue Water Publishers
22727 - 161st Avenue SE
Monroe, WA 98272
360-805-6474 fax: 360-805-6475
jima@bluewaterpublishers.com
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Who has Vacant Building coverage

that's not just an empty promise?
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Independent Insirance Agents

Broders of South Caroling

Promoting Trusted Choice® in the Palmetto State

ou can’t watch the news these days without hearing
business reporters talk about brands and branding. But many
agents believe that branding is something only big-budget
companies like Coca-Cola®, Nike® and Microsoft® practice. At
the South Carolina Big “I” we disagree with this notion.

To help promote the Trusted Choice® brand in South
Carolina — and ultimately drive customers to Trusted Choice®
agents — IITABSC and Trusted Choice® have signed on with the
Clemson and USC football networks for the 2007 season as a
radio sponsor. Clemson and USC football games are broadcast
on more than 60 radio stations throughout South Carolina.

You also may have seen that Trusted Choice® has partnered
with The Learning Channel’s program “Designing Spaces,”
to sponsor a series on important insurance issues for
homeowners. The series consists of three separate two-minute
segments featuring one-on-one interviews with three Trusted
Choice agents.

ITABSC-member Julie Turner (The Turner Agency) of
Greenville, SC, was one of the featured agents in a piece on
home remodeling insurance coverage concerns. Julie’s segment
has already aired on TLC and WE (Women'’s Entertainment) and
is expected to receive 20 airings throughout the summer and
fall.

Links to Julie’s segment can be found on the [IABSC Web
site, www.iiabsc.com. She has been a member of Trusted Choice
for at least five years and successfully used one of the stock press
releases (found on their Web site) to get invited by her local news
channel to talk about insuring valuable Valentine’s Day gifts.

The other DS segments featured Big “I” President Alex Soto
(InSource, Inc,) of Miami on flood insurance and Brick, NIJ,
agent Jeanne Heisler (The Ronan Agency) discussing personal

umbrella policies and social host liability issues.
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Radio ads to appear on Clemson and USC Football networks

Why should you care about branding?

First of all, you and I are already being branded —
negatively — by our competition. Though you and I both know
that independent agents aren’t irrelevant, unnecessary, expensive
or lazy, don’t think that message isn’t being swallowed by many
consumers. As an important distribution channel, we must fight
back.

Second, we’ve lost significant market share in the past 30
years — around $60 billion worth. Though that trend has abated
in the last two years, we still have much to do to win back those
customers and their business.

By being a Trusted Choice® agent, you take a big step in
overcoming all these negatives. This consumer-tested branding
initiative will communicate the value we bring to insurance
buying — choice, customization and advocacy. And it will help
us attract and retain those clients.

{\'“‘ Trusted Choice®

Trusted SC Consumer Awareness
Choice’ Campaign Continues

In an effort to increase consumer
awareness of the Trusted Choice®brand and SC’s
participating agents, two 30-second spots will be played per
radio broadcast of all USC Gamecocks and Clemson Tigers
football games this fall.

Trusted Choice® Member Agents can log on to the
Trusted Choice Web site (www.trustedchoice.com) and
listen to the ads in the Agents/Brokers Area. Click the
“Advertising” heading and then “Commercials — Radio.”
Decisions:25 and 26 Flavors:25 are the two ads to be
played with the following tag: “To find a Trusted Choice®
agent in your area, visit www.trustedchoice.com”




We understand the value of
what is riding on.these wheels

Take advantage of our expertise

in Transportation Insurance
& Edwin M. Rollins Company
Experienced underwriters provide customized solutions for your customer's needs.

Phone: 1-B0-432-77158 = Charlotte, NC = wewwoemrollins.com

Serving the Transportation Industry since 1946!
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Independent Insurarnce Agemts

State National fo‘ecgqr

oohn | Cook, CIC

Brokers of South Carnling

s this fall issue of South Carolina Agent
& Broker hits your desk, I am finishing out my sixth
and final year as the SC Big “I” State National Director
(SND) to the national association. It has been a great
honor to represent my fellow South Carolina members
on the Board of the national Big “I”” and the experience
has made me appreciate, even more, what our state and
national associations do for our businesses.

For most of us, there is little or no recognition of the
differences between our state and national associations
— and that is the way it should be. As a Big “I”’ member,
you are looking for information and resources that help
you succeed as an insurance agent.

Educate, Advocate, Communicate — these are
the primary ways our association serves us and it comes
from an outstanding combination of state and national
resources.

The Big “I” of South Carolina is the premier
provider of insurance education in the state. From
top-level professional designation programs to basic
training on specific coverage lines to updates on recent
changes in the SC marketplace, you and your staff can
get the information and training they need from the
ITABSC education programs.

We can also be proud that TABSC is the dominant
advocate for independent agents in the legislative and

regulatory arenas in South Carolina. Also, every spring
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ITABA sponsors the national Legislative Conference

and Convention in Washington, DC where member
agents advocate with congressional leaders on federal
insurance issues.

The association also offers a variety of sources and
platforms to communicate industry information to your
office. This process occurs through email newsletters,
our new quarterly magazine, the state Web site that is
partnered with our national association and conventions
and conferences that are held throughout the year.

Ifyou are concerned about the future of our industry,
as I feel you should be, I urge you to get involved with
our association. Participate in events — attend education
classes, join us next April in Washington, DC, volunteer
for a committee at the state level - donate to InsurPac so
our national staff can continue to fight for your business,
or become a grassroots contact for your local legislator.

Whatever you decide to do, just PLEASE get
involved because together we can make a difference.
Your membership investment with the Independent
Insurance Agents & Brokers of South Carolina is a
valuable one and helps ITABSC continue to be the
leading provider of benefits and services to independent
insurance agents in South Carolina.

Thank you for the opportunity to serve this
association as State National Director, and I look

forward to seeing you at a Big “I”” event soon!



[n Today’s Competitive Environment, You Can't
Attord To Go It

Alone.

. " 1'
As professional Wholesale Insurance Brokers,
Gresham & Associates provides cost effective solutions
to coverage & placement needs on virtually any risk.

J f.r

SERVICE: Our specialized Production Units and Professional " GHESHAM &
Staff combine to provide unparalleled attention to ASSOCIAEES
detail on your client’s risks. a®

] . . . : PO. Box 927

TALENT: Our_ highly trained Unc!erwrlt_erg, and Techmc_:al Stockbridge, Georgla 30281

Assistants work together in specialized teams which One Gresham Landing

focus on their designated products and services. Stockbridge, GA 30281

ph: 770-389-1600

STABILITY: We represent leading managing General Agency wats: 800-241-5677
companies and multiple Open Market facilities all
rated “A”. We have the markets to meet the needs PO. Box 561108
of Specialty, Excess & Surplus Lines, Mainstreet, Charlotte, North Carolina 28256
and National accounts. One Resource Square, Ste. 150

10925 David Taylor Drive

www.gresham-inc.com s

wats: 800-554-4669
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Big Leap for Agency Automation

Agency system coalition promoting Real Time and download capabilities

here may be no more important topics in your
agency than automation and technology. Every week, our office
fields calls from agencies looking for help, advice or guidance
on computer issues. It is so important that your association
leadership has made technology education a top priority for the
coming year and will be leading our efforts to help your agency
deal with technology issues.

During the national Big “I” annual convention in April,
an unprecedented industry coalition launched an independent
agency system-wide initiative to raise awareness of real time and
download technology and to increase implementation of these
key interface applications by agencies and their carriers.

The use of real time and download by agencies will speed
the processing of transactions and inquiries. The time saved can
be used to broaden relationships with existing clients, develop
relationships with new clients and generate new business.

Real-time communication provides a single, consistent
workflow for agencies to use with their carriers, which greatly
eases agency staff training. The workflow processes real-time
inquiries and transactions from a client’s file, automates logons
to carrier Web sites and systems, and provides prompt responses.
It also automatically sets up a client E&O loss-control activity
record in the agency’s system for each inquiry or transaction.

Insurance companies also will gain a business advantage
by offering real time and download and helping agencies with
their implementation. Carrier implementation also will greatly
improve the rating process for new business.

An important resource for information is a new Web site—
www.getrealtime.org. At the site, agents, brokers and carriers
can learn about real time and download and how the interface
applications can enhance their business operations. Also, agents
can see what transactions are supported by their carriers and
automation vendor; get assistance from their carriers and vendor
with implementation and troubleshooting; and obtain the helpful
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'~J Real Time

| Make it Your Business.
ld getrealtime.org

Independent Agent’s Real Time Implementation Guide, a step-
by-step outline for implementing real time.

Those of you who are newer to the industry may be wondering
“What the heck is Real Time, anyway?” It is the ability to click
on a button from a client file in an agency management system
or comparative rater for immediate access to carrier information
on that client. The transaction may be a quote, billing inquiry,
claim inquiry/loss run, policy view, endorsement or a request
for information. Real time provides a single workflow for
independent agencies and brokerages for servicing or quoting
business.

Download, an essential part of real-time transaction
processing, is defined as the movement of customer policy data
from an insurer to its partnering agency or brokerage’s agency
management system. This information download normally
occurs after a transaction is performed by an agent or by the
insurer.
dedicated
to improving the competitiveness of the independent agency

The Real-Time/Download Campaign is
distribution channel. Its participants include independent
agencies and brokers, carriers, technology providers, user groups,
and agent and industry associations. All organizations displaying
the campaign logo and participating on www.getrealtime.org are
supporters of the campaign, including the Independent Insurance
Agents & Brokers of South Carolina.



Why Grange?

We're in tune with you.

If you're a sales driven agency that's looking for a hardworking company to
partner with, we can make beautiful music together.

At Grange, we're looking for agencies in harmony with us. Ones that sell
ambitiously. And, share our belief that technology in the hands of great people
frumps mounds of paper on the desks of inflexible people every time.

If we're playing your song, go with Grange. We might just have a hit on
your hands.

The insurance business is tough. The answer is easy.

INSURANI'JE
g e o tnerin protectwn
1-800-422-0550 ext 2480 Your par

A Member of the Grange Mutual Casualty Group
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o four words were ever more frustrating when

you were a kid:

“Clean your room” — “Why?” — “Because I said so.”
“Take out the trash” — “Why?” —
“Eat your vegetables” — “Why?” — “Because I said so.”

“Because I said so.”

No arguments or discussion allowed, just do it. Either
comply, or suffer the consequences.

Once we became parents ourselves, we realized that
“Because I said so” was actually a valid reason in many
cases. After all, we had their best interests at heart, so it
was just another way of telling our children that we’ve
used our superior knowledge and considered the options to
determine what needs to be done in order to help them grow
up to be dependable, mature and trustworthy adults.

But sometimes as adults, this same reasoning is harder
to swallow when we’re told to do something yet we’re not
allowed to have input on why we’re being required to do
it. For example, most of you know by now that insurance
agents in South Carolina have been given two additional
“requirements” to maintain their licenses —

1) all agents who sell or service flood insurance must

complete a three-hour flood course, and

2) all agents who are required to comply with CE must

complete three hours of Ethics training.

Why? Because they said so — “they” being those who
regulate our industry.

As a collective groan goes up in the agency ranks, try to
keep in mind that our goal as independent insurance agents

and the regulators’ goal as the insurance industry’s monitor
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“Because I Said So”

is actually the same — providing the best possible protection
for our clients. While many agents would attend continuing
education seminars regardless of whether it was mandatory,
there are always those who claim to be too busy or who
think they know it all already (thus the implementation of
mandatory CE several years ago).

Now, recent catastrophes and scandals in our industry
have focused the attention of the regulators squarely on the
shoulders of the agents — whether justified or not. And the
regulators feel that additional mandatory training is needed
in certain areas to decrease the possibility of reoccurrences.
With so much national attention focused on the devastating
hurricanes in Florida and the Gulf Coast in recent years,
and the investigations into producer compensation, state
regulators had no choice but to take some kind of action
or risk intervention from the federal government in ways
that could jeopardize many of the traditional ways we do
business.

So, like our parents so many years ago, the regulators
have considered the options and issued the mandates for us
to comply with — “because they said so.” There is no need
for us to whine, argue, or complain...they are the boss of
us, and they have told us what they want us to do. Either we
listen or we suffer the consequences.

While additional classroom time may not be the most
exciting way we would spend our time, hopefully the results
will make us more knowledgeable and better informed
agents so we can better serve our clients. (Just like eating
all those vegetables was good for us too!) Won’t our parents

be proud!?
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2007 South Carolina
Outstanding Customer Service

Representative of the Year Award
Matt Wiseman, CIC, CISR

att Wiseman, CIC, CISR, of Peoples
Underwriters, Inc., in Conway has been selected as the South
Carolina Outstanding CSR of the Year. This award is the highest
honor for insurance Customer Service Representatives who have
distinguished themselves through contributions to their industry
and profession.

Once nominated, Matt was required to provide professional
letters of recommendation and complete an essay on the following
prompt:

Twenty-five years ago, CSRs attended “Gal Friday”
seminars, but now the position has evolved and grown into one of
significantly greater importance, including both men and women
with wide ranges of industry experience.

What factors or changes in the insurance business have been
responsible for the evolution of the CSR position into its current
professional status?

Wiseman has been entered into the national competition by
the National Alliance for Insurance Education & Research.

Winning Essay

“The evolution of the Customer Service Representative
In the Insurance Industry”
(Edited for length)

The insurance industry has been in existence in some form
for hundreds of years, and so have the men and women who
service them, the Customer Service Representatives. The role
of the CSR has evolved greatly over the years, primarily due to
changes in technology, society and within the industry itself. The
role of the CSR is becoming increasingly important as social and
individual needs become more and more complex.

Without question, technology has introduced many changes
into the insurance industry. From the expanded use of the cellular
phone, email, and Internet Rating, their introduction has resulted
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in the need for a CSR with a higher set of skills and understanding
of the industry than ever before.

Internet Rating, for example, is an area that has seen a vast
change. The days of manual rating have long since departed and
shifted to Internet Rating platforms. This shift has resulted in
the need for the acquisition of new skills and education. As each
company offers its own unique platform, the CSR must learn
and master each system. He or she not only must have a level
of understanding of the computer and Internet but also of the
company in which the system is being used.

From interacting with customers to relaying
information to companies, the job has evolved into much

more than that of a person answering the phone and taking
messages. Today’s CSR is a critical part of the team of
professionals that comprise the insurance industry.”

There have also been changes in society that have led to the
advancement of the role of a CSR. One example of change has
been the need for bilingual representatives. In our office, Peoples
Underwriters in Conway, we constantly recognize the need for
this service. Our area has a higher than average concentration
of Hispanic residents, all who have families and are running
businesses and buying cars and homes. They are in need of
Personal as well as Commercial Insurance and oftentimes bring
a language barrier that can create errors and omission issues for
the agency.

As insurance coverage has become more advanced and
technical, the need for highly educated people is no longer a
luxury but a necessity. In insurance agencies, CSRs interact with
agents, insurance companies and policyholders. They handle



GENERAL CONTRACTOR PROGRAM

New Lower
Minimum
Premiums!

Minimum premiums start at only
$2,500 for $100,000 limit and
$3,500 for $1,000,000 limit.

Plus you get:
¢ Occurrence form coverage - no sunset clause
+ “A” rated non-admitted carrier
* Residential and commercial general
contractors eligible
+ 100% subcontracted work acceptable
(subs must carry $300,000 limit)
* $1,000,000 /$2,000,000 limits available
e $1,000 deductible

TAPCO’s Solid Foundation of Customer Service

Telephone quotes and binders « Instant e-mail or fax quotes

Friendly, knowledgeable & courteous staff « Competitive pricing ¢ Fast policy turnaround
Quick claims handling ¢ In-house financing available in most states
Visa and MasterCard payments accepted

TAPCO

UNDERWRITERS, INC.

1-800-334-5579
www.GOoTAPCO.com

3060 S. Church St. » PO Box 286 ¢ Burlington, NC 27216-0286
Local 336-584-8892 « Fax 336-584-8880 « Claims 336-538-0094
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much of the paperwork related to insurance policies, such as
applications and changes or renewals. They answer questions

1
regarding coverage, help with reporting claims and do anything We Ve G’Ol
else that may be needed. Although the must know as much about .
insurance products and carry similar credentials as insurance SOU Caro ]I]_a
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Seeing double
over double

The recent AUGIE survey found that agency owners have
great dlfflCU.lty training their CSRS on company-proprietary Web sites.

And most said double entry is their major automation “time-waster.”
Relax! There is a better way.
[t’s called Real Time and it can eliminate double entry. Also, using Real Time to secure a
rate or check a customer’s billing will substantially cut customer service response times.
The best part is Real Time is a couple clicks away on your agency’s automation system.
Go to www.getrealtime.org today. Learn about specific Real Time functions provided by

your agency’s automation system and your carriers

and see how to get started. Then watch your life ' o
become easier. Real TI me

Make it Your Business.
Real Time. Make it your business. getrealtime.org

Campaign, which is dedicated to improving the competitiveness of the independent agency distribution channel. Participants include

¥ 7 A This message brought to you by the Independent Insurance Agents & Brokers of America, a proud supporter of the Real-Time/Download
|
oy '=- - independent agencies and brokers, carriers, technology providers, user groups, and agent and industry associations.




ast year sales of RLI’s Personal Umbrella product
skyrocketed across the country. New applications submitted
by ITABA members increased 53 percent while total premium
written grew almost 25 percent. In addition to being priced
competitively, the RLI umbrella can be written as a stand alone
product with limits of up to $5 million.

In our increasingly litigious society, no one is safe from the
threat of being sued. Your customers need to know that they face
the risk of devastating financial loss, and it’s your job to educate
them about their potential liability.

Here are some marketing ideas to consider implementing
in your agency to draw attention to the need for an umbrella
policy.

Generating awareness is critical. Offer an umbrella policy
every time you offer an auto, homeowner or renter’s policy.
When working up these quotes, also provide an umbrella a
quote. Explain why an umbrella should be considered. Don’t ask
permission to do the umbrella quote, just do it and assume your
customer will understand the need after you educate him or her.
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Raimmmaking
with Personal

Umbrellas

Cross-selling is a key strategy in growing your agency.
Consider implementing a cross-sales process that includes cross
selling specifically for umbrella protection. With a phone-based
process you would call your customers 60 days prior to renewal
and ask questions to uncover a need. For example, customers
with low auto liability limits need to be coached on the wisdom
of increasing the limits, making it easy to transition into a
conversation about umbrella protection.

Verify discounts by making sure all of your customers are
getting the discounts they qualify for. If they are not, add the ones
they deserve and suggest that the premium saved be allocated to
an umbrella policy. For customers with only one line of business,
the personal umbrella is an inexpensive policy to get as a second
line, often qualifying the customer for a multi-policy discount.
The premium saved on the discount can offset a good portion
of the umbrella premium. Recommending higher deductibles
is another way of saving premium that can be re-invested in an
umbrella policy.

These objectives could also be met by using a mail-
based process to get the needed information. At the end of the
questionnaire, provide a checkbox for products customers might
want to know more about and make sure personal umbrella is
listed as an option.

Just ask.
CSRs “just ask” everyone who walks or calls in if they have a

Implement a “Just Ask” program. Have your

personal umbrella policy. Have a brochure ready to hand out.
You might be surprised at how much business can be generated
by a simple question.

Personal umbrellas sales are a great way to round out any
customer’s portfolio while earning commissions and improving
retention. For more information on stand-alone RLI Personal
Umbrella Policy and In-Home Business Policy, visit www.
itabsc.com or contact Charlene Bernotas, IIABSC Agency
Administrator, at 803.731.9460, ext 22, cbernotas@iiabsc.com.



TravelersExpress

travelers.com

We can help you accomplish more things.

(Such as a sense of accomplishment.)

We get the sense that you'd like to accomplish more in your day.
That’s why we're proud to introduce TravelersExpress;™ our latest
small business insurance-quoting tool. It saves you time by putting you in
control of the entire quoting process. Time you'll be able to spend seeking
out a broader range of clients. It's yet another way Travelers keeps in-synch

with your insurance needs. And that’s something all agents can celebrate.

P\
TRAVELERS )

Insurance. In-synch:.
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What is the status of the law?

Hardly a day goes by without several news stories about
the country’s “immigration problem” and the latest proposed
legislative solution to the problem. There is little doubt that
new immigration laws are in our future. Although uncertainty
remains as to which “solution” will become law, what is certain
is that any new immigration law will have a profound effect on
employers.

Do violations result in criminal convictions?

As the pressure to enact new law continues to increase, so
does the government’s enforcement of the existing immigration
laws that have been on the books since 1986. Government
enforcement actions have resulted in criminal and other charges
against employers and management personnel and the shutdown
of several businesses. Those involved face possible jail time and
significant penalties for “harboring” illegal immigrants.

Why should you worry now?

The current focus of the government’s enforcement efforts
is the construction, agriculture, hospitality, garment and food
processing industries, and critical infrastructure (airports, sea
ports, military bases, etc.), but all employers are fair game.
Unfortunately, many employers do not realize they have
obligations under the current law and may not realize their
compliance shortfalls. Other employers have simply ignored
their obligations because for many years they faced little risk
of “getting caught” and the consequences were relatively minor.
That reality may no longer be true. For this reason, now is a
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- compliance and

By J. Hagood Tighe
Fisher & Phillips, LLC

great time for employers to determine their compliance status
and correct any problems they find.

What should you know?

Understand that every employer is covered by the current
immigration law regardless of size, type of business or workforce
demographics. In other words, an employer has compliance
obligations even if that owner and all its employees were born
and raised on Main Street, USA.

What should you do?

Before commencing work, the law requires an applicant
to provide the employer with original documentation verifying
identity and right to work. Using these verification documents, the
employer and employee must complete an [-9 form confirming
that this process occurred.

What documents should you have?

You should have a fully and accurately completed -9 form
for every employee on your current payroll hired after Nov. 6,
1986, and for some who are no longer on your payroll. Employees
must complete and sign Section One before any work begins and
employers must complete and sign Section Two within 72 hours
of the hire date, after reviewing original documents proving
identity and work authorization (one document from list A or one
each from lists B and C). Employers are not required to retain
copies of verification documents. (I-9 forms and accompanying
instructions are available at www.uscis.gov)



“HAVING UPPER MANAGEMENT'S EAR”

Whean asked about her rthl'.lﬂﬂ:l'rlp with
Builders Mutual, which poes back to the salf-
Michelle Masella Corcoran insured fund days, Michelle simply states,"We
insurance Frofessionals, Inc. - Cary, NC understand each other” She appreciates
having the ear of upper management, because

her concerns are really taken to heart.

She feels bath BOB and Builders University
have given her a compaetitive edga in
attracting and retaining custamers. With
Builders Mutual's anline quoting system,
she's able to retrieve quotes faster and
differentiate what she offers from her
compatiters. “And, since theyre so invehed
in the building industry, they know how to
react to changes. The sase of daoing business

i second to none"'

In the nearly two decades since Michella
has worked with them, Builders Mutual
has grown considerably, yet she hasn't lost

touch with whos in charge. "if there’s a
problem, | pick up the phone and they pick
up the phona, They listen to agents and they

respond”

Builders Mutual

INSURANCE COMPANY
Wheme Builders Come First®
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How long must you keep 1-9s?

Youmustkeep I-9s for three years from the date employment
commences and one year from the date employment terminates.
Do not throw out an -9 form until and unless you meet both
tests. For example, if you have an employee that has worked
for you for ten years, you would be at liberty to shred their I-9
form one year after their termination date because three years
had already passed from the employee’s start date. However, if
you have an employee who only sticks around for six months,
then you will need to keep their files for an additional 2.5 years
after the one year anniversary of their termination date, because
it had not yet been three years since the employee’s start date.

Can you fix any I-9 problems you have?

Yes. You can obtain “missing” I1-9s from current
employees and correct mistakes on incomplete or improperly
completed I-9s, using current dates for the corrections. While
correcting mistakes is not a guarantee that you will escape
liability completely, it is a good start.

What are the penalties for non-compliance?
Assuming you are not arrested, there are civil money fines
for:
- knowingly hiring an employee who has no authorization
to work
- failing to verify identity or work authorization
- continuing to employ someone you knew or should have
known is not authorized to work.

The penalties range from $275 - $2,000 for the first
violation to $3,300 - $11,000 for the third violation (per
employee). Violations of the I-9 paperwork requirements range
from $110 to $1,100 for each individual I-9. Criminal penalties
and more significant monetary penalties also are possible.

What are your chances of an audit?

Who knows? We do predict a strong likelihood that
a government audit will ruin your day. For this reason, we
suggest a self-audit to determine your compliance level and to
correct any mistakes you have. Information on how to conduct
a self audit is available at www.laborlawyers.com.

Hagood Tighe is a partner in the law firm of Fisher &
Phillips LLP, whose exclusive practice is the representation of
employers in labor and employment matters. A regular speaker
at IIABSC programs, Hagood can be reached at 803.255.0000
or htighe@laborlawyers.com

This article is not legal advice and is intended for general
information purposes only.
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Montgomery Insurance™ is com-
mitted to the success of its
independent agents. We meet the
needs of your small to mid-sized
commercial and personal lines cus-
tomers by providing the Montgomery
Advantage™: stability and con-
sistency; profitable growth, ease-of-
have to work alone. doing business, local decision
making, service you need and expect,
competitive products and service, and
people you know and trust. Learn
more at www.montgomery-ins.com.

Just because
you’re independent,

doesn’t mean you
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NLELE Lumbermens Mutual

THE "CAN DO” COMPANY

* INDIVIDUAL ACCOUNTS

(No Appointment Required) — 13% Commission & Higher

* CONTRACTS AVAILABLE

($500,000 Volume) — Up To 20% Commission
» SPECIALIST IN PROPERTY & CASUALTY

« EASY TO DEAL WITH
* FLEXIBLE

(Underwriting & Loss Control)

* FAST QUOTES & POLICY SERVICE
* FAST & FRIENDLY CLAIMS SERVICE

CALL TO DAY 1800 7320777

WWW. ilmgruup com



by Matt Rengel
from “E & O Angle”
Independent Agent Magazine,

June 2005

n agency’s ability to balance its legal duties to
its customers while maintaining or exceeding their expectations is
critical to surviving an errors & omissions claim. In a customer-
driven profession, an independent agency’s success is tied to the
relationship it fosters with customers. These relationships must
be tempered with a respect and understanding of the fundamental
legal duties—broken into the concepts of reasonability, promptness
and consistency—imposed on an agency’s business.

Reasonability. Agents’ livelihoods are determined by their
ability to develop and maintain strong working relationships
with customers. An agent’s primary duty is to conduct his or her
business with the reasonable skill and diligence that can be fairly
expected from a person in that profession or situation. Although
nebulous, this duty — defined by its core concept of reasonability
— instills an obligation to treat customers with the same attention
and thoroughness as their peers. The courts generally characterize
reasonability as decisions that are suitable under the circumstances
and can be generally expected by a person of like profession or
situation. As a result, this duty sets a level playing field for all
agents to conduct their business.

Promptness. After deciding to provide their services, agents must
act on clients’ applications with a reasonable promptness either
by obtaining the desired coverage or by issuing a rejection of the
risk so that clients will not be lulled into a false sense of security
or be prejudiced by the delay from seeking coverage elsewhere.
This duty does not impose any extraordinary burdens on agents,
but serves as a great starting point to set the tone of customer
relationships. Much of clients’ impressions of customer service
comes from the perceived attention agents pays to their particular
needs. By quickly and effectively placing clients’ policies, agents
can capitalize on that perceived attention and lay the groundwork
for the relationships’ future.
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Consistency. Although not codified or tangibly laid out by case
law, courts expect agents to treat their clients in a consistent
manner. In treating clients consistently, accommodations made for
one client will likely need to be made for all future clients as well.
In addition, providing preferential treatment to a client will likely
necessitate that the treatment be maintained throughout the tenure
of the agent/client relationship. For example, if an agent pays a
client’s premium for one month because the client cannot make
the payment, it is likely to create a reliance interest by the client.
That client will be able to credibly argue that any subsequent
cancellation of the policy for non-payment was improper because
it reasonably relied on the agent to pay the premium to the carrier.
Additionally, if an agent provides one client with preferential
treatment regarding notice of an impending renewal, it will
likely result in the expectation that the agent inform all clients
of their policy renewals. Therefore, agents who strive to provide
exceptional customer service must be conscious of their decisions
to provide individual concessions to their clients as those actions
may have unintended and burdensome results.

Guided by these three fundamental concepts, agents can
establish a solid foundation to meet their clients’ reasonable
service expectations in a consistent manner.

Matt Rengel is claims counsel for GE Insurance Solutions, the
former carrier for the Big “I” Professional Liability Program
prior to Swiss Re/ Westport.

Be Prompt, Not Rushed

While it is in the interest of the agent to place coverage
promptly, the primary duty of an agent, to act with reasonable skill
and diligence, runs quietly through this endeavor. All too often,
an agent rushes to place the coverage and hurriedly takes an
application over the phone or signs an application for a client to
expedite the handling of the coverage request.

While seemingly benign in its intentions, these actions
potentially open an agency and its producers to serious liability.
Instead of taking these applications over the phone and signing
them on behalf of the client, agents should use these situations
as opportunities to meet with clients and provide that one-on-one
customer service that solidifies relationships.

—M.R.




1 .i":i-:' i
il
oy e

i

AEQUICAP PROGRAM ADMINISTRATORS, INC,

As one of the most trusted names in the industry, AequiCap Program Administrators, Ing. will
meet your underwriting needs.

AequiCap has expenenced professionals and a proven track record of 21 years in the industry.
We offer customized quotes and quick tummaround time, every time, This is what you should
expect from one of the most trusted names in the industry, In today s market, it 15 good (0 Know
viou have a stable and relisble managing general underwriter by your side.

Underwritten by AequiCap Program Administeators, Ine:

¥ Commerncial Automobile " Claims Handling

- Truck Coverages - TPA Services
* Public Livery * Loss Control

- Taxicab

* Premium Financing
- Limousine

* Property & Casualty
- Truckers™ GL
= Physical Damage
Cargo

axiPr TransPra
AequiCap

A name to remember. A team to believe in. A partner to trust.

000 West Cypress Creck Road  + Fort Lauderdale, FL 33309-1710 =« 1.800.Z75.32800 <+ Fax:954. 54506985



The Big "1"” Professional Liability Program’s strength is built on twenty years
of focused experience with a strong provider in Swiss Re.

Your Big “1” Professionial Liability Program team has built its strength by focusing on agents E&O for more
than twenty vears, Working with a strong provider in Swiss Re and underwritten by Westport Insurance
Corporation (8 member of the Swiss Ee Group and rated ° A+ Superior” by A M. Best), the program is the
largest writer of insurance agency E&O in the country, Insuring 60 percent of all Big "1" members. Big “1”
state associations administer the program and take pride In their localized service and understanding of the
environment you work in on & datly basis. A Professional Liahility Committee-made up of your fellow [TABA
member agents who embody vour |deals-oversees the program. And if an E& O claim ever lands your agency
in a sink-or-swim situation, you'll want the security that comes along with being part of one of the strongest
E&:0) programs in the nation. Learn more today at www.iiabsc.com.

Other Benefits:
*Adrmitted and available in all states *Various premium credits
*Limnits to 515 million available *Coverage for sale of both P&C and L&H products
*Industry leading coverape farm *Full prior acts available

*Specialized experience in claims settlement

Swiss Re
s Bic T PROFES.
m @ o LMEILJWMQL



Southern Risk...

Handling your simple accounts with speed
and your complex accounts with expertise

Quik Quofe Program:

& Direct phone lines
& PRone CUoRES In
& A Forhecd

M R ol ermol|
23 Thaan Tve minuias!
SCHTiars

Veacan! Bullchndgs:

& SALD FrEnimmiueT SeesTiueT

¢ Commencial and residental

Arfisan:

& SA00 mnimum premium

® Orer &0 Closses

. Q]_“K Sulkquole@sisk.com
o uote  Phone: 888-333-QUIK (7845)

PO, Box 2576 ® Sumiar 5C 29151 =

Tired of turning contractors
away due to a lack of markets?

Appalachian Underwriters......
has the EXCLUSIVE programs you need.

Ganeral Contractors General Liakility
«  Minimum Premium: 51,500

Admitted IS0 Coverage Form
Residential and Commercial

New Ventures are Eligible

Claims Made and Cccurrence Formms '

Paper GC's (100% Subcontracted) are Eligible
Roofing Contractors General Liakbility

-~ Residential and Commercial

LOW Minimum Premiums
« Large and Small Risks are Eligible

Restaurant, Tavern and Bar Program:

® Competitive pricing
& Propety, GL, bouorn, U e kn
& Fnone oS ocnaliabke

B AT [fahed L oETeeen

Call us today for a quotel

QP >OUTHERN quote@sisk.com
RISK LL{ Phone: 800-833-4484

Faot B03-4469-5404 & wiwhwistisk.com

: EiidEERC AR EAVER  OREERS COMTEANS T ARG LENAY
"IE"I‘II vﬂnturﬂﬂ- are EEQIHE Adwm |l lem ®  Large Hisk 08150, D00 & 40 Ve S Fsiidisg
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v.ﬁ‘ s S owvesires % K31 Farm
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For more information call us at: (888) 376-9832 e i e ¥ LENOX INSURANCE
. SazariiyFaiml Agarin brming Generm' dpewa o
Ty EERFICES PROITRED Trermrumce Braker
Wacan riklings &  Premuis Faancing TEL; 7T 714,937
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\JohnsonsJo

The Experience of the Past with a Vision

Fall imto competitive markets, superior cu

Our Commercial Lines Department can offer
coverage for all the basics and not-so-basics
that your customer needs.

« Large Property Schedules — (Coastal /Inland)

« Hospitality Risks'=(Restaurants, Clubs, Hotels)

« Habitational (Apartments, C’Ondominiums)

« BOP’s, Packages, Mono-Line, Excess & Umbrella

e Artisan Contractors ;

« Professional Liability (E&O, D&O ‘Community
Association/Non-profits) .

« Transportation (Towing/Trucking/Public/Non-
Emergency Medical Transport/Garage-Dealers and
Service/Dumps)

«  Workers Compensation jﬂ"' y

e  Pollution Liability .

Rate and Quote personal & commercial lines business online, view polic
information, make payments and more! We offer value-added program
and a commitiment to excellence you won’t find in another MGA.
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for the Future

Johnson & Johnson
Preferred Financing

stomer service, and a name you can trust.

Our Personal Lines Department offers everything
your customer needs to start fresh this Fall.

Manufactured Homes

Dwellings: Vacants on a DP3! Also available DP1, DP2
Homeowner: including HO3; HO4; HO6; HOS8
Standard Superior Homeowner Coverage for your
High Net Worth Clients

Inland and limited coastal markets available

Personal Umbrella; Excess Liability

And finance it all with JJPF !

Full Service Premium Financing Company
Personal and Commercial L1?¢§ Policies
Web-based Technology

Draft Authority / ACH Pro “for agents

Coming in September 007

Accepting credit cards for payments (Discover and Card only)
¢ Automaticchecking withdrawal payment program .fﬁnsureds
(no more mailing in ‘payments) ' - 'g + A{ \

Contact Your State Manager Today!

William G. Dodds, 843.442.1017 or wgd@jjins.com
800.487.7565 WWW.JJINS.COM




First Session 117"
General Asse_m.bly in

Retrospect

No major insurance legislation left pending at General
Assembly adjournment

After enactment of the significant workers’ compensation
reform package in the final days of the General Assembly and
the previous passage of the Sanford Administration’s Omnibus
Coastal Property Insurance Relief Act of 2007 (for details on this
legislation, see www.iiabsc.com), there was no major legislation
affecting the property and casualty insurance industry still
pending when the General Assembly adjourned in late June.

For certain there are more than 100 bills still alive that
could affect property and casualty insurance when the General
Assembly returns in January for the second session of the 117®
General Assembly. Some are of concern in the insurance industry,
but none are considered crucial for the Department of Insurance,
insurance companies or the Big “I.”

Senators’ view of coastal property market might revive
Hurricane Plan

The views of a few coastal Senators could bring major
coastal property legislation to the fore again next year should the
Senators feel that the provisions in the Coastal Property Relief
Act and expansion of the Wind Pool territory are not having a
positive effect on availability and price of property insurance in
coastal areas. Charleston’s Sen. Glenn McConnell, the powerful
Senate President Pro Tem, has promised that he would push his
“Hurricane Insurance” plan if he is not satisfied with market
conditions in January. He has the support of Conway Sen. Luke
Rankin, Little River’s Sen. Dick Elliott and his colleague from
Charleston, Sen. Robert Ford.

The “Hurricane Plan” would replace the Wind Pool and
offer insurance for damage by named storms to anyone in the
state wishing to purchase it. Under McConnell’s bill, the new
plan’s losses in excess of reserves would be covered by a tiered
system of assessments. Hurricane Plan policyholders in coastal
counties would first be assessed, then policyholders in the rest
of the state. Should those assessments not cover losses, the
Governor could order an assessment of all property policyholders
in the state. Needless to say, the McConnell Hurricane Plan is
very controversial. It is opposed by insurance carriers and the
Department of Insurance and has met resistance from midland
and upstate legislators. Insurance companies believe it would
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be difficult for a Governor
to decree a state-wide
assessment, leaving the
industry to pick up major
hurricane losses.

Sen. McConnell
has not said what will
trigger his pushing for the

Hurricane Plan.

Key element of Workers’

Comp reform agenda By Lee Ruef

excluded to get bill this IIABSC Director of State &

year Governmental Affairs
A key element of the

original workers’ comp

reform agenda was not included in the reform bill enacted in
June. The business/insurance agenda for reform initially included
setting guidelines on how much Workers’ Compensation
Commissioners can increase impairment ratings to determine
disability. One carrier says South Carolina commissioners are
increasing initial impairment ratings by 181%, far more than any
other state in which it does business.

The business/insurance coalition SC Civil Justice Coalition
proposed the guidelines as a ceiling based on American Medical
Association (AMA) guidelines for impairment. These objective
standards became the most controversial item in the reform
agenda. Claimants’ attorneys put up such a fight over the
provisions that it threatened to stymie any significant reform.
Even House members who usually support business would not
support the AMA guidelines, despite the fact that NCCI said the
guidelines would have the most effect on premium rates. So the
business coalition that pushed for reform this year decided not to
include the guidelines in its 2007 agenda.

When the coalition told legislators that it would not press
from the guidelines in 2007, the right was reserved to pursue in
the future an effort to establish guidelines for commissioners. The
coalition has not yet decided how it will pursue the guidelines,
but has engaged in conversation with Gov. Sanford’s office on
how to proceed. Sanford is a strong supporter of the need for
guidelines.



One stop, effortless
financing...
you can count on!

“T have been In the Insurance Industry for 20+ years and
haye used every premium finance company 1 believe

there is. UPAC is the only company I have dealt with that
I can honestly say ie the best. Everything 1 have put
through goes without a hitch, your rates are great, service
is outstanding [and your technology] makes life so much
easien You've got a customer for life”

— A L.B., California
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Lisa G. Dyson, CPCU

Reglonal Vice President — Marketing
N Tall Frea: B00-877-7848 Ext. 1795
# Direct: 912-659-4341 « Fax: 913-894-4988
"“ i lisad @ upac.com
L P 8245 Nieman Road » Suite 100
Lenexa, Kansas 66214
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Some bills of concern to the insurance industry still alive:
There are a few bills that the insurance industry will be
watching closely when the General Assembly convenes.

Glass repair company claims administration

For several years independent glass repair businesses have
been trying to persuade the General Assembly that allowing a
glass repair company to administer claims should be outlawed.
Many auto insurance companies employ a company that is also
in the repair business to administer glass claims. The independent
glass shops say that an administrator steers business to themselves
or a network and doesn’t allow the consumer to select who will
repair auto glass, as the law requires.

Insurance companies say the legislation will virtually
outlaw car repair networks that allow carriers to negotiate
favorable pricing and service. Many carriers employ a glass
repair administrator. [IABSC supports the carriers in their effort
to stop this legislation.

So far, the bill hasn’t ever cleared the subcommittee hurdle
in either house. Independent glass repair industry has been
dogged in pursuit of the prohibition. We would not be surprised
to see a renewed effort in 2007 (S.236 by Sen. Joel Lourie of
Columbia).

Family member exclusion on auto policies
During the past year Senate Banking and Insurance

Committee chair Sen. David Thomas introduced a bill that would
prohibit auto insurance policies from excluding members of a
family from coverage for accident injuries. There have been no
hearings or discussion of the bill since its introduction. (S.536).

Uninsured Motorist Fee increase

The Auto Insurance Agents Association has proposed that
the Uninsured Motorist Fee be increased from $2.00 to $2.50 so
the Department of Motor Vehicles can give agents online access
to the records of all cars in a household. Insurance carriers are
opposed, and so far there has been no ground swell of support
for the bill in the Senate (S.380 by Sen. Ronnie Cromer,
R-Newberry).

Traffic Diversion Program Bill (close to passage)

A bill of concern to auto insurers that would allow for a
traffic offense diversion program passed the House and nearly
reached final passage in the Senate this year. This legislation
would allow Solicitors to contract for a program allowing first-
time traffic law offenders to attend a diversion program and not
have the offense included in motor vehicle records.

Sen. Gerald Malloy, D-Darlington, put a hold on the bill
in the last days for the General Assembly, but it appears that
the diversion program will pass in 2007. Insurance carriers are
certain to lobby Governor Sanford to veto the bill. His views on
it are not known.

Another great way to get an instant quote from Jackson Sumner...

Online at www.jsausa.com

# Artisan # Contractors Equipment

* Tanning Beds = Builders Risk

« Special Events + Stand Alone Truck Physical Damage
# LiquorLiability =+ Truckers GL

» Habitational = Personal Umbrella

« Daycare +« In Home Business

We have online renewal programs for.
Artizan

Tanning Beds

* Habitiational

Daycare

Stand Alone Truck Physical Damage
Truckers GL

L

24 Hours a Day - T Days a Week
Ewven from the comfort of your own homel

online at www.jsausa.coml

You can also print applicalions and cerfilicates

Jackson Summer & Associaies

Excess and Surplus Lines Broker

We also LOVE to give phone quotes! Don't see what you need online?

a call at

Give us a

to speak to an underwriter!
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“...a dominant regional provider of property & casualty insurance products”
— Jill K. Jinks, CPCU, ASLI, Insurance House CEQ

Personal Lines Commercial Lines Maryland
A g S = L.E. Harris

1353 Holton Lane
Takoma Park, MD 20912
Phone: 301.439.4700
Fax: 301.439.5800

Transportation

Auto Home Valuable Articles Recreation Professional Liability Casualty Property )
North Carolina

ComMERCIAL LINES

Resourceful, expanding, responsive, diligent, trustworthy. Pt Fa Deering & Associates
q o = 1007 Slater Road, Ste. 210
Insurance House is a full-line property and casualty MGA and : Durham. NC 27703

wholesale broker that represents admitted and non-admitted mar- Phone: 919.383.9439
kets to cover a diverse range of customers. ; Fax: 919.383.5696
North Carolina

At Insurance House, we are the people who make e T

the insurance experience better. - 280 Charlois Blvd. #200
Winston-Salem, NC 27103

~— Phone: 336.293.1000
E Fax: 336.293.1020
[ Georgia

Corporate Headquarters
Insurance House 3 g 1904 Leland D
. - . = ¢ Marietta, GA 30067
Phone: 770.952.0080
Fax: 770.952.3274

insurancehouse.com

D BAMGA PLIS

Founded in 1964, in Atlanta, Georgia, Insurance House is a managing general agency. Insurance
House acquired Durham, NC based Deering & Associates in 2004, and Takoma Park, MD based
L.E. Harris in 2006.

ProvenSuccess

More Companies.
More Prospects.
More Growth.

ProvenResults

More Income.
More Value.
More Independence.

SGUTH"}CAR{]LINA

A G EMNT HWETWDARLK

Confoct South Corcling Agenl Mehwrork: i .
Diane Wagner

F: B&4.278.0140
E: dwagnerascagentnel.com
W www.scagentnet.com
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Young Agents Scholarship Golf Tournament

May 21, 2007

WildWood Country Club
Columbia, SC

TOURNAMENT RESULTS: SPECIAL THANKS TO OUR

Closest to the Pin - Matt Watson SPONSORS:
Insurance House
Long Drive - Terence Jenkins Hole sponsor
Lowest gross - Team Safeco Johnson & Johnson, Mgrs., CMGA
Lowest net - Team Travelers Beverage cart

Robert E. Milhous, CPA, PA & Assoc.
Hole Sponsor
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Past President Charlie Dorton
of Columbia registers his team.

Young Agents Committee
Chairman Ashley Brady of
Marion gives the players some
last-minute instructions before
sending them out.

" #‘

Will Fowles (left) and Tom Glaz (right), both of the Adams
Eaddy & Associates in Columbia, stop for the camera as
they select their clubs.

Lowest Net - Team Travelers: (I. to r.) Matt Watson; Geoff
Amidon; David Walker; and Boone Walker

Lowest Gross - Team Safeco: (I. to r.) Wayne George;
Jewell McLaurin; David McLellan; and Felix McLellan
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he 2007 Class of the IIABSC Elite
Sales School, held at the association office in
Columbia, took an interesting field trip during
their May classes. On the syllabus is a section on
“Conflict and Politics,” usually taught by former
President and ITABSC lobbyist Lee Ruef. Vice
President Becky McCormack asked Lee to include

Left to Right: Representative Bob Walker; DuPre Keys, Palmetto Insurance
Associates; Scott Stonestreet, Anderson Insurance Associates; Richard Owens,
Aiken & Company; Ray Finocchio, Peoples Underwriters, Kimika Dhara,

a State House visit to give the sales students an  Coastal Plains Ins.; Chad Boozer, Russell Massey & Co; Jeff Phillips, Citizens
up-close look at government in action. Trust Ins.; Garrett Wreden, Kinghorn Ins. Agency of Beaufort; Lee Ruef, IIABSC

The class was briefed on legislation of interest  Dir: of State & Gov. Affairs.

to insurance agents, and then went to
the State House where they viewed m mim Sm
sessions of both the Senate and House of

. % INSURANCE COMPANY
Representatives. In the House, the class
was introduced by Rep. Bob Walker of M M LA &. Mf

Landrum, an independent agent who is

also Chairman of the House Education We are a full service insurance company specializing in
C ittee. Rep. Walk ked the cl - - ’

omumutiee. wep. Tatker asked the c1ass residential property insurance in Seuth Carcling and
to take a photo with him on the State |
House porch to commemorate the visit. Florida. We offer web-based, state of the art systems for

“It was great trip,” Ruef said. “Enjoyed quating and processing. Call us teday for more information
by all.”

) ”ll“hed Eblite. dSalesd School was | @ Homeowners Insurance - single family homes
eveloped by independent agents to e . . ;
or condomminiums including a High Value Program

teach students the full psychology of

the sale from negotiation skills and time ™ BUiIdErﬂ Rlsk Pl'ﬂgl'ﬂl"n e ko tntalsitad

management to relationship building and
teamwork. Quarterly three-day sessions confractors and consumers

we led by guest speakers, induwsny- | @ Flood |nsurance - thiough National Flood

recognized sales agents and specially

trained TIABSC facilitators. ~Students Services {NFS)
are required to report their sales activity
before each session, and their progress is SOUTH CAROLINA CORPORATE
tracked over the year. David Mell, Siofe Director at. Augustine, FL 32092
FO4-341-1815 B00-343-Trad
dnell@ssic-insco.com WSS ICH NECT.Com
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Proud. Partners.

Allied Insurance is a pr
of Trusted Choice”.

At Allied Insurance, we're
committed to delivering the
very best products and servil
Trusted Choice helps us build @n
that promise by highlighting the
added value our independent
agents can bring to :usmrnnqi”
s T

[0 learm more about Allied Insurance
and Trusted Choice, please visii

alliedinsurance.com/IAmagazine.cfm

allled insurance.com

N Allied

Trusted
@mt Insurance
— & Mattonwide® company

Oy P Sie™

AUTO « HOME - BUSINESS - FARM
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' i Thanks to all our sponsors listed on the

ED CHOI

Spartanburg, S &a*
wrangeburgTeens Advance to

the Trusted Choice

~ Big “I’ Junior Classic
National Finals
in Boise, Idaho 4

-

More than 120 South Carolinajhors
competed in the state Trusted Choice Big “I”
Junior Classic state qualifying go‘ff tournament
held July 2-3 at Wild%)od and Woodcree
Farms country clubs. Brad Sill, 17, of Dun
shot a 2" round 74 on Tue to maintain his
lead and win first place in the boys’ division W|th
a two-day total of 143

Heyden Le n, 15, of Sum‘ﬁflmsheﬂj
second with a total score of 145. His second-
day score was one- -under: 71. Sill'and Letien

. earned berths in the national Big “I” tournament

~ held July 28 - August %, 007 in Bo§e, Idaho,

_ Where Letien tie for nin | place overall.

ie O’Brien, 17, of Charleston won the

girls*division with a two-day total of 149. She
will be unable to make the trip to Idaho; runner-
up Garmen Jones of Orangeburg, who scored
158 ingwo days, will take her place.

As'a junior golfer, current PGA Tour player
Tiger Woeds won two Big “I” éhampionships in
1990 and 1992, clainﬁg thﬁ Big “I” National
Long Drive Championship in ‘90 and ‘91.

In addition to Woods, the dlstlngurshed ||St

l1 sof current pro S|onal yers who as juni
played in the IIAJC includes Billy Andradf iy

Fu Zoeller, Bob Tway, Craig Stadler,

“Hale Iann, Casey Martin, David Duval, Phil

Michelson and Bobbf@ampett.

.

. nextpage, Darin"Bradford of First'Qo.mp and

# .our Jr Golf«committee members: Chairman
Lee Ellis, Ashley Brady, Bobby Bryant, Kent
Edwards, Cecilia Fournil, Doug.Gore Rocky
Hudson, Scott Moseley, Vance Stine and John
Thomason

L
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The Boy’s Division Champion and Runner-up surrounded by Big “I” Jr. Golf Tournament
committee members. (I. to r.) Doug Gore of Barnwell; Rocky Hudson of Hampton; Kent
Edwards of Spartanburg; Boy’s Runner-up Heyden Letien of Sumter; Chairman Lee
Ellis of Hampton; Boy’s Champion Brandon Sill of Spartanburg; John Thomason of
Anderson; and Cecilia Fournil of Columbia. 1

e

By

\



Boys Fllght 3 .l

(I. to r.) Runner-up Luke McClellan of Springdale; (I.'to r) Flight Wmner Clay Butler of Fort Mill; and
and Flight Winner Brandon Truesdale of Winns- Runner-up Ryan Turner of Columbia.
boro. Trusedale also tied tor third place overall with
Garland Smith of Johnston, and McClellan tied
for fifth place overall with Andy Moore of Blythe-

Awards were presented as the wood, Zachary Capps of Easley and JB Murphy of

flights came in and a winner was Columbia.

declared. Both flight winners and

runners-up were given plaques and,

the flight winners were given

tournament flags.

(I tor.) Runner-up Greg Jaeggi ¢
Simpsonville; and Flight Winner
Caulder Moore of Isle of Palms.

§) Runner up Zakary Byrd of
Hartsville. (Not pictured: Flight Win-

ner Chance White of Spartanburg. :
\ {I.to r) Flight Winner Wesley Long of Bluffton and

Runner-up Jackson Moore of Isle of Palms.
{l.to'r.) Runner-up 8
Flight Winner AJ Andrewg&f Orangeburg.
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ton, 17, and her father.

ey Gt G oo S

B Y-
_%’?% bay

st 5 s =i
‘ —
e

s

-llil‘h n i W{i . ] 1
Trusted Choice Big “I”’ Jr. Classic Golf Tournament -
SPONSORS

Allstate/Encompass Insurance M&M Glass Service, Inc. and Chad Mead
Builders Mutual Montgomery Insurance

Capstone Insurance Services LLC ~ NGM Insurance Co (National Grange)
Citizens Insurance Agency, Inc. Premium Financing Specialists

Correll Insurance Group Inc. Prime Rate Premium Finance

CWS Insurance Progressive Insurance

Ellis Realty & Insurance Agency Robert Bryant & Son, Inc.

FirstComp Russell-Massey & Co.

Ginn Golf Scheetz Hogan Freeman Phillips Ins. Agency
GMAC Insurance The Seibels Bruce Group

The Hartford South Carolina Home Builders Self Insurers Fund
Houston General Southern Mutual Insurance Co.

Johnson & Johnson, Inc. CMGA Southern Risk

Kinghorn Insurance of Beaufort Unitrin Kemper Auto and Home

Kinghorn Insurance Services, Inc
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Make General Casualty your first choice.

fGenesd Casualty's Butiness Dwners ooy — espanded propesty limits
v Py ErnEnCETTENTS wikE 1 o fesible and

compesfiesiive. And Dhat means mare Dosness for yus

i
]

ess Owner

i

Insuring Main Street America

FlrstComp’ a monadine workers' compensation salutien, i
committed to growing our business in South Carofing, and doamng
our part 1o halp FirstComp agency partners reach their goals
¥ye are passionate abowt providing superor service and focused
on creating an easa of doing business

Here's what FinstComp can offer your agency!
= Dimick, exsy and accurate anling qusting
* [ndividually enderwritoen acecunts
* Direct access o Underwricers
« & dedicated Clalms ceam

Let us show pou why FirstComp is orusted by more than £.000
Indepandent IPANS sndd services more than S0.000 small- o mediamn-
siged Vain Sreet” butinetsey, Contact ouwr South Carolina Sales
Manager, Tracy Rodean, at (B03) 43143462 or rrc-.'ln:nn@"ll":l:n:crnp.n:um
o bearn more atour what we can offer you

% Fylflf;lrgi_{?n-t P
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f you’re like most of us, the first thing you do today

when you want to find out about a particular service or product is
search for it on the Internet. This simple tenor should be sufficient
to cause independent agents and brokers to radically rethink
how their agency markets for new customers, and yet most
have not done so. Take this simple test: “Google” a particular
type of insurance in your community or “insurance agent, (your
community).” Does your agency show up?

When ACT studied the major hard trends that will likely
affect our distribution system significantly over the next five
years, having a strong brand on the Internet and being reasonably
positioned on the search engines emerged as two key needs. Our
concerns were heightened when we reviewed the results of the
recent AUGIE survey, which found that while 75% of agencies
have Web sites, a majority of these agencies put no emphasis or
resources into them. 56% of the agencies with Web sites stated
that they only update them rarely or never.

At the 2006 ACT meeting, the industry decided that
improving agency branding on the Web and marketing through
search engines are industry “must-do” issues. An ACT work
group has begun to raise awareness about the benefits some
agencies are already deriving from having a strong web presence.
In the coming months, the work group will develop a series of
tools to help agencies decide the Web strategy that best fits their
agency’s brand and market focus and help them understand the
issues involved with search engine positioning. The group will
also work with vendors and carriers to increase the amount of
real-time functionality available to customers through the agency
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Web site (such as billing, claims, policy inquiry and making
payments).

My focus as an independent agent for the last several years
has been to use the Internet to gain new prospects and business.
Now I consult with agents across the country on this subject,
building Web sites that are specifically focused on driving
prospects to the agency.

Tips for generating meaningful sales from the Internet
As 1 speak at agent conferences around the country, I rarely
find an agent actually making money selling insurance on the
Internet. The primary reason is they are all doing the same, wrong
thing. Most agency Web sites are a general catch-all site that has
a blurb about the agency, links to various kinds of quotes (such
as auto, homeowners, etc.), a report of some kind and so on. It’s
always the same thing, with the same result - zero sales.

I’m asking for you to go prospecting a new way. Develop a
Web site that does just ONE THING, and does it so simply that
you cannot miss!

“Examples?” You ask.

Prior to having a Web site, our family agency’s new business
count for California monoline earthquake insurance was zero -
unless one of our existing homeowner policyholders requested
it. Now we often see monthly commission checks for more than
$500 and even closer to $1,000 just on earthquake insurance
sold online! Yes, that is NEW business, SOLELY from Internet
customers, and it’s because I developed an earthquake insurance
only Web site.

Prior to having a Web site, we sold one or two surety bonds



LPGATour Professional Jeanne Cho-Hunicke
says confidence is the most important part of
her game. Universal is proud to sponsor this
promising young rookie.

™

Universal North America
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on a good month (the source: a yellow pages ad). Now, surety
bonds are one of the main sources of new business income at the
agency (sometimes amounting to an excess of $1,000 or $2,000
in commissions a month on contractor bonds, license bonds and

(on the home page if possible, but no more than one click away).
Do not ask for sensitive information on the quote form such as
drivers’ license or social security numbers. Your Web responses
must be fast in every way, by phone and by email.

more).

There are lines of insurance
that are MADE for the Internet;
the keys are to be there to help
where few others can and have a
Web site for that one product and
market it well. Your imagination
is the limit; think about the
unusual. For instance, everyone
insurance. It’s

writes auto

getting harder to find customers

In summary - pick a product. Build
a website for that product once
you know there is a need. List a
toll free number for instant quotes
and an easy-to-complete form, and
begin to position yourself with the
search engines. There is a gold mine
out there, but you need to do the
right things to get some of it now!

Special programs your agency
may have are PERFECT for listing on
the Web. Guaranteed issuance of life
insurance for smokers; motorcycle
insurance for drivers regardless of
points on driving record; instant
issuance of travel insurance; bonds
for contractors with bad credit; or
flood insurance --- these kinds of
programs are tailor-made for the
Internet. Look over your inventory

when everyone offers it, so don’t
worry about auto insurance for
now. Instead start developing an
agency site that goes after something that FEW other agencies
write.

List a toll free number for an instant quote, and encourage
“call-in” business, which I have found to be most effective for
sales. List pricing examples of recent accounts and have a very

short, simple quote application to fill out for after-hours customers

and get to work!

YouwillNOT getthesecustomers
to find your special programs from
an agency home page that offers everything. It just won’t
happen. You must begin to develop separate sub sites that have
keyword-oriented domain names, such as ContractorBonding.
com, etc., for these specific types of coverage.

Again, the key is to have a site with a definite purpose

that is simple and clean with some, but not too many graphics

Proudly Serving
Main Streel Ammericans
Since 1923

‘We senve the
EFANcH Nesos
af individuals,

f lamiles and small
Ri Dusinessss in

B South Camitng
- ard we provice 8
full lin of compettreaty priced Pesonal Lnes
and Commercial Lines producis.

We pnida curssives on teating our customers
{Incdependent agents), and our GusImers’
custormers. better than amyone stsa.

Want to learm mome? Visit meagroup.com
or call us toll free at (BO0) 446-T649.

E'Hﬂi MATS STREET AMERBCA LROUT {,_

o
\

T e e LR e b e [ gy
lm T sy dapsyron Dormam v hEd e Doy
ol e w ol Henors o e

MESg oL o
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and encourages consumer interaction. You also need to have a
champion who will continuously measure the site’s effectiveness
and revise to keep it fresh and effective. That individual should
plan to spend one to two hours a week for this purpose alone on
a simple agency site.

An effective domain name using the products and lines of
coverage you are selling is extremely important to positioning
your site with the search engines. Key words are those that
consumers are likely to use when conducting a search. Try to
include your state of business if you write in only one state
(“floodinsuranceNY,” “Texashomeinsurance”), use a .COM if
possible and keep it less than 20 characters. www.godaddy.com
is a good place to go for domain name services.

Search engine positioning. You and your Web site developer
need to be focused on positioning with the search engines
using key word domain names, good content, quote links that
are textual with key words in them, keyword-rich graphic “alt”
tags, and effective meta-tags in the HTML code. Also, it is often
overlooked that you MUST submit these sub pages to the search
engines every three to four weeks to maintain and improve your
positioning. Longevity of the site also contributes to search
positioning. You may also want to consider a modest pay-per-
click campaign with Google or Yahoo that targets your specialized
product and community to keep the costs reasonable.

Some additional tips:

* Have your Web site on everything that goes out of your
office

* Add your Web address to your office window or a sign that
reads “free online quotations 24/7”

* Include in your hold message that callers can get a quote or
service online at your Web site

* Develop reciprocal links with partners such as mortgage
brokers, real estate agents, car dealers, etc.

* Have your CSRs get an email address from every caller and
add them to your regular electronic newsletter

* Have an online viewer-referral contest or program

* Cross-sell every quote request you receive.

Gary Savelliis President of Internet Sales of Basic West Insurance
Agencyin San Francisco, CA, and twice winner of the “idea of the
year” award at the AAACO Convention. Go to www.insurance-
web-sales.com for more information about Savelli’s services
and book, Selling Insurance on the Internet. Contact Gary at:
502-445-2382; gsavelli@

aol.com. This article
represents the views of the

author and should not be

construed as an official
statement of ACT.

Custom Assurancey, We can cﬂme fo }fﬂ.'.ﬂ' resr:ue'

PLACEMENTS LTD.

IT'S A SNAFP WITH CAPI

738, Lolumbia S

803-799-1770 » Fax.B03-798-1817
Ywoll Free B88-799-1770g
WWW, mtu;nal:urﬁui.l:uim U]

- N @‘@@

I
MOt Ir'r1mw|::||a=.r~|',.r r'rrnq'grclng
Not accessing Standard Ma

Not helping you ::ula*"l? urmu Elless)
Not helping yourmake n anﬁﬂ

Fall 2007 « South Carolina Agent & Broker



Young:

Hotel

the three-day event.

Aquarium Tour
Attendees were given a Behind-the-Scenes tour of the SC
Aquarium through the seldom-viewed areas such as the top
of the Great Ocean Tank and the food prep area. On the tour,
participants learned that the SC Aquarium is given four baby
sea turtles per year to try and nurture into adulthood.

Young Agents Conference Sponsors

Allstate
AMTRUST North America
Bankers Insurance Group
Burns & Wilcox - Morehead City, NC
Central Insurance Companies
Continental Special Risks
Encompass Insurance
GMAC Insurance
[TABSC Agency
Insurance House
Jackson, Sumner & Associates
Johnson & Johnson, Inc., Mgrs., CMGA
NCCI
SIUPREM
Southern Insurance Underwriters
Southern Risk, LLC
Sunshine State Insurance
TAPCO Underwriters
Travelers Insurance
Zurich
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4 The 2007 Young Agents conference was
held in mid-July at the newly renovated, 150-
year old Mills House Hotel in downtown
Charleston. More than 100 young agents and
company representative were in attendance for

2007 Young Agents Conference

July 12 - 15
The Mills House
Charleston, SC

4 Darin Bradford of
FirstComp Insurance
watches the baby

sea turtles while tour
guide Ann explains
the many challenges
they will face to make
it into adulthood.

» Gregg
London of
AmTrust North
America
discusses with
wife Diana how
the prehistoric
shorelines

of South
Carolina were
as far inland
as present-day
Columbia.




Task Two

The second task
required team
members to replicate
from the blocks on
their table of a model
located outside the
room. The catch is
that they were only
allowed to send team
members outside one
at a time to view the
model, and the teammate could
only view one side of the model
at a time.

Leadership

The first CE session was a team-
building workshop that allowed
participants to evaluate their own
personality style and pay attention
to how they interacted with the
other styles (D — Dominate,

I - Influence, S — Stability, C —
Conscientious) as they completed |
three tasks. i

Task One
The first task had
participants pretend
they were team
members of a bomb
squad that had to
diffuse a their target
by moving the golf
ball off the top of the
tower without reaching h
their hands into the

felt-circle area using Task Three
the materials found at The third
their stations, which
included several pieces
of string, a funnel and a
bandanna.

They were allowed to record their
viewings, but were penalized for
checking up on their teammates
with extra turns outside.

and final task
required team
members to

be the first to
finish a 100-
piece jigsaw
puzzle for a
cash prize.

It sounded
simple enough,
but instructors
Alan Welch
and Jeff Pepper
managed to
throw a few
kinks into their
progress.

Anything they removed from the
tower had to be replaced before the
bomb could be considered diffused.

Of course there were several
different possible solutions to
the task, but participants were

supposed to go around the table and
brainstorm ideas before starting.
Instructors Alan Welch and Jeff
Pepper admit that doesn’t always
happen. The question of whether
peeking at their neighbors was
“allowed” was also addressed.
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Mock Trial
4 IIABSC Vice President Becky
McCormack put the “mock” in
our Errors & Omissions Mock
Trial by Westport Insurance
Corporation as she played the
overworked and disorganized
CSR, “Busy Betty.”

IIABSC President

Watersports
E:;?:::i??(ﬂi;irplayed » It’s a go, despite a threatening
Sammy Sleuth to thunderstorm, as.a Tidal Wave
Board Secretary Kathy sports employee gives the Wave
Runner Safari participants a
McKay’s agent Carla

few instructions and safety
precautions before leading
them to the dock to board their
watercraft.

Carefree, managing to
finagle the Plaintiff’s
original case files

without her first contacting
her E&O insurance company
representative.

» Three local professional
malpractice defense lawyers
from Parker, Poe, Adams &
Bernstein agreed to play council
in our Mock Trial. Here, Nelson
Chandler, who represented the
No way Insurance Company,
makes his opening statement.

4 IIABSC Incoming Chairman
Jules Anderson joined in the
fun of the Mock Trial by playing
Lonnie Longgone, No way’s
former Underwriter who was no ~ Dinner Cruise
longer with the company and is » On the final night of
shown here being cross-examined  the conference, attendees
by Attorney Kristina Young of boarded the “Spirit of
Parker Poe, who played council Carolina” for a Dinner
for the defendant, independent Cruise past the Battery,
insurance agent Carla Carefree. Cooper River Bridge,
Waterfront park, Patriots
Point, Fort Sumter,
Fort Moultrie and the
Charleston seaport.

» Krista McGuire
of Parker Poe makes
her closing statement
on behalf of Plaintiff
Glen Hogan (played
by Young Agents
Chairman Ashley
Brady).
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Door Prize Drawings

4 After the jury (audience)
reached their verdict, Young
Agents Chairman Ashley Brady
drew door prizes. Some examples
of prizes given away over the
three days included a margarita
blender, i-pod Nano, digital
picture frame, espresso maker and
$50 gift certificates.

4 Wave Runner
Safari participants
look like little
ducklings in a row

as they prepared for
their launch from the
Isle of Palms Marina.

- [ow tide at the Isle of Palms Marina

4 After dinner,
attendees danced the
rest of the evening
away as the band
played their favorite
beach classics.
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Delivering Insurance Innovation...Southern Style!

BIU fas BEES UNDEAWRITING INSURANCE INDEFENDENTLY A% A PAMILY OWNED HUSINESE FOR
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=07 Board of Directors

Irdependent Insurance Agents

Brokers of South Caroling

Executive Committee

Chairman Secretary
Kathy D McKay, CIC CPIW (Kathy) Andrew N Theodore, CIC (Drew)
McKay, Stelling & Associates
Mt Pleasant, SC
kmckay6681@aol.com

Jon A Jensen, AAI AIP (Jon)
Correll Ins Group
Spartanburg, SC
Jjensen@correllinsurance.com

Chairman Elect/Treasurer

Immediate Past Chairman

Theodore & Associates Insurance
Columbia, SC
dtheodore@gtasc.com

State National Director

Julius J Anderson, Jr, AAI (Jules) John T Cook, CIC (Tommy)

Anderson Ins Associates, LLC
Charleston, SC
janderson@aiasc.com

Directors

Faye R Bradham, LUTCF (Faye)
Bradham Ins Agency

Conway, SC

fbrayins@aol.com

W. Ashley Brady, CIC (Ashley)
First Charter Co Inc

Marion, SC
abrady@firstcharterins.com

T. Scott Derrick (Scott)
Derrick Ins Agency

Johnston, SC
derrickinsurance@bellsouth.net

W. Paul Eaddy, Jr (Paul)
Adams Eaddy & Associates
Columbia, SC
peaddy@adamseaddy.com

Kenneth A. Finch, CPCU CIC CRM AAI (Ken)
Countybanc Insurance Inc

Greenwood, SC

kfinch@ecountybanc.com
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John T Cook & Associates
Myrtle Beach, SC
tommy(@jtcook.com

Michael E. Miles, CPCU CIC (Michael)
Miles Ins Agcy Inc

Lancaster, SC

Michael Milesinsurance@hotmail.com

Russell G Parker (Russ)
Riley and Associates Inc
Mt. Pleasant, SC
rparker@rileyassoc.com

Jasper D Puckett, CPCU CIC ARM AAI (Jack)
Capstone Insurance Services LLC

Greenville, SC

jdp@capstoneinsurance.com

C. Ross Turner, II1, CIC (Ross)
Turner Agency, Inc.

Greenville, SC
ross@turneragencyinc.com



Are you walking the £&O tightrope by not offering
personal umbrella protection to your clients?

-

In today's crowded field of personal umbrella options, one
carrier stands out; RLI, with its “stand alone” personal umbrella

policy.

Why RLI?

* 20% of agency E&Q) claims are Mo Mallure Lo Procure coverage.
* 100300 auto limits available for most customers,

* Flexibility to take advantage of ELI's personal umbrella and still et auto or home
coverage from any carrier.

* Competitive, low premiums for Inereased lmits of Hability, up to 85 milllon on A+
rated paper,

* Friendly, broad underwriting so most people easily qualify for the program.

¢ A simple, sell-underwriting application that lets you know immediately il the insured
is accepted and otfers automatie, direct billed renewals.

* Support your association by accessing the RLI personal umbrella.

For more information on this program, please visit

www.liabsc.com

AL
Fresfarmereianfly fniendalive




Education Calendar

Trnclepersclerts Trsvoramee Agents
Brokers of South Carolima
September 1-2
5 AAI-83: Segment A, Greenville, SC 8
6 AAI-83: Segment A, Charleston, SC 9
11 AAI-83: Segment A, Columbia, SC 14
12 CISR William T. Hold Seminar, Columbia, SC 14
18 Ethics in the Insurance Industry, HHI, SC 29
18 Ethics in the Insurance Industry, Florence, SC
19 Ethics in the Insurance Industry, Charleston, SC
19 CISR Commercial Casualty, Greenville, SC 4
20 Ethics in the Insurance Industry, Myrtle Beach, SC 5
26-28 CIC Commercial Property, Kingston Plantation 6
Embassy Suites, Myrtle Beach, SC
11
October 12
2 Ethics in the Insurance Industry, Greenville, SC
3 Ethics in the Insurance Industry, Columbia, SC
4 CISR Agency Operations, Columbia, SC
4 CISR Dynamics of Service, Florence, SC
5 AAI-83: Segment B, Greenville, SC
9 Ethics in the Insurance Industry, Rock Hill, SC
10 AAI-83: Segment B, Charleston, SC

11 CISR Commercial Property, Myrtle Beach, SC

16 Business Income — The Mystery Continues

Bluffton, SC
18 AAI-83: Segment B, Columbia, SC
23 E & O - Loss Control Best Practices
Myrtle Beach, SC
24-25 Brokers Pre-Licensing, Columbia, SC
30 CISR Personal Residential, Charleston, SC
30 CISR Agency Operations, Bluffton/HHI, SC
31 CIC Agency Management, Day 1, Hilton

Oceanfront Resort, Hilton Head, SC
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Products Avallable

November

CIC Agency Management, Days 2&3, Hilton
Oceanfront Resort, Hilton Head, SC

CISR Personal Auto, Columbia, SC

AAl- 83: Section C, Greenville, SC

CISR Dynamics of Service, Rock Hill, SC
AAl- 83: Section C, Charleston, SC

AAI- 83: Section C, Columbia, SC

December

E & O - Loss Control Best Practices, IABSC Office
Columbia, SC

CISR William T Hold Seminar, Charleston, SC
CISR Dynamics of Service, Myrtle Beach, SC
CISR Personal Auto, Greenville, SC

CISR Commercial Casualty, Columbia, SC

& Focused
on Your
Success

Trocing our roots to 1B&9, The Seibels Bruce Group, Inc.
confinues to focus on providing innovative insurance products

and exceplional service lo our customers,
Prguidly supparting tha Independeni lngurance Agents ond Brokgrs Associobion

Buriressosrars
Canrwnmicua| Pocha ps
Commercenl Auioem obile

Cammercit| Gamarul Licbilily

Commarcal Proparty
Cammarneal Gansgs
Commercal Umirslin
P v s i

Drweling
Parsamol Aulairabile

CATAWEA INSURANCE COMPANY
A Adeorher of

THE SEBELS BRUCE GROUP, INC."
Bwilifirg: Relutimnsiipn Since 1869

visit www.selbels.com |:j F'ﬁ
800.525.8835 ,_L_‘____ﬂ__,,-"




Annual Convention

October 14 - 16
Savannah, Georgia
Hyatt Regency

Top company leaders
confirmed to participate
on CEQ Panels:

- Accident Fund

- Auto-Owners Insurance Group

- Companion

- General Casualty

- Key Risk

- Montgomery Insurance

- National Grange

- State Auto Ins. Companies
- 5C Dept. of Insurance

For program details
or registration information, visit:

www. 11absc.com

‘Sunday

PR - 5rih pm

5:30 - Bioo pm

R0 = QIO prm

Monday

T30 Al

H:45 - 10015 am

130 = 11,45 aim

100 ;0 AT
1250 P
1115 = 400 P
b:45 - 7245 pm
F:45 pm

Tuesday

B0 - 11:00 am

Exhibit Hall open
(No Sunday CE session gives
agents ample time to visit)
[TABSC Business Session

Group Event @ Savannah Stalion

Continental Breaklast
Exhibits open until 10:30 am
w/ periodic door prizes

keynote: Bryan Tr rwisend
“Making Good Things Happen”

Presidents Panel: Commercial Lines
& Industry Issues _
Attendees will have opporturify

to sulimil guestions for our paned
Paula Deen tour [spouses, guests)
Golf tournament

CE zession: Ethies

Chairman’s Receplion

Hanguet
wy 8500 agent drawing

Brealkfast & Closing session
Presidents Panel:
Workers Comp Issues

RBreakfast 1= spovesored b dhe ITTABRSC Foundation

andd open o all atendees



2= I 1\
l I%%%M B I G MAR'(E TS Trusted
Agent Choice®

Big “I” Markets™is the IIABA member’s online market access program with
no fees, no volume commitments and competitive commissions.

BIM Product Availability | Spring 2007

Commercial Lines: Personal Lines:

Claims Adjusters Affluent Package Program
Commercial Auto At-Home Business
Commercial Builders' Risk Event Liability
Commercial Package (150 subclasses) Flood Insurance
Community Banks Business Insurance Program Gap Insurance
Contractors’ Equipment Marine Insurance
Contractors’ Liability Personal Excess Policy
Employee Practices Liability Personal Umbrella Policy
Event Liability Recreational Vehicles

Executive Liability (Wrap+)

Financial Advisors’ E&O

Flood Insurance

General Contractors' Insurance

Medical Malpractice - Allied Health Groups
Medical Malpractice - Physical Therapists

Medical Malpractice - Students V|S|‘t us at
Miscellaneous Professional Liability A

Non-Profit D&O Liability Wwwb|g imarkets.com
Real Estate E&O

Recreational Vehicles for new prod uct |nfo
Restaurant Program

Technology Consultants Professional Liability a nd u pd ates |

Workers' Compensation

To get started with Big “I” Markets, you must:

1. Be a member in good standing with the state association;

2. Complete a Big “1” Markets Sub-producer profile;

3. Provide proof of E&O insurance and applicable insurance licenses; and
4. Complete the AAS Sub-producer Agreement.

Online Registration

We've made it easier than ever to Plug into the power of Big “1” Markets! Register online today and
discover a fresh new way to do business. All products are only accessible online and coverage is subject
to licensing compliance and underwriting approval. To register online you will need your login ID and
password, your agency tax ID number, your agency E&O policy, and your state agency/agent license
information (where applicable). Log on to www.bigimarkets.com today to begin the registration
process and be quoting in minutes! Product availability varies by state.
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Solutions

Commercial Property
Contractors
Commercial Umbrella
Commercial Transportation
Professional Liability
General Liability
Products Liability
Personal Lines
Marine

...and much more

For additional information
please contact Hull & Company in:

Charlotte
charlotte@hullco.com
www.hullco.com/charlotte
800/241-HULL (4855)

14, PI4, AAMGA, NAFSLD B 2006 Hul |

\ ',.r & Company




From tearing it down to building it up,
who can insure it all?

Global Resources. Local Relationships. Burns & Wilcox

Your Specialty Insurance Professionals

Morehead Cily, Norlh Carolina
{252 TH5-A902 [ fax (252) T20-9484

moreResdcity, hurnsandwilcax com
Independent Insurance Agents & Brokers of SC PRSRT STD
800 Gracern Road U.S. Postage
Columbia, SC 29210 PAID

Medford, OR
Permit No. 348




