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The second most important need 
expressed by IIABL members 
(after access to markets) is the 
need to find, hire and train new 
employees.  This need for new 
talent has been longstanding, but 
growing as an estimated 50% of 
current agency employees will 
retire in the next 10 years.
To assist member agencies with 
the challenge of hiring and training 
new employees, IIABL created the 
Agency Resource Guide.
In an effort to train new people 
to work in independent agencies, 
IIABL started the Louisiana 
Insurance Academy.

Most recently, IIABL started 
recruiting students in high schools 
and colleges.  IIABL CEO Jeff 
Albright recently spoke to business 
classes at Zachary High School 
about careers in independent 
insurance agencies.  (Photo below.)
IIABL is also working with Dr. 
Christine Berry in the Risk 
Management & Insurance Program 
at the University of Louisiana 
Monroe to recruit Program graduates 
into Louisiana independent agencies.
When IIABL discovers graduates 
who are interested in careers in 
independent agencies, we will post 
Resumes on our website.
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TrustedChoice.com Sees Most Successful Month in January 2015

Record-BreakingTraffic,LeadGeneration&OnlineReferrals
Delivered Is Exciting News for Independent Agencies

2

TrustedChoice.com closed its most successful 
month to date this January, with record- 
breaking online consumer traffic, lead 
generation, and referrals delivered to 
independent agencies nationwide. The 
momentum of consumer traffic and online 
referrals continues to grow after a record- 
breaking 2014 for TrustedChoice.com.

In the inaugural month of 2015, 
TrustedChoice.com welcomed just shy of 
205,000 consumer visits to the site...50,000 
more visits than the previous month. Reports 
show 7,954 leads generated site wide in 
January; more than 3,800 online referrals 
were then delivered to independent agencies 
with Advantage subscriptions.

Of note, TrustedChoice.com also 
welcomed more commercial 
lines activity in January 2015  
than ever before. Insurance 
buyers performed more than 
3,000 searches related to 
commercial lines, which in turn 
produced 1,993 online referrals 
to independent agencies 
across the U.S. The site allows 
participating agencies to create 
a detailed commercial lines 
profile for their agency on the 
site. When businesses search 
the site for information and 
resources, they can easily find 
those agencies that specialize 
in providing insurance solutions 
to businesses like theirs. The 
frequent result is an online 
referral.

Said TrustedChoice.com CEO 
Charles “Chip” Bacciocco: 
“January was an amazing 
month for TrustedChoice.com, 
a strong indicator of growth 
for the site in 2015. Insurance 
buyers are looking for 
information online before they 
make a purchasing decision; 
they want to understand their 
options and they want to find 
the right independent agent for 
their family or business. That’s 
why consumers are turning to 
TrustedChoice.com in record 
numbers.”
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Insurance Research Council Report Documents Substantial Growth in 
Homeowners Insurance Claims Costs

The cost of homeowners 
insurance claims has been 
increasing at twice the rate 
of inflation despite declines in 
recent years, according to a 
new report for the Insurance 
Research Council (IRC).  The 
average claim payment per 
insured home countrywide 
rose from $229 in 1997 to 
$625 in 2011, before falling 
to $442 in 2013.  Even with 
the recent decline, average 
claim payments per insured 
home have increased at 
an average annualized 
rate of 5.0 percent since 
1997.  During the same 
period, inflation average 
approximately 2.4 percent.

In the study, Trends in 
Homeowners Insurance 
Claims, 2015 Edition, the IRC 

events.  The report also 
documents and compares 
the volatility of homeowners 
claim trends within and across 
states.

“This report has significant 
implications for everyone 
involved with homeowners 
insurance” said Elizabeth 
Sprinkel, senior vice president 
of the IRC.  “Insurance 
companies face significant 
challenges in responding 
effectively to rapid growth 
in claim severity and in 
managing the extreme 
volatility of claim trends 
everywhere.  In addition, 
consumers will find it 
increasingly important to 
consider steps to control their 
personal exposure to risk 
and to mitigate the damages 
and costs associated with the 
severe weather events.”

For the study, the IRC 
analyzed data from the 
Fast Track Monitoring 
Service, representing 
approximately 50 percent of 
the homeowners insurance 
market countrywide.  For 
more detailed information 
on the study’s methodology 
and findings, contact David 
Corum at (484) 831-9046 or 
by email at irc@TheInstitutes.
org.  Visit the IRC’s website at 
www.insurance-research.org 
for more information about 
the report.

examined the frequency of 
claims and the average cost 
severity, which increased 
at an annualized rate of 
7.8 percent over the 17 
year study period-more 
than three times the rate of 
inflation.  The rise in claim 
severity more than offset 
a 2.6 percent annualized 
decrease in claim frequency 
documented in the report.

Volatility is a major 
characteristic of homeowners 
insurance claim trends 
explored in the report.  
Claim frequency trends were 
found to be significantly 
more volatile than claim 
severity trends, especially 
for experienced identified 
insurance companies as 
being related to catastrophe 

mailto:irc@TheInstitutes.org
mailto:irc@TheInstitutes.org
http://www.insurance-research.org
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Licensing applications for all resident and nonresident producers and adjusters are now 
submitted electronically through the National Insurance Producer Registry (NIPR). All 
fees will be collected at the time of submission of the application.

Effective March 2, 2015, PSI Exams Online provides examination and fingerprinting 
services for Louisiana license applicants. Details about the examination process can be 
found on their website at www.psiexams.com.

Special Notice: Resident applications for lines requiring an examination will not be 
available until March 13, 2015. Between February 23, 2015 and March 12, 2015, 
applicants for these lines may submit a paper application. (Lines that require an 
examination are life, health and accident, property, casualty, personal lines, industrial 
fire, bail bond, surplus lines or title and all resident adjuster licenses.) If the line you 
are applying for required prelicense education, please attach a copy of your prelicense 
education certificate of completion to the license application.

Producer and Adjuster
License Application Information

http://www.nipr.com/
https://candidate.psiexams.com/
http://www.ldi.louisiana.gov/docs/default-source/documents/licensing/producers/louisiana-application-1546a.pdf?sfvrsn=18


66

IIABA received a number of inquiries from Big I member agencies expressing concerns 
about several provisions in the new CNA contract.  IIABA President & CEO, Bob Rusbuldt, 
recently met with CNA CEO Tom Motamed and Rocco Orlando, SVP of Sales & Distribution. 

Rusbuldt discussed a number of different concerns expressed by Big I members related to 
the contract.  The CNA executives said they did not intend to change certain provisions of 
their contract, and they wish their contract process had worked better.  

With regard to several specific issues, CNA reported to the Big I that:
1) Binding authority remains consistent with CNA’s existing practices.
2) Agency payments to the CNA can continue on an account current basis.
3) The next iteration of the contract will reinstate the 90 day contract change/termination 
notice.

Should agents/agencies have any additional questions or concerns, Rocco Orlando, SVP of 
Sales & Distribution has asked that agents contact him by email at: Rocco.Orlando@cna.
com

Big I on NEW CNA Contract

mailto:Rocco.Orlando@cna.com
mailto:Rocco.Orlando@cna.com
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Big “I”endorsed WYO flood carrier Selective Insurance Company of America distributed 
a bulletin to its appointed flood agents that highlights upcoming changes to NFIP rules.
 

An Inside Look at April 2015 NFIP Changes

The tides are changing. Due to increasing catastrophic events and resultant 
rising expenses, Congress has passed numerous updates to help stabilize the 
National Flood Insurance Program over the last several years, including reforms 
such as BW12 and most recently the HFIAA. And with those reforms, FEMA is 
preparing to roll out the second wave of HFIAA changes, taking place in April.  
 
To help you clearly understand what to expect come April and how it may 
impact your customers, please review Selective’s  Overview of April 2015 NFIP 
Changes presentation. In addition, to help explain the effects of these changes 
with your customers, FEMA’s HFIAA April Fact Sheet is a great resource. 
 
It’s important to keep in mind that while some of these changes will undoubtedly 
affect the overall cost of flood insurance, we need to keep customers and 
prospects informed of their risk for flood. To help you, our Online Marketing 
Portal has a variety of complimentary tools and resources available. In 
addition, our Selective Flood Territory Management team is ready to assist you 
in developing a strategy to communicate the need for flood insurance to your 
clients.
 
For additional assistance or if you would like more information, please contact 
Selective today. 

 
Selective is the only insurer that directly supports national and state association 
flood advocacy efforts on behalf of our members in Congress and with the NFIP. Help 
place more flood business with the Big “I” Flood program and strengthen the voice of 
independent agents.

Selective Flood Releases Bulletin on HFIAA Changes

http://click.icptrack.com/icp/relay.php?r=52319756&msgid=890861&act=R2L3&c=1057780&destination=http://www.selective.com/WebApplications/EDS/PublicSite/Document.aspx?FileName%3Dhttp://www.selective.com/WebApplications/EDS/PublicSite/Client/PDF/Selective_NFIP_April%25202015_Overview.pdf
http://click.icptrack.com/icp/relay.php?r=52319756&msgid=890861&act=R2L3&c=1057780&destination=http://www.selective.com/WebApplications/EDS/PublicSite/Document.aspx?FileName%3Dhttp://www.selective.com/WebApplications/EDS/PublicSite/Client/PDF/Selective_NFIP_April%25202015_Overview.pdf
http://click.icptrack.com/icp/relay.php?r=52319756&msgid=890861&act=R2L3&c=1057780&destination=http://www.selective.com/WebApplications/EDS/PublicSite/Document.aspx?FileName%3Dhttp://www.selective.com/WebApplications/EDS/PublicSite/Client/PDF/FEMAFactSheetHFIAAChanges.pdf
http://click.icptrack.com/icp/relay.php?r=52319756&msgid=890861&act=R2L3&c=1057780&destination=https://www.selectiveflood.com/WebApplications/EDS/SelectiveFlood_PublicSite/Client/pdf/SelectiveFloodTerritoryManagers.pdf
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Louisiana-backedinsurer’sCEOresignsafterclosedboardmeeting

Ted Griggs
The Advocate

The chief executive officer 
of state-backed Louisiana 
Citizens Property Insurance 
Corp. abruptly resigned 
Thursday, March 12, 2015 
following a closed session 
of the insurer’s board 
of directors to discuss 
personnel matters.

David Thomas, a 40-year 
veteran of the insurance 
industry, declined to 
comment after the meeting.

Insurance Commissioner 
Jim Donelon said he could 
not discuss the details for 
Thomas’ resignation, other 

than to say it involved other 
personnel issues.

“I can confirm that Mr. 
Thomas has submitted his 
resignation, that there was 
a difference of philosophy 
between the board, myself 
and Mr. Thomas,” Donelon 
said. “We will begin a 
search utilizing the same 
headhunter we have the last 
three times I’ve hired a CEO 
for Citizens.”

One of Citizens’ senior 
staff members will lead the 
insurer until a permanent 
replacement can be found, 
he said.

State-backed Citizens insures 

properties that private 
insurance companies won’t 
touch.

Thomas was hired in July 
2013. He had been president 
and CEO of Silveus Insurance 
Partners in Indiana.

At the time, Donelon 
described Thomas as having 
“all of the qualifications” 
he was looking for to head 
Citizens. Donelon touted 
Thomas’s experience and 
a proven track record of 
developing and executing his 
strategic vision.

Under Thomas’ direction, 
Citizens began issuing its 
own policies and handling 

http://www.lacitizens.com/Default.aspx
http://www.lacitizens.com/Default.aspx
http://www.lacitizens.com/Default.aspx
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Louisiana-backedinsurer’sCEOresignsafterclosedboardmeeting
(continued)

noncatastrophe claims, 
rather contracting with 
private companies for that 
work.

The moves reduced Citizens’ 
costs by an estimated $7 
million to $10 million per 
year.

Last July, Thomas received 
a 5 percent raise, upping his 
salary to $288,750.

Separately during Thursday’s 
meeting, plans were 
announced to refinance 
$415.3 million that Citizens 
borrowed to pay Hurricane 
Katrina claims.

The move is expected to 

save more than $100 million 
in interest payments and 
reduce the payback period 
on the debt by two years.

“Interest rates right now are 
at an all-time historical low,” 
Chief Financial Officer Steve 
Cottrell said.

Those rates, about 
2 percent, combined 
with Citizens’ strong 
creditworthiness, will enable 
the insurer to achieve the 
savings. Citizens’ board 
voted Thursday to seek 
proposals on refinancing the 
bonds.

Citizens originally borrowed 
$978 million to pay Katrina 

claims. The insurer has since 
refinanced $375 million of 
the total, cutting interest 
payments by more than $18 
million a year.
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IIABL New Members 

EpicInsuranceAgencyofLA,LLC
NewOrleans

HaikInsuranceHoldings,LLC
Lafayette

MilletInsuranceAgency,Inc.
La Place

TRUSTEDCHOICE®
MARKETING 

REIMBURSEMENTPROGRAM

Trusted Choice® will reimburse 
expenses, up to $1,600, incurred 

in 2015 by IIABL agencies for 
advertising and marketing 

materials with a Trusted Choice® 
logo. This is not meant to replace 

your agency’s brand, but to 
compliment it by including the 

Trusted Choice® branding in your 
marketing efforts. 
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As Louisiana’s Insurance 
Commissioner I am 
always working towards 
ensuring insurance is 
affordable and available 
to consumers. While 
monitoring the market 
for competition is 
crucial, ensuring that 
the regulated entities 
are responsive to 
policyholders and 
are financially sound 
is equally critical in 
maintaining a robust and 
competitive marketplace. 
Through continual 
monitoring of insurance 
companies’ financial 
statements and the 

COMMISSIONERJIMDONELON

LouisianaInsuranceMarketsOverview
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various markets we 
become aware of market 
changes that may need 
to be addressed from a 
regulatory standpoint. 
In 2014 we experienced 
lower rate movement 
in almost all lines of 
insurance for which the 
Louisiana Department 
of Insurance (LDI) 
has rate approval 
authority. We witnessed 
a noticeable increase 
in competition in the 
property and casualty 
insurance sector with 
overall rate increases 
at only 1.9 percent for 
all lines of business 

(private passenger 
and commercial 
auto, homeowners, 
commercial multi-
peril and workers’ 
compensation) 
compared with 3.3 
percent rate increases in 
2013. 

Rebuilding after 
Devastation

We are now approaching 
the ten year anniversary 
of Hurricanes Katrina 
and Rita, which were 
so devastating to the 
Gulf Coast states and to 
Louisiana in particular. 

A strong 
and healthy 
insurance 
marketplace 
is an essential 
foundation for 
our economy 
and we are 
pleased with the 
successes we’ve 
experienced 
in the decade 
since Hurricanes 
Katrina and 
Rita. Louisiana 
has certainly 
demonstrated to 
the world that 
our markets 
are healthy 
and open for 
business. 

14
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Over the last decade, we 
have aggressively worked 
to attract new companies to 
our state. By implementing 
a combination of strategies 
to rebuild Louisiana’s 
property insurance market, 
we now have 21 new 
insurance groups actively 
writing homeowner 
policies in our state. The 
homeowners market 
experienced double digit 
average rate increases after 
the 2005 hurricane season 
but has now stabilized, 
with the average statewide 
rate change in 2014 at 2.8 
percent. That represents the 
lowest average statewide 
rate increase since 2005. 
Combined with the 
reduction in market share of 
our state-sponsored market 
of last resort, Louisiana 
Citizens Property Insurance 
Corporation, more than 

average 0.9 percent in 2013 
and 1.2 percent in 2014. 

Steering in the Right 
Direction 

Louisiana has long been 
known for having some of 
the nation’s highest auto 
insurance rates, but the 
latest data is encouraging. 
According to the latest 
data from the National 
Association of Insurance 
Commissioners, Louisiana 
now ranks third (with 
an average premium of 
$1275 in 2012), with 
New Jersey ranking 
number one in the nation, 
followed by Washington, 
D.C. This is significant 
because we are seeing our 
ranking improve despite 
our minimum coverage 
requirements increasing 
in 2010 from 10/20/10 

17 percent of the property 
market in 2004 has been 
redistributed from the 
largest three homeowner 
writers to other companies.  
As a result, we have given 
consumers more choices 
by filling that vacuum with 
smaller, regional companies 
that have come to our 
state. These companies are 
aggressively competing with 
not just national carriers, 
but with each other, 
producing more competitive 
pricing of property 
insurance policies. You 
can see the results of this 
competition in the overall 
homeowners rate changes 
for 2014. 
The Commercial Multi-
Peril market is the only 
major insurance market 
in Louisiana that had an 
overall higher rate increase 
in 2014 than the prior year. 
Those rates increased an continued on page 16
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to 15/30/25 (i.e. $15,000 
of bodily injury coverage 
per person/$30,000 of 
bodily injury coverage 
per accident/$25,000 of 
property damage coverage).
Besides an improved ranking 
among states, we have 
seen some improvements in 
our auto insurance market. 
Though our auto markets 
remain competitive, starting 
in 2012 Louisiana’s private 
passenger market saw 
some hardening of prices, 
similar to what many other 
states observed, after many 
years of stable rates that 
increased less than 1.5 
percent per year.  Private 
passenger auto rates peaked 
in 2013 with a 4.7 percent 
average increase but have 
now dropped in 2014 to an 

average 3.5 percent increase. 
Likewise, commercial auto 
rates dropped to a statewide 
average increase of 2.2 
percent from 2.8 percent the 
prior year.  

Workers Compensation 
Successes 

The workers compensation 
market is also seeing 
improvements with declining 
rates and more companies 
writing coverage in Louisiana. 
Market rates dropped an 
average 1.9 percent in 2014 
compared with a 4.0 overall 
increase in 2013. 

Louisiana has historically 
had higher rates than other 
states due to rich benefits, 
but rates, as measured 
by loss costs filed by 

the National Council on 
Compensation Insurance 
(NCCI), have declined 
dramatically over the last 
20 plus years. I recently 
approved a rate request 
from the NCCI to lower 
workers compensation rates 
by 2.4 percent beginning 
May 1, 2015. The decrease 
is the result of fewer and 
less severe workplace 
injuries. This means that 
Louisiana rates have 
declined by 37 percent since 
2006 – and by 56 percent 
since 1995. Companies 
today are paying half as 
much for the same coverage 
as they were 20 years ago, 
and about one-third less 
than they were paying just 
ten years ago. 

We are also seeing more 

COMMISSIONERJIMDONELON
LouisianaInsuranceMarketsOverview(continued) 

continued on page 19
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   resident’s
     Column

Mickey Bennett, Bennett Seymour Insurance
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companies writing workers 
compensation insurance in 
Louisiana, an indicator of a 
competitive market. In 2007, 
there were 197 companies 
writing workers compensation 
– by the end of 2013, there 
were 232 companies - that’s 
an increase of 35 new 
companies, or 18 percent 
over a period of six years. 

Signs of Competition in 
Health Insurance Market

Last year also saw more 
competition in the major 
medical market with the 
addition of a new insurer, 
the expansion of an existing 
insurer from a regional 
insurer to statewide, and 
the concerted effort of 
another insurer to reenter 
the individual market. In the 
health insurance marketplace, 

LouisianaInsuranceMarketsOverview(continued) 

rates have long been on the 
rise nationally. Last year, 
health issuers writing major 
medical coverage filed their 
proposed rates for 2015 
with the LDI. Proposed rates 
for individual and small 
group health insurance 
plans being offered in 2015 
were the first ones reviewed 
by LDI actuaries for 
compliance with state and 
federal laws as a result of 
legislation passed in 2014. 
In the individual health 
market, we are seeing an 
average rate increase of 
13.75 percent for 2015. In 
the small group market, we 
are seeing an average rate 
increase of 6.12 percent. 

Though the Department 
reviews health insurance rates 
and may influence health 

rates charged in Louisiana, 
the Department does not 
have authority to approve or 
disapprove an insurer’s health 
rates.  We estimate that our 
actuarial reviews of health rates 
this year saved consumers a 
total of more than $4.1 million 
– $1.4 million in the individual 
market and $2.6 million in the 
small group market as a result 
of our new right to prior review 
though not approval authority. 

A strong and healthy insurance 
marketplace is an essential 
foundation for our economy 
and we are pleased with the 
successes we’ve experienced 
in the decade since Hurricanes 
Katrina and Rita. Louisiana 
has certainly demonstrated 
to the world that our markets 
are healthy and open for 
business. 
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Q.  I currently write a very 
nice tree service account, 
which is coming up for 
renewal in a couple of 
months.  Last year, we had 
some stiff competition, and 
barely kept the renewal.  
I suspect that this year 
will be no different, so 
I’ve already touched base 
with the underwriter about 
renewal pricing.   During 
the current policy, we also 
got very involved with 
helping the insured get a 
claim paid, and I think that 
will be a “plus” for us come 
renewal time.  Along those 
lines, we’re also working 
on some ideas to present 
to the insured about value-
added services we can 
offer.  As appreciative as he 
was about our help with the 
claim, I think he would be 
interested in some of the 
additional benefits we offer.  

For example, one of his 
concerns is his liability 
exposure for the 3 
arborists, who drive their 
personal cars to job sites.  
We could offer to review 
the limits of liability on 
their auto insurance, as 
well as determine if the 
tree service is covered 
under the employee’s 
policy, or if an endorsement 
is needed.  In addition, 
we would recommend that 
employees carry a liability 
limit that we thought was 
adequate.  We could also 
furnish our insured the 
MVRs on any employees 
who drive on behalf of the 
company, whether they use 

Subject: How “Value-
Added Services” 
CouldPoseanE&O
Exposure

Ask Mike
?

IIABLDirectorofEducation,
Mike Edwards is available to 
answer technical questions 

from IIABL members. To 
submitatechnicalquestion,

contact 
MikeEdwards,CPCU,AAI,at
medwards65@aol.com or call 

(678) 513-4390. 
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a company auto or their 
personal vehicle.

Any additional ideas 
you can offer would be 
appreciated. 

A.  You’re right. In today’s 
competitive marketplace, 
independent agents need 
every advantage we can 
find.  And service (now 
elevated to “value-added 
service,” in the current 
vernacular) is as important 
today as ever.  While the 
old Big I slogan “Your 
Independent Agent Serves 
You First” has faded into 
history, many of us old 
timers wish we could bring 
back Raymond Burr (“Perry 
Mason”), who did those 
great commercials back in 
the 1980’s.

But a word of caution.  In 
today’s legal environment, 
care should be used to 
evaluate which value-added 
services are prudent, and 
which could possibly lead 
to an E&O claim.

As one example, providing 
the MVRs of employees 
to your insured – who 
is their employer – is 
almost universally 
discouraged by legal 
and E&O experts.  Motor 
Vehicle Reports (MVRs), 
CLUE Reports, and credit 
reports/insurance scores, 
are an everyday part of 
insurance underwriting.  
However, all are considered 
“consumer reports” which 
are protected under the 
Fair Credit Reporting 
Act (FCRA).  The FCRA 
prescribes very strict 
guidelines on who can 
access any defined 
“consumer report,” and 
what can be done with it, 
such as sharing it with third 
parties.

An employer probably 
should review the MVR of 
every employee who drives 
a vehicle on company 
business.  Many employers 
also routinely require drug 
tests of employees and 
job candidates.  But an 
insurance agency should 
not be the source an 
employer turns to for these 
and any other protected 
private information.  
However, there are 
legitimate third-party 
providers available for such 

mailto:medwards65@aol.com
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information, which is where 
an employer should go, not 
his insurance agent.

A friend of mine, who is an 
E&O defense attorney, did a 
program several years ago 
for a group of independent 
agents, which was called, 
“E&O That Comes From 
Being Too Helpful.”  He 
cited many E&O cases that 
had resulted from some 
well-intentioned “value-
added services.”  

One example dealt with 
MVRs.  An agency CSR 
handled the personal 
insurance for a friend who 
was involved in a bitter 
child-custody case with 
her ex-husband.  The 
friend knew he had a 
drinking problem, and was 

concerned about her kids 
being in the car with him.  
The CSR offered to pull his 
MVR, which listed two DUI 
citations.  The CSR gave 
the MVR to her friend, who 
gave it to her attorney, to 
support her request for a 
restraining order against 
the husband having the 
kids in his car.  During 
cross-examination, the 
source of the MVR came 
to light.  The ex-husband 
successfully sued the 
agency for $250,000.

As to the agency reviewing 
the auto insurance of 
the arborists, I frankly 
have a concern that this, 

too, is unwise.  Many 
employers do set insurance 
guidelines – such as 
minimum required limits 
of liability – for employees 
who drive, but in my 
view, they should obtain 
evidence of insurance from 
each employee. Also, my 
preference would be that 
the agency not recommend 
“a liability limit that we 
thought was adequate.”

Lastly, your successful 
efforts to help your 
insured with his claim are 
laudable, and possibly 
risky.  In my 30+ years 
working with independent 
agents, I’ve always felt that 
collaborating with insureds 
and insurers to get 
legitimate claims paid fairly 
was one of the hallmarks 

continued on page 22
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continued
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of the independent agency 
system.  At the same 
time, I know from an E&O 
standpoint that any type 
of “service activity” with 
insureds carries some risk 
of an adverse outcome.  
And the current focus by 
nearly every business 
to provide “value-added 
service” only magnifies the 
potential risk of something 
going wrong.

A couple weeks ago, I sat 
in on a very interesting 
webinar presented by the 
Independent Insurance 
Agents & Brokers of 
America (IIABA) and 
SwissRe, titled “Avoiding 
E&O Exposures When 
Advocating for Customer 
Claims.”  The basis for 
the webinar, according to 

aware of when they have 
taken “advocating” for 
claims too far, and strayed 
into legal difficulties.

The webinar is archived on 
the IIABA website.  The 
webinar is not filed for CE, 
nor is it approved for the 
SwissRe E&O policy credit, 
but I think it is worth 55 
minutes of your time.  Here 
is the link:
“Avoiding E&O Exposure 
When Advocating for 
Customer Claims”

The IIABA’s Virtual 
University has many 
informative articles on 
some of the “service 
activities” which potentially 
pose E&O risks.  So before 
your agency gets too far 
down the road with your 

Ask Mike
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IIABA, was a 2012 survey 
of panel counsel attorneys 
for SwissRe, which revealed 
that improperly advocating 
for customer claims was 
one of the most common 
errors and most dangerous 
things agents could do to 
expose themselves to E&O 
claims.

Initially, the title of the 
webinar seemed to suggest 
that “advocating” for claims 
on the customer’s behalf 
was a significant source of 
E&O claims.  But during 
the webinar, which included 
two E&O attorneys along 
with a coverage expert, 
I think the key point was 
that agents need to be 

http://rms.iiaba.net/Content/Publications-Media/Webinars/Webinars%20and%20Podcasts.aspx
http://rms.iiaba.net/Content/Publications-Media/Webinars/Webinars%20and%20Podcasts.aspx
http://rms.iiaba.net/Content/Publications-Media/Webinars/Webinars%20and%20Podcasts.aspx
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plan to offer some value-
added services to this 
or any other customer, 
I recommend that you 
review these articles.

“E&O Coverage for Non-
Insurance Related Agency 
Services”

“The Danger of Not 
Reporting Claims”

Policy Changes Requested 
By Third Parties”

“Voluntary E&O Payments”

“Warning: Furnishing 
MVRs to Insureds Could 
Be Hazardous to Your E&O 
Policy”

“Furnishing MVRs...Legal 
But Not Permitted”

“Authorization Form To 
Provide Driver MVRs To 
Commercial Insureds”

“Toxic Mold, CLUE Reports, 
and the FCRA”

“Agency Certificate 
Procedures”
(How an agency should 
handle  requests to amend 
certificates.)

“Vicarious Liability for 
Employees:  Are You Your 
Employees’ Keeper?”
(This article will give you 
some excellent ideas on 
risk management tips for 
all employers, including 
some guidelines on 

employee’s use of their 
personal vehicles, which I 
think will be of interest to 
your tree service insured.) 

Good luck with the renewal!

These materials are 
intended for educational 
purposes only and 
should not be relied 
upon as legal advice. 
Please consult a 
qualifiedattorneyfor
legal advice.

http://www.independentagent.com/Education/VU/Agency%20Management/E_O/WilsonNonInsuranceServices.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/E_O/WilsonNonInsuranceServices.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/E_O/WilsonNonInsuranceServices.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Other/FacultyUnreportedClaims.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Other/FacultyUnreportedClaims.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/E_O/Faculty3rdPartyChanges.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/E_O/Faculty3rdPartyChanges.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/E_O/EdwardsVoluntary.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Privacy/EdwardsFCRAMVR.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Privacy/EdwardsFCRAMVR.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Privacy/EdwardsFCRAMVR.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Privacy/EdwardsFCRAMVR.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Privacy/EdwardsMVRLegal.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Privacy/EdwardsMVRLegal.aspx
http://www.iiabl.com/Information/Pages/InsuranceInfo/AskMike/Ask-Mike-12-09.pdf
http://www.iiabl.com/Information/Pages/InsuranceInfo/AskMike/Ask-Mike-12-09.pdf
http://www.iiabl.com/Information/Pages/InsuranceInfo/AskMike/Ask-Mike-12-09.pdf
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Privacy/EdwardsMoldCLUEFCRA.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Procedures/Privacy/EdwardsMoldCLUEFCRA.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Certificates/NewmanCertificates.aspx
http://www.independentagent.com/Education/VU/Agency%20Management/Certificates/NewmanCertificates.aspx
http://www.independentagent.com/Education/VU/Insurance/Commercial-Lines/Auto/Liability/BoggsVicarious.aspx
http://www.independentagent.com/Education/VU/Insurance/Commercial-Lines/Auto/Liability/BoggsVicarious.aspx
http://www.independentagent.com/Education/VU/Insurance/Commercial-Lines/Auto/Liability/BoggsVicarious.aspx
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The Big “I”) has released the 
results of the 2015 Market 
Share Study (based on 2013 
data) which reveal that 
independent insurance agents 
and brokers (collectively 
“IAs”) continue to dominate 
commercial lines while 
rivaling direct response 
writers and captive carriers in 
personal lines business.
This is the 19th year the Big 
“I” has contracted with A.M. 
Best Company to receive 
year-end industry market 
share and company expense 
data. The Big “I” analyzes 
this data annually to assess 
the state of the independent 
agency system.
“The Big ‘I’ is pleased 
to announce that the 
independent insurance 
agency system continues 
to be stable, strong and 

24

the market or more. Also, 
IAs grew faster than the 
overall market and thus 
increased market share in 
about half of the states and 
the District of Columbia. 
Furthermore, several IA 
carriers increased their 
market shares by substantial 
amounts. However, there 
was a significant divergence 
between the national and 
regional carriers in terms of 
growth.
This annual study provides 
the most accurate picture 
of the state of p-c insurance 
distribution for several 
reasons.  We separate the 
direct response companies 
from the captive agency 
companies which offers the 
most accurate picture of 
changes in p-c insurance 
distribution year after year. 

growing,” says Bob Rusbuldt, 
Big “I” president & CEO. 
“Among the many pieces of 
good news the study revealed 
are that all property‐casualty 
(p-c) insurance premium 
lines grew for the third year 
in a row, bouncing back from 
their recession‐driven low 
points in 2010. After three 
years of strong growth, both 
personal and commercial 
lines have exceeded 
prerecession volumes, and 
combined are now generating 
$532 billion in annual 
premiums. Combined, the 
market grew by $25 billion in 
2013 over 2012 levels.”
The Market Share Study 
revealed that at both the 
state and carrier level, 
independent agents and 
brokers were well poised 
to capture their share of 

STUDYREVEALSSTABILITYANDGROWTHINP-CINSURANCEMARKET
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the last three years.
•       IAs grew market share 
in 23 states and the District 
of Columbia. In many states, 
they dominate both personal 
and commercial lines. That 
suggests IAs in other states 
have an opportunity to add 
share in more lines if they 
put a renewed focus on it.
•       IAs can be as efficient 
as other models. In the 
lucrative personal auto 
market, both regional and 
independent insurance 
agency writers average 
better expense ratios than 
the captive agency model. 
Furthermore, nearly a dozen 
IA companies rival or beat 
direct response writers on 
this key expense efficiency 
metric.
•       Personal auto 
premiums written by IAs 

grew nine times more in both 
2013 and 2012 than they 
did in 2011. IAs increased 
premiums by $1.8 billion 
in both 2012 and in 2013—
versus the mere $200 million 
growth figure reported in 
2011.
•       Many Big “I” Best 
Practices agencies continued 
to grow in the face of the 
weak economy and are 
doing well now that the p-c 
market appears to have 
turned around. Agencies 
that are easy to do business 
with, leverage technology, 
focus on market segments 
and emphasize the Trusted 
Choice® brand, have the 
potential to enjoy robust 
growth in every state and 
every product line.
            

As well, we look at each line 
on a state-by-state basis, and 
also segment the IA system 
by national vs. regional 
carriers. This thorough 
analysis of the data continues 
to offer a very detailed view 
of the overall p-c marketplace 
and provides insight into 
areas of opportunity for the 
IA channel.

Other findings from the 
Market Share Study include:
•       IAs still control a 
majority of the entire p-c 
market, writing nearly 57% 
of all premiums.
•       IAs write nearly 35% of 
all personal lines premiums.
•       IAs still dominate 
commercial insurance sales, 
writing nearly 80% of a 
market that has grown by 
more than $35 billion over 

STUDYREVEALSSTABILITYANDGROWTHIN
P-C INSURANCE MARKET (Continued)
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